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Welcome to 
The World of 
Franchising!

If you are reading this, you’re likely considering taking your business to the 

next level and becoming a franchisor, or perhaps you’re an entrepreneur 

seeking to start your own franchise empire. 

Whatever your goals may be, we’re thrilled that you’re here and excited to 

embark on this journey with you.

At our franchise consultancy, we are passionate about helping business 

owners like you unlock the full potential of their brand through 

franchising. With our expert guidance and support, you can avoid 

common pitfalls, streamline your operations, and create a thriving network 

of franchisees.

So, let’s get started on this exciting adventure together. Our team is eager 

to help you navigate the world of franchising and build a successful and 

profitable franchise business.

- James Cotton & Maria Misyurina



Some useful franchising 
terms before we get started:

Area Development Agreement (ADA) - is a contract between a franchisor 

and a franchisee that grants the franchisee the exclusive right to develop 

and operate multiple franchises within a specified geographic area.

Franchisee - individual or company that holds the rights to a specific 

franchise system and is responsible for licensing that system to 

franchisees.

Franchisor - a company that has developed a business model which can 

be replicated through a network of franchisees, enabling them to expand 

their brand through franchising.

Franchise Agreement - a legal document that outlines the responsibilities 

and duties of both the franchisor and franchisee.

Operations Manual – an all-inclusive document that includes all the 

essential information required by the franchisee to run the business.

Royalty Fee - a monthly payment made by the franchisee to the 

franchisor.

Territory - a designated territory where the franchisee is authorized to 

conduct their franchise operations in accordance with the franchise. 
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Here are some examples of 
how we transform businesses

A popular Birmingham-based restaurant, which 
offered a combination of all-day breakfast and 
street food-style Indian cuisine, approached us 
to help expand their business without relying on 
external investments. 

Our franchise model proved to be a huge 
success, resulting in 10 new locations across the 
country, 10x increase in growth and establishing 
our client’s brand as a household name.

A well-established Australian beauty and aesthetics 
franchise faced challenges of expanding into the 
UK market. The resources poured into expansion 
were enormous, while the return was insignificant- 
only few franchise locations opened and were 
struggling to establish a foothold.

FranchisingGuru team conducted a thorough 
market fit research and localised franchising 
model accordingly. This resulted in over 45 
franchise locations across the country within just 
few years as well as in brand reputation rivalling 
that of the main players in the UK market .

A well-established franchise brand in 
the health club industry was facing slow 
growth and declining sales and approached 
FranchisingGuru to help restructure the sales 
process and attract new franchisees.

Within 6 months the company secured 30 new 
franchisees (50% increase from year before). 
Over the same period, company’s revenue 
increased by 25%. Franchisee satisfaction and 
retention rates improved, leading to a stronger 
network and brand reputation.

from local all-day breakfast 
& street food restaurant to 
a powerful franchise with 
over 10 locations

10x growth+10

case1

case2

case3
from stagnating health club 
franchise to a blooming 
franchise system with 
over 30 new franchises 
within 6 months!

from local Australian 
small beauty franchise to 
expanding with over 45 
franchise locations 
in the UK

17x growth+45

30x growth+30
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What does franchising mean?

Are you a successful business owner?

How does the franchisor 
make money?

In the world of business, a franchise is the ultimate golden ticket! It’s a license granted by a company 

(the franchisor) that gives the individual (the franchisee), the right to sell and market their products or 

services in a specific area or territory.

Are you ready to level up your business game? Franchising can be a game-changer for you! It’s a smart and 

practical strategy that can help you expand your market share and geographic reach while leveraging the 

power of an established brand.

To put it simply, franchising is a powerful partnership between the franchisor (the original business) and 

the franchisee. The franchisor offers the franchisee the right to use their trademark, proven business 

model, and brilliant idea, while the franchisee invests in the opportunity to sell their products or services 

under that well-known name. It’s a win-win situation that lets you run your own business with the support 

and guidance of a proven system. So if you’re ready to take the leap, franchising might just be the answer 

you’ve been looking for! For franchising help contact us here.

Franchise Fee
The franchisee pays an upfront fee to acquire the controlled rights from the franchisor. This fee includes 

the right to use the business’s name, support systems, and established methods. However, the franchisee is 

responsible for running the business and may benefit from the profits it generates. The initial franchise fee may 

vary depending on the type of franchise business being purchased or invested in. It may also be influenced by 

the products or services offered to customers.

