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Franchising is one of the safest routes to running your own company,
far more so than starting a new business from scratch. 

In our guide to buying your first franchise, we will show just how
attainable the dream of buying your own franchise can be.

Introduction
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This guide examines the importance of assessing
your existing skills and asking your nearest and
dearest for honest opinions to steer you on the
right tracks. 

We will take you step-by-step through the process;
from finding the right franchise opportunity right
through to popping the cork on that champagne
bottle as you launch your new venture.

We’ll talk about how you can find that franchise
opportunity, the application procedure, and how to
plan for success.

We’ll be realistic about the financials and the small
print, so that you know exactly what to expect on
this exciting journey and how to plan ahead. 

We hope our guide will answer some of your
questions, allay a few fears and inspire you to take
this step towards being your own boss.
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And for good reason. With an annual turnover of
£15.1 billion in 2015*, the franchise sector is huge. It
employs over half a million people in the UK and has
grown significantly in the last 20+ years to become
an industry in its own right. 

The facts don’t lie and for those who dream of
running their own company, franchising is an obvious
solution and one which is a lot less risky than going it
totally on your own. 

Did you know that 97% of UK franchise units are
profitable, and that includes new businesses?* This
means that as well as your regular income,you’re
creating a valuable asset to sell when the time
arrives.

That said, it is a big decision and there are many
factors that you need to consider before signing on

the dotted line. We’re not just talking about digging
into your savings to buy the franchise, but also about
the fact that you will be embarking on a roller coaster
ride. Prepare to feel alternately stressed and elated,
fearful and free; it’s one heck of a ride but one that’s
definitely worth it.

Buying a franchise
The idea of being your own boss, determining your own
hours and - the Holy Grail - actually enjoying what you do, 
is enough to prompt thousands of people to hand in their 
resignation and go hop-skip and jumping out of the door. 

* bfa NatWest franchise survey 2015
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It really doesn’t matter whether you have relevant
industry experience, if your professional skills and
personality suit the business you have in mind. It’s
something that franchisors will be looking out for
when they meet you; essentially, you need to be
the ‘right person’.

It can be hard to identify all of your skills on your
own (to carry out what’s known as a ‘self-
assessment’) so ask the people around you that
know you best and who care. Your close friends
and family should be able to help you determine
your strengths, perhaps pointing out qualities that
you hadn’t given any thought to. 

They will equally be able to dissuade you from
areas in which they think you may not be quite so
strong. 

This is an important part in the franchise process,
as it helps set your course, steering you on to the
right path.

Be the right person
We cannot emphasise enough the importance of a 
good skills match for the success of your new venture.

driverhirefranchise
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“I’m delighted with the way things have gone. 
The support we get from Head Office is superb

and we’ve especially benefitted from National Accounts. 
I’m confident that the future will bring even further 

growth and success for my business”

Gee bought his Driver Hire franchise in 
London South East in 2010
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The sheer array might seem a little bit intimidating,
but not if you disregard some options first. To
narrow down your search, figure out which types of
businesses you don’t want to work in. This will
leave you with a clearer picture about what you do
want.

To reduce this further, you should consider how
hands-on you want to be, if the business needs to
fit in with family commitments and whether you
want to manage the business or be the one who
actually makes the product or carries out the
service or delivery. Ask yourself if you are interested
in selling your skills, a physical stock item or a
particular service. Also, who might you target and
sell to: consumers or other businesses? Don’t be
afraid to look at unknown franchise brands either. 

It’s not always about the famous high street
names, so check out a ‘wild card’; you might be
glad you did.

When it comes to finding that opportunity, a great
first step is to attend a franchise exhibition. Not
only do these events showcase various
businesses, they also give you the chance to talk
to franchisors, franchisees, lenders and legal
experts for some first hand advice. 

It can be hard to get round all the stands, so
decide in advance which ones you particularly
want to visit and jot down some questions. Once
home, review your ‘research’ with your nearest and
dearest as they may well have a different view
about your preferred options.

If you’re not able to attend a franchise show, there
are plenty of franchise listing websites to help get
you started.

