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WHAT IS THE QFP?
The QFP is the formal recognition of your professional knowledge and
experience in franchising. It demonstrates that you understand the complexities
and best practice in franchising and have invested time to continuously develop
your understanding.
Intrinsically linked to the learning from standards led learning events, this
qualiﬁcation allows you to capitalise on the synergy between extended
learning and existing good business practice. You can increase and extend your
knowledge and experience in synergy with your ongoing work commitments.
All course modules and learning events that make up the core and elective
learning for the QFP are provided by the British Franchise Association and
companies accredited by the bfa.

BENEFITS OF THE QFP
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Industry-wide
recognition

Demonstrable
competitive edge

Increased franchising
knowledge

Increased value to
your business

Improved business
effectiveness

Enhance career
opportunities
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WHO IS THE QFP FOR?
Anyone who is wanting to demonstrate their experience and strengthen
understanding of an ethical approach to franchising can do the QFP, including:
•
•
•
•
•

Industry Advisers
Franchise Owners
Directors
Managers
Franchisee Support Staff

WHO IS ELIGIBLE?
Anyone can complete individual modules of the QFP however, to undertake the final
element and qualify, your brand must be a member of the British Franchise Association.

USING THE QFP
The QFP letter letters and logo enable you to demonstrate experience to prospects and
colleagues. We would recommend using the qualiﬁcation as a value-add investment for
employees. Staff can feel valued by the investment in them to go through a recognised and
structured qualiﬁcation.
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HOW IT WORKS
Register

To secure your place
and start your QFP
journey

Engage

Submit

Send over your
professional dialogue
and CV

Interview

Start engaging with
learning events to
begin building your
points

Attend your panel
interview

Book On

Qualify

Sign up for the core
learning modules. All
core learning modules
must be attended

Reach
3,000 QFP
points !

Complete your QFP
and recieve your
certificate

Retain

Ensure you retain
your QFP by engaging
in ongoing learning *

* 600 points minimum need to be obtained per year to continue with your QFP status
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LEARNING EVENTS &
MODULES
Core Learning Events
The British Franchise
Conference

Core Learning Modules
How to Understand Franchisees’
Financial Performance

Speed Up Your Network
Growth

How to Motivate
Franchisees

How to Monitor Franchisee
Performance
If you have already attended qualifying Workshops in the last two years, please provide details along with
your registration form, as they will automatically contribute towards your QFP.
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Learning Events
bfa Forum

bfa Masterclass

bfa Virtual Series

bfa Seminar

Franchise Training Centre
Workshops

Title of events and allocation of points may change at the sole discretion of the British
Franchise Association.
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COST
The QFP is designed to sit naturally with many existing learning events that you
are probably already involved in at some level. The total investment is unlikely to
exceed £3,000 over the three-year period.
There is a one-off £100 + VAT administration fee which will get you registered,
provide you with your delegate information and enable you commence your
journey to becoming a qualified franchise professional.

HOW TO REGISTER
To register for the QFP, Simply complete the registration form and return to
events@thebfa.org
OR
register online at https://www.thebfa.org/qualified-franchise-professional-qfp/

PREVIOUS EXPERIENCE
Experience in franchising, which has been included in your registration form, may
entitle you to points towards your QFP. These points will be a maximum of 100
points per year, for up to ﬁve years’ experience.
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HOW TO UNDERSTAND A
FRANCHISEE’S FINANCIAL
PERFORMANCE
Why should you attend this course?
This course will give you a practical understanding of business finance and accounts, and
how this should be applied to the monitoring of a franchise network. Finances can provide
a wealth of information about a franchisee’s business and their performance but are often
overlooked by franchisors due to lack of time or understanding. This course will give you
the skills needed to understand and analyse accounts in an efficient way to boost the
performance of your network.

