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Introduction
	The term franchise is a business type that an individual known as a franchisee owns and operates but it is overseen and branded by the franchisor which is a larger company usually multinational or national. In other words, a franchise is a license type granting franchisor access to processes and trademarks, proprietary business knowledge to the franchise and this allows the franchisee into selling a service or product under the business name of the franchisor. The franchisee usually pays an initial fee for start-up and fees for licensing and this is in exchange for franchise acquiring. In the United States, for example, many of the restaurants including 7-11, Subway, Pizza Hut, Hilton Hotels, Molly Maid, Ace Hardware and many thousands are franchises. When franchisees are buying the rights of these businesses, they are buying the rights to use a business model and system that is proven, with prices that are proven, marketing techniques and products. When other businesses are licensed into selling their products and services, it allows quick expansion of the companies without major capital outlay risk. A franchise, therefore, offers a great way into starting a business for many individuals without the hustle of starting from scratch. Individuals can be helped in achieving the goals of their businesses as teams of people who are very experienced are backing them. This is the contributing factor for making franchises have a higher rate of success than business start-ups. The content developed in this paper will therefore explore the pros and cons associated with the franchise. (Murray, 2006) 
Pros of a franchise
	As a structure of a business, franchise to many individuals can be an option that is very appealing. It is, therefore, an often choice since it has a number of advantages and those looking to start a new business consider it. Examples of the franchise pros include;
1. A business that is already established- The pro of operating under an already established business banner is offered by a franchise. This enables new businesses to utilize the brand, ideas and proven business model and techniques of operation that are ready to be implemented again and again at a location which is new.
2. A brand that is known- A franchisee is allowed into taking the advantage of the business brand that is previously established by operating under the franchise banner. The implication of this is that the involved work and cost will be far less in establishing and building the business brand. The market already knows the brand and trusts in it and this implies that adopting a franchise takes the advantages of the trademarks and the registered trademark benefits. 
3. Business financing is a bit easier- Acquiring the finances for business in the franchise is a bit easier as there is more will from the investors into investing in a business with a network that is well established, a brand that is secure and the support structure that is very effective. “The franchise finances at some instances may be acquired from the franchisor and this make life even simpler for the franchise businesses.” (Murray, 2006) 
4. Access to a better talent- Franchising provides the opportunity for the business to find people who are very talented in managing the locations and giving them incentives into working hard. The hardest working and most qualified people prefer generally to investing in a business that is running in profit returns rather than as an employee taking the salary. Therefore, franchising your business will enable a business to get talents that are better that will continue working hard and build the business than it will be the case when an employee is hired by a business.
5. The growth risk is highly minimized- For a risk that is relatively little, high financial returns can be generated by franchising. When a business franchises, it puts relatively little money into adding each location unlike adding outlets that are owned by the business. Higher royalties are therefore earned when the model of the business is very good. “A franchised business can earn many times percentage returns what the business could have earned if it open outlets and ran them itself.” (Webber, 2012)           
6. The business relationships- A franchisor has already established business relationships that are numerous that a numerous can use to its advantage. These include a good relationship with the suppliers and distributors will be in place already and easy to manage. Another business relationship is the well-established relationship between the franchisor and the marketing and advertisers team which will significantly benefit the franchise. 
7.     Loyal customer base- When starting a new business, one of the hardest parts is finding the first customers. Many businesses, therefore, franchise to avoid this hardest part because when a business franchise, it bypasses a lot of the work which otherwise would have been directed into the marketing and branding. When a business franchises, it gains an access to a customer base that is established and loyal. In addition, a franchised business also grants a potential employee pool and this gives the franchised business an accelerated profitability path.
8. The economies of scale benefits- When a business joins a franchise network, it will have the chance of using the economies of scale advantage. These economies of scale include technological development, crucial processes of the business, scientific research, and marketing. These costs and benefit ratios are not received when an individual develops a business that is non-franchised.
Cons of a franchise
	Just as it is the case with other business models, setting a franchise business has various cons. Many people are under the mistaken belief of the pros outweighing the cons quite often when starting a franchise business. There are various cons of setting a franchised business which include;
1. Lack of control- One of the most significant cons of a franchise business is the lack of control of the business or a franchisee has very limited control of the business. The franchise agreement has already established business rules on how the business will operate are set out clearly.
2. Support and security- An advantage the system of support and security are offered by a franchise business. Training schemes and support with activities like sales, management of accounts, and advertising are often offered by franchisors.
3.  Challenges of innovation- With a franchised business, it is very hard to become innovative that it would be the case if an individual owned outlets. A franchised business when it comes up with new innovative ideas must negotiate with the franchisor so as to get them accepted or introduced. 
4. False expectation- There is no guaranteed success in opening a franchise rather than starting your own business. In order to make a franchise succeed, an individual should not just sit and wait for the magic of the franchise to work for him. An individual in a franchise business needs to be sharp for it to work and be successful.
5. The financial information is shared with the corporate- Financial information from the franchisees is collected continuously by the franchisors with an aim of improving their model of the business and audit royalty payments. This makes the franchise business have little privacy when it comes to their finances of the business.
6. Advertising and marketing expenses- Many franchise contracts oblige businesses into paying for the expenses of advertising and marketing. An individual must therefore read the contract thoroughly to be aware of all the conditions before accepting it. (Webber, 2012)          
Conclusion
	Just like with any other business form that is legal, the pros and cons of a franchise business must be balanced and considered before this business is started. One of the big pros of the franchise is security while the con is the lack of control might put people off into starting this type of business. However, the majority of people will certainly choose into starting their own businesses as compared to being tied in with the agreement of a franchise. However, starting a franchise is worth consideration. (Sugars, 2006)    
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