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Y Why This Playbook Exists

Most franchisors think they have marketing figured out. They
give franchisees a logo, a brand playbook, and some basic
marketing suggestions—then expect them to run effective
campaigns, attract customers, and drive revenue.

Here’s the problem: This approach doesn’t work.

Franchisees are not marketers—they're operators. They know
how to run their business, but they don’t have the expertise,
time, or resources to build and execute a scalable, high-ROI
marketing system. As a result, most franchise brands fall into
one of these three traps:

i} They leave marketing up to franchisees—leading to
inconsistent branding, wasted ad spend, and unpredictable
results.

F3 They hire an in-house team—which costs hundreds of
thousands of dollars per year and still doesn’t scale
efficiently.

EJ They rely on marketing agencies—which creates
dependency, reduces control, and often fails to deliver long-
term growth.

The result? A marketing model that’s reactive, expensive,
and impossible to scale.

But what if there was a better way?
What if franchise marketing didn’t have to be a cost center—

but could instead be a profit center that fuels long-term
growth?



What if you could have a done-for-you, Al-powered
marketing engine that franchisees simply plug into—
while you earn recurring revenue from every location?

# That’s exactly what this playbook will teach you.

This isn’t just a marketing guide. This is the blueprint for
turning your franchise into a self-sustaining, high-growth
machine. By the end of this playbook, you'll have the
knowledge, strategy, and system to:

Attract more customers, predictably and at scale.
Give franchisees a plug-and-play marketing
system that drives results.

Turn marketing from an expense into a new
recurring revenue stream.

Scale your brand faster, more profitably, and with
less stress.

¥y Let’s get started.
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Chapter 1

The Franchise Marketing
Advantage

Why Most Franchise Marketing Sucks
(And How to Fix It)

Most franchisors think they have marketing figured out.
They hand franchisees a logo, a basic playbook, and a
“figure it out” strategy. Then they wonder why:

X Their locations struggle to get new customers
X Some franchisees nail marketing while others tank
X There’s zero consistency in branding or results

Here's the reality: Franchisees are NOT marketers.
They're operators. They know how to run a business. But
expecting them to be marketing experts is like expecting a
chef to be a financial analyst. Wrong skill set.

The Fix? A system that removes the
guesswork—one that makes marketing so

simple and repeatable that every franchisee

dominates their local market effortlessly.
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The 3 Biggest Marketing Challenges for
Franchisors

¢ 1. The Brand Consistency vs. Local Marketing
Dilemma

o Corporate wants brand uniformity—same messaging,
same visuals, same campaigns.

e Franchisees want local flexibility—customizing their
offers, running their own promotions.

e The clash? Inconsistency kills trust & conversions

Q & Solution X

The best franchise brands give structure without

rigidity. They set clear marketing guardrails
(messaging, offers, brand elements) while allowing
localized customization.
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¢ 2. Lead Generation That Scales (Without Wasting
Ad Spend)

e One-off promotions don’t work.
e Franchisees waste money testing ads that fail.
e Most don't even track what’s working.

Q & Solution X

A franchise marketing system should:

Automate lead generation (so franchisees don’t

waste time & money).

Standardize winning ad campaigns (so nobody is
“reinventing” marketing).

Use Al & data tracking (so marketing improves
every month).
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¢ 3. The Franchisor Bottleneck: Time, Resources &
Scaling Issues

¢ Managing marketing for 10, 100, or 1,000+ locations is
a nightmare.

e Hiring an in-house team? Expensive & hard to scale.

e Outsourcing to an agency? No control over results.

Q & Solution X

The top franchise brands build a plug-and-play
marketing system that:

Works for all franchisees, at any stage.
Runs on automation & Al.
Scales effortlessly with the brand.
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Fixing Your Franchise Marketing Now

1. Audit Your Current Marketing System

e What's working? What's failing? Do franchisees
actually follow your playbook?

2. Set Clear Brand Standards

e Define non-negotiables (logo, core messaging,
visual identity).
e Allow local flexibility for offers & engagement.

3. Implement a Scalable Lead Gen System

e Test & document a repeatable process that all
franchisees can use.

e Stop relying on random promotions. Build long-
term, predictable customer acquisition.




