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Opening a restaurant franchise:
the business opportunity
As an aspiring restaurateur, franchising offers the opportunity to
become a small business owner without starting from scratch. Is now the
right time to make your dreams of owning a restaurant come true? The
statistics point to yes -- restaurant franchises have seen steady growth
since 2010, and sales are expected to grow 6.3 percent in 2016.1
Opening a franchise offers you support from fellow
franchisees, which can help you overcome many of
the concerns and difficulties that come with building
a restaurant from the ground up. If you’re looking
to get a foot in the door of the restaurant industry,
franchising might be the right path for you to build a
loyal customer base and drive revenue.

$51 billion has been invested in the
franchise sector in the past 6 years.2

Unlike starting your own restaurant,
franchises have all the systems you need in
place: point of sale (POS) systems, recipes,
menus, pricing and training programs. The
biggest advantage of opening a franchise
is that the owner has already gone through
trial and error to figure out which tools and
strategies work best.”

Projected franchise restaurant sales
growth in 2016
6.3% QSR
6.1% Table and
full service
4.7% Retail food
0%

1
2

“Whether you’ve always wanted to break
into the restaurant industry or simply
want to become a small business owner,
franchising offers an excellent opportunity.
In my case, I come from an accounting and
operations background, was looking for a
way to start my own small business and
evaluated a variety of industries. With
restaurant franchising, the franchisor gave
me all the tools I needed to exceed from
the beginning.

- Jim Behling,
Zoup! franchise owner
10%

Franchise Business Economic Outlook 2016
FranchiseGrade.com 2016 QSR Franchise Report
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Benefits of opening
a restaurant franchise
If you’re debating between opening an independent restaurant
or a franchise, consider the following five benefits of franchising
when deciding which route is right for you.

The franchise industry is thriving
Franchises have seen consistent growth rates since
2010. Now is a better time than ever for you to join
the franchise business. Small business lenders are
more likely to extend loans3 to franchisees over
independent restaurants, due to the continued
growth and success rate in the industry.
Join a family of franchise owners
For already-established restaurant chains, you
can join a family of fellow franchisees, who are
available to share success stories and pain points
from when they were getting their franchises off
the ground.
A successful business plan is already in place
Rather than starting a new restaurant from
scratch, opening a franchise means expanding
on a restaurant that already has a successful
business plan in place. This business plan will serve
as a roadmap for your restaurant to see a quicker
turnaround on profits.

The franchise has established name and
brand recognition
Some customers might be skeptical to try an
entirely new restaurant, but this isn’t the case
with a franchise. When you first open your
locations, they’ll likely have some immediate brand
recognition in the local market, before you even
start your marketing efforts.
Receive marketing support from the
national brand
If you’re like most restaurant owners, you have so
much on your plate that there aren’t enough hours
in the day to be a full-time marketer, too. With
a franchise, you don’t have to worry about the
name, menu, decor or branding because all this
information is already established and included in
the company guidelines for you.

A new franchise restaurant opens
every 8 minutes in the U.S.4

3 Webstaurant Store: Independent Ownership vs. Restaurant Franchising
4
FranchiseInfo.ca
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Top questions to ask when
opening a restaurant franchise
You’re likely eager to jump right into your restaurant franchise business,
but several important questions should be taken into consideration
before doing so. Spend time sitting down with the franchisor (or a
handful of franchisors if you’re debating which franchise to open) and
franchisees who have experience with the specific restaurant you’re
looking to open.
Questions for the franchisor
How much total investment will the franchise
require upfront?

What are the pros and cons of working with
the franchisor?

What financing options are available?

What does the franchisor do to support you
after they’ve awarded you their franchise?

What are the rules/requirements of opening
this franchise?
How much does it cost to maintain the
restaurant franchise once it’s up and running?
(monthly/annually)
What are the average franchisee profit margins
across the franchise?
What is the average success rate of franchises
in this chain/location, etc?
How many franchise locations does the
average franchisee open?
How many employees will I need to hire to
support my restaurant?
Who do I reach out to if I have a question
about my franchise?
What are my options if the franchise does
not succeed?

5

Questions for fellow franchisees

What did you take into consideration when
deciding location(s) for your franchise? What
location factors contribute to the success of
your franchise?
How long did it take your franchise to
break even?
What training will be required to get employees
up to speed?
What does the day-to-day look like for a
franchise owner?

Did you know? The average cost to
open a franchise is $250,000, and the
average franchise contract lasts 10
years (across all industries).5

FranchiseInfo.ca
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Restaurant franchise do’s and don’ts
Investing in a franchise can be fruitful opportunity for you as an
aspiring restaurateur. By sticking to the following do’s and don’ts
when buying a franchise, you can set yourself up for a long career in
the restaurant business.

DO — secure financing before signing a
contract or lease
Whether you already have the funds or are
considering a loan or other type of financing,
make sure you know the total costs to open a
franchise and how you’ll support those costs
before jumping in.
DON’T — opt for the first loan offer you receive
Shop around and weigh your options to choose
the financing that’s the best fit for your business.
Several online tools are available, including
calculators6 that determine expected monthly and
annual payments.
DO — develop a business plan
Before you make any decisions or sign paperwork,
develop a detailed business plan that can serve
as an overall blueprint for your dream restaurant,
goals and what is required for your franchise to
be successful.

