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Before you start
your journey.

Embarking on a journey to become a franchise
investor requires careful consideration, planning,
and a dash of entrepreneurial spirit. As you delve
into this exciting realm of business ownership,

remember the wise words of Steve Jobs:

“Your work is going to
fill a large part of your
ife, and the only way
to be truly satisfied is
to do what you believe
S great work.”
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Follow Your Passion: As Warren Buffett aptly puts it:

"Without passion, you don't have energy; without energy, you have
nothing." Seek a franchise that aligns with your interests and values.

suwy
“““

Skill Set Matters:

"Choose a job you love, and you will never have to work a day
in your life," echoes Confucius. Identify your strengths and
leverage them in your chosen franchise venture.

The Money Factor:

Jim Rohn advises, "Profit is better than wages." When choosing
a franchise, consider not only the initial investment but also
potential returns that align with your financial goals.

Realistic Sales Projections:

As Tony Robbins says, "The only limit to your impact is your
imagination and commitment." Base your projections on
average outlet performance rather than exceptional cases.
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Time Commitment:

"Don't watch the clock; do what it does. Keep going," suggests
Sam Levenson. Determine the amount of time you're willing to
invest daily, and choose a franchise model that fits.



Franchise Investor’s Guide

The most important factor is clarity on what you want from the Franchise Business.
You need to ask yourself a question do you want to be a Franchise owner or start a
small business on your own?

That is why while choosing a Franchise Business you need to also understand how
much money are you going to be making when you start the Business.

Also while choosing the Franchise business never take the sales of the best outlet
into consideration as your benchmark for your business.

Most of the Franchise businesses operate in this ratio:
outlets are the best Average below
20% performing ones 60% performance 20% average

It is always better to work on conservative numbers by working with the sales
numbers of average-performing outlets rather than best-performing outlets and
derive on your profits, which is always better so even if your business takes time to
reach the peak of its business you still are able to plan your monthly finances.

Secondly, what is the kind of time you are ready to give to your Franchise Business?
Are you ready to work 6 to 7 days a week?

Are you looking at running this as your part-time business for your passive income or
main source of income?

What is the Royalty the Franchisor is charging? Will you be able to make your ROI
(Return on Investment) with the conservative number of sales (Vs) proposed sales

figures by the Franchisor?

Does the Franchisor have all the legitimate licenses to Franchise the Brand? For eg:
Brand IP, Patients, etc.
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Popular franchise operating formats

There are many types of Franchise formats which Franchisor decides to choose
looking at various factors while he starts his entrepreneurial journey and then
freezes on few types of formats.

The kind of Franchise formats available are as below;
FOFO MODEL (Franchise owned & Franchise Operated)

In this model the Franchisor will be sharing the entire business Know how and
training the Franchise on how to operate the business by them selves without much
involvement of the Franchisor. This model allows every Franchise to learn each and
every aspect of the business and also implement some of their own efficient ways of
operating the same apart from the SOP (Systematic Operating Procedures). This
model completely depends on the individuals who wants to do things on their own
and learn how to run a successful business with the guidance of the Franchisor.

Most of FOCO Model businesses are into service industry, F&B, Retail, Education, etc.

In this model Franchise has to invest more time in operating the business and has to
pay either royalty to the Franchisor (or) has to procure the product from the
Franchisor and has to sell the services or the product at the MRP fixed by the
Franchisor.

INVESTMENT CONTROL
0=
| — |
FRANCHISEE FRANCHISEE
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FOCO MODEL (FRANCHISE OWNED COMPANY OPERATED)

In this model the Franchisor will be giving a business model which includes the all the
factors such as Capital Investment on infrastructure, COG (Cost of Goods), Staff
salaries parameters and other operational costs involved. The Franchisor will collect
an overall investment and will be operating the business on his own and will be
giving a MG (Minimum Guaranty) per month (or) will be sharing a % on monthly sales
whichever is higher to Franchise by have a term of his own. The Franchisor will be
managing the entire business operations and will be paying all the operating costs
involved in running the business.

