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PART I: The Fish (your target audience) 

 

• My ideal client/customer: 

• Who has the budget/is the buyer/decision maker? 

 

PART II: The Body of Water (where your ideal customers hang out) 

 

• Where could you get exposure to your ideal customer/client/buyer? 

• How could you get an audience with the decision maker? 
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PART III: The Net (your unique value proposition) 

Can you be your authentic self when you’re following up to stand out? If not, why not? Where is there 

misalignment? Is this business worth pursuing? 

 

• The Medium (LinkedIn, Advertising, Insta, fb, WWW, Google, Word of Mouth, Other?) 

• How can you leverage your Experience, Exposure, Education to meet their needs? What 

strategic advantage do you offer? 

• What problems do you help solve? Why you? 

• Is there any development or skill building you need to pursue? 

 

Part IV: The Mesh Size (your purpose, core values, boundaries; how do these manifest 

at work?) 

 

• Your Personal Mission Statement: 

• Your Business Mission Statement: 

• What are your core values? 

• What are the synergies between them? How do clients/customers experience you when 

you’re at your best? Your worst? 

• If you’re feeling stressed or anxious, how do you reset so that your best self shines 

through? 

• What are your non-negotiables/your walk away point? 

• How do you manifest integrity and ethical behaviors in your follow ups? 

• How do you hold yourself accountable for your commitments? 
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Notes and Additional Pro Tips: 

_______________________________________________________________________

_______________________________________________________________________

_______________________________________________________________________
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_______________________________________________________________________ 
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