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OF FRANCHISE FAME:
ABOUT DAVID BARR
David Barr is a dynamic thought leader and strategic
operating executive with significant experience in
accelerating growth and transformation. Over the course
of his impressive career, he has garnered specific industry
experience in franchising, retail, restaurants, multi-unit
operations and mergers and acquisitions.
 
Current Chairman of the International Franchise
Association (IFA), David also serves on the board of
directors for an array of public and private companies,
both domestically and internationally. He was elected to
the IFA Board of Directors in 2011, and he serves on the IFA
Finance Committee and IFA Franchisee Forum.
 
Within these myriad leadership roles, David brings with
him solid expertise in all areas of franchising. He has
played an instrumental role in driving a multitude of high-
powered restaurant franchise brands to the forefront of
the industry. With a background sitting on various
corporate boards, as well as investing in brands as a multi-
unit owner and operator, he has unique insights into both
sides of the franchisee/franchisor relationship.
 
David currently sits on the board of Capriotti’s Sandwich
Shop, the Spice & Tea Exchange and Bistro Group, the
second largest franchisee of TGI Friday’s. He also serves as
Chairman of PMTD Restaurants and Affiliates, owner and
operator of 23 KFC and Taco Bell restaurants.
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FOREWORD AN OPTIMISTIC OUTLOOK
FOR THE FAST-GROWING
FRANCHISE INDUSTRY

When you have been in the franchise industry for nearly three decades, you experience all the
economic ebbs and flows that inevitably come in any sector.
 
Franchising has long outperformed a slew of other industries – even in tough economic times.
While the industry is capable of withstanding a harsh climate, not surprisingly, it also
flourishes during strong economic times like these.
 
For both franchisors and franchisees, the current climate and state of the franchise industry
are more than favorable.
 
Consumer spending is up, and emerging and established franchise brands alike are
experiencing great acceptance of their goods and services. Through their points of
differentiation, franchisors can easily find prospective franchisees and grow their brand.
 
At the same time, the robust economy also makes for an ideal investment period for franchise
candidates. A healthy economy and solid lending rates make it easier to raise the necessary
capital and more quickly recoup an initial investment. Strong consumer demand also ensures
greater profitability once the restaurant is up and running.
 
As the economy, franchise industry and foodservice sector are all thriving, it’s a great time to
invest in a restaurant franchise. As a prospective franchisee, you will want to make sure you
capitalize on the opportunity and invest in the right franchise brand.
 
Researching the right franchise brands and opportunities, and focusing on what makes their
goods and services unique can help you make the most of your venture.
 
After working with dozens of restaurant brands over the years, I have taken away some key
areas to look for, when investing in a restaurant franchise:
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WHY IS PASSION FOR THE 
PRODUCT SO IMPORTANT?

When it comes to restaurant franchise
investment, too many franchise prospects focus
first on the numbers – initial investment, market
demand, potential returns and countless other
facts and figures.
 
These are all essential in making a sound business
investment, but before delving into your
research, make sure you have a firsthand love and
have passion for the product.

PIN DOWN THE
PRODUCT’S DEMAND AND
DIFFERENTIATION

In order to identify a restaurant brand’s point of
differentiation, you need to ditch the analytical
lens for a minute – and focus instead on what you
will be offering to guests and why they will
choose you over the competition.
 
After all, a restaurant is only as good as the food,
and you want to invest in a concept whose
product you’ll be proud to serve.
 
Not only that, the quality of your product, and
your passion for it, will ultimately decide if you
blend in with the competition or stand above it.
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Regardless of whether you are already familiar with the
brand, you should do some research through firsthand
experience, while working to understand the product inside
and out.
 
That usually means visiting multiple existing franchise
locations and sampling the full lineup of menu items. If the
existing locations you visited have an appealing atmosphere
and high-quality, delicious food, it’s a concept you should
strongly consider.
 
Ask yourself if you would choose to visit the restaurant as a
consumer, and if you would be passionate and proud to serve
that experience and product to others.

HOW DO I KNOW IF I AM
PASSIONATE ABOUT THE
PRODUCT?
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WHERE CAN I FIND
OUT ABOUT THE
CONSUMER’S
PERCEPTION OF
THE PRODUCT?

Beyond getting a flavor for the food and
experience yourself, you should also talk to
brand fans and other restaurant patrons.
By going straight to the source, you can
understand how they feel about the food
and the brand, and why they favor it over
others.
 
Talking to franchisees and asking these
same questions will also help broaden your
understanding of the brand – at both the
consumer and entrepreneurial level.
 
Franchisee validation serves as another
dependable barometer of the brand and
product’s points of strength and
differentiation.

F IND OUT  WHAT THEY
LOVE ABOUT THE  FOOD

EXPLORE WHAT BRINGS
THEM BACK FOR MORE

ASK THEM HOW THEY
FEEL  ABOUT THE  BRAND
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HOW DO FOOD SERVICE CONCEPTS 
STACK UP IN THE FRANCHISE INDUSTRY?

After a positive firsthand experience with the
product, now is the time to delve further into 
your research about broader industry demand.

