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TO PROTECT YOU, WE'VE REQUIRED YOUR FRANCHISOR TO GIVE YOU
THIS INFORMATION. WE_HAVEN'T CHECKED IT. AND DON'T KNOW IF IT'S
CORRECT. IT SHOULD HELP YOU MAKE UP YOUR MIND. STUDY IT CAREFULLY.
WHILE IT INCLUDES SOME INFORMATION ABOUT YOUR CONTRACT, DON'T RELY
ON IT ALONE TO UNDERSTAND YOUR CONTRACT. READ YOUR ENTIRE
CONTRACT CAREFULLY. BUYING A FRANCHISE IS A COMPLICATED
INVESTMENT. TAKE YOUR TIME TO DECIDE. IF POSSIBLE, SHOW YOUR
CONTRACT AND THIS INFORMATION TO AN ADVISOR, LIKE A LAWYER OR AN
ACCOUNTANT. IF YOU FIND ANYTHING YOU THINK MAY BE WRONG OR
ANYTHING IMPORTANT THAT'S BEEN LEFT OUT, YOU SHOULD LET Estrada
Strategies KNOW ABOUT IT. IT MAY BE AGAINST THE LAW.

THERE MAY ALSO BE LAWS ON FRANCHISING IN YOUR STATE. ASK YOUR
STATE AGENCIES ABOUT THEM.

Federal Trade Commission
Washington, D.C. 20580
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YOUR NEXT MOVE

ESTRADA STRATEGIES FRANCHISE, INC
3400 Inland Empire Blvd., Suite 101
Ontario, California 91764
(909) 476-3510

www.estradastrategies.com

FRANCHISE OFFERING CIRCULAR
FOR PROSPECTIVE FRANCHISEES

Estrada Strategies Franchise, Inc. is offering a franchise where the franchisee will operate a business which provides
training and behavioral modification services primarily to Entrepreneurs, presidents and other top business executives.
These services are provided primarily through educational forums called ESTRADA STRATEGIES CEOQ Club.™

The initial franchise fee is $35,000 for a single location. The estimated initial investment required for an ESTRADA
STRATEGIES CEO Club franchise ranges from $43,338.95 for the low to § 77,206.95 for the high, to include the
Area Development fee for two additional ESTRADA STRATEGIES CEO Club franchises.

Estrada Strategies also offers an Area Development Agreement within this UFQC where a franchisee may secure a
specific area to develop a minimum of three (3) ESTRADA STRATEGIES CEQO Club territories. The Area
Development fee required to be paid at the time of signing the Area Development Agreement, will be a $5,000 deposit
towards each additional franchise to be developed within the development area agreed to by Estrada Strategies and the
Area Developer Franchisee. The franchise fee for the second Estrada Strategies CEO Club will be $30,000 and then
$25,000 for the third and each subsequent franchise to be established within the Development Area. There are no
additional fees to be paid prior to the franchisee opening the second and subsequent areas according to the Area
Development Agreement schedule at the time of signing the Area Development Agreement. (See Exhibit C)

Risk Factors:

1. THE FRANCHISE AGREEMENT PERMITS YOU TO ARBITRATE ONLY IN THE STATE OF
CALIFORNIA. OUT OF STATE ARBITRATION MAY FORCE YOU TO ACCEPT A LESS FAVORABLE
SETTLEMENT FOR DISPUTES. IT MAY ALSO COST MORE TO ARBITRATE WITH THE
FRANCHISOR IN CALIFORNIA THAN IN YOUR HOME STATE.

2. THE FRANCHISE AGREEMENT STATES THAT CALIFORNIA LAW GOVERNS THE

AGREEMENT AND THIS LAW MAY NOT PROVIDE THE SAME PROTECTIONS AND BENEFITS AS
LOCAL LAW. YOU MAY WANT TO COMPARE THESE LAWS,

3. THE FRANCHISE AGREEMENT REQUIRES YOU TO BRING SUIT IN CALIFORNIA. CERTAIN
STATE LAWS MAY SUPERSEDE THIS PROVISION. SEE EXHIBIT E (State Specific Addendum), IF
THIS IS REQUIRED BY YOUR STATE.

4, THERE MAY BE OTHER RISKS CONCERNING THIS FRANCHISE.

Information comparing franchisors is available. Call the state administrators listed in your public library for
sources of information.

Registration of this franchise with the state does not mean that the state recommends it or has verified the
information in this offering circular. If you learn anything in this offering circular is untrue, contact the
Federal Trade Commission.

