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Andrea Dale: More Clients Program Preparation Work

Ideal Clients

Who are the ideal clients for your business? Describe them both demographically and psychographically. Be as detailed as you can possibly be. Give a complete “personality profile” for an ideal client. 

My clients are B2B Creative and IT/Technology Business Owners including IT consulting, software development, digital marketing, commercial/advertising photography, content development and creative services. 

These clients manage one or more teams or are a solo business owner (AKA a solopreneur).There are two things they all have in common:

· They sell and market to the organization’s leadership and executives, and;

· The business owner or business partner is responsible for getting clients in the door.

One or more of these statements are true for them:

· While their business is successful, certain doors just aren't opening. They work hard, make connections and deliver excellent results so they wonder…what am I doing wrong?

· They have one golden egg client, usually a previous employer or a referral that happened to work out. Either way, they are not sure where to go from here.

· Their networking feels inconsistent and maybe not so effective. They get out the door to meetings a bunch for one month and then not at all for two months because they are busy with lots of work. How do these business owners keep new clients coming in when they are spending all their time completing client projects? 

· They find themselves selling to those they comfortable with. They could be networking with business owners like themselves or with individuals who work at their desired company. But none of these contacts are the executives who decide whether or not to hire them. 

· They have been putting off projects that could lead to higher billing opportunities. This work could include revamping their website or social media presence, becoming a public speaker, shifting where they network, writing a book, etc. It’s on their list and on their mind, but it’s not getting done.

· Just thinking about talking to executives gives them the jitters. They are not sure what to say, what questions to ask...How do they become confident and skilled at these conversations? 

· A certain industry or type of client is eluding them. Either they are not getting the attention of the clients they most desire or when these opportunities do come their way, they don't choose their business.

Who is a great client for me?

Clients who are likely to be successful working with me if:

· They feel and act with a sense of urgency, drive and purpose.

· They are or want to be the best.

· They are willing to try new things and work through the occasional discomfort that goes along with it.

· Integrity and credibility are core to they are as a business owner and professional. 

Ultimate Outcome and Core Client Question

What is the Ultimate Outcome you currently produce for your clients? That is, what is the ONE Big Thing your clients get when they utilize your services? Plus, what is the core issue or challenge your clients want to solve (stated as a question).

Core issue/challenge: How do I get bigger clients?
Ultimate Outcome: I help my clients get bigger billing clients. 
Success Story

Give a concise success story or case study of one of your successful clients. Where were they when you started working with them, what did you do for them and what outcomes and results did they produce as a result of working with you?

Client: Commercial photographer with 15 years of experience. 

Where were they I started working with them? They were frustrated with not consistently getting the bigger projects from the larger local agencies and companies. 
What did I do with them? 

· Provided six months of marketing, sales and business consulting and coaching, meeting weekly. 

· Helped them understand and trust their strengths. 

· Helped them get focused on building strong, strategic relationships and learn how to evaluate the strength of those relationships. 

· Help them set stronger boundaries around working with others when negotiating work and also during photo shoots. 

· Helped them figure out how to handle a significantly higher work load while still getting additional business. 

· In the clients’ words “After working with you, I realized that what I needed was not long-term goal setting, it was long-term networking and relationship building.”

Results: Their income increased fivefold in by the end of year. They are also happier, and more confident and secure in their work and in their ability to land big clients. They have developed a stronger and deeper network with other business owners enabling them be more resilient and be part of larger business opportunities with others. Right now they are also developing a new stream of income based on the work we did together last year. 
Values

What values are most important to you in your business? And how do these values impact your business and your life?
· Deeper connections with my clients and myself.
· The power and joy of running your own business…I love entrepreneurship. 
· Creativity. I am also a singer/songwriter. 

· Adventure/courage. Trying new things that I’ve never done before.  One reason my company is called To The Point is the tough hiking trips I prepare for and complete. 
Business Vision

Look ahead several years in the future (5 or 10 years) in your business and answer the questions below: 

• What kind of clients are you working with and what are you doing with them? 

• How much are you making in your business annually?

• What are your office and other surroundings like? 

• What is the status of the other areas of your life – home, relationship, friends, community involvement, health and exercise, personal growth, etc? 

• What are your most prevalent ways of being (feelings) when everything is working in your life and business?

Also, what are the some of the major things you learned in those years? What breakthroughs did you have that changed things? What were some of the turning points? What were some major insights and realizations you had that helped you in those years? 

Do not write this as a series of bullet points, but as a narrative that you might share with a friend when they asked, “I hear you are doing very well and now have the life of your dreams. What is your business and life like right now?”

My business challenges me both in the amazing clients and the opportunities it brings me. I work with business owners locally and nationally, who are seeking to increase their income and work satisfaction in both one on one and group engagements. I provide sales and networking training and coaching to companies as well.  

I have also published a memoir about my struggles with anxiety and depression, written not for those who struggle with mental illness but for those who love them. 

