Renegade Speaking And Teaching
“Diagnostics”

Personal Information

1. Name:

2. Company Name:

3. Are you speaking and teaching now? (Put an X to the right of your choice below)

Yes
No

4. If your answer is yes, do you wake up every morning feeling excited about “going to work”?

5.  What are your strengths and weaknesses?

6. What else would you like Robert to know about you personally?

Your Offerings

Note: If you’re not currently speaking or teaching, please answer the questions below as best you can focusing on what you’d like to speak and teach about. If you don’t know, just leave it blank.

1. Describe what you currently speak and teach and any additional products or services you offer (hereafter called “your offerings”):


2. Why do you share those specific offerings?


3. What are the different ways you’re using now to market and sell your offerings?


4. What problem does do your offerings solve for people? Describe your customer’s needs and the positive results your offerings provide. Be VERY specific.


5. Are your clients consistently requesting products or services you don’t currently offer? Yes ______ No _______. If the answer is Yes, why are you not offering them?
6. Please list the titles of all your offerings below and specify what they are (book, course, event, etc.) and the price you charge for them:


7. What were your gross revenues/sales for the past 3 years?

8. How do you explain what you do, your offerings to other people (i.e. to a potential buyer or client):
8. have you established financial or non-financial goals for your business? If so, please explain below, short-term and long-term:


9. What do your customers want most from their relationship with you?


10. Please share anything else you want Robert to know about your offerings, current or planned:


Marketing

Note: Do your best to answer all the questions below being as specific as possible. If you don’t know, just say, “I don’t know,” but this is VERY important, so think hard before saying that.

1. Please describe any training or education you’ve had in marketing – books, courses, workshops, coaching, etc., so I get an idea how much you’ve learned, from whom and from what source(s). Please be as specific as possible, including sharing names of teachers, experts, etc.


2. Please describe the “target market” for your offerings. Who is your “Ideal Customer”? Be as specific as you possibly can.


3. Do you have a collection of “testimonials” from clients/customers happy with how you’ve helped them? If so, pleases hare a few copying and pasting below or attaching to this document.


4. Do you use a systematic follow-up system to repeatedly contact prospects at regular intervals in order to convert prospects to paying clients? (Please an X next to your choice below)

Yes
No


5. What percentage of your customer base buys from you on an ongoing basis? Of those, in general, how often do they make repeat purchases from you?



6. Do you regularly solicit repeat business using a proven system that converts effectively? (Please an X next to your choice below)

Yes
No


7. What are the most effective marketing strategies you've used to acquire your existing customers? Please provide a list below, rank them in order of effectiveness (from best to worst) and indicate what percentage of your existing customer base came from each source:


8. Do you consistently reuse the sources listed in the question above to generate even more new business?  (Please an X next to your choice below)

Yes
No

9. What has been your biggest marketing success to date - defined as a specific promotion, advertising campaign, telemarketing script, etc. Are you still using it or a version of it?


10. What is your “Primary Point Of Uniqueness” (PUP) - i.e. why should a prospect choose to buy from you instead of all the other options available to them – including doing nothing? What is it about your offerings that makes you truly different, special or more likely to get them the results they seek?


11. Is your PUP a consistent theme in all of your marketing and sales efforts? If yes, how, and if no, why not?

12. What is your marketing theme or slogan (if you have one)? Is it directly linked to your PUP?


13. What would your competitors (and/or clients) say your strengths and weaknesses are? Have you completed an objective and thorough assessment of your competitive advantages and disadvantages?


14. What steps are you taking, or have you taken, to offset any advantage your competitors may have - whether real or perceived?


15. What is the biggest failing/weakness of your competitors and how specifically do you fill that void?


16. Do you offer any kind of money-back guarantee? If so, what is the guarantee? How does it compare to your competitor’s guarantee or the guarantee of the industry at large?


17. Do you have a system in place that regularly gathers high quality referrals? What percentage of your current business comes from referrals?


18. Are your marketing activities "working" (i.e. profitable)? How do you know? Do you have a tracking system to monitor the success or failure of various initiatives?


[bookmark: _GoBack]19. What is your biggest marketing problem or challenge today?


20. When you invite people into your offerings, what are the most frequently stated objections? Do you have an effective response to these objections?


21. What do you do with the prospects who come into your sphere of influence but don’t buy?

Returning Your Diagnostic

Please email your completed diagnostic back to me as an attachment to this email address as a Microsoft Word .doc file or a PDF:

diagnostics@robertscheinfeld.com
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