6

DON’T — go it alone
If you’re passionate about opening a restaurant
franchise, don’t go it alone. Surround yourself with
a team of experts to assist, including a lawyer,
accountant, business partner, fellow franchisees,
and more.
DO — look over the franchise contract
with a lawyer
Work alongside a lawyer who is well-versed in
franchise requirements to review and negotiate
the contract. Some franchises have strict
requirements, including getting locked into a longterm contract or paying a set amount of money to
the restaurant chain each month no matter your
level of success. Have your lawyer go through the
contract with a fine-toothed comb to catch any of
these requirements.

Restaurant Loan Calculator, BusinessMart Calculator
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DON’T — overlook the competition
Take a look at the local market(s) where you plan
on opening a franchise location to understand the
demographics and competitive landscape. Is there
an opportunity for your franchise to be successful
in a specific market or will it likely see success at a
different location?

DON’T — limit your franchise options to one
restaurant chain
While it may be your dream to own a restaurant
from a specific chain, weigh the pros and cons
of several different restaurant chains, types of
cuisine and what’s already available in your
specific market. You may end up opting to open a
franchise you weren’t expecting.

DO — visit each location before signing
the lease
Just as you need an understanding of the
local market, your physical restaurant location
is important as well. Look out for key criteria,
including availability of parking, traffic patterns,
proximity to other restaurants, and more.
DON’T — sign a costly, long-term lease
Start out with short-term leases, then regroup six
months to a year down the road to evaluate the
success of each location in your franchise.
DO — visit other restaurants in the chain to see
how they operate
The best way to see what you’re getting yourself
into with opening a franchise is to visit other
restaurant locations in the same chain. Consider
shadowing a restaurant manager for the day
to understand the day-to-day operations,
atmosphere, customer experience, pain points and
other considerations.

“One of the biggest pieces of
advice I have for aspiring franchise
owners is, don’t be afraid to make
significant investments up front,
because they will pay off in the
long run. With my franchise, we
chose to pay above market for
a strong general manager and
strategic investments such as this
have greatly paid for themselves
over time by contributing to overall
business success.”
- Jim Behling, Zoup! franchise owner
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How to market your restaurant franchise
Once you sign a lease, begin construction and initiate staff hiring and
training, the next step is to let potential local customers know your
restaurant will open soon. Here are five ways to ensure customers line up at
your door starting on opening day.

Use available marketing materials to
your advantage
With a new, independently-owned restaurant, you
have to put on your marketer’s hat to decide on
company branding, a logo and other materials.
With a franchise, you’re lucky enough to have
these these materials handed to you. Use the logo,
flyers, table tents and online branding to your
advantage to get the word out about your new
franchise. Extensive marketing support is available
from the franchisor’s national plan, so line up your
local marketing with national campaigns.
Promote new locations on social media
Whether you build new pages for your franchise
locations or work closely with the corporate
accounts, social media is a simple way to let the
world know about your new franchise. Share
pictures of the ribbon cutting ceremony, happy
customers in your restaurant and fun facts about
the local market where you’ve opened
a restaurant.

“An added bonus of opening a
franchise is, the national chain’s
branding and marketing materials
are at your disposal. Leading up to
our restaurant opening, ad copy and
flyers were readily available. When
we have a promotion coming up, we
work with the franchisor to send out
an email blast and other assets. We
also recently purchased a catering
van and we’re working with the
franchisor on branded wrapping for
the van.”
- Jim Behling, Zoup! franchise owner
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Offer promotions
The right discounts, coupons and promotions
can get the word out about your new restaurant
locations and incentivize customers to choose your
establishment instead of the competition. To boost
excitement about your restaurant, consider offering
a sneak peak to local groups leading up to the
grand opening. For example, offer local youth
and high school sports teams a discount or free
appetizer if they visit your restaurant in uniform.
Also reach out to known local businesses with
discounts on catering and lunch deliveries. With
these promotions, the community will be buzzing
about your new restaurant in no time.
Add to online directories
Many customers today find their favorite
restaurants via search engines. As you open
new locations in your franchise, update your

Yelp, MenuPages and other online directories to
ensure your restaurant shows up in a search. An
often-overlooked online marketing tool for new
businesses is local listings websites. Google’s
search algorithm prioritizes links from Yellow
Pages, Google Places and even Facebook Place
Pages, so it’s important to “claim” your entries and
keep them updated with contact information,
descriptions and images.
Support delivery and takeout
While your new restaurant will attract a slew
of dine-in customers, others will prefer to order
delivery or takeout. Make sure your franchise
locations are added to online ordering platforms,
and consider enlisting a restaurant delivery service
to make the delivery process more convenient
and affordable.
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Time to
get started
Opening a restaurant franchise takes
significant planning and preparation, but
when done correctly, you can reap the
rewards and have a long-term career as a
restaurateur. By recognizing the benefits
of opening a franchise, asking the right
questions and marketing to your target
audience, you can grab a slice of the thriving
franchise market.

Email moreorders@grubhub.com
Call 877-805-5081
Visit getgrubhub.com
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