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The Benefits of Being 
a Franchisee
An exciting and rewarding 

future that you control 
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I would like to personally thank you for inquiring 
about this franchise opportunity. This package 
will provide you with a wealth of information 
to help you determine if you are interested in 
owning your own franchising business.

There are so many choices when looking for 
a business that is “the right fit”. In today’s 
competitive marketplace, it can be challenging 
and a bit overwhelming. This is no simple task, 
however you will find that the InXpress model is 
just that - simple.

I have worked with a number of franchise 
systems throughout my career. One of the key 
features I found with InXpress is the focus on 
helping franchisees to be profitable. Franchise 
fees are only charged on profits generated from 
activity, not on sales turnover, which is extremely 
unique with Franchise Systems today. The 
major benefit for you? We are totally committed 
to ensuring you are able to create a profitable 
franchise.

Owning and running your own business takes 
time and energy for you to succeed, grow and 
prosper. Our team of experienced business 
coaches and franchise support professionals 
are there to help every step of the way. Your 
success, is our success!

If you decide to become an InXpress franchisee, 
you will be joining a large network of successful 
franchises, allowing you to tap into a wealth 
of experience, knowledge and support from 
existing franchisees.

I invite you to take a look at this guide on the 
benefits of becoming a Franchisee. If you should 
decide to take the next step,  we can answer any 
questions and help you decide if InXpress is “the 
right fit” for you.

Kind regards,
Marcel Lal
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10 Benefits of  
Becoming A Franchisee

Here are 10 reasons why becoming a Franchisee 
makes great business sense

Franchising is a highly successful and 
rapidly growing part of the Australian small 
business scene.

Essentially it’s a distribution model in which 
the franchisor gives the franchisee the right 
to use their business model and trademark 
in return for a fee.

The franchisor also provides ongoing 
assistance to the franchisee in the form of 
training, merchandising, administration and 
quality control.

Join the InXpress 
350-strong 
network of 
franchisees like 
Jake
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1. You are 
partnering with 
an established 
business

When you join a franchise, a lot of the hard work has already 
been done. The franchisor already has an established brand. 
If it is a reputable franchise, they will have operating policies, 
procedures, standards and established relationships with 
suppliers, so all the trial and error of starting a new business is 
removed and you can simply tap into this wealth of expertise.

Because a franchise is an established business model, its 
track record will speak for itself. You can check a franchisor’s 
credentials before committing yourself simply by talking to 
other franchisees in the group and looking at the levels of 
success they have achieved. No news travels faster than bad 
news, so if a franchise is not all it’s cracked up to be, you will 
soon hear.

Starting a new business can be fraught with unexpected 
problems and expenses and if a start up underestimates 
their set-up costs, they risk compromising on key elements, 
such as their working capital. But because a franchisor has 
experience in setting up their own outlets, and then those of 
other franchisees, they will likely have a fairly accurate idea of 
your set-up costs.

The real beauty of a franchise is that you maintain your 
independence as a small business owner, while having 
access to all the benefits of a big business network. You are 
in business for yourself, but not by yourself, and providing you 
adhere to the franchisor’s operating standards, you are still 
your own boss and make all your own decisions.

2. You can 
check your 
franchisor’s 
credentials

3. You know
your set-up 
costs upfront

4. You’re 
independent, 
but help is 
always at hand
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5. Marketing
Campaigns
are available

When starting a small, independent business, many owners 
are too busy with day to day operations to undertake proper 
marketing. And most are not marketing experts either, so 
any advertising and promotion they do undertake is often 
inadequate. With a franchise, marketing campaigns are 
available for you to implement as you determine best for your 
business

A good franchisor will not only have a good product or service, 
but they will also have a comprehensive training network in 
place. This means you don’t need to be a specialist in the field 
you are entering, as you will be taught everything you need to 
know. You may need to be proficient in certain areas (i.e. good 
people skills if you are joining a customer relations-based 
franchise), but by and large, the franchisor will teach you the 
ropes. And along with training, you will receive ongoing support 
from the franchisor, which can include advice and assistance, 
as well as practical support in the form of recommendations 
for administration and accounting services. You will also join 
an elite network of franchisees who can provide invaluable 
support and advice.

