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The goal of this action plan is to provide
step-by-step instructions for landing your first (or
next) paying website client in as little as 14 days.

This process can be repeated over and over again so
you can continue to take on more clients every
month and scale your agency to 6 figures or more.

Should you find yourself not achieving the expected
results, simply repeat the process. Persistence and
commitment are key to unlocking continuous
success and growth for your agency.
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Welcome Message & Introduction

Objective: Learn about the philosophy of the SiteSwan Launch Plan and
know what to expect from your next 14 days.
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Introduction & Welcome!

CLICK HERE TO WATCH THE VIDEO p E [=]


https://vimeo.com/925232141/fae5d529bc?share=copy
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Pre-Launch Checklist

Before we dive in, make sure you've completed these essential steps:

Watch Our Training Videos: Gain a solid understanding of our platform and the
fundamentals of running a web design business.

Setup Your Marketing Website: Customize your provided SiteSwan Marketing
Website to showcase your agency.

Connect to Stripe: Integrate Stripe.com for easy client billing through your
SiteSwan dashboard.

Set Your Goals: Define what success looks like for you and set realistic client
acquisition targets.

Establish Your "Why": Identify your motivation to keep you driven throughout
this process.

Did you complete these items? Fantastic! Let's begin the next phase of your gg
journey.


https://www.siteswan.com/siteswan-reseller-training-program
https://www.siteswan.com/lesson-3-how-to-setup-your-marketing-website
https://www.siteswan.com/lesson-10-how-to-get-paid-and-setup-client-billing
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Social Outreach Phase

Objective: Utilize social media platforms to announce your web design agency and
engage potential clients with an attractive offer.
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Social Outreach Phase

CLICK HERE TO WATCH THE VIDEO p E . [=]


https://vimeo.com/925234626/2e60a1d3f3?share=copy
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What to Post on Your Personal What to Post on Your Personal
Facebook Page (New Agencies): Facebook Page (Established Agencies):
John Smith oo %) Pro Web Agency e
Just now 4 Just now
& Big News! & I'm excited to announce that | just Need a new website for your business? I'll build one for
launched my own web design agency! In an effort to free. That'’s right I'm waiving the setup fee for my
build up my portfolio, I'm waiving the setup fee for my next 10 clients. No gimmicks. No catch. Just pay a small
first 10 clients. That means I'll build a new website for monthly hosting fee afterwards. This is a limited time
your business absolutely free. No gimmicks. No catch. offer. Message me or tag a business that might be
Just pay a small monthly hosting fee afterwards. interested.

Message me or tag a business that might be interested.

oY Like () Comment /> Share oY Like () Comment &> Share

Where to Find Facebook Groups:

To find relevant Facebook groups, use the Facebook search bar at the top of the page. Type in keywords related to
your target audience, such as "[Your City] local businesses”, “[Your City] business owners", and “business
networking.” You can also search for more niche groups like "[Your City] moms and dads” or "[Your City]
parents.” Before joining, check the group's rules to ensure promotional posts are allowed.

Remember, when posting in groups, always ensure your message aligns with the group's guidelines and ethos. Some
groups only allow you to promote your company on select days of the week or with approval. Engage respectfully
and be prepared to answer any questions about your services. This approach not only helps in promoting your
business but also in building valuable community relationships.
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Tack 1. Postonyour personal Facebook page to announce the launch of your web
design agency. Include an offer to waive the setup fee for the first 10 clients.

Tack 2: Search for and join 3 Facebook Groups for local business owners or your
community to share your announcement.

Group #1:

Group #2:

Group #3:

Jack 3: Share your announcement in each group offering to waive the setup fee for
the first 10 clients.

“The secret of getting ahead is getting started.”

- Mark Twain
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Tack 1- Follow up with anyone who has engaged with your post and shown interest in
your services.

Tack 2: ldentify and join 3 additional Facebook Groups to share your message.

Group #4:

Group #5:

Group #6:

Jack 3: Share your announcement in each group offering to waive the setup fee for
the first 10 clients.

