
C A S E  S T U D Y  ·  S E L L I N G  A  F R A N C H I S E

A strong price, mostly
in cash, after the first
buyer walked away.
How a f r a n c h ise own er sold t h eir b usin ess t h r oug h a st r uc t ur ed,

c on fi den t ia l p r oc ess, a n d wh a t ot h er f r a n c h ise own er s c a n t a ke

f r om it .

S imo n F a llo ws , F o und er, F r eed o m f o r F o und er s

A T  A  G L A N C E

B us ine s s A n est abl ish ed f r an c h ised ser vic e busin ess

T ra ns a c tio n Sh ar e sal e

O utc o m e A st r o n g p r ic e, wit h m o st o f it p aid at c l o sin g

P ro c e s s A st r uc t ur ed , c o n fi d en t ial  sal e t h at r ec o ver ed af t er t h e fi r st buyer

wit h d r ew

T his is a real s ale w e hand led . We’ve c hanged the d etails to  pro tec t o ur c lient’s privac y.



P A R T  O N E  ·  T H E  S I T U A T I O N

A h ea l t hy bus in es s , r ea dy for a n ew own er.

Th e busin ess h ad o p er at ed un d er a f r an c h ise br an d f o r m an y year s. I t was p r o fi t abl e, r an o n a l ean c o st

base, an d h ad a c ap abl e t eam  an d l o yal  c l ien t s.

Th e o wn er h ad d ec id ed it was t im e t o sel l . Th e go al  was sim p l e: a c l ear, d ef en sibl e val ue an d a sal e r un

p r o p er l y, wit h o ut un set t l in g t h e t eam  o r t h e c l ien t s t h ey ser ved .

P A R T  T W O  ·  T H E  C H A L L E N G E

T h r ee t h in gs a buyer woul d wor r y a bout .

T he  franc his o r s e ts  the  rule s . I n a f r an c h ise sal e, t h e f r an c h iso r usual l y ap p r o ves t h e buyer, an d it s

agr eem en t c an l im it h o w a sal e is fi n an c ed . Th o se r ul es d ec id e wh o c an buy an d h o w t h ey c an p ay,

bef o r e an y o f f er is m ad e.

R e ve nue  has  to  c arry thro ug h the  trans itio n. A buyer p ayin g m o st l y c ash up  f r o n t n eed s c o n fi d en c e

t h at t h e r even ue t h ey ar e p ayin g f o r wil l  st il l  be t h er e af t er c l o sin g.

T he  pre mis e s  ne e d to  be  s e c ure . I f a l ease is c l o se t o t h e en d o f it s t er m , a buyer wil l  wan t c er t ain t y

abo ut t h e l o c at io n bef o r e t h ey c o m m it .

In a franchise sale there is a third party at the table. The franchisor’s rules

shape the deal before any buyer makes an offer.

P A R T  T H R E E  ·  T H E  P R O C E S S

How t h e s a l e wa s r un .

We  re built the  numbe rs  firs t. We p r ep ar ed a m ul t i-year fi n an c ial  o ver view an d n o r m al iz ed it ,

r em o vin g d isc r et io n ar y o wn er exp en ses so buyer s c o ul d see wh at t h e busin ess r eal l y ear n s. Th at bec am e



t h e basis o f t h e val uat io n an d t h e ask in g p r ic e.

We  marke te d it c o nfid e ntially. Q ual ifi ed buyer s r ec eived a c o n fi d en t ial  in f o r m at io n m em o r an d um

un d er a n o n-d isc l o sur e agr eem en t . Th e p ubl ic l ist in g d id n o t id en t if y t h e busin ess.

We  ran a s truc ture d pro c e s s . I n st ead o f t ak in g o f f er s o n e at a t im e, we set a sin gl e d ead l in e f o r

exp r essio n s o f in t er est . Q ual ifi ed buyer s t h en m o ved t h r o ugh t h e f r an c h iso r’s ap p r o val  st ep s o n a c l ear

t im el in e bef o r e t h e c h o sen buyer sign ed a l et t er o f in t en t .

T he  firs t buy e r withd re w. A l et t er o f in t en t was sign ed , but t h e buyer wit h d r ew bef o r e a p ur c h ase

agr eem en t was in p l ac e. We wen t bac k t o t h e buyer p o o l .

T he  ne x t buy e r mo ve d fas te r. Bec ause t h e fi n an c ial  wo r k , t h e m em o r an d um  an d t h e d il igen c e fi l es

al r ead y exist ed , a n ew buyer c o ul d r eac h a d ec isio n quic k l y. A l et t er o f in t en t was f o l l o wed by f ul l  d ue

d il igen c e, a sign ed p ur c h ase agr eem en t an d a c l ean c l o sin g.