Being a franchisee also has financial advantages as you may 
be able to benefit from access to a franchisor’s bulk buying 
power for purchasing stock and supplies. And financing your 
business can also be easier, as many banks tend to look more 
at cash flow potential, rather than bricks and mortar assets 
when it comes to franchises.

6. You receive
full training
and ongoing
support

7. You benefit
financially from
a franchise
relationship
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8. You get 
protected 
accounts

When a small business starts up in a particular area, there 
are no guarantees about competition. There may already be 
competitors in the vicinity or if not, there is nothing to stop one 
from setting up at any time. The good thing about a franchise 
is that territory is controlled by the franchisor. If they are big 
enough to have established a market share in a particular 
location, then you will have protected accounts and  no cross-
selling agreements.

The franchisor’s buying power, brand awareness and support 
network gives a small business the weapons it needs to 
compete successfully with much bigger businesses. Take a 
convenience store as an example. Alone, it cannot compete 
with supermarkets on price, but as a franchise with access to 
bulk buying power, it can offer convenience and comparable 
prices.

If a start up is going to fail, it will usually happen within the 
first year, but this rule doesn’t typically apply with a franchise. 
Because you already have all the tools at your disposal, you can 
hit the ground running . Franchises have a higher success rate 
than independent new businesses because they are able to 
achieve a higher level of performance much sooner. And with 
the strength of the brand and the guidance of the franchisor, 
the likelihood of failure is greatly reduced.

9. You can 
compete with 
‘the big boys’

10. Your 
chances of 
success are 
much greater
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The Cost Of Opening A 
Franchise

The cost of buying into a franchise 
varies considerably, depending on the 
type of franchise, where it’s located, the 
size of the target market and a variety 
of other factors.

Legal fees

You will need to hire a solicitor to review the 
franchise contract, premises lease and other 
legal documents, as well as an accountant to 
crunch the numbers.

Business premises

If you need a property for your business, you 
will need to cover expenses such as the lease, 
signage, inventory, plant and equipment.

Insurance

You will need a variety of insurances ranging 
from public liability insurance to cover 
customers on your property, to income 
protection insurance for yourself.

Running costs

Once you open your doors, you will need 
money for ongoing expenses such as interest 
payments on your loan, supplies, salaries (if 
employing staff), utility bills, maintenance 
costs and more.

Franchise fees

As well as the initial entry cost, most 
franchisors charge ongoing royalties to help 
cover the cost of training, marketing and 
support, either in the form of a fixed monthly 
amount or a percentage of gross revenue.

Franchisors typically have minimum financial 
requirements that you will have to meet before 
being eligible to purchase a franchise, to 
ensure that every franchisee has the necessary 
resources to represent their brand in the best 
possible light.

While all these expenses may seem quite 
daunting, it’s important to remember that it 
also costs money to set up a small business 
on your own. The advantage of buying into a 
franchise is that you will have a ballpark figure 
of your costs upfront. If the franchisor is well 
established, they will have assisted many 
others through the buying process and they, 
and their franchisees, can give you a good 
approximation of your start up costs, ongoing 
expenses and when your revenue stream is 
likely to turn positive.

7
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Checklist For Buying A 
Franchise

Decide on a franchise
The first and most crucial step is deciding on the type of franchise. Look at your current 
skill set, and strengths and weaknesses, and choose a franchise you will be good at and 
that is likely to give a good return on your investment.

Research your franchise
A potential franchisor will supply you with a lot of information, but make sure to do your 
own independent research as well. Look at the current market for the product or service, 
the potential for growth, the amount of competition, and the amount of money you’ll 
need to borrow.

Get professional assistance
Once you have approached a particular franchisor, have a franchise lawyer or solicitor 
look at the franchise agreement in detail. Do the projected earnings add up? Are the 
requirements of the franchise too stringent? Your legal representative should also 
examine the franchisor’s Disclosure Statement, which includes financial information, 
past and projected financial performance, market reputation and any disclaimers

Talk to other franchisees
Franchisors are required to provide details of current and previous franchisees, so 
contact a few of them and ask them what level of support the franchisor provides, 
whether they have seen a return on their investment and if they would recommend the 
franchise to others.

