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Franchising From The Inside Out: The No-
Nonsense Guide To Franchise Ownership

SECTION 1: FOUNDATIONS OF FRANCHISING

g

What is a Franchise?

A franchise (or franchising) is a method of

distributing products or services involving a

franchisor, who establishes the brand's

trademark or trade name and a business

‘ > system, and a franchisee, who pays a
royalty and often an initial fee for the right to

. )“ " do business under the franchisor's name

and system.

Technically, the contract binding the two parties is the "franchise," but that term more
commonly refers to the actual business that the franchisee operates. The practice of
creating and distributing the brand and franchise system is most often referred to as

franchising.

The Two Primary Franchising Relationships
There are two different types of franchising relationships:

1. Business Format Franchising This is the type most identifiable to the general
public. In a business format franchise, the franchisor provides to the franchisee
not just its trade name, products, and services, but an entire system for operating
the business. The franchisee generally receives site selection and development
support, operating manuals, training, brand standards, quality control, a
marketing strategy, and business advisory support from the franchisor.

2. Traditional or Product Distribution Franchising While less identified with
franchising by the average consumer, traditional or product distribution
franchising is actually larger in total sales than business format franchising.
Examples of traditional or product distribution franchising can be found in the
bottling, gasoline, automotive, and other manufacturing industries. A product
distribution franchisee simply sells the franchisor's products without using the
franchisor's specific method of conducting business.
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The Core Principles: Relationships, Brands, and Systems
Franchising Is About Relationships

Many people, when they think of franchising, focus first on the law. While the law is
certainly important, it is not the central thing to understand. At its core, franchising is
about the franchisor's brand value, how the franchisor supports its franchisees, how the
franchisee meets its obligations to deliver the products and services to the system's
brand standards, and—most importantly—franchising is about the relationship that the
franchisor has with its franchisees.

Franchising Is About Brands

A franchisor's brand is its most valuable asset. Consumers decide which business to
shop at and how often to frequent that business based on what they know, or think they
know, about the brand. To a certain extent, consumers really don't care who owns the
business so long as their brand expectations are met.

If you become a franchisee, you will certainly be developing a relationship with your
customers to maintain their loyalty, and customers will choose to purchase from you
because of the quality of your services and the personal relationship you establish. But
first and foremost, they have trust in the brand to meet their expectations, and the
franchisor and the other franchisees in the system rely upon you to meet those
expectations.

Franchising Is About Systems and Support

Great franchisors provide systems, tools, and support so that their franchisees have the
ability to live up to the system's brand standards and ensure customer satisfaction.
Additionally, franchisors and all of the other franchisees expect that you will
independently manage the day-to-day operation of your businesses so that you will
enhance the reputation of the company in your market area.

When selecting a franchise system to invest in, you want to evaluate the types of
support you will be provided and how well the franchisor is managing the evolution of
the products
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and services so that it keeps up with changing consumer expectations. Some of the
more common services that franchisors provide to franchisees include:

e Arecognized brand name

e Site selection and site development assistance

e Training for you and your management team

e Research and development of new products and services
e Headquarters and field support

« Initial and continuing marketing and advertising

You want to select a franchisor that routinely and effectively enforces system standards.
This is important to you because the enforcement of brand standards by the franchisor
is meant to protect franchisees from the possible bad acts of other franchisees who
share the brand. Since customers see franchise systems as a branded chain of
operations, great products and services delivered by one franchisee benefit the entire
system. The opposite is also true.

SECTION 2: THE LEGAL & CONTRACTUAL FRAMEWORK
The Decentralized Structure

While from the public's vantage point, franchises look like any other chain of branded
businesses, they are very different. In a franchise system, the owner of the brand does
not manage and operate the locations that serve consumers their products and services
on a day-to-day basis. Serving the consumer is the distinct role and responsibility of the
franchisee.

Franchising is a contractual relationship between a licensor (franchisor) and a licensee
(franchisee) that allows the business owner to use the licensor's brand and method of
doing business to distribute products or services to consumers.

Defining a Franchise Under the Law

While every franchise is a license, not every license
is a franchise under the law. Sometimes that can be
very confusing. In the United States, a franchise is a
specific type of licensing arrangement defined by the
Federal Trade Commission (FTC) and by several
states. In the United States, a franchise generally
exists when:
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e The franchisor licenses a franchisee the right to use its trade or service mark.

« To identify the franchisee's business in marketing a product or service using the
franchisor's operating methods.

e The franchisor provides the franchisee with support and exercises certain
controls.

e The franchisee pays the franchisor a fee.
State Variations

The definition of a franchise is not uniform in every state. Some states, for example, may
also include a marketing plan or community of interest provision in their definition. The
definition of what is a franchise can vary significantly under the laws in some states, and
it is important that you do not simply rely on the federal definition of a franchise in
understanding any particular state's requirements.