Chapter 2

The 5 Pillars of High-

Performance Franchise
Marketing




Chapter 2

The 5 Pillars of High-
Performance Franchise
Marketing

How to build a scalable, automated, and profitable franchise
marketing system

Why Most Franchise Marketing Systems Fail

Most franchisors have some kind of marketing playbook—
but here’s why they fail:

X It's outdated (built years ago, not optimized for today’s
market).

X It's not data-driven (decisions based on gut feel, not
numbers).

X It's fragmented (every franchisee runs their own version
of marketing).

The best franchise brands don’t leave marketing up to
chance. They follow a system.

A high-performance franchise marketing system is built on
5 core pillars:
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# Pillar #1: Brand Consistency at Scale

(Why a McDonald's burger tastes the same in NYC & LA—
and how to apply that to marketing)

Why It Matters:
e Customers trust brands that are consistent across
locations.
e Confused customers don’t buy. If every franchisee is
marketing differently, trust collapses.

How to Implement:

B} Standardized Brand Messaging — Create a brand Bible
(voice, tagline, messaging) that EVERY franchisee follows.

F3 Pre-Approved Marketing Assets — Ads, social media
templates, email sequences—ready to use.

EJ Automated Brand Compliance — Use Al tools that ensure
all marketing stays on-brand & legally compliant.

OmoTe

o Starbucks & McDonald's control their
marketing without killing local flexibility.
e Your system should allow franchisees to

customize local offers but keep branding
100% uniform.
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# Pillar #2: Al-Driven Lead Generation (Stop
Relying on Luck to Get Customers)

(Most franchisees have no clue how to run ads—fFix that now.)
Why It Matters:
¢ Franchisees waste THOUSANDS on ads that don't
convert.
o A centralized lead gen system creates predictable
customer flow for every location.

How to Implement:

D Build a Franchise-Wide Ad Library — A/B test ads at
corporate, then give franchisees pre-optimized ad templates.
3 Automate Lead Follow-Up — Al-powered SMS, email,
and chatbot sequences convert leads without human error.
E) Track Lead Cost & ROI by Location — Every franchisee
sees their ad spend vs. revenue in real-time.

o JULL

e Most businesses don’t have a lead problem
—they have a follow-up problem.

* 80% of sales come after 5+ follow-ups, but
most businesses give up after 1-2 attempts.

% Example:
¢ Franchise A runs Al-powered follow-ups =
40% increase in conversions.
e Franchise B relies on manual outreach =

leads go cold & ad spend is wasted.
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# Pillar #3: Automated Follow-Ups &
Conversions

(How to convert more leads—without hiring more sales staff)

Why It Matters:
o Leads are useless if they don't convert into paying
customers.
e Speed-to-contact is EVERYTHING—the first business
to respond wins.

How to Implement:

i} Al Handles Follow-Ups — Auto-replies to new leads via
text, email & chat within 60 seconds.

3 Appointment Booking Built-In — Leads book
calls/visits on autopilot. No manual scheduling.

E) Drip Sequences & Retargeting Ads — Lead goes cold?
Al retargets them with an offer.

OmoTe

o Leads that are contacted within 5
minutes are 100X more likely to convert
than leads contacted after 30 minutes.

e Franchisees should never manually
follow up with leads. Al & automation
does it better.
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# Pillar #4: Recurring Revenue & Customer
Retention

(How to maximize customer lifetime value & profits—without
extra work)

Why It Matters:

¢ Acquiring a new customer is 5-7X more expensive than
keeping an existing one.

e Most franchises focus too much on new customers &
ignore retention.

How to Implement:

i} Loyalty & Rewards Programs — Incentivize repeat
visits. Discounts, points, VIP tiers.

FJ Automated Email & SMS Nurture — Don’t let customers
forget you. Weekly value-based content & offers.

EJ Subscription & Membership Models — Recurring
revenue = higher franchisee profits.

OmoTe

e The biggest missed opportunity in

franchises? Not capturing customer data.

e Email, SMS & loyalty programs = long-
term, repeat customers.
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% Pillar #5: Data-Driven Growth &
Optimization

(Stop making decisions based on “gut feeling”—use
numbers instead.)

