
This course covers the fundamental skills and 
knowledge franchisor team members and franchisees 

need to commence their career in franchising. 
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About this course

Our OTS courses are written by the team at Go Global. They combine subject matter 
expertise with decades of experience in adult learning and in-depth knowledge of current 
best practices to produce our training courses.

 Subject Matter Expert

Franchising is a fascinating and dynamic sector. There are specific skills and specialised 
knowledge required to thrive in this type of business arrangement as a franchisee or as 
a member of the franchisor team. 

Welcome to Franchising starts by exploring the long and colourful history of franchising 
in Australia. This wander through time sets our foundation for understanding the legal 
framework, governing bodies and obligations practitioners in the sector are bound by. 
We explore the different ways companies grant franchises in Australia and globally, the 
critical role of a thorough due diligence process prior to entering a franchise agreement, 
the roles, rights and responsibilities of each party, benefits and challenges of franchising 
and how the franchise relationship works best. We round out the course with an 
exploration of the dispute process. 

Welcome to Franchising is jam-packed with case studies, best practice from subject 
matter experts, tips from practitioners and cautionary tales. We utilise the insights and 
skills of some of the leading thinkers in our sector. Case studies and examples bring the 
theory to life in an interesting, engaging and informative way.

This course is suitable for new starters to the franchise sector and those wanting to 
refresh their skills.
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Blended learning
The 12 online modules making up this course are supported by a number of additional 
elements to encourage the practice and successful application of skills in your 
workplace. 

Included in this course for the learners:
• 12 online modules utilising the best of your platform functionality; ACTIV, online 

training, audio, video, animations and the suites as relevant
• A comprehensive Glossary of Terms covering the concepts and terms in the course
• Written Tests to enforce the online learning experience through face-to-face 

facilitation

And included for trainers:
• A Trainer’s Guide for implementing the course 
• Off the Shelf Tailoring Guide, a step-by-step checklist to guide the tailoring process 
• Sign Offs to facilitate on-the-job assessment

How long?
The online learning component is approximately 10 minutes per module (excluding the 
additional case studies or retakes, or the usual variation for prior experience, current 
understanding and comfort with the technology). That means the course will take just 
over 2 hours to complete.
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Learning outcomes
On completion of the 12 modules, participants will have: 

• Reviewed the reasons why businesses franchise and the many motivations 
franchisees have for joining a franchise network

• Identified some of the key terms and phrases unique to the franchising sector and 
applying them to examples

•  Reviewed the history of franchising in Australia with particular focus on the 
evolution of business formats and how legislation and the governing bodies have 
evolved over time

• Identified the rules for governing the franchise sector in Australia and the role of 
the Australian Competition and Consumer Commission (ACCC)

• Reviewed the Franchising Code of Conduct and how it applies to the sector
• Recalled the rationale for the Disclosure Document and how it can be used in the 

due diligence process
• Identified the key areas of a Franchise Agreement and applied the explanations to 

examples 
• Critiqued the common fees and charges in franchising and the impact on franchisor 

and franchisee business models
• Identified the role the franchisor and franchisee play in a successful due diligence 

process
• Listed the criteria for an informed decision and how it applies to the franchisee 

recruitment process
• Applied the due diligence process to a case study
• Listed the different ways a franchisor can grant a franchise and the main features 

and benefits of each
• Reviewed the roles, rights and responsibilities of the franchisee and franchisor in 

their business partnership
• Diagnosed issues with the due diligence process outlined in a case study
• Named the common benefits, challenges and issues that occur in franchising
• Reviewed the unique role the franchisor and the franchisee play in the partnership 

and how obligations are managed
• Listed the functions of an operations manual
• Defined the concept of ‘intrapreneur’ and how it relates to franchising
• Defined the key factors in a successful franchise relationship
• Listed the laws governing the franchise relationship and the process for dispute 

resolution
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Welcome to Franchising will help you:

• Support recruitment and induction practices of both candidate franchisees and 
team members joining your support office who are new to franchising or wanting a 
refresher of the basics 

• Guide the due diligence process for your candidate franchisees, helping them make 
an informed decision, and helping you identify issues and challenges early

• Supplement your current training and onboarding practices by delivering learning 
in a highly convenient way

• Provide another avenue of understanding during recruitment and onboarding 
by setting expectations and reinforcing messages by subject matter experts and 
leaders in the sector   

• Build a robust network of informed and aligned business partners as you 
continually develop essential skills in your franchisees and support team

Learning formats

Each module in this course follows a similar format. For each topic we explain the 
theory, look at how it applies to relevant situations, share an example and then 
participants apply their knowledge with questions or to a case study.

Each module uses videos, images, worksheets, easy to follow steps for processes, as well 
as case study examples to support learners of all abilities and experiences.  
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Module summary

Module 1: Defining Franchising

We kick off our study of franchising with the basics, and align our understanding 
of the different terms used in the sector, how we define a franchise and what 
motivates franchisors to franchise. We also explore some of the common reasons 
franchisees choose to purchase a franchise.

