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requirements and avoid hefty fines.
n And we make sure they find the right tenants.

THE IMPORTANCE OF TIME
The vast majority of our Franchise Partners are able to run 
their property businesses with just a few days’ work each 
month.

That means they get back their time to spend 
with family, go travelling or explore other business 
opportunities – put simply, a Platinum franchise can be 
whatever you want and need it to be.

FIND OUT MORE
Scan the QR code on the opposite page to take a look at 
our forthcoming Discovery Webinar dates.

I hope you find this guide helpful and hope to welcome 
you on to a webinar soon.

An introduction to the Platinum franchise

What would you think of if someone mentioned 
‘franchising?’

Burgers? Coffee? Care?
Possibly all of the above, but probably not property.
It’s fair to say we stand out in the world of franchising...

WE DE-RISK PROPERTY INVESTMENTS
There are many ways to invest money, but putting your 
money into property through a franchise is a low-risk, 
high-return strategy.

Our Franchise Partners follow our own specialist Houses 
in Multiple Occupation (HMO) business model and get 
all the training and support they need to grow their 
businesses and change their lives at the same time.
n We make sure they buy the right properties.
n We make sure they renovate them well, so they work 

as shared living homes.
n We make sure they comply with legal and licensing Emma Hayes, Divisional Director



54

in the UK, the relationship between the franchisor and the 
franchisee is detailed, with the franchisor providing a host 
of support and systems to the franchisee, as well as a 
clear business model for them to follow.

Here at Platinum, for example, we’re a business format 
franchise, providing a clear and robust business model 
for our Franchise Partners to follow and providing them 
with all the support, training and systems they need to be 
successful.

After all, if they’re not successful, we’re not successful 
– so we have a huge, vested interest in making sure they 
are!

However, there are several key differences between our 
franchise and a standard business format franchise, which 
we’ll explain later. 

What is franchising?

An official definition of ‘franchising’ might be: ‘the right, or 
a licence to trade as a particular business in a certain area 
or territory’.

However, we prefer to think of franchising as the thing 
that plugs the gap between working for yourself and 
working for someone else.

Sceptics of franchising describe it as ‘buying a job’ – but 
there’s much more to franchising than that and a huge 
number of benefits.

Being your own boss is hugely appealing, but most 
people don’t know where to start when it comes to 
starting their own business.

For those people, franchising is a great option.

In business format franchising, the most common kind 
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In the purest sense, franchisees working in a business 
format franchise only need to follow the franchisor’s 
business model and utilise the support on offer to be 
successful.

But, of course, it’s not always as simple as that.

MANAGEMENT FRANCHISES
Although a management franchise has the same kind 
of structure and support benefits as a business format 
franchise, the franchisee’s role is less ‘customer facing’ 
and more about managing a team.

Management franchisees tend to take on more strategic 
roles within their businesses and allow their employees to 
carry out the bulk of the work under their guidance.

These kind of franchise arrangements suit more 
experienced business owners or those with previous 
management experience.

Types of franchise opportunity

UK franchise opportunities are, more often than not, split 
into two categories – business format franchising and 
management franchising.

Both have similarities in that franchisees follow a tried 
and tested business model alongside additional support 
and systems from the franchisor.

However, there are some major differences between 
business format franchising and a management franchise.

BUSINESS FORMAT FRANCHISING
With a business format franchise, the franchisee is 
granted the rights to use a business’ brand name, 
trademarks and business model in return for a fee and 
ongoing royalties.

Business format franchises are great options for less 
experienced business owners as the franchisor’s business 
model will be tried, tested and robust – just like ours.
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THE VALUE OF COMMUNITY
As well as the support and training you get from your 
franchisor, you’ll also get to build a strong peer group with 
your fellow franchisees.

After all, if you experience a problem with your business, 
who better to ask than someone who has been there, 
done it and is still doing it?

Our network of Franchise Partners come together 
regularly at regional workshops, boot camps and social 
events and many have created lifelong friendships and 
even embarked on joint ventures together.

The power of ‘community’ is huge in franchising.

YOUR FRANCHISOR
You want your franchise business to succeed – that’s a 
given. But the one other person who wants your business 
to success as much as you do is your franchisor.