Why It Matters:

o Data = the new oil. Brands that use real-time data
DOMINATE their markets.

o What gets measured, gets improved. If you don't track
ad costs, lead sources, retention rates—you’re flying
blind.

How to Implement:

BB Live Franchise Performance Dashboard — See real-time
marketing ROI for every location.

F3 A/B Testing Culture — Constantly optimize ads, offers,
and customer engagement.

E) Predictive Analytics — Use Al to forecast revenue,
customer churn, and future sales trends.

OmoTe

e The top 1% of franchises don't just track
revenue—they track:

e Cost Per Lead (CPL)

e Customer Lifetime Value (LTV)
¢ Retention & Referral Rates

e Franchisee Marketing ROI
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How to Build a High-Performance
Franchise Marketing System

1. Audit Your Current Marketing System
e Do you have a structured, repeatable system in
place?

2. Implement Al & Automation
e Where can you eliminate manual work and
replace it with automated systems?

3. Track Key Performance Metrics
e Start measuring lead gen, conversion rates, &
retention. What gets tracked, gets improved.
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Chapter 3

The Franchise Success
Formula

How to Scale Profitably While Making Every Franchisee a
Top Performer

Why Some Franchise Brands Dominate (And
Others Struggle)

You ever notice how some franchise brands explode (think
Chick-fil-A, McDonald's, Orangetheory) while others stall out
and fade away?

It comes down to one thing: SYSTEMS.

Every successful franchise has a clear formula for:

/ Attracting customers predictably (Marketing)

+/ Converting leads into paying customers (Sales)

/ Delivering an experience that creates repeat business
(Fulfillment)

The Problem?
Most franchise brands don’t operate like a machine.
Instead, they:
X Let every franchisee "figure it out" (causing
inconsistency)
X Lack a repeatable marketing & sales process
X Focus too much on new customer acquisition but ignore
customer retention

The best franchises follow a simple, scalable formula. And
today, you're getting it.
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# The Franchise Success Formula (3 Core
Systems Every Franchise Needs)

1. Customer Acquisition (Marketing System)

2. Sales & Conversion (Sales System)

3. Customer Retention & Lifetime Value (Fulfillment
System)

4 System 1: Customer Acquisition (Marketing
That Actually Works)

(How to Get More Leads & Customers Without Wasting
Money)

Most franchisees have no clue how to market. They throw
money at ads, boost random social posts, or rely on “word of

mouth.”

The Fix? A franchise-wide marketing engine that
generates predictable leads for every location.

#% How to Build a Scalable Franchise Marketing System:

B} Use the 10x10x10 Plan (We'll break this down in detail
later)

F3 Test Marketing at the Corporate Level FIRST (Then
give franchisees what WORKS)

EJ Automate Lead Gen & Follow-Ups (Al & retargeting =
more customers, less effort)
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PROTIP

The top 1% of franchises track every
marketing dollar. If you don’t know:
/ Cost Per Lead (CPL)
 Conversion Rates

+/ Customer Lifetime Value (LTV)

..then you're flying blind.

Set up a marketing dashboard
to track what’s working &
eliminate wasted ad spend.
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% System 2: Sales & Conversion (Turning
Leads into Paying Customers)

(Marketing gets attention—SALES gets money in the door.)

You don't have a lead problem. You have a conversion
problem.

¢l 3 Steps to a Scalable Sales System:

i} Speed-to-Lead: Follow up within 5 minutes or lose the
sale.

3 Follow-Up Sequences: Use Al-driven SMS & email to
nurture leads automatically.

E) Upsell & Cross-Sell: Maximize revenue per customer by
offering memberships, bundles, or premium services.

OmoTe

e [f your franchisees manually follow up with
leads, they're losing sales. Automate it.

e The highest-converting franchises use pre-
scripted sales processes that franchisees
follow step-by-step.

Analyze your franchise’s sales
conversion rate (How many
leads actually turn into paying

customers?)
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# System 3: Customer Retention & Lifetime
Value (Maximizing Profits Without More
Marketing Spend)

(The easiest sale to make? The one to a customer who
already trusts you.)