“You can get “good enough” at almost anything in 20 hours of focused effort. The

problem is, most people spend years delaying the first hour.”
- Alex Hormozi
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Warm Outreach Phase

Objective: Leverage your existing network of family, friends, and
acquaintances to introduce your services and seek referrals.
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Warm Outreach Phase

CLICK HERE TO WATCH THE VIDEO p



https://vimeo.com/925508614/815f7c084d?share=copy
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Warm Outreach Sample Sales Script:

Use this sales script on the phone, in email, via text or DM.

“ Hi [NAME].
I've recently launched my own web design agency and | was wondering if you know any business
owners who might be interested in a new website?

| specialize in creating affordable websites for businesses that not only look good but perform well
also.

I'm currently offering a special discount for new clients to help them get started. If you or anyone
you know is interested, I'd love to chat more about what | can offer.”

Think about all the people you know who either own a business or who are well-connected to business
owners. ¥

e Family and friends e Social networks e Alumni and classmates
e Neighbors e Places you shop e Former coaches
e Co-workers e Kids' activities e Teammates

e Pastemployers e Services you used e Your spouse’s friends
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Tack 7: Createalist of 10 people you personally know who either own a business or
are well-connected to business owners. Start with the people closest to you
including family members and friends.

1 6.
2 /.
3 8.
4. S
5 10.

Tack 2: Reachoutto the first 5 people on your list to introduce your services and ask
if they know anyone who might be interested in a new website.

“If you fail to plan, you plan to fail. If you have no specific goals,

you will get no specific results.”
- David Cameron Gikandi & Bobby Doyle

10
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Tack 1:

Follow up with the 5 people you reached out to on Day 3 if you haven't heard
back from them.

Tack 2:

Reach out to the remaining 5 people on your list from Day 3 with the same
introduction and request for referrals.

“Smart work will never replace hard work, it only supplements it.”
- Gary Vaynerchuk

11
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4 Day5

Jack 1: Follow up with any of the second batch of 5 people if you haven't received a
response from.

Jack 2: Create a list of 5 new people who are either business owners or
well-connected to business owners. Extend your thoughts to places you shop
or visit on a regular basis like the gym, local restaurants, salons, stores, places
where you bring your kids for activities, service providers you've utilized in the

past, or even past employers.

1.

v AW N

Jack 3: Reach out to all 5 new people and ask if they know anyone who might be
interested in your services.

“Goals are good for setting a direction, but systems are best for making progress.”
-James Clear 12
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Cold Outreach Phase

Objective: Prospect and connect with businesses across selected industries
that could benefit from your services, starting with a compelling offer to
create a free website mockup.
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Cold Outreach Phase

CLICK HERE TO WATCH THE VIDEO p



https://vimeo.com/925525160/21d0749ef7?share=copy
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How to Generate Leads:

Use SiteSwan's Local Prospecting Tool to search and find
businesses in your area who need a website. Start by
choosing an industry and location and click search. You'll
generally find 3 types of opportunities:

1. Businesses with NO website

2. Businesses with a BAD website (Old, outdated,
broken, ugly, not secure, not mobile responsive,
etc.)

3. Businesses that are UNHAPPY with their
website (Overpaying, bad service, poor results,
etc.)

How to Contact Leads:

There are 3 primary ways to contact businesses. Try
starting with an email or social media message, and
then follow up with a phone call. Utilize all methods
when applicable.

% Phone - Cold call or text message

Email - Direct or via contact form on website
X

<ﬁ Social Media - Send direct message

14


https://manage.multisiteadmin.com/lead_generator
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Best Industries to Target

Refer to our extensive library of Themes. We offer nearly 300 website themes for all different industries, and
are always adding more. Uncover new opportunities to sell websites by utilizing our latest designs.

