MICRO-LEARNING SUPPORT GUIDE

How to Use This Guide

This guide supports Micro-Learning Lessons 26 through 30 and is designed to be used alongside
the corresponding video lessons. These lessons focus on key sections of the Franchise
Disclosure Document (FDD) and explain how each part contributes to understanding a franchise

opportunity more clearly.

Use this guide to reinforce what you hear in each video, slow down the learning process, and
organize important concepts in a practical, easy-to-reference format. Each section highlights what

the lesson covers, why it matters, and how it applies to real-world franchise evaluation.

The reflection prompts are intended to help you think critically about how the information applies
to your personal goals, financial situation, and expectations as a prospective franchise owner.
Reuvisit this guide as you move through the lessons to build clarity, confidence, and consistency

in your decision-making process.

FRANCHISE DISCLOSURE DOCUMENT (FDD) — MICRO LEARNING LESSON 26
UNDERSTANDING THE FRANCHISE DISCLOSURE DOCUMENT (FDD)

What this covers

This lesson introduces the Franchise Disclosure Document (FDD) and explains its role in the
franchise evaluation process. The FDD is a legally required document designed to provide
transparency, protect prospective franchisees, and outline the full scope of a franchise

opportunity.

Rather than serving as marketing material, the FDD is an objective disclosure tool. It details fees,
obligations, restrictions, risks, and the responsibilities of both the franchisor and the franchisee.
Understanding how the FDD is structured allows learners to navigate it more confidently and avoid

relying solely on verbal explanations or sales conversations.

By viewing the FDD as a resource rather than an obstacle, learners can approach franchise

evaluation with clarity, discipline, and realistic expectations.
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Key Takeaways
* The FDD is required by law
The Franchise Disclosure Document exists to protect prospective franchisees by ensuring full and

standardized disclosure before any agreement is signed.

» The FDD follows a standard structure
Most FDDs contain 23 required items, which makes it easier to review and compare franchise

opportunities across different brands.

» The FDD outlines obligations and risk
It discloses fees, financial commitments, litigation history, restrictions, and ongoing responsibilities

that impact long-term ownership.

* The FDD is not a sales document
Unlike marketing materials, the FDD is a legal disclosure document intended to inform — not

persuade.

* Careful review reduces surprises
Taking time to understand the FDD helps prevent misunderstandings after signing and supports

stronger long-term decision-making.

Why this matter
Many franchise candidates feel overwhelmed when they receive the FDD and either skim it
quickly or rely only on verbal explanations from the franchisor. This approach increases the risk

of missed details, unrealistic expectations, or future frustration.

Understanding the purpose and structure of the FDD puts learners back in control of the
evaluation process. The document provides critical insight into how a franchise actually operates,
what is expected of the owner, and how the system functions long term. Reviewing it thoughtfully

leads to better questions, stronger validation, and more confident decisions.
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Reflection Prompts

* How comfortable am | reviewing detailed legal and financial documents?

* Which parts of the FDD feel most important to my decision-making?

* What questions do | need to ask after reviewing the FDD?

» What professional support might help me better understand this document?

* How can the FDD help me objectively compare franchise opportunities?

Next Steps

With a clear understanding of the Franchise Disclosure Document, learners are prepared to
explore specific FDD sections in upcoming Micro Learning lessons. Continue building your
knowledge by reviewing additional lessons and tools available at aboutfranchising.org, designed

to support confident and informed franchise decisions.

FRANCHISE DISCLOSURE DOCUMENT (FDD) — MICRO LEARNING LESSON 27
THE FRANCHISOR: BACKGROUND, LEADERSHIP & LEGAL HISTORY (ITEMS 1-4)

What these covers

This lesson focuses on Items 1 through 4 of the Franchise Disclosure Document, which introduce
the franchisor and provide background on the people and entities behind the brand. These
sections explain who operates the franchise system, how long it has been in place, and the

leadership experience guiding its growth.

The lesson also addresses legal disclosures related to litigation and bankruptcy. These items are
designed to provide transparency and context, not to automatically qualify or disqualify a franchise

opportunity.

By reviewing these items together, learners can better understand the franchisor’s credibility,

experience, and stability before evaluating financial or operational details.
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Key Takeaways
* Iltem 1 introduces the franchisor and the system
This section outlines the franchisor’s legal structure, affiliated companies, operating history, and

how long the brand has been franchising.

» Experience matters more than age alone
Longevity does not guarantee success, but a franchisor’s experience operating and supporting a

franchise system is an important consideration.