INVESTMENT I CONTROL
9=
—|
FRANCHISEE FRANCHISOR
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JV MODEL (FRANCHISE AND FRANCHISOR JOINTLY INVEST)

This is a partnership model where one or two parties join along with the Franchisor
and starts a partnership firm and invest in the partnership firm based on individual's
investment appetite. The Franchisor will be giving detailed business plan which
includes all the capital requirements and along with tentative OPEX (Monthly
Operational Expenditures), marketing budgets and other working capital
requirements. The overall Project cost which includes all the above will be invested
by individual's in the joint venture based on committed percentage in the
Partnership deed.

In such models usually the Franchisor has lock-in period clause during which no
investors are allowed to exit the business. Also all the stake holders or individual's
will enjoy profit's or losses based on the percentage of share holding they hold in the
partnership company.

Most of the JV Businesses are operated by large format businesses.

INVESTMENT I CONTROL

0
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—|

FRANCHISEE

FRANCHISOR

FRANCHISEE

FRANCHISOR
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SINGLE UNIT FRANCHISE

This model either individual or group has purchased one location to start the
business

FRANCHISOR

FRANCHISEE —_ =

MULTI UNIT FRANCHISE
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This model either individual or a group has licensed two or more locations to start
the business within a committed timeline to the Franchisor.
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AREA (OR) TERRITORY FRANCHISE

In this model one has to license the entire area (or) territory as per the mapping
proposed by the Franchisor and has to open the outlets within a time frame
committed to the Franchisor.
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MASTER FRANCHISE

Master Franchising License allows people or corporations to purchase the Sub-
Franchise rights within the agreed region or state. The master Franchise helps the
Franchisor to expand in the territory by recruiting single or multi unit Franchise.
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5 mistake to avoid

It is very important to do your homework first. Here are the 5 points
which you should avoid while choosing your business.

"Choosing a business you love as a customer." Passion Without Pragmatism:

O "Passion is energy. Feel the power that comes from focusing on what excites
1 you," Oprah Winfrey reminds us. However, ensure your passion aligns with a
viable business opportunity.
"Choosing a business that looks busy everywhere." Herd Mentality: "Don't be
0 a follower; blaze your own entrepreneurial trail," advises Richard Branson.
2 Just because a business is trendy doesn't mean it's the right fit for your skills
and goals.
"Overestimating potential profits without understanding the difference
O between Gross profit and Net Income." Profit Misconception: "The goal is not
3 to be rich but to be wealthy," says Robert Kiyosaki. Distinguish between

impressive sales figures and actual profits to make informed decisions.

"Not factoring in the impact of Franchise ownership and funding on
profitability." ROl Ignorance: "The biggest risk is not taking any risk,"
encourages Mark Zuckerberg. Understand how your investment method
influences your returns before diving in.

+ O

"Becoming too reliant on a Franchisor-controlled business."
O Overdependence: "Your work is going to fill a large part of your life, and the
only way to be truly satisfied is to do what you believe is great work," Steve
Jobs wisely states. Don't rely too heavily on the franchisor; maintain
autonomy.

V1
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"Bill Gates wisely pointed out that your most unhappy customers are your greatest
source of learning. This underscores the importance of thoroughly understanding
the franchise's financial health, vision, support, and uniqueness before making a
commitment.

Key Questions to Ask the Franchisor:

Business Tenure: How long have you been in business?
Knowing the number of years the business has been operational is crucial.

Proven Business Model: Do you have a proven business model?
This question helps assess the track record of success and stability of the business
model.

Financial Strength: How financially strong is your organization?
Understanding the financial background and market credibility of the company
you're investing in is vital.

Vision and Mission: What are your vision and mission?
The founder's vision and mission serve as the roadmap for the organization's
direction and goals.

Unique Selling Proposition (USP): What is the USP of your brand?

Identifying the business's USP is essential to understand how it differentiates from
competitors and capitalizes on market opportunities.”
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What is the average sales per unit?
Understanding this will help you determine the number of units or bills needed to
meet the monthly sales forecast provided by the Franchisor.

