From The Desk Of A Franchise Manager

Selecting Franchisees
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Hardcore salesmen are not welcome here. This statement

franchisee that is overselling themselves will turn out to be
adherence to it but they might not be truthful enough and just
franchisors have to be careful with this type of applicants and
is truthful or not.
important task. While this does not sound like a criterion in
whether the franchisee can accept the culture and the value of

franchise network. All franchisees maybe independent business
owners who is accountable for their own profit and loss but they
will also have to know that preserving the interest of the
franchise network is important. A franchisee cannot put other

benefit of all members in the network. The most common
human nature of selfish and greed has to be minimised in a
franchise network.

there will be lesser problem in the future.
maintain the harmonious environment in the network. The
selected franchisee should be able to work together with the
franchisor and also with other franchisee and understand the
spirit of franchising. This is so that the franchisor and other
franchisee can concentrate in growing the business rather than

A franchisor should also ensure the selected franchisees are

for now from the side of the pool in Port Dickson.
business going especially when things do not turn out as
expected or as planned. Regardless of knowledge and
important and can overcome many other obstacles.
While franchisees must have the mentality of a business person,
they should also have the heart of a sales person. Franchisor do
not need a super sales person as a franchisee but a franchisee
sales. This is important to both the franchisee and franchisor. For
the franchisee, sales will determine the survivor of the business.
franchisee will not be able to cover its overhead and will have to
go burst. This will reflect badly on the franchisor as well. For the
franchisor, this can be an opportunity cost. Many franchisors
franchisee is not performing well, it deprives the franchisor from
maximising the loyalty earning and the franchisor cannot
appoint a new franchisee or open a new outlet in the same area
for at least in the near future.
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