Core Industry Definitions

e Franchisor: A business or corporation that licenses the right to operate in its
name and sell its products or services using the franchise's branding, assets, and
intellectual property. The advantage to becoming a franchisor is that it allows a
business to expand its locations and size more quickly and successfully by
relying on franchisees to use their local market knowledge to grow the business.

« Franchisee: The person or company that gets the right from the franchisor to do
business under the franchisor's trademark or trade name. A franchisee licenses
the right to do business under a franchisor's brand using their operational
processes. Franchisees receive access to proprietary knowledge, systems, and
support, while being held responsible for maintaining the same brand and quality
standards as the franchisor. The advantage is that opening costs are often lower
compared to starting a company from the ground up, inheriting a proven,
established business model.

o Franchise Agreement: The legal, written contract between the franchisor and
franchisee which tells each party what each is supposed to do. It dictates the
terms of the relationship, territory boundaries, and contractual obligations.

e Franchise Fee: A one-time initial start-up fee paid by the franchisee to the
franchisor in exchange for the right to use their proprietary business knowledge,
intellectual property, processes, and branding.
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e Royalty: The regular, continuing payment made by the franchisee to the
franchisor for the ongoing use of the trade name and operating methods, usually
based on a percentage of the franchisee's gross sales.

o Trademark: The marks, brand name, and logo that identify a franchisor which are
licensed to the franchisee.

e Franchising: A method of business expansion characterized by a trademark
license, payment of fees, and significant assistance and/or control.

The FTC Franchise Rule & The FDD

The FTC Franchise Rule is a federal regulation which requires
franchisors to prepare an extensive disclosure document and
give a copy of this document to any prospective franchise
purchaser.

The disclosure document typically used to comply with the
Rule is called the Franchise Disclosure Document (FDD)
which replaced the prior Uniform Franchise Offering Circular
(UFOC) in 2008. The FDD provides detailed information
about the franchisor and the franchise system, organized into specific categories of
information about operations, including:

e Required entry and ongoing fees.
e Basic investment costs and working capital parameters.
« Bankruptcy and litigation history of the company and its leadership.
« How long the franchise agreement will remain in effect.
« Audited financial statements of the franchisor.
o Certified earnings claims (item 19 disclosures) if provided.
How to Identify a Franchise Real-World Location

Many franchises have franchisee-operated locations as well as corporate-operated
units, so it can be difficult to determine if a local business is a franchise at first glance.
However, franchised businesses typically post signage in their stores and notes on their
marketing materials (brochures, websites, vehicles, etc.) indicating that they are
"independently owned and operated" .
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SECTION 3: THE ROLE OF A FRANCHISE BROKER OR CONSULTANT

- ‘SE Broker vs. Consultant Nuances

‘0‘“‘“‘«1‘

For the absolute purposes of general industry navigation, the terms
. Consultant and Broker are often used synonymously, though their
p disgcg.éa‘ 5.8 structural profiles differ slightly:

« Franchise Broker: A broker's role is to connect franchisors and
franchisees. They represent a specific portfolio of franchises
and are typically used by smaller brands to expand their
business outreach. They are paid via a commission from the

franchisors when a sale closes.

e Franchise Consultant: A consultant's primary role is to help entrepreneurs
navigate the complex process of becoming franchise owners. They are
structurally less focused on pushing immediate sales and are more likely to guide
decisions that resonate with the franchisee personally.

Why Utilize a Broker/Consultant Relationship?

A franchise broker's central role is to ensure that you take a necessary step back at the
start of your exploration to assess and put into writing a plan that summarizes what your
criteria are. Without a plan, you will likely waste a lot of time looking at franchises that
are not a good fit for you. There is an immense amount of data to review and
understand, legal and financing issues to address, and a lot of marketing hype to sift
through to get to the true heart of a franchise opportunity. You need an experienced
guide who fully understands every step of the process so you do not waste your time or
money.

The Cost Structure

Using a professional franchise broker service will not cost you a single penny more than
what you would pay the franchisor anyway, should you decide to purchase one. Brokers
are paid directly by the franchisor if and only if you decide to buy into their business
program. Franchisors do not charge candidates any kind of premium for working with a
broker; franchisors willingly pay this because brokers bring them well-qualified,
interested candidates, making their corporate development efforts significantly easier.