What is the reason for the franchisor to get into the franchise business?
Each Founder has a unique business strategy and approach. It's important to
understand the reasons behind the Franchisor’s decision to expand through
franchising.

Who are the key members of the franchisor’s corporate team?
The core team is crucial in every organization, as they support the Founders in
achieving their vision.

Why should one choose your brand or business instead of your competitors?
Understanding how the Franchisor has positioned their brand or business, including
their vision, mission, and Unique Selling Proposition (USP), is vital to attract the right
target audience and capitalize on market opportunities.

What is the distance allocated between two franchise locations?
The Franchisor typically phases out location mapping in a region based on business
requirements and market demand.

Also, does the Franchise have the first right of refusal before the other
Franchise is appointed?

In most franchise networks, the franchisor offers the first right of refusal to the
nearest franchise partner in the region.

What kind of marketing support does the brand offer?
Assessing the aggressiveness of the Franchisor's marketing strategies is crucial for
the success of any business.

What kind of training and operational support does the brand offer?

Training and Standard Operating Procedures (SOPs) are key to running the franchise
business consistently
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BE ASKED TO EXISITING FRANCHISE
OWNERS, BEFORE YOU ZERO DOWN ON
FRANCHISE BUSINESS?

_J }
¢
i M [

il
[ —



Franchise Investor’s Guide

"Your work is going to fill a large part of your life, and the only way to be truly
satisfied is to do what you believe is great work," Steve Jobs said. Gather insights on
franchisor-franchisee relationships, support, and profitability

"Learn from those who have walked the path before you."

Why did they choose this brand to franchise?
Once you understand from the existing Franchise what made them choose this

brand, you will be able to have more insights about the business.

How satisfied are you with the franchisor's support and guidance?

This will help you understand how the Franchisor is managing his Franchise network.

Have you been able to achieve the projected sales and profits?

This is help you to understand the ROI period.

Did the Franchisor provide adequate training and operational assistance?
With this, you can understand what kind of training and operational support is

required

How effective is the marketing support provided by the franchisor?
Marketing plays a vital role for any organization to scale and establish itself in the
market. If the Franchisor does not focus on marketing and support the franchise it

can drastically affect the business.
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Are there any unexpected or hidden costs you've encountered?
It is very important to plan all your monthly expenses otherwise your ROl will be
affected. But still, in business you might come across some unexpected costs, that is

why cash flow planning is very important.

How well does the Franchisor communicate and collaborate with franchisees?
It is very important to have regular Franchise meets and updates on best practices

and new updates to keep the franchise network healthy.

Do you feel like your concerns are addressed by the franchisor?

This will help you to understand how dependable are you on the Franchisor.

What challenges or obstacles have you faced in running the franchise?
This can help you to understand what kind of challenges you may face and do you

have the ability to resolve them.

What is the relationship between franchisees and the franchisor?
It is very important to know this as it will help you to understand how serious is the

Franchisor about his business.
Would you recommend this franchise opportunity to others?

If you get a positive response from 3 out of 5 Franchise partners, then it's a positive

note.
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What is the average COG (Cost of Goods) OR COP (Cost of Product) and what
percentage of Gross sales you have been operating?

Understanding this will help you determine the minimum revenue required to reach
the operational breakeven point (BEP) and the figures needed to achieve your Return

on Investment (ROI).

What are the average staff salaries you have been operating?
This information is crucial to assess whether the proposed salary costs by the

Franchisor are in line with your plan.

What is the suitable rental budget you suggest to run this Franchise Business?
Since rent is one of the few controllable costs in any franchise business, it's vital to
determine an ideal starting rent, especially considering it will likely increase over
time. Can you sustain the business in the long term with these escalating rental

costs?

In your experience, which months typically experience peak sales? Which
months have average sales, and which have below-average sales?
This information will assist in planning your cash flows, as it's important to be

prepared for the less profitable months in business
Has your business been stable or has been affected due to competitors?

While every successful business faces competition, it's important to know if the

Franchisor is consistently innovating to retain customers.
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What is the kind of growth you have seen when compared in the first year to
the operational year?