Effective Date:
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ITEM 1
THE FRANCHISOR, ITS PREDECESSORS AND AFFILIATES

The Franchisor and Qur Predecessors

To simplify the language in this Franchise Offering Circular “we,” “our,” “us” and “Estrada Strategies,” means
Estrada Strategies Franchise, Inc., the Franchisor. "You" means the person, corporation, partnership or other entity
who buys the franchise, the Franchisee. If a corporation, partnership or other entity is the Franchisee, "You"
includes the Franchisee's owners. Estrada Strategies is a California corporation that was incorporated on the
September 11, 2006 as an “s” corporation for the primary purpose of offering and supporting franchisees of Estrada
Strategies. Our principal business address is 3400 Inland Empire Boulevard, Suite 101, Ontario, California 91761.

Estrada Strategies agent for service of process is disclosed in the acknowledgment of receipt and Exhibit D, of this
Franchise Offering Circular.

Predecessors and Affiliates

Estrada Strategies has no predecessors and was created to offer franchises for a business similar to the business
operated by Estrada Strategies, LLC (*ES LLC"), a Delaware limited liability company that was formed on
December 5, 2000, and owned by Ruben Estrada our President. ES LLC has operated a similar business to the one
being franchised since December, 2000, in the state of California. Estrada Strategies has not previously offered
franchises in this or any other line of business; and does not intend to offer franchises in the future. However, ES
LLC signed a license agreement for one (1) independent licensee operating a substantially similar business to
Estrada Strategies in Tennessee. The existing licensee will be afforded the opportunity to convert to becoming a
franchise substantially similar to the franchise being offered by Estrada Strategies. ES LLC owns the marks used in
the operation of the franchises offered here and has licensed the marks to us as described in Item 13. ES LLC is
wholly owned by the owner of Estrada Strategies and it is the intent of Estrada Strategies to incorporate the
experience, business practices and methods utilized by ES LLC in its future business operations with its franchisees.
Estrada Strategies will remain affiliated with ES LLC in order to provide such assistance and for the benefit of its
experience as is practical.

Other than the relationship Estrada Strategies has with ES LLC, there are no predecessors or other affiliates.

The Franchise Offered

Estrada Strategies is a franchising company which sells and grants franchises for the operation of ES CEO Clubs
known as The ESTRADA STRATEGIES CEQ Club (ES CEO Club(s)). ES LLC currently operates one ES CEO
Club which is substantially similar to the franchise being offered by Estrada Strategies.

Estrada Strategies franchises or authorizes you to use the trademarks of and to operate an ES CEO Club. An ES
CEO Club provides training and behavioral modification services to entrepreneurs, presidents and other top business
executives. We primarily do this through continuing educational forums called Estrada Strategies CEQ Clubs (ES
CEO Club). As a franchisee, you (or someone designated by you and approved by us, called a “Facilitator”) will be
authorized to solicit ES CEO Club Members (sometimes “Members™), conduct ES CEQ Club meetings, and provide
training and behavioral modification services to these Members at these meetings. Currently, the services you wiil
provide focus on six specific business disciplines divided into 24 separate training modules. We franchise these
rights under the agreement attached as Exhibit B (the “Franchise Agreement™). You must operate your ES CEO
Club according to the standards, specifications, procedures and business format created, developed and designated
by us at an approved location (the “Premises™) within a Designated Market Area (the “DMA™).

You will operate your ES CEO Club utilizing our business formats, methods, procedures and training materials (the
“System”) under certain trademarks, service marks and other commercial symbols which we may periodically
designate including, without limitation, “Estrada Strategies CEQ Club” and the “Executive Maturity Curve,™ (the
“Mal'ks”).
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Your customers/Members will be primarily entrepreneurs, presidents and top business executives of companies of
all sizes.

We have never offered franchises in this or any other line of business prior to this offer. We will begin granting
franchised in November, 2007. The effective date of this Offering Circular for certain state(s) is listed on Exhibit A.

Estrada Strategies remains competitive by continuous coaching and training with all franchisees.

Franchise territories consist of Six Thousand and Five Hundred (6,500} licensed businesses in the Territory. Estrada
Strategies will only establish one franchisee per territory as defined in this paragraph and called the DMA.

Franchise Agreement

Estrada Strategies offers to enter into franchise agreements (“Franchise Agreements™) (included as Exhibit B to this
offering circular} with qualified legal entities and persons (“you™) that wish to operate ESTRADA STRATEGIES
CEO Club franchise.