Engagement Rules

Most professional broker engagements with a client are strictly at will; you are not
locked into a rigid contract. However, if you agree to work with a consultant, you are
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expected to commit to the process of discovery and keep an open communication
channel. Because you are not the person paying the consultant, you have zero financial
exposure resulting from the assistance.

As a professional courtesy, you should notify your broker if you are working with another
broker or directly with specific franchise companies to
prevent duplication of efforts and avoid wasting time.

Critical Questions a Broker Helps You Answer

When you work directly with a franchisor, they will
naturally be able to tell you all about the specific franchise
they are selling, but a broker helps you look objectively at
the bigger picture by answering:

« Do you know why that specific franchise may or
may not be a good fit for you?

e What is the true investment requirement, and do you genuinely have the liquidity
and net worth required?

e Are they actively looking for someone with your specific kind of professional
background, or is it simply a business you like to patronize as a consumer?

o Have you established a definitive criteria list for a potential business investment,
and does this option meet or exceed them?

e Do you have any solid idea how you are going to finance this venture?

o Do you have the necessary legal support to help you safely navigate the FDD
and franchise agreement?

e Do you truly understand why franchising is or isn't right for your lifestyle in the first
place?

SECTION 4: FINANCIAL
REQUIREMENTS & FUNDING
STRATEGIES

Capital Requirements & The
"Liquidity lllusion"

Investment requirements for
purchasing a franchise differ
tremendously based on the industry
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and the type of business the franchise operates. Total start-up costs can range from
$20,000 or less to more than $1 million, depending on the franchise selected and
whether it is necessary to own or lease real estate to operate the business.

While it is entirely possible to find a franchise opportunity that requires a lower level of
cash liquidity, industry experience teaches that any client coming into the market with
less than $50,000 of their own money will have a very hard time finding a reputable
and viable franchise opportunity. This base liquidity can come in the form of cash, home
equity, or even a portfolio loan taken out against a non-IRA stock account.

Standard Funding Options (Franchise Funding 101)

One of the most critical aspects of opening a franchise is securing funding. Just as
franchises come in all shapes and sizes, so do the financial vehicles available to fund
them. Depending on your timeline, risk tolerance, and credit history, the best option
might be a single solution or a strategic combination of options. All clients will typically
need to invest at least 10% and up to 30% of their total startup costs in liquid cash.

e Rollover as Business Startups (ROBS): This method allows you to use your
401(k), IRA, 403(b), or other qualified retirement accounts to buy a franchise with
no retirement penalties, upfront taxes, or debt . It can also be deployed directly
as the capital injection required for SBA loans.

e SBA Loans (Small Business Administration): There are a variety of loan
programs available through the SBA, including specific ones for veterans and
disaster recovery. The primary vehicle for small business owners is the 7(a)
program, which focuses generally on helping small businesses start up and
grow.

« Conventional Loans: These can be provided by bank and non-bank lenders but
are not guaranteed by the SBA or other government entities. Any small business
or franchise can apply; however, they are not typically available for brand-new
businesses . Approval depends largely on the overall credit risk of the business.

o Securities-Backed Line of Credit: A line of credit backed by securities held in an
investment portfolio. This type of loan is similar in concept to a home equity loan,
but rather than the loan being backed by the equity in your home, it is backed
directly by the securities held in your non-IRA investment portfolio.

« Home Equity Loans: Although becoming less common in recent years, some
entrepreneurs still rely on their biggest personal asset for cash—the equity in their
homes—to finance a franchise or business purchase.
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e Equipment Leasing: This option allows you to finance up to 100% of the value of
the physical equipment you need to start or run the business, including
computers, office furniture, company vehicles, manufacturing machines, or
special service equipment. This option frequently includes a structural buyout for
$1 at the very end of the lease terms.

Capital Profiles: First-Time Owners vs. Multi-Unit Operators
First-Time Franchise Owners

Taking into account the franchise fee, royalty fees,
working capital, and other possible costs needed to
start a franchise business, most potential
franchisees find they don't have the cash resources
to purchase a franchise entirely upfront. If you find
yourself in this position, don't be surprised if you
run into a few financing challenges. Many lenders
are typically more hesitant to approve loans if you do not possess prior experience or a
solid track record as a business owner. Having said that, it's not impossible, and luck
favors those who are prepared.

Multi-Unit Operators

The most important thing to know if you want to become a multi-unit operator is that how
your first unit is funded directly affects your ability to fund future units . If you arrange
financing for the first unit without considering how it will impact your borrowing capacity
down the line, you may find yourself without any viable options to fund additional units.
Since many larger franchise systems require a 3-unit commitment, the most common
operational scenario is a "three-pack" developed over a 2-3 year window.

