


Researching Share Revenue Outlets 

Securing Share Revenue Outlets 

Once you’ve determined a particular location is potentially viable the 
next step is to secure the location. A customized, professional proposal 
makes a great impression. Contact WFR central and we’ll create a cus-
tomized proposal, a sample can be found on the WFR Extranet http://
www.wheelfunrentals.com/Content/NewLocationPresentations.aspx 
 
Hotels/Resorts: You’ll need to contact the hotel to determine 
who has the authority to approve this type of arrangement 
whether it is an Activities Director, Guest Services Man-
ager, Assistant GM, or General Manager. 

 

Downtown/Village: You’ll want to contact busi-
nesses with a plan to provide them with additional 
revenue (and free exposure) with little effort on 
their part.  For example: Any downtown/village retailer with enough 
space for storage (can they roll the product into store aisles at night?) 
and display.  
 
The key here is, we offer an easy turnkey setup. 
Present the proposal and be sure to listen to any concerns they may have.  
Be prepared to address concerns about:  

• Insurance & liability 

• Their costs and potential revenue 

• Display/Storage Area 

• WFR image/branding & signage 

• Supplies & service 
 

Reinforce your professionalism and always remember to follow up afterwards to 
“stay on their radar”.  Additional ideas on securing a Share Revenue location as 
well as a sample contract for Share Revenue outlets can be found in the Fran-
chise Manual (Document #s 02-01-05 & 02-01-15). 

While researching, consider these factors to ensure a successful location: 

• Location - Will you be able to service it? 

• Riding Area - Terrain helps determine product mix. 

• Display/Storage area - Where will your product go? 

• Staffing  - Who on the property do you envision will handle the rentals (bell or 
front desk, camp store/retail store clerk, etc.) 

• If Hotel/Resort/Campground:  

• Number of Rooms/Spaces (WFR has successful Share Revenue locations 
with as little as 54 rooms, but more are preferable).  Some of the above 
information can be acquired through conversations with hotel staff prior 
to making a proposal, while other information (occupancy percentage) 
you’ll be able to obtain when having a discussion with management. 

• Average occupancy percentage (obviously, a higher percentage is better). 

• Average length of stay (longer is better as it assures more time for rentals). 

• Average daily rate (although not necessarily a determining factor, it helps you get a sense of your potential rates/product mix). 

• Customer mix (corporate or leisure). 

• If  Downtown/Village: 

• Number  of visitors. 

• Location within town (enough foot traffic?). 

• Display Area (adequate & easily visible?). 
 
Once you have collected the above information, call WFR Central and we’ll help you sort through the potential or help develop a strategy. 
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Opening Share Revenue Outlets 
Once you’ve secured the location, here’s what you need to do. 
WFR central makes this an easy process by providing you with 
the file box to get your location up and going including: 

• A Share Revenue File Box containing most of the docu-
ments you’ll need to get started: 

• Easy to follow 6 step Rental Instructions 

• A Share Revenue Training and Reference Manual 

• Handout safety instructions for guest 

• Stolen Item Report 

• Accident Report 

• Rental Rate Flyers 

• Repair Tags 

• Contact numbers 

• Hotel specific manual receipts 

• Rental rates signage design 

• In-room or storefront marketing  
brochure ideas  

• Revenue spreadsheet template (to  
reconcile rental revenue) 

• Rental contracts 
 
In addition, You’ll want to provide: 

• Helmets 

• Bike locks 

• Bike pump 

Though considerably easier to manage, Share Revenue outlets do require 
on going attention. 
 

• Periodic visitation with front line employees (bell staff/front desk/store 
clerk) to address any product or procedure issues. 

• Training with accounting or other back office staff to reconcile rentals 
using the revenue spreadsheet. 

• Weekly/biweekly visitation to clean/maintain product and verify file 
box is fully stocked. 

• Periodic phone calls/visits with Share Revenue contact to maintain the 
relationship and address any general issues/concerns they may have. 

• Monthly collection of contracts/receipts/reports. 
 
Fortunately, a Share Revenue location doesn’t require the same day-to-day 
involvement as  “standard” outlets. By maintaining a good relationship and 
following the steps above you will ensure profitability for both you and 
your new Share Revenue “partner”. 
 
If you’re looking into Share Revenue opportunities, WFR central wants to 
hear from you. We’re always here for you so give us a call or send us an 
email and we’d be happy to share our thoughts and experience.  
You may also want to contact Joanie Krehbiel or Lee Olivas, franchisees 
who have successfully established multiple Share Revenue outlets. 

Maintaining Share Revenue Opportunities 