Under a Franchise Agreement, Estrada Strategies will grant you the right {and you will accept the obligation) to
operate ESTRADA STRATEGIES CEO Club franchise is an agreed-on Designated Marketing Area (the “DMA™).
(In this offering circular, the term “Franchised Business” means ESTRADA STRATEGIES CECO Club franchise;
franchised to you under a Franchise Agreement.)

If you are not an individual, then you must designate one of your owners, who must be an individual person with at
least a ten percent ownership interest in the franchisee entity, and who must be reasonably acceptable to Estrada
Strategies (the “Designated Principal”), to be involved in the general management of your Franchised Business;
even if you hire a manager to handle the day to day operations of the franchise..

Area Development Agreement

Estrada Strategies may also offer an area development agreement (the “Area Development Agreement”) (included
as Exhibit C to this offering circular) with qualified corporations and persons (an “Area Developer”), which grants
the right to establish and operate a specified number of ES CEO Club franchises in a specified area (the
“Development Area”) at specific locations that must be approved by Estrada Strategies, each under a separate
Franchise Agreement. Estrada Strategies will enter into Development Agreements under which at least three ES
CEO Club franchises will be developed by an Area Developer.

Area Developers must open each ES CEO Club franchise, following the Development Schedule set forth in Exhibit
A to the Development Agreement. The Area Developer must exercise each development right by itself executing a
Franchise Agreement for the establishment and operation of an ES CEO Club franchise.

Industry-Specific Regulations

While we are not aware of any regulations specific to the industry, there may be laws or regulations in your state
which apply to providing educational courses of a commercial basis. Additionally, your franchise may be subject to
federal, state and local taws, regulations and guidelines relating to consumer protection and/or “truth in advertising.”
You may also be subject to general laws relating to businesses, including those relating to employment, labor and
taxes. Please consult your lawyer about all of these laws, rules and regulations.

You must comply with all local, state, and federal laws that apply to your Franchised Business’s operations,
including for example; discrimination, employment, and sexuval harassment laws. If you lease space for your
franchise business, if applicable under the Americans with Disability Act of 1990 that requires readily accessible
accommodation for disabled persons and therefore may affect your building site elements, entrance ramps, doors,
bathrooms, drinking facilities, etc. You will be responsible for obtaining any applicable real estate permits {e.g.,
zoning), real estate licenses, and operational licenses that may be required in your local area. This business cannot
be operated from a home based office.
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Competition

You will compete with existing and other businesses performing similar services on a national or regional basis.
s+ The Executive Club (TEC)
s  The Alternative Board (TAB)
»  Professional Roundtable Organization (PRO)

ITEM2
BUSINESS EXPERIENCE

The following is a list of our directors, officers, and other executives who have responsibility for the franchise
program.

President and Chief Executive Officer: Ruben A. Estrada

Ruben has been the. President and Chief Executive Officer of Estrada Strategies Franchise, Inc. since its date of
incorporation, September 11, 2006. Ruben has also been the President and Chief Executive Officer of our affiliate,
Estrada Strategies, LLC since its date of incorporation, December 5, 2000,

Director of Marketing & Client Services: Linda Gellis

Linda has held her position with Estrada Strategies, LLC since April, 2002 and her current position with Estrada
Strategies Franchise, LLC since September 11, 2006. Pricr to joining Estrada Strategies, Linda worked with the
Ontario California Chamber of Commerce as the Director of Business Relations and Events from August 1999 to
April 2002, From June 1995 to May 1999 Linda was the co-owner of an automotive & towing company located in
Covina, CA.

Director of Business Development; Mark Estrada

Mark has held his position with Estrada Strategies Franchise, Inc. since September 11, 2006; and is also the Director
of Business Development for Estrada Strategies, LLC, since August, 2004, Prior to joining Estrada Strategies, Mark
held the position of District Service Manager with Aramark Uniforms in Sylmar, CA and Paramount, CA from July
2001 until joining Estrada Strategies; and with Cintas Uniforms in Whittier, CA as District Manger, freom September
1999 until July 2001.

ITEM 3
LITIGATION

No litigation is required to be disclosed in this offering circular.

ITEM 4
BANKRUPTCY

No persen previously identified in Items 1 or 2 of this Offering Circular has been involved as a debtor in
proceedings under the U.S. Bankruptcy Code required to be discussed in this Item.

