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Where to Find Clients!Where to Find Clients!Where to Find Clients!Where to Find Clients!    
      

    

Do you struggle to find clients or customers?Do you struggle to find clients or customers?Do you struggle to find clients or customers?Do you struggle to find clients or customers?    

Are your marketing efforts producing less than desirable results?Are your marketing efforts producing less than desirable results?Are your marketing efforts producing less than desirable results?Are your marketing efforts producing less than desirable results?    

Do you wonder why nobody is calling?Do you wonder why nobody is calling?Do you wonder why nobody is calling?Do you wonder why nobody is calling?    

    

                                                                                                                                                                                

The key is to The key is to The key is to The key is to     

be focused and know where to lookbe focused and know where to lookbe focused and know where to lookbe focused and know where to look, , , ,     

instead of sitting around waiting for instead of sitting around waiting for instead of sitting around waiting for instead of sitting around waiting for 

the phone to ring.the phone to ring.the phone to ring.the phone to ring.    

    

    

    

There are plenty of people to help, business (money) to be earned.   Actually, 

there is more than enough to go around, and you deserve your share for your 

efforts.   

    

TO TO TO TO GET GET GET GET the BEST RESULthe BEST RESULthe BEST RESULthe BEST RESULTSTSTSTS    

    YOU MUST BE FOCUSED & CLEAR ON YOU MUST BE FOCUSED & CLEAR ON YOU MUST BE FOCUSED & CLEAR ON YOU MUST BE FOCUSED & CLEAR ON WHO YOU SERVE.WHO YOU SERVE.WHO YOU SERVE.WHO YOU SERVE.    

GET CLEAR     

Ask Ask Ask Ask yourselfyourselfyourselfyourself    ((((andandandand    answer) these questions:answer) these questions:answer) these questions:answer) these questions:    

 Who, exactly, is Who, exactly, is Who, exactly, is Who, exactly, is mymymymy    ideal ideal ideal ideal customer/clcustomer/clcustomer/clcustomer/client?ient?ient?ient?    
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 Do Do Do Do IIII    have a niche have a niche have a niche have a niche ––––    a specialty relating to a specialty relating to a specialty relating to a specialty relating to mymymymy    product/service?product/service?product/service?product/service?    If you donIf you donIf you donIf you don’’’’t, you t, you t, you t, you 

should definitely consider it for more rapid growshould definitely consider it for more rapid growshould definitely consider it for more rapid growshould definitely consider it for more rapid growth.th.th.th.    

 WhWhWhWho is the o is the o is the o is the person/business person/business person/business person/business I I I I helphelphelphelp????    

o What What What What is their occupationis their occupationis their occupationis their occupation????    

o How How How How do they think?do they think?do they think?do they think?    ((((analanalanalanalytically, freeytically, freeytically, freeytically, free----thinker, thinker, thinker, thinker, open to new ideas or more open to new ideas or more open to new ideas or more open to new ideas or more 

set in theset in theset in theset in their ways)ir ways)ir ways)ir ways)    

o WhatWhatWhatWhat’’’’s s s s do they value most (service, quality, price, do they value most (service, quality, price, do they value most (service, quality, price, do they value most (service, quality, price, experiences, experiences, experiences, experiences, etcetcetcetc.).).).)????    

o What are their hobbies/habits?What are their hobbies/habits?What are their hobbies/habits?What are their hobbies/habits?    

o The MOST IThe MOST IThe MOST IThe MOST IMPORTANT QUESTIONMPORTANT QUESTIONMPORTANT QUESTIONMPORTANT QUESTION: : : :     WWWWhat is their hat is their hat is their hat is their problemproblemproblemproblem////challenge/challenge/challenge/challenge/    

desdesdesdesireireireire…………that I solve????        Be specific!Be specific!Be specific!Be specific!    

This giveThis giveThis giveThis gives you ans you ans you ans you an    idea on the questions you need to answeridea on the questions you need to answeridea on the questions you need to answeridea on the questions you need to answer,,,,    and can cand can cand can cand can contiontiontiontinue to cnue to cnue to cnue to create reate reate reate 

your own list of questions tyour own list of questions tyour own list of questions tyour own list of questions thathathathat    relate to your relate to your relate to your relate to your uniquniquniqunique ue ue ue busibusibusibusinessnessnessness....    

    

BE STRATEGIC  

Most people have no clear strategyMost people have no clear strategyMost people have no clear strategyMost people have no clear strategy, but instead just , but instead just , but instead just , but instead just ““““play the numbers gameplay the numbers gameplay the numbers gameplay the numbers game””””.  .  .  .      

While geWhile geWhile geWhile getting intting intting intting in    frofrofrofrontntntnt    of as many people as possible does work, it can be exhausting!   of as many people as possible does work, it can be exhausting!   of as many people as possible does work, it can be exhausting!   of as many people as possible does work, it can be exhausting!   

ItItItIt’’’’s also not the best use of your time.s also not the best use of your time.s also not the best use of your time.s also not the best use of your time.    