SECTION 5: COMPARING PATHS TO BUSINESS OWNERSHIP

There are typically three paths to going into business for yourself: starting a new
business from scratch, buying a new franchise, or purchasing an existing franchise unit
from an owner looking to exit.

Path 1: Starting a New Independent Business

Starting your own independent business can be a more affordable, flexible option
upfront, but it often requires significantly more effort and carries a higher risk of failure.
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Advantages: Typically lower initial start-up costs ; total operational independence
and complete creative freedom ; no inherited legacy problems or ill-will from an
existing business.

Disadvantages: Requires vastly more time and energy ; significantly higher
statistical risk of failure ; takes much longer to become profitable ; business
financing is far more difficult to obtain for unproven concepts.

Path 2: Buying a New Franchise Unit

Purchasing a new franchise comes with significant brand and business support from the
franchisor, although your entry costs are generally higher and you cede some
operational independence to the franchisor.

Advantages: Reduced risk of failure over an independent business ; proven
methods and established products ; comprehensive start-up assistance ; ongoing
training and field support ; immediate inclusion in local, regional, and national
advertising ; collective bulk purchasing power ; continuous corporate research
and development ; professional association and synergy with other franchisees in
the system ; and it is significantly easier to obtain financing from lenders.

Disadvantages: Higher long-term costs due to mandatory entry fees, ongoing
royalties, and mandated vendor supplies ; smaller immediate profit margins due
to fee structures ; complete lack of absolute independence and freedom ; difficult
to achieve legal redress if the franchisor fails to meet obligations ; and a
franchisor's system-wide public relations problem instantly becomes your local
problem.

Path 3: Purchasing an Existing Franchise (Resale)

Advantages: The business is already up, running, and operational ; risk and
start-up uncertainty are dramatically reduced ; the basic infrastructure is
completely in place, including an established location , existing customers and
reputation , trained employees , established vendors , active policies and
procedures , and immediate cash flow ; there is no pre-opening start-up period,
leading to much quicker profitability ; and financing is highly accessible because
lenders can audit historic store performance.

Disadvantages: Potentially higher initial purchase costs to buy out the
operational asset ; explicit tangible limitations such as legacy design problems ,
location/demographic shifts , or outdated merchandise problems ; intangible
limitations such as inherited customer or employee ill-will , pricing problems ,
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inadequate historic procedures , or restrictive legacy lease problems ; and
potential legal liability if you inherit hidden lawsuits.

SECTION 6: IS FRANCHISING RIGHT FOR YOU?
[SALES] | SYSTEMATIC DUE DILIGENCE

2 USRS

in Dispelling the Myths of Franchise Ownership
i FRANCHISE

B One of the major myths that has been perpetuated in
Ico THIVE] | “[GLoBaL] the business world is that franchise ownership is
[VALUE) easy. This is simply not true! While the franchise
system will give you the necessary start-up training
and offer ongoing support, you, the franchisee, must be prepared to actively manage the
business. While some niche franchises may lend themselves to semi-absentee or
absentee ownership, the vast majority are best run by hands-on management.

You must be willing to work harder than you have perhaps ever worked before. Forty-
hour weeks are an absolute myth, particularly in the start-up phase of the business; it is
far more common to work 60-to-70-hour weeks . You must also be willing to mop floors,
empty trash, fire as well as hire employees, and deal personally with upset customers.

The Core Conflict: Entrepreneurial Compliance

The very key to franchising success is the unyielding consistency of product and service
that customers find from one franchise location to another. When you display the sign
and logo of a franchise, you are indicating to customers that you follow a particular,
unvarying system.

People who are extremely entrepreneurial in the traditional sense—meaning they do not
like to conform to a predetermined formula or rules—should be exceptionally careful
about buying a franchise. If you cannot handle someone else making the rules, this
model is a poor fit.

Step-by-Step Due Diligence Framework
1. Financial Affordability & Capitalization

One of the absolute major causes of business failure is under capitalization . While the
franchisor will be able to give you a good idea of the start-up costs, these will always
vary due to local leasehold improvement needs and unexpected variables. You will need
enough liquid money to not only open your franchise, but to run it until such a time as it
becomes completely profitable. For some franchises, that process may take a year.
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Remember: it is always better to start out with more money than you think you will need
rather than less.

2. Deep Document Review

Franchisors are legally required to prepare the Franchise Disclosure Document (FDD).
This document contains vital information about the franchise along with the exact
franchise agreement that you will eventually sign. This agreement will govern your
relationship with the franchisor for the entire term of the contract.

The disclosure document is a vital asset. It should be studied very carefully and
discussed in detail with a qualified, experienced franchise attorney and an accountant
familiar with franchising . Do not hire just any kind of general lawyer—they must possess
specific franchise expertise to navigate the specialized contracts safely.

