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Why choose Lloyds Bank?

You'll have the support of our franchise team
and a banking package built to your needs

Our trained franchise managers will be with you from the
start, from funding the right opportunity to helping your
business grow.

Support when you need it most

Getting your franchise business off the ground will be
demanding, and our financial support can make a crucial
difference. We can fund up to 70 per cent of total set-up costs,
including working capital, subject to status. We can also have
your franchise legal agreement reviewed by a British Franchise
Association (bfa)-affiliated solicitor at a reduced fee.

Straightforward banking

Time is precious when you're starting a business, so we make
banking as straightforward as possible. Our telephone and
Internet banking options, alongside one of the UK's largest
branch networks and other services like text alerts, mean it's
easy to keep in touch and bank where and when it suits you.

Lloyds Bank has partnered with the British Franchise
Association to support you to fully prepare yourself to
become a franchisee by introducing a free online educational
programme to maximize your chances of franchising success.

The franchise model of ‘self-employment with support’ is home
to thousands of stories of people successfully transforming
their lives by going into business. By taking this course and
gaining a comprehensive understanding of that model, you're
putting yourself in the best possible position to join themin
transforming yours.

Improve your skill set by learning about important legal and
financial considerations as well as what franchisors look forin a
prospective franchisee. The PFC covers topics such as:

= What is franchising?
= Franchising opportunities available & how to evaluate them

= | egalities — confidentiality, deposits & the
franchise agreement

= Business planning, financials & banking relations

Benefits of the PFC:
= Understand the franchisee recruitment process

= Gointo franchising fully informed

= Make your application more attractive to prospective
franchisors through the knowledge acquired

= Appreciate how to successfully own and operate a business

Steps to completing the free franchise certificate PFC:
1. Register at bfa.trainme.tv

2. Watch each learning video and complete the assessment
following each module

3. Onsuccessful completion, your certificate will be issued
toyou

The PFChas been designed to be easily accessible on any
device, anywhere with aninternet connection in a single day or
in bite-sized chunks.
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Helping your business to flourish

You'll have access to Lloyds Bank’s full range of products and
services to help your business develop, and your relationship
team will help you tailor your choices to your individual needs.
You can take card payments for your goods and services using
Lloyds Bank Cardnet® and protect your growing business with
Lloyds Bank Business Insurance Services, provided by Arthur J.
Gallagher (UK), one of the largest insurance broking groups in
the world.

Franchising is our business

The Lloyds Bank Franchise team has in-depth knowledge of
the franchise sector. Lloyds Bank is an affiliate member of the
British Franchise Association and proud to support the growth
of ethical franchising in the UK. The bank assesses, reviews and
monitors the major franchise opportunities operating in the
UK and our relationship managers are available to discuss any
aspect of franchising with you.

Any property given as security, which may include your home, may be repossessed if you do not keep up repayments on your
mortgage or other debts secured oniit.

Alllending is subject to a satisfactory credit assessment and we will need your permission to carry out a credit check on you and
your business. You should not apply for an amount that you cannot comfortably afford to repay now and in the future to avoid
the possibility of legal action.



| want to get off to a great start

Launching your franchise

12 months A relationship that counts

Whether you're starting out in business for the first time or

Free banking for your start-up franchise have run one before, our franchise team provides invaluable
business. support. Our franchise managers are available throughout the
UK and will work closely with your local Lloyds Bank relationship
team to make sure that you have all the support you need.

Even before you start, we can give you details of where to find
solicitors and accountants who specialise in franchising. And
our franchise team are available to help you with your research
in finding the right business opportunity, through to business
planning, financial assistance, bank account services and
ongoing support once you are up and running.

Free business banking for the
first 12 months

To give your business the foundations to succeed, we give you
the first 12 months of your day-to-day business banking free.

