13

- — S

4

by David Banfield

he facts probably speak for

themselves. We live in a

‘franchised’ world. We buy
products from franchised stores, we buy
houses through franchised real estate
agents, we send our children to franchised
private schools, we eat at franchised
restaurants and the list goes on.

There are today literally thousands and
thousands of franchises and naturally
hundreds of thousands of franchisees on a
worldwide basis.

So, can you franchise anything?

The answer is, not quite. What makes a
franchise work and work well is a solid
system, a system that is the central
nervous system of the business. [fa
business does not have a well defined
system or one that is too cormplex then
quite possibly franchising doesn't work.

Potential franchisees should always
take a very close look at the franchise
systen to judge the worth and depth of
the franchise. If you can't see the system
until you buy, then maybe the niessage is
that the system is missing sorane vital
conponents, Components that vou really
need to know about before you buy.

Part of the 'will it franchise’ Lest is the

Can you reall
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ability to be able to write it down. That
means taking the system and all of the
peripheral aspects of the business and
writing it down in the form of an
operations manual. If it's too complex to
write down in plain and sirple language
then it may be that you can't franchise it.

The written test extends to a reading
test. Even if you can write it down, cana
comparatively non-technical person read
the material and quickly grasp the
essentials of the business? Being able to
read about the business and then turn
that knowledge into a clone of the original
is part of the art of franchising.

Franchising has now matured to the
point where there are franchise
opportunities in almost all industries both
service and non-service, it's not just fast
food anymore.

While categories such as fast food have
hundreds of different options as do
franchisors, thie financial service sector on
the othter hand has relatively fow
franchise options, This is due in part Lo
the fact that the world of hinancial
services has always been the domain of
major entities such as banks, finanee
companies, inshrance companies and the

like. But as franchising evolves, even
financial service franchises are now well
within the reach of the average
entrepreneur,

One such opportunity is The Interface
Financial Group, a 31 year old invoice
discounting company with an extensive
franchise network in Canada and the
United States. Interface franchisees work
in a niche market providing short term
working capital to small businesses
through a unique and well proven invoice
discounting factlity.

With a long established and proven
franchise svsten as the core of the
franchise, Intertace is now expanding into
new territories with Master Franchise
opporttmities.

Invoice Discounting-yes yvou can
franchise that!
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