Ongoing Royalty Fee
In addition to the initial franchise fee, franchisors typically charge ongoing royalty fees as a percentage of the 

franchisee’s gross sales, or at a flat rate. This fee is paid regularly, usually on a monthly basis, and is typically in 

the range of 4-8% of total turnover.

Marketing Fee
Franchisors may also charge franchisees for national or regional advertising and promotional campaigns.

Training & Support Fee
Some franchisors charge fees for training and support services or business advisory they provide to franchisees.

Other Fees
Some franchisors make additional income by manufacturing the must-have items themselves or 

by negotiating a rebate agreement with a third party supplier. Franchisors may also charge various 

other fees, such as renewal fees, transfer fees, or audit fees.

Interested in how franchisors make money? Overall, the franchisor’s revenue stream comes from a combi-

nation of various fees, described in more detail below, which generates profits, covers their own operating 

expenses and marketing expenses and is used to maintain the successful franchise model.
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Benefits of transferring your 
business into a franchise

Rapid Growth
Franchising allows for faster expansion into new markets with the help of franchisees who have a vested interest 

in the success of the brand.

Expanding your business through franchising comes with a multitude of benefits for franchisors, such as:

Low Capital Requirements
Franchising allows for expansion with less capital investment compared to opening new company-

owned locations, as the franchisee bears most of the costs associated with opening and operating 

their own franchise location.

Shared Risk
Franchisees bear much of the financial risk associated with opening and running a franchise 

location, while the franchisor can maintain greater control over the brand and business model.

Increased Revenue Stream
Franchisees pay upfront fees, ongoing royalties, and purchase products and services from the 

franchisor, 

Brand Recognition
Franchising can help to build brand recognition and loyalty through consistent marketing and customer 

experience across multiple franchise locations.

Entrepreneural spirit
Franchisees bring their own entrepreneurial spirit and drive to the business, adding fresh ideas and new 

perspectives that can help to improve the overall success of the franchise system.

i m a g i n e . . .

having the keys to 
a treasure trove of 
business secrets!  
within 6 months!

That’s what a franchise 
is all about - it’s like 
getting a license that 
gives you access to a 
franchisor’s proprietary 
knowledge, processes, 
and trademarks. 

This allows you 
to sell products or services 

under the franchisor’s well-known 
name and proven business model. Of 

course, the treasure doesn’t come for free - 
in exchange for this valuable opportunity, the 

franchisee usually pays an initial start-up fee and 
ongoing licensing fees to the franchisor.

For the franchisee, it means that you can unleash 
your inner entrepreneur and run your own busi-

ness, while leveraging the power of an estab-
lished brand and system provided by the 

franchisor. It’s like having the best of both 
worlds - the freedom of being your 

own boss, and the support of a 
proven business model.
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Types of franchising models

Single-Unit 
Franchise

Multi-Unit 
Franchise

Master
Franchise

Area Developer 
Franchise

Conversion 
Franchise

Single-Unit 
Joint Venture 

Product 
Distribution 
Franchise

This is the most common type of franchise, where the 

franchisee owns and operates a single location of the 

franchise brand.

In this model, the franchisee owns and operates multiple 

units of the same franchise brand in a specific 

geographic area.

A master franchisee is granted the rights to develop 

and operate multiple units of the franchise brand within 

a specific geographic area. The master franchisee 

is responsible for finding and training individual 

franchisees within the territory.

In this model, the franchisee is granted the rights to 

develop a specific geographic area and is responsible 

for recruiting and training individual franchisees in that 

area.

This type of franchise involves converting an existing 

business into a franchise of the same brand.

In this model, the franchisor partners with another 

company or individual to establish and operate a 

franchise in a specific market.

In this model, the franchisee has the right 

to distribute the franchisor’s products 

within a specific geographic area.
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Step-by-step process of 
becoming a franchisor
The journey of becoming a franchisor is a thrilling and exciting experience that requires 

determination and persistence to establish a successful and well-known franchise network.

Here are some steps you can take to become a franchisor:

business model franchise structure operations manual provide 
ongoing 
support

business plan franchise agreement recruit franchisees

1 2 3 4 5 6 7

1. Establish a successful business model:

In order to transition into the role of a franchisor, it is essential to first have a well-established 
and successful business model that can be replicated by others. This means developing strong 
processes for different areas of the business like operations, marketing, sales, and customer 
service. These processes should be regularly tested and improved to make sure they are 
working well and are efficient.
Additionally, it is important to have a clear understanding of the key elements that contribute 
to the success of the business, including the target market, competition, pricing strategy, 
product or service offerings, and the overall brand image. These elements should be carefully 
evaluated and adjusted as necessary to maximize their impact and appeal to potential 
franchisees.
Furthermore, as a franchisor, it is critical to have a strong support system in place to assist 
franchisees in their journey towards success. 
This includes providing comprehensive training programs, 
ongoing guidance and support, access to resources and tools, 
and regular communication to ensure that franchisees 
are equipped with the necessary knowledge and skills to 
effectively operate and grow their businesses.
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2. Develop a solid business plan 
for your franchise