Hair & Beauty Salons Pallet Suppliers

v/ Speech Therapists v Welders

v/ Masonry Supply Stores e e v/ Upholstery & Furniture
v/ Golf Cart Rentals | B =B @ v/ Dryer Vent Cleaning
v/ Bail Bonds Service g}:““ v/ Tattoo Parlors

v/ Indoor Sports Complexes v/ Dog Trainers

v/ African Hair Braiding v/ Bagel Shops

v/ Private Investigators v/ Handymen

v/ Auto Body & Collision Repair v/ Campgrounds

v v

4 4

Horse Riding Schools Garage Door Repair



https://www.siteswan.com/themes
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Cold Outreach Sample Email Template:

New Message

To Cc Bcc

Subject New website for [Business Name]

Hi,
My name is [Your Name] and | run a local web design agency. We're offering businesses
like yours a brand new website for only $499. I'd like to offer you a free mockup to show

you what we're capable of and how your new website can look. There's no cost or
obligation to see the initial design.

Is this something you'd be interested in?

Thanks,
[Your Name]

[Your Agency Name]

A@J@@@!ﬁ)}’

16
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Cold Outreach Sample Phone Sales Script:

Hello!
I'm not sure if you're the right person to talk to about this...

But my name is [Your Name] and | run a local web design agency. We're offering
businesses like yours a brand new website for only $499. I'd like to offer you a free
mockup to show you what we're capable of and how your new website can look.
There's no cost or obligation to see the initial design.

Are you the right person to speak to about this?

A. No, I'm not. (Oh Ok, who would that person be?)

B. Yes, that’'s me. (Perfect. Would you like to see a free mockup? As |
mentioned, there is no cost or obligation to see the design.)

C. I'm not interested. (I was afraid you were going to say that. | actually already

built it. Can | send it to you anyway?...).

17
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Jack 1: Choose 3 industries you want to target for your services. Very important: stick
to our available Themes and our list of recommended industries to target.

Industry 1.

Industry 2.

Industry 3.

Jack 2: Use the Local Prospecting Tool to create a list of 5 local businesses from each
industry (total of 15 businesses) you believe could benefit from your services.

Industry 1 Industry 2 Industry 3

1 1 1
2. 2. 2
3. 3. 3.
4 4 4
5 5 5

Jack 3: Reach out to all 15 businesses with an introduction to your services and the
offer to build a free mockup of their new website with no cost or obligation.

"Doubt kills more dreams than failure ever will."
- Suzy Kassem 18


https://www.siteswan.com/themes
https://manage.multisiteadmin.com/lead_generator
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Jack 1: Follow up with businesses from Day 6 that you haven't heard back from.

Jack 2: Create a new list of 15 businesses (5 from each of your selected industries)
using the Local Prospecting Tool and prepare your outreach.

Industry 1 Industry 2 Industry 3
1. 1. 1.
2 2. 2
3 3. 3
4 4, 4
5 5. 5

Jack 3: Reach out to the new list of 15 businesses with your free mockup offer.

“The faster you do the hard things you avoid, the faster you
get the good things you want.”

- Leilah Hormozi

19


https://manage.multisiteadmin.com/lead_generator
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Jack 1: Follow up with businesses from Day 7 that you haven't heard back from.

Jack 2: Create a new list of 15 businesses (5 from each of your selected industries)
using the Local Prospecting Tool and prepare your outreach.

Industry 1 Industry 2 Industry 3
1. 1. 1.
2 2. 2
3 3. 3
4 4. 4
5 5. 5

Jack 3: Reach out to the new list of 15 businesses with your free mockup offer.

“You miss 100 percent of the shots you don't take.”
- Wayne Gretzky 20


https://manage.multisiteadmin.com/lead_generator
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Jack 1: Follow up with businesses from Day 8 that haven't responded.

Jack 2: Create a new list of 15 businesses (5 from each of your selected industries)
using the Local Prospecting Tool and prepare your outreach.

Industry 1 Industry 2 Industry 3
1. 1. 1.
2 2. 2
3 3. 3
4 4. 4
5 5. 5

Jack 3: Reach out to the new list of 15 businesses with your free mockup offer.

“When you want to succeed, as badly as you want to breathe,

then you will be successful.”
- Dan Martell 21


https://manage.multisiteadmin.com/lead_generator

EEEEEEEEEEEEE

Jack 1: Follow up with businesses from Day 9 that haven't responded.