ITEM §
INITIAL FRANCHISE FEE

Initial Franchise Fee

All franchisees pay a $35,000 iump sum franchise fee (“Franchise Fee”) when they sign the Franchise Agreement.
We use proceeds from the Franchise Fee to defray a portion of our expenses in connection with the sale and
establishment of franchises, such as (1) costs related to developing and improving our services; (2) expenses of
preparing and registering this offering circular; (3) professional fees; (4) costs of obtaining and screening
franchisees; and (5) general administrative expenses.
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If you hire a Facilitator to manage the franchise and facilitate the coaching and training sessions, your Facilitator
must be approved by us. Either you, or someone you designated as the Facilitator, must attend our Estrada
Strategies CEO Club Initial Training Program (“Initial Training”) within 3 months of signing the Franchise
Apgreement.

If we determine that you or the person you designate has failed to satisfactorily complete Initial Training, we will
require that you immediately hire a substitute Facilitator and arrange for his or her completion of the Initial Training
to our satisfaction.

You will also be required to purchase an initial package of marketing materials from us as follows:

A minimum of five (5) Estrada Strategies Posters (motivational posters to put in your office and/or sell to clients) at
$75 per poster ($375); Letterhead, Envelopes and Business Cards {500 each) (approximately $550 total at the
current pricing schedule); 500 Direct mail postcards for the 4-step direct mail campaign at the current price of $440
and 200 Gold Coins with the Estrada Strategies CEO Club logo on one side and the letters TUIT on the other side, at
the current price of $1.35 per coin ($270 total). This initial marketing package is included in the Item 7 — Initial
Investment chart.

All fees are uniform. All fees and deposits are non-refundable.

Area Development Fee

If you are going to be an Area Developer, and agree to develop a minimum of three franchises, then you will sign an
Area Development Agreement and pay us an area development fee (the “Area Development Fee™). The amount of
the Area Development Fee will depend on the number of ES CEQ Club franchises to be developed under the
Development Agreement, and will be calculated as follows: $35,000 for the first ES CEQ Club franchise, $5,000
deposit towards the second ES CEO Club franchise fee of $30,000, and $5,000 deposit for each subsequent ES CEO
Club franchise fee of $25,000 to be opened under that agreement. The Area Development Fee will be due in a lump
sum on the signing of an Area Development Agreement. The Area Development Fee is fully earned and non-
refundable regardless of whether you enter into a Franchise Agreement for any of the Franchised Business, in
consideration of administrative and other expenses we incur in entering into the Development Agreement, and for
our lost or deferred opportunity to enter into the Development Agreement with others. (Section 4.1 of the Area
Development Agreement)

If you meet our obligations under the Development Agreement and are not otherwise in default under any other
agreement with us, you will pay the balance of $25,000 for the second and $20,000 for each subsequent ES CEO
Club franchises, at the time of signing each subsequent franchise agreement according to the development schedule
as outlined and agreed to in Exhibit A — Data Sheet, to the Area Development Agreement. You must sign a
Franchise Agreement for each Franchised Business under the Development Agreement at the time you pay the
balance to us, and we will credit the portion of the Area Development Fee that you paid attributable to that
Franchised Business towards the Franchise Fee due for that Franchised Business. The Franchise Fees and Area
Development Fees are uniform,

ITEM 6
OTHER FEES'
NAME OF FEE AMOUNT DUE DATE REMARKS
Royalty Fee Greater of 30% of total Gross | Monthly on Gross Revenue means all dues, fees,
Revenue or minimum royalty. | the 6" of each charges and other income from the
(See Royalty reduction scale).? | month Franchise.”
following the | You will be responsible for invoicing
month due.’ and collecting from your members.'

UFOC 10 2006 4




incur for any claims from your
operation of the Business or
misuse of the Marks.

NAME OF FEE AMOUNT DUE DATE REMARKS
Training of Then-current charges, On demand. Initial Training furnished to
Additional Persons® | currently $100 per additional additional people, schedule
person per day permitting.
Additional Training | Then-current charges, On demand. Additional training after the initial
Programs® currently $500 per person, per training has been attended by you
day. and one additional person.
Transfer $10,000 Transfer Fee Before Payable by you or transferee. No
transfer. charge if franchise transferred to a
corporation or limited liability
company which you control.
Transfer Referral Greater of 6% of sales price or | Before If you request, we will assist in
Fee $25,000 transfer, finding a transferee for you. 1f you
Franchisee will pay broker if sell to a buyer we find, you will owe
one is involved in the sale us the greater of 6% of sale price or
See above for training of new $25,000. The $10,000 transfer fee
franchisee will also be owed to us.
Renewal $2,500 Before See Section 2.2.5 of the Franchise
renewal. Agreement.
Early Termination Liquidated damages equal to Cashier’s Only applies if we terminate you
Fee the present value (using the check paid under Paragraph 14 of the Franchise
then-current 30-Year Treasury | immediately Agreement or you terminate without
Bond rate) of the Service Fees | upon cause
Franchisee would have paid termination
Franchisor for the number of
months remaining in the
Franchise Agreement had
Franchisor or Franchisee not
terminated it.
Audit Cost of audit plus cost of On demand. Payable only if there is an
yearly independent auditor’s understatement of Gross Revenues or
report on financial statements. if audit is made necessary by your
failure to furnish reports on time.
Late fees 1.5% per month; plus 10% of | Immediately If any payments due us are not paid
overdue amount, within five (5) days of due date.
Insurance’ Amount of premiums for the Upon invoice | If you fail to buy required insurance,
insurance required by we may buy it for you and you must
Paragraph 10.J of the reimburse us.
Franchise Agreement
Indemnification You must pay us amounts we | On demand You must defend, indemnify and