The three big advantages of franchising

Starting your own business is a massive decision – 
regardless of whether you go it alone or with the support 
of a franchise.

But there are some major benefits to going down the 
franchise route – and each comes with a healthy dose of 
‘peace of mind’.

TRAINING
You don’t know what you don’t know.

But if you join a franchise, you’ll know soon enough – 
because you’ll get the training and education you need to 
make your business a success.

As well as mentoring our Franchise Partners through the 
purchase and renovation phases, they’re also supported 
by our team of tax, accounting, business growth, personal 
development, lettings compliance and digital marketing 
experts.

The Platinum value

Our community of Franchise Partners is our 
biggest asset – a network focused on personal 
and professional growth and helping each other to 
achieve both.

That’s because your success is their success. 

The more money you make from your business, the more 
money your franchisor makes and the more marketable 
their franchise is to other people.

That means your franchisor will do whatever it takes 
to ensure you’re a roaring success, through enhanced 
training, support and systems that de-risk your business 
from day one.
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training and support, as well as acting as a royalty for 
use of your franchisor’s systems, processes and business 
model.

Service, or management fees, are usually based on 
the success of your business and this works well in 
the interests of both the franchisee and the franchisor 
– because the more successful a franchisee’s business 
is, the more money a franchisor makes and the more 
support, training and systems they’re able to invest in.

The costs of franchising

All businesses require funding to get off the ground – and 
franchise businesses are no different.

The overall cost of franchising varies hugely, but most 
franchises require a franchise fee as an entry point, 
followed by additional funding to drive the franchisee’s 
business forward.

THE FRANCHISE FEE
Franchise fees can vary, but in most cases, this initial fee 
pays for your right to use a franchise’s brand and business 
model, as well as all the initial training and support 
provided to get your business off the ground.

Franchise fees can vary depending on franchise terms, 
too – in most cases, a longer franchise term means a 
smaller initial franchise fee.

SERVICE FEES
Ongoing fees are also payable to your franchisor, covering 

The Platinum value

Our Franchise Partners’ franchise fee goes towards a 
huge amount of initial training and mentoring – de-
risking their property purchases and renovations and 
giving them the knowledge to grow their businesses. 
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Before making contact with potential franchises, take a 
look at your finances and establish your net worth.

Your net worth calculation should include your main 
assets:

• Cash and money in bank accounts
• The value of property you own
• Vehicles
• Savings and investments
• Pension and retirement funding

You should then subtract your liabilities from this 
amount, including:

• Debts such as credit cards or loans
• Your outstanding mortgage

YOUR GOALS
We always encourage our Franchise Partners to start with 
the end in mind.

Researching franchise opportunities

While it can be tempting to only look at franchising 
opportunities that fit within your previous experience, you 
shouldn’t be put off by franchises that are a little more 
outside of your comfort zone.

The beauty of a franchise is in the business model you’ll 
follow and the systems, training and expertise in place to 
support you.

When deciding what franchises could work for you, 
much of the shortlisting process will come down to your 
funding, but also your goals and what you want to achieve 
from running a franchise business.

YOUR NET WORTH
All franchisees require funding, so franchisors will want 
to know about the finances or funding options you gave 
available before they decide whether to offer you a 
franchise or not.

The Platinum value

All of our Franchise Partners have completed in-
depth due diligence on Platinum as a business. 

We actively encourage them to dig into our 
franchise model and history and are 100% 
transparent and up front about our finances and 
growth projections.

We want our Franchise Partners to believe in us 
and trust us and it’s important we trust them, too.

And that means being clear on your goals and what you 
hope to achieve from investing in and starting a franchise 
business.

If your main goal is to get back your time, as so many 
of our Franchise Partners do, then you should look for 
franchise opportunities that are more passive or that can 
be outsourced.

If you’re looking to boost your pension pot for retirement, 
you should look at franchises that offer long-term growth 
potential and a suitable exit process at a time that works 
for you.

NEXT STEPS
Once you have a list of potential franchises that fit your 
funding levels and goals, the next step is to enquire and 
find out more.

As well as the franchise offering itself, you should aim to 

get to know the people behind the franchise, particularly 
the team that will be supporting you should you sign an 
agreement.

All of this knowledge will help you decide if a particular 
franchise is right for you.
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requires commitment, a willingness to learn and good old 
fashioned hard work.

