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More Clients Program Preparation Work

Below is the preparation work to be completed no later than two weeks prior to the first group session of the More Clients Marketing Program on April 8, 2020.
Here are the group session dates:
2nd and 4th Wednesdays

April 8, 22, May 13, 27, June 10, 24
July 8, 22, August 12, 26, Sept 9,23

1st and 3rd Wednesdays

October 7, 21, Nov 4, 18, Dec 2, 16
Group meetings are at 12 noon Pacific to 1:15 p.m. 

Please answer all these questions and then return to Robert Middleton at action@actionplan.com 
Please use the headings and sub-headings in your completed document, but not the descriptions under each heading. 

Your main headings are:

Ideal Clients

Ultimate Outcome
Core Client Question
Success Story

Values

Business Vision

High-End, Outcome-Based Program

Strengths and Weaknesses

Commitment

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. 

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).
Example of an Ultimate Outcome: “We help our clients be more productive and successful at managing their businesses.”

Example of a Core Client question: “How can I be more productive and successful at managing my business?”

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?

Values

What values are most important to you in your business? And how do these values impact your business and your life?
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?”

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?

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.

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?”

4. What difference would it make to your business if you could successfully develop, market, sell, and deliver such a program? Be specific.

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. 

Weaknesses

What tends to stop you? What do 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!

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!

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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