Most franchises focus ONLY on new customer acquisition.
Big mistake.

It’s 5X cheaper to keep a customer than acquire a new
one.

Customers who buy again are 7X more valuable over
time.

Top franchises don’t just get customers—they create
RAVING FANS.

#% How to Build a High-Value Retention
System:

i} Loyalty Programs: Rewards, VIP memberships, and
referral bonuses keep customers coming back.

F3 Post-Purchase Follow-Ups: Automate emails/SMS to
check in & offer value after purchase.

EJ Community Building: Turn customers into brand
advocates through social media, events, & insider perks.
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OmoiP

e Subscription models = revenue
predictability.

e Look at how Orangetheory & Netflix
lock in customers with monthly
memberships.

Create a "win-back" campaign

for past customers (discount,
VIP offer, or special incentive).
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#Y Advanced Strategy: The 10x10x10 Growth

Plan
(Small % Increases That Create MASSIVE Growth)

Most businesses think growth comes from big moves. Nope.
It comes from small, consistent improvements across key
areas.

% The 10x10x10 Plan = 33.1% Total Growth:
i) Increase Customers by 10%

P2 Increase Average Sale by 10%

E) Increase Purchase Frequency by 10%

Example:
e 1,000 customers — 1,100 customers (+10%)
e $100 avg sale — $110 avg sale (+10%)

e 2x purchases/year - 2.2x purchases/year (+10%)
e TOTAL REVENUE GROWTH = 33.1% #

¢4 How to Implement the 10x10x10 Plan in a
Franchise

Increase Customers (10%) — Improve lead gen, referral
programs, & local outreach.

Increase Avg Sale (10%) — Upsell premium offers, add-
on services, & price optimization.

Increase Purchase Frequency (10%) — Loyalty
programs, auto-renewals, & re-engagement campaigns
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/
N’! Run a 10x10x10 audit on your

franchise & identify where you
can make 10% gains.

Implementing the Franchise Success
Formula

1. Map Out Your Franchise's Growth Strategy
e Where is the biggest gap? Marketing? Sales?
Retention?

2. Implement the 10x10x10 Plan
e Identify quick wins that drive a 10%
improvement in each key area.

3. Automate What You Can
e Leverage Al, automation, and pre-built
systems to eliminate manual work.
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Chapter 4
The Growth Flywheel

How to Reinvest & Scale Like the Fastest-Growing Franchise
Brands

Why Most Franchises Stall Out (And How to
Fix It)

Every franchise wants to scale. But here’s the problem:

X They hit a revenue ceiling and don’t know how to break
past it.

X They treat marketing like an expense, not an investment.
X They don'’t reinvest profits strategically, so growth
stalls.

Here’s what top franchises do differently:
They use a reinvestment system to scale revenue
predictably.
They turn marketing into a self-funding machine (it fuels
itself).
They create a flywheel effect where profits fund more
growth.

The secret? The Franchise Growth Flywheel. %
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# The Franchise Growth Flywheel
(How to Scale Profitably Without Relying on Guesswork)

The biggest mistake franchisors make?

They pull profits too early instead of reinvesting into
growth.
# The Growth Flywheel Fixes That.

¥ The 3 Phases of the Growth Flywheel

ED Monetize — Generate revenue from customers.

FA Reinvest — Put a % of revenue into marketing, systems &
franchisee support.

K] Scale — Use data & automation to expand what’s
working.

Example of a Growth Flywheel in Action:

o Starbucks reinvests profits into store expansion, loyalty
programs & digital marketing.

o Orangetheory Fitness reinvests into local ad spend &
customer retention strategies.

e Domino’s reinvested into Al & delivery automation,
leading to a revenue explosion.

¥4 This cycle repeats every month, fueling unstoppable
growth.
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%4 Phase 1: Monetize (Maximize Revenue &
Profitability)

(Your business needs cash flow BEFORE it can scale—this is
how to get it.)

How to Maximize Revenue in a Franchise:

i} Increase Customer Acquisition — Optimize lead gen &
conversion rates.

