5-80-5 MULTIPLIER CANVAS

5X YOUR COMPANY’S VALUE IN 3 SIMPLE STEPS

1: List Your Top 7 Income Streams:

3. How Could You Transform It? (Circle One Per Line)

2: Static or MRR?
Static MRR Buyer’s Club
Static MRR Buyer’s Club
Static MRR Buyer’s Club
Static MRR Buyer’s Club
Static MRR Buyer’s Club
Static MRR Buyer’s Club
Static MRR Buyer’s Club
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Membership/Box
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Membership/Box
Membership/Box

Membership/Box

Cert
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Cert

Cert

Cert

Cert

Cert

Assoc.

Assoc.

Assoc.

Assoc.

Assoc.

Assoc.

Assoc.

CUT EXPENSES BY 80%

1: List Your Top 7 Expenses:

4: Who Would Pay For It?

2: Would It Sell? | 3:Can It Be MRR?
Yes No Yes No
Yes No Yes No
Yes No Yes No
Yes No Yes No
Yes No Yes No
Yes No Yes No
Yes No Yes No

5X YOUR LEADS (ldentify and match your superpowers to third parties who already have your customers (“Targets”)
who can most benefit from them, then rank them all from easiest to most difficult. Finally, identify the “Bridge”
(influencer, brand ambassador, contact, etc.) who can connect you to each target.

1: Your Top 7 Superpowers 2. Targets? Who Has Your Clients
1) A)
2) B)
3) C)
4) D)
5) E)
6) F)
7) G)

3. Match

4. Rank

5. Bridge To Target
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5-80-5 MULTIPLIER CANVAS (EXAMPLE)

5X YOUR COMPANY’S VALUE IN 3 SIMPLE STEPS

1: List Your Top 7 Income Streams: 2: Static or MRR?
Suvents MRR
Coarsco MRR
HWembers Scte [Pay MRR
HWastermend MRR
Phypical Products MRR
Coactiing/Comalting MRR
SM Z EM MRR

Buyer’s Club  Saa$S

Buyer’s Club . - Box .
BuyersCIub . embershipyBox Cert Assoc.

Buyer’s Club  Saa$ Box Cert Assoc.
Saa$ Membershl Cert Assoc.

e € G & 00

3. How Could You Transform It? (Circle One Per Line)

BOX.

CUT EXPENSES BY 80%

1: List Your Top 7 Expenses:

2: Would It Sell?
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4: Who Would Pay For It?

Other Buyerns: WSD
Outsource (Cust. Ser.
Hmact Everyone
Ttose Wethout Team
wyone Wetthowut Thiem
Hnyone Wethout Team
Ttose Weth No PPS

5X YOUR LEADS: (Identify and match your superpowers to third parties who already have your customers (“Targets”)
who can most benefit from them, then rank them all from easiest to most difficult. Finally, identify the “Bridge”
(influencer, brand ambassador, contact, etc.) who can connect you to each target.

1: Your Top 7 Superpowers 2. Targets? Who Has Your Clients
1) Lead gen A Salesforce

2) Content B) Hulofot

3) Mastermends | o) Jufusconsaft

1) Events p) Juc. Wagazine

5) Speaking £) Entreprenenr

6) éacwéutq

7) “Pelfcllment
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4. Rank 5. Bridge To Target

Spowser Event

ontenl (“Lountl.
dYfitiar
Duternview
Brand Hwb.

°

Buy Podeast
Sold On Weteworts

-
7
7
S
4
&

(c) 2017 - Present Roland Frasier



mailto:Roland@DigitalMarketer.com