Jack 2: Create a new list of 15 businesses (5 from each of your selected industries)
using the Local Prospecting Tool and prepare your outreach.

Industry 1 Industry 2 Industry 3
1. 1. 1.
2 2. 2
3 3. 3
4 4. 4
5 5. 5

Jack 3: Reach out to the new list of 15 businesses with your free mockup offer.

"l find that the harder | work, the more luck | seem to have."
- Thomas Jefferson 29


https://manage.multisiteadmin.com/lead_generator

EEEEEEEEEEEEE

Jack 1: Follow up with businesses from Day 10 that haven't responded.

Jack 2: Create a new list of 15 businesses (5 from each of your selected industries)
using the Local Prospecting Tool and prepare your outreach.

Industry 1 Industry 2 Industry 3
1. 1. 1.
2 2. 2
3 3. 3
4 4. 4
5 5. 5

Jack 3: Reach out to the new list of 15 businesses with your free mockup offer.

"Do not be embarrassed by your failures, learn from them and start again.”
- Richard Branson 23


https://manage.multisiteadmin.com/lead_generator

EEEEEEEEEEEEE

Jack 1: Follow up with businesses from Day 11 that haven't responded.

Jack 2: Create a new list of 15 businesses (5 from each of your selected industries)
using the Local Prospecting Tool and prepare your outreach.

Industry 1 Industry 2 Industry 3
1. 1. 1.
2 2. 2
3 3. 3
4 4. 4
5 5. 5

Jack 3: Reach out to the new list of 15 businesses with your free mockup offer.

“You should be far more concerned with your current trajectory than

with your current results.”
-James Clear

24


https://manage.multisiteadmin.com/lead_generator
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Jack 1: Follow up with businesses from Day 12 that haven't responded.

Jack 2: Create a new list of 15 businesses (5 from each of your selected industries)
using the Local Prospecting Tool and prepare your outreach.

Industry 1 Industry 2 Industry 3
1. 1. 1.
2 2. 2
3 3. 3
4 4. 4
5 5. 5

Jack 3: Reach out to the new list of 15 businesses with your free mockup offer.

"The best time to plant a tree was 20 years ago. The second best time is now."
- Chinese Proverb o5


https://manage.multisiteadmin.com/lead_generator
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Jack 1: Follow up with businesses from Day 13 that haven't responded.

Jack 2: Create a new list of 15 businesses (5 from each of your selected industries)
using the Local Prospecting Tool and prepare your outreach.

Industry 1 Industry 2 Industry 3
1. 1. 1.
2 2. 2
3 3. 3
4 4. 4
5 5. 5

Jack 3: Reach out to the new list of 15 businesses with your free mockup offer.

"Build your own dreams, or someone else will hire you to build theirs."
- Farrah Gra
g 26


https://manage.multisiteadmin.com/lead_generator
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Evaluate and Repeat

Objective: Take a step back and assess how things went. This involves
looking at both the quantitative and qualitative outcomes of your efforts.
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Evaluate & Repeat

CLICK HERE TO WATCH THE VIDEO p



https://vimeo.com/925528475/28ec560b0a?share=copy
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Evaluate and Repeat

* Evaluate Your Actions: Assess the effectiveness of your outreach. Identify what
worked, where improvements are needed, and the results of your efforts.

Notes:

* Refine Your Strategy: Update your approach using gained insights. Determine if
certain communication methods or industries were more responsive, and identify
new target areas.

* Repeat the Process: Continue the cycle, focusing on the strategies that yielded
the best results. Consistently evaluating and refining your approach will help you
adapt to changing market needs and sustain your business growth.

