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2 A | 2011-2012 Survey Results
       Composite Survey Results 

Please select your estimated 2012 annual budget for franchise sales and recruitment. (Including 
paid advertising/media expenses such as online, print, direct mail, TV, radio, trade shows, and 
public relations dedicated to franchisee recruitment. Should not include broker related expenses, 
graphics, print support materials and employee compensation.) 
Responses   
Median                                              $125,000 
Average                                                   $197,044 

 

How is the franchise recruitment budget allocated? (Must add up to 100%. Do NOT use the % 
symbol in your answer). 
Responses Average 
Print Advertising 17.05 
Internet Advertising 39.90 
Public Relations 15.11 
Trade Shows 14.10 
Other (not including brokers) 13.84 

 

How is your Internet advertising budget allocated? (Must add up to 100%. Do NOT use the % 
symbol in your answer). If you do not know, please skip this question. 
Responses Average 
Online Ad Portals 50.04 
Pay-per-click on Search Engines (Google, Yahoo, etc.) 19.34 
Search Engine Optimization 21.33 
Social Networking 9.29 

 

Is your 2012 recruitment budget higher or lower than your 2011 budget? 
Responses  % Percentage of total respondents 

Higher  51.85%  
 

Lower  12.04%  
 

The Same  36.11%  
 

     20% 40%   60% 80%  100% 
 

How much will you spend in franchise recruitment materials? (Includes brochures, FDDs printed 
and mailed, electronic FDDs, in-store recruitment materials, video productions, etc.) 
Responses  
Median $17,500 
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2 C | 2011-2012 Survey Results
       Survey Analysis by Systemwide Revenue

 
Is your 2012 recruitment budget higher or lower than your 2011 budget? 

  Under 
$1,000,000 

 $1,000,000 
to 

$8,000,000 

 $8,000,001 
to 

$20,000,000 

 $20,000,001 
- 

$40,000,000 

 $40,000,001 
- 

$60,000,000 

 $60,000,001 
- 

$80,000,000 

 $80,000,001 
- 

$100,000,000 

 Over 
$100,000,000 

 Higher 0% 73.68% 90.00% 55.56% 20.00% 57.14% 75.00% 41.46% 
 Lower 0% 0% 0% 0% 40.00% 0% 25.00% 14.63% 

 The 
Same 100.00% 26.32% 10.00% 44.44% 40.00% 42.86% 0% 43.90% 

 
Where are you getting the most leads from? 

  Under 
$1,000,000 

 $1,000,000 
to 

$8,000,000 

 $8,000,001 
to 

$20,000,000 

 $20,000,001 
- 

$40,000,000 

 $40,000,001 
- 

$60,000,000 

 $60,000,001 
- 

$80,000,000 

 $80,000,001 
- 

$100,000,000 

 Over 
$100,000,000 

 Internet 0% 63.16% 60.00% 55.56% 60.00% 14.29% 50.00% 53.66% 

 Print 
Advertising 0% 0% 0% 0% 0% 0% 0% 2.44% 

 Referrals 0% 0% 30.00% 22.22% 20.00% 28.57% 0% 24.39% 

 Trade 
Shows 100.00% 0% 0% 0% 0% 0% 0% 0% 

 Public 
Relations 0% 0% 10.00% 0% 0% 14.29% 0% 0% 

 Don't 
Know 0% 5.26% 0% 0% 0% 0% 0% 0% 

 Others 
Specify 0% 31.58% 0% 22.22% 20.00% 42.86% 50.00% 19.51% 
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2 E | 2011-2012 Survey Results
       Survey Analysis by Franchisor Performance Level (Exceeding, Below, On Target with Sales Goals)

 

 

 

 

Please select your estimated 2012 annual budget for franchise sales and recruitment. (Including paid 
advertising/media expenses such as online, print, direct mail, TV, radio, trade shows, and public 
relations dedicated to franchisee recruitment. Should not include broker related expenses, graphics, 
print support materials and employee compensation.) 
  Exceeding  Below  On Target 

 Median $100,000 -
$125,000 

$100,000 - 
$125,000 $125,000 - $150,000 

How much will you spend in franchise recruitment materials? (Includes brochures, FDDs printed and 
mailed, electronic FDDs, in-store recruitment materials, video productions, etc.) 
                    100% by Column  Exceeding  Below  On Target 
 Under $10,000 56.25% 52.73% 40.00% 
 $10,000 - $25,000 18.75% 32.73% 34.29% 

 $25,001 - $50,000 6.25% 7.27% 14.29% 

 $50,001 - $75,000 12.50% 3.64% 2.86% 

 $75,001 - $100,000 0% 3.64% 5.71% 

 $100,001 - $125,000 0% 0% 0% 

 $125,001 - $150,000 0% 0% 0% 

 $150,001 - $175,000 0% 0% 0% 

 $175,001 - $200,000 0% 0% 0% 
 over $200,000 6.25% 0% 2.86% 

Is your 2012 recruitment budget higher or lower than your 2011 budget? 