Talk to your bank
If everything stacks up and you wish to proceed, you will need to organise a loan from 
your bank or other financial institution. Make sure you borrow enough to cover all your 
upfront costs and have enough working capital to operate your business until it starts to 
earn a profit.
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Doing Your Research

If everything stacks up and you 
wish to proceed, you will need to 
organise a loan from your bank or 
other financial institution. Make 
sure you borrow enough to cover 
all your upfront costs and have 
enough working capital to operate 
your business until it starts to earn 
a profit.

When researching franchises, it’s important 
to bear in mind that not all of them are 
genuine. Some are clever scams designed 
to fleece you out of thousands of dollars and 
Franchise Associations warn against signing 
up to anything without thorough research and 
professional advice. 

Warning signs to look out for include:

• Claims that you can make a lot of money 
quickly and with very little effort.

• Reluctance to provide contact details of 
other franchisees.

• Reluctance to provide financial details or 
put things in writing.

• Requests for upfront payment before 
providing information.

• Inconsistent financial information 
regarding profitability.

Fortunately, the majority of franchise 
opportunities are genuine and providing you 
do your homework and seek professional 
advice, there are lots of lucrative business 
opportunities out there.

A good way to tell if a franchise is reputable 
is to check the industry organisations they 
belong to. They should be a member of the 
Franchise Council of Australia (FCA), which 
has strict criteria governing the operations 
of its members and if they have won industry 
awards as well, then they are likely to be 
everything they say they are.

“I chose InXpress 
because of it’s proven 
20 year business model, 
ongoing training and 
support”
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Why Choose InXpress As A 
Franchise?

Great track record
InXpress currently has over 380 franchisees in 14 different countries around the world.

Extensive experience
InXpress has 20 years of international shipping experience and 10 years operating in 
Australia, so they know all there is to know about express shipping

Trusted partnerships
InXpress partners with some of the world’s most trusted carriers to provide a first-class 
shipping service, including DHL, TNT, UPS, TOLL and Startrack.

Solid credentials
InXpress has won many awards from around the globe including the British Franchise 
Association ‘Brand Innovation’ winner in 2017 and a Top 50 Franchise in the 2018 
Franchisee Satisfaction Awards.

A sound business model
Franchises feature low entry costs, a strong income and the full backing of an 
international network.

If you’ve followed the advice in this ebook and your research has led you to the conclusion that 
you want a franchise you can operate from home, with low overheads, low start up costs and full 
training and support, then an InXpress Freight Management Franchise may be perfect for you.
In terms of a reputable and potentially profitable business format franchise, it ticks all the right 
boxes, including:

A unique business model
InXpress franchises offer the opportunity for recurring, income which compounds 
monthly.
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State-of-the-art business tools
InXpress provides its franchisees and clients with access to its sophisticated online 
customer portal Webship, which offers a host of time and cost-saving express
freight solutions.

Full head office support
InXpress provide franchisees with access to ongoing support with administration, 
invoicing, collections and more.

No experience necessary
InXpress provides full training and support, with 2-day fast-start training, a 2-week 
intensive Business Franchise Training Program, your own dedicated business coach and 
ongoing support through our Franchise Support Centre.

Lifestyle Business
An express freight management franchise requires no inventory, warehousing or 
vehicles, so you are able to run it from home with just a telephone and computer. And
because the overheads are low, so are your entry and running costs.

To find out more about  
The InXpress Way, contact our 
Franchise Development Team 
on 1300 097 857 or email us at 
sales.au@inxpress.com

This is a business format franchise with low costs and high income potential and it could be the 
small business opportunity you’ve been looking for.  InXpress has franchise opportunities available 
right now, so if you’ve decided that owning an InXpress franchise is for you or if you have a 
question and need more information, you can contact our Franchise Sales team on 1300 097 857.

Geoff Hargreaves 
Franchise Development 

ManagerCaitlyn Wardle 
Franchise Development 
Coordinator