3. Analyzing the Track Record

Determine if the franchise you are considering has a transparent track record of
success. You should get to know the principal directors of the company—their business
background and how profitable their franchise system has been historically. The FDD
will contain this biographical and financial data.

Examine closely how long the franchise has been in business. A brand-new start-up
franchise may offer you the opportunity to get in on the ground floor. But it might also
mean that the franchisor has not yet had sufficient experience to fully develop and
smooth out their operational system.

4. The Validation Process (Franchisee Interviews)

The FDD will contain a complete listing of all current franchise owners. It is vital to your
due diligence to contact a few of them to discuss their real-world experiences with the
franchise. This process is known as validation .

Take the time to call or visit them and ask the following validation questions:
e Has the franchisor followed through completely on their corporate commitments?
« Did you receive truly adequate training?
e Is the business genuinely profitable for you?
« Are you making money with the franchise investment?

e How long did it take you to reach breakeven?
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e How long before you could start taking money out of the business to live on?

e Was the investment estimate and working capital target the franchisor gave you
accurate? If not, how much more money did you actually need?

« What mistakes did you make in starting up the franchise that cost you money,
and how can | avoid the same problems?

e Would you buy this franchise again?
e What advice would you give me?

5. Evaluating the Franchisor's
Revenue Health

Where is the franchisor's corporate
money coming from? If the franchisor
has been in business for a while, is
their corporate entity supported by
continuing royalty revenue streams
from successful units, or is their profit ! :
coming mostly from initial franchise fees harvested from constant new openlngs’> A
stable, solid company should be supported primarily by the health of its ongoing
royalties.

6. Staffing, Temperament, and Field Culture

Do you like the franchisor's staff—those people with whom you will be working closely for
years? One of the most important elements of a franchise is the ongoing support and
contact you will have. You need to ensure they have adequate staff, resources, and
trained personnel to meet their commitments to you.

Furthermore, evaluate the culture of the field staff: Do they act as genuine consultants
and advisors, or do they act primarily as police personnel who inspect franchises and
write up violations without offering hands-on help and guidance?

7. Mitigating Risk

Like starting any business, buying a franchise involves risk. Although most franchisees
are satisfied and successful, some do suffer financial losses. That's why you must be
particularly wary of any company that "guarantees” profit or certain success. If you hear
a claim about a company that sounds too good to be true, it probably is. Investigation of
all earnings claims made by a franchisor is especially important.
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Regardless of earnings claims, you must recognize that your success can come only
through hard work. Success or failure ultimately depends on you. Studies show that
successful franchisees mitigate risk by conducting their own thorough market research ,
using independent financial and legal advisors , developing complete marketing and
business plans , and possessing prior work experience in the industry.

SECTION 7: THE SELF-DIAGNOSTIC QUIZ & ASSESSMENT

This assessment provides an objective look at whether you possess the personality,
temperament, and financial foundation to successfully own a business and conform to a
franchise system.

Part A: General Entrepreneurial Mindset

An entrepreneur can be defined as "one who pursues opportunity beyond the resources
currently controlled” , or "anyone who assumes the risk and responsibility for starting
and managing a business for the purpose of making a profit".

To know if you have this baseline drive, ask yourself if you look at life through these
shifts:

e Do you value Opportunity over absolute Security?

e Do you value driven Results over standard Routine?

e Do you prefer earning a Profit over receiving a fixed Paycheck?

« Are you motivated by Trying New Ideas instead of constantly Avoiding Mistakes?
e Do you focus on Long-Term Vision instead of immediate Short-Term Gain?

Part B: The 9 Formal Assessment Questions
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1.
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What is motivating you to start looking at business
ownership opportunities right now?

Do you feel comfortable taking direction from others
and being a team player, while simultaneously being
comfortable stepping up as a leader, director, and coach
for your staff?

In your current work environment, when given
instructions for a project from your manager/boss, would you agree that you are
more inclined to follow their direction exactly rather than trying to put your own
creative spin on things? Would you consider yourself a flexible person, able to
modify your efforts and perspectives as situations dictate?

Are you completely comfortable working as a promoter, sales, and/or business
development person ? (Please note: this is not asking if you have historic sales
experience, but rather if you are comfortable taking on this operational
responsibility. If you are strictly a "work behind the scenes" kind of person, you
should answer "no" to this question).

If you were put in charge of running a whole division of your company and were
given a highly detailed operations manual to do so, would you follow it
systematically? (Answer "no" if you are more inclined to reference such a manual
but will ultimately feel compelled to alter things or add your own spin given your
personal experience).

