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OUR MISSION

To help corporate professionals rediscover freedom 
and unleash their potential through franchising.

Page 3

Introduction

At Knight Franchises we help professionals successfully step out of employment and transition into franchise

business ownership. We first help you evaluate whether franchising is a viable vehicle for you and if so, we educate

you on the industry and help you identify the two or three models that will best meet your financial and lifestyle

aspirations.

For many employed professionals, you have built up a valuable and unique portfolio of skills as you've progressed

throughout your career. From running large teams and managing big budgets, through to overseeing product

launches and launching new business units, you've acquired a wealth of experience that would be hard to replicate.

In addition to the direct experience that you've gained, you've also built an arsenal of personal and professional

skills that are readily transferable to new business ventures. In fact, many employed professionals underestimate

just how valuable their current skill set is; from time management and goal setting through to leadership and

management, these key skills form the foundation of any good business and you would be surprised just how

many small business owners don't have them.

This is where the power of franchising comes in. Franchising can be a phenomenal vehicle for those who are

considering how they can turn their skills and experience into a valuable business. When you join a franchise, you

get the benefits of a proven business model and established support network, allowing you to launch a new

business in a minimal risk way. However, the success of each business is still down to you and you are the one

that must use your transferable knowledge, skills and expertise to bring it to life.

Having worked with employed professionals from around the globe, we are firm believers that former employees

make some of the most successful franchisees. There are many reasons for this but at its core, former employees

have grown up in an environment that's not all that different from a franchise. In both a corporate and franchise

environment you are operating a business within defined parameters and have a support team readily available to

help you accomplish your goal. The only difference is that in a franchise, you're the captain of your own ship and

your speed, direction and success is entirely down to you.

www.knightfranchises.com
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Self-Employment As Your Vehicle To Liberation

Self-employment and business ownership continue to be a major attraction to people worldwide. The idea of

working for yourself, charting your own destiny, providing a product or service that adds value to the lives of your

customers, along with the ability to create wealth, can be seriously seducing. We often hear of the great

entrepreneurs who ‘put it all on the line’ and came out on top and observe the extraordinary lives that they appear

to lead. Very often, we immediately deduce that they are business mavericks who take enormous risks and that is

just not a realistic choice for you. After all, you’ve got a mortgage to pay and a family that needs supporting.

However, business ownership does not have to be that way. In truth, you will find that those maverick

entrepreneurs are absolutely the exception rather than the rule. You will see how rational, pragmatic, risk averse,

everyday people are using self-employment and business ownership to build a lifestyle that is focused around their

true priorities, rather than a lifestyle that fits around their career. A small but subtle difference.

Some of the common reasons why corporate professionals, managers and executives choose to make the move

from full-time employment to business owner include:

• Having more control over your time.

• Having more control over where you work.

• Having more control over when you work, allowing you to spend more time with family, pursue outside interests

and invest time in educational programs.
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• Having more control over your income earning ability.

• Having greater control over your expenses, including how much tax you pay (one of the biggest expenses of

your lifetime).

• Having the benefit of cash flow, asset creation and tax efficiency (a.k.a. wealth generation).

• Engaging in more meaningful, challenging work.

• Having an outlet for creativity.

• Having more control in the direction of the organisation.

• Having a vehicle for teaching your children some of the fundamentals of business.

• Having something that is growing in equity and value.

• Having something to pass on to your loved ones.

• Having the opportunity to apply a lifetime’s worth of skills and experience to your own endeavour.

• Having the opportunity to fulfil a lifetime ambition to start your own business.

• Having more control over your destiny.

• The list goes on…

The above list is not in any way exhaustive but gives you a good starting point as to some of the reasons why you

may be more inclined to start a business rather than any other option you’ve investigated to date.
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What Is A Franchise?

One of the best ways to think of a franchise, is business ownership within a larger corporate company.

At its most basic level, franchising is a distribution model that allows a company to expand its goods and/or

services to a new location, while simultaneously providing an opportunity for a local business owner to start, and

operate, a business under a recognised brand with a proven business model and on-going support.

Aside from being a brilliant way for a company to expand their brand and distribute their products and/or services

to new areas, it is an excellent way for local business owners to get into business for themselves, but not by

themselves. They have the support and backing from the franchisor, who has tested, developed and perfected their

business model over several locations, allowing them to leverage all the costly and time-consuming lessons and

short cut through to success.

www.knightfranchises.com

What’s The Difference Between Running An 
Independent Business And A Franchised Business?

While very similar, there are core fundamental differences between running an independent business and running a

franchised business. The main difference between independent and franchised businesses is that, with a franchise

business, you’re buying into a system that has a proven business model, structured systems, on-going support

and, in many cases, an established brand to operate under. With an independent business you’re starting off with a

blank canvas and are left to figure things out on your own, ideally before you run out of money.