Analyzing this will help you understand whether the business is scalable. It also
indicates whether you are successful in retaining existing customers and acquiring

new ones.

Will they invest in the brand again if given them an option?
The presence of many multi-unit franchises in the network is a positive indicator
when choosing a franchise business. It suggests that existing franchisees are

confident enough in the brand to reinvest in additional units.

How can the right franchise model help individuals and
organizations to grow successfully?

In my journey with Naturals Salon chain which is one of the largest Salon chain in
Asia, when the Brand was already having 500 salons across South of India. | still was

able to penetrate further in the same region by adding another 140 Salons.

| would like to share the learnings from this journey to individuals who are looking at
investing in Franchise business how and why Naturals Salon network is able to grow

so strong and how they are able to create successful entrepreneurs.
The most important factors according to me in Franchise Business are Brand

ldentity, Franchise Strategy, Support System & Customer Experience which plays a

vital role in Franchising.
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There are 10000+ plus brands in Franchise Business in India, but only 2% of brands
are successful because they are focused in all the four important factors to run a

successful franchise network.

If the Brand is not investing enough to build the identity, then in the long-term the
entire network would loose to the competitors who are always expected to
mushroom in every business. That is why Marketing Team & Business Development

team has to be very strong and must go hand in hand.

Also, if the Brand doesn't have the right Franchise strategy & is not allowing the
Franchise to grow based on the efforts, he or she is putting in the business then it's a
bottle neck for the Franchise network. It is very important to have the right ratio of
revenue share between the Franchisor & the Franchise for the Franchise to sustain &
achieve ROI. The Franchisor must also have control on the Franchise network but
also not make the Franchise completely dependent on the Franchisor which directly

impacts on the growth of the Franchise.

As it's not easy to scale the Franchise network the same way sustaining the same is
where many brands fail as well. As they loose focus on building the support system

which is most essential factor to support the Franchise network.

One of the most important factors which is customer experience is what many
brands forget focusing on. It is very important to have Trainings & have SOP'S, Brand
must prioritize on training the Franchise network based on the nature &
requirements of the business. As only if the Brand can win customers the Franchise

network will grow.

SCAN QR CODE TO SEE MY
BLOGS FOR MORE INSIGHTS
ABOUT FRANCHISING
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MY JOURNEY ON AVIRA DIAMONDS FROM IDEATION TO EXECUTION - HOW WE
CREATED THE BRAND & SCALED IT

There are many important factors for a Traditional Entrepreneur to understand

before he gets into Franchising.

The First and the most important thing is not sitting in the store and running the
business which is very difficult for a Traditional Businessman to achieve as most of
them don't have the tech and the process to run the business efficiently without

being present at the store.

The above reason is where many of the Franchising brands fail as they don't invest
on the systems, processes & Business Planning which is very crucial to sustain during

your expansion phase.

“Also one has to work backwards to move forward “ which is why research &

planning is very crucial for any Entrepreneur to succeed.

One has to at least invest 6 to 8 months of time to work on the Business Plan,
Branding, Brand positioning and the Right Franchise strategy to sustain and scale in

the Franchise business.
How in just 30 months we are able to scale Avira Diamonds from the Branding &

Business planning phase to 6 operational stores in India & one International outlet in

Dubai.
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Based on my experience in franchising for over 17 years, I've often observed that
first-time entrepreneurs frequently encounter failures in financial planning. This
leads to significant losses and business failure, even though the franchise business
model they chose has proven successful across other franchise networks.

As Benjamin Franklin wisely pointed out
"By failing to prepare, you are preparing to fail."

solid financial planning is crucial for preparing for every twist and turn in your
business journey.

Understanding the vital role of financial planning is key. Effective financial planning is
essential because it enables you to:

e Estimate the initial investment and ongoing operational costs.

e Set realistic revenue and profit goals.

¢ Allocate funds appropriately for marketing, training, and other necessary
expenses.

