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Disclaimer 

The information contained in this workbook constitutes the amalgam of many years of accumulated 
experience of members, associates and staff of Franchising Plus. Any advice given in this work has 
been tried and tested in the field and is believed to be sound. However, seeing that we have no control 
over the implementation of the franchise programme, we cannot accept responsibility for any 
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given. 
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Foreword 

Although franchising has been with us for more than five decades by now, it continues to be 
seen as a relatively new concept and remains widely misunderstood. While many of its 
proponents describe franchising as a foolproof route to business success, its detractors hold 
the opposite view, dismissing franchising as a “flash in the pan” that had been invented 
solely as a means to part the gullible from their money. 

An analysis of franchising’s past reveals that both camps are somewhat off the mark. No 
serious franchise practitioner will claim that franchising is a magic wand that bestows upon 
entrepreneurs the ability to build successful mega chains over night. It has been proven 
beyond doubt, however, that carefully constructed franchise networks will enable the 
entrepreneur to significantly accelerate the development of his/her business empire and 
requires a much lower investment than traditional channels of expansion would demand. 

Moreover, experience has confirmed that franchised businesses enjoy a much higher 
success rate than their independent small counterparts. Add to this the fact that a closer 
examination of the reasons for the demise of those franchised chains that did fail almost 
always reveals that it is not the concept of franchising that deserves to be blamed but its 
faulty implementation, and the reasons for franchising’s popularity will become clear. We 
believe that success in franchising depends on the deliberate implementation of the following 
steps: 

1. Realistic assessment of the status quo; 

2. Ruthless implementation of corrective measures where necessary; 

3. Painstaking compilation of the franchise package; 

4. Establishment of the prescribed franchisee support infrastructure; 

5. Step-by-step execution of the franchise project in accordance with a carefully 
developed franchise business plan. 

As the creators of the Franchise By Numbers™ toolkit, we have only one goal: To guide 
newcomers to franchising in the smooth implementation of their franchise project. Let us 
remind you, however, that the kit is marketed as a Do-It-Yourself solution, in other words, 
you are expected to do the work yourself.  

It would have been only too easy for us to present you with an ‘off-the-peg’ package; all you 
would be required to do would be to place your name and logo in the appropriate spaces and 
– hey presto – you are ready to sell your first franchise. Sounds tempting, but it would not 
work. Franchising is a very flexible concept. Already, about 75 different industries use it as a 
vehicle for business expansion and there is no telling where it will end.  

Franchising’s adaptability to the needs of widely divergent product and service industries is 
seen to be amongst its greatest advantages. But this flexibility comes at a price: To be 
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successful, the concept must be customised to the needs of each franchise, the ‘one size fits 
all’ approach is highly unlikely to succeed. 

To the best of our knowledge, the Franchise By Numbers™ toolkit remains a world-first in its 
field and we are mighty proud of its creation. Ever since publishing the first edition more than 
ten years ago, we have worked hard to keep it up to date. We are convinced that it will help 
you tremendously in building your franchise, but there is a proviso: 

You need to remember the old saying: “You can take the horse to water, but you can’t make 
him drink.” This is a workbook, not a novel that can be read at leisure, then put on a 
bookshelf and forgotten. It is no coincidence that in the previous sentence, the first half of the 
word ‘workbook’ has been printed in bold letters. We have done this to alert you to the fact 
that to obtain the best possible results, you will need to work extremely hard. 

We advise you to follow our guidelines to the letter and complete each suggested exercise. 
Every item in this kit has been incorporated for a reason; even if the one or other exercise 
may seem irrelevant at first, we urge you to complete it anyway. This will ensure that you 
haven’t overlooked anything! 

To help maintain your interest level at a constant high throughout the programme, we have 
kept theory to an absolute minimum. Except for the introductory section, which provides you 
with essential basics and by its very nature calls for some lengthy explanations, short 
descriptions of each new concept are linked to tables, worksheets or practical examples that 
have been carefully selected to guide you step-by-step in the practical implementation of 
cutting-edge techniques in franchising. 

Hands-on assistance, if required, is available from Franchising Plus. Here’s hoping that you’ll 
enjoy working through this programme and, in addition to wishing you Good Luck, we urge 
you to remember that assistance is only a phone call away. 

The Franchising Plus Team 

July 2016 
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About the Publisher 

Franchising Plus is a business consultancy that specialises in assisting businesses to 
expand their distribution networks within South Africa’s borders and beyond. Above all, we 
help to identify, create and implement the expansion mechanisms that best suit our clients’ 
business needs. In so doing, we strive at all times to help our clients maximise the success 
and profitability of their businesses. 

Clients of Franchising Plus have at their disposal some of South Africa’s foremost franchise 
practitioners. As South Africa’s leading franchise consultancy, we are able to offer an 
extensive range of services that are widely considered to be prerequisites for success in 
franchising. These services include but are not limited to the following: 

● Business evaluation and strategic planning; 

● Help with the setting-up of one or more pilots; 

● The development of all elements of the franchise package; 

● The design of effective management and financial control systems; 
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◊ Disclosure document; 

◊ Franchise agreement; 
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and business management; 

● Inwards/outwards facilitation of master franchise opportunities. 
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