Workshop Outline - 2 days
Examine the makeup of the cash flow forecast, profit and loss account and
balance sheet

Understand how to prepare a profit and loss account from a trial balance

How to use key ratios, trend & comparison analysis to review accounts &
identify areas for improvement
Introduction to a range of basic accounting principles & techniques, including
double entry bookkeeping
Apply learning in practical case studies by examining two sets of franchisee
accounts, identifying red flag areas and reviewing how these can be questioned
to potentially improve performancet
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Learning Objectives
Basic principles of accounting
practice

The principles of double entry
bookkeeping

Process of producing the profit &
loss account

Key headings in the Balance Sheet

Cash flow statement understanding

Detailed review of a Balance Sheet

Purpose & process of producing
management accounts

Key elements of ratio analysis,
comparison analysis, and evaluation

Analyse and evaluate two sets
of profit and loss accounts and
balance sheets from theoretical
franchisees

Prepare a sales, profitability and
cash flow forecast and understand
the importance of cash flow

Who Should Attend?
Franchisors
Maintain a
comprehensive
understanding of
your franchisees’
finances,
benchmarking and
analysing to drive
improvements.

Franchise
Managers

Management
Teams

Professional
Advisors

Provide better
support for your
franchisees by
understanding the
financial strengths
and weaknesses in
their businesses.

Gain a clear
overview of
your franchisees’
performance,
recognising
financial pressure
points before they
become critical.

Learn the key
indicators behind
a financially strong
and weak business
and understand
the advantages of
proper financial
monitoring.
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HOW TO MARKET YOUR
FRANCHISE AND RECRUIT FOR
NETWORK GROWTH
Why should you attend this course?
Recruiting the right franchisees in the right manner is a critical factor in the successful
growth and long-term sustainability of franchise brands.
Recruiting franchisees is often quoted as the most difficult aspect of franchising. Finding the
right franchisees in the right place at the right time is hard enough for any system.

Workshop Outline - 2 days
Build your fundamental understanding of best-practice recruitment processes

Gain insight into franchisee concerns and what they are looking for
in a business
Understand the components of a franchise offer, and how to improve
the offer

Identify improvements in recruitment promotions

Common recruitment mistakes and how to avoid them
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Learning Objectives
Current marketplace for
recruitment

Why people buy a franchise

Establishing a marketing &
recruitment budget

Dual roles of sales and recruitment
activities

Establishing a franchisee profile

Background to decision making
process

Suitable marketing media for
franchisee profile

Ethics of recruitment and
disclosure

Three core principles of
recruitment process

Changes in marketing & buying/
selling process

Stages of recruitment process &
delivery of information

Marketing messages and how to
generate response

Who Should Attend?
Franchisors
Understand the
role of your
recruitment team,
the challenges
involved in
recruitment and
the elements
required for
a successful
recruitment
program.

Recruitment
Managers

Management
Teams

Professional
Advisors

Learn best practice
across a range
of recruitment
activities and
improve methods
for generating
and qualifying
franchise inquiries
into sustainable
relationships.

Fully understand
what a professional
recruitment
process looks like,
your role in it,
and how you can
improve it.

Learn the
intricacies of
one of the most
difficult aspects of
franchise growth to
better understand
and support your
clients.
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HOW TO MOTIVATE
FRANCHISEES
Why should you attend this course?
This course will give participants an enhanced appreciation and better understanding
of why it is imperative to motivate and inspire franchisees. One of the most important
functions of franchisee management is to create willingness amongst the franchisees to
perform to the best of their abilities.

Workshop Outline - 1 day
Understand the value of franchisees setting both personal and business goals
to guide and inspire their activities
The ‘life cycle’ of a franchisee & the different motivational approaches that will
be needed at each stage
Theories of motivation and the franchisor’s role in using leadership skills to
motivate franchisees
Various recognition and reward strategies needed to help franchisees achieve
their view of success
Evaluate your own personal leadership style and consider how other styles
may be more effective under certain circumstances
The importance of identifying and sharing goals within the support staff
structure and how they can support individual franchisees to achieve goal
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Learning Objectives
Key reasons for franchising

Theory of motivation

Key reasons/motivations for
starting a business

Reasons why prospects choose
franchising

How a franchisee’s view of success
will vary

Leadership styles appropriate for
circumstances

Personality and life cycle of a
franchisee & how motivational
approaches will differ at each stage

Identifying and sharing goals
to allow support staff to help
franchisees achieve them

Importance of setting personal &
business goals

Role of leadership skills in
motivating franchisees

Recognition and reward strategies
and motivational techniques that
are required

Activities contributing to
franchisees running successful
businesses, where improvements in
performance benefit franchisee and
franchisor

Who Should Attend?
Franchisors
Drive better
performance by
appreciating the
different personal
and professional
motivators of
franchisees, and
the impact of your
leadership style on
them.