Below is a closer look at the differences between running an independent business and a franchised business and

what they could both mean for you:

Established business model

One of the biggest and most significant differences between starting an independent business and a franchised

business is that, with a franchised business, you are starting with an established business model. This is

essentially a ‘blueprint’ that sets out how to build and run the business from day one including how to find and

generate customers, how to deliver your product and/or service in the most effective and efficient way and how to

recruit, train and manage employees to deliver the product/service to exacting standards. What a lot of people fail

to realise is that if you’re starting a one independently, then these are things you must figure out at your own

expense. This can be extremely costly and time consuming, often taking years and requiring significantly more

investment than you would outlay in franchise fees. That’s assuming you have enough capital to last you through

the process - many independent business owners either run out of cash before they figure everything out, or they

simply coast along – living hand to mouth and not really making any forward progress. This is one of the main

reasons why starting a franchise business has more than a ninety-percentage success rate compared to starting

an independent business where the success rate is just over twenty-percent.
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Established brand

When you start a franchised business, you are often working under an established brand that has traction within

your market. This doesn’t necessarily mean that you’re working with a global brand such as McDonalds, but it does

mean that your brand has significantly more traction and track history, compared to starting a brand from scratch.

The route to market, the sales process and the potential success achievable is already known. One of the hardest

things about starting a business is getting your name out into the market and getting people to know about your

existence (which comes at a cost).

Training and support

One of the biggest benefits of a franchised business is that you have the initial training and on-going support

provided by the franchisor. This is where they show you the ins and outs of running your business, including the

‘what not to dos’ and essentially giving you a fast track to success. This training and support doesn’t stop after the

initial setup – they have a vested interest in seeing you become as successful as possible and will help to navigate

the inevitable challenges and obstacles as they arise.

Franchisee community

One of the biggest and most understated advantages of starting a franchised business is the support that comes

from the community of franchisees. These are typically like-minded people, who are in the same boat as you are,

who have, in many cases already walked your path and can provide real-world advice and support based on their

own experiences. They are a reliable source of information and because of the synergies and learning that comes

from franchisee networking, franchisors typically run annual and regional conferences to facilitate this learning and

growth. With an independent business, you are increasingly siloed, very often having little support outside your

family and immediate employees.

National accounts

With a franchised business you often have access to large national accounts that can be a reliable source of

income and credibility while you continue to develop your local market. These accounts are often generated and

developed by the franchisor making it a relatively low cost, low input way of securing business. Independent

business is often restricted to local customers and are usually at the mercy of price wars due to having minimal

brand leverage.

Economies of scale

As a franchise grows it gets to benefit from economies of scale, which are usually passed directly onto the

franchisees. This allows you to operate your business more efficiently and gives you a higher profit margin when

compared to an independent business that’s operating to the exact same prices, in the same market. Very often

the savings made through economies of scale will outweigh what the franchisee is paying back to the franchisor in

terms of royalties. In other words, the savings made through being part of a franchise directly pay the royalty fees.
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Leverage brand growth

One of the understated benefits of being a franchised business is that you get to leverage the growth of the

franchise network and brand. If you time your franchise investment correctly you join a franchise while it’s still up &

coming and benefit from huge resale values down the line. Prime examples of this are brands like Domino’s Pizza,

Costa Coffee and McDonalds, where early franchisees were able to join the brand and later go on to sell their

businesses for high monetary value.

The upfront franchise fee is essentially the setup cost that you pay to join a franchise. This fee covers the

acquisition of the business model, your license to operate under the brand of the franchisor, full training to get you

up and running, some of the initial business setup costs and it usually includes a sales and marketing package to

help you get your first few customers through the door. What it doesn’t include is the capital equipment,

furnishings, fixtures or the cost of setting up an office. These costs are associated with setting up any business,

whether it be franchised or not.

The franchise fee varies from industry to industry but as a rule of thumb the fee will be between £10,000 and

£50,000. It’s important to remember that most start-up businesses will spend more than this in setting up alone

and may still not have a finished business model to show for it. The advantages of having the learning and costs

reduced are significant to say the least, particularly if you are exploring franchise ownership as a second career.

What Are The Costs Associated With Franchising?

The costs of starting an independent business and perfecting the business model will almost always eclipse the

costs of starting a franchised business.

Franchising has two costs associated with it; the upfront franchise fee and an on-going royalty. Let’s break these

down and look at the two individually:

Franchise fee

On-going royalty

The other cost associated with franchising is the on-going royalty. This fee, which is usually a percentage of sales,

covers on-going support, regular training and conferences, access to large buying groups and vendor level

discounts, access to national marketing funds, continuous improvement to the business model and much more.

This fee usually ranges between 4-12% of gross sales and tends to pay for itself through the savings realised when

the franchisee purchases products and services at bulk discount, usually at national account rates. Additionally,

most franchises will experience much higher sales simply because they are operating under an ‘established’ brand

within their industry that customers can associate with due to the franchisors well-designed sales and marketing

strategies.
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Utilising Your Transferable Skills

Below is a list of characteristics that highlight why corporate employees make excellent and, in many instances,

highly successful franchisees:

01 Sales skills

Even if you’ve not been in a formal sales role, the fact

that you’ve had a corporate career shows that you

know how to sell yourself and your skills… after all,

not only have you secured your various corporate

positions, you have had the skills to keep them and,

in many cases, get promoted up the corporate

ladder. This is a fundamental skill of going into

business – you simply must know how to sell.

