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[bookmark: _GoBack]Investment in the Franchise Business
Franchising refers to the business practice where one party, seeks to use another business` model and brand for specified period. In the contemporary world, many companies have implemented franchising in their business planning and operation in order to deal with the rising demand of goods and prevailing competition. This has seen the increase in the number of firms, and increased size of sales which has helped to reduce the level of demand that was available before. This report analyses franchises attributes and the benefits that come with operating such a business model. It in so far as the investment plan is concerned evaluates different businesses that offer franchises, their financial requirements and support offered. The skills in possession will be essential in running the chosen business at the end. The increased franchise business is just a classic example that outlines the benefits that come with this form of investments. 
Nature of franchises
It involves two parties. The franchisor is that party to this type of agreement that grants the right to another party to use their business model. The party to whom the rights are given is in this context referred to as the franchisee. In transferring the rights to the franchisee, there is usually payment as consideration in monetary terms or otherwise as agreed between the parties. There is also the time specifications factor, where the two parties agree on the time period within which the franchise will remain in force. This is however subject to adherence to rules and regulations as well as policies the franchisor operates by and within (Cavico, 2006). This includes, but of course not limited, to quality, branding and approach to customers, clients and stakeholders. In such an event that the franchisee operates and conduct themselves in such a way that may be considered or otherwise seen as that that may cause substantial downgrade to the reputation of the otherwise iconic or bright image of the franchisor, the franchise may be terminated. It is also of  paramount importance  to note that in such kind of business, while there is transfer of the right to use the name and model, some property remain the franchisor`s. This includes the company logo, the trademarks and copyrights (Cavico, 2006). However, the main firm owns everything in terms of rights, large in size and better financed compared to the franchisee that is limited to specific rights allowed. In the long run, the franchisee operates just the same as the franchisor but in a different location. 
Benefits of running a franchise
Operating a franchise comes along with it numerous advantages.
Strong brand: A franchise involves using the model and name of an already built brand. Careful considerations in this case ensure that one settles on that brand whose reputation soars high. The use of a brand whose image is already big is critical to the functioning of the firm and the size of sales that the organization under consideration would make; this implies that the franchisee has an added advantage when it starts.
Customer base: An already running business obviously has an existing customer base that is loyal to the brand. This ensures steady stream of income through guaranteed sales (Grant, 2014). The firm formed under this plan may not struggle to attract customers or experience market inefficiencies as there is already an existing market base some of which are loyal customers.
Advertising: The franchisor is usually the one responsible for making adverts. In any company, advertising is one of the main marketing strategies that firms employ in order to promote their products, but it is also an expensive activity. It implies that with the reduced burden of advertisement the organization in context is better placed to function properly. As it does, all the franchised outlets are featured and so benefits from the resultant effects of such adverts. This is besides the franchisee foregoing costs that would otherwise have been spent in this regard.
Training programs: The franchisor will from time to time, as it sees fit and necessary, organize training programs that will cut across all the outlets as it walks this rope to uphold quality and reputation. The training programs are critical to the functioning of the business because through it employees increase the level of knowledge and skills that when implemented yields fruits in the company.
Site selection: Franchisors will usually give a hand in site selection for the franchisee so that its sales are pretty healthy and its presence in the market in that industry felt and respected in this regard. This is advantageous to the franchisee as this burden is born by someone else. Locating a good environment for the firm is paramount as it influences the number of customers, amount of sales and in long run the amount of profit to be made.
As such, the costs for engaging in a business as franchise are considerably lowered relative to operating one as start up or some other form. This is right from start-up capital, training and advertisements just mention but a few. The risks that are associated with starting a new business that includes long periods of establishments and infant deaths are completely averted and that is something that can`t be underestimated (Grant, 2014).
Why am able to run it: Running a business of any kind requires one to have not just basic but deep skills in it. The sales and marketing skills I have coupled will see to it that the business sales far and wide. The increased revenues through sales require proper financial planning, accounting and management. All these capabilities are under my grip by virtue of my previous exposure in corporations. Planning, control and coordination of activities and creating a cohesive workforce whose interests will play subordinate to the consolidated interest of the business requires management skills prerequisite to this effect. This is guarantee having worked in management position in the corporate world. However, there must be a good plan to be put in place first before implementing the project failure of which can make it difficult for the new firm to pick and proceed effectively. My friend investors have as well been in the corporate world, with some having held operations observations and some involved in international marketing having worked as consuls in business for the country.
1) iCode Computer Science for Schools. It operates under the children`s franchise. With the growing world technological advancements, this company`s lessons in coding, programming and robotics is spreading rather quickly. It requires capital of only $300,000. One needs to have a degree and sophisticated internet devices.
2) Centertec: Operating under the entertainment industry, it requires a minimum capital of $500,000. The Virtual Reality gaming attracts over 43 million users worldwide with projections at $30bn by 2020. These figures are enough to consider it as worthwhile. Support include, specialized equipment, initial and on-going training, sample marketing materials and start-up guidance on lease agreements (Lee, Kim, Seo, Hight, 2015).
3) Captain D`s: It is the most popular, best-selling sea food franchises in the country. People are increasingly getting concerned about their diets on health and sea foods provide low fats, low carbs. Only 6% of seafood entrees on menus are found in casual restaurants so this industry is not flooded. It requires a minimum capital of $350,000 and operates in the food franchise. Supports include brand and menu development as well as advertising.


Recommendations
In this case I suggest for the organization to implement the business in the following order; Centertec comes at number one followed by iCode and finally Captain D`s as far as my analysis is concerned..
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