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Franchising
%ﬁ%%

Passage 1

. Reading

Read the following passage carefully , try to understand ideas of it with the help of

the given words below .

In recent years, many would-be entrepreneurs have been at-
tracted to a special form of small business, the franchise. Under a
franchise arrangement, a producer or supplier arranges for dealers
to handle a product or service under mutually agreed-upon
conditions. The supplier is known as the franchiser; the dealers are
known as the franchisees.

Franchises are one of the most popular ways of getting into a
small business. This arrangement appeals to many people wanting to
get into business because it avoids the risk of starting a business
from the ground up and the expense of buying an ongoing firm.
Franchising is an excellent way to combine the spirit of entrepre-
neurship with the lessons of a proven system. Consequently, fran-
chises are one of the fastest growing and most important modern
forms of business. At present, franchising accounts for one-third of
retail sales and, sometime in the 1990s, the International Franchise
Association (IFA) forecasts that franchising’s share of retail sales
will reach 50 percent.

Franchises meet many different customer demands. Some of
the best-known franchises are in the fast-food industry , including
McDonald’s, Burger King, Wendy’s, and Kentucky Fried Chicken.
Franchises are popular in other service industries as well. For ex-
ample, Ramada Inn Motels, Maids International, and Dollar Rent a

Car are all franchises.
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‘Words:

\DOO\IO\LAA"»J

. entrepreneur [ ontropro'mar] n. LK

. franchise [ 'frentfaiz] n. %ﬁ’fl,?iﬂ,"“"iﬁl(%*?ﬁni{%i&fﬁ%*%ﬁ!r‘i

B

. franchisee [ freentfai'zi:] n. JO BV ERFA0 45 TG
. franchiser [ 'freentfaizo] n. 4 FPHIFIE; EHFFFA

appeal [o'pil] vi. HEHR I, ARG N

mutually [ 'mjutfusli] adv. MiE, K

supplier [ sa'plaio] n. {1 &

dealer [ 'dilo] n. $4BER

. ongoing [ 'onigouin] n. IETERENHNG, SELHEITHIZNE

10. expense [ik'spens] n. /%%, %% ; travelling expense fik %%

. would-be [ 'wudbi:] adj. BHEEEHE FER Ky e By, AR B

Expressions:

1. would-be entrepreneurs: 28 B {4 BV &K

2. under a franchise arrangement ; $% B8 43 A3 BT kAR A BRI

3. under mutually agree-upon conditions: i M. [F) B ) & {4, B £ ik BAY PR
4. appeal to:Xf---+- A% H

5. avoid the risk of doing: BG4+ B XL

6. from the ground up:

1) M3k JF 46 : If one could begin from the ground up in each generation. . . {1 R —
AR ABRBE K ITRG -
2) HIJEE : Learning the business from the ground up. #1R2HFX [ TAE

. start a business: FFIp— L L, FHENFE -7k
8.
9.

an ongoing firm: —/NH7 AL KA H)
a proven system: — 2 G iE B B{A R

10. account for: B f, 5 /I MNE
11. as well: [Fl&E

Notes:

1. Under a franchise arrangement, a producer or supplier arranges for dealers to handle a

product or service under mutually agree-upon conditions . HR 3% ¢ 42 B #X BLEI U1
W, A 7 R B At R BRSO B R BT B i o B i R R
AR 55 WY& HE

. This arrangement appeals to many people wanting to get into business because it

avoids the risk of starting a business from the ground up and expanse of buying an on-



Lesson One

going firm. XA ZHW G| T IFZREMNFEIIESIMA B A ERE T WLHR
HEE 3 B UES LA RS  EEAE 228 w89 P o

3. International Franchise Association(IFA): HFRFFIFLE NS

4. ...including McDonald’s, Burger King, Wendy’s, and Kentucky Fried Chicken.
""" fEE N7 EE Rl ETEE.

5. For example, Ramada Inn Motels, Maids International, and Dollar Rent a Car are all

franchises . B4, 3 & IR R LEE PR GO E SRR T EE L,
B Listening

Listen to the above passage with your book closed , and then fill the blanks with prop-
er words you heard from the passage .

1. In years, many would-be have been ____ to a special form of
small , the

2. Under a franchise , a producer or arranges for dealersto ______a
product or service under ___ agreed-upon conditions.

3. This arrangement to many people to get into business because it

the risk of starting a business fromthe ___ upand the ______ of buying

an ongoing firm.

4. - is an excellent way to the spirit of with the lessons of
a system. .

5. Franchises meet many different customer . Some of the franchises
are in the fast-food , including , Burger King, Wendy’s, and

Rereading
Reread the above passage quickly , then do the ask-and-answer oral practice in pairs .

