
The Marketing Skills Checklist

Look at each of these marketing action areas and score yourself from 1 to 10 according to your current ability to successfully implement each of them.
Your Full Name   






Date 

Current average monthly income: 


	Marketing Action
	Skill in This Area
	 1 - 10

	General Marketing Principles, Practices and sills
	I am conversant and skilled in applying the following key marketing principles and practices.
	

	The Game of Marketing –  “Marketing Ball”
	I have the ability to successfully play the game of marketing. This means the ability to effectively communicate with prospective clients by generating attention and interest until they are ready to explore working with me.
	

	Marketing Syntax – The key to effective marketing communication
	I have the ability to apply the principle of Marketing Syntax where I present my marketing ideas, both verbally and in written form in a way that results in more attention, interest and response.  
	

	Marketing Action Plans – The means to deliver your marketing messages to your prospects
	I have the ability to write detailed step-by-step marketing action plans in developing and implementing any marketing strategy.
	

	Selling Skills – Converting qualified prospects into clients
	I have the ability to conduct conversations with prospective clients that convert them into ideal paying clients.
	

	Marketing Mindset – The skill to make sure nothing stops you.
	I have the ability to get beyond any hindering thoughts, and fearful or limiting beliefs that result in avoidance of developing and implementing any area of my marketing.   
	

	Producing Results for Clients
	I have the ability to produce consistently excellent results for my clients. I realize this is just as, if not more important than attracting clients.
	

	Marketing Communication
	I am able to develop and implement the following marketing communications.
	 1 - 10

	Marketing Message
	I develop and use an attention-getting Marketing Message that includes these elements: 1. Who my idea clients are, 2. What key issue or challenge are they facing, 3. The outcomes I produce for my clients, 4. How my business and I are unique, and the advantage of that uniqueness.  
	

	Audio Logo
	I have an attention-getting message to use when someone asks me what I do. 
	

	Marketing Conversations – Both verbal and written (email).
	I am comfortable and effective at verbal marketing conversations and written communications that move prospects closer to working with me.
	

	Writing Persuasive Marketing Materials
	I am effective at writing marketing materials of all kinds that employ the elements of Marketing Syntax. This includes, emails, articles, sales letters, presentations, etc.
	

	Sales Letters
	I have online sales letters that clearly communicate the value of my service(s) and program(s) and move prospects closer to working with me, get prospects to respond to learn more or have prospects buy my services. 
	

	Reports/Articles
	I have one or more reports or articles that I can offer to prospects on my website, through networking and presentations. 
	

	Web Site and Copy
	I have a modern and well-designed website launched that accurately represents my business, and web copy that promotes my business effectively.
	

	Case Studies, Stories and Testimonials
	I am using case studies, stories and testimonials on my website and other marketing materials to prove I can deliver what I promise, while increasing my credibility. 
	

	Marketing Strategies
	I am able to develop and implement the following marketing strategies
	 1 - 10

	Building Email List
	I have an opt-in form on my website that offers a report or other valuable giveaway and adds people to my e-list. I do the activities to get known and get people to visit my website.
	

	Networking 
	I am having productive connections through various networking activities where I expand my network of people who become resources and can lead me to ideal clients. I put a lot of attention on business relationships.
	

	E-Zine – Keep-in-touch marketing
	I have an eZine (email newsletter) set up and am sending subscribers valuable information regularly, at least monthly
	

	Blog – Content marketing
	I am writing articles relevant to my prospects and clients and posting them on my blog regularly.
	

	Email Marketing
	I regularly send out emails to those on my list to offer strategy sessions, introduce programs or services or sell products online.
	

	Speaking, Presentations
	I do public speaking and successfully schedule and deliver talks that generate qualified leads. 
	

	Teleclasses, Webinars and Video Conferences
	I am leading teleclasses, webinars or video conferences and have delivered them successfully to generate qualified leads.
	

	Social Media
	I am leveraging social media (mostly FB and LinkedIn) to deepen relationships, educate prospects about my services, find resources and generate qualified leads.
	

	Podcasts – Like an audio blog
	I have a podcast channel and am regularly recording and posting these podcasts online to generate website visitors and opt-ins and qualified leads
	

	Direct Outreach
	I am reaching out to warm leads and generating marketing conversations and strategy sessions. 
	

	Referrals 
	I have a system, scripts and processes in place to ask for referrals and generate qualified leads.
	

	Follow-Up
	I am able to follow up effectively and consistently with prospects no matter what the source, such as networking, speaking, referrals, etc. 
	

	Selling Skills
	Converting prospects into clients
	 1 - 10

	Strategy Sessions – Selling conversations
	I am able to conduct Strategy Sessions successfully. This includes asking the right questions and presenting your services, programs and services.
	

	Objections and Questions
	I am able to answer any objections or questions during the sales process that don’t through me off track. 
	

	Proposals
	I have the ability to write an effective proposal and sell that proposal.
	

	Pricing
	I have the ability to price my services at a higher level and have my prices accepted. 
	

	Closing the Sale
	I am able to consistently convert prospective clients into paying clients without manipulation, hard-sell or hype.
	

	Organization and Self Management
	Keeping on top of, and keeping track of time, projects, details and myself.
	 1 - 10

	Time Management System
	I have a system to track my appointments, projects and future plans and ideas without getting overwhelmed or behind on my priorities.
	

	Email System
	I have organized my email to filter incoming emails into mailboxes or folders for different categories so I can find anything quickly and easily.
	

	Computer Filing System
	I have the ability to find anything on my computer in 10 seconds or less
	

	Client Files
	I have a system for organizing and retrieving client files, payments, projects etc.
	

	Delegation and Assistance
	I utilize the expertise of a virtual assistant (or other service providers) to help with tasks I’m not good at or don’t have the time for, such as web updates, sending out eZines, posting blogs, editing marketing materials, bookkeeping, etc. 
	

	Personal Balance
	I do my best to keep my life balanced, eat well, exercise, spend time with family and take off time for rest and renewal. I realize that this increases my energy, enthusiasm and creativity for my business. 
	

	Support Systems
	I take advantage of many different support systems to keep by business and marketing on track and thriving. I’m in a mastermind group, have a coach or am participating in a program that provides the information and support I need to move forward consistently, with confidence and less stress.
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