HOW TO
FRANCHISE
YOUR
BUSINESS

A guide on what you need to do to
prepare your business for franchising

THANKS FOR
DOWNLOADING
THIS GUIDE
A huge thank you for downloading this guide
to 'How to Franchise Your Business'.
Franchising your business is a big decision
and one that shouldn't be taken without
thorough understanding of what franchising is,
how it can be a great growth vehicle for your
business and what is involved in becoming a
Franchisor. Reading my other free
downloadable guide; 'What is Franchising?' is
recommended.
If you've done some initial research and now
want to know what is involved to get yourself
and the business ready to enter the
franchising industry, read on. I hope this
provides lots of useful insight and value to
you.
Best wishes,

Andy

www.andygeorgiou.com
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INTRODUCTION
Deciding to franchise your business is one of
the most exciting and rewarding things you
can do in order to grow your brand.
There are a number of things you need to
consider and decide on to take the
necessary steps to being ready to launch your
business as a franchise opportunity to
potential investors.
Following and reading each of the sections in
this e-book should give you an introductory
insight into what you will need to do in order
to get your business prepared. From a
'Feasibility Analysis' and 'Developing Your
Model' to 'Legal Agreements' and 'Operations
Manuals', this guide will show you how the
majority of consultants work and help you
prepare your business and mindset to become
franchise ready.
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DECIDING TO
FRANCHISE YOUR
BUSINESS MAY BE
ONE OF THE MOST
REWARDING
DECISIONS BOTH
PERSONALLY AND
PROFESSIONALLY
FOR YOU
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FEASIBILITY
ANALYSIS
A feasibility analysis should be the first thing
you do as you prepare to ensure your business
is ready to franchise.
The type of things you will need to consider in
relation to the feasibility of your business
entering the franchise industry is; branding
guidelines and general information
marketing strategy, performance, stats,
database management and booking systems,
sales & customer journey processes,
trademarks, website readiness, insurance
details, recruitment processes, GDPR policy,
other key policies, service/products
information, P&L statements/revenue
projections, goals/vision for the business... and
breathe!
As you can see, it should be a fairly
comprehensive analysis of where your
business is at with the view that any updates
needed are taken before you start franchising.
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DEVELOPING
YOUR MODEL
There are different models you may want to
consider when franchising, with pros and cons
for each. You may well have heard of the term
'Owner-Operator' which is where a franchisee
themselves runs the business on a day to day
basis, usually on the front line. Another
common term and model is a 'Management'
franchise, which is exactly what it says in
terms of the franchisee will be the manager of
the area but will likely hire staff to provide the
products or services.
You also have to consider whether your
opportunity is part-time, full-time or
potentially both. Is it just one brand you are
franchising, or multiple? If you're allowing
flexibility have you considered all pitfalls if a
franchisee fails to perform and fully service
the territory you license to them? Many
questions need to be answered to fully
consider which model is most appropriate for
your business.

www.andygeorgiou.com

6

HOT TIP
SPEND SOME TIME
CONSIDERING WHAT
FRANCHISE MODEL
FITS YOUR
BUSINESS BEST AND
HOW YOU WANT TO
STRUCTURE THE
FEES
www.andygeorgiou.com