When the first buyer walked away, the work already done meant the next buyer

could move quickly.

P A R T  F O U R  ·  T H E  S T R U C T U R E

How t h e pr ice wa s pa id.

Th e st r uc t ur e k ep t m o st o f t h e p r ic e in c ash at c l o sin g an d used a sm al l  d ef er r ed bal an c e t o h an d l e t h e

o n e r eal  r isk , c o n t in uit y t h r o ugh t h e h an d o ver.

Mo s t o f the  pric e  at c lo s ing . Th e l ar ge m ajo r it y was p aid o n c l o sin g d ay.

A s mall balanc e  d uring  the  trans itio n. Par t o f it d ep en d ed o n a t r an sit io n t ar get set at a l evel  t h e

busin ess al r ead y sup p o r t ed , so t h e buyer was p r o t ec t ed an d t h e sel l er was n o t bet t in g o n un c er t ain

r esul t s.

Stand ard pro te c tio ns . Th e p r ic e ad just ed f o r wo r k in g c ap it al  at c l o sin g, an d c l o sin g d ep en d ed o n

sec ur in g t h e p r em ises an d k eep in g k ey st af f in p l ac e so d ay-t o-d ay o p er at io n s c ar r ied o n .



Only a small part of the price depended on anything after closing, and that

part was tied to the one risk a buyer could not diligence away.

P A R T  F I V E  ·  T H E  O U T C O M E

A s t r on g pr ice, mos t l y in ca s h .

Th e busin ess so l d f o r a st r o n g p r ic e, wit h m o st o f it p aid o n c l o sin g d ay. Th e t eam  st ayed in p l ac e,

c l ien t s wer e ser ved wit h o ut in t er r up t io n , an d t h e sel l er m o ved o n t o wh at c o m es n ext .

Th e h o n est ver sio n o f t h is st o r y in c l ud es t h e fi r st buyer. L o sin g a sign ed l et t er o f in t en t c o st t im e. W h at

it d id n o t c o st was t h e sal e. Th e p r ep ar at io n d o n e at t h e st ar t m ean t t h e d eal  c o ul d be r ebuil t r at h er

t h an r est ar t ed .

P A R T  S I X  ·  L E S S O N S

W h a t fr a n ch is e own er s ca n t a ke fr om t h is .

R e ad y o ur franc his e  ag re e me nt be fo re  y o u s e t a pric e . A p p r o val  r igh t s an d l im it s o n fi n an c in g

d ec id e wh o c an buy an d h o w t h ey c an p ay.

P lan fo r the  trans itio n. I f so m e r even ue d ep en d s o n yo u, exp ec t a buyer t o t ie a sm al l  p ar t o f t h e

p r ic e t o it . Keep  t h at p ar t sm al l  an d set it at a l evel  yo u c an al r ead y sh o w.

Se c ure  the  pre mis e s  e arly. A l ease n ear t h e en d o f it s t er m  wil l  bec o m e a c l o sin g c o n d it io n . St ar t

t h e l an d l o r d c o n ver sat io n bef o r e buyer s ar r ive.

R un a pro c e s s , no t a c o nve rs atio n. A sin gl e d ead l in e f o r exp r essio n s o f in t er est k eep s buyer s o n t h e

sam e t im el in e an d gives yo u a c h o ic e.

P re pare  o nc e , us e  it twic e . N o r m al iz ed fi n an c ial s, a f ul l  m em o r an d um  an d o r gan iz ed d il igen c e

fi l es ar e wh at l et a d eal  sur vive a buyer wal k in g away.



N O T E S

A bout t h is ca s e s t udy.

Th is is a r eal  sal e f r o m  o ur c l ien t wo r k . We’ ve l ef t o ut n am es, p l ac es an d n um ber s, an d c h an ged so m e

d et ail s, so n o o n e in vo l ved c an be id en t ifi ed . I t is gen er al  in f o r m at io n , n o t l egal , t ax o r fi n an c ial  ad vic e.

Th in k in g abo ut sel l in g a f r an c h ise? St ar t by seein g wh er e yo ur busin ess st an d s.

Se e whe r e yo ur busine ss sta nds →

Privat e & confident ial. N o ob ligat ion.

Past results are not a guarantee of future results. Every business and every sale is different.

https://freedomforfounders.com/sellabilityscore