Once you know Once you know Once you know Once you know ““““whowhowhowho””””    your customersyour customersyour customersyour customers/clients are, the/clients are, the/clients are, the/clients are, the    next thing is to know next thing is to know next thing is to know next thing is to know where to where to where to where to 

find them.  This isfind them.  This isfind them.  This isfind them.  This is    where where where where strategystrategystrategystrategy    beginbeginbeginbegins! s! s! s!     

Where are those customers? 

Where do they go? What would be a “targeWhere do they go? What would be a “targeWhere do they go? What would be a “targeWhere do they go? What would be a “targetttt----rich” rich” rich” rich” environmentenvironmentenvironmentenvironment????        WhWhWhWhere do they hang ere do they hang ere do they hang ere do they hang 

out?out?out?out?    

THINKTHINKTHINKTHINK!!!!            THINK OUTSIDE THE BOX!!THINK OUTSIDE THE BOX!!THINK OUTSIDE THE BOX!!THINK OUTSIDE THE BOX!!    

 Social Organizations or Social Activities    ––––    Does your ideal client go to art Does your ideal client go to art Does your ideal client go to art Does your ideal client go to art 

galleries?  Do they go to fancy events?  Do galleries?  Do they go to fancy events?  Do galleries?  Do they go to fancy events?  Do galleries?  Do they go to fancy events?  Do they hang out at biker bars?  Do they they hang out at biker bars?  Do they they hang out at biker bars?  Do they they hang out at biker bars?  Do they 

participate or attend specific types of sporting events?participate or attend specific types of sporting events?participate or attend specific types of sporting events?participate or attend specific types of sporting events?        Are they the momAre they the momAre they the momAre they the moms/dads s/dads s/dads s/dads 

at the soccat the soccat the soccat the soccer games?er games?er games?er games?        Do they Do they Do they Do they attend seminars on specific topics? attend seminars on specific topics? attend seminars on specific topics? attend seminars on specific topics?     
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 Professional Associations    ––––    Do Do Do Do they belong to anythey belong to anythey belong to anythey belong to any    spspspspeeeecific onescific onescific onescific ones?  Maybe you ?  Maybe you ?  Maybe you ?  Maybe you 

should join too.should join too.should join too.should join too.            

    

 Ask your Sphere ––––    Do Do Do Do they know anyone like they know anyone like they know anyone like they know anyone like your ideal client/customer?your ideal client/customer?your ideal client/customer?your ideal client/customer?        Tell Tell Tell Tell 

them you are building your bthem you are building your bthem you are building your bthem you are building your business and are looking for peousiness and are looking for peousiness and are looking for peousiness and are looking for people who ple who ple who ple who might need might need might need might need 

help with _____help with _____help with _____help with ______________.  _.  _.  _.  Who do they know Who do they know Who do they know Who do they know that you might be able to contact?that you might be able to contact?that you might be able to contact?that you might be able to contact?    

    

 Draw Them to YOU ––––    Create Create Create Create an event, wan event, wan event, wan event, wororororkshop, kshop, kshop, kshop, demondemondemondemonstration, something that stration, something that stration, something that stration, something that 

will attwill attwill attwill attrarararact your ideal clct your ideal clct your ideal clct your ideal client.  Theient.  Theient.  Theient.  Thennnn    market market market market ssssppppecificallyecificallyecificallyecifically    to their to their to their to their problem/problem/problem/problem/challenge!challenge!challenge!challenge!    

    

 Ask your Current/Past Clients ––––    Tell Tell Tell Tell them you them you them you them you love wolove wolove wolove worrrrking wking wking wking with them and would ith them and would ith them and would ith them and would 

like to have more clients jlike to have more clients jlike to have more clients jlike to have more clients just like thust like thust like thust like them!  em!  em!  em!  Then askThen askThen askThen ask    “Who do you know“Who do you know“Who do you know“Who do you know    who who who who 

____________________????””””        

TIP –    IIIIf f f f you are markeyou are markeyou are markeyou are marketing in a group or organization ting in a group or organization ting in a group or organization ting in a group or organization ––––    do do do do NOT juNOT juNOT juNOT jump rimp rimp rimp right into business. ght into business. ght into business. ght into business. 

Build relationships firstBuild relationships firstBuild relationships firstBuild relationships first!!!!    

        

Be smart Be smart Be smart Be smart ––––    Be stBe stBe stBe strategic rategic rategic rategic ––––    Be professional Be professional Be professional Be professional ––––    Be respectful Be respectful Be respectful Be respectful ––––    BE TRUSTWORTHY!BE TRUSTWORTHY!BE TRUSTWORTHY!BE TRUSTWORTHY!    

    

Hopefully, this Hopefully, this Hopefully, this Hopefully, this gives you a great starting point and maybegives you a great starting point and maybegives you a great starting point and maybegives you a great starting point and maybe    ininininspires sospires sospires sospires some new ideas. me new ideas. me new ideas. me new ideas. In In In In 

another traininganother traininganother traininganother training, we, we, we, we’’’’ll discuss ll discuss ll discuss ll discuss how to market how to market how to market how to market directlydirectlydirectlydirectly    to your niche!to your niche!to your niche!to your niche!    

 

     

                                                                                      


