Validation Calls


 (
H
o
w long h
a
v
e 
y
ou been a F
r
an
c
hisee?
W
as the t
r
aining the f
r
an
c
hisor o
f
f
e
r
ed helpful in the beginning of 
y
our f
r
an
c
hise?
Is the f
r
an
c
hisor 
r
esponsi
v
e 
t
o 
y
our needs?
Do 
y
ou 
f
eel li
k
e the f
r
an
c
hisor
’
s ongoing t
r
aining and suppo
r
t 
is helpful 
t
o 
y
our business?
Does the f
r
an
c
hisor 
r
ei
n
v
est in g
r
o
wing the b
r
and and inn
ov
ations?
)How Will I Be Supported?
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Can I See Myself in This Business?
Can you tell me what a typical day looks like for you?




What was your employment background prior to becoming a franchisee?





 (
H
o
w 
m
u
c
h did it cost 
t
o s
t
a
r
t 
y
our f
r
an
c
hise?
H
o
w long did it 
t
a
k
e 
t
o b
r
eak 
e
v
en?
W
hat
 
do
 
y
ou
 
think
 
is
 
a
 
r
ealistic
 
p
r
ofit
 
ma
r
gin?
Do 
y
ou mind sharing what 
y
our an
n
ual g
r
oss 
r
e
v
e
n
ue 
is?
 
If not,
 
do 
y
ou kn
o
w what a typical g
r
oss 
r
e
v
e
n
ue 
w
ould be 
f
or a f
r
an
c
hisee in 
y
our sys
t
em?
Kn
o
wing what 
y
ou n
o
w kn
o
w
,
 
w
ould 
y
ou ma
k
e this i
n
v
estment again?
)How Much Money Can I Make? How Quickly Can I Make it?

 (
H
o
w
 
do
 
y
ou
 
find
 
cus
t
omers?
W
h
y did 
y
ou select this pa
r
ticular f
r
an
c
hise sys
t
em?
W
hat is 
y
our opinion about h
o
w competiti
v
e 
y
our f
r
an
c
hise is with similar businesses?
A
r
e the
r
e a
n
y other f
r
an
c
hisees whom 
y
ou
’
d 
r
ecommend I con
t
act?
)What Does The Competition Look Like?





















Notes:
Determine how the franchisees feel about the franchisor. Is the franchisor supportive, caring, focused on their success, responsive, effective, organized, and trustworthy?


Make sure you have a good feeling about the values of the organization and that they are consistent with your values.
