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[slogan] Don’t sign without this sign. 
 
[sa icanh ko ibanaa hstaxar mat kroM. 
@yaa Aap nyaUja,IlaOMD maoM nae inavaasaI hOML 
 
 
Read this special advice. 
 
[sa ivaXaoYa salaah kao pZ,oM. 
 
 
 
 
 
 
 
 
 
 
 
yah salaah ivaXaoYa $p sao ÍOncaa[ja, esaaoisaeXana Aa^f nyaUja,IlaOMD ko ilae tOyaar AaOr Anauvaaidt kI ga[- hO. yah saMsqaa 
nyaUja,IlaOMD ko saaro ÍOncaa[ja, vyaaparaoM ko lagaBaga 50 p`itXat vyaaparaoM ka p`itinaiQa%va krtI hO. yah daonaaoM AMga`oja,I tqaa 
ibanaa AMga`oja,I baaolanao vaalao nyaUja,IlaOMD inavaaisayaaoM kI iksaI BaI ÍOncaa[ja, vyaapar ko AvasaraoM ka maUlyaaMkna krto samaya 
Apnao ihtaoM kao saurixat rKnao maoM sahayata ko ilae hO.  

 
inamnailaiKt p`Xna ÍOncaa[ja, nyaUja,IlaOMD maOgaja,Ina ko p`kaXak saa[mana laa^D- Wara ]plabQa krae gae hOM. yah ÍOncaa[ja, 
esaaoisaeXana ka AaOpcaairk+samaiqa-t ³Aa^ifiXayalaI+[nDaorsD´ p`kaXana hO tqaa hr tIsaro mahInao p`kaiXat ikyaa jaata 
hO. 
 
How to evaluate a franchise business investment 
 
By Simon Lord, Publisher, Franchise New Zealand magazine 
 
ÍOncaa[ja, vyaapar inavaoXa ka maUlyaaMkna kOsao kroM 
 
saa[mana laa^D- Wara ¤ilaiKt¥; p`kaXak; ÍOncaa[ja, nyaUja,IlaOMD  maOgaja,Ina 
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Franchising is one of the best ways of starting your own business and offers a huge 
number of benefits, but there is still a risk involved - it’s up to you to satisfy yourself that 
the business you are considering is a genuine opportunity that will match your needs.  
 
ÍOncaa[ja, laonaa Apnaa svayaM ka vyaapar Xau$ krnao ko sabasao ]<ama trIkaoM maoM sao ek hO tqaa [sako AnaokaoM laaBa hOM; 
prntu [samaoM kuC jaaoiKma BaI hOM + yah Aap pr inaBa-r krta hO ik Aap Apnao Aap kao pUrI trh sao santuYT kr laoM 
ik Aap ijasa vyaapar pr ivacaar kr rho hOM vah vaastva maoM ek AsalaI Avasar hO jaao AapkI ja$rtaoM sao maola Kata 
hO. 
 
1. Does This Franchise Suit You? 
 

• Is the business a good match for your skills and abilities?  
• Can you afford to support yourself until it is making a profit?  
• Will it provide the income you want in the future?  
• Do you speak good enough English to operate the business successfully?  
• Will you also want your family to work in your business?  
• Is their English good enough to talk confidently with customers? 

 
1. @yaa yah ÍOncaa[ja, Aapko AnaukUla hOL 
 

• @yaa yah vyaapar AapkI dxata tqaa yaaogyata ko Anau$p hOL 
• jaba tk [samaoM laaBa haonaa Xau$ nahIM hao jaata tba tk @yaa Aap gaujaara kr sakto hOML 
• @yaa [sasao Aapkao BaivaYya maoM ijatnaI Aap caahto hOM; ]tnaI AamadnaI haogaIL 
• @yaa Aap vyaapar kao saflatapUva-k calaanao ko ilae ]pyau> $p sao AMga`ojaI baaolato hOML 
• @yaa Aap caahoMgao ik Aapka pirvaar BaI Aapko vyaapar maoM kama kroL 
• @yaa ]nakI AMga`oja,I [tnaI AcCI hO ik vao ga`ahkaoM sao Aa%maivaXvaasapUNa- baat kr sakoML 

  
2. Is this franchise a good investment?  
 

• How long has the company been operating and how long has it been franchising?  
• How many franchisees does it have?  
• Who are the competition?  
• What advantages does the franchise have to offer its customers? 
•  Is there a long-term future for the business? 
• Carry out your own research into these questions – do not just accept the word of 

the person selling you the business.  
 