I have learned to focus more on the present and live less in my head. I’ve gotten better at trusting others to help and support me in my business. I’ve continued playing music and songwriting on the side and have found some ways to combine my music with my coaching business. I’ve become a more vibrant writer, reflecting my sense of humor and energy/joy vs. the technical/corporate writing tone I learned years ago. 
My partner and I have paid off the house and are considering buying an RV or tiny house. I have the income ($100,000+), lifestyle and business that allows me to help my younger son (who is autistic) live on his own while working part-time. My partner and I plan and take amazing outdoors trips around the country or overseas 2-3 times a year. 

I have become a successful public speaker in two arenas…business development and mental health. 
High-End, Outcome-Based Program or Service

Describe a Program or service that you could offer to your clients based on the parameters below.

1. A relatively expensive program, which produced consistent, measurable results for your clients. What would the name of this program be and what would the ultimate outcome be of such a program? What would it cost (per participant or per organization)? How would it be different than other programs or services available in your marketplace? What would make it different/unique/special? How many of these programs would you have to sell in a year to increase your current income by 50% or more?

A program called “Crucial Connections” coaching and training helping consultants in larger IT or creative businesses to obtain new business. I may also consider working with accounting firms, business consulting and executive coaching firms. 
2. What would the structure of the program look like? If it was designed to produce the best results possible, what would be required? It might be a one-time workshop or a multi-session program or other format that could deliver maximum value.

A 6-9 month group program sold to a business. One presentation/workshop a month, in addition to 1-2 coaching sessions per individual.  Unique in that I help new consultants and coaches at mid-size businesses gain the sales and relationship building skills of Fortune 500 consultants and creatives. 
3. Where would your ideal clients come from for such a program? Your existing client base, from joint ventures with other business owners, from other affiliations, associations, or from a “cold marketplace?”

Joint ventures with other business owners. Referrals from clients to their clients or partners. Associations. 
4. What difference would it make to your business if you could successfully develop, market, sell, and deliver such a program? Be specific.

This program could easily double or triple my income. I would also gain the satisfaction of helping others learn better communication and sales skills helping them immeasurably in their own work and career in the long-term. (During my work as an executive and career coach, I learned how often communications and influence are the make/break for most people at work)
In working on this part of the preparation work, I understand that you may not know what this service will be or exactly how it will be structured yet. 
If you want to pursue this, I’ll work with you during the program on this. But I want you to get a head start and begin to think about this now and give your best shot in starting to develop this service or program. 

Strengths and Weaknesses

What are the strengths and weaknesses you bring to your business and to this program?

Strengths

What talents, abilities, skills, gifts, experiences, and other qualities do you bring to this program? If someone said, “You can always count on ‘Name’ to do such and such. What would they say about you? Make this a long list! Write down every strength you can think of. 

High and quirky creativity. 

Excellent verbal communications. 

Strong collaboration and brainstorming skills. 

Curious. Asks Questions. 

Willing to try new things. 
Data driven. Process oriented. 

Fast learner. 
Thinks in words, imagery and graphics. 
Connector between people, one of my favorite things to do. 

Great at and love meeting new people. 

Natural networker. 

Strong and well-organized writing.

Willing to challenge the status quo. 

Energetic. 

Excellent public speaker, told I am charismatic. 
Decision maker. 
High initiative. 
Weaknesses

What tends to stop you? What do you have an aversion to doing in your business? What can you usually be counted on NOT to do? If someone said, “The one drawback to hiring ‘Name’ is that…” what would they say about you? Makes this a long list as well, but not as long as your strengths list!

Sometimes not delivering written materials on time (One of the reasons I shifted to coaching, etc.) 
Spend too much time on details, perfectionism. 

Second guess myself. 
Not staying focused on my specific set of services or how I market myself. 

Talking too much. 
Can become overwhelmed and then stuck. 

Not good at staying committed to a consistent set of tasks vs. recreating the wheel. 
Not recognizing that just because I can do something doesn’t mean I should do it. 
Overthinking. 
Commitment

What is your commitment regarding the More Clients Program? That is, what can we expect from you? What can we bet the farm on? What will we know, with absolute certainty that you will accomplish in this program? You may need to think outside the box on this one!

You can expect that I’ll listen closely to how others are struggling, because I need that perspective. 
I will show up at every meeting and coaching session. 

I will struggle to finish my written work and yet, look forward to getting constructive feedback. 

You will see my interest in helping the other people in the group succeed too. 

I’ll look for ways to market myself that are fun, creative and inspire me. 

I’ll seek insights about how to get out of my own way. 

I will both angst about the work and work hard on it. ( 
That’s all!

Create a Word document with all of the main headings and write complete, in-depth answers to all of them. This will really set the foundation for the More Clients Program. 

Note: Please put your name at the top of the page. And title it: Your Name More Clients Preparation. (This helps me keep this organized.)
Send this document to me at action@actionplan.com 

Please do not wait until the last minute! Start as soon as possible and it will be done before you know it. You can work on the questions in any order you like, but in the document please keep them in the same order as presented here. 

Cheers, Robert

action@actionplan.com
831-338-7790 
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