B3 Increase Average Sale Value — Use upsells, premium
offers & price testing.

E) Increase Purchase Frequency — Implement loyalty
programs & automated re-engagement.

¢4 This is where the 10x10x10 Plan comes in.
e Small % increases in key areas = massive total
revenue growth.

Run a 10x10x10 audit to find

easy wins that increase revenue.
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# 10x10x10 Revenue Growth Plan

PHASE 1: Current Numbers

(Enter your current franchise revenue metrics.)

Metric Current Numbers
Number of Customers *
Average $ Per Sale *
Purchase Frequency *
Total Revenue

PHASE 2: 10/10/10 Growth Plan

(Increase each metric by 10% to calculate a 33.1% revenue growth.)

Metric Current +10% Increase New Total

Number of
Customers

Average $ Per Sale

Purchase Frequency

Total Revenue
Growth




LJ Chapter 4 The Growth Flywheel

% Phase 2: Reinvest (Turn Profits into More
Growth)

(This is where 99% of franchises mess up. Here’s how to do it
right.)

Most franchisors take profits instead of reinvesting
smartly.

# The best franchises reinvest strategically & scale
FASTER.

Where to Reinvest for Maximum Growth:

i} Marketing & Lead Generation — Pour profits into
scalable, repeatable marketing.

FJ Tech & Automation — Invest in Al, CRM, and data-driven
optimization.

E) Franchisee Support & Training — The better your
franchisees perform, the bigger your brand grows.

_ Example:

o Chick-fil-A reinvests in franchisee training, leading to
insane customer service & higher retention.

e McDonald’s reinvested in Al-powered drive-thru tech,
increasing sales by 20%.

Allocate 10-20% of monthly
revenue back into marketing
& franchisee support.
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# Phase 3: Scale (Expand Smartly &

Predictably)
(How to grow FAST without breaking your business.)

Bad scaling = opening locations too fast & losing
quality.

# Smart scaling = replicating what’s working &
automating the process.

3 Keys to Smart Franchise Scaling:

[} Data-Driven Expansion — Open new locations based on
market demand & performance metrics.

F3 Al & Automation Scaling — Automate marketing,
hiring, & customer engagement.

E) Leverage Existing Franchisees — Turn top-performing
franchisees into brand ambassadors & trainers.

_ Example:

e Orangetheory scales by focusing on unit profitability
first, THEN opening new locations.

e Chick-fil-A expands only in high-demand markets with
top-tier operators.

Before opening new locations,

ensure existing ones are fully
optimized & profitable.
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#Y The Ultimate Franchise Growth
Reinvestment Plan (For Maximum Profitability
& Scale)

(A simple roadmap to keep your Growth Flywheel turning)

Step 1: Set a Growth Budget
e Decide what % of revenue gets reinvested into
marketing, tech & support.
Step 2: Track Key Metrics Monthly
e Lead Cost, Customer Acquisition, Franchisee RO,
Retention Rate.
Step 3: Automate & Optimize
e Continuously reinvest into Al-driven marketing,
automation & franchisee success programs.

% The franchises that follow this model DOMINATE their
industry.
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Build Your Franchise Growth Flywheel
Today

1. Identify Your Growth Budget
e How much revenue are you reinvesting back
into scaling?
2. Optimize Before Expanding
e Ensure existing locations are maximized
before adding new ones.
3. Automate Scaling
e Use Al & automation to remove manual
bottlenecks & scale faster.
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Chapter 5

The No-Cost Franchise
Growth System

How to Scale Your Franchise with Zero Upfront Cost &
Maximize Recurring Revenue

Why Traditional Franchise Marketing is
Broken

Most franchisors spend hundreds of thousands building a
marketing infrastructure:

X Hiring in-house teams = expensive, slow, and hard to
scale.

X Outsourcing to agencies = high costs, low control, and
inconsistent results.

X Leaving it up to franchisees = disaster. No consistency,
no predictable growth.

The Problem? Marketing shouldn’t be a cost center—it
should be a profit generator.

# The Solution? A No-Cost, Done-For-You System That
Pays You.
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# The No-Cost Franchise Growth System
(How It Works)

Instead of spending your own money to build and manage a
marketing system, we do it for you—for free.