Free day-to-day business banking includes cheques,

standing orders, cash, UK Sterling Direct Debits, deposits

and withdrawals. All we ask is that you operate your account

in credit or within agreed limits. Free electronic payments
include UK Sterling Direct Debits, Standing Orders, Debit Card
Transactions, Lloyds Bank/Other Bank ATM Withdrawals,
Internet/Phonebank Debits/Credits, Faster Payment
Debits/Credits, Internet Bulk Payments and Automated Credits.

We do not pay credit interest on balances during the 12 month
free business banking period. The free business banking period
is only available to new business start ups.



Business Finance Assistant

Linked to your Business Current Account, the Business Finance
Assistant gives you control of your finances. From cash flow
forecasting to invoicing, accounting, Digital VAT submission
and more; it helps automate business tasks, giving you time
back to focus on your business.

Key features and benefits

= Cash flow forecasting, highlighting predicted shortfalls
in advance.

= Customise and issue professional-looking quotes
andinvoices.

= Photo capture and store your receipts and expenses.

= Auto-categorisation of your transactions across your
business accounts.

= Digital VAT submissions. Ready for Making Tax Digital.

= Allow access to an unlimited number of users, including
your accountant.

= Ability to add multiple bank accounts from other providers,
once you've added your Lloyds Bank business account.

Is my business eligible?

= All Lloyds Bank UK Business customers are eligible to register
for the Business Finance Assistant.

= Pyblic limited companies are not currently eligible for
this service.

What you need to register
= Your sort code and account number.

= Please have yourinternet banking log on details, bank card
and card reader to hand.



Financial support that
suits my needs

Financial services tailored to your business

Depending on your needs, we can offer financial solutions
including loans, overdrafts, asset finance, commercial
mortgages, corporate cards and factoring and invoice
discounting provided by Lloyds Bank Commercial Finance.
Here's what our financial support can help you achieve:

= Buy the franchise.

= Pyrchase fixtures and fittings.

= Move into suitable business premises.

= Pyrchase stock.

Provide working capital.
= |mprove cashflow.

= Acquire essential equipment, machinery and vehicles.

Debtor management.

Staff training.
= Expand your business.

Protection for you and your business.

All'business borrowing is subject to status and the assessment
of your application and business plan. Contact the Lloyds
Bank Franchise Unit for an introduction to a locally-based
relationship manager who will discuss the financial support
you need.

of set-up costs,
can be funded by us,
subject to status.

Any property given as security, which may include your home, may be repossessed if you do not keep up repayments on your
mortgage or other debts secured oniit.

Alllending is subject to a satisfactory credit assessment and we will need your permission to carry out a credit check onyou and
your business. You should not apply for an amount that you cannot comfortably afford to repay now and in the future to avoid

the possibility of legal action.




What do | need to know
about franchising?

Achieve the dream of running your own business

Business Format Franchising

= Abusiness owner ‘franchisor’ grants a licence to another
individual or company ‘franchisee’.

= This entitles the franchisee to set up and develop their
own business using the trademark, name, know-how and
business systems of the franchisor.

= The franchise must be an established successful business,
not justan unproven idea.

The appeal of franchising

= Potential investors are attracted to a tried and tested
business model as well as receiving initial training and
ongoing support.

= A well-established franchise brings other benefits such as
brand recognition and collective buying power.

= There are a wide variety of franchise opportunities available
in the UK across a broad range of industry sectors.

= | easing a proven business system reduces many of the risks
that starting up a new business from scratch often involves.

= You'llbe working for yourself but with the support of the
franchisor in a mutually beneficial relationship.

= Banks like franchise businesses because you are investing in
atried, tested and proven business system with the back-up
and support of the franchisor.

How it works
As a franchisee you'll be leasing a business system from its
owner, the franchisor. This usually involves:

= Signing a comprehensive legal agreement setting out the
terms of the business relationship.

= Paying a licence fee to the franchisor for the right to set up in
business for a specified term.

= Using their established brand name, know-how, systems and
tried and tested business model.

= |nitial training and continuing support and guidance from the
franchisor and their team.