2. @yaa yah ÍOncaa[ja, ek AcCa inavaoXa hOL 
 

• yah kmpnaI iktnao samaya sao pircaailat hO tqaa yah iktnao samaya sao ÍOncaa[ja, kr rhI hOL 
• [samaoM iktnao ÍOncaa[ja, kaya-kta- hOML 

New Resident Questions - page 2 



• [saka p`ityaaogaI kaOna hOL 
• [sa ÍOncaa[ja, ko pasa ga`ahkaoM ko ilae @yaa fayado hOML 
• @yaa [sa vyaapar ka lambao samaya tk ka BaivaYya hOL 
• [na p`XnaaoM ko baaro maoM Apnaa svayaM ka XaaoQa ³irsaca-´ kroM + kovala Aapkao vyaapar baocanao vaalao vyai> ko XabdaoM 

pr hI ivaXvaasa mat kroM. 
 
 
3. Research 
 

• Is the industry the franchise operates in growing or shrinking?  
• Are the sales levels and costs realistic?  
• What figures can the franchisor produce to back up its claims?  
• Who is already achieving those figures - and can you talk to those people 

directly?  
 
3. XaaoQa ³irsaca-´ 
 

• ijasa ]Vaoga maoM yah ÍOncaa[ja, cala rhI hO @yaa vah ]Vaoga baZ, rha hO yaa GaT rha hOL 
• @yaa ibaËI tqaa Kcao- ko str vaastivak ³iryailaisTk´ hOML 
• ÍOncaa[ja, baocanao vaalaa Apnao davao kao saaibat krnao ko ilae @yaa Aa*kD,o p`stut kr saktaÀsaktI hOL 
• ]na Aa*kD,aoM kao AaOr kaOna pUra kr rha hO + tqaa @yaa Aap saIQaa ]na laaogaaoM sao baat kr sakto hOML 

 
4. Financial/Costs  
 

• What are the total costs of going into the business: fees, set-up costs, leases, 
vehicles?  

• How does the franchisor make money? Is there an initial franchise fee, an ongoing 
royalty fee which is fixed or based on turnover, or a mark-up on products sold to 
you by the franchisor? All of these are normal but beware of over-large initial 
fees - franchisors who only make money from selling franchises may not be 
interested in assisting you once you’ve bought your franchise. 

• Is there a guaranteed level of work or income? If so, there will be very strict 
conditions – make sure you understand them. 

• Carry out your own research into these questions – do not just accept the word of 
the person selling you the business. 

 
4. Aaiqa-kÀvyaya yaa Kcao- 

• vyaapar maoM jaanao ³Xau$ krnao´ ka kula Kca- @yaa hO: fIsa; saMgazna ³saOT+Ap´ ka Kca-; pT\Ta ³laIja,´; 
vaahnaL 

• ÍOncaa[ja, baocanao vaalaa ³ÍOncaa[ja,aor´ pOsaa kOsao banaata hOL @yaa kao[- AarMiBak ÍOncaa[ja, fIsa hO; inarntr 
$p sao ra^yalTI fIsa hO jaao inaiXcat hO yaa ibaËI kI raiXa pr inaBa-r hO; yaa ifr ÍOncaa[ja, baocanao vaalao Wara 
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Aapkao baocao jaanao vaalao saamaana ko maUlya pr kao[- inaiXcat ³maak-+Ap´ raiXa hOL yao saBaI saamaanya hOM prnt
kafI baD,I raiXa kI AarMiBak fIsa sao saavaQaana rhoM + jaao ÍOncaa[ja, baocanao vaalaa kovala ÍOncaa[ja, baocanao sao hI 
pOsaa kmaato hOM; saMBava hO ik vao ek baar Aapko Wara ÍOncaa[ja,  KrId laonao ko baad AapkI sahayata krnao 
ko ]tnao [cCuk na haoM. 

u 

• @yaa Aapkao ek inaiXcat str ko kama yaa AamadnaI kI gaarMTI hOL yaid ha*; tao ]sakI bahut sa#t Xato-M 
haoMgaI + yah inaiXcat kroM ik Aap ]nhoM samaJato hOM. 

• [na p`XnaaoM ko baaro maoM Apnaa svayaM ka XaaoQa ³irsaca-´ kroM + kovala Aapkao vyaapar baocanao vaalao vyai> ko XabdaoM 
pr hI ivaXvaasa mat kroM. 

 
5. Marketing 

 
• Is the franchise a known name in New Zealand which will attract customers for 

you?  
• Is there a launch package to help your new business get started?  
• How is ongoing marketing funded?  
• How do you generate new customers?  
• Do you have to make sales calls? 