¢ |dentify potential cash flow issues and devise solutions.

e Evaluate the feasibility of the franchise opportunity and assess your potential
Return on Investment (ROI).

e Prepare for contingencies and unexpected challenges.

e Ensure you have sufficient capital to sustain the business until it becomes

profitable
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The key factors one has to plan before starting the business:

Clarity on capital requirements:

Plan your capital requirement for the entire project cost which
includes all the areas such as Infrastructure, leasing deposit,
Franchise License Fee, Marketing Budgets, and working capital

requirements till the business is self-sufficient.

Avoid overextending into different areas:
Most of first-time entrepreneurs overboard in either of the areas
even though they have clear budgets provided by the Franchisor

and end up starting a business without working capital.

Realistic expectations for business loan repayment:
Never take a Business loan expecting the business to perform

from the first quarter and expect it to start paying the EMI.

Account for depreciation and refurbishment:

Always plan on the depreciation percentage on Infrastructure
and other equipment which requires refurbishment in a period
of time as without maintaining the business standards one

cannot run a successful business.
Distinguish between Gross and Net income:

It is always important to understand the difference between

Gross sales (Vs) Net sales and PAT (Profit after Taxes).
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Aristotle Onassis once said, 'The secret to success is to know something
nobody else knows." In the realm of franchising, knowledge and
adaptability are indeed your greatest allies towards achieving success.
Here are key factors to consider:

e Strong leadership and clear vision

e Effective management of finances, operations, and resources

e Excellent customer service and quality products or services

e Adaptability to changing market trends and consumer preferences
e Solid marketing strategies to attract and retain customers

e Ongoing training and development of yourself and your team

e Regular assessment of performance and continuous improvement
e Strong communication and collaboration skills

e Commitment to upholding the brand's values and standards

e Flexibility and willingness to learn from mistakes
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There are four criteria to increase your profitability and get your business profitable in less than 12
months. Your ability to understand the core of the four points below will help you to significantly reduce

your risk and put you in a better position.

Up!!

Preps o1

VISION

Page 29

MISSION

It is crucial to first comprehend the specific roles
required to run a Franchise Business and to assess
how well your skill sets align with these demands.

Once you have an understanding of the roles and
your skills, it's important to consider whether you
would enjoy this work on a daily basis. Ask yourself if
you can envision doing the same tasks for 5, 10, or 15
years.

Conducting an audit of your skill set to identify your
strengths is also vital. This self-assessment will provide
clearer insight when evaluating any business
opportunities that come your way

What level of belief do you hold in the product or
service offered by this business, and how does this
align with the Franchisor's approach? Many refer to
this as passion, but | prefer to term it 'belief'. It's not
just passion that's essential for running a business,
but rather the belief and vision you have for the
business that are truly important.
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The most critical factor for short-term profitability in
any business is the demand for its products or
services in the marketplace

It's essential for every individual to understand the
market opportunity, which hinges on the demand for
the product or service offered by the Franchisor.
While the product or service might be novel in the
market initially, competition is inevitable in today's
market scenario. A thorough understanding of the
market opportunity will enable you to capitalize on it
effectively. Additionally, having knowledge about
competitors, particularly regarding brand positioning
and target audience, is equally important.

Having a Unique Selling Proposition (USP) is crucial for
the success of every brand. As a franchise investor,
when conducting your research, it's important to
compare the USP of your prospective franchise with
that of its competitors. This comparison is a key step
in making an informed decision about which franchise
business to choose
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The key factor

e Focus on efficient operations to maximize productivity

e Implement effective marketing strategies to attract customers

e Offer promotions and incentives to generate initial interest

e Provide exceptional customer service to build loyalty

e Optimize pricing to ensure a balance between value and profit

e Continuously monitor expenses and look for cost-saving opportunities

e Adapt and iterate based on feedback and market trends

¢ Invest time in networking and building local partnerships

e Consider the local market's preferences and tailor your offerings accordingly
e Ensure your team is well-trained and motivated to perform their best
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"In many instances, entrepreneurs tend to compromise
on location, often choosing the most economical leased
property within their operational territory, aiming to
keep it within or below the operating rental budget
outlined in the franchisor's business plan. This is a
common pitfall for first-time entrepreneurs who fail to
thoroughly research and understand the significance of
location.

