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7 Reasons to Franchise Your 
Business 

 
 
 

 

 

 

 

 

 

 
 
 
The fact that you are here, reading 
this, means that you are doing 
some research into franchising 
your business. The chances are 
you have a successful business, 
there is demand for your brand or 
services and you think that your 
processes could be replicated for 
others to run an operation in 
another location. If this is the case, 
then great, you have some of the 
pieces of the puzzle in place 
already. 
While what has been described is 
a very simplified definition of 
franchising, if your business is 
profitable, replicable and in 
demand it could be franchised – 
but why would you want to? 
 
Expanding a successful business 
is no small feat, and the decision to 
franchise is a strategic move that 
comes with a host of substantial 
benefits. In this exploration, we 
dissect the strategic advantages of 
franchising, a business approach 
that goes beyond the glitz and 
glamour to offer substantive 
benefits for both franchisors and 
franchisees. Let’s delve into seven 
key advantages that could 
transform your business into a 
well-structured and successful 
franchise. 

 

 

 

 

 

 

 

 

 
 
 
1. Efficient Expansion: 
Franchising provides a systematic 
and efficient route to expand your 
business footprint. Rather than 
building from the ground up, 
franchising allows you to replicate 
your proven business model 
swiftly, saving time and resources. 
 
2. Capital Injection: 
In the world of business, capital is 
the lifeblood. Franchising allows 
for an injection of capital from 
individual franchisees, lessening 
the financial burden on the 
franchisor. This financial influx 
facilitates growth without straining 
the central organization. 
 
3. Mitigated Risk: 
The old adage “don’t put all your 
eggs in one basket” holds true in 
business. Franchising spreads the 
risk across multiple franchise units. 
While franchisees manage 
individual locations, the franchisor 
provides support, minimizing the 
risk associated with business 
expansion. 

4. Enhanced Brand 
Recognition: 
As franchise units emerge in 
different locations, the brand gains 
widespread recognition. This 
cumulative effect strengthens the 
brand, fostering consumer trust 
and loyalty. A well-structured 

franchise network can significantly 
amplify brand awareness. 
 
 
5. Consistent Operations: 
Franchising ensures consistency 
in operations across various 
locations with a standardized 
operating system and established 
processes, franchisees maintain 
uniformity in delivering products or 
services. This standardization 
contributes to maintaining quality 
and a consistent customer 
experience. 
6. Empowering Local 
Entrepreneurship: 
Franchising empowers local 
entrepreneurs to own and operate 
their businesses. While 
franchisees benefit from the 
established brand, training, and 
ongoing support, they also enjoy 
the autonomy of running their own 
business within the framework 
provided by the franchisor 
 
7. Economies of Scale: 
Through franchising, the franchisor 
can achieve economies of scale. 
Bulk purchasing, centralized 
marketing efforts, and shared 
resources benefit the entire 
franchise network. This strategic 
approach helps lower costs for 
individual franchisees, contributing 
to improved overall profitability. 
 
In summary, franchising is a 
serious business move with far-
reaching implications. Its 
advantages include not only 
operational efficiency and financial 
benefits but also a systematic 
approach to brand building and risk 
management. When executed with 
precision, franchising transforms a 
successful business into a 
structured and scalable model 
poised for sustainable growth. We 
would love to help you on that 
journey! 

Courtesy 
BFA magazine
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THE FRANCHISOR JOURNEY!!! 
 

 
 

Learn from the Francorp, The 
Industry Experts. 
Join the ‘Franchise Your 
Business’ Seminar – Fully 
prepare yourself to become a 
franchisor by understanding the 
benefits and successes that 
franchising can offer, giving you 
the best chance of flourishing 
into a nationwide brand. 
 
Is your business model 
suitable for franchising? 
You need to teach your 
business to others so that they 
can replicate your way of doing 
things with your branding, 
training, tools and equipment. 
This is essential so that 
potential franchisees can 
operate their business 
profitably in a different market.  
 
Are you prepared for the up-
front costs? 
Expansion through franchising 
can be cheaper than organic 
business growth, but you’ll 

need to invest at the beginning. 
Writing a franchise agreement, 
producing a detailed operations 
manual, adapting the structure 
of your business, marketing, 
franchisee recruitment and 
professional guidance – all 
these are part of the process. 
 