hold us harmless. Includes all costs
of defense of claims.

Management Fee

Up to 60% of Gross Billed
Revenues if we must appoint a
manager on your behalf.

Upen invoice.

If you are unable to manage the
business for any reason.

Intranet and
Software Support
Fee®

$159 per month, per user for
the Intranet

Monthly
upon invoice

Intranet and proprietary software that
manages contact relationships, on-
line document storage, calendar,
intra company communications,
Operations manuals online and
company relations.
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NAME OF FEE AMOUNT DUE DATE REMARKS
Subscriptions $29.95 per month Monthly upon | Presenternet.com is the company that
invoice hosts live interactive
webinars/seminars over the web for
the CEQO clubs Teleclub.
Marketin Approximately $300-500 per | Upon Invoice | Letterhead, envelopes, business
Materials month cards; Direct mail postcards, posters
and Round TUIT Gold coins w/logo.
Local Advertising Not to exceed $300 per month | As agreed May be required in the future.
Local Telephone and | Varies As agreed You must advertise in local
On-line Directories directories and pay the local
directories directly.
National Ad Fund'® | Not to exceed $300 per month | Due on the May be activated in the future; and if
10™. day of s0, will be payable by direct debit.
each month Exhibit D
due
Fees for Electronic Sums assessed by banks Upon invoice
Fund Transfer
Payment Program
Fees for Credit Card | Sums assessed by credit card Upen invoice
Charges'' companies
NOTES TO ITEM 6:

' All Fees are imposed by and payable directly to us at our corporate headquarters. All Fees are paid via Credit

Card on file or Checking account funds direct draft. Unless otherwise noted, these fees are non refundable.
? You will charge your Members an initial enrollment fee and then subsequent monthly fees. With respect to the
initial enrollment fee, you will pay to us for each new enrolled Member, a royalty fee equal to the greater of 30% of
the enrollment fee or $1,200. With respect to each Member’s subsequent monthly fee, you shall pay us, each month,
for each Member, the greater of a royalty of 30% of the monthly fee or $222.22. With respect to Teleclub
subscriptions of $600 per year for each Member, 30% of the fee. (When monthly reoccurring Royalties exceed
$4,000.00 then the member royalty fee is reduced to $175.00 per member above $4,000.00. When Monthly
reoccwrring Royalties exceed $6000.00 then the member royalty fee is reduced to $125.00 per member above
$6,000.00)

You are required to pay us a “Minimum Royalty Fee” of $500 per month for months 3-12 after the opening of your
Franchise Unit; $1,000 for months 13-36 after the opening of your Franchise Unit; and $1,500 thereafter through the
term of the Franchise Agreement.

?  “Gross Revenues” means the entire amount of all dues, fees, charges and other income of the Franchise Unit
{whether or not received by us on your behalf from all Members from the operation of the franchise) or in any way
related to the franchise as fully described in Paragraph 9.C of the Franchise Agreement.

*  We (or our designee)} will not bill the Members of your Franchise Unit for services rendered by you or though
the Franchise Unit. You will bill all Members on your behalf and they will pay all fees and other charges by credit
card or Checking Account Drafting directly to you. If any Member(s) pays any monies to you directly, you shall,
within 7 days, notify us of such payment and remit the royalty fee owing to us. In the event that the fees we receive
from your members during a calendar quarter are not sufficient to support payment of the Minimum Royalty Fee, we
will bill you for the difference and you must pay to us directly this amount upon receipt of the invoice.

We will not charge you for the billing services outlined above. However, if you create a complicated fee
structure, have specialized billing arrangements or your activities require above average administrative billing
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