02 Leadership skills

Many of you will have developed adept leadership

skills throughout your career, including the ability to

inspire, motivate and channel people towards a

common goal. This is a skill that can be harder to

develop outside a corporate setting and will give you

an immediate head start when launching your

franchise business.

04 Communication skills

One of the first skills that is developed in a corporate

environment are communication skills. These skills

have been further refined and built upon over the

course of your career to make you excellent

communicators, with the ability to manage both up

and down the corporate ladder. Business is about

people and, if you’re unable to communicate

effectively, then you’re probably going to struggle.

03 Management skills

It’s highly likely that you will have managed several

different teams over the course of your career, with a

range of personalities and personas to match! This

will have given you the skills to work with a variety of

people and the knowledge of how to motivate and

get the best out of them.

06 Risk Aversion

Believe it or not, a large majority of business owners

are highly risk averse. They are not looking to take

big risks and if they are to take a risk, then it’s highly

calculated and the potential downside has been

defined and capped. Many of the corporate

professionals that we’ve worked with are highly risk

averse too and are not willing to jeopardise all they’ve

built over the course of their careers in the latter

stages of their lives.

05 Compliance

Corporate professionals are excellent at complying

to systems and processes, following the procedures

set out by the company and ensuring that others are

doing the same too. This is the essence of

franchising – following the systems of the

franchisor. The better you can do this, the more

successful you will be.
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08 Self-motivation

Corporate professionals, particularly senior corporate

professionals, tend to be highly self-motivated and

inner directed. They do not need an external stimulus

to motivate and drive performance (although

external rewards can incentivise performance). A

self-starter and ‘can-do’ mentality are essential when

launching any business, franchise or not.

07 People Skills

Like communication skills, corporate professionals

tend to have excellent people skills. They can build

rapport, establish relationships, strengthen

communications and fundamentally be ‘liked’ by

others. This puts them in good standing when it

comes to launching a business, as they can build

immediate rapport and set the foundations to long-

term relationships.

Next Steps
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Believe us when we say that we haven't even 

begun to scratch the surface when it comes 

to exploring franchising as a possible next 

step in your career.

The next steps for you are to go away and 

think about this... has reading this document 

piqued your interest? Would you like to 

understand and learn more?

If you would like to explore franchising 

further, reach out to schedule a call with a 

consultant. Your consultant will answer all 

your questions and help you clarify which 

franchises would be most suited to you. Visit 

www.knightfranchises.com to schedule 

your call.

09 Ambition

Again, many corporate professionals tend to be

ambitious and wish to succeed. Franchising gives

them plenty of opportunity to grow and expand, on

both a personal and professional level. As a

franchise owner, the only glass ceilings are the ones

you create in your own mind – you can go as far as

you wish to go, and franchisors tend to be highly

supportive of this.

11 Perseverance

We all have times where we need to persevere but

corporate professionals seem to be exceptionally

good at it. This is largely because they usually have

no choice – they either persevere with current

circumstances, or they move jobs (and there’s only

so much moving that you can realistically do before

it starts to negatively impact your career).

10 Commercial acumen

Corporate professionals tend to have developed a

good sense of commercial acumen... they can

identify opportunities, measure risk, negotiate, close

deals and execute a given business plan. All these

skills are critical in business and are only truly

developed from exposure and experience.



Conclusion

Franchising can be a phenomenal vehicle for creating positive change and ultimately shaping your destiny. It can

provide the flexibility and lifestyle changes that you’re after, while liberating you to pursue other passions and

interests that, up until now, may have fallen by the wayside. It can give you the fresh challenges that you’re seeking

and a platform to utilise the skills and experience that you’ve built over the course of your career to start achieving

success on your own terms. It can also deliver a great financial return – I know many former professionals who are

earning more in their franchise business than they ever did as a corporate employee.

To your future success,

Adrian Knight

Founder and CEO

How Does Our Service Work?

We are awarded a success fee when someone we introduce to a franchisor signs up to be a franchisee of that

franchise. We work with the best franchises in the market, all of whom we have personally vetted for credibility.

Buying a franchise is not a quick or simple process... it takes roughly 3-4 months for someone to move through the

franchise discovery process to joining a franchise. A good franchisor (like all the ones we work with) will be

screening you as much as you're screening them (more in fact). Why's this? Because good franchising is a win-win

relationship... good franchisors will not see your initial franchise fees as a profit centre - in fact, they will break even

at best with these upfront fees - good franchisors will earn their revenue from on-going royalty payments, therefore

they MUST make sure that they're welcoming in new franchisees who they feel will be successful - otherwise they

are doing nothing more than damaging their brand in the long term.
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