Will you be 100% committed 
to your franchisees? 
Not all new franchisees have 
business experience. They may 
rely on the support of their 
franchisor not just to set up their 
business, but also for continual 
help on their road to success. 
This long-term commitment to 
those who buy into your brand 
is fundamental to the 
sustainable, ethical growth of 
franchising. 
 
If franchising is right for you, 
you need Francorp 
Franchising your business can 
feel overwhelming initially. Our 
network of accredited advisors 

(including solicitors, media 
partners and franchise 
consultants) are there for you – 
giving you the confidence to 
develop your ethical, 
sustainable and successful 
franchise. 
 
Future proofing 
This could be a real investment 
in your future, as like any other 
business, it can be sold to 
generate a profit for your 
retirement or future 
investments. With that in mind, 
developing strong business 
foundations is essential and 
something our industry 
advisors are able to support 
you with from the beginning. 
 
And last but not least! 
Engage with Francorp services, 
show the franchising 
community that you are 
committed to ethical franchising 
and sustainable business 
practices.  
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World Franchise Expo : January 11- 13, 
2024, Seoul, Korea  

International Franchise Expo 

 
The British & International Franchise 
Exhibition February 02- 03, 2024,  Olympia 
London, England, UK  

The British Franchise Exhibition is world leading 
event  

 
FRANCHISE EXPO PARIS 2024: March 16 - 18, 
2024 

International Franchise Exhibition. Franchise 
Expo Paris is the international hub connecting 
investors from 83 countries with the most 
renowned franchisors looking to expand their 
concept worldwide 

 
IFS - INTERNATIONAL FRANCHISE SHOW 
2024: March 21 - 23, 2024 

IFS is the largest international franchise show in 
Korea and the best way to expand your business 
in Korea 

 
FRANCHISING KIEV 2024: April 02 - 04, 2024 

International Franchising Specialized Trade 
Show 

 
EXPOFRANQUICIA 2024: April 11 - 13, 2024 

International Franchising Trade Fair 

 
2024 International Franchise Show London: 
April 12-13, 2024, London, England 

IFA is proud to now serve as the exclusive and 
title sponsor of the International Franchise Show 
London, expanding the association’s reach 

around the globe and bringing new franchise 
opportunities and education to the United 
Kingdom. Come meet hundreds of the best 
franchise opportunities from around the world - 
The International Franchise Show is host to the 
UK's biggest selection of the most exciting global 
franchise opportunities! 

 
FRANCHISING & BUSINESS OPPORTUNITIES 
EXPO – SYDNEY 2024: May 04 - 05, 2024 

Sydney Franchising & Business Opportunities 
Expo. Franchising & Business Opportunities 
Sydney is a fantastic chance to talk face-to-face 
with leading franchisors and successful 
franchisees across a range of business 
opportunities 

 
2024 International Franchise Expo: May 30-
June 1, 2024, New York, NY 

The International Franchise Expo (IFE®) is the 
world's leading event where potential franchisees 
can network and connect with large, medium-
size, and emerging franchise brands. IFE brings 
together attendees, exhibitors, expert 
speakers from 50 states and, in partnership with 
the US Department of Commerce, delegates from 
over 75 countries and sponsors for information 
sharing, education, business development, and a 
bit of fun!  

 
ARAB FRANCHISE EXPO 2024 Dubai UAE:  26 
September 2024 

Arab Franchise Expo features a wide range of 
local and international and home grown franchise, 
license, business opportunities, consulting, as 
well as supporting services, franchisers and 
prospective will meet to explore win-win business 
collaborations. 
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3 Franchising Realities & Best 
Practices to Know Before Buying 

 