 
5. ivapNana ³maako-iTMga´ 
 

• @yaa [sa ÍOncaa[ja, ka naama nyaUja,IlaOMD maoM [tnaa maXahUr hO ik [sasao Aapko ilae ga`ahk AakiYa-t hao sakoMgaoL 
• @yaa Apnao nae vyaapar kao Xau$ krnao maoM sahayata ko ilae kao[- AarMiBak ³laaMca´ pOkoja hOL 
• maako-iTMga kao lagaatar kOsao inaiQabaw ³finDD´ ikyaa jaaegaaL 
• Aap nae ga`ahkaoM kao kOsao AakiYa-t kroMgaoL 
• @yaa Aapkao ibaËI ko ilae ga`ahkaoM sao BaoMT ³saolsa ka^lsa´ krnaI pD,ogaIL 

 
6. Legal   
 

• Is there a disclosure document that sets out in straightforward language all the 
most important facts and figures about the business? 

•  How long does the franchise agreement last? Most have a limited term, eg. five 
years.  

• Do you have a right of renewal at the end of that time?  
• Is there an exclusive territory?  
• How soon can you have a copy of the franchise agreement to take to a lawyer? 

 
6. kanaUna 
 

• @yaa kao[- ]d\GaaTna dstavaoja, ³iDs@laaoja,r Da^@yaUmaonT´ hO ijasamaoM vyaapar ko baaro maoM saIQaI+saadI BaaYaa maoM mau#ya 
$p sao mah<vapUNa- saaro tqya tqaa Aa*kD,o ide gae hOML 
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• ÍOncaa[ja, ka AnaubanQa iktnao samaya ko ilae hOL AiQaktr kI samayaavaiQa saIimat haotI hO; jaOsao ik pa*ca 
saala. 

• [sa samaya ko Ant maoM @yaa Aapkao AvaiQa baZ,anao ka AiQakar hOL 
• @yaa [saka kao[- ekmaa~ xao~ ³e@sa@laUisava TorITaorI´ hOL 
• vakIla ko pasa lao jaanao ko ilae ]sa ÍOncaa[ja, AnaubanQa kI p`itilaip Aapkao iktnaI jaldI p`aPt hao saktI 

hOL 
 
 

7. Selection & Training 
 

• What are the most important attributes of a successful franchisee in this particular 
business?  

• Do they match yours?  
• What training will you receive initially and how long is it?  
• Does the training teach you how to manage and grow your business as well as the 

basic tasks?  
 
7. caunaava tqaa p`iXaxaNa ³salao@Xana enD T/oinaMga´ 
 

• [sa vyaapar maoM ek safla ³ÍOncaa[jaI´ kI @yaa p`mauK yaaogyataeM hOML 
• @yaa vao Aapsao maola KatI hOML 
• AarMBa maoM Aapkao @yaa p`iXaxaNa idyaa jaaegaa tqaa ]sakI AvaiQa @yaa haogaIL 
• @yaa ]sa p`iXaxaNa maoM Aapkao raoja,mara- ko kamaaoM ko saaqa+saaqa Apnao vyaapaar ko p`banQa tqaa ]sakI vaRiw kOsao 

kI jaa saktI hO; [sa baaro maoM BaI isaKayaa jaaegaaL 
 

8. Support 
 

• What level of support can you expect?  
• Will you have regular visits from a member of the franchisor’s team?  
• Does somebody help you analyse your performance and suggest improvements? 

 
8. sahayata 
 

• Aap iksa str kI sahayata kI Apoxaa kr sakto hOML 
• @yaa ÍOncaa[ja,r kI TIma ka kao[- sadsya inayaimat $p sao Aapsao BaoMT ko ilae AaegaaÀAaegaIL  
• @yaa kao[- Aapkao kama ka ivaXlaoYaNa krnao AaOr ]samaoM sauQaar ko ilae sauJaava donao maoM sahayata kr rha hOL 
 
 

9. Operations 
 

• What will you actually be doing on a daily basis?  
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• What hours will you need to work (including after-hours admin)?  
• Do you need to employ staff?  
• What skills do they need?  
• Can you spend a few days working with an existing franchisee to see what it’s 

like?  
 

9. saMcaalana ³Aa^proXansa´ 
 

• Aap Asala maoM dOinak $p sao @yaa kroMgaoL 
• Aapkao iktnao GaMTo kama krnao kI ja$rt pD,ogaI ³inayaimat GaMTaoM ko baad p`Xaasana saiht´L 
• @yaa Aapkao kma-caairyaaoM kI inayaui> krnaI pD,ogaIL 
• ]nako pasa iksa p`kar kI kuXalata ka haonaa ja$rI hOL 
• @yaa Aap AnauBava ko ilae vat-maana ÍOncaa[ja,r ko saaqa kuC idna kama krko doK sakto hOM ik koOoosaa lagata 

hOOL 
 
10. Communications 
 

• How do the franchisor and franchisees stay in touch?  
• Are there regular meetings/conferences? Telephone support? An intranet? 
• How are disputes resolved?  
• If there is a master franchisee, do you also have a direct contact to talk to in the 

franchisor’s office? 
 
