
FRANCHISE CHIEF OPERATING OFFICER (COO) 
POSITION OVERVIEW

Finding the right person to step into operational leadership is one of the most consequential decisions you'll make as a founder.
The wrong hire sets your business back. The right one unlocks the next chapter for the company and for you.

This job description is designed for franchise founders who are ready to bring in an 
operational leader with a clear path to President. It's built to attract candidates who 
have done this before: scaled a franchise system, improved franchisee economics, and 
built the operating infrastructure that drives sustainable growth. Use it as a template, 
adapt it to your company's specifics, and filter for the right profile before you ever get on 
a call.

POSITION OVERVIEW

The Chief Operating Officer will serve as the operational leader responsible for 
accelerating franchisee success, system growth, and enterprise value creation. This 
executive will be expected to earn the opportunity to become Brand President within 
approximately three years by consistently delivering predefined operating and financial 
objectives.

This is not simply an operations role. It is a growth leadership position responsible for 
improving franchisee selection, accelerating franchisee ramp, increasing average unit 
volumes, strengthening franchisee profitability, enhancing franchisee validation, and 
creating the operating flywheel that drives sustainable franchise development.

The successful candidate has lived through a high-growth franchising journey, ideally 
helping scale a franchise system from approximately 100 units to 250+ units and 
ultimately worked in a brand with 400+ units while materially improving franchisee 
economics along the way.
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OPPORTUNITY

Over the next three years, this leader will help transform the business by:

Growing franchise units from approximately 100 to 250+
Improving Average Unit Volume (AUV) from approximately $400,000 toward top-
quartile performance of approximately $1M+ (2.5x current for units > 1 year)
Improving unit-level profitability and franchisee return on investment
Evolving the ideal franchisee profile
Redesigning franchise development qualification processes
Improving franchisee onboarding and speed-to-opening
Building repeatable operating systems that increase validation rates and franchise 
development velocity
Creating a scalable operating model capable of supporting 400+ locations

KEY RESPONSIBILITIES

Franchise Growth Strategy

Partner with franchise development to:

Improve franchisee selection
Refine ideal candidate profile
Increase franchisee quality
Improve franchisee capitalization standards
Increase validation rates
Improve close rates among qualified candidates

New Franchisee Success

Own the operating systems that determine franchisee success. 
Responsibilities include:

Opening faster
Revenue ramp
First-year profitability
Operational readiness
Sales coaching
Local marketing execution

Field support
Training curriculum
Manager development
Peer groups
Accountability systems
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Improve System Performance

Develop repeatable best practices across the franchise system and increase:

Average Unit Volume
EBITDA
Franchisee cash flow
Net Promoter Score (customer and 
employee)

Employee retention
Sales conversion
Labor productivity
Customer lifetime value

Franchisee Economics

Drive measurable improvement in:

Gross margins
Labor efficiency
Revenue mix
Pricing discipline

Marketing ROI
Customer retention
Productivity
Franchisee ROI

Franchisor Economics

Improve:

Royalty growth
Same-store sales
Technology adoption
Franchisee engagement

Renewal rates
Multi-unit ownership
New unit openings

Cross-Functional Leadership

Lead and align:

Operations
Training
Field Business Coaches
Marketing

Technology
Franchise Development
Customer Experience

Create one operating system that consistently produces successful franchisees.
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CANDIDATE PROFILE

The successful candidate will likely possess:

Required Experience

Executive leadership within a franchisor
COO, Head of Operations, Chief Franchise Officer, VP Operations, or similar
Service franchise experience (preferred) [substitute QSR, retail, etc., as applicable]
Home services strongly preferred [substitute industry or adjacencies, as applicable]
Has personally helped scale a franchise from roughly: 100 → 250+ units
Demonstrated improvement in AUV and franchisee profitability
Experience redesigning franchisee onboarding
Experience improving franchisee selection
Experience leading field support organizations

Ideal Background
Examples include franchisors in:
[Substitute based on sector/industry, like for like with adjacencies considered]

Home services
Restoration
Residential services
Commercial services
Senior services
Cleaning

Pest control
Lawn care
Property services
Fitness
Other service-based franchise models

Leadership Competencies
The successful executive should demonstrate:

Systems thinker
Data-driven
Operational excellence
Financial acumen
Franchisee-first mindset
High accountability
Builder of teams

Process improvement orientation
Strong coaching ability
Change management
Executive presence
Humility
Bias toward execution
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