It is crucial to first conduct a competitor analysis and
understand the target audience (TG) you need to
attract and how you want to position your business.
This should be followed by planning based on
conservative gross sales estimates and higher
operating expenses (OPEX). Only then should you
secure your location and negotiate a favorable lease
agreement
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Hiring

"Don't compromise on quality when hiring, especially
for key positions. Avoid delaying the hiring of the right
talent just to save a small amount of money.

If you find yourself mired in details and struggling with
organization, hire someone whose strengths lie in
these areas. This approach ensures that your team's
skills complement each other.

Additionally, when interviewing candidates, focus less
on their educational background or qualifications and
more on their experience and tenure with previous
organizations. This approach will help you build a
strong and effective team, which is crucial for the
success of any business.
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Having the best product, service, location, and team is
crucial, but without effective sales, a business will fail.

An entrepreneur's most important role is to focus
approximately 80% of their time on sales and
marketing, especially until the business becomes
profitable. Increasing sales and revenue is key to
solving many business challenges.

As Warren Buffet advises, 'Profitability is the heartbeat
of your franchise. Dive into realistic sales projections,
aiming for consistent growth rather than just

emulating the highest-performing outlets.’
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Traditional businesses and smaller franchisors often
operate without Standard Operating Procedures (SOPs),
which can lead to challenges when scaling up. Having

well-defined processes and organized reporting systems
is crucial for running your business efficiently.

It's important for every franchise business owner to
actively participate in the training provided by the
franchisor. Ensuring that you thoroughly understand and
implement the SOPs provided by the franchisor in your
franchise business is key to successful operations.
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K.P.I

Key Performance Indicator

A2 7

It is quite simple you need to know your numbers!

How will you measure your profitability?

Of-course you need to have a Profit & Loss statement!

Do you know how to prepare a Profit & Loss statement?

Do you know how to manage one to maximize your
Profitability?

Which are the biggest controllable costs in your business?

Which are the costs “need to have” to get profitable faster
and what are “nice to have"?

It is very important to know the health of your business for
which the above indicators have to be on your finger tips.
Hire a bookkeeper/ accountant from Day 1, who updates
your Profit & Loss statements and you need to be able to
answer to above questions.
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This is most common thing | have noticed in every individual about being confused,
scattered and looking at all kinds of Business opportunity. This is usually the problem
with every first time investor as they will be taking an advice from their friends,
family, well wishers etc. Which is common, they are confused to narrow down on a
decision.

e Evaluate your strengths, skills, and interests to find a compatible industry

e Research industries that align with current market trends and consumer
demands

e Determine the level of investment you're comfortable with

e Consider your preferred level of involvement (full-time, part-time, passive)

¢ |dentify your long-term goals and how the franchise fits into them

e Study franchise models that match your financial and operational preferences

e Talk to existing franchisees to get insights into their experiences

e Attend franchise expos and trade shows to explore options

e Compare franchises based on key factors such as support, profitability, and

potential growth

Strategically make a decision.
e "Use the Profitable Formula and Key Points for guidance."

e "Align industries with your interests and market demand."
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Keep in mind that thorough research, a careful assessment of your goals and
abilities, and seeking expert advice can greatly enhance your likelihood of selecting
and successfully operating a franchise business.

As you begin your franchise journey, remember Richard Branson'’s insightful words:
'Business opportunities are like buses, there's always another one coming.' While
your path may have its challenges, your resilience and determination will guide you
towards success. In the words of Winston Churchill, 'Success is not final, failure is not
fatal: It is the courage to continue that counts.' Your franchise investment represents
an opportunity to boldly pursue prosperity.

Bear in mind that each step in franchising is akin to a brushstroke on the canvas of

your legacy. Dream big, innovate, and craft your franchise journey into a symphony
of success
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Franchise ownership is a thrilling opportunity for success,
whether you're a seasoned entrepreneur or a newcomer.
But, are you truly ready to take the plunge? Before you dive
in, let's reflect on your aspirations, preferences, and goals.
This self-assessment is your guide to gauge your readiness,
align dreams with reality, and uncover strengths.

