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My appraisal of the situation is that the franchise business is in a dire state that does not guarantee profits. The spokesperson of the franchises lacks transparency. He is also too scrappy with the information that Arlene is looking for. He is not too sure of the locations of the Franchises. This is a clear indication that there is something fishy with this business. The fact that the worm offers a price that is $5,000 lower than what the company was offering is astonishing. The woman has barely had the franchise for a year but wants to sell it. The second franchise is not just ready and is not open to giving the financial situation of the business. This is a clear indication that all is not well with the franchises.
I would recommend Arlene not to buy the franchise from the woman on the phone. From the conversation, the woman says it is too early to judge the profitability of the franchise. However, she has been owning the franchise for the last one year and in my opinion, this is a period that is long enough to gauge the profitability of the franchise. Secondly, the fact that the women is willing to sell it without even having judged the business means that she has realized problems with the franchise. This is an indication that all is not well with the business franchise. The offer is just too good but when the deal is too good, it is good to think twice that is why I would advise Arlen to avoid buying the Franchise from the woman because it could be poorly located and the fact that she wants to sell it just one year after owning it would mean that it has problems which might make it difficult to get profit.
Instead, I would recommend Arlene to conduct a thorough investigation about the situation of these franchises. Furthermore, I would recommend Arlene to visits the locations of the franchises physically to asses the situation and find out what is happening. Phone conversations can be deceiving and therefore, the best thing is to visit the franchises to get firsthand information physically. I would also recommend Arlene to hire a private investigator with accounting knowledge to conduct investigations on the franchises and their profitability and offer recommendations on whether to buy the franchise from the company. It would also be prudent for her to find out why the woman on the phone wants to sell her franchise.