1. What kind of system of distribution is franchise?

2. Why does the franchise arrangement appeal to many people wanting to get into busi-
ness?

3. As an excellent way, what does franchising combine?

4. Who forecasts franchising’s share of retail sales will reach 50 percent?

5. Name some best-known franchises.

\ Sentence-Making

S
i

Make sentences using the following words or patterns .
1. arrange for

2. be known as. ..

3. appeal to ...

%
®
%
i
i
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'

.avoid the nisk of ...

S. combine. . .with. ..

BHEE

=)

. account for. ..

7. be an excellent way to. . .

Speaking

%
A
=
{E
x
B
7
i
i
#
¥

Read the following dialogue once . Underline the key words while reading and retell
the dialogue in your own words to your partner .

A: — Who has been attracted to the franchising arrangement in recent years?

B: — Many would-be entrepreneurs.

A: — What should we call the supplier or producer under a franchise arrangement?

B: — Franchiser.

A: — Can you tell why franchises are one of the fastest growing and most important mod-
ern forms of business?

B: — Because it avoids the risk of starting a business from the ground up and the ex-
pense of buying an ongoing firm, and it is an excellent way to combine the spirit
of entrepreneurship with the lessons of a proven system. '

A: — Do franchises meet different customer demands? Name some of the best-known
franchises in the fast-food industry.

B: — Yes, they meet many different customer demands. In the fast-food industry,
McDonald’s, Burger King, Wendy’s, and Kentucky Fried Chicken are all best-
known franchises.

Passage 2
' Reading
Read the following passage carefully , and try to understand ideas of it with the help
of the given words below .
While the products of franchises vary widely, the basic busi-

ness arrangements have much in common. These arrangements are

contained in a franchise agreement, which is a contract between the
supplier and dealer that spells out what each party will do. Typical-
ly the dealer (franchisee) agrees to:

* Pay a franchise fee for the right to run the operation.



* Pay a percentage of the gross revenues to the supplier (fran-
chiser) .

* Follow the operating procedures that have been set forth by
the franchiser.

¢ The franchiser, in tumn, usually promises to do the follow-
ing things:

« Allow the franchisee the right to use the company’s name ,
logo, and symbols (such as the golden arches in the case of
McDonald’s) .

* Provide advertising and marketing support at both the local
and the national levels.

* Provide professionals, standardized training so the franchi-
see learns how to run the unit correctly.

* Provide the franchisee with merchandise (food and equip-
ment) at whole-sale prices.

* Assist the franchisee in getting financial assistance, such as
a line of credit with a local bank.

* Provide ongoing help for the duration of the contract.

When you receive a contract, have a lawyer look it over and

comment on the advantages and disadvantages of the agreement. Al-
so have an accountant or banker examine the initial investment, the
likely annual revenues, the potential return on investment, and the
overall financial risks. In entering the world of franchising, as with

other small-business ventures, you must look before you leap.
Words:

. vary ['veari]v. AR FI, 25

logo [ 'logou;'lougouln. #RiRIE

. typically [ 'tipikali]adv. SLEIHH 38 5 Hb
. percentage [ po'sentidz]n. H4rH.,FA -
revenue [ 'revonju:]n. WA W3R, BLUK
standardize [ 'stendodaiz)n. {FPRYELL

. duration [djuo'refon]n. I, FFEERTHE]
. potential [ pou'tenf(2)1]n. WEH:, e

. accountant [a'kauntnont}n. &3
Expressions
1. franchise agreement: Fir & RIS ML, R

O 00 <} N W &~ W N —

BHFE B8
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\DOO\]O\UI-&L»)N

. have ... in common: fE--- AHIEZ AL
. spell out: PFVEREH, 5 28 Hh 15691

set forth: &1

financial assistance: WfIBSZ R¢FI4% BY

a line of credit with a local bank: FIX4HER1TH)—2E(E AR S
provide professionals, standardized training: ¥t% FH B LA RARHESE I

. comment on: VFit

. initial investment: B AT, MIH R E R

10. overall financial risks: 4=&F 074 Rl XUEE

Notes:

L.

While the products of franchises vary widely, the basic business arrangements have

much in common . BSRFFF B & 25 A AR , (BHEA B 5 88 5 KR AR

. Pay a franchise fee for the right to run the operation. 43K 1512 &k 5 AUMAT 7 1F

%o :

. Pay a percentage of the gross revenues to the supplier (franchiser) . [l {3 g (Bl 4%
PN BT —E BRI
. Follow the operating procedures that have been set forth by the franchiser. A} M\ H 4%

AR B 1R .

. You must look before you leap. #0%0 = B /5170

B Listening

Listen to the above passage with your book closed , and then fill the blanks with prop-

er words you heard from the passage .

1.

These are in a franchise agreement, which isa ______ between the
supplier and dealer that _____ out what each ____ will do.
. While the _ of franchises vary ______, the basic ____ arrangements have
much in
. When you _______ a contract, have a ___ look it over and ______ on the
and of the agreement.
. Also have an ______ or banker examine the investment, the likely annual
, the potential ______ on investment, and the overall ___ risks.
. Provide , standardized so the leams howto _ the
unit
Rereading

Reread the above passage quickly , then do the ask-and-answer oral practice in pairs .

