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Strategic Lead Generation
Sales & Marketing Planning


Please answer the following questions to the best of your ability.  The information you provide will result in a good understanding of your lead, and how to communicate a message that will produce results. 

7 Pillars Exercise
				
PAINS				
What are the Pains your ideal client (ie Potential Franchisee) experiences? The symptoms of the problem, not the root cause itself. It’s what your Lead feels the most though. Example: a person working a 9-5 job wanting more might feel the pains of financial difficulty, stress, exhaustion, unbalanced, no-control, overwhelm, exhaustion, uncertainty, etc…  Try to build a list of at least 4+  
· example - FINANCIAL PAIN / INCOME STRUGGLES
· example - UNBALANCED WORK-LIFE
· 
· 
· 
· 
· 
	











PROBLEM			
What is the actual root cause of what is causing your Lead Pain. For instance, if you are a husband going to your corporate or blue collar job each day, the Problem that they are trying to solve is not having proper balance in his life between a demanding job and a lack of control to be with his family.  Using each Pain Above, build a list of 3+ Problems for each Pain Point.

Pain #1 - Example - FINANCIAL PAIN / INCOME STRUGGLES:
· Financially struggling to get ahead;
· Wants to earn more money;
· 
· 
· 
· 

Pain #2 - ___________________________________          
· 
· 
· 
· 

Pain #3 - ___________________________________          
· 
· 
· 
· 

Pain #4 - ___________________________________          
· 
· 
· 

Pain #5 - ___________________________________          
· 
· 
· 

Pain #6 - ___________________________________          
· 
· 
· 

PROCESS and/or METHOD	
What is the Franchise Process and/or Method you utilize to deliver a solution / results for your client’s (ie Potential Franchisees) Problem. This is YOUR step-by-step Uniquely Strategic Process that is purely your own. It’s the HOW behind what you do.  Write your own short, precise, and similar to the example below, but unique to your business. 
EXAMPLE - Our Sangster PPF Method together with our unique Sangster Franchising System is the Double Barrel approach we use to help families create business assets that deliver financial security, life balance, and an opportunity to build a family legacy. 

Write Yours Here...


PRODUCES
What is the outcome or results that your process produces? This is the desired end result for your Lead (ie Potential Franchisee) to fully resolve their problem. ALSO - show proof if you can or have client testimonials that prove your Franchise System works. 
EXAMPLE - We support our Franchisees to create predictable, repeatable earnings leading to a balanced and fulfilled life for families and team members.

Write Yours Here… 
		
PRODUCT	
Now that you have addressed the first 4Ps, when you describe your Product, consider your answers to Pains, Problems, Process and the results it Produces so it becomes RELEVANT to your prospect because you are framing it in the right context. In 99% of all franchise cases, this answer writes itself. 
EXAMPLE - The Sangster Franchise System
Write Yours Here …… The ____________ Franchising System
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PRICING				
The perception of Value vs Price is extremely subjective. Often times, price objections arise because a Lead (ie Potential Franchisee) doesn’t have the right information at hand to weigh the cost vs opportunity of what you provide. When framed correctly together with the 4Ps above, your Pricing will allow your prospect to fully see how the opportunity you provide outweighs the cost. In the case of your Franchise, break it down so that its simple to understand and absorb.
EXAMPLE - Total Investment: $250,000 
$30,000 Franchise Fee
$75,000 Product
$95,000 Equipment
$50,000 Working Capital

Total Investment: 





PROMOTION				
How do you currently promote your Franchise?  What is working and what is not working?  Please list all the ways you currently Promote your Franchise Offering including Franchise Shows, networking, social media, paid advertising, Franchise Listing Sites (ex BeTheBoss), cold calling, partnerships, text message, voicemail, emails, video, etc  Lead generation can be bought, however that is not the singular strategy I recommend. Lead Generation is in fact, an experience, and the simpler and easier you make it, the more enjoyable the experience is resulting in More Leads being processed. 
EXAMPLE
3 Franchise Shows
12 Monthly Social Media (IG/FB/LI/Google) Campaigns
52 Weekly Franchise Content Posts to Social Media
3 Lead Listing Site (CFA/BeTheBoss/FranchiseCanada)
2 Printed Articles
12 Monthly Investment Webinars

Write Yours Here ……
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