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Request for Quotation – Franchising Partnership
· Introduction:
Franchising is a business relationship where a franchisor (a company or individual who owns the franchise system) grants a license to a franchisee (a company or person who contracts to use the franchise system) the right to use the franchisors brand and operating system for an initial fee (initial franchise fee). In return, the franchisee provides a share of the income back to the franchisor (a royalty). The license is contractual and is usually for a fixed period. The franchisor selects candidates to become strategic-partners in implementing the business plan and selling products and services to the franchisor’s customers using the proven franchisors business model and/or their proprietary products. A franchise model has in place policies and procedures to create consistency from one franchise location to the other.
As a growth strategy, it provides franchisors the ability to gain market share by increasing their points of distribution. Franchisors are able to grow and have committed individuals operating and driving the location. From a franchisee perspective, it allows the franchisee to get into business with support, a brand name and a proven business model. This helps to reduce the risks involved with getting into business.
It has become a part of almost every industry. Although people most often think of fast food when they think of franchising, it is also found in retail, service, automotive, business services, real estate and lodging.

· Franchising Hallmarks:
Franchising provides numerous benefits. Benefits often include:

· Becoming a part of an established brand
· Proven business model
· Mass purchasing power
· Cooperative advertising
· Operational support
· Training
· Ongoing research and development
· Test marketing of new products and services
· Easier access to financing
· Access to high profile locations

Hallmarks of a strong franchise include:

· Strong leadership
· Participative management with Franchise Advisory Councils
· Continuous training
· Evolving brand development
· Continuous improvement to the operating system
· Great communication
· A positive corporate culture
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Criteria for Franchising
· Satisfy an enduring need with suitable reward. The product or service offered must have long-term market potential.
· Possess a clear identity. 
· Display a proven track record. 
· Possess easily transferable operational methods. 
· Have capable management to provide adequate support.

Franchisee Selection Criteria
· Having experience in the telecom industry.
· Financial capabilities.
· Back-End facilities.
· Having the know-how of managing direct sales outlets.
· Having the awareness of ATRA. Rules and regulations.
· Knowing the market dynamics within the telecom industry.
· Knowing the market-place within the assigned region.
· Willingness of selling AWCC. Products and services.
· Having the ATRA. License of selling the telecom products and services.
· Exclusivity of selling AWCC. Products and services.
· Having strong reporting system.

Regions to Be Covered 
	Herat
	Kabul
	Kunduz
	Maimana

	Khost
	Farah
	Kandahar
	Jalalabad



Commercial Approvals
	Title
	Name
	Signature

	Franchising Manager
	
	

	Head of Consumer Sales
	
	

	Sales Director
	
	

	Chief Commercial Officer
	
	


Email Address:
 To:  sharifullah.sharifi@afghan-wireless.com and jobs@afghan-wireless.com CC: baseer.farahi@afghan-wireless.com
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