10. saMcaarNa ³kmyaUinakoXansa´  
 

• ÍOncaa[ja, baocanao vaalao tqaa ÍOncaa[ja, KrIdnao vaalao ek+dUsaro sao kOsao sampk- maoM rhto hOML 
• @yaa inayaimat maIiTMgaÀkanÍonsa haotI hOML Toilafaona sahayataL [MTranaoT WaraL 
• matBaodaoM ka saulaJaava kOsao ikyaa jaata hOL 
• yaid kao[- p`mauK ÍOncaa[ja, maailak hO; tao @yaa Aapko pasa sampk- ko ilae ÍOncaa[ja,r ko Aa^ifsa maoM kao[- 

saIQaa sampk-  hO ijasasao Aap baat kr sakto hOML 
 
 
 
Then take advice… 
 
These are just a few of the things you need to find out before making the decision to buy 
any particular franchise – Franchise New Zealand magazine & website publishes a 
complete list of more than 200 questions which you can see here. 
http://www.franchise.co.nz/article/view/77  
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In addition, find out if the franchisor is a member of the Franchise Association of New 
Zealand, whose members are bound by a Code of Practice. Above all, take professional 
advice from a lawyer and an accountant experienced in franchising before signing up. 
Advice might seem expensive, but it’s cheaper than putting all your savings into an 
investment that may be false,inadequately managed or simply not suited to your needs. 
 
tao ifr salaah laoM… 
 
iksaI BaI ÍOncaa[ja, kao KrIdnao ka inaNa-ya krnao sao phlao yao eosaI kuC baatoM hOM ijanako baaro maoM Aapka jaananaa ja$rI hO 
+ ÍOncaa[ja, nyaUja,IlaOMD  maOgaja,Ina tqaa vaobasaa[T 200 sao AiQak p`XnaaoM kI pUrI saUcaI p`kaiXat krtI hO ijasao Aap yahaM 
doK sakto hOM + http://www.franchise.co.nz/article/view/77 
 
[sako Aitir>; [sa baat ka pta lagaaeM ik ÍOncaa[ja,r ÍOncaa[ja, esaaoisaeXana Aa^f nyaUja,IlaOMD ka sadsya hO; ijasako 
sadsya kaoD Aa^f p`Oi@Tsa sao pirbaw haoto hOM. sabasao baZ, kr; hstaxar krnao sao phlao ÍOncaa[ja, ko AnauBavaI  iksaI 
vakIla tqaa laoKakar ³Aka]MTOMT´ sao vyaavasaaiyak salaah laoM. salaah maMhgaI laga saktI hO; prntu yah ApnaI saarI 
jamaa+pU*jaI kao ek eosao inavaoXa ³[nvaOsTmaOMT´ maoM lagaa donao sao bahut sastI hO jaao yaa tao imaqyaa hO; Apyaa-Pt $p sao 
saMcaailat hO yaa ifr AapkI ja$rtaoM ko Anau$p nahIM hO. 
 
This article is copyright ©2008 Simon H Lord and Franchise NZ Marketing Limited. 
 
yah laoK ©2008 saa[mana eca laa^D- enD ÍOncaa[ja, enaja,OD maako-iTMga ilaimaiTD kao p`kaXanaaiQakar saurixat hO. 
 
Caption: 
 
Peter Fergusson, CEO of the Franchise Association of New Zealand (left), commissioned 
Simon Lord, editor of New Zealand’s foremost franchising publication, to compile this 
advice. 
 
“With over 25 years’ experience, Simon is one of this country’s most knowledgeable 
people on franchising and an ideal person to provide a guide for New Zealanders of all 
nationalities,” said Peter. 
 
END 
 
XaIYa-k:  
 
pITr frgasana; ÍOncaa[ja, esaaoisaeXana Aa^f nyaUja,IlaOMD ³baaeḾ  ko saI[-Aao nao nyaUja,IlaOMD ko p`mauK ÍOncaa[ja, p`kaXana ko 
saMpadk saa[mana laa^D- kao [sa salaah kao saMkilat krnao ko ilae inayau> ikyaa qaa. 
 
pITr ka khnaa hO ik ‘25 saala sao AiQak ko AnauBava vaalao saa[mana; ÍOncaa[ja, ko baaro maoM [sa doXa ko sabasao AiQak 
jaanakar laaogaaoM maoM sao hOM tqaa saBaI naagairkta vaalao nyaUja,IlaOMD vaaisayaaoM ko ilae yah gaa[D tOyaar krnao ko ilae ek 
AadXa- vyai> hOM;’  
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