FINANCIAL
PROJECTIONS
As a minimum you'll need to ensure that the
franchise model is viable and attractive to a
franchisee and will be worth both their time
and yours from a financial perspective. If your
franchise model is projecting someone to earn
less than they would in employment and/or
working longer for less than you'll need to
revisit the model.
Assuming your model is strong, figuring out
how much a franchisee can earn is key. This
will need to be total revenue, gross profit,
margins, operating expenses and net profit. Of
course, at first until your first few franchisees
start proving your model works, you may have
to work off some assumptions but you'll need
to have a tight handle on your numbers.
Likewise, is this venture best for your business
financially? What's your break even, expected
expenses, earning potential etc. All critical
considerations at this stage.
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FINANCIAL
PLANNING
If you've concluded that your franchise model
stands up in terms of financial attractiveness
to franchisees and to you as the Franchisor,
you'll need to be prepared for the ongoing
costs and expenses ahead.
Typically, you'll need to budget for
consultancy fees up front, updates to your
systems and processes where needed, website
re-fresh potentially, franchise recruitment
costs (often up front expense you'll recoup
later). This may be anywhere from £0 £10,000! So, it pays to be diligent with this
aspect, including your ability to invest in
doing this correctly. You don't
necessarily need to pay huge amounts to
large consultancy companies, but for the vast
majority of franchise brands who have proven
to have sustainable business models paying
out for various services early are critical if
only to ensure you have the right foundations
in place.
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DON'T FORGET TO
BUDGET FOR
FRANCHISE
MARKETING COSTS,
YOU'LL LIKELY NEED
TO PAY OUT ON
MARKETING TO FIND
GOOD FRANCHISEES
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TERRITORY
ANALYSIS &
MAPPING
You'll need to figure out, as part of your
franchise model development, how large a
territory needs to be for franchisees to
successfully grow their business.
Likely considerations include (but may not be
required for all business models); population
size, household income, population density,
schools/educational establishments, retail
units, travel distance from location, birth rate,
death rate, geographical considerations,
business density and more.
Essentially you need to ensure that from what
you've already proven in your business will be
replicated in as close to the same conditions
for franchisees so analysis of your business
territory and customer maps are the starting
point here.
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HOT TIP

BEFORE SPENDING
LOTS OF MONEY ON
FANCY MAPPING
SOFTWARE, CONSIDER
WHETHER IT'S NEEDED
INITIALLY. IT MIGHT BE
SOMETHING YOU CAN
DO LATER WHEN
YOU'VE PROVEN THE
FRANCHISE MODEL
www.andygeorgiou.com

FRANCHISE
RECRUITMENT
STRATEGY
Once you've created a model and confirmed
it's feasible, you'll need to figure out exactly
who your ideal franchisee is. What's their
profile? Where do they hang out so you can
target them? How do we find them? It's easy
to make early assumptions on the profile of
franchisee you want (often mirrored on
yourself) but it pays to be open-minded and
flexible so you don't detract anyone who might
be different but a great fit still.
Profile sorted? You'll then need a strategy to
generate leads and supply them with
information. You may want to set up an
opportunity website and downloadable
brochure for example to help capture leads
and give useful info. You can then ensure you
use channels to get that info in front of your
ideal franchisee's eyes.
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As soon as you start generating leads, they
effectively enter a funnel whereby you need to
manage and successfully engage with them to
find out more, meet with you and fully
consider the opportunity before committing to
going ahead. This may take a number of
emails, phone calls, question answering,
presentations, legal questions and so on.
Ultimately, building a good franchise model
off the back of a successful business will hold
you in good stead for driving early interest.
Once you have happy and profitable
franchisees up and running, this becomes a
little easier.
To manage leads successfully through to
becoming franchisees, you will likely need
some kind of CRM (customer-relationship
management) system that helps you stay on
track and progressing. There are many online
paid ones (i.e. Salesforce, Zoho) or you can
create your own (i.e Google, Hubspot). Either
way, staying organised with franchise
recruitment is essential.
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OPERATIONS
MANUAL
The Operations Manual along with the legal
agreement is one of the most important parts
of your entire franchise set-up. It is the guide
that franchisees will use to help them run
their business.
It should be their first point of call when they
need help or have a question and should be
comprehensive enough to ensure they don't
keep contacting you for simple tasks. This is
particularly the case in the early stage of the
franchisee coming on board.
The Manual can be online or offline and will
include everything needed to successfully run
the business just how you've done in your own
region. Topics may include; products/services,
branding, marketing, customer service,
insurance, legals, key policies, recruitment
etc.
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YOUR
OPERATIONS
MANUAL IS SUPER
CRITICAL TO THE
SUCCESS OF
YOUR FRANCHISE
BUSINESS
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LEGAL
AGREEMENT
No franchisee should be taken on without
having a legal agreement in place. This legal
agreement is most frequently called the
'Franchise Agreement'. The agreement can be
create by a franchise lawyer or consultant who
has dealt with agreements.
There are many parts to a franchise
agreement and should be appropriate for the
country your franchisees will operate in. If you
franchise internationally, you'll need more
than one agreement.
Agreements include; the legal relationship
and what license is being offered, key
definitions, fees, obligations, termination and
break clauses, territory included, trademark
information, disclaimers and various other
relevant clauses for your industry. Creating a
robust legal agreement is essential.
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TRAINING PLAN
One part of your franchise offering will be
training people to run the business
successfully. This is often linked to the initial
fee they pay, but may also include ongoing
training and key training dates throughout the
agreement period.
There is no typical training duration as such,
because every franchise opportunity is
different and requires the training to be
bespoke and carefully tailored to the business
in question.
What is critical is that when the franchisee
has concluded training, they are sufficiently
prepared (as much as they can be at least!)
to go back to their territory and be the face of
your brand delivering the products or services
as you have trained them. Therefore the
training needs to be comprehensive and
engaging to ensure the franchisee is best
prepared to run the business as effectively as
you have done in your region.
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HOT TIP
IT'S LIKELY THAT WHEN
YOU'VE CREATED YOUR
TRAINING PLAN, IT WILL
CHANGE AFTER THE FIRST
FEW FRANCHISE
TRAINING SESSIONS
WHILE YOU FIGURE OUT
EXACTLY WHAT
STRUCTURE AND FORMAT
WORKS BEST
www.andygeorgiou.com