= Paying a management service fee or a mark-up on any goods
or services supplied by the franchisor.
= Building a viable business and goodwill which can eventually

be sold on to a third party subject to them meeting the
franchisor’s selection criteria.

Self-assessment

Running your own business can be tremendously rewarding but
will always be a challenge and demands great self-motivation.
Consider the following before you make a commitment:

= |ifestyle changes when you become your own boss could
include working longer hours, added pressure and stress and
financial uncertainty, particularly in the early years.

= What type of business will you have an aptitude for
and enjoy?
= Do you wish to be an owner operator or manage a team?

= Do you want to run abusiness from home, an office or
avehicle?

= What are your budget limitations and what opportunities are
out of range due to investment?

It's vital that you thoroughly research franchise opportunities
and take professional advice before making a commitment.
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E You should expect the franchisor to provide
you with guidance and support on all aspects of
running the business.



Help me make the right choices

Choosing the franchise that
works for you

The strength of the brand and the long-term viability of the
franchise will underpin your success. Unproven systems

that have not operated a successful pilot scheme carry

a significantly greater risk. When you undertake thorough
research you'll see that an established franchise has a track
record of success and possibly some failures. It is important to
investigate why they have been successful and what lessons
have been learned from the franchisees that have failed. Once
you've narrowed the options down to a handful of suitable
opportunities, you can make more in-depth investigations.

Speak to existing franchisees

Ask for a list of franchisees and take the time to speak to as
many of them as you can. The franchisor should provide this
information willingly once they establish you are genuinely
interested in their franchise opportunity. It is likely that they will
want to manage the process, but don't just speak to the people
the franchisor wants you to, who are likely to provide the most
favourable responses. You should choose which franchisees

to contact.

Initial and ongoing support

You should expect the franchisor to provide you with guidance
and support on all aspects of running the business. Their input
may include:

= Sales and marketing.
= General business skills.
= Business systems and operations.

= Financial management: accounting, book-keeping, payroll,
taxation, VAT,

= Purchasing and stock control management.

= Customer acquisition and retention.

= Staff recruitment, training and retention.

= Technology —equipment, IT skills, software, website.

= Regulatory requirements —data protection, employment law,
food hygiene, health and safety.

= Ongoing product and service research and development.

Financial considerations

The investment needed from you will vary depending on
the franchise opportunity, so you need a comprehensive
understanding of the costs to make sure you're not
overstretched. Think about how much you will need for your
personal commitments as it may be difficult to draw a wage
atfirst. It's good to have a reserve of funds that you can draw
upon in case the business takes longer than expected to

get established.

What do franchisors look for?

Franchisors are looking for self-motivated people who have
the drive to succeed. Remember they should be looking for

a certain type of person with the right skills and attributes

to fitinto their franchisee network and be aware that the
franchisor should ask you searching questions about your own
goals and motives for investing in the business. Franchising

is a partnership and you need to be certain that you can work
with the franchisor over time to build a successful business.



Key questions to ask franchisors

The franchise

1

10.

How long have you been franchising? Think about their
track record and the director’s background.

What professional support have you had in developing
your franchise? Have bfa-affiliated consultants and
solicitors been used?

What is your financial strength? Ask for the last three
years’ financial accounts. What capital has been invested
and is the business profitable? Consider if the business is
financially sound.

Who are the main competitors? Is the market developing?
How competitive is it? Does the franchise have

a competitive advantage or unique selling points? What
market research did they do?

How many franchisees are there? Speak to several
franchisees at different stages of their business as part
of yourresearch.

What are your development plans? Are there sufficient
resources? Consider how future developments will impact
the franchisee.

How is your head office organised? Look at management,
accounting, sales support and administration. Is this
awell-organised and significant business?

Did you carry out any pilot operations? Ifit's a new
franchise ask them to demonstrate its success.

How many franchisees have failed? What lessons have
they learned? They should be prepared to discuss these
failures openly.

