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Franchising in The Netherlands 

Industry # franchise-
chains 

# outlets # employees € 1 million 
turnover  

Food retail 83 5.250 102.500 12.275 AH, C1000 

Non-food retail 190 10.900 72.500 10.295 Hema, Shoeby, Primera, 
Ouderenwinkel 

Catering 82 2.150 32.900 1.450 McDonalds, Subway 

Services 265 7.700 30.400 3.250 Multicopy, Hypotheker, 
Thomashuizen, Curves 

Others 59 2.450 10.250 1.950 Pirtek 

Total  679 28.500 246.700 29.230 

Source: EIM & Rabobank in cooperation with NFV; 2010 

•   Franchising: about 5% Dutch GBP 



Formula Management 

 Formula:  

− Distinctive and profitable 

− Proven in Dutch market: benchmark information is essential 

− Franchise management: adequate support & coaching of franchisees 

− Offering an exclusive protected area 

 

 Franchisee recruitment 

− Quality before quantity: do not make concessions! 

 

 Legally sound 

− Independent franchise organization 

− Franchise-contract aligned with European Code of Conduct 

− Franchise advisory board 

− Membership of NFV (Dutch Franchise Organization) is preferred 

 

http://images.google.nl/imgres?imgurl=http://www.fortunehotdrinks.com/fortune-franchise.nl/upload/Image/images/Logo NFVklein.jpg&imgrefurl=http://www.fortunehotdrinks.com/fortune-franchise.nl/63/samenwerking?PHPSESSID=cbcd71d489d005b152d4393a0a174c79&usg=__K2FypCv9Doo0Trf_zM-fhobwiJU=&h=243&w=549&sz=43&hl=nl&start=4&um=1&itbs=1&tbnid=xkNsa2-uFUPRxM:&tbnh=59&tbnw=133&prev=/images?q=logo+NFV&um=1&hl=nl&safe=active&sa=N&tbs=isch:1


Franchise and Finance   I 

 Franchisee: 

− Fees-paid versus profitability: “can I make a profitable business with or 
without the franchise formula?” 

 

 Franchisor: 

− Fees-received must lead to a profitable business, after reaching a certain 
market volume 

 

 

 Realistic business plan is required 

− Franchisor: “how can I converse Home Instead Senior Care into the Dutch 
Market?” 

 

 

 



Franchise and Finance   II 

 Solvency: 
− Initial risk bearing capital required: + 25% (private equity, venture capital?) 

Level depends on: 

− Investments (goodwill, initial losses) 

− Time path of growth 

− Off-balance liabilities (e.g. guarantees) 

 

 Liquidity: 
− Cash flow forecast (initial losses, uncertainty-margin) 

 

 Financial forecasts (management case): 
− 3-5 years; time path depends on number franchisees 

 

 „Worst‟-case‟ scenarios, because of: 
− Disappointing turnover franchisees 

− Disappointing number qualified franchisees 

− Disappointing market acceptance 

 

 

 

Franchisor 



Franchise and Finance   III 

 Investments: 
− Entrance fee, commercial office space, working capital 
− Personal income & living expenses 

 
 Solvency: 

− Initial risk bearing capital required: + 20-25%  
 

 Financial forecasts: 
− Cash flow forecast (initial losses, uncertainty margin) 1-3 years 
− Exploitation forecast 3 years 

 
 Credit application franchisee contains: 

− Personal biography, personal tax record previous year  
− Investment budget and financing overview, exploitation forecasts 
− Exploitation of the objectives, including competitive market situation (local)  

 
 Assessment and approval bank: 

− Entrepreneurship & financial personal situation 
− Governmental guarantee  

Franchisee 



Rabobank Offer 

‘Rabobank : the power of cooperation.’ 

 

 

 

 

 Franchisor:  

− Contact local branch Rabobank in cooperation  
with central Team Franchising 

− A „Franchise Arrangement‟ provides a single  
point of contact 
 

 Franchisees: 

− Contact local branch Rabobank 

 

 Offering credit & loans, financial logistics, insurance of risks 

 

 

 



Closing Remarks 

 Solid formula: distinctive and profitable 

− Controlled implementation and benchmarking 

 Franchisee recruitment 

 Legally sound 

 Solid financial position franchisor 

 Rabobank financial partner 

 



Disclaimer 

 

This presentation has been prepared exclusively for Home Instead  Senior Care and does not carry any right of publication or disclosure. Neither this 

presentation nor any of its contents may be used for any other purpose without the prior written consent of Rabobank Nederland. The information in 

this presentation reflects prevailing market conditions and our judgement as of this date, all of which may be subject to change. This presentation is 

based on public information. The information and opinions contained in this document have been compiled or arrived at from sources believed to be 

reliable, but no representation or warranty, express or implied is made as to their accuracy, completeness or correctness. The information and 

opinions contained in this document are wholly indicative and for discussion purposes only. No rights may be derived from any potential offers, 

transactions, commercial ideas et cetera contained in this presentation. This presentation does not constitute an offer or invitation. This document 

shall not form the basis of or be relied upon in connection with any contract or commitment whatsoever. 