Successful franchising begins with self-awareness. It's not
just about choosing a franchise; it's about aligning dreams
with reality. Let's assess your readiness and embark on the
path to franchise success with our specially designed 8
guestions based self-assessemnt sheet.




Franchise Investor’s Guide

Self Assessment Section

Q1. What is your primary motivation for considering a franchise business?

A. Financial stability & profit B. Passion for a specific industry
C. Business ownership D. Investment Diversification

Q2. How much time are you willing to commit to your business?

A. Full-time (40+ hrs/week) B. Part-time (25+ hrs/week)

C. I'm busy (10 hrs/week) D. I'm not sure yet

Q3. What will be you level of involvement in day-to-day operations?

A. Heavily involved B. Open to both approaches

C. hands-off, hire managers D. I'm not sure yet
Q4. Do you have experience in the industry you're considering?

A. Yes, I'm knowledgable B. Nope, no experience at all

C. Limited exposure to it D. I'm not sure yet
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Franchise Investor’s Guide

Self Assessment Section

Q5. Rate your financial preparedness

A. I'm starting to save B. Substantial savings/investment

C. I'm looking for financing D. Not sure if | have enough

Q6. Long-term vision for your franchise business

A. Single successful location B. Owning multiple franchise units
C. No long-term plans D. Sell the franchise after few years
Q7. Risk tolerance do you have for your franchise venture?

A. Moderate risks. Play Safe. B. Significant risks for high rewards

C. Prioritize stability D. I'm not sure

Q8. Desired timeframe for starting your franchise

A. As soon as possible B. Within the next 6 months

C. UnderIn 1-2 years D. 2+ years
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The 1dentity statement:

What motivated you to consider becoming a franchisee, and how does this
align with your long-term goals and aspirations?

Can you name three franchise businesses that interest you and explain why
they resonate with your values and interests?
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The 1dentity statement:

In which industry are you looking to invest as a franchisee, and what personal
or professional experience do you have in this industry?

How do you envision your level of involvement in the day-to-day operations of
your franchise business, and what are your expectations in terms of work-life
balance?
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The 1dentity statement:

What specific strengths and skills do you possess that you believe will
contribute to your success as a franchisee, and what areas do you think you
may need to further develop?

Are you financially prepared for the initial investment required to start a
franchise business, and do you have a clear plan for obtaining the necessary
capital if required?
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The 1dentity statement:

What is your strategy for market research and location selection for your
potential franchise?

Can you outline your short-term and long-term goals as a franchisee, and what
benchmarks or metrics will you use to measure your success in achieving
them?
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The ChecKklist:

As you stand on the threshold of opening your franchise business, the journey
ahead is both exciting and filled with important decisions. This checklist serves

as your last-mile guide

01

DO YOU UNDERSTAND YOUR PERSONAL AND
FINANCIAL GOALS FOR OWNING A FRANCHISE?

YES

NO

02

HAVE YOU ASSESSED YOUR SKILLS, EXPERIENCE, AND
STRENGTHS RELEVANT TO THE FRANCHISE INDUSTRY?

YES

NO

03

HAVE YOU CONDUCTED MARKET RESEARCH TO
UNDERSTAND THE DEMAND AND COMPETITION?

YES

NO

04 HAVE YOU INVESTIGATED THE FRANCHISOR'S YES NO
HISTORY, REPUTATION, AND FINANCIAL STABILITY? D D
YES NO

05

HAVE YOU REVIEWED THE FRANCHISE DOCUMENT
PROVIDED BY THE FRANCHISOR?

06

HAVE YOU CALCULATED THE INVESTMENT REQUIRED
AND PROJECTED OPERATING COSTS AND REVENUE?

YES

NO

07 HAVE YOU ENSURED THAT THE FRANCHISE COMPLIES YES NO
WITH ALL LEGAL AND REGULATORY REQUIREMENTS? D I:I
YES NO

038
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DO YOU UNDERSTAND THE TRAINING AND SUPPORT
PROGRAMS PROVIDED BY THE FRANCHISOR?
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