* Item 2 explains leadership background
Reviewing executive experience helps assess whether leadership has relevant franchise and

industry knowledge.

» Litigation requires context
The presence of litigation does not automatically indicate risk. Patterns, frequency, and types of

cases provide more meaningful insight than isolated events.

» Bankruptcy disclosures are about transparency
Past bankruptcies may result from many factors. What matters is timing, relevance, and

demonstrated stability since.

Why these matters
Many franchise candidates react emotionally to litigation or bankruptcy disclosures without

understanding their purpose or context. This can lead to unnecessary fear or rushed conclusions.

Items 1 through 4 help learners step back and evaluate the franchisor as a long-term partner.
Understanding leadership experience, system maturity, and legal history supports better
questions, stronger validation conversations, and more confident decision-making throughout the

franchise evaluation process.
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Reflection Prompts

» What does the franchisor’s history tell me about system experience and focus?

* How relevant is the leadership team’s background to this franchise model?

* Do the litigation disclosures show isolated issues or recurring patterns?

» What additional context would | want to understand before drawing conclusions?

» How does this information shape the questions | should ask the franchisor?

Next Steps

With a clearer understanding of the franchisor’s background and leadership, learners are ready
to move into the financial sections of the FDD. In the next Micro Learning lesson, we’ll explore
franchise fees, total investment ranges, and what those numbers actually represent.

Continue building your knowledge by reviewing additional Micro Learning lessons and tools
available at aboutfranchising.org, designed to support informed and confident franchise

decisions.

FRANCHISE DISCLOSURE DOCUMENT (FDD) — MICRO LEARNING LESSON 28
FRANCHISE FEES & TOTAL INVESTMENT (ITEMS 5-7)

What this covers
This lesson focuses on Items 5 through 7 of the Franchise Disclosure Document, which detail the
costs associated with opening and operating a franchise. These items include the initial franchise

fee, other required fees, and the estimated total initial investment.

The goal is not to memorize exact numbers, but to understand what these costs represent, why
they vary, and how to interpret them realistically. By understanding these items, learners can

better assess affordability, risk, and potential return on investment.

Key Takeaways
* Item 5 explains the initial franchise fee
This upfront fee gives you the right to operate under the franchise brand. It typically covers access

to the system, initial training, and use of trademarks and operating systems.

* [tem 6 outlines other fees

These may include ongoing royalties, marketing contributions, technology fees, and renewal or
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transfer fees. Some are fixed; others are based on revenue. Understanding how and when fees

are calculated is more important than memorizing amounts.

* [tem 7 details the estimated initial investment
This section provides a range of total costs required to open a franchise. The range reflects
differences in real estate, build-out, equipment, labor, and permits. These numbers are estimates,

not guarantees.

* Investment ranges vary for real reasons
Wide ranges reflect real-world variability. Learners should understand what drives low and high

ends of the range and which factors they can control.

* Distinguish refundable vs. non-refundable costs
Some fees are refundable under specific conditions, while others are sunk costs. Understanding

timing and refund policies helps manage cash flow and reduce risk.

Why this matters
Many prospective franchisees focus on sticker price rather than understanding what the costs
actually cover. Misinterpreting these numbers can lead to unrealistic expectations, cash flow

issues, or selecting the wrong franchise for your situation.

By reviewing Iltems 5-7 thoughtfully, learners gain clarity on financial obligations, ongoing
responsibilities, and risk exposure. This understanding helps inform better questions for franchisor

conversations and smarter investment decisions.

Reflection Prompts

» Which costs will | have direct control over, and which will vary by market?

* How do ongoing fees like royalties and marketing contributions affect long-term profitability?
» What assumptions am | making about the lowest and highest estimated investment?

* How does understanding refundable vs. non-refundable costs change my planning?

* Am | comparing franchise opportunities fairly, considering both costs and support?
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Next Steps

Next, we’ll explore ongoing costs, territory, and operational control — including royalties,
marketing funds, and what it means to run a franchise system day to day. Each lesson builds on
the last, helping you move from curiosity to clarity and confident evaluation of franchise

opportunities.

FRANCHISE DISCLOSURE DOCUMENT (FDD) — MICRO LEARNING LESSON 29
ONGOING COSTS, TERRITORY & CONTROL (ITEMS 8-12)

What this covers
This lesson focuses on ltems 8 through 12 of the Franchise Disclosure Document, which detail

ongoing costs, territory rights, and the level of control a franchisor maintains over your business.

