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Introduction

Dear AWAI Member,
Welcome to AWAI’s Effective Networking program, and congratulations
on making one of the smartest decisions possible to build your business and
improve your life.
Though it’s the least expensive form of advertising, networking is also
the most effective. It’s more specifically targeted than any other, and it gets
your message across faster… because that message is personalized for every
prospect you reach.
You may have decided to study this program for several reasons. Perhaps
you recognize the effectiveness of networking, but aren’t sure how to go
about it.You may feel that you simply can’t afford any other marketing
efforts. Or you may be having trouble networking, because you’re
uncomfortable “bragging”about yourself.
Whatever your reasons, I promise you this: If you put into practice
the tricks and techniques I reveal in the following pages, your business
will grow. And the more faithfully you practice them, the more growth
you’ll experience.

Reach More Prospects With Less Effort
You’re not going to get a bunch of classroom theory here. I’m sharing all
the best networking tricks I’ve learned and developed over a 21-year career.
A career spent helping people just like you — people who either don’t
know how to effectively market themselves, or simply don’t like the
marketing process.
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Are you shy? That’s okay. I’ll show you fun ways to overcome
your shyness.
Don’t like to brag? Don’t worry.You’ll learn the difference between
bragging and helping people who need what you offer.
Can’t afford expensive marketing campaigns? Not a problem.
Nearly everything you’ll discover in this program can be done on a
shoestring budget.
And — even better — I’ll show you how to network effectively… how to
fill your contact list with prospects and others that you need to build and
sustain your business… in just a few hours a month!
Simply put, there’s no marketing program anywhere that offers more
bang for your buck than networking.

Get a Hidden Bonus, Too
Besides value and effectiveness, networking gives you something else
that no other form of marketing can offer. Think of it as networking’s
“hidden bonus.”
What is that bonus? Real personal relationships.
Advertising campaigns convince a limited number of strangers to contact
you and do business with you. Networking, on the other hand, builds
relationships, because you reach people one-on-one.
And that’s because networking is really all about helping other people.
It’s about listening to their needs and helping them find a solution.
Advertising is linear. It’s a straight line from you to potential customers
via print or other media. Networking spreads like the ripples on a pond.You
make a few connections close to you, and those connections make more
connections… and continue to spread ever outward.
Someone who reads your advertisement isn’t likely to refer you to the
friend of a friend. After all, they don’t know you; they just saw an ad. And
your ad is one among many.
But with networking, referrals are the order of the day. Person C will
gladly recommend you to Person D, because he got your name from Person
ii
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B, who he knows and trusts. And Person B had your name, because she
talked to Person A… and you made a one-on-one connection with Person A
through networking.
With networking, trust is transferable!

You Can Start Building Your Success Today
That’s some pretty exciting stuff, isn’t it? And in the following
pages, you’re going to discover that it’s a whole lot easier than you
probably thought.
Together, we’ll explode common networking myths… discover what
makes a successful networker… uncover secrets to make your business
name, your web address and even your business card work harder for you…
learn how to easily remember names… expose the easiest ways to make
connections with new people — even how to make it fun… and so
much more.
By the time you complete this program, you’ll have all the networking
tools you need to gather more business more easily — in fact, to have it
coming to you.You won’t have to live with the “Feast or Famine Syndrome”
any more.
In short, you’ll be positioned for real success.
So, roll up your sleeves and get working. You’ll be thrilled with
the results.
Wishing you all the best,

Ilise Benun
The Marketing Mentor
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PART 1
Networking Basics

Here’s the thing about networking: it’s really nothing more than talking to
other people.
But, for some reason, many, many people have trouble doing that.
Whether it’s not knowing what to say, or imagining that others don’t
want to talk to you, something seems to get in the way of simple
communication between two people.
My friend, Jay, came to NYC almost 30 years ago to be an actor, but he’s
ended up making his living by painting apartments. He hasn’t had an
audition in years, and the painting has kept him busy enough. Jobs come
along to keep him afloat. When they don’t, he starts to worry that the work
has dried up. But just at that moment, as if someone were watching over
him, the phone rings and he gets another job, and then he doesn’t have to
think about it anymore. Until the next time, of course.
Well, recently, he hasn’t been so lucky. Things had been quiet for a little
longer than usual, but he continued to wait for the phone to ring. He
waited. And he waited. But it didn’t ring.
The holiday season came around, and the rent came due, and he had
nothing lined up. His bank account was dwindling, and no one was calling.
And still, he waited. What else could he do?
You know the answer.
When Jay told me what was going on, I wondered,“How is it possible
that, in a city where you have to wait months to get an appointment with a
painter, he has no work on the horizon?”
The only conceivable answer is this: no one knows he’s out there.

