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There’s a new role emerging in the franchise world: 
the franchise development officer (FDO). What is 
this leadership position, and why should everyone 
be paying attention? Let’s take a look.

WHAT DOES A FRANCHISE DEVELOPMENT 
OFFICER DO?

A franchise development officer (FDO) is someone 
relatively high up in a given organization whose 
job is to help expand the business through opening 
new franchise locations. Whether at the level of a 
director, a VP, or in the C-suite, this role focuses 
on developing growth strategies, recruiting new 
franchise owners, and managing the relationships 
with franchise owners once they’re on board.

In some ways, an FDO acts as an official bridge 
between the parent company and the individual 
franchise owners. On the parent company side, 
the FDO is leading the way in developing overall 
franchising strategy, while keeping in mind long-
term business performance, long-term value for 
stakeholders, and brand growth. On the side of the 
franchise owners, an excellent FDO will develop 
strong relationships with them, offering them the 
support they need during those crucial early stages 
of business, and ensuring that the best possible 
franchise candidates join the “family.”

WHAT MAKES A GREAT FRANCHISE 
DEVELOPMENT OFFICER?

Ideally, a franchise development officer will be 
someone who has worked with emerging brands. 
They’ll be comfortable “in the weeds” of franchise 
sales, and they’ll also be able to sit in the room and 
“at the table” for a legacy brand as it grows.

A successful FDO would most likely come from a 
strong franchising background, with experience 
in different areas of the niche being a major plus. 
A proven record of generating significant growth, 

working with an innovative development strategy, 
and bringing experience with deal-making and 
negotiations also are key skills.

Because of the unique position of an FDO, someone 
successful in this role will be particularly adept at 
communication and collaboration. They will work 
as part of the larger leadership team, ensuring that 
decisions made about franchising are in line with 
the overall business strategy. At the same time, 
the FDO is the person who works closely with 
individual franchise owners, hem, growing the 
brand, and building relationships of mutual trust 
and understanding to develop a thriving, dedicated 
franchise community.

THREE CHALLENGES FOR FRANCHISES

The rise of the franchise development officer role 
in many companies has been driven by a handful 
of factors in this fast-changing business world. Let’s 
look at three of the most important ones, and how 
an FDO can help smooth the way.

“The FDO is leading 
the way in developing 

overall franchising 
strategy”



1. INCREASINGLY DIVERSE CUSTOMER 
    NEEDS

When franchises grow, it’s all about reaching new 
customer bases and expanding into new markets. 
The side effect of this expansion, however, is 
that these new customers come with new sets of 
expectations and needs. Quite simply, the larger your 
customer base, the more likely it is to contain a much 
wider range of customer needs and wants.

To keep up with these evolving and diverse needs, 
an FDO can work with individual franchise 
owners. Those franchise owners can provide 
better information about their own communities, 
which in turn can be communicated up to overall 
company leadership. The FDO can also play a role in 
developing larger-scale customer data analysis and 
communication strategies to ensure that customer 
needs are being heard and understood.

2. NEW COMPETITORS ENTERING THE 
    SPACE

There’s no way to avoid it: every niche, even the ones 
that start out small, wind up expanding and getting 
more competition. Franchises are likely to be on 
both sides of growth: expanding into new markets 
that bring them into contact with new competition, 
and seeing their existing markets add competition 
as other businesses likewise expand. Keeping ahead 
of the competition and retaining clients are key to 
staying successful as the niche grows.

While the FDO should be staying abreast of 
important shifts in the market, this leader can also 
help to steer strategy towards excellence from within. 
It’s important for companies to keep an eye on what 
is and isn’t working for their clients, and to adjust 
accordingly. Keeping an eye on the competition can 
help, but an FDO can help maintain focus even as 
new franchise owners come into the fold.

 
3. MAINTAINING COMPANY CULTURE

Overseeing and maintaining company culture is one 
of the key responsibilities of an FDO. Expanding and 
adding new franchise locations is exciting, and there 
will likely be tweaks made to maximize the potential 
for success in each unique market. However, it’s 
crucial that expansion does not overshadow the 
culture that makes the company successful in the 
first place.

With franchising, it’s easy for things to wind up 
less centralized and less cohesive than might have 
initially been planned or wanted. With a strong FDO, 
who truly understands what matters most in the 
company’s culture, it will be much easier to ensure 
that every new franchise owner is on board and fully 
understanding what it means to be part of the brand. 
An FDO can always have a finger on the pulse of 
the company culture, receiving feedback about what 
is and isn’t working – both for customers and for 
employees – and developing strategies to address that 
feedback.
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