. What is a franchise agreement?
. What does a franchisee agree to do typically?



Frondst

What does a franchiser provide for a franchisee?
Does the franchiser assist the franchisee in getting financial assistance?

. How can a lawyer help you when you receive a contract?

- N W AW

What can an accountant or banker help to examine?

Sentence-Making
Make sentences using the following words or patterns .

1. have...in common

2. spell out

3. agree to. ..

4. a percentage of

5. in tum

6. promise to. ..

7. standardized

8. provide. . .with. ..

9. assist...in...

10. in entering. . .

g .

m Speaking
Read the following dialogue once . Underline the key words while reading and retell

the dialogue in your own words to your partner .

A: — Do the basic business arrangement have anything in common although the products
of franchises vary widely?

: — Yes, they have much in common.

: — What does the dealer agree to pay to the supplier?

: — He should pay a franchise fee and a percentage of the gross revenues.

: — Where should the franchiser provide advertising and marketing support?

: — At both the local and the national levels.

: — Oh, I see. Is it necessary to have a lawyer look over the franchise contract?

> o> W > ™

HWRES W
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B: — Yes, the lawyer can also make some comments on the advantages and disadvantag-
es of the agreement.

A: — Do you have any advice to give for entering the world of franchising?

B: — Yes, follow the old saying: look before you leap.

Passage 3

Reading

Read the following passage carefully , and try to understand ideas of it with the help
of the given words below .

Franchising offers a number of important advantages. One is

that the franchiser provides you with management and operational

training, showing you how to organize and operate the unit. Since
the franchiser knows the best ways to produce the product or ser-
vice, keep records, control inventory, and manage cash, you
quickly learn what to do and what not to do. This greatly increases
your chances of making the venture a success. However, there is
also room for innovative approaches. For example, Pizza On The
Run, a Miami-based franchiser, sells franchises that include a
truck in which the pizza is made. When customers call orders into
the franchiser’s central dispatcher, the individual sends the nearest
truck to that location. As the driver heads for the locale, the baker
in the back of the truck prepares and cooks the pizza. Because a
typical pie takes only 7 minutes to bake, the pizza arrives nice and
hot. '

A second advantage is that the goods or service has already
been tested in the marketplace, has proved to be in demand, and
8 has instant name recognition. You need not worry about whether
anyone will buy the hamburgers or auto parts. The franchiser has
already identified and demonstrated the market demand and has the
name before the public.

In addition, the franchiser often helps with advertising and

promotion. For example, the franchisers pay for the TV ads for na-
tional franchises such as Holiday Inn, Kentucky Fried Chicken,
and Burger King. However, the franchisee pays for these benefits
with the original franchise fee and may pay a percentage of sales to
the franchiser for such services.

Finally, in many cases, the franchiser helps secure financial

assistance. For example, a bank might refuse to lend money to Carl



and Jennifer Smith, who want to open “Smith’s Muffler Shop” . The
bank would more likely make a loan if the Smiths had a Midas Muf-
fler franchise. Also, the SBA and about 1,000 private lenders par-

ticipate in a program that provides loans, and franchisers themselves

will often provide necessary start-up capital .

Words:. 2
1. operational [ opa'reifanol adj. %E LY, k5 £ b
2. inventory ['inventari|n. TR, W, BAF ﬁ
3. innovative [ 'inouveitiv]adj. FEFH,FHHH %
4. dispatcher [dis'paetfar] n. EXE,AER

5. promotion [pro'moufan]n. {24

6. SBA:Small Business Administration /N4 AV & 28 A0

7. start-up capital J3 Zh%{ &

Expressions:

1. provide sb. with management and operational training: [a]++- BUEHENSERE
FEE I

keep records: eI

control inventory: &% FEFF

. manage cash: H ML

innovative approaches: %% . 81%7H 7%

. head for...: %, HifE

prove to be in demand: JEBARTHY

. secure financial assistance: B {1 1% 8)

. make a loan: $¥3K

O 0 N N L b W N

Notes: ?

1. When customers call orders into the franchiser’s central dispatcher, the individual
sends the nearest truck to that location. 247 P B9 37 B3 A R84 B B0 o O I BE 4G
iR EANEE P BIE T I8 EFFEE P e

2. A second advantage is that the goods or service has already been tested in the market-
place, has proved to be in demand, and has instant name recognition. 5% — ML %t
RXFMHGRREFCETG LBARIE, CHIEHNE IR, BB 8 BRER
AT

3. The franchiser has already identified and demonstrated the market demand and has the
name before the public . 454 7 B B iF HRIEH % K , £ KARERI C RISZ A
IR