Very few businesses —franchise or independent —make money right away . In
fact, it is highly common that you could go 8 to 12 months without being able to
take any income out of the business to live on. Do you have alternative sources
of income, savings that are completely separate from the cash you will invest in
the business, or a spouse with a sufficient income that can comfortably cover
your living expenses during this start-up phase?

Most viable franchise opportunities require investors to come to the agreement
with at least $50,000 of their own unencumbered cash plus the clear ability to
qualify for commercial financing. This implies a credit score of 680 or higher and
some sort of solid collateral like a home with equity, liquid securities, bonds,
and/or retirement/pension funds. Does this sound like you , and is this a level of
investment you are prepared to make?
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8. What is your approximate net worth (Assets minus Liabilities/Debts)? Can you
realistically afford the specific type of franchise category you are considering?

9. Are you realistic in understanding that owning a business requires hard work,
and that buying into a franchise gives you a massive leg up but does not
automatically guarantee success? With that in mind, does your spouse/partner
also fully understand the immense effort required to start a business, and do
they completely support this effort?

SECTION 8: LAUNCHING STRATEGY & MARKET CATEGORIES
Conducting Market Research

Before investing, you must analyze if there is a true market in your territory. All
successful businesses must accomplish at least one of three things: Satisfy a need,
Solve a problem, or Respond to a trend .

Conduct independent market research to answer these foundational dynamics:
« How many potential customers are in your immediate territory?
« What explicit need does your service satisfy or what problem does it solve?
« What specific trend or fad does it address?

e Who are your competitors, how many do you have, and what exactly do they
offer?

« How will your product or service be completely unique, and what marketing niche
can you capture?

e What should the appropriate local pricing structure be?
Pre-Opening & Working Capital Cost Lists

When building out your financial spreadsheets, ensure you account for both initial
structural costs and running working capital.
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Entry & Build-Out Costs to Account For:

o Location design and physical construction /
leasehold improvements

o Professional fees (legal reviews, franchise
specialty accountants)

« Core equipment, machinery, and fixtures

« Office or retail furniture

e Opening inventory and core operational supplies

e Business insurance policies

e Pre-opening labor and training payroll

e Grand-opening advertising, marketing, and promotion campaigns
Monthly Working Capital Elements (Until the Store Breaks Even):

e Continuous payroll salaries

e Ongoing business insurance renewals

o Commercial building utilities

« Ongoing local marketing and advertising

o Commercial building lease rent

« Interest payments on your commercial loan, if applicable

o Personal living expenses (if you do not have an outside salary)
Sampling of Available Franchise Categories

Franchises operate in virtually every sector imaginable. When working with an
expansive brokerage representing hundreds of hand-picked brands, the marketplace
features diverse categories customized to different investor types—ranging from active
full-time roles to semi-absentee models, and spanning investments from $60,000 to over
$5 million.

Below is a master listing of categories available for exploration:

e Automotive: Repairs, services, and manufacturing distribution.
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Beauty & Wellness: Hair salons, nail bars, spa venues, massage clinics, and
eyelash lounges.

Fitness: Boutique fitness centers and specialized training studios.

Children's Services: Daycare centers, swim schools, and supplemental
educational centers.

Home Services & Repair: Lawn maintenance, maid/janitorial services, carpet
cleaning, home restoration, decorating, kitchen/bath remodeling, cabinet
refacing, and household furnishings.

Business Support Services: Accounting, direct mail marketing, small business
advertising, co-working shared workspaces, package shipping, mail processing,
signs, printing, and business expense reduction consulting.

Food & Hospitality: Quick-serve restaurants, sit-down venues, food truck
concepts, bars, and specialty oil/vinegar/alcohol retail.

Medical & Health: Nutrition centers, weight loss clinics, medical testing facilities,
senior care, home health aides, retirement placement services, and senior
advocacy.

Specialty Retail: Computer and phone repair tech storefronts, clothing
boutiques, building/storage solutions, furniture restoration, cannabis clubs, CBD
oil distributorships, financial services, debt reduction consulting, and pet care/pet
retail sales.
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How To Work With A Franchise Consultant

Developed to help you understand the benefits, process, and goals of using the
services of a professional franchise consultant.

SECTION 9: THE CONSULTING PROCESS & COLLABORATION STAGES
Step 1: Getting Started & Making the Decision

Congratulations on making the decision to investigate franchising. Typically, this pivotal
decision is a result of one or more of the following professional or personal catalysts:

o Tired of working for someone else .
o Concerns over the stability of your current corporate employment outlook.

o Addistinct desire to grow your
income and long-term net worth.
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Step 2: The Confidential Questionnaire (20 Minutes)

In working with your franchise consultant, you are required to complete our
comprehensive, secure online questionnaire prior to your initial step-one consultation.
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This step takes approximately 20 minutes and is mandatory to ensure our subsequent
strategy calls are as productive, focused, and efficient as possible.