FRANCHISEE
SUPPORT &
MANAGEMENT
Once a franchisee has been trained, they will
likely need ongoing support and management.
What form this takes is at your discretion and
what type of franchise model and fee structure
will also need to be considered.
Often, Franchisors will commit to ongoing
support in the form of various things such as;
ad hoc support from a distance, hands on
support during launch, marketing for a period
of time, regular calls, field visits, webinars,
business support days, masterclasses,
conferences and so on.
This list is quite endless with this and should
be tailored to both your business model and
the needs of your franchisees. What can you
do to make your franchisees happy and
profitable ongoing?
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THE FIRST 3 - 6
MONTHS OF
FRANCHISE
SUPPORT IS SUPER
CRITICAL IN
HELPING
FRANCHISEES GET
THE BALL ROLLING
AND SEEING EARY
SUCCESS
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BUSINESS
PLANNING
No big step like franchise expansion would be
complete without some form of business plan
in place. Something which shows you have
fully understood what you are doing, goals
have been set and analysis undertaken to best
prepare yourself. This can then be used to
track your progress.
It doesn't need to be anything too complicated
either. It can be a one page plan to refer to
which overarches the goals for the coming
years or can be a longer document with more
detail and industry analysis included.
What you don't want to do is spend time
creating something which then sits on a shelf
never to be seen again. While this is common,
successful business owners should ensure they
stay accountable and on track. A business
plan should help with this.
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HOT TIP
MANY BUSINESS
OWNERS DON'T PAY
ATTENTION TO
BUSINESS PLANS,
HOWEVER REFERRING
BACK TO PLANS AND
GOALS PREVIOUSLY
SET CAN BE GREAT AT
TRACKING YOUR
PROGRESS
www.andygeorgiou.com

AND THEN...
TAKE THE LEAP
Once you've prepared yourself from start to
finish, you'll have to step forward and take a
leap of faith. This may feel uncomfortable and
strange at first just like anything is when
stepping into the unknown, however with
enough preparation and the required plans in
place, your business should be in a good
position.
If you've used a consultant (recommended)
they will be there to help guide you as you
take your first steps into the franchising world
so you'll not be alone and essentially it's
important you think about the bigger picture
of what you are trying to achieve and why
franchising is a good vehicle for that. You
likely chose franchising for a good reason so
have faith in that.
Once you take on your first franchisee, you'll
be moving forward and remember just one
step at a time.
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For more advice and tips on how to
franchise your business visit
www.andygeorgiou.com.
If you would like to work with Andy
on franchising your business, you
can email him to request
information. Full contact details can
be found on the website.
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