Validation Calls
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)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?
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H
o
w 
m
u
c
h did it cost 
t
o s
t
a
r
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our f
r
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c
hise?
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o b
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r
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If not,
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c
hisee in 
y
our sys
t
em?
Kn
o
wing what 
y
ou n
o
w kn
o
w
,
 
w
ould 
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)How Much Money Can I Make? How Quickly Can I Make it?
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c
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r
e a
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r
an
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y
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’
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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.


Additional Questions:
1. It says in the Item 19 other franchises are not doing the membership model, are you?  
2. How many members are you at today?
3. How long did it take you to get to that number?
4. They told us its typical to add about 100 members a month.  Has that been your experience? 
5. How big is your store?  Do you think a small store will work with this model? 
6. How is the marketing working for you?
7. Are you doing it or is the franchise providing the marketing channels?
8. Do you know what percentage your gross margins are? 
9. What's the price you are charging for membership?
10. How did you determine the financial opportunity when you got into the franchise?  