The data provided in the questionnaire establishes a foundational baseline
understanding of your explicit franchise preferences, core business outlook, geographic
territory or location preferences, and your real-world financial capability to responsibly
fund the venture.

Privacy Guardrail: Every piece of operational and financial information you share
remains 100% confidential. If and when you decide to advance to direct discussions with
a specific brand, this data will be provided to the franchisor—strictly at your own
discretion—to pre-qualify you for their territory requirements.

Step 3: The Initial Franchise Consultation (60 to 90 Minutes)

The Franchise Consultation call is a vital structural step in the process. It allows us to
explicitly set your core criteria regarding personal goals, lifestyle expectations, target
business attributes, your preferred level of daily management involvement, and bring
total clarity to a complex marketplace. The ultimate goal is to educate you and help you
discover that "perfect fit" franchise opportunity.

During this 60 to 90-minute session, we will systematically accomplish the following
milestones:

o Develop Rapport & Trust: This mutual foundation is absolutely essential for us to
work together successfully over the coming weeks. Candidates are highly
encouraged to review my professional background, credentials, and business
history at MyFranchiseAdvisor.com or via LinkedIn.

e Understand You Deeply: By mapping out your confidential questionnaire
responses and asking highly targeted diagnostic questions during the first half of
the call, we ensure we have a crystal-clear picture of who you are, what you’re
looking for, and what you are trying to accomplish.

e Educate You on Franchising Systematics: We will dive into the structural
mechanics of modern franchising, developing a foundational understanding that
will help you safely navigate the multi-step process ahead.

e The Industry Preference Exercise: We will systematically review over 20 distinct
franchise industry segments (ranging from restaurants, boutique fitness, and
automotive to home service companies, senior care, and professional business
services). | will educate you on real-world investment ranges and core operating
attributes so we can objectively gauge your level of interest in each segment.
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o Legal & Financial Resource Discussion: ltis critical to understand the
specialized external tools used in the modern franchise acquisition process. | will
ensure you understand exactly what legal and capital resources you will need,
and precisely when it is contextually appropriate to engage targeted industry
experts.

Step 4: Determining Your Franchise Options (6 to 7 Days)

Drawing directly from the data points in your Confidential Questionnaire and the insights
gained during our 90-minute Franchise Consultation, | formulate a clear roadmap to
steer my independent market research on your behalf.
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Step 5: The Franchise Options Review (60 Minutes)

Typically one week following our initial consultation call, my deep-dive research will be
complete and ready to present. During this 60-minute review call, you can expect a
rigorous, itemized breakdown covering three clear steps:

1. Specific Brand Review: We will discuss in detail 6 to 8 specific franchise
opportunities that my research indicates are best suited for your profile. We will
take a deep dive into the organizational culture of each brand, their support
structures, and the data-driven reasons why | believe they represent a worthwhile
investment choice for you.

2. Franchise Selection: At the conclusion of this call, | will ask you which specific
brands peaked your interest. You will decide if you would like me to formally
connect you to one or more of these companies so you can begin direct
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introductory discussions with their corporate development officers. You are under
zero obligation to select a brand or advance to discussions; however, most
candidates are typically excited to pull back the curtain on the concepts that align
with their goals.

3. Discussions with Franchisors: Based strictly on your selections, | will reach out
to only the franchisors you have personally approved. | will securely submit your
pre-qualification information and have their corporate teams reach out to you
directly to schedule an introductory call.

Step 6: Advancing to Corporate Franchisor Investigations

Upon selecting the brands you would like to audit, | connect you at a high level with
those corporate entities. Exceptional franchisors place an immense amount of value on
these professional consulting services. They know that candidates introduced through
my office have been thoroughly pre-vetted, educated, and meet their baseline financial
and operational requirements.

The Corporate Development Process

Once your information is securely submitted, you can expect to hear from the
franchisor's development team to schedule an introductory call. During that first call,
they will provide a thorough corporate overview and map out their franchise
development process.

Typically, these discovery processes consist of 7 to 9 structured steps designed to
leave absolutely no stone unturned. The dual goal of this process is for you to be able to
make a fully transparent, informed decision about the investment, and for the franchise
company to determine if you possess the ideal fit for their corporate culture.