Opportunity knocks
There are hundreds upon hundreds of franchise opportunities out
there, covering sectors that you would never have thought about.
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Look at similar business models to see how they
have coped in good and bad times. Chat to
lenders and solicitors as they can help you
understand a number of your responsibilities. 

Importantly, make realistic projections about your
potential earnings and financial needs, and work
out your budget carefully. 

A good source of information is the bfa (British
Franchise Association) website, where you can find
news, guides, advice and facts all about
the industry. 

One of its aims is to help potential franchisees
recognise the good and ethical franchise
opportunities. Full bfa members operate in
compliance with a voluntary code of practice. 

So speak to the experts in the industry. When
you’ve whittled down your options talk to the
franchisees, visit the head office to meet the
support staff, and visit a franchisee at their place 
of business.

Doing your homework will make you feel much
more reassured and confident about this journey.

Do your homework
It’ll come as no great surprise to learn that the more research
you can do at the purchasing stage, the better. Talk to
franchisees and franchisors who work in your preferred

sectors; ask them questions.
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The franchise application process, of course, is
fairly in-depth. Essentially, it is a screening tool
used by the franchisor to assess whether they
think you might be the perfect match for them
because (and it’s important to remember this point)
buying a franchise is a two-way process. 

The franchisor needs to be confident that you are
right for their business. As such, you might be
required to write a business plan and do some
research. Also, make sure your CV is up to date,
well-written and really sells you, because being
offered the franchise isn’t a given.

As and when you meet the franchisor, make sure
you dress the part - just as you would for a job
interview - to demonstrate you are both
professional and serious about the purchase.
Meeting the franchisor and speaking to franchisees
will also give you the opportunity to assess whether

you are right for them. These are the people you
will be liaising with on a regular basis and relying on
for guidance, so it’s important that you get on.
Hopefully, though, things will go well and you’ll be
that step closer to buying your first franchise.

It’s a two-way process
The process of buying a franchise involves the franchisor 
assessing your suitability, as you – at the same time, 
determine whether the opportunity is the right fit for you.

A guide to buying your first franchise &www.driverhirefranchise.co.uk 01274 361073



www.facebook.com/driverhireuk @DHFranchising driverhirefranchise

It’s a good idea to determine what level of support is
on offer to you, especially during your first year. Most
franchisees can expect to be sent on an initial
training course, be provided with an operating
manual, receive marketing assistance and have the
reassurance that the franchisor is just at the end of
the phone line as and when you need 
some advice.

That’s not all; most franchises operate as a
community. A franchisor will usually encourage peer
support through regular regional meetings, forums
and/or private online pages for exclusive use by
franchisees. These platforms are the perfect 
place to discuss ideas, ask questions, flag issues
and generally support each other; being in the 
same boat. 

Hands on practical support from an Area
Manager/Franchise Manager might also be available.

You need never feel like you are on your own.

You’re not alone
One of the best things about running a franchise is the fact that
there are always people around to help and support you; 

unlike starting a new business from scratch, you are not alone. 
It’s one of the advantages that many franchisees shout about.
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Produce a financial plan - to understand if the
numbers stack up, and to help you borrow money
if needed. Any earlier projections come in handy at
this point; review them with the information you’ve
learned since and make sure you have enough
money to at least cover your first year.

Don’t forget this includes putting money back into
the business, for buying stock or paying rent, etc.,
plus you’ll need to preserve enough money for your
own day-to-day living expenses. It’s better to over-
estimate than under. 

The franchisor, a franchise lender and your family
should be able to help you come up with some
realistic numbers.

Should you need to approach a bank for a loan
you’ll be pleased to hear that many banks
specialise in lending to people looking to buy a

franchise. Banks will commonly lend up to 70% of
the total price of the business.

Keep it real… about the costs
By this point, you should be aware of the franchise
purchase price and about any other associated fees, 
but it’s crucial that you are realistic about your funds. 

