
Selecting a Franchise 
 
The decision to purchase a franchise is not as complex as deciding which franchise to 
buy. There are literally hundreds of different franchise opportunities in just about every 
imaginable sector. From restaurants to retail, business services to industrial services, 
the franchise to suit your skills, personality and budget is almost certainly available for 
purchase. With so many choices one would think that the decision is made easier, when 
in fact the broad selection actually serves to complicate the process. There is the need 
to sift through them and determine which one is the best fit for you. 
 
Once you have determined which sort of franchise you want, based on your own skills, 
your budget, the type of business you want to run, the type of business you think will 
succeed, and your local market (including customer habits and the competitive 
landscape), you can investigate the available franchises within that specific sector. 
Within the sector you will most likely find two types of franchises available – veteran and 
emerging. It is here that your most important decision will be made and it is within this 
context that your information and understanding needs to be clear. Therefore, Tudog 
has elected to share the advantages and disadvantages in purchasing a veteran or 
emerging franchise. 
 
Veteran Franchises 
 
Veteran franchises are well established companies with relatively conservative business 
plans that have demonstrated steady growth over a long period of time.  The advantages 
to a veteran franchise include: 
 
 Strong Brand – the company has most likely been around long enough to 

establish its brand and market reputation. As long as the perception of the 
company is positive, this can be a major advantage. 

 Established Market Position – a veteran company has established and proven its 
marketing tactics and has carved out its place among competitors and in the 
hearts and minds of customers. The market proven tactics are a major 
advantage as it indicates the company has passed the trial-and-error phase of its 
marketing and has already discovered what messages and channels are 
effective. 

 Kink-Free Training – veteran companies with numerous franchises in existence 
have perfected their training programs. They now know what needs to be taught, 
how it needs to be taught, and what aspects of the training are more difficult to 
understand than others – meaning they have the right mix of topics and know 
how much time to dedicate to each. Most importantly, veteran operations also 
know where their compliance lapses are (which parts of the operational systems 
franchisees traditionally ignore – often to their own detriment). They are therefore 
able to emphasize these areas and make certain franchisees understand the 
reasons for the processes and recognize the need to comply. 

 Experienced Management – the management of the company needs to be not 
only well versed in the operations of the core business (i.e. restaurants), but also 
in the management of a franchise company, with all the requisite training, 
support, and franchisee service issues that are key to success. A veteran 
company will have experienced management that will understand how to support 
your efforts to succeed. 



 Verifiable History – the veteran franchise has an operating history that you can 
verify because they have existing franchisees already in the market that you can 
talk to and learn more about the dedication of the support, the strength of the 
systems, and the accuracy of the earnings possibilities. There is also the 
opportunity to check on the franchisor with government agencies like the Federal 
Trade Commission and State agencies, as well as business watchdogs like the 
Better Business Bureau. 

 
While these advantages are certainly compelling, like every set of advantages there is a 
trade-off you must accept in order to obtain them. In the case of the veteran franchise, 
the disadvantages are: 
 
 Over-Extended Systems – sometimes a veteran franchisor sells too many 

franchises and the systems they have in place for support and training are 
stretched too thin, leaving them to provide service and support at levels much 
lower than their reputation acknowledges. 

 Crowded Marketplace – the same drive for success that led to too many 
franchises being sold and over taxed systems also has led to a crowded 
marketplace with too many franchises competing against one another for too few 
customers. The result is that the revenue per franchise goes down. 

 High Fees – veteran franchises often charge more initial fees because they 
recognize that they offer the history, track record and proven systems emerging 
franchises do not have.  

 
Emerging Franchises 
 
Emerging franchises can have a lot of excitement around them. Usually new offerings or 
existing companies launching a franchise model, the emerging franchise has all the 
promise and peril of an unknown and unproven entity. There are both advantages and 
disadvantages to new franchise concepts. They are: 
 
Advantages 
 
 More Excitement - newer concepts have the excitement factor in their favor. 

People are looking for new concepts to buy into, the press is looking for new 
concepts to write about, and franchisees are looking for new concepts to open. 
The excitement generated leads to a rapid incline for immediate growth, and 
while that may (and probably will) level off after some time, the chances are the 
value of your investment will have increased significantly as you rode the wave 
up.  

 Lower Fees – new concepts, lacking the history and track record, are unable to 
command high fees (at least initially). By coming in early you will have the 
advantage of limited time lower entry fees. 

 High Market Demand – if the new concept is good and the company has invested 
the necessary time into product development and systems creation, the very 
newness of the concept could lead to high market demand.  

 
Disadvantages 
 
 Lack of Experience – in many ways the initial franchisees are forced to ride the 

experience curve together with the franchisor because the holes in the systems 



and training are not apparent until they are tested – and the initial franchisees are 
the testing ground. This can be a disadvantage in that your intention was not to 
learn together with the franchisor, or teach the franchisor how to better perform, 
but rather to buy a ready-to-go business. 

 Lack of Support – the franchisor cannot anticipate every circumstance under 
which its support will be necessary. As an early franchisee it is all but certain that 
you will come across scenarios where the support you need just isn’t available. 

 Higher Risk of Failure – the less tested a concept is the less is known about its 
weaknesses and vulnerabilities. It is fair to guess that new concepts have not yet 
ironed out all their challenges. The question that should make franchisees 
nervous is; what unknown weaknesses are there and are any of them fatal? 

 
There is no right or wrong answer when it comes to selecting a franchise. A great deal of 
the decision has to do with the kind of person you are and how you evaluate and accept 
risk. It also has to do with your quest of reward and the ways you elect to pursue it. 
Whether you select a veteran of emerging franchise is all about you, and that’s always 
the best place to start when evaluating your options.  
 
 


