Franchise Readiness Checklist

Use this checklist to assess whether you and your business are ready to franchise. It’s designed for discussion with your franchise lawyer and advisors, not as legal advice.

1. Business Fundamentals
1. ☐ Sound Business Model
· The business has been operating successfully (profitably or with a clear path to profitability) for at least 1–2 years.
· You can show financial statements (P&L, balance sheet, cash flow) that demonstrate viability.
2. ☐ Replicable Concept
· The business model can be duplicated in other locations without your constant personal presence.
· Core processes can be taught to others with reasonable training and training materials.
3. ☐ Competitive Advantage
· You can clearly articulate what makes the concept different/better than competitors.
· Your value proposition can be explained in a few clear sentences.
4. ☐ Scalable Operations
· The business does not rely on a single “star” employee or your unique personal skill.
· Key inputs (suppliers, equipment, technology, labor) are available in multiple markets.

2. Brand & IP Readiness
5. ☐ Protectable Brand Name & Logo
· You have a distinctive brand name and logo (not generic/descriptive).
· Preliminary trademark searches suggest your brand is not infringing on others.
6. ☐ Commitment to IP Protection
· You are prepared to file for trademark registration in relevant jurisdictions.
· You understand that franchise value is heavily tied to your brand and system IP.
7. ☐ Documented Brand Standards
· You can describe how each location should look, feel, and sound.
· You are willing to enforce brand standards consistently across all franchisees.

3. Systemization & Documentation
8. ☐ Standard Operating Procedures (SOPs)
· You have written procedures (or are ready to create them) for daily operations, customer service, staffing, purchasing, safety, etc.
· There is a clear “this is how we do it” for every key process.
9. ☐ Training Program
· You can outline a training program for new franchisees and their staff (duration, format, content).
· You have training materials or know what needs to be developed (manuals, videos, checklists, etc.).
10. ☐ Operations Manual (or Plan to Create One)
· You understand that franchisees will need a comprehensive operations manual.
· You are willing to invest time and money into creating and updating it.
11. ☐ Technology & Systems
· You have identified the POS, software, or platforms that franchisees will use.
· You can support franchisees in implementing and using these systems.

4. Financial Readiness
12. ☐ Clear Franchise Economics
· You have a preliminary idea of franchise fees, royalties, and other revenue streams (e.g., marketing fund, supplier margins).
· The projected franchisee unit-level economics (sales, margins, breakeven, ROI) appear attractive and sustainable.
13. ☐ Franchisor Budget & Capital
· You have (or can access) capital to:
· Develop legal documents and manuals
· Build training infrastructure
· Market the franchise opportunity
· Hire staff to support franchisees
· You understand that early franchise revenue may not cover all support costs immediately.
14. ☐ Realistic Growth Expectations
· You have a measured growth plan (e.g., number of franchises per year, target markets).
· You’re prepared for slower growth if needed to protect quality and brand reputation.

5. Legal & Compliance Preparedness
15. ☐ Understanding of Regulatory Environment
· You understand franchising is heavily regulated in many jurisdictions.
· You’re prepared to comply with disclosure, registration, and ongoing reporting requirements (where applicable).
16. ☐ Willingness to Invest in Legal Infrastructure
· You’re prepared to engage a franchise lawyer to draft:
· Franchise Disclosure Document (FDD) or equivalent
· Franchise Agreement
· Ancillary agreements (NDAs, supply agreements, guarantees, etc.)
17. ☐ Risk Awareness
· You understand the legal and reputational risks associated with franchising.
· You’re comfortable that not every franchisee will perform perfectly, and disputes may arise.

6. Operational Support Capacity
18. ☐ Support Model Defined
· You can describe what ongoing support franchisees will receive:
· Start-up assistance (site selection, design, launch)
· Ongoing operations support
· Marketing and brand support
· Field visits and performance reviews
19. ☐ Team & Resources
· You either have or plan to have dedicated staff (or outsourced resources) to support franchisees.
· Support won’t be entirely dependent on you personally as founder.
20. ☐ Supplier & Supply Chain Strategy
· You have or can develop approved suppliers and logistics that work across franchise territories.
· You understand how supply arrangements may integrate with the franchise system (e.g., rebates, exclusivity, quality control).

7. Marketing & Franchise Sales Readiness
21. ☐ Brand Marketing Strategy
· You have a clear marketing strategy to drive consumer demand for franchise locations (not just to sell franchises).
· You understand the need for a brand-level marketing plan and likely a marketing fund.
22. ☐ Franchise Recruitment Strategy
· You have an idea of your “ideal franchisee profile” (experience, capital, personality, values).
· You understand that selling franchises is a regulated process and must follow legal requirements and approved materials.
23. ☐ Marketing Assets for Franchise Sales
· You’re prepared to develop compliant marketing materials (website, brochure, presentations) for prospective franchisees.
· You understand these must align with what is disclosed in legal documents (no earnings promises outside permitted disclosures).

8. Personal and Cultural Readiness
24. ☐ Mindset Shift: Operator → Franchisor
· You are willing to shift from running units yourself to supporting independent business owners.
· You’re ready to enforce standards and say “no” when necessary to protect the brand.
25. ☐ Time Commitment
· You can devote significant time to building the franchise system, especially in the first 2–3 years.
· You’re prepared for the added responsibilities of training, support, and compliance.
26. ☐ Alignment of Values
· You’re clear on the culture and values you want your franchise network to embody.
· You’re committed to selecting franchisees who fit that culture, not just anyone with a checkbook.

9. Strategic Fit: Is Franchising the Right Growth Model?
27. ☐ Consideration of Alternatives
· You have considered alternative growth options (company-owned expansion, licensing, joint ventures, partnerships) and understand why franchising is preferred.
28. ☐ Territory & Market Strategy
· You have thought about territories (geographic or otherwise) and how you’ll protect and define them.
· You have an idea of priority markets for expansion.
29. ☐ Long-Term Vision
· You have a 5–10 year vision for the brand and the franchise network.
· You understand that franchising is a long-term commitment, not a quick exit strategy.

10. Scoring & Next Steps
· Count your “Yes/Ready” checks.
· 24–29: Strong readiness. You may be ready to proceed with a structured franchising plan and legal work.
· 16–23: Moderate readiness. Several foundations are in place, but you’ll need to address gaps before or during franchise development. 
· 0–15: Early stage. Focus on strengthening your core business, systems, and resources before franchising.
Discuss your checklist with your franchise lawyer:
· Identify which items are critical preconditions vs. what can be developed in parallel with legal documents.
· Prioritize actions to move you from “not ready” or “partially ready” to “franchise-ready.”