Here's the exact playbook that turns marketing into a
revenue stream instead of an expense.

Step 1: We Build Your Franchise Marketing System for
Free

e Custom-built, Al-driven marketing system designed
specifically for your franchise.

e Includes lead generation, automated follow-ups,
performance tracking.

e Zero upfront cost—no risk, just results.

Why? Because when you win, we win.

Step 2: Franchisees Use the System & Pay a Monthly Fee

e Instead of forcing franchisees to figure out marketing,
they plug into a proven, high-performing system.
e They get:
+/ Done-for-you lead generation & follow-ups.
/ Automated campaigns & Al-driven optimization.
/ Real-time performance tracking.

" Franchisees WIN because they get a plug-and-play
system that drives customers automatically.
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Step 3: You Earn Recurring Revenue from Every
Franchisee

e Every franchisee pays a small monthly fee for the
system.

* You keep a percentage of that revenue.

e This creates a new, recurring income stream for your
franchise—without lifting a finger.

Franchisors WIN because marketing is now a profit
center, not an expense.

Step 4: We Handle Everything—Support, Optimization &
Growth

e No extra work for your team.

* We manage the system, support franchisees &
optimize performance.

e Franchisees get results, your brand stays consistent,
and you collect revenue.

#Y You get all the upside, with NONE of the extra
workload.
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% Why This Model Is a No-Brainer for
Franchisors

/ Zero Upfront Cost, Infinite Upside

X Traditional marketing: You spend $500K+ building &
maintaining a marketing system.

Our model: We build it for free. You earn recurring
revenue instead of paying expenses.

 Consistent, High-Performing Marketing Across All
Locations

X Traditional model: Franchisees run random, inconsistent
marketing efforts.

Our model: Every location gets a proven, optimized
marketing system.

/ Hands-Off for You, Plug-and-Play for Franchisees

X Traditional model: Franchisors waste time managing
marketing, compliance & training.

Our model: We handle everything—setup, training,
support, and performance optimization.

V/ Predictable Revenue & Franchisee Growth

X Traditional model: Franchisees struggle, quit, or
operate at low profitability.

Our model: More leads, higher conversion rates, and
consistent growth for every location.
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# Why Franchisees Will LOVE This System

Most franchisees are NOT marketers. They don’t want to:
X Spend money testing ads.

X Learn SEO, PPC, email marketing, or Al tools.

X Waste time figuring out what works.

Franchisees just want more customers. And that’s
exactly what this system delivers.

# How Franchisees Benefit:

V/ More leads, without effort.

+/ Automated follow-ups that increase sales.

+/ A system built by experts, tested & optimized for
results.

¢4 They win, you win, everyone wins.

% What If You're a Franchisee Reading This?

If you're a franchisee, you have two options:

[} Use this system for yourself to increase customers &
revenue.

F3 Introduce us to your franchisor so we can roll this out
across the entire brand.

Either way, you get access to the best franchise marketing
system available.
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Levs OCAIE

Your Franchisees

Franchisors: Get Your
No-Cost Franchise Growth
System Set Up Today

Ready to automate marketing, scale revenue
& turn marketing into a profit center?
Let’s build your system—for free.



https://demo.themaverick.ai/
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The X-Factor —
Mastering the
Entrepreneur’s Mindset

How to Think, Operate, and Win Like the Top 1% of Business
Owners

# Why Most Entrepreneurs Stay Stuck (And
How to Fix It)

Let’s be real—most business owners aren’t failing because of
a lack of tactics. They're failing because of:

X Fear & hesitation — They overthink instead of executing.
X Limiting beliefs — They convince themselves it won’t
work before even trying.

X Burnout & frustration — They grind, but don’t grow.

X Lack of adaptability — They react instead of anticipate.

Here’s the truth: Business is 80% mindset, 20%
execution.

#1 The most successful entrepreneurs think
DIFFERENTLY.

They have a psychological edge that makes them
unstoppable.

