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HOW IS YOUR BUSINESS DEVELOPMENT WORKING FOR YOU?
The following checklist will tell you if you are doing enough to be known as the go-to 
professional in your market, the first person people call when they need the expertise 
that you offer.

Check the column for each statement based on how accurate it is for you.

STATEMENT YES S0-S0 NO
I am already the go-to professional in my market. People call me first when they have a 
need for my expertise.

My clients will testify that I get results that are easily worth five to 10 times my fees.

I clearly articulate my value in my marketing message and materials.

When I count the number of times my marketing messages use the word “You” (referring 
to the client) vs. how often they use the word “I” (referring to you), the ratio of You:I is 3:1. 

I am known by the top decision makers in my target market as someone who solves a 
pressing problem(s).

I have at least five conversations per week with potential referral sources, prospects, 
alliance partners, or people who can help me get more visible in the market (e.g., through 
speaking opportunities).

I follow a consistent marketing plan that clearly defines my business development 
activities, broken down by month of the year.

I use at least five tactics to get visible to the people in my target market.

I use educational marketing to demonstrate my value and credibility, for instance, by 
speaking, writing, and posting videos.

I have a strong online presence that captures prospects so that I can follow up with them.

I use LinkedIn as a powerful tool to establish my credibility, form alliances, and get leads.

I am a leader in at least one association or social group where decision makers in my 
target market can be found (e.g., an industry association, a country club, an alumni group, 
a non-profit or civic group).

I spend at least one day per week developing business, even if it means that I have to turn 
down client work; I will not allow my pipeline to dry up!

I keep clients for multiple engagements, often for more many years.

I am very comfortable asking clients for referrals, and they provide me with an ongoing 
stream of business through their referrals.


