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What measures did you need to put in place to protect  
your brand?
The key thing is to identify the best practice within a business, the DNA 
of the brand and customer experience, and work out which elements 
you will remain in control of, and which elements the partner will be 
responsible for. You then need to set standards of performance and 
measurement criteria, and be very open about who is responsible for 
what from the start. This then forms part of any legal commercial 
agreement. Importantly, you should also hold regular review meetings 
and closely monitor standards. 

What kind of returns can you expect?
One of the big advantages of operating internationally is that the cost 
base can be much lower and so the margins potentially higher. Be aware 
of the margins being achieved by ‘home grown’ concepts as it is this you 
should be trying to emulate and compete with rather than UK margins. 
Potential local franchise or investment partners will compare the return 
on investment achievable to local known and tested alternatives. For 
example, consider local, quality sourcing options wherever possible to 
keep costs to a minimum rather than tie partners in to a relatively high 
cost fit-out expenditure.

The essential dynamic of franchising internationally is that a franchisee 
will typically be providing all local investment and working capital costs 
and paying fees (territory rights and ongoing) to the franchisor in respect 
of the franchise/licence. Assuming the proposition is an attractive one, 
the return on investment can therefore be very good for the franchisor 
and for the franchisee.  

Which sectors do you think are best suited to expanding abroad?
From a sector point of view, coffee has done very well, so has fast food 
and family dining. A lot of these concepts have translated well. I am also 
seeing evidence that some of the more exclusive upper end restaurant 
and private music/restaurant club concepts are lending themselves well 
to a form of franchising.
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