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● 101 Franchisors 

○ 2044 company-owned units

○ 21,802 franchise units

● Plans for growth in 2023

○ 1725 franchise units

AFDR Survey Participants



Recruitment Budgets: 9 Year Trend
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2021 Spend:  Budget vs. Effectiveness 
Weighted Average
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2021 Digital Spend:  Budget vs. Effectiveness 
Weighted Average
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● 63% track cost per lead 
(vs. 50% in 2021 and 70% in 2020)

● $155 average cost per lead
(vs. $197 average in 2021 and $312.00 average in 2020)

● 50% track cost per sale 
(vs. 44% in 2021 and 61% in 2020)

● $10,086 average cost per sale 
(vs. $9,270 average in 2021 and $12,138 average in 2020)

Measuring Costs



.4% point increase 
(3.0 % in 2021, 3.5% in 2020)

4% point increase 
(passes 2021 & 2020)

17% point increase 
(14% in 2021 & 23.5% in 2020)

7.4% point increase 
(66% in 2021 & 73.4% in 2020)

Leads to Sales:
3.4%

Qualified Leads to 
Sales: 15%

Applications to 
Sales: 31%

Discovery 
Days to 

Sales: 74%

Sales Closing Ratios



Franchisors Exceeding Goals



● 92% Lead quality is up or same
● Cost per Lead $100 less than those 

below goal 
● Closed deals from multiple lead sources

Franchisors 
Exceeding Goals
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Track 
Cost Per Lead

83% 82% 92%

Track 
Cost Per Sale

Budget Increase / 
Same 

Franchisors Exceeding Goals



Have Program to Recruit New 
Franchisees for Transfers

Have a formal 
Resale Program

73% 67%

Franchisors Exceeding Goals
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Does anyone have any 
questions?

dianep@franchiseupdate.com
770.367.3134
Franchise Update Media

Thanks
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