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As a franchisor, a business owner becomes a leader, coach, counselor and family member all rolled into 
one.  It is an extremely complex and dynamic role for a business person to manage the responsibilities 
that come with being a franchisor.  The good ones have a unique skill set and a solid foundation as a 
business person which is needed in franchising to be successful.  Franchising successfully is dependent 
on a specific personality type and character to be done right.  One needs to be sales oriented, 
relationship driven, flexible, patient, a mentor and extremely good at thinking outside of the box.  In the 
franchise business it seems that more often than not, things fall outside of the box.   

When considering whether to franchise your business, it would make sense for you to evaluate how you 
manage relationships.  Right?  Many new franchisors overlook this all too important element of building 
a franchise organization.  When you franchise a business, you are in effective developing relationships 
with other independent entrepreneurs.  Franchisees are not employees, they also are not partners. In 
order to franchise a business successfully, it takes leadership who can be "friends" with a large array of 
personalities.  

What has made the big ones big and kept the small ones small?  In our opinion, it has been the 
franchisor's ability to make friends with people.  It seems trivial, but a great franchisor is typically the 
most liked person in the room.   

Franchisees are a delicate breed.  They require structure, content, value, constant reassurance that they 
made the right decision in investing in your franchise and on top of that, they require love and 
attention.  Great franchise systems have valuable content to deliver throughout the training, support 
and implementation processes and also can manage and build upon personal relationships with each of 
the franchisees.  

When considering whether to franchise your business, you should look yourself in the mirror and decide 
whether you are the type of business owner that can "play" with others or are you a lone ranger who 
has difficulty sharing the pie.  If you find that you are the latter, you probably are not made for 
franchising and the responsibilities that come with it. 

Here are some other things to look at: 

1.  Franchisees are people who fall somewhere between entrepreneurs and employees of a specific 
organization.  They have the drive, independence and commitment to succeed on their own, but you 
want them to follow a specific game plan in the way that they operate their business.  This independent 
vs. structured partner makes the management and interaction with franchisees unique and complex.  A 
good franchisor knows how to harness the positive side of a franchisee's entrepreneurial energy without 
letting anyone forget who the sheriff is and keeping everyone in line. 

2.  Franchising is a business process that relies on volume.  For the franchise distribution channel to 
work successfully and with complete efficiency, it requires volume.  With a large number of units, there 
are certain to be many different personalities, people and backgrounds amongst the franchise partners 



of any given franchise system.  Franchisors who can manage the different personalities and keep as 
many people happy at one time will tend to do best in this business.  Entrepreneurs who recognize that 
this may not be a skill set for them are better off to hire a franchise director that has this skill set needed 
to take a franchise system to the next level of growth. 

3.  When you franchise your business, it is a fast paced business growth model.  As a business owner, 
you surely have had that feeling before when it is like you're on a bull that is a little out of control and 
you can't fully get your footing underneath you.  While this can be a good thing, meaning growth and 
change are taking place, it also can be unsettling for some who may not be able to manage this kind of 
pace.  Franchise systems average over ten new units open per year when marketing aggressively and in 
the later stages of their maturity.  It can be fun...or scary depending on what type of person you are.  

Franchisees take time, energy and a lot of patience, particularly when they first open their franchised 
business.  

Franchisors often have difficulties with partnerships and can't seem to keep a strategic partnership 
together for longer than a month without a fight breaking out or some major disagreement ensuing 
between the leadership of both organizations – taking heed to the insight above will ensure that you 
connect with your franchisees, and will be advantageous to all parties involved. 
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