3. Determine the 
franchise fee structure

Developing a robust business plan is a crucial step towards building a successful franchise. You should 

carefully consider what makes your franchise stand out from other similar businesses, how you can 

differentiate yourself from competitors, and whether franchising aligns with your 

company’s goals.

When developing strategies to accelerate growth, it is essential to focus on two key components - 

increasing sales volume and growing profits by reducing costs. It is important to evaluate whether 

franchising can be an effective means to leverage your capital for achieving greater sales volume and 

profits while reducing costs. However, it is essential to weigh the pros and cons of franchising at each stage 

of your company’s development before making a decision.

The process of setting up a franchise fee structure 

typically involves the following steps:

By following these steps, a franchisor can establish a 

franchise fee structure that is fair, reasonable, and profitable. 

It is important to regularly review and adjust the fee structure as needed 

to ensure its effectiveness and competitiveness in the marketplace.

1. Determine the total investment cost:
This includes all expenses required to 

start the franchise, such as initial training, 

equipment, inventory, and site selection.

3. Determine the profitability 
of the franchise: 
The franchise fee should be set at a level that 

allows the franchisor to earn a reasonable profit 

while still providing value to the franchisee.

5. Seek legal advice:
Franchise fee structures are subject to legal 

regulations and restrictions, so it is important to 

seek legal advice to ensure compliance.

2. Calculate the franchisor’s expenses:
This includes the costs of developing and 

maintaining the franchise system, ongoing 

support services, and brand management.

4. Research the market: 
It is important to review the fees charged 

by competitors in the same industry and 

adjust the franchise fee accordingly.

6. Test the fee structure: 
The fee structure should be tested to 

ensure it is fair and equitable to both the 

franchisor and the franchisee.
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4. Develop a franchise agreement

Developing a franchise agreement involves generating a comprehensive legal document that sets out 

the terms and conditions of the franchise relationship between the franchisor and franchisee. 

The agreement must cover a wide range of topics related to the franchise, including but not limited to:

Franchise fees:
The franchise agreement should 

clearly outline the initial fees and 

ongoing royalties that the

franchisee will be required 

to pay to the franchisor. 

This may include an initial 

franchise fee, a percentage of 

gross sales, or other fees and 

charges described above.

Training & Support:
The agreement should outline the 

training and support that the 

franchisor will provide to the 

franchisee. This may include initial 

training programs, ongoing support 

and guidance, and access to 

marketing and advertising materials.

Operating Standards:
The franchise agreement should specify the 

operating standards that the franchisee must 

adhere to, including quality control standards, 

customer service expectations, and other 

operational guidelines.

Territory: 
The agreement should specify

 the geographic area in which

 the franchisee has exclusive 

rights to operate the franchise. 

This may be a particular city, 

region, or country, depending 

on the nature of the franchise.

Advertising & Marketing:
The franchise agreement should 

also address the franchisee’s 

responsibilities for advertising and 

marketing the franchise, as well as 

any marketing support provided by 

the franchisor.

Intellectual Property:
The agreement should address the 

use of the franchisor’s intellectual 

property, including trademarks, logos, 

and other proprietary materials. 

This may include restrictions on the 

franchisee’s use of the franchisor’s 

intellectual property, as well as 

guidelines for maintaining the 

integrity of the brand.

Term & Renewal:
The agreement should specify the 

length of the franchise term, as 

well as any options for renewal or 

termination of the agreement.
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5. Create an operations manual

Creating a franchise operations manual is an essential step in the process of establishing a successful 

franchise system. This manual serves as a guide for franchisees on how to operate the business and 

maintain consistency across all locations. It should include detailed information on all aspects of 

running the franchise, including but not limited to:

Developing a comprehensive franchise operations manual is crucial for ensuring the success of the 

franchise system. It provides a roadmap for franchisees to follow and helps maintain consistency 

across all locations. The manual should be regularly updated to reflect changes in the industry, 

technology, and the franchise system. It is important to work with Franchising Gurus to ensure that 

the manual is effective, easy to understand, and comprehensive.

Business Overview:
This section provides an overview 

of the franchise system, including

 its history, values, and mission.