The Fastest Way to Win Clients and Grow Your Business
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And the only reason no one would know is that he hasn’t told anyone.
Yes, that’s right. He’s done no networking at all; no talking about his
work. He doesn’t tell people that he’s a painter (partially because he still
wishes he were an actor). He doesn’t have a business card. The painter is
hidden inside him.
This is fairly typical. Elements of Jay’s story may even be familiar to you.
Here’s a different kind of story. I received this message from an artist
named Jonathan recently:
“When I was in the stone masonry business, I handed business
cards out to everyone. Result: even the ones I gave to the guy at
the gas station brought business. So much so, that people were
calling me from all over the state of New York. They would say
things like,” I heard you are the best.” A few even offered me
double my price. (I never took those offers but it was wonderful
being propelled to the top so fast.)
Now I produce paintings, sculpture, and photography, and I use the
same strategy, but with a twist. I give out postcards of my artwork.
Result: I’ve passed out only 2000 cards so far and already people
say,“I have seen this before.”
Here are the differences between Jay and Jonathan:


Jay is waiting for something to happen; Jonathan is making
something happen.



Jay is passive; Jonathan is proactive.



Jay is focused inward; Jonathan is focused outward.



Jay is being selfish with his services; Jonathan is being generous
with his.

Networking is a proactive act of generosity. It’s a mindset — not a
mindset that you either have or don’t have. It’s a mindset you can learn.You
train your mind to see and think in this open and expansive and ultimately
positive (rather than negative) way. It’s a good idea if you want to grow your
business and get more clients.
My goal in this program is to teach you how to transform your mindset.
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You will learn specific tactics, techniques and strategies to practice reaching
out and talking to people.You will try all sorts of tools to see what works
for you.
There’s no “right”way to do this. Reaching out and building relationships
is a very personal process. What is comfortable for you? What do you like
doing? What do you dislike but are actually good at? What could you learn
to be better at? All of this takes time to figure out. The objective is not to
duplicate what you see others doing, or even to follow the instructions
presented as you read on. I suggest that you try everything recommended
here at least once before deciding if it does (or doesn’t) work for you.
Consider these guidelines as a starting point as you integrate the big
ideas, and then translate them into the tiny techniques that work for you…
which you can only discover through lots of practice.
It takes time to integrate these ideas. Keep your expectations for yourself
grounded in the reality of how slowly we learn and change. For example, if
you have trouble talking to strangers, don’t expect yourself to be able to
initiate a conversation with a stranger at the next event you attend. Instead,
try something that is a step in that direction. Wear a funky name badge or
carry a feathery handbag so people take notice and say something to you
first. Better yet, volunteer to help and have a task to do that will bring you
into contact with people. That way you won’t have to initiate the
conversations; they will.
I’ve seen the proof: people who get out there and start talking to people
start getting work. It’s almost cosmic. Something starts to happen when you
put “energy”out rather than holding it in.
After my conversation with Jay, he started talking to the other people in
his immediate circle, and everyone gave him work right away. (I myself had
several things that needed doing around the house, but just hadn’t gotten
around to finding someone to do them.)
He put up a few flyers and, lo and behold, people started calling him. He
signed up with an online service that provides leads for painting jobs. Now
he’s too busy to come back and finish painting my kitchen. Oh well.
Here’s the reality of it all: anything can come out of a conversation. So
many people are full of fear, but once you’re doing it, it’s not that painful.
Besides, if you don’t toot your own horn, who will?
The Fastest Way to Win Clients and Grow Your Business
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Common myths about networking
“Conventional networking is the clammy science of collecting
business cards ad infinitum, of cold calling