How do you choose your franchisees? What skills and
attributes are they looking for and how selective are they?
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12.

Are you a member of the British Franchise Association?
If not, why?

Can | take up references? Bank reference or other
reliable sources.

Costs and projections

13.

14,

15.

16.

17.

18.

How much does the franchise cost in total? What is
included in the package and how much working capital will
be required? Is there any additional expenditure? Consider
if it's value for money.

What are the ongoing charges? Management service
fee, mark-up on goods or services, advertising levy, any
other costs.

What are the key financial ratios? Gross profit margin,
typical overheads, projected net profit, stock turnover,
debtor days and break-even figure. Are they realistic?

Canlsee actual trading figures from existing franchisees?
Think about your own projections and whether they are
realisticand achievable.

Are there any financial arrangements | should know
about? Vehicle and equipment leasing, supplier terms,
national accounts, requirements to replace equipment or
refurbish premises.

Is there a minimum performance requirement? Consider
the consequences of not achieving the required levels and
whether they are realistic.



£LL
o0

Ask about the competition and make
sure you understand the market as
well as the particular franchise.
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Methods

19. Isthe business seasonal? When is the best time of the year
tostart trading?

20. Canlchoose alternative suppliers? Am | obliged to buy
goods from nominated suppliers? Are there minimum

order levels?

21. Doyou allocate exclusive territories? Consider the
size, potential, restrictions and suitability of any

proposed territory.

22. Howlongis the initial franchise licence granted for? Is it
renewable? Is there a fee payable on renewal? What

happens at the end of the term?

23. Whatrestrictions will there be when | sell the business?
What penalties are there if the agreement is terminated

early? Are these terms acceptable?

24. What marketing programme do you have? What are the

franchisor’s and franchisees’ obligations?

Support

25. What training is provided? Consider both initial and
continuing training. Who pays for it? Is it classroom or
field-based training?

26. What support do you provide prior to the business launch?
Does the franchisor assist with site selection, lease
negotiation, design, refurbishment, equipment, vehicles,
staff recruitment and stock? What level of business launch

supportis provided?

27. What ongoing support do you provide? Who will deliver the

support? Are there regular review meetings and field visits?
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28. What supportis available if I runinto difficulties? Has the
franchisor had experience of successfully supporting other
franchisees with problems?

29. How often does the network get together? Are there
regular meetings and conferences where franchisees can

share best practices?

30. Canlmeetyourhead office team? What experience do

they have?

Questions to ask yourself

= Areyou able to follow a system?

= Doyou have the drive, tenacity and self-discipline

to succeed?

Canyou develop and sustain relationships with a wide range
of people?
Do you have the full support of your family?

Is the price right and will it deliver the returns you need?

Your decision

The franchisor’s responses will help you to make the right
decision. If they only seem interested in taking your money and
not supporting you to develop your own business you should
be prepared to walk away. You are looking for a franchisor

who is passionate about supporting you to build a successful
franchised business which will be ultimately beneficial to

both parties.

But you should also think about what you want out of your
business. If you value independence or want to run a business
without restrictions, franchising might not be the right option.
Be honest with yourself about franchising as a whole, and the
particular franchise you want to invest in.



Y

You should expect
guidance and support
from your franchisor

- throughout the life of

your business.
b




The foundations of a successful franchise

Common features to look out for

Brand

The franchisor owns the brand or intellectual property and
ensures that it is protected with appropriate trademarks.

The franchisor has an obligation to the franchisees to take

the necessary actions against those who damage the brand.
Threats can come from other businesses that copy the brand or
individuals within the network that operate outside the terms
of the agreement and who could damage the reputation of

the franchise.

System

The system will have been proven over a reasonable period of
time through the franchisor operating their own business or
demonstrating, through one or more pilot franchisees, that
the business can be successfully replicated elsewhere with the
right training and support. Any pilot scheme will have allowed
the franchisor to fine tune the system and operations manual.
The operations manual contains the franchisor’s know-how
and sets out the duties of the franchisee covering all aspects of
the business.