Marketing:
The marketing section provides 

guidance on how to market the 

franchise, including advertising 

and promotional strategies.

Technology:
This section provides guidance 

on how to use technology in the 

franchise, including point-of-sale 

systems, inventory management, 

and other software.

Organisational Structure:
The organisational structure 

section explains the roles and 

responsibilities of the franchisor, 

franchisee, and any other key 

personnel.

Branding:
The branding section describes 

the guidelines for maintaining 

the consistency of the brand, 

including logo usage, brand 

colours, and brand messaging.

Legal & Compliance:
This section outlines the legal 

and regulatory requirements that 

franchisees must comply with, 

including labour laws, taxes, and 

health and safety regulations.

Operations:
This section outlines the 

day-to-day operations of the 

franchise, including hiring and 

training employees, managing 

finances, and inventory.

Training & Support:
This section outlines the 

training and support provided 

to franchisees, including initial 

training and ongoing support.

Quality Control:
The quality control section 

explains the standards that must 

be met to ensure consistency 

across all franchise locations.
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6. Recruit franchisees

To grow your franchise, you will need to recruit and select franchisees who are a good fit for your 

brand and business model. Here are some steps to take in order to recruit and select franchisees 

who are a good fit for your brand and business model:

By following these steps, you can recruit and select 

franchisees who are a good fit for your brand and 

business model, and help them succeed over the 

long term. 

1. Define your ideal franchisee: 
Before you start recruiting franchisees, it’s 

important to have a clear idea of the kind of 

person you’re looking for. This includes their 

background, experience, personality traits, 

and values. Think about what kind of skills and 

experience would be beneficial for running a 

successful franchise under your brand.

3. Conduct interviews:
Once you start receiving applications from 

potential franchisees, it’s time to start 

conducting interviews. 

Be sure to ask questions that will help you 

evaluate their fit for your brand and business 

model. This might include questions about 

their experience, goals, and values.

5. Offer ongoing support:
To ensure your franchisees are successful over 

the long term, it’s important to offer ongoing 

support. This might include regular check-ins, 

access to resources and tools, and opportunities 

for continuing education and professional 

development.

2. Develop a recruitment strategy:
Once you have a clear picture of your ideal 

franchisee, you can start developing a recruitment 

strategy. This might include advertising on relevant 

job boards and social media channels, attending 

industry events, and partnering with brokers who 

specialize in franchise sales.

4. Provide training: 
Once you’ve selected a franchisee, it’s important 

to provide them with the training they need to be 

successful. This might include initial training on 

your business model and brand, as well as ongoing 

training and support to help them navigate any 

challenges that may arise.
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7. Provide ongoing support
Providing ongoing support to your franchisees is a critical component of a successful franchise sys-

tem. As a franchisor, you are responsible for providing the necessary support to help your franchisees 

succeed. This support can take many forms, including:

By providing ongoing support in these areas and others, you can help ensure the 

success of your franchisees and the overall success of your franchise system.

Becoming a franchisor requires a significant investment of time, money, and resources. 

However, it can also be a rewarding way to grow your business and help others achieve 

their entrepreneurial dreams.

Training:
One of the most important forms 

of ongoing support is training. 

Franchisees need to be trained 

on the operational procedures, 

sales techniques, and marketing 

strategies that are specific to your 

brand. Ongoing training should be 

offered to ensure that franchisees 

stay up-to-date with the latest 

industry trends and best practices.

Technology Support:
In today’s digital age, technology 

plays a crucial role in the success 

of any business. 

As a franchisor, you can provide 

technology support to help 

franchisees manage their 

operations more efficiently. This 

might include providing access to 

software programs, hardware, and 

training on how to use them.

Marketing Support:
Franchisees may not have the 

expertise or resources to develop 

effective marketing campaigns on 

their own. 

As a franchisor, you can provide 

marketing support in the form 

of advertising materials, social 

media content, and promotional 

campaigns to help drive traffic to 

their locations.

Financial Support:
Franchisees may need financial 

support from time to time, such 

as during the initial start-up phase 

or during a period of slow sales. 

As a franchisor, you can provide 

financing options, such as loans or 

lines of credit, to help franchisees 

weather these periods and 

continue to grow their businesses.

Operational support:
Franchisees need to have a deep 

understanding of your business 

model and operational procedures 

to be successful. 

This includes providing guidance 

on inventory management, 

staffing, and customer service. 

