
OnWeGo on Franchising

Self-Employed? Entrepreneur? Or something in between?

Choosing to work for your self as an alternative to full-time employment will 
almost always be a daunting decision. Whether you're quitting a secure job or 
reconsidering your options after redundancy there are lots of questions that want 
answering.
One question which should be asked but often isn't is what sort of "working for 
myself" is right for me?

For some of us working for myself means just that. Working on what I want, 
when and where I want, and enjoying the freedom I have to choose. Then at the 
opposite end of the scale there are people for who working for myself means 
taking risks and owning and steering a business that generates wealth, 
employment and perhaps community benefit as well.

There are of course different positions in between and to improve your chances of 
success and enjoyment you really should ask just where you sit in the mix, and 
then make sure you choose an option that fits.

Franchising - a very suitable first step into Business

One such position is where you feel really motivated to run a business but 
recognise that you haven't got a great new idea to take to market. You also feel 
you're perhaps not cut out to handle alone the high-end business strategy and 
financial side of things.
If this describes you then operating a franchise could be your perfect choice.

With franchising you pay an established business for a defined and usually 
localized share of their trading operation for an agreed period of time. It’s yours 
to run although strictly by the rules of your franchise agreement which can cover 
any aspect of image and customer interface as well as internal operating 
procedures.
You are the owner, and you will have to comply with guidelines but you benefit 
from branding, marketing, and proven operating systems. You also have the 
opportunity at the end of the license period to renew or sell the business at a 
profit.
As such the business comes with a ready-made appeal about it, with a lot of help 
and with less risk.



The Franchise Market

Franchising is a hugely successful business model. It has driven the growth of 
brands like Starbucks and McDonalds and according to the British Franchise 
Association the UK Franchising industry in 2012 had grown to £13.4 billion, 
through 929 franchisor brands, and with 91% of them trading profitably.
Franchises range from your favourite fast-food outlet, to forecourt retailing, 
publishing, domestic services, dating services, management training and more.

As regards scale of the opportunity you could be a sole trader running a home 
based on-line franchise. You could operate a local courier franchise perhaps 
employing two or three people. You could grow the business by buying further 
franchises, including of course branches of that favourite fast-food chain.

Buying a Franchise

Your franchise could cost you £200 or £50,000. Initial license fees do of course 
reflect the value of the franchise in terms of its reputation, the anticipated level of 
income, and the level of support. So inevitably a top fast-food outlet costs much
more than a newly developing and less proven franchise where the risk could be 
greater. That said the deal with the latter could be more negotiable and also 
more profitable if the business really takes off.

Business start-up loans are out there despite what we read in the press about 
bank reluctance to lend to businesses, and today there are many alternatives to 
look at such as crowd-funding, social enterprise funding, private equity, Prime 
etc.
Compared to loans to independent start-ups, franchisee loans with their proven 
model of success should seem more attractive to lenders. However the funding 
marketplace is competitive so a sound business plan and compelling proposal will 
be required.
You may have to put up the majority of the start-up costs yourself, but then the 
great attraction of buying a franchise is the opportunity to start with an affordable 
franchise and grow your business organically through the purchase of further 
franchises.



Help and Guidance

The popularity of franchising has seen the creation of organisations and 
businesses to help franchisees and franchisors get started.

Advice and support is available to help you find a franchise, prepare a business 
plan, secure funding, operate your franchise and of course inter-act with fellow 
franchisees - the best way possible to learn the ropes.

 Key players in the industry who will help get you started include the 
industry’s voluntary self-regulating body the British Franchise Association 
at HTTP://www.thebfa.org

 Plenty of strategic and tactical help particularly with the search for your 
franchise is also available at www.theukfranchisedirectory.net and 
http://www.franchisedirect.co.uk/

Research and Analysis

Franchising is proven to work and your prospective franchise partner will have a 
demonstrable record of success, but remember that he/she wants you as a 
franchisee to fund the growth of their business, so do your research.
Assess the viability of their market going forward, the competition, the local 
economy and likely demand.
Talk to other franchisees and learn about the ups and downs of running the 
business.

Assess also your own skills and traits and be sure they suit this particular 
franchise. But at the same time do remember that business skills can be learned.
Perhaps the most important question is will you be happy in this business? Will 
you be passionate about it?

Does franchising in general and this franchise in particular answer my idea of 
what "working for myself" really means?

For more ideas, tips and support on making the change to self-employment visit 
the Work Page at www.onwego.co.uk
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