Business
Development
Managers
Understand the
different thinking
methods, both
theoretical and
practical, that will
help you maximise
their business
growth.
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Management
Teams

Professional
Advisors

Gain insight
into motivating
across a mix of
personalities,
managing the
process and
thinking differently
about your
network growth.

Understand your
clients’ mind-set
and the challenges
they face daily to
foster growth in
their business.
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HOW TO MONITOR
FRANCHISEES’ PERFORMANCE
Why should you attend this course?
Underperforming franchisees can damage the brand, drain support resource and
erode the value of their own businesses. Identifying the symptoms and causes of
underperformance at the earliest possible opportunity, and applying the correct
intervention strategies and tactics, can preserve and grow a franchisee’s equity, as
well as reduce risks to the franchisor and the rest of the network.

Workshop Outline - 1 day
Why it is important to maintain standards within the franchise network

Skills needed to develop or enhance a robust framework for monitoring the
performance of franchisees
Understand the role of monitoring performance and what the consequences
of not doing so might be for both the brand and business, the customers and
the other franchisees of the brand
Key areas to monitor to avoid such damage in the first place and how these
are documented
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Learning Objectives
How the franchise agreement
establishes activities and
procedures to be monitored

Why franchisee performances
needs to be monitored to avoid
damage

Common causes for poor
performance in own franchise

Roles of franchisor & franchisee in
maintaining standards

Issues generated by
underperformance

Key areas standards are set out &
agreed

Role of monitoring performance to
protect brand, income, customers
and franchisees

Difference in financial value
between well and poorly
performing franchisees

How the brand may be damaged

Identify how business may be
damaged

Methods and opportunities
for performance monitoring
– reporting structures, field
visits/ meetings and internal
documentation

Case study review highlighting the
importance of regular monitoring
particularly against targeted
financial performance.

Who Should Attend?
Franchisors
Gain critical insight
into your network,
maintain brand
control, identify
issues early and
have the strategies
in place to solve
them.

Business
Development
Managers
Learn best
practice methods
on ensuring
franchisees are
following brand
standards.
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Management
Teams

Professional
Advisors

Understand
how and why
to monitor
performance
and learn the
performance
processes.

Understand the
whole picture
when it comes
to your clients’
growth, the vital
importance of
brand standards
and their impact on
the wider network.
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THE BFA BRITISH
FRANCHISE CONFERENCE
Why should you attend this event?
The British Franchise Conference hosts a wide array of professional speakers
and imperative content areas that are critical to the success of franchising. The
event is a flagship in the UK Franchising calendar and provides ongoing updated
learning and innovation within the franchise industry.

ADDITIONAL INFORMATION
In-house Training
The bfa offers in-house training on all of the core module courses. If you would
like to know more or wish to arrange in-house training, please contact us on
01235 820 470. Dates of upcoming QFP core modules are available on our
website www.thebfa.org

Inclusions
Each core module will also include:
•
Detailed handouts
•
Participation certificate
•
Personal action plan
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REGISTRATION FORM
Please fully complete the form below (2 pages) and scan in and email
events@thebfa.org

Prefix
First Name
Last Name
Address
Job Title
Company Name
Email
Telephone
bfa Membership Level

Payment Details
An administration fee of £100 + VAT applies to all registrations
Payment Method: 		

Card

Please debit my Visa/MasterCard/Maestro for £100 + VAT
Name exactly as appears on card
Billing address (if different from above)
Card Number
Start Date 				

Expiry 				

CV2

Issue Number (if Maestro)
Signature 									 Date
By signing this form I hereby declare that the information that I have provided above is accurate to the best of my knowledge.
Any falsiﬁed information may result in penalties towards my bfa Qualiﬁed Franchise Professional qualiﬁcation. I also understand
that as a registered delegate of the Qualiﬁed Franchise Professional, I will receive communications regarding the QFP and its
various elements.

Qualifications
Please provide details of any higher education or professional qualifications

Qualification Achieved

Year

Previous Courses
Please provide details of any previous Franchise Training Academy Workshops attended in
the last two years

Course Title

Date

Previous Experience
Please provide details of any previous experience in the franchising sector

Company & Position

Start - End Date

For Office Use Only
Payment received:						Points accured at registration:
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