Weighing the advantages 
and disadvantages of 
franchising, as outlined 
above, will hopefully help 
you determine if franchising 
is the right path for you. 
If you do choose to embark 
on the franchising route, the 
following are important 
things to keep in mind. 
Neither pros nor cons, they 
are part of the obvious and 
often overlooked realities of 
franchising. 
Marketing and Advertising 
Expenses 
Many franchisors stipulate in 
their franchise contracts that 
franchisees must pay for 
marketing and advertising 
expenses. Make sure to read 

through your contract 
thoroughly so you are aware 
of all the conditions. 
Franchising Contracts 
Aren’t Permanent 
Another thing to keep in mind 
is that your contract with your 
franchisor is not a permanent 
one. Once the contract has 
reached its end date, the 
franchisors have the power 
not to renew it. On the other 
hand, you also have the 
ability not to renew the 
contract if you aren’t happy 
with your franchise. 
Group Endeavor 
Remember that buying a 
franchise is a group 
endeavor. There’s yourself, 
your franchisor, and every 

other franchisee who works 
under the company brand 
name. This community can 
be supportive, empowering, 
collaborative, but it can also 
be challenging. You need to 
be able to depend on all 
parts of your franchising 
system; the blunders and 
failures of another franchisee 
can damage the reputation 
of the entire franchise 
system, including your own. 
Make sure to talk with other 
franchisees before 
purchasing a franchise so 
that you get a sense for the 
franchise community you are 
buying into. 

 

Pros and Cons of Buying a Franchise 

Franchising Pros Franchising Cons 

Franchises offer a business “playbook” 
and the support of a corporate team to 
help you operate their established 
business model. 

Franchises require you to follow their systems and 
procedures, and can limit the “creative freedoms” of 
the business owner. 
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Franchising Pros Franchising Cons 

It is generally easier to get a loan for a 
franchise business compared to getting 
a loan for a new startup, independent 
business. Many established franchises 
are pre-registered with the Small 
Business Administration (SBA) and 
qualified candidates can receive fast-
track financing through local banks that 
provide SBA-backed business loans. 

Big name franchises can have high initial investment 
costs that limit access to only well-financed 
candidates. 

Franchises offer pre-opening assistance 
like market analysis, site selection, 
design & construction, training, and 
grand-opening marketing programs. 

Most franchises charge recurring royalty fees, and 
other fees including marketing fees, training fees, 
technology fees that can reduce your overall profit 
potential. 

Franchise companies have mass buying 
power, so product and supply costs are 
generally lower. 

Franchise companies can restrict where you can 
operate your business, the products you can sell, and 
the suppliers you can use for purchasing products and 
supplies. 

Franchises often have a recognizable 
brand and a loyal customer base, which 
can allow for faster startup and growth 
of the business. 

Mistakes or poor management by other franchisees 
can damage your franchise’s reputation and ultimately 
impact your business. 

Franchise companies will often share 
financial metrics, best practices, and 
other proprietary information to help you 
operate a more successful business. 

Franchisees are often required to share their detailed 
financial information and other business operating 
data with the corporate office. 

You are your own boss, but you have 
the support of corporate and a large 
network of fellow franchise owners 
behind you. Franchise owners are in 
business for themselves, but not by 
themselves. 

While you own your business assets, you license the 
brand name and operating procedures from the 
franchise company. Once your contract ends, 
franchisors have the power not to renew your 
franchise agreement. 

To Reap All the Advantages of Owning a Franchise, Research Is Key
To find out if franchising is 
right for you (or which 
franchise is for you!), make 
sure you do your research. 
Franchise Business Review 
has compiled a list of 
franchises that offer the 
best franchisee satisfaction 

for your perusal. You can 
also talk to other 
franchisees in the industry 
you’re looking at to hear 
their experiences and 
investigate the level of 
support their franchisor 
offers. Or, if the number of 

franchise opportunities is 
overwhelming you may 
want to consider hiring a 
franchise consultant, who 
can help guide you and 
offer insight and advice you 
may have been unaware of. 
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Strategies for a Positive Franchisee‐Franchisor 

Relationship 
Creating  a  positive  relationship 
between  franchisees  and 
franchisors  is  crucial  for  the 
success  and  longevity  of  any 
franchise  system.  The  bond 
between  these  two  parties  are 
integral  to  the overall health and 
growth of  the  franchise. The  key 
strategies  to  foster and sustain a 
positive  franchisee‐franchisor 
relationship. 
 
1. Clear Communication:  
Effective  communication  is  the 
cornerstone  of  a  healthy 
relationship.  From  the  outset, 
both  parties  should  establish 
transparent and open channels of 
communication.  Regular 
meetings, newsletters, and digital 
platforms  can  be  used  to  share 
updates,  changes,  and  important 
information. Clear communication 
helps  prevent misunderstandings 
and builds trust. 
 