Module 2: A Global Perspective

Understanding the evolution of franchising as a business format provides insight 
into the sector as it is today.  It is interesting to understand how the global 
franchise sector has evolved, franchising in emerging and established markets 
and the unique standing Australia has in the global franchise community.

Module 3: Franchising in Australia

The development of franchising over the last five decades in Australia has 
been impressive. Today the sector has major economic, commercial and social 
significance. Franchising is frequently in the news, has been the subject of 
government and senate inquiries and continues to evolve quickly. In this module 
we explore how franchising in Australia has grown into a best practice model 
for the global sector, franchising in Australia today, trends and the role of our 
industry body.

Module 4: Rules and Regulations Governing Franchising in Australia

Understanding the laws, their application, the main documents and how they are 
managed by regulatory bodies is critical for understanding the way franchising 
works in Australia. In this module we break it down into easy-to-digest chunks 
and explore the rules governing the franchise sector in Australia, the Role of 
the Australian Competition and Consumer Commission (ACCC), the Franchising 
Code of Conduct, the role of the Disclosure Document, cover an overview of the 
Franchise Agreement and explore how the marketing fund is managed.
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Module summary

Module 5: Franchise Fees and Royalties

It is safe to say the majority of companies are in business to make money! 
Franchisees and franchisors are no exception. Both parties have the goal of 
making a profit. Both provide a product or service and charge for it. Franchisees 
serves customers in exchange for money and the franchisor serves the franchisee 
in exchange for certain fees and charges. In this module we explore the common 
fees and charges, the difference between upfront fees and on-going fees and how 
fees, charges and supplier rebates are regulated.

Module 6: Due Diligence

Statistically franchising offers more chance of success than an independent 
business, but franchise businesses still fail. It is important franchisees understand 
the risks and have realistic expectations entering an agreement. Due diligence is 
the process of sourcing accurate facts and data so a franchisee and franchisor can 
make informed decisions about entering an agreement. In this module we cover 
the criteria that drive an informed decision, the aspects of good decision making, 
the steps of due diligence and factors that make the process successful. We wrap 
up with a review of the rules governing due diligence in the franchising sector. 

Module 7: Ways to Grant a Franchise

There are many ways a franchisor can grant a franchise to a franchisee. The more 
common options are outlined in this module with an explanation of each, some 
of the benefits and pitfalls and the reasons why a franchisor might choose to 
expand their business using the different methods.

Module 8: The Rights and Responsibilities of the Franchisee and 
Franchisor

Like most partnerships the franchisee/franchisor relationship works best when 
both parties are clear on their rights and responsibilities. When roles are 
ambiguous or each party has different expectations problems occur. In this 
module we review the roles and responsibilities of the franchisee and franchisor. 
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Module summary

Module 9: Benefits and Challenges of Franchising  

The franchise relationship has its benefits, but it also has challenges. In this 
module we look at the challenges and benefits from the point of view of the 
franchisor and the franchisee. We also cover some of the common issues that 
arise and support services and processes to help navigate challenging times. 

Module 10: The Role of the Franchisor

The role of the franchisor is to recruit quality franchisee candidates, find great 
sites or locations, innovate the model and support franchisees to grow aligned 
and profitable businesses. Sounds easy, right? This module looks at the many 
facets of the franchisor role from protecting and leading the brand, system 
development and innovation to the services the franchisor provides franchisees 
and the important role of leading a positive culture. We review purpose of the 
operations manual in setting standards, laying the foundations for training and 
guiding compliance. 

Module 11: The Role of the Franchisee

While the franchisor provides overall support and resources to help franchisees 
succeed, franchisees are still responsible for managing their business and 
ensuring its growth. Taking ownership of a franchise business is the sole 
responsibility of the franchisee. However, the franchisee must adhere to the 
business model and follow the guidelines outlined by the franchisor. In this 
module we review the skills and attributes of a successful franchisee and explore 
the concept of ‘intrapreneur’ and how it relates to franchising. 

Module 12: The Franchise Relationship

Product offer, business model, operational practices, innovation and relevant 
marketing  are all important factors in determining a successful franchise. But the 
heart of a prosperous franchise network is a constructive, collaborative, clearly 
defined relationship between franchisee and franchisor. In this module we set out 
what makes a successful relationship, identify the key issues and challenges and 
ways parties can navigate challenges for a win-win outcome.
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Assessment summary

Our goal with the assessments included in each Off The Shelf Package is to engage our 
participants with the learning, not just measure their performance. 

To achieve this we employ many different modes of assessment. Our online modules are 
full of different types of tests (multiple choice, short answer, drag and drop for example), 
checking comprehension of each topic as the learner progresses through the course. We 
include examples and case studies participants work through and apply their knowledge. 
Our management courses include reflective journals, coaching guides and our workshops 
contain all of the above! 

Our goal is to make assessments timely, inclusive of feedback, useful, relevant and fun.
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