
The 14 Enduring Laws That Make Demand 
Generation Scale Across Many Locations 

Tactics decay—principles compound 
Multi-unit businesses face a paradox: growth depends on local execution, but local 
execution fragments without central coherence. That’s where demand generation breaks. 

This guide distills the durable principles proven by leading marketing and strategy 
thinkers into a practical field guide. 

Use these as non-negotiables inside your demand generation system. 

1 — Positioning as an Operating System 
Core Idea: Positioning aligns daily decisions. 
How it Works: It’s not just a marketing statement; it’s the north star for frontline 
behavior. Clear positioning helps thousands of people make coherent micro-decisions 
that add up to a unified system. 
Demand Lever: Train every operator on what your brand stands for—and what it doesn’t. 

2 — Codify Offer & Pricing Architecture 
Core Idea: Define what you sell, at what levels, and why. 
How it Works: Without central architecture, local sites improvise bundles and prices, 
confusing customers and eroding margin. A clear system-wide offer/pricing structure 
protects clarity and profitability while allowing local execution. 
Demand Lever: Use your offer architecture as the foundation of every media and CRM 
push. 

3 — Anchor in Customer Economics 
Core Idea: Spend where the math works. 
How it Works: Growth energy should flow to units where customer lifetime value (LTV) 
justifies acquisition costs (CAC). Propping up weak units with heavy spend is a value leak. 
Demand Lever: Build unit-level P&L logic into your media and CRM allocation model. 
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4 — Balance Brand Building & Activation 
Core Idea: Brand creates demand, activation converts it. 
How it Works: Local teams often chase instant sales, starving brand building. But without 
brand, future demand dries up. A healthy system typically spends ≈60% on broad, 
emotional brand work and ≈40% on targeted performance. 
Demand Lever: Protect brand-building budgets at the system level, even when local 
operators push for promotions. 

5 — Build Mental Availability 
Core Idea: Be easy to think of and easy to buy. 
How it Works: Repeat distinctive brand codes—colors, symbols, packaging, tone—across  
every location until customers recognize you automatically. This lowers the decision-
making friction in every buying moment. Scale multiplies memory, so consistency 
multiplies sales. 
Demand Lever: Design campaigns and CRM to hammer your distinctive assets 
everywhere, every time. 

6 — Tie Media & CRM to Incrementality 
Core Idea: Measure the lift, not the noise. 
How it Works: Clicks and opens don’t matter if they don’t create new sales. Instead, 
measure the incremental traffic, ticket size, and repeat visits your campaigns generate. If 
it doesn’t move revenue, it’s not working. 
Demand Lever: Build control groups into campaigns to isolate true lift before scaling 
them system-wide. 

7 — Choose Reach Before Efficiency 
Core Idea: Reach creates future demand. 
How it Works: Growth comes from reaching all category buyers, not just narrow local 
targets. Efficiency only manages current demand. Over-targeting strangles scale. 
Demand Lever: Prioritize broad-reach media that make your brand famous, then layer on 
local optimization. 
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8 — Effectiveness > Efficiency 
Core Idea: Impact matters more than cost. 
How it Works: An efficient campaign that drives tiny volume is still a failure. Focus on 
effectiveness—moving meaningful revenue—even if cost per result is higher. 
Demand Lever: Evaluate campaigns by incremental system-wide sales, not local ROAS. 

9 — Emotion Scales, Offers Don’t 
Core Idea: Emotion creates memory and resilience; offers fade. 
How it Works: When people feel something from your brand—joy, pride, belonging—they 
remember you, even if execution quality varies between locations. Offers are forgotten 
the moment they expire. 
Demand Lever: Bake emotional storytelling into every campaign to make it stickier than 
price points. 

10 — Coherence with Local Flex 
Core Idea: One brand, many voices. 
How it Works: Central marketing sets the non-negotiables—brand codes, tone, product 
pillars—while local teams flex messaging and offers for their market. This creates a “family 
resemblance” effect: local relevance without losing brand unity. 
Demand Lever: Build campaign templates that lock brand codes but leave space for local 
nuance. 

11 — Protect Reputation & Visibility 
Core Idea: Reputation and discoverability are compounding assets. 
How it Works: Small cracks—bad reviews, wrong hours, broken listings—quietly erode 
demand at scale. Each unit’s hygiene affects the whole network’s trust and visibility. 
Demand Lever: Treat local SEO, reviews, and listings management as core marketing 
infrastructure. 

12 — Distinctive Assets Are Infrastructure 
Core Idea: Distinctive assets are shortcuts—for customers and staff. 
How it Works: Visual and verbal brand codes make your brand recognizable instantly, 
while giving staff guardrails to execute consistently. They’re operational as much as they 
are creative. 
Demand Lever: Embed distinctive assets in every customer-facing surface—signage, 
packaging, uniforms, tone. 
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13 — Build Experimentation Loops 
Core Idea: Innovate without destabilizing the system. 
How it Works: Multi-unit networks are natural labs. Use small cohorts to test offers, 
pricing, or creative, then scale what works. This builds a culture of controlled risk-taking. 
Demand Lever: Establish “test → measure → scale” pipelines inside your media and CRM 
teams. 

14 — Guard Brand Equity from Promo Overreach 
Core Idea: Over-discounting drains long-term brand power. 
How it Works: Constant price-cutting trains customers to wait for deals and erodes 
perceived value. 
Demand Lever: Set guardrails on discount depth/frequency and require brand-coded 
creative on every promo. 

See below for a self-assessment scorecard. 
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How principle proof is your system? 
Self-Assessment Scorecard 

For each principle, rate your system on a scale from 1-5 (with five being best). Roll up 
scores under five meta pillars, as follows: 

Brand Health: 	 	 	 	 ___/20 
• Principles: 4, 5, 9, 14  

Total Reach:	 	 	 	 ___/15 
• Principles: 6, 7, 11 

Total Economics:	 	 	 	 ___/15 
• Principles: 2, 3, 8 

Total Consistency:	 	 	 ___/15 
• Principles: 1, 10, 12 

Total Experimentation:	 	 	 ___/5 
• Principles: 13 

Overall System Resilience Score:	 ___/70 

Interpreting the Total System Score 

For more detail on assessing performance against each meta pillar, please reach out to 
me at chris@scotchgame.com.

Score Range System Status Description

60-70 Principle-Driven Coherent demand gen OS; ready to 
scale

45-59 Partially Aligned System works but has structural leaks

30-44 Tactically Fragmented Growth relies on heroics, not system

<30 At Risk Every unit in on it’s own; no 
compounding effect
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