Time and Structural Commitments

o Weekly Audit Commitment: Evaluating a franchise requires an active time
commitment of 1 to 2 hours per week, per franchise brand . This time
requirement naturally expands as you progress deeper into the process and
begin scheduling validation calls with active franchisees.

« Discovery Day: If both you and the franchisor are serious about moving forward,
you will eventually be invited to participate in a corporate "Discovery Day". You
will spend a day or two at the brand's corporate headquarters meeting face-to-
face with executive officers, touring active flagship units, and experiencing the
operational brand culture firsthand.
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e Continuous Consultant Collaboration: Invariably, you will encounter complex
guestions, gaps in information, or uncertainties after speaking with corporate
franchisors. Throughout this entire discovery phase, you are expected to
leverage my 30+ years of business experience to help clarify franchisor claims,
analyze data points, and guide you safely through the process.

SECTION 10: STRATEGIC INSIGHTS & CONSULTING FAQ
Core Client Benefits: Why Work with a Consultant?

Prospective business owners who excel recognize what
they don't know and place an immense value on
obtaining expert guidance to make an informed life
decision. Engaging a professional consultant helps
mitigate the primary hurdles of business acquisition:

e Managing the Impact of the Decision: Selecting a
business is one of the single largest financial
o decisions you will ever make, carrying profound,
Iong -term consequences for your lifestyle, wealth, and family.

e Overcoming a Lack of Deep Knowledge: While most people have a casual
awareness of franchising, few understand the highly granular operational, legal,
and financial details required to run a unit. A consultant fills these gaps and
provides continuous perspective as questions arise.

e Active Risk Mitigation: Your consultant provides objective support and structural
guardrails through the buying process, helping you dispassionately calculate and
assess potential risks before signing contracts.

e Time Conservation: The franchise investigation process can easily consume
hundreds of hours. A consultant serves as a filter, drastically reducing the time
wasted looking at concepts that look attractive on paper but are a poor fit for your
lifestyle or capital restrictions.

« Eliminating Uncertainty: Many prospective owners struggle to identify if now is
the right time to leap, if their capital reserves are genuinely sufficient, or what
exact industries suit them. We bring clarity to these concerns through transparent
education and active collaboration.

Why Do Some People Opt Out?
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Unfortunately, some prospective entrepreneurs allow paralyzing fear, ungrounded
skepticism, or doubt to get in the way of utilizing a professional consultant. It is critical to
recognize that | do not sell franchises . There is zero sales pressure, no hidden catch,
and you are never obligated to buy a business. My job is to advise, educate, and protect
your capital interests.

Frequently Asked Questions (FAQ)
What does it cost to use your consulting services?

My professional services are 100% FREE to you —there are no gimmicks, hidden fees,
or trick contract clauses. Just like a traditional real estate transaction, the buyer (you)
does not pay a commission to the agent. The seller (the franchisor) pays a standard
finder's commission out of their corporate marketing budget, but only if you execute a
franchise agreement and formally join their system. The franchisor is legally barred from
charging you any premium or higher fee for working with me; your costs are identical
either way.

What if | decide | want to quit my investigation?

There is no contract between us, and you maintain the absolute right to end your
investigation whenever you choose. Life events or shifting perspectives can happen,
causing us to change directions. | only ask that you provide the professional courtesy of
notifying me and the corporate franchisors you are communicating with as soon as you
decide to halt your investigation so we can close out your files.

Can | also investigate franchise brands on my own?

The simple answer is yes; however, it is highly recommended to keep me informed of
any outside franchise concepts you happen to come across. Given my 30+ years in the
industry, it is highly probable that | have deep internal background insight regarding that
specific brand's corporate health, management team, or wider industry segment that |
would be glad to share with you to protect your due diligence.

What if | don't like any of the initial 6 to 8 options you present?

Then we will sit down and talk through exactly what attributes you disliked, refine your
criteria parameters, and bring you an entirely new round of options for consideration.
Franchise discovery is an iterative learning process. It is not uncommon to miss the
bullseye in round one as you begin to see what these concepts look like in reality. No
worries at all-we will revisit the selection process as your perspective evolves.
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Can | buy any franchise that | want?

No. Franchises cannot simply be bought off a shelf; they must be awarded by the
franchisor . Every reputable franchisor retains the absolute legal right to refuse to award
a franchise to any candidate who fails to meet their strict financial qualifications,
professional background standards, or corporate culture parameters. For this reason, it
is vital that you present yourself in the best possible light and maintain the highest levels
of professionalism when interacting with corporate franchisors throughout their
development process.

“The best way to predict

the future is to create it.”

- Peter Drucker

This guide incorporates material featured by Franchise Consultant & Broker Aaron Bakken.
https://aaronbakken.com/





