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Questions for current and former franchisees* 
*Read the notes at the end of this checklist before asking these questions. 
 

Question: 
Current 

franchisee 
Former 

franchisee

How long have you been a franchisee? 
  

How long has it been since you were a franchisee?   
What first attracted you to this franchise? 

  
How long had you been looking before you found this franchise? 

  
What other franchises did you look at? 

  
Why did this one appeal more than the others? 

  
What research did you do before buying this franchise? 

  
How many current and ex-franchisees did you speak with beforehand, 
and what sort of feedback did you receive?   

How helpful was the franchisor during your research process? 
  

How did you involve your spouse/partner/family in your research? 
  

Did you get accounting, legal or business advice before buying the 
franchise?   
Did you also read the franchise agreement and disclosure document 
for yourself prior to buying the franchise?   

Did the sale process go smoothly? (Please explain your answer) 
  

How would you describe your relationship with the franchisor when 
you started as a franchisee?   

How would you describe it now? 
  

What was your biggest surprise or shock in starting your business? 
  

How did you overcome this? 
  

How much time do/did you work in the business per week? 
  

Has the business met your income and lifestyle expectations? 
(Explain your answer)   
Did the business meet your income and lifestyle expectations? 
(Explain your answer)   

In hindsight, were your expectations realistic?  
  

What have you learned about yourself as a result of being a 
franchisee?   

What are/were the best things about this franchise? 
  

What are/were the worst things about this franchise? 
  

Why are you no longer a franchisee?   
How do you feel about your exit from the franchise?   
If you had your time over again, would you have still bought this 
franchise?   

Is there anything else you think I should know about this franchise? 
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*Notes for questions for current and former franchisees: 
 
When contacting either current or former franchisees, you should always identify 
yourself and why you are calling, and seek permission to ask questions about the 
franchise as part of your own research.  
 
It is likely that the people you contact will have done the same thing themselves 
previously, and by talking to you they may feel that they are returning the favour 
done for them by other franchisees before. 
 
Be mindful of the franchisee’s time, and offer to call at a more appropriate time if 
necessary.  You may need to give your contact details for the franchisee to call 
you back if they are unable or unwilling to speak when you call. 
 
Also be mindful that your call may not be welcomed in all instances or at certain 
times, and that the franchisee may be sensitive about some of the questions 
asked. 
 
You should work through the questions as quickly and politely as possible, and 
be flexible enough in your approach to change the order of the questions to 
match the flow of the conversation. You may choose to ask all the questions, 
some of the questions, or different questions altogether. 
 
You should make notes where and as appropriate without slowing the 
conversation. At the end of each contact, you should reflect on the information 
given and compare what you have learned from other current and former 
franchisees, as well as the information provided by the franchisor. This may 
prompt you to think of further questions to ask the franchisor, so you should write 
these down as you go. 
 
Do not allow yourself to be channelled into contacting only a select list of current 
or former franchisees hand-picked by the franchisor, but work through a 
representative sample of the full lists provided in the disclosure document.  
 
You should contact as many franchisees as necessary to get a comprehensive 
‘feel’ for the franchise. If there are less than 10 franchisees in the network, 
contact all of them. If there are more, aim to contact at least 10, as well as a 
corresponding number of ex-franchisees. 
 
The number of franchisees you contact may be in direct proportion to the size of 
the proposed franchise investment (ie. More expensive franchises may warrant 
calling more franchisees). 
 
Once you have completed all your calls, consider the common themes and 
responses of the franchisees.  
 
You should then review and update your list of follow-up questions for the 
franchisor, and make a time to go through these with the franchisor, taking notes 
as you go.  