2. Franchisee Training and 

Support:  
Providing comprehensive  training 
and ongoing  support  is essential. 
Franchisees need to feel equipped 

to  run  their  businesses 
successfully.  Regular  training 
sessions,  workshops,  and  access 
to  support  resources  help 
franchisees  stay updated on best 
practices  and  industry  trends. 
Offering  assistance  with 
operational  challenges  reinforces 
the  franchisor’s  commitment  to 
the success of each franchisee. 
 
3. Defined Roles and 

Expectations:  
Clearly  defining  the  roles  and 
expectations  of  both  parties  is 
critical.  Franchise  agreements 
should  be  detailed  and  specific, 
outlining  the  responsibilities  of 
each  party.  Understanding  these 
roles  helps  in  managing 
expectations  and  reduces  the 
likelihood  of  conflicts.  Regularly 
revisiting  and  updating  these 
agreements  as  needed  is  also 
important for adapting to changes 
in the business environment. 
 
4. Consistent  Branding  and 

Standards:  
Maintaining  a  consistent  brand 
image  is  vital  for  a  franchise’s 

success.  Franchisors  should 
provide  franchisees with detailed 
brand  guidelines,  operational 
manuals, and standards to ensure 
uniformity  across  all  locations 
Consistency  in branding not  only 
strengthens  the  overall  franchise 
identity  but  also  assures 
customers  of  a  standardized 
experience. 
 
5. Feedback Mechanism:  
Establishing a structured feedback 
mechanism  is  crucial  for 
continuous  improvement. 
Franchisees  should  feel 
comfortable  providing  feedback 
on various aspects of the franchise 
system,  including  operations, 
marketing, and support. Similarly, 
franchisors  should  actively  seek 
feedback  from  franchisees  and 
use  it  constructively  to  refine 
strategies and address concerns. 
 
6. Inclusive Decision‐Making: 
Involving  franchisees  in  decision‐
making processes  fosters a sense 
of  ownership  and  collaboration. 
While  certain  strategic  decisions 
may  rest  with  the  franchisor, 
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seeking  input  on  operational 
matters  or  marketing  initiatives 
demonstrates  respect  for  the 
franchisees’  
Expertise  and  experience. 
Inclusivity  can  lead  to  more 
engaged  and  committed 
franchisees 
 
7. Financial Transparency:  
Openness about financial matters 
is  crucial  for  building  trust. 
Franchisors  should  provide  clear 
financial reporting to franchisees, 
detailing  fees,  costs,  and  other 
financial  aspects.  This 
transparency  helps  franchisees 
understand the financial health of 
the system and promotes a sense 
of fairness. 
 
8. Conflict Resolution: 
  Despite  efforts  to  maintain  a 
positive  relationship,  conflicts 

may  arise.  Establishing  a  clear 
process  for  conflict  resolution  in 
the  franchise  agreement  helps 
address issues in a fair and timely 
manner.  Mediation  and 
arbitration  mechanisms  can  be 
employed  to  resolve  disputes 
without  resorting  to  legal  action, 
preserving  the  overall  health  of 
the franchise system. 
 
9. Recognition and Rewards:  
Recognizing  and  rewarding 
franchisees  for  their 
achievements and contributions is 
a  powerful  motivator.  Whether 
through  performance‐based 
incentives,  awards,  or 
acknowledgment  in  company 
communications,  positive 
reinforcement  encourages 
franchisees  to  excel  and 
strengthens  their  connection  to 
the brand. 

10. Adaptability to Change:  
The  business  landscape  evolves, 
and franchises must adapt to stay 
competitive. Both franchisors and 
franchisees  should  be  open  to 
change  and  innovation. 
Franchisors  should  communicate 
changes  clearly,  and  franchisees 
should  be  receptive  to  new 
strategies  that  enhance  the 
overall success of the system. 
A  positive  franchisee‐franchisor 
relationship  is  built  on  trust, 
communication,  and  mutual 
respect.  By  prioritizing  these 
elements  and  implementing 
effective strategies, franchises can 
create  a  collaborative 
environment  that  benefits  all 
parties  involved,  contributing  to 
the  sustained  success  of  the 
overall franchise system. 
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Why is it a better idea to open franchise rather 
than starting a new business?