DIVE INTO THE HARD DATA
DRIVING THE INDUSTRY
AND YOUR INVESTMENT

There is a reason food concepts account for nearly
half of the entire franchise industry’s annual
financial output – people have to eat.[1]
 
Consumer demand for dine-out destinations is
undeniably healthy – and growing. So, it comes as
no surprise that thousands of restaurant
franchises have been cropping up to accommodate
that universal demand.
 
In fact, food concepts now make up more than one-
third of the 745,000 franchises in the United
States.
 
 
 
 
 
[1] https://www.designbusinessengineering.com/quick-service-restaurant-
franchising-changes-in-dynamics/
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The industry-wide demand and growth numbers are there,
and you have an expansive landscape of concepts from which
to choose. How do you know if the specific franchise you are
considering is a sound investment?
 
In addition to your own outside research, interviews with
the franchisor and management team can give you
unparalleled insights into the specific opportunity. Some
franchisees may be apprehensive to approach the franchisor
for these insights since a franchisor’s perspective is
understandably not always objective.
 
However, the right franchisor will level with you, be
transparent about the opportunity and provide clear,
concise answers to any questions you send their way. Since
they have access to more knowledge and visibility into their
own brand than anyone else, the franchisor is a great
resource to leverage.

HOW DO I KNOW THIS
FRANCHISE IS A SOUND
INVESTMENT?
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WHAT TYPES OF QUESTIONS
SHOULD I ASK THE
CORPORATE TEAM?
When interviewing the corporate team, be sure to ask both about franchise specifics
and industry abstracts. This will help you learn more details about your particular
potential investment, while also gauging whether or not the franchisor has a pulse on
the industry.
 
If a franchisor is up-to-date on industry trends – and understands their brand’s place
within the industry – it shows they are agile, dedicated to innovation and ready to
remain competitive in an evolving landscape. These will be key drivers for growth
within the brand.
 
Here are some examples of the types of questions you can ask to determine if it’s a
strong short and long-term investment:

FRANCHISE SPECIFICS
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HOW IS  YOUR BUSINESS MODEL
UNIQUE  AND ADVANTAGEOUS?

WHAT ARE  AVERAGE UNIT-LEVEL
SALES FOR YOUR FRANCHISE?

WHAT IS  YOUR 
P&L  MARGIN?

HOW DO YOU ENSURE STRONG
MARGINS FOR FRANCHISEES?



By asking broader industry-related and franchise-specific questions, you can get a
feel for your long-term revenue and growth potential, in addition to financial
insights into your initial investment.

INDUSTRY ABSTRACTS
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WHAT IS  YOUR POINT  
OF  D IFFERENT IAT ION?

WHAT DOES THE  DEMAND FOR YOUR
CORE PRODUCT LOOK L IKE  TH IS  YEAR?

WHY IS  THE  INDUSTRY
RIPE  FOR INVESTMENT?

H O W  D O  Y O U  C A P I T A L I Z E  O N  T H I S ?
 
 
 
H O W  D O E S  I T  T R A N S L A T E  T O  C O N S U M E R S ?

W H A T  A R E  S O M E  O F  T H E  B I G G E S T  C U R R E N T  I N D U S T R Y
T R E N D S ,  A N D  H O W  D O  Y O U  S E E  T H E S E  I M P A C T I N G
Y O U R  B R A N D ?

W H A T  D O  Y O U  A N T I C I P A T E  D E M A N D  W I L L  L O O K  L I K E
I N  U P C O M I N G  Y E A R S ?
 
 
H O W  D O E S  T H I S  C O M P A R E  T O  T H E  C O M P E T I T I O N ?



As a franchisee, one of the areas beyond product
and service you should also research is how
well you align with the franchisor’s values. This
can be as central to your success as unit-level
economics.
 
Just as you ask strategic questions to discern
the success of the business model, the
profitability of the product and overall
viability of the industry, you need to ask similar
questions to determine if the franchisor aligns
with your values.
 
Determining if your core values align with the
franchisor’s may be more difficult to pinpoint
than the financials, but it’s essential.
 
You are investing in a business as much as a
lifestyle change for yourself, so you want to
make sure your experience as a business owner is
a positive one – with a supportive franchisor
who’s on the same page as you.

THINK CULTURE, NOT
JUST CUISINE AND
CAPITAL
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WHERE DO I START WHEN
ASSESSING THE CULTURE?

Diving deeper into the culture and franchisee/franchisor relationship, you’ll want to
ask questions that signal that the franchisor views the relationship as a partnership –
built on mutual respect and success.

Make sure you stay deliberate during the validation process and interviews with the
management team, and ask the right questions to see if your goals align with those of
the franchisor.
 
When initially assessing company culture and brand values, you will want to ask
questions like:

WHAT ARE THE BUSINESS' GOALS?
 
 
IS THERE TRANSPARENCY WITH RESPECT TO
COMMUNICATION?
 
 
ARE DECISIONS MADE BASED ON DATA AND RESEARCH?
 
 
HOW EXPERIENCED IS THE MANAGEMENT TEAM, AND
HOW DOES THAT FIT WITH THE EXPERIENCE OF THE
FRANCHISEES?
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WHAT IS THE
FRANCHISOR’S
ROLE?