Share your results and feedback! & We want to hear what strategies worked best for
you and how many sites you sold. Tell is about your experience: info@siteswan.com

LU20250916

28


mailto:info@siteswan.com

	checkbox_1ru: Off
	checkbox_2fiot: Off
	checkbox_3apic: Off
	checkbox_4dpzm: Off
	checkbox_5xola: Off
	text_6xxbp: 
	text_7aaya: 
	text_8gjdd: 
	text_9pyti: 
	text_10awbv: 
	text_11bbrd: 
	text_12ljny: 
	text_13kseg: 
	text_14ovla: 
	text_15crti: 
	text_16eunl: 
	text_17levb: 
	text_18ahoy: 
	text_19hymn: 
	text_20iwtz: 
	text_21hcg: 
	text_22ylui: 
	text_23gpos: 
	text_24erzn: 
	text_25rrdj: 
	text_26zyfa: 
	text_27xvou: 
	text_28gcnm: 
	text_29ipno: 
	text_30lnni: 
	text_31jkin: 
	text_32obh: 
	text_33pmux: 
	text_34mrzl: 
	text_35tyti: 
	text_36rjrn: 
	text_37ijki: 
	text_38zmhr: 
	text_39serw: 
	text_40isxx: 
	text_41fhpn: 
	text_42vwwa: 
	text_43svwj: 
	text_44trau: 
	text_45dfil: 
	text_46xscl: 
	text_47lslc: 
	text_48jnid: 
	text_49gvi: 
	text_50zdhi: 
	text_51hgbr: 
	text_52oeih: 
	text_53chhn: 
	text_54oqfz: 
	text_55pxnk: 
	text_56idoc: 
	text_57cpsr: 
	text_58rxtf: 
	text_59nqqr: 
	text_60jrhb: 
	text_61wtdm: 
	text_62klib: 
	text_63swy: 
	text_64jokf: 
	text_65hqoi: 
	text_66getv: 
	text_67pxmy: 
	text_68wijc: 
	text_69kpfj: 
	text_70ikqq: 
	text_71zjbk: 
	text_72wrkz: 
	text_73amip: 
	text_74jbxy: 
	text_75keuv: 
	text_76qthv: 
	text_77gdeh: 
	text_78sjot: 
	text_79wap: 
	text_80wsvr: 
	text_81leew: 
	text_82hbtw: 
	text_83dwfz: 
	text_84fenn: 
	text_85hzio: 
	text_86ojfp: 
	text_87ivmk: 
	text_88qzfv: 
	text_89dyao: 
	text_90flxp: 
	text_91yhmb: 
	text_92satg: 
	text_93qism: 
	text_94yhlx: 
	text_95hnqk: 
	text_96lxod: 
	text_97tyvr: 
	text_98rilg: 
	text_99bpr: 
	text_100vzvb: 
	text_101bzhk: 
	text_102xetj: 
	text_103tyw: 
	text_104vyjf: 
	text_105qrnp: 
	text_106uway: 
	text_107kzgi: 
	text_108ygxs: 
	text_109gjkg: 
	text_110kcka: 
	text_111zarp: 
	text_112lqdv: 
	text_113ys: 
	text_114dbjb: 
	text_115ahjo: 
	text_116wtut: 
	text_117dfne: 
	text_118vlcp: 
	text_119qgur: 
	text_120nnkg: 
	text_121moru: 
	text_122brqh: 
	text_123ldly: 
	text_124tfsv: 
	text_125rvbg: 
	text_126kvnd: 
	text_127vqvv: 
	text_128xcfl: 
	text_129eprn: 
	text_130hndo: 
	text_131fsza: 
	text_132ztvy: 
	text_133jgrk: 
	text_134hpeq: 
	text_135rnww: 
	text_136eote: 
	text_137oova: 
	text_138ziqz: 
	text_139swqg: 
	text_140wivn: 
	text_141nrr: 
	text_142tvoz: 
	text_143tsgs: 
	text_144sfir: 
	text_145zszx: 
	text_146uozd: 
	text_147nhzo: 
	text_148adst: 
	text_149priu: 
	text_150vuvx: 
	text_151uqux: 
	text_152cvwg: 
	text_153ovpw: 
	text_154shlv: 
	text_155asex: 
	text_156xtjo: 
	text_157jtww: 
	text_158fysk: 
	text_159ckuo: 
	text_160kvpr: 
	text_161qgci: 
	text_162vbji: 
	text_163xvyw: 
	text_164oagk: 
	text_165nnnp: 
	text_166uspb: 