 
 
In comparison to the startup business 
franchises have proven to be more 
successful. When you open a 
franchise you have a support system 
from the start. The risk involved in a 
startup business is much more than 
that of a franchise. The risk factor is 
considerably much less in the 
franchise. When it comes to opening 
a franchise franchisors aim to protect 
their brand awareness by providing 
continual support to the franchises. 
While entering into business multiple 
options are available to the individual. 
The options available are whether to 
start a new startup business or to 
open an existing franchise. The 
decisions can be made depending on 
various factors. But it is always a 
better and more secure option to open 
a franchise. If as an owner you are 
detail-oriented, good at following 
directions, and comfortable with 
established systems, franchising 
provides a quick and easy way to 
become a business owner. Owning a 
franchise gives you the right amount 
of independence with guidance. 
The few factors which will help you 
decide between franchise and startup 
business:- 

1Brand Awareness:  
A startup business might not attract 
brand equity but when it comes to a 
franchise the consumers are already 
aware of the brand and its proposition 
and it also comes with reliability and 
quality. One of the greatest 
advantages of buying a franchise, as 
you will spend less time and 
investment in launching your 
business. Even if your business is 
brand new to an area, the reputation 
of the franchise brand can create the 
initial word of mouth promotion, highly 
vital to success. Thus, there will be 
even higher chances of success. 
Control: In a startup business owner 
can exercise his own procedures and 
styles and can have complete control 
over the business whereas In 
franchise the strategic control remains 
in hands of the franchisor and the 
franchises manage the operational 
issues. In franchise less strategy is 
needed by the owner in comparison to 
the startup business. 
 
2. Equipment’s & Supplies: When it 
comes to a startup business, the 
owner is required to arrange all the 
supplies that must meet the high-

quality standards and also negotiate 
the best possible deals whereas In 
franchise all these works are done by 
the franchisor you just have to invest 
the money rest all the hard work will 
be done by the franchisor. 
Financing: In a startup business 
owner needs to invest a good amount 
of money for retail, space, marketing 
and equipment Whereas franchises 
also require considerable investments 
but franchises take an edge as the 
franchisors are more than willing to 
lend for an established brand than a 
new business. 
 
3. Marketing:  
Franchises can take advantage of the 
franchisor’s national as well as 
regional budgets for marketing which 
may run into millions. This might 
require a monthly contribution to a 
minimum budget which is far less than 
the potential benefits. In startup 
business will require more 
investments in marketing and 
advertising with no guaranteed 
commitment of return. When it comes 
to franchise along with a reputed 
name, you will also get a loyal 
consumer base. There is an 
immediate trust level that comes with 
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name recognition of the franchise. 
You will also have input and help from 
the franchise on how to craft and 
execute effective campaigns of your 
own as well. They may also provide, 
depending on their size and 
resources, a marketing plan that 
covers a market analysis, strategy, 
sales forecast, and budget that will 
help you market the brand. 
 
4. Speed to Market: 
In a startup business the owner must 
do prior research and prepare a 
proper estimate for all materials, 
equipment, office space requirements 
which might not turn out to be perfect 
resulting in loss of money and 
opportunity. And when it comes to 
franchise, all the requirements are 
already sorted beforehand as it is a 
replication of business and hence the 
business operations can begin in a 
considerably short span of time. 
Faster ROI: when it comes to the 
franchise the ROI is faster as 
compared to a startup because 
startups can take a good amount of 
time in building a client base and 
brand name. When you build your 
own business from a ground level 
there will be failures that will cost 
money, time and energy and 
frustration whereas in a franc 
Franchisors support: Franchisors 
often try to protect their brand 
reputations by providing continual 
support to the franchises. Franchisors 
also provide field support specialists 
to keep business on track and groom 
owners as leaders. The risk factor 
involved in any franchise is much less 
as of the startup business. There’s a 
very long list of licenses and 
regulations every business must 
follow to start their venture. When 
your start-up is a franchise, you will be 
getting extensive support and 
guidance from your franchisor. Your 
franchisor will help you out navigate 
these hurdles. 
Many franchisors also provide all the 
needed packages to start the 
business (including equipment, 
supplies and training) and the 
franchisee executes the plan. Buying 
a franchise always allows start-ups an 
ideal balance between being 
independent and receiving guidance. 
 