Franchising is based upon two-way
accountability between franchisors and
franchisees, and it is crucial to invest in a
brand with a franchisor who understands
the nuances, importance and value of this
relationship.
 
Franchisors are responsible for developing
and perfecting a replicable, scalable business
model – that is why you invest with them. From
training and operations to marketing and
business management, the franchisor is
accountable for providing you with a
comprehensive framework for success.
 
Their responsibilities are not over when they
give you the keys to a tried-and-true business
model, however. They should offer ongoing
support while spearheading high-level
initiatives that grow the brand, foster
greater recognition and catalyze system-wide
success.

Franchisors should be held accountable to:

GROW THE BRAND

CREATE UNIQUE BUSINESS PROPOSITIONS

VET AND RECRUIT STRONG FRANCHISE CANDIDATES

SUPPORT EXISTING FRANCHISEES

EXPAND AND SCALE THE SYSTEM

EVOLVE BRAND OPERATIONS AND OTHER AREAS
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As a franchisee, you are held accountable for execution at
the unit level. Your success is the franchisor’s success, and
operating a strong restaurant franchise also reflects on the
entire brand as a whole.
 
In addition to following the business model and upholding
high brand standards, you are also responsible for
delivering on the brand promise – not changing it. In other
words, guests should be able to expect the same high quality
and service at every franchise that bears the brand name.
 
Much of that comes down to your passion for the product
and concept, as well as your understanding and alignment
with the core brand values. When every franchisee is value-
aligned and mission-driven, they strengthen the brand
identity and stay committed to providing only the best for
guests.

WHAT IS MY ROLE AS A
FRANCHISEE?
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WHY IS THE FRANCHISEE /
FRANCHISOR RELATIONSHIP
SO IMPORTANT?
A strong franchisee/franchisor relationship is crucial to
the success of your individual franchise, as well as the
success of the brand. This relationship helps keep everyone
accountable and the brand on track for growth.
 
When there are mutual respect and open communication
between you and a franchisor, you are both able to
understand where you are, and how you can grow – both
for your unit-level business and the brand as a whole.
 
You are both working toward the same goal. You also both
have access to different insights and bring unique things
to the table. As a franchisee, you will be the closest to the
consumer, providing the franchisor with important
experience-driven ideas and observations.
 
Franchisors often have more data-based insights, so when
both sides are communicating effectively, you can work
together to improve the product and entire experience on a
brand-wide or unit level.
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OUTPACING OVERALL U.S. ECONOMIC GROWTH, THE FRANCHISE INDUSTRY FUNNELED
MORE THAN $451 BILLION INTO THE NATION’S ECONOMY – COMPRISING A REMARKABLE
SIX PERCENT OF TOTAL GDP. [1]
 
EXPERTS PREDICT AN IMPRESSIVE 2.6 PERCENT SPIKE IN THE NUMBER OF FRANCHISES
THIS YEAR, WITH FOOD FRANCHISES EATING UP A SUBSTANTIAL PORTION OF THAT
GROWTH. [2]

The franchise industry is strong and growing,
especially when it comes to the restaurant
sector.

JOIN THE RIGHT
FRANCHISE BRAND

In such a stable and secure climate, you can afford to be
selective when vetting restaurant franchise opportunities.
 
It goes without saying that your franchise should be a
profitable investment and business opportunity. But, even
beyond that, it should also be backed by a franchisor whose
culture aligns with your personal and entrepreneurial goals.
 
The right franchisor will understand the importance of your
partnership, as well as support your short and long-term goals
for growth and prosperity.
 
With a genuine passion for your product, unique
differentiators and strong franchisor support, you have all the
ingredients for success in the fast-growing food and beverage
segment.

[1] HTTPS://WWW.FRANCHISE.COM/BLOG/TOP-3-FRANCHISE-INDUSTRIES/
[2] HTTPS://WWW.FRANCHISEGATOR.COM/ARTICLES/GROWTH-EXPECTED-IN-2019-12744/

3 KEYS TO INVESTING IN THE RIGHT RESTAURANT FRANCHISE BRAND 16



TO LEARN MORE ABOUT OUR INVESTMENT OPPORTUNITY AND EXCEPTIONAL
CULTURE, CONTACT US AT 702-374-4746 OR FRANCHISING@CAPRIOTTIS.COM.

HOW DO I GET
STARTED?

 

W H E N  Y O U  H A V E  E V E R Y T H I N G  G O I N G  I N  Y O U R
F A V O R ,  Y O U  N E E D  T O  S T R I K E  W H I L E  T H E  O V E N ’ S  H O T .
 
I F  Y O U  A R E  R E A D Y  T O  K I C K - S T A R T  Y O U R  R E S T A U R A N T
B U S I N E S S ,  B A C K E D  B Y  A  D A T A - D R I V E N  A N D  V A L U E -
C E N T R I C  F R A N C H I S O R ,  C H E C K  O U T  T H E  C A P R I O T T I ’ S
F R A N C H I S E  B R A N D .
 
 


