
Your Niche Worksheet

1. 	My best “customer” is 

2.	 I am  comfortable in the    ® board room
					         ® kitchen

3.	 I communicate more adeptly with   ® businesses / professionals 
							         (eg. advisors, lawyers, consultants, service 	
							          providers, etc.)						             	

					             ® senior consumers

4.	 I enjoy greater credibility with	® businesses / professionals 						    
					     ® seniors

5.	 It is easier to set an appointment with   ® a business leader     
							          ® a senior consumer

6.	 I am more energized after an appointment with   ® businesses / professionals
								               ® a senior

7.	 Majority of my business came from 	 ® Business to Business efforts
							       ® Direct to Consumer marketing campaigns

8.	 ® I enjoy “engaged conversations” with professionals
	 ® I find fulfillment is demonstrating care and concern for seniors

Who do I know...
That I can approach directly.			     That can introduce me.



Find Your “Sweet Spot”

	

What part of the “sales cycle” do I enjoy most? 

What do you do that energizes you?

What part of the “sales cycle” do I excel in?

Where do I get stuck?

How can I “work around” this pothole?

What do you do, that when you’re done, you say, “When can I do that again?” What makes time “fly” 
for you?
What do you do that you end up saying, “How did I do that?”

What do you have a knack for?
What do others say you do well?

Analyze your last Quarter’s activities

1. 	Review your calendar: Identify the activities/time spent for each of the stages of the 
	 sales cycle.
2. 	Rank in order of “time invested” the Sales Cycle components
3. 	Sort by “love it” / energizes me (green) and “hate it” / drains me (yellow)
4. 	Are you spending much time doing stuff you don’t enjoy or lack competency?
5. 	Circle stuff that made you money
6. 	What are you doing that makes you money?
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