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ABSTRACT

Case Study of Settlement of Disputes and Complications of

Dinning-out Franchise Affiliates

Ki-Hong Kim
Ung-Yong Chung

Joon-Young Byun

This study is for an example of arbitration of a dining out franchise
company in Korea and franchise system currently is expanding and
developing to international trade. The main reason for that is franchising
has some benefits compared to the existing trades.

Korean dining-out industry has largely developed for the past 20 years,
but there are little world-class company of the industry, because dining-out
industry should go for qualitative as well as quantitative growth at the same
time. Korean dining-out industry has adopted licensing and joint-venture
among growth strategies, but the franchise system among them seems to
have taken its place as a representative strategy for management to develop
dining-out industry.

The history of Korean dining-out franchise industry is very short and it
is true that we have no a management philosophy of accompanying growth
with franchise due to a short experiences and recognition of top management
or managers and short-term strategy for branch expansion.

For a brilliant growth of dining-out franchise industry, to settle disputes

through arbitration, in case of disputes taking place, is very important,
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because the franchise industry is a frequent-trading sector, requires expert-
level knowledge, favors a closed examination and also needs a fast solution.
As the franchise industry has been sharply growing around the world, there
is more possibility of disputes, and various and complicated laws of the
industry are related to disputes as well, so much more expert-level
knowledge is required to solve disputes. Therefore, affiliated headquarters
hope a disclosed settlement of their disputes and their any disputes should
be fast settled for the benefits of affiliated members.

Key Words : Franchise, dining-out franchise industry, settlement of
disputes