Support

Amajor attraction to investors interested in franchising is the
provision of initial training, ongoing support and guidance from
the franchisor. Most investors will have little or no experience
of running a business, so training and continuing support are
essential. Franchisees will require more support in the early
days of establishing their business, but they should also expect
guidance and support from the franchisor throughout the life
of the business.
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Agreement

The franchise agreement needs to protect the franchisor’s
brand, know-how and franchisee network, so it will be weighted
in their favour. It should at the same time be fair, reasonable
and enforceable. All franchisees should be on the same terms
and therefore the agreement will not be negotiable. Itis
advisable to get the agreement checked and explained to you
by a bfa-affiliated lawyer with franchising expertise.

British Franchise Association

The British Franchise Association (bfa) was formed in 1977 and
is the self-regulatory body that oversees franchising in the UK.
Their website www.thebfa.org is an important source of sector
information. The bfa run regular educational seminars for
prospective franchisees across the UK.

Membership of the bfa doesn’t guarantee that a franchise
will be a trouble-free investment, however, you will have the
comfort of knowing that the franchisor would have been
investigated by the bfa and reached their entry standards to
achieve accreditation.

The franchisor would also demonstrate that they are
committed to dealing with their franchisees ethically and fairly.
Allmember franchise systems are listed on the bfa's website.

D British Franchise Association
Tel: 01235820 470
Website: www.thebfa.org


http://www.thebfa.org

Frequently
asked questions

Answering some common concerns of new franchisees

How much can | borrow?

Ifyou are investing in a well-established franchise opportunity
with an excellent track record you may be able to borrow up

to 70 per cent of the total set-up costs including any working
capital requirement. Obviously any finance agreed will be
subject to status and the strength of your business plan. For
less established franchise systems the amount you can borrow
may be reduced. It is advisable to have a contingency reserve
fund to fall back on in case the business takes longer than
anticipated to get off the ground.

Will I need to provide security?

The bank may require security to support your application for
finance; however, this will depend on the amount you borrow.
In most cases security will be required, which would usually be
alegal charge over your main residential property provided
there is sufficient equity available. The bank is likely to require
a personal guarantee from the directors if lending to a limited
company. Other forms of security may be acceptable and
should be discussed with us.

What can | doif | haven't got
adequate security?

If there is insufficient security the bank could consider finance
under the Enterprise Finance Guarantee (EFG) for eligible
businesses. The Department for Business Innovation and Skills
(BIS) guarantees the bank for 75 per cent of the finance. As well
as interest, you will pay an arrangement fee, plus a premium

of 2 per centayear to the government in respect of their
guarantee on the outstanding balance of your loan.
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What should be included in my
business plan?

We provide a template to assist people in producing a suitable
business plan. A business plan should include information
about you and the business. It should also include profit and
loss forecasts and cashflow projections. The initial objective
of the document is to help you raise finance for the business;
however, it will also help you understand what you wish to
achieve from the business and is an essential document to
review the performance against your projections, alerting
you to anything that is not going according to plan.

How do | know whether franchising
will suit me?

Be honest with yourself —do you have the right skills and
attributes to successfully run your own business? Running

any business takes a great deal of self-motivation, discipline,
tenacity, drive and hard work. Franchising will not offer

you a get rich quick scheme and anyone who tells you
differently needs to be treated with caution. Most successful
franchisees display the following characteristics: they are good
communicators, excellent customer service providers, they
have good sales ability, are hard working and well organised.

What happens if the franchisor fails?

If the franchisor fails it could have far-reaching repercussions
forall the franchisees in the network. The brand name will

be devalued and any support you were receiving will stop.

It doesn’t necessarily mean that your individual franchise
business will fail; however, you will lose many of the benefits
that made franchising an attractive option in the first place.
You must thoroughly research the franchise opportunity before
making your commitment to invest.