One of the biggest misconceptions about franchising 
is that buying a business means buying an automatic 
income.

That’s not the case at all – and your franchisor will want 
to see evidence of your ambition and work ethic before 
awarding you a franchise agreement.

NETWORKING SKILLS
As well as adequate funding, a good work ethic and the 
ability to run a business, your franchisor will be looking for 
strong networking and collaboration skills.

Being a franchisee means becoming part of a community 
– particularly here at Platinum – so your franchisor will 
want to know that you are a good fit with their existing 
franchisees as well as with the franchise itself.

A PASSION FOR THE FRANCHISE
Your franchisor will want to see that you’re passionate 

What franchisors are looking for

As well as adequate funding, franchisors will be looking 
at your goals, your experience and your personality traits 
when they decide if you’re a good fit for their franchise.

A LOVE OF SYSTEMISATION
One thing your franchisor will almost certainly look for in 
any potential franchisee is a willingness to follow systems 
and processes.

One of the major benefits of franchising is having a tried 
and tested business model to follow – but franchisors will 
want to see a healthy balance between having your own 
ideas and adhering to the systems they know will make 
you successful.

Remember: Franchises are set up in this way because 
those systems have been proven to work over a long 
period of time.

STRONG MOTIVATION
Franchises are businesses – and while franchisees 
follow set systems and processes, being successful 

The Platinum value

We only partner with people we like and trust and 
who we feel will be an asset to our community of 
Franchise Partners.

We qualify everyone who enquires about joining 
the franchise and mentor those who do to become 
powerful networkers and collaborators, with clear 
goals and a passion for growing their businesses.

about their franchise and focused on driving 
your own business forward.

If you love what you do then you’ll never work 
another day in your life, so plenty of passion and belief 
in your franchisor’s opportunity will always stand you in 
good stead.
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a happy marriage – and the franchise agreement helps to 
ensure that’s the case.

Trust is also hugely important on both sides of the 
relationship between a franchisee and their franchisor and 
your franchise agreement will help to set in stone what’s 
expected of you and what you can expect from your 
franchisor.

Your franchise agreement

Once you’ve completed all your due diligence, you’re 
happy with the opportunity and your franchisor is keen to 
welcome you to the fold, you’ll be in a position to sign your 
franchise agreement.

Your agreement is a legally-binding contract between 
you and your franchisor and includes:

• Any location or territory designation for where 
you’ll operate your business

• Details on how you should run / operate your 
business

• Full details on training and support being offered 
by the franchisor

• The duration of your franchise term
• Details of your franchise fee, management fees 

and / or royalty terms
• Renewal rights and termination policy

The franchisee and franchisor relationship should be like 

The Platinum value

As full members of the British Franchise Association, 
we’re bound by certain rules and regulations when it 
comes to franchisee recruitment.

That includes having all our franchise agreements 
signed off by a BFA-approved solicitor – even more 
peace of mind for our Franchise Partners.



1918

• Providing advice and expert support across 
finance and lending

• Renovating properties to function well as 
multiple-bedroom, shared living spaces and managing 
each project effectively

• Staying legally compliant with planning, licensing 
and tenant legislation

• Finding and vetting tenants and maintaining room 
occupancy

Because Houses in Multiple Occupation (HMOs) – the 
properties our Franchise Partners invest in – are highly 
complex investments, there’s real value in the business 
model and support that comes with the franchise.

Accountability also comes as standard with our franchise 
– we’ll push you to build the very best business you can.

One that provides you with financial security and gives 
you back the time to do the things that really matter.

Property as a franchise opportunity

One of the first questions we get here at Platinum from 
people who look into what we do is: ‘I can invest in 
property on my own. Why do I need to pay a franchise?’

The answer to that, of course, is: ‘You don’t.’

But property investment through a franchise is about de-
risking that investment.

The other major difference between a Platinum franchise 
and many others is that you keep your assets even after 
your franchise term has ended.

That means you can continue to enjoy the income, 
and capital growth, from your properties long after your 
commitment to the franchise has ended.

One mistake can be costly – so building a property 
business using our proven franchise model lowers our 
Franchise Partners’ investment risk at every stage:

• Buying the right properties in the right areas



info@platinumpropertypartners.co.uk
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