This chapter is about developing that edge.
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# The 3 Psychological Shifts of Elite
Business Owners

¢ Shift #1: From Operator to Owner (Thinking at Scale)
Most entrepreneurs never escape the grind.

X They're stuck working IN the business, not ON the
business.

X They're caught in day-to-day fires instead of long-term
vision.

X They never build a self-sustaining system that scales.

¢4 The Fix? Shift from Operator to Owner.

Operators do the work.
Owners build systems that do the work.

e Audit your time. How much is spent running the
business vs. growing the business?

e Delegate or automate at least one major task
THIS WEEK.

. Tony Robbins’ Business Mastery Rule: “Your business
should run like a machine—with or without you.”
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¢ Shift #2: From Limiting Beliefs to Bulletproof
Confidence

"The biggest thing holding you back is YOU."

Most people are trapped by their own stories:
X “I don’t have the experience.”

X “I'm not a natural leader.”

X “I'm not good at sales.”

¢4 Here’s the reality:

e Those thoughts? They're NOT FACTS. They're just
stories you keep repeating.

 |f you can rewire your beliefs, you can rewire your
results.

# ACTION STEP:

e Write down one limiting belief you have about business.
e Ask yourself: “Is this actually true?” (Spoiler: It's not.)
e Flip it into a new belief that fuels growth.

Example:
X “I'm bad at sales.” - /4 “Every sale | make helps someone
solve a problem.”

#4 Tony Robbins’ Formula for Breaking Limiting Beliefs:
B} Recognize the belief.

F3 Interrupt the pattern. (Challenge it.)

EJ Replace it with something better.
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. Gary Vee says it best: “Your mindset is your operating
system. Upgrade that, and everything changes.”

¢ Shift #3: From Reacting to Anticipating (Winning
Before the Game Starts)

Most businesses operate in panic mode.

X They react to problems instead of anticipating them.
X They chase trends instead of creating them.
X They wait for opportunities instead of engineering them.

#4 The Fix? Learn to see the road ahead before others do.

Elon Musk saw the EV revolution before the world did.
Jeff Bezos built Amazon for 10 years before it made
money.

Netflix killed Blockbuster by predicting the future of
streaming.

|dentify ONE major shift in your industry coming
in the next 5 years.

Ask: How can you position your business to
capitalize on it BEFORE your competitors?

. Tony Robbins’ Business Mastery Rule:
“Losers react. Leaders anticipate.”
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4% The 3 Non-Negotiables of Peak
Performance

#% Want to be unstoppable? These are the rules.
1. Energy = Success
e You can’t win in business if you're exhausted.
o Exercise. Hydrate. Sleep. Fuel your body like an
athlete.
2. Take Imperfect Action
e Overthinkers lose. Fast movers win.
o “Perfection is procrastination in disquise.” Done beats
e perfect.

3. Relentless Execution

¢ You need massive action + speed + consistency.
o Stop waiting. Stop overanalyzing. Just execute.

¢4 Gary Vee’s Golden Rule: “You don’t need more time.
You need to start.”
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Become
a Business
Powerhouse

* Now it’s YOUR turn.
These mindset shifts only work if you ACTUALLY
apply them.

. YOUR CHALLENGE:

1 Find one belief that’s been holding you back
—change it TODAY.

2 Take one massive action THIS WEEK that
shifts you from Operator to Owner.

3 Identify one industry trend & build a plan to
capitalize on it NOW.

® Your business can only grow as much as YOU
grow.

& Winners take action. Losers keep thinking
about it.
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Brian Hardy is a visionary entrepreneur and the founder of The \
Maverick LLC, a leading franchise marketing firm dedicated to
helping businesses scale with innovative, data-driven

strategies. With a background in digital marketing, branding,

and business development, Brian has built a reputation for
transforming franchise brands into industry leaders.

With years of experience working with top-tier franchises, Brian
specializes in crafting marketing systems that drive customer
engagement, increase brand awareness, and maximize ROI. His
passion for strategic growth and cutting-edge technology fuels
his mission to revolutionize the franchise industry.

When he's not shaping the future of franchise marketing, Brian
enjoys mentoring aspiring entrepreneurs, exploring new
business trends, and spending time with his family.
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