Key activities before
you make a commitment

Further steps to help you make a successful start

= Complete the Prospect Franchisee Certificate online = Get the franchise agreement checked by a lawyer with
educational programme franchising expertise.

= Thoroughly research the available options — websites, = The business planis too important to leave to someone
exhibitions, franchise magazines and national press are all else. Our planning template will help you understand your
useful sources of information. objectives and how to achieve them.

= Attend a British Franchise Association franchisee = Presentation of the business plan isimportant — practice
education seminar. your delivery.

= Ask to meet the franchisor’s head office support team to = Ensure you have appropriate insurance cover.
establish who is going to provide support to you. = Putin place arobust procedure for chasing debtors.

= Speak to existing franchisees about their experiences and = Work in partnership with the franchisor who can share best
the support they have received. practice from other franchisees within the network.

= Discuss with your family what would happen if the business
were to fail and put a planin place.

Any property given as security, which may include your home, may be repossessed if you do not keep up repayments on your
mortgage or other debts secured oniit.

Alllendingis subject to a satisfactory credit assessment and we will need your permission to carry out a credit check on you and
your business. You should not apply for an amount that you cannot comfortably afford to repay now and in the future to avoid
the possibility of legal action.

14



| need solid professional advice

Discounted franchise agreement review

Itis essential that a franchise agreement is independently You should also have a professionally qualified accountant
checked and explained to you by a suitably qualified solicitor review your business plan forecasts and other figures. The bfa
before signing. A full list of solicitors is available on the also accredits accountants who have demonstrated their
bfa's website. expertise and experience in the franchise sector.

If you'd like to take advantage of our discounted fee review ah Visit www.thebfa.org for details.

offer, please complete the form on the following page.

Further information

— (3 & L[]

Franchise publications Useful websites Suggested reading
Franchise World www.whichfranchise.com ‘How to evaluate a franchise’ by
. www.franchiseinfo.co.uk Martin Mendelsohn. A valuable guide

www.franchiseworld.co.uk . ) .
www.gov.uk/browse/business from aleading franchise lawyer.

Business Franchise Available from Google Books.

www.businessfranchise.com ‘The Essential Women'’s Guide to Buying

Global F hi a Franchise’ by Clive Sawyer and Murielle

obalFranchise Maupoint available from Google Books

globalfranchisemagazine.com

The Franchise Magazine

www.thefranchisemagazine.net

What Franchise

www.what-franchise.com
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Please complete this form clearly in BLOCK CAPITALS to take advantage of this offer and send it to the address shown with
your payment and a copy of the agreement you wish to be reviewed. Additionally, you must provide proof of identity and your
residential address which can be a copy of your passport or photo driving licence together with two domestic utility bills.

Franchise Agreement Review Service Application

Title Mr/Mrs/Miss/Ms

I hereby authorise you to provide a copy of the franchise agreement

review assessment to Lloyds Bank Franchise Unit.

First name(s)

| understand that this is an independent service provided by Nina
Moran-Watson at a reduced rate negotiated by Lloyds Bank.

Surname

Full postal address

Postcode

Signature

Contact number

Date

Email address

Please provide an assessment of the enclosed franchise agreement

for the following franchise opportunity (insert franchise brand name):

Check that you have done the following before sending:
1. Fully complete andsign the application form.

Enclose the entire franchise agreement.

Enclose the required proof of identity and residential address.

Enclose your fee, correctly address the envelope.

CE R

Pay the right postage. Failure to provide any of the details requested will
delay the assessmentreport.

I hereby enclose my fixed fee of £370 plus VAT (£444.00)
by cheque payable to ‘NMW Legal/Franchise Consultancy
Services Limited’ for this independent Franchise Agreement
Review Service. In return | will receive a written assessment
from Nina Moran-Watson of the contract including any
recommendations.