 
 

5. Peer Support: 
With an existing network of 
franchisees, the business owner can 
benefit from obtaining business 
knowledge to address challenges and 
issues. Peer support is stronger in 
franchises than in a startup business. 
 
6. Product/ Service Innovation:  
Any kind of business innovation 
requires a lot of time and money 
investment. In the case of a startup 
business, it may not always work and 
result in loss of time and money 
whereas franchisors keep on 
innovating on their own budget and 
after trying and testing, implement the 
new offering in the franchisee stores. 
 
7. Site Selection:  
Franchisors can help with site 
selection experts and their wealth of 
experience on this topic along with 
negotiating leases with landlords. All 
these factors help in laying the right 
foundation for the franchise business 
. 
8. Scalability:  
One of the most common advantages 
of starting a franchise is the scalability 
factor involved. A franchise system 
allows an entrepreneur to expand the 
business more effectively and 
efficiently as he wants. 
A franchise is always based on the 
principle of replicating a proven 
business model, they are easily 
scalable in multiple ways and more. 
You can often scale your business 
geographically by starting in one area 
and gradually expanding to multiple 
locations as per the need. 
It’s always better to buy a franchise 
rather than starting a new startup 
business. Franchise owners are more 
likely to become successful 
entrepreneurs as compared to the 
owners of a startup business. Starting 
a new startup from scratch can be 
extremely difficult. There are tons of 
responsibilities when it comes to 
starting a startup like building a strong 
business however there are many 
advantages of investing in franchises. 
When you invest in a franchise, you 
are supported by a successful 
business model that has already 
worked upon its weaknesses and 
already knows its strong strengths. 
When you invest in a well-known 
franchise, you’re backed by powerful 
marketing and advertising campaigns 

that will help you attract customers. 
When you open a franchise you’re not 
alone, you can always count on 
franchisors help when you hit an 
obstacle. In a franchise, you have the 
flexibility and freedom to be your own 
boss. Some of the franchisors also 
provide comprehensive training 
programs that help you to jump-start 
your business and gain lots of 
knowledge about the industry. 
Franchisees most often benefit from 
the collective buying power of the 
parent company, which passes on the 
savings to franchisees. Thus, 
inventory and supplies cost less for a 
franchise than for an independent 
company. While starting a business 
there are many risks associated. If 
you have any sort of issue 
operationally you can count on 
franchisors to help you out. Also, 
training programs can include useful 
resources such as reviewing store 
operations, sales and financial 
management and day-to-day 
business operations which can be 
really helpful for the owner. 
These Days best investments are to 
own a franchise of a good business. 
Statistics show franchises have a very 
low failure rate as compared to a 
startup business. It allows all aspiring 
entrepreneurs to start a new business 
without incurring the same level of risk 
as a brand-new venture. Some of the 
major advantages of the franchise 
are: Key business relationship already 
exists, the business is already 
established, A support system in 
place and easier financing. An 
investment in a franchise is much 
easier as compared to any startup 
business as it provides an opportunity 
to invest in an existing, successful 
business model that most often 
comes with proven track records, a 
successful training program, a solid 
supply chain and expert technical 
support. Often successful franchises 
have impressive success rates, with 
less chance of failure. Franchise also 
provides a clear and easy exit plan. 
When as an owner you’re ready to 
retire you sell an existing well-known 
franchise to another franchise owner. 
People invest in a franchise because 
the model works and is also profitable. 
It offers the entrepreneurs a stable 
and tested model for running a 
successful business. 
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5 Tips for Maximized 
Franchise Success 

  

Franchise ownership can be a rewarding venture, 
offering the opportunity to tap into an established 
brand and proven business model. To maximize the 
benefits and take your franchise to the next level, 
consider these five tips: 

  

1. Embrace the Franchisor’s Support: 

2. Focus on Customer Experience: 

3. Leverage Local Marketing: 

4. Empower and Train Your Team: 

5. Innovate and Adapt: 
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