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Franchising is an increasingly sought after method of growing 

a business. 

 

On every high street there are businesses operating under a 

franchise. Well known examples are Toni & Guy, Coffee 

Republic and Domino’s Pizza.   

 

‘Franchises are particularly popular among people setting up 

in business on their own for the first time,’ explains Warner 

Goodman Commercial’s Kate Bradbury. 

 

‘They offer the benefit of an established brand. British 

Franchise Association statistics show that there is a lower 

failure rate for those starting up in business by buying into a 

franchise as the risk is reduced and shared by the franchisor.’ 

 

The term ‘franchising’ is used when a licence is granted from 

one person (the franchisor) to another (the franchisee) which 

entitles the franchisee to trade under the trade name and/or 

trade mark of the franchisor and make use of a package of all 

the elements necessary to establish a new business and run 

it with continual assistance on a predetermined basis. 

 

Warner Goodman Commercial’s top five tips for anyone 

thinking of taking a franchise are: 

1. Do your research  

 

Read the franchise press and check out internet sites such 

as www.thebfa.org (official website of the British Franchise 

Association) and www.franinfo.org. Visit a franchise 

exhibition to compare and contrast the different businesses 

on offer.  

 

2. Meet existing franchisees 

 

Speak to people already running a franchise business. 

What do they think the pros and cons are? If you have your 

eye on a particular franchise, ask the franchisor to put you 

in touch with their existing franchisees.  

 

3. Make a business plan 

 

You must have a clear idea, from the outset, how much 

investment is required, as well as how much you are likely 

to make. 

 

The franchisor will usually receive an initial fee from the 

franchisee together with ongoing management service fees. 

Factor in legal costs, working capital, rent deposits, 

equipment and staff. 
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Be realistic about your earning potential. Check the projected 

income against your research of the local market. Do the 

figures stack up?  

 

Bear in mind that the Franchise Agreement will provide for 

the business only to be operated in a limited geographical. Is 

there sufficient trade in that area to make a success of the 

business? Often the franchise is for a minimum of five years - 

a substantial investment of time and money. 
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4. Don’t underestimate the hard work and commitment  

 

You’ll need the right abilities and personal attributes and a 

willingness to work hard. Not everyone is cut out to be a 

franchisee. It’s important to think about your suitability. It’s not 

an easy option. Ask existing franchisees about their 

experiences and the level of dedication required.   

 

The franchise package often includes advertising and 

 

administrative support as well as general guidance from 

Head Office, but you cannot rely on the franchisor to make 

a success of your business.  

 
5. Take legal advice! 

 

Franchise agreements are usually lengthy, with many 

obligations which frequently extend beyond the period of 

the franchise agreement, restricting your business activities 

afterwards. While the terms may be non-negotiable it’s still 

vital that before entering an agreement you are fully aware 

of your financial and personal obligations - as well as the 

benefits. Investing in professional legal advice at an early 

stage could help you avoid expensive mistakes.  

 

Warner Goodman Commercial’s Kate Bradbury explains: 

‘We guide you through the documentation, liaise with the 

franchisor’s solicitors to fine tune the paperwork, advise on 

all the implications and key issues to you of taking a 

franchise on, and make sure  you get what you’re paying 

for.’   

 

Warner Goodman Commercial’s franchise team have acted 

in acquiring and granting many high street franchises, 

including Toni & Guy. 

 

To discuss you plans, contact Kate Bradbury or Emily 

Frampton on the details below… 
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