Send to: Nina Moran-Watson

The Lodge House

Crow Lane, Tendring, Essex CO16 9AP

Tel: 0845 241 5633

Email: nina@nmoran-watson.co.uk

If the franchise agreement was originally written by

Nina Moran-Watson you will need to get it independently
checked by a franchise solicitor, preferably affiliated to the
British Franchise Association.
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Our service promise. If you experience a problem,
we will always try to resolve it as quickly as possible.
Please bring it to the attention of any member of
staff. Our complaints procedures for businesses
with an annual turnover of up to £25m are
published at lloydsbank.com/business/contactus
and for businesses with an annual turnover of
£25m or more they can be found at
commercialbanking.lloydsbank.com/contact-us/

Important information

Lloyds Bank plc Registered Office: 25 Gresham Street,
London EC2V 7HN. Registered in England and Wales
No. 2065. Telephone: 0207 626 1500.

Authorised by the Prudential Regulation Authority and
regulated by the Financial Conduct Authority and the
Prudential Regulation Authority under Registration
Number 119278.

We adhere to The Standards of Lending Practice
which are monitored and enforced by the LSB:
www.lendingstandardsboard.org.uk and apply to
businesses which have an annual turnover of no more
than £25 million.

Eligible deposits with us are protected by the Financial
Services Compensation Scheme (FSCS). We are covered by
the Financial Ombudsman Service (FOS). Please note that
due to FSCS and FOS eligibility criteria not all business
customers will be covered.

Lloyds Bank plc is an introducer to Arthur J. Gallagher
Insurance Brokers Limited who arrange and administer
Lloyds Bank Business Insurance Services and source
products from a panel of insurers.
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Cardnet®is a registered trademark of Lloyds Bank plc.

Factoring and Invoice Discounting may be provided

by one or more of Lloyds Bank Commercial Finance,

Lloyds Bank plc or Bank of Scotland plc. Asset Based
Lending and Debtor Protection facilities are provided by
Lloyds Bank Commercial Finance. Lloyds Bank Commercial
Finance Ltd. Registered Office: No.1, Brookhill Way,
Banbury OX16 3EL. Registered in England and Wales
no.733011. Lloyds Bank plc. Registered Office: 25 Gresham
Street, London EC2V 7HN. Registered in England and
Wales no. 2065. Authorised by the Prudential Regulation
Authority and regulated by the Financial Conduct Authority
and the Prudential Regulation Authority under registration
number 119278. Bank of Scotland plc: Registered Office:
The Mound, Edinburgh EH1 1YZ. Registered in Scotland
No.SC327000. Authorised by the Prudential Regulation
Authority and regulated by the Financial Conduct Authority
and the Prudential Regulation Authority under registration
no. 169628.

Lloyds Banking Group is a financial services group that
incorporates a number of brands including Lloyds Bank.
More information on Lloyds Banking Group can be found at
lloydsbankinggroup.com
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Help me start my franchise business

3 Visit lloydsbank.com/franchising

B franchising@Iloydsbanking.com

Please contact us if you would like this
information in an alternative format
such as Braille, large print or audio.

If you have a hearing or speech impairment you can use Relay
UK. More information on the Relay UK Service can be found
at: relayuk.bt.com/

Calls may be monitored or recorded in case we need to check
we have carried out your instructions correctly and to help
improve our quality of service.

Please note that any data sent via email is not secure and
could be read by others.

Important information

The British Franchise Association (bfa) was formed in 1977
and is the self-regulatory body that oversees franchising in the
UK. Their website www.thebfa.org is an important source of
sector information. The bfa run regular educational seminars
or prospective franchisees across the UK.

Membership of the bfa doesn't guarantee that a franchise will be
atrouble-free investment; however, you will have the comfort of
knowing that the franchisor would have been investigated by the
bfa and reached their entry standards to achieve accreditation.
The franchisor would also demonstrate that they are committed
to dealing with their franchisees ethically and fairly. All member
franchise systems are listed on the bfa's website.

British Franchise Association
Tel: 01235 820470
Website: www.thebfa.org
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