These items explain what you are required to purchase, your operational responsibilities,
available training and support, and the territory protections granted. Understanding this section is
critical to making an informed, long-term commitment and knowing what freedoms and limitations

you will face as a franchisee.

Key Takeaways

* Iltem 8 explains sourcing requirements

Franchisors often require you to purchase from approved suppliers or use proprietary products to
maintain brand consistency. The key is evaluating how reasonable and flexible these

requirements are.

* Iltem 9 outlines franchisee obligations
This section describes operational standards, reporting, training, and compliance expectations.

Clear expectations reflect a strong and well-organized system.

* Items 10 & 11 cover financing and support
Item 10 discloses any financing options or lender relationships, while Item 11 details training,
coaching, and ongoing support. Support is as important as brand recognition for long-term

Success.
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* Iltem 12 defines territory rights
Territory language explains whether your market is exclusive, its geographic boundaries, and
exceptions for alternative channels. Understanding your protection prevents overlap and future

conflicts.

* Franchising balances control and independence
You operate your own business, but within a structured system. Rules, brand standards, and

ongoing support are trade-offs for reduced risk and proven operational guidance.

Why this matters
Misunderstanding ongoing obligations or territory protections can lead to frustration, operational
challenges, or conflicts with the franchisor. ltems 8—12 clarify expectations and rules, helping you

plan your operations, understand limits, and leverage support effectively.

By reviewing these sections thoughtfully, learners can approach franchise ownership with realistic

expectations and avoid surprises that could impact long-term performance.

Reflection Prompts

» Which operational requirements will affect my daily business decisions?

» How flexible are the sourcing and product rules, and do they align with my goals?
* How much support will I need, and how does the franchisor provide it?

» What territory protections exist, and what gaps or exceptions should | understand?

* How do rules, obligations, and support affect my independence as a business owner?

Next Steps
Next, we’ll explore training, operations, and ongoing support in more detail, focusing on how
franchisors help franchisees succeed after opening. Each lesson builds on the last to help you

make informed, confident decisions.
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FRANCHISE DISCLOSURE DOCUMENT (FDD) — MICRO LEARNING LESSON 30
TRAINING, SUPPORT & OPERATIONS: (ITEMS 13-15)

What this covers
This lesson focuses on ltems 13 through 15 of the Franchise Disclosure Document, which explain

the training, support, and operational systems provided by the franchisor.

This section shows how the franchisor supports franchisees long-term — not just during the sales
process. It covers intellectual property, owner obligations, and the systems in place to ensure

consistency and operational success across the franchise network.

Key Takeaways

* Item 13 explains trademarks

Understand the brand name, logos, slogans, and other proprietary marks you are licensed to use.
Strong, protected trademarks maintain brand consistency and long-term value. Check for known

disputes or limitations.

* Iltem 14 covers patents, copyrights, and proprietary information
This includes proprietary systems, software, processes, and confidential business information.
These resources make the franchise system unique and are critical to protecting consistency

across locations.

* Iltem 15 details owner involvement
Learn what is expected of you in day-to-day operations. Some franchises require full-time, on-site
involvement, while others allow more flexibility. Align expectations with your availability and

lifestyle goals.

* Training programs matter
Training is an ongoing process. Review the length, format, attendance requirements, and

refresher opportunities. Strong training indicates a franchise committed to long-term support.
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» Operating manuals & systems provide guidance
The operating manual is the playbook for daily procedures, brand standards, marketing, and

compliance. Well-maintained manuals reflect a mature, structured franchise system.

« Evaluating support quality
Support is more than promises. Consider accessibility, field support, responsiveness, and

feedback from existing franchisees to gauge the system’s reliability.

Why this matters
Even the best franchise system can fail if franchisees are undertrained or unsupported. ltems 13—
15 clarify what resources, guidance, and operational systems you will receive, helping you plan

your role, leverage training, and assess whether the franchise aligns with your goals.

Understanding this section allows prospective owners to evaluate support objectively and ask

informed questions about ongoing assistance, operational tools, and field guidance.

Reflection Prompts

* How much day-to-day involvement is expected of me, and does it fit my goals?
» What training formats and ongoing opportunities will help me succeed?

» How robust and practical are the operating manuals and systems?

* How accessible and reliable is the franchisor’s support team?

» What feedback from current franchisees aligns with what’s outlined in the FDD?

Next Steps
Next, we'll review financial performance information and how to pair it with franchisee validation.
This final step helps bring all previous lessons together, giving you a clearer, more complete

picture to make informed, confident franchise decisions.



