
   

           
 
 

Is Your Business Franchisable ? 
 

      
 
 
 

 

 

 

 

 



 

Does your business have FRANCHISABILITY ? 

 

When most consultants are asked about the feasibility of franchising a business, the 

consultant will reach into his mindΩs toolbox, and spit out these basic tenets: 

When determining whether your company can ς or should ς be franchised, the following 

criteria should be considered: 

1. Your Company's products and/or services should have wide appeal.  

2. Your Company should offer products and/or services that have lasting demand. 

3. Your Company should have a Unique Selling Proposition that sets it apart from other 

businesses of the same type. 

4. ¸ƻǳΩǊŜ Company and its products and procedures must be easy to duplicate. If an 

operation cannot be replicated, with minimum expense and effort, it is probably not a 

good candidate for franchising. Likewise, the business must be easy enough to run, that 

the average person can be taught to manage it, within a relatively short training period. 

If the skills required are so specialized that this cannot be accomplished, there is no 

sense in considering it for franchising.  

5. Your Company must have been in operation long enough to reliably project cash flow 

and profit margins for prospective new franchisees. You should also have the ability and 

resources to develop the procedures needed to run the new business. 

6. Your Company must be geared up to make the fiscal and time commitment required to 

create a successful franchising corporation. 

7. ¸ƻǳǊ /ƻƳǇŀƴȅΩǎ franchise opportunity must be affordable -- there is no point in creating 

an outstanding franchise opportunity if the prospect cannot come up with the required 

investment.  

Because companies, products, conditions and opportunities vary, you should look at each of the 

above factors individually when considering your company. Even if your company does not 

meet all these criteria, it is possible that, by revising some aspects of your operation, you could 

realize the benefits of franchising. 

 

They may even include nice charts to help identify your ability to successfully franchise. See 

this chart below:  



 

Feasibility Checklist: 

As mentioned, the above points are general guidelines ƻƴƭȅΣ ƴƻǘ ƛƴǘŜƴŘŜŘ ǘƻ ōŜ άǎŜǘ ƛƴ ǎǘƻƴŜέ 

requirements for franchising. A feasibility checklist, that assigns weights to various 

characteristics of your company, might be a more effective decision-making tool. Set up a grid 

similar to the following to guide your decision: 

 

Assign weight from 1 to 5 for each question below, and then add columns to obtain 

feasibility rating. A total above 35 supports successful franchising. 
1 2 3 4 5 

1. Does your business have an established track record of five years or more?      

2. Do you and/or your partners have business experience other than your present 

business? 
     

3. Does your business have multiple locations?      

4. Has your business maintained a positive cash flow and profit performance each year for 

each location? 
     

5. Does your business generate more than two repeat purchases per month per customer?       

6. Does your business draw customers from a radius greater than five miles?      

7. Do you have a minimum of $25,000 cash or credit to invest in your franchise operation?      

8. Will the start-up requirements for new franchisees be $25,000 or less?      

9. Are training requirements for a new franchise no more than three weeks?      

10. Rate the competitiveness of your industry.      

11. How applicable is your business to international expansion?      

12. Have you received inquiries from potential franchisees in the past year?       

Total      

 

 

¢Ƙƛǎ Ŏŀƴ ŀƭƭ ōŜ ǎǳƳƳŜŘ ǳǇ ǾŜǊȅ ƛƴƎƭƻǊƛƻǳǎƭȅ ŀǎΣ άŀǊŜ ȅƻǳ ƳŀƪƛƴƎ ƳƻƴŜȅ, have you had inquiries 

ŀōƻǳǘ ǇǳǊŎƘŀǎƛƴƎ ȅƻǳǊ ōǳǎƛƴŜǎǎ ǎȅǎǘŜƳέΦ ¢ƘŀǘΩǎ ƛǘΗ ±ŜǊȅ ǎƛƳǇƭŜΣ ŀǊŜ ȅƻǳ ǇǊƻŦƛǘŀōƭŜ ŀƴŘ ŘƻŜǎ 

ŀƴȅƻƴŜ ŜƭǎŜ ǎŜŜƳŜŘ ŀǘǘǊŀŎǘŜŘ ǘƻ ǿƘŀǘ ȅƻǳΩǊŜ ŘƻƛƴƎ?  If you can say yes to these two things, 

then YES you should franchise.  

 