You may also need to provide 

assistance with site selection, 

lease negotiations, and build-out.
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Our success stories (in detail)

case1

case2

case3

A popular Birmingham-based restaurant, which offered a unique combination of 
all-day breakfast and street food-style Indian cuisine, had an ambitious goal to expand 
their business without relying on external investments. They decided to explore the 
idea of franchising as a way to increase their profits and spread their brand.
Franchising Guru was approached by the owners to help them convert their business 
into a franchising model. C
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A well-established Australian beauty and aesthetics brand with multiple franchise 
locations set their sights on expanding into the UK market. With high hopes and a 
dedicated sales team, they poured considerable resources into recruiting franchisees, 
only to find themselves struggling to establish a foothold. Despite their best efforts, 
they were only able to open few franchise locations, leaving them feeling unsure 
of how to proceed. That’s when they decided to engage the services of Franchising 
Gurus, a local franchise consultant.

A well-established franchise brand in the health club industry was facing slow growth 
and declining sales. The company had a strong brand reputation and a loyal customer 
base, but its franchise recruitment and sales process were inefficient and outdated. The 
company’s leadership team decided to bring in Franchising Gurus to help restructure 
the sales process and attract new franchisees.

The franchise model proved to be a 
huge success among franchisees, 
leading to the opening of ten new 
locations across the country. 
This impressive expansion not only 
resulted in a significant increase in 
profits for the owners but also helped 
establish the brand as a household 
name, beloved by customers across the 
nation. Franchising became a crucial 
factor in the restaurant’s success story, 
and we are proud to have played a part 
in making their dream a reality.

Thanks to Franchising Gurus’ expertise 
and guidance, the brand was able to 
achieve unprecedented success in the 
UK market. 

Within just a few years, they had 
opened over 45 franchise locations 
across the country, each one thriving 
and profitable. The brand had become 
a well-known and respected name in 
the beauty and aesthetics industry, 
with a reputation for excellence and 
a commitment to supporting their 
franchisees every step of the way.

The new sales process and support 
system yielded significant results for the 
franchise brand. Within six months, the 
company secured 30 new franchisees, 
a 50% increase from the previous year. 
The company’s revenue increased by 
25% as a result of the new franchisees. 
Franchisee satisfaction and retention 
rates improved, leading to a stronger 
network and brand reputation.

By restructuring the sales process and 
providing better support to franchisees, 
the franchise brand was able to 
overcome its growth challenges and 
achieve rapid expansion. The success 
of the project demonstrated the 
importance of continuous improvement 
and adaptation in the competitive world 
of franchising.

Our team collaborated with them to redesign their brand and website, making it more 
appealing to potential franchisees. 
We provided guidance and support at every step of the process, including menu 
design and preparation of the necessary documentation. We also helped recruit new 
franchisees to join their growing network.

Franchising Gurus immediately set to work, working closely with the brand to 
understand the unique challenges of the UK market and localizing their franchising 
model accordingly. Their first priority was to help the brand improve their franchise 
recruitment process by identifying and targeting the right audience.
Franchising Gurus also helped the brand develop a robust support infrastructure for 
their franchisees. They advised them on creating a strong training program that would 
prepare new franchisees to succeed and provided ongoing support to ensure that 
franchisees had the tools and resources they needed to run successful businesses.

Franchising Gurus identified several challenges with the existing sales process, 
including:
•	 Lack of targeted marketing and lead generation strategies
•	 Inconsistent follow-up and communication with prospects
•	 Lengthy and complex onboarding and training process for new franchisees
•	 Limited support and resources for franchisees once they joined the network.

Franchising Gurus proposed a series of solutions to address these challenges and 
improve the sales process:
•	 Conducted market research and developed targeted marketing campaigns to 

attract high-quality leads
•	 Streamlined the sales process with a clear timeline and standardized 

communication templates
•	 Revamped the onboarding and training process with online modules and virtual 

coaching sessions
•	 Created a dedicated support team to provide ongoing assistance and resources 

to franchiseesand resources they needed to run successful businesses. 11



Congratulations on completing this e-book and 
taking the first step towards owning your own 
franchise! We hope you found the information 
valuable and insightful.

As a special offer to our readers, we are offer-
ing a free franchise review (worth £500) to help 
you determine the best franchise opportunities 
for your goals and interests.

To claim your free franchise review, simply click 
the link below and fill out the form. Our team 
will be in touch with you shortly to schedule 
your review and answer any questions you may 
have.

Don’t miss out on this exclusive opportunity to 
receive personalized guidance and support on 
your franchising journey. 

Click now to claim your free franchise review!

I’m in!

https://franchisingguru.co.uk/contact/