                       100% by Column  Exceeding  Below  On Target 
 Higher 68.75% 45.45% 54.29% 

 Lower 12.50% 12.73% 8.57% 

 The Same 18.75% 41.82% 37.14% 

Where are you getting the most leads from? 

                      100% by Column  Exceeding  Below  On Target 
 Internet 43.75% 56.36% 45.71% 

 Print Advertising 0% 0% 2.86% 

 Referrals 31.25% 10.91% 22.86% 

 Trade Shows 0% 0% 2.86% 
 Public Relations 0% 1.82% 2.86% 

 Don't Know 0% 0% 5.71% 

 Others Specify 25.00% 30.91% 17.14% 
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LEAD GENERATION SURVEY  
ANALYSIS BY INDUSTRY: RETAIL

2 G | 2011-2012 Survey Results
       Survey Analysis by Industry: Retail

 

Please select your estimated 2012 annual budget for franchise sales and recruitment. (Including paid 
advertising/media expenses such as online, print, direct mail, TV, radio, trade shows, and public 
relations dedicated to franchisee recruitment. Should not include broker related expenses, graphics, 
print support materials and employee compensation.) 

 
 

Responses   

Median  $150,000-$175,000 
 

 
How is the franchise recruitment budget allocated? (Must add up to 100%) 

 
 

Responses Average 

Print Advertising 15.82 

Internet Advertising 51.06 

Public Relations 14.18 

Trade Shows 10.18 

Other (not including brokers) 8.76 
 

 
How is your Internet advertising budget allocated? (Must add up to 100%). If you do not know, please 
skip this question. 

 
 

Responses Average 

Online Ad Portals 56.76 

Pay-per-click on Search Engines (Google, Yahoo, etc.) 21.76 

Search Engine Optimization 15.18 

Social Networking 6.29 
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LEAD GENERATION SURVEY  
ALL CATEGORIES ANALYSIS

2 I | 2011-2012 Survey Results
       All Categories Analysis

 

Please select your estimated 2012 annual budget for franchise sales and recruitment. (Including paid advertising/media expenses such as online, print, direct mail, TV, radio, trade shows, and public relations 
dedicated to franchisee recruitment. Should not include broker related expenses, graphics, print support materials and employee compensation.) 

  Automotive  Baked Goods, Ice 
Cream, or Yogurt 

 Business 
Related 

 Child 
Related 

 Cleaning & 
Maintenance 

 Education 
Related 

 Fast Food 
Restaurants 

 Health & 
Fitness 

 Home 
Services 

 Restaurants (Sit 
Down) 

 Retail 
Food 

 Retail 
Stores  Senior Care 

Median $112,500 $50,000 $167,500 $87,500 $162,500 $112,500 $162,500 $50,000 $62,500 $87,500 $125,000 $87,500 $125,000 

 

Is your 2012 recruitment budget higher or lower than your 2011 budget? 

  Automotive  Baked Goods, Ice 
Cream, or Yogurt 

 Business 
Related 

 Child 
Related 

 Cleaning & 
Maintenance 

 Education 
Related 

 Fast Food 
Restaurants 

 Health & 
Fitness 

 Home 
Services 

 Restaurants (Sit 
Down) 

 Retail 
Food 

 Retail 
Stores 

 Senior 
Care 

 Higher 57.14% 0% 42.86% 50.00% 36.36% 100.00% 61.54% 50.00% 66.67% 61.54% 28.57% 50.00% 50.00% 

 Lower 0% 50.00% 28.57% 0% 0% 0% 15.38% 0% 0% 15.38% 0% 20.00% 25.00% 

 The 
Same 42.86% 50.00% 28.57% 50.00% 63.64% 0% 23.08% 50.00% 33.33% 23.08% 71.43% 30.00% 25.00% 

 

Please select the range of domestic franchise units that you project to sign franchise agreements for in 2012. 

  Automotive  Baked Goods, Ice 
Cream, or Yogurt 

 Business 
Related 

 Child 
Related 

 Cleaning & 
Maintenance 

 Education 
Related 

 Fast Food 
Restaurants 

 Health & 
Fitness 

 Home 
Services 

 Restaurants (Sit 
Down) 

 Retail 
Food 

 Retail 
Stores 

 Senior 
Care 

Median 11-20 10 6-10 11-20 11-20 111-120 21-30 61-70 11-20 11-20 31-40 31-40 41-50 

 

Where are you getting the most leads from? 