“My quality of life has improved. I’m the one in control of my
destiny. I’m no longer reliant on the decisions of others and

boardroom red tape… wish I’d looked at it a few years ago.”

Jamie bought his Driver Hire Portsmouth 
franchise in 2012
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Creating a business plan can seem quite daunting
to begin with. However there are plenty of
templates available and once you start working
through the process the what, where, when and
how should become much clearer.

As a guideline, your business plan should include
the following:

•  Executive Summary
•  Business Overview
•  Operations Plan
•  Market Analysis
•  Products and Services
•  Sales and Marketing
•  Competitor Analysis
•  Management Team / Key Players
•  Financial Plan
•  Projections

A good business plan will act as your roadmap and
with additional guidance from your franchisor and
fellow franchisees, will greatly improve your
chances of success. 

Plan ahead
In order to be clear on where you want to take your new 
business once you open, a franchisor will usually ask you 
to write a business plan before any money is exchanged.
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“This is a truly excellent company to be involved with.  
There is a real pride in the brand and I am extremely 

proud to be part of the Driver Hire Group.”

Lee bought his Driver Hire Warrington franchise in 2015
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The business may evolve over time, but there will
be rules about what you can and can’t do. These
may include the appearance of your unit,
restrictions on trading area and location, and the
goods/services you provide. This is something you
must be prepared to adhere to - it will help you,
rather than hinder.

At the same time, ask what scope there is for your
own creative thinking. Are you able to come up
with your own promotional ideas? What sort of
things require prior approval? It’s good to get these
details agreed before starting anything, as it will
prevent issues down the line and enable you to
share some positive suggestions for the brand.

Who’s in control?
When you buy a franchise, you’re buying into

a proven business model and an established brand. 
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The franchise agreement has been created to
protect the franchisor’s interests; you need to make
sure it protects yours as well, so make sure you get
it checked out independently by an expert.
However, especially with an established business,
don’t expect to be able to negotiate your own
special terms. Equal treatment for all is an
important feature of a quality franchise. 

Things you may need clarification over include:
Are you required to meet specific targets and what
happens if you don’t meet them? What decisions
should be passed by the franchisor for approval? 

What are your options when, eventually, the time
comes to move on and do something else? 

Read the small print and highlight any parts that
you have questions on. 

A good franchise agreement should cover both you
and the franchisor, so do get a professional
opinion before signing.

Read the small print 
and get it checked

As part of the purchase process you’ll be given lots
of paperwork, the most important being the

franchise agreement itself. 
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Yes, you’ll probably put in long hours, expend a lot
of energy and want to scream periodically, but
remember, this is what you’ve been dreaming of
and what you’ve worked towards so enjoy it!

Remember that franchising is one of the safest
ways to go about running your own company. You
are using a proven business model; offering goods
or a service for which there is clearly a market. You
have help and guidance on tap and your loved
ones to support you, so go for it.

Enjoy it
You’ve undertaken the research, done the sums, asked the 

difficult questions and now you have bought 
your own business. Congratulations! 
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“Beating our expectations in our first year of trading and gaining
recognition for our achievements has certainly made all the initial
hard work worthwhile, and proved we made the right decision.”

Vance & Sue bought their Driver Hire Hereford &
Worcester franchise in 2013
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Driver Hire is an office-based recruitment company
that supplies temporary and permanent transport
and logistics staff. We have won a string of
recruitment and franchise industry awards,
including bfa HSBC ‘Franchisor of the Year’ awards
in 2017, 2015, 2012 and 2006.

No previous experience in the transport or
recruitment sectors is required – our training will
take care of that. If you want to build a rewarding
and profitable franchise and feel that you have the
necessary drive, motivation and discipline to work
within the Driver Hire franchise network, then we’d
like to hear from you.

About Driver Hire
As a proven B2B management franchise with over 100 offices and a 30+
year track record, Driver Hire has become one of the most consistently

successful franchise brands in the UK. Average full year sales
for Driver Hire franchisees in 2016/17 were £1,106,427
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Driver Hire Nationwide is part of the Specialist People Services Group (www.spsgroup.uk.com)




