
The Tutor Doctors are in
With 15 years of professional experience under their belts, two Abbotsford moms find success as franchise owners

By Jennifer Harrison

Having worked for years helping others 
build successful businesses, longtime 

friends Margot Bartsch and Jennifer Meyer 
decided they wanted the opportunity to go 
into business for themselves.

As vice-president of business develop-
ment at Holiday Trails Resorts, Bartsch 
noted, “I had hit a place professionally where 
I had brought them to a point where I felt 
they were rebranded, everything functioned 
well and I had helped increase the profits sub-
stantially over a two- to three-year period.”

The first of the women to venture out on 
her own in 2009, Bartsch sought out fran-
chise opportunities with one very strict re-
quirement: she did not want to buy a job. 

“When I did my due diligence, that was 
in my list of questions, discussing with them 
the scalability of the business. I came in with 
every intention of building a business,” said 
Bartsch. She ultimately purchased a Tutor 
Doctor franchise. 

Launched in Toronto in 1999 and now 
with international offices, Tutor Doctor is a 
one-on-one, in-home tutoring business.

Bartsch became a franchisor and area 
manager of Surrey, Langley, Abbotsford and 
Chilliwack. 

One year later, Meyer joined her friend 
and bought her own franchise, now cover-
ing the North Fraser, Burnaby, Tri-Cities, 
Coquitlam and Maple Ridge area.

Bucking tradition
Having worked together years earlier in an 
ESL study tour business, the women had ex-
perience in the educational realm and saw an 
opportunity to use their skill sets where they 
could make a difference.

They balk at the idea of a traditional tu-
toring model where there are three or four 
students in a room working independently 
with one tutor. 

“People are paying $55 to $60 an hour, and 
that’s not even [for people who are] teaching. 
It makes no sense,” said Bartsch.

Working with autistic students, high-
achieving students looking to get into Ivy 
League schools and student athletes seek-
ing scholarships, Bartsch and Meyer make it 
their number 1 priority to assess the specif-
ic needs of each individual student and to 
understand his or her goals.

They then create an individualized plan 
and send in a tutor who is a good match 
for that student in terms of academic back-
ground, personality and teaching style. 

“Our hourly rate starts at $39 per hour,” 
said Meyer. “We offer discounts for families 
who require ongoing tutoring. Most families 
pay about $43 per hour. This makes us $10 to 
$15 per hour cheaper than the study centre 
model. We don’t charge for an assessment or 
a membership fee.”

Each office has more than 100 tutors on 
its roster, including subject specialists and 
special-ed instructors.

Meyer says there are a lot of teachers 
out there who can’t get work, so there is no 
shortage of talent. “Ultimately these people 
are looking for their own classrooms, but 
they have a passion for what they are doing 
and we provide them an outlet, and the stu-
dents reap the benefits of their expertise and  
training.”

All tutors go through a rigorous applica-
tion process, which includes a criminal rec-
ord check.

Successful mentors
Both women also employ four or five full-
time employees in their offices, including 
a manager of tutor services, a manager of 
family services, a bookkeeper and adminis-
trative support.

Meyer noted, “We both started our com-
panies with the intention of bringing on staff 
as soon as feasible. Our goal with the com-
pany was not to buy a job, but to create a com-
pany that we wouldn’t necessarily have to be 
involved with on a day-to-day basis if that is 
what we chose to do. It is one thing for Mar-
got and I to iterate our values, it’s another 
thing to build a team that agrees and carries 
it through.”

Bartsch and Meyer have been so success-
ful at growing their businesses that Tutor 
Doctor established a mentoring program 
out of the women’s experience starting up 
the franchises. 

Before Meyer bought her own business, 
she helped Bartsch in her office and got an in-
side look at what was important. This allowed 
Meyer to get up and going quickly when she 
was starting out.

According to Bartsch, “Jennifer won 
Rookie of the Year last year. She started up 
in January and they had never seen anyone 
get up and running and become profitable 
anywhere as fast as Jennifer did and it was be-
cause we worked together. In her first month 
she had 25 students.”

In fact, as both women’s franchises have 
flourished, with revenue over $1 million in 
2010, their husbands have joined the com-
pany.

Both Bartsch and Meyer credit their abil-
ity to work together, along with an estab-
lished professional background, as funda-
mental to their achievements. 

“Neither Margot nor I could have been 
as successful starting from scratch with the 
franchise if we did not have the collaborative 
experience that we both brought to the table 
to begin with,” said Meyer. 

“Business skills can’t be fabricated, you 
need to have that trial and error. We just did 
ours elsewhere. By the time we got to Tutor 
Doctor, we had more skill and insight than 
many people starting up.” •
jharrison@biv.com

Jennifer Meyer (left) and Margot Bartsch, franchise owners of Tutor Doctor: “the franchise route is 
a good choice for someone who is entrepreneurial but doesn’t want to exist in a void”
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