  Automotive  Baked Goods, Ice 
Cream, or Yogurt 

 Business 
Related 

 Child 
Related 

 Cleaning & 
Maintenance 

 Education 
Related 

 Fast Food 
Restaurants 

 Health & 
Fitness 

 Home 
Services 

 Restaurants (Sit 
Down) 

 Retail 
Food 

 Retail 
Stores 

 Senior 
Care 

 Internet 85.71% 0% 71.43% 66.67% 27.27% 50.00% 23.08% 50.00% 66.67% 46.15% 28.57% 60.00% 100.00% 

 Print 
Advertising 0% 0% 0% 0% 0% 0% 0% 0% 0% 0% 14.29% 0% 0% 

 Referrals 0% 0% 28.57% 33.33% 0% 0% 30.77% 25.00% 0% 23.08% 42.86% 20.00% 0% 

 Trade Shows 0% 0% 0% 0% 0% 0% 0% 0% 0% 0% 0% 10.00% 0% 

 Public 
Relations 14.29% 0% 0% 0% 0% 0% 0% 25.00% 0% 0% 0% 0% 0% 

 Don't Know 0% 0% 0% 0% 0% 50.00% 0% 0% 0% 0% 0% 0% 0% 

 Others 
Specify 0% 100.00% 0% 0% 72.73% 0% 46.15% 0% 33.33% 30.77% 14.29% 10.00% 0% 

 

 Most of the leads you get from the Internet come from: 

  Automotive 
 Baked Goods, 
Ice Cream, or 

Yogurt 

 Business 
Related 

 Child 
Related 

 Cleaning & 
Maintenance 

 Education 
Related 

 Fast Food 
Restaurants 

 Health & 
Fitness 

 Home 
Services 

 Restaurants 
(Sit Down) 

 Retail 
Food 

 Retail 
Stores 

 Senior 
Care 

 Online Ad Portals 85.71% 0% 71.43% 66.67% 80.00% 50.00% 25.00% 25.00% 66.67% 23.08% 0% 60.00% 50.00% 

 Pay-per-click on Search Engines 
(Google, Yahoo, etc.) 0% 0% 0% 0% 0% 0% 16.67% 25.00% 0% 7.69% 16.67% 0% 25.00% 

 Search Engine Optimization 14.29% 50.00% 28.57% 16.67% 0% 0% 16.67% 25.00% 22.22% 53.85% 66.67% 40.00% 25.00% 

 Social Networking (incl. posting 
sites such as Craigslist, 
CareerBuilder, etc.) 

0% 0% 0% 16.67% 0% 0% 8.33% 0% 11.11% 0% 0% 0% 0% 

 Don't Know 0% 50.00% 0% 0% 20.00% 50.00% 33.33% 25.00% 0% 15.38% 16.67% 0% 0% 

 

Which of these sources has the highest lead to close ratio? 

  Automotive  Baked Goods, Ice 
Cream, or Yogurt 

 Business 
Related 

 Child 
Related 

 Cleaning & 
Maintenance 

 Education 
Related 

 Fast Food 
Restaurants 

 Health & 
Fitness 

 Home 
Services 

 Restaurants (Sit 
Down) 

 Retail 
Food 

 Retail 
Stores 

 Senior 
Care 

 Internet 42.86% 0% 0% 0% 9.09% 0% 0% 25.00% 33.33% 46.15% 14.29% 20.00% 25.00% 

 Print 
Advertising 0% 0% 14.29% 0% 9.09% 0% 0% 0% 0% 0% 14.29% 0% 0% 

 Referrals 42.86% 50.00% 71.43% 83.33% 72.73% 100.00% 69.23% 50.00% 44.44% 30.77% 57.14% 50.00% 25.00% 

 Trade Shows 0% 0% 0% 0% 0% 0% 0% 0% 0% 0% 0% 20.00% 0% 

 Public 
Relations 0% 0% 0% 0% 0% 0% 0% 25.00% 0% 0% 0% 0% 0% 

 Don't Know 14.29% 0% 0% 0% 0% 0% 0% 0% 0% 0% 0% 0% 0% 

 Others 
Specify 0% 50.00% 14.29% 16.67% 9.09% 0% 30.77% 0% 22.22% 23.08% 14.29% 10.00% 50.00% 

 

Of all Internet leads, which source has the highest lead to close ratio? 

  Automotive  Baked Goods, Ice 
Cream, or Yogurt 

 Business 
Related 

 Child 
Related 

 Cleaning & 
Maintenance 

 Education 
Related 

 Fast Food 
Restaurants 

 Health & 
Fitness 

 Home 
Services 

 Restaurants (Sit 
Down) 

 Retail 
Food 

 Retail 
Stores 

 Senior 
Care 

 Online Ad Portals 42.86% 0% 28.57% 50.00% 60.00% 100.00% 7.69% 0% 33.33% 15.38% 0% 40.00% 0% 

 Pay-per-click on Search 
Engines (Google, Yahoo, 
etc.) 

0% 0% 14.29% 0% 0% 0% 0% 0% 11.11% 7.69% 14.29% 0% 25.00% 

 Search Engine Optimization 28.57% 0% 42.86% 16.67% 0% 0% 46.15% 33.33% 33.33% 61.54% 85.71% 50.00% 75.00% 

 Social Networking 14.29% 0% 0% 16.67% 0% 0% 0% 66.67% 11.11% 0% 0% 10.00% 0% 

 Don't Know 14.29% 100.00% 14.29% 16.67% 40.00% 0% 46.15% 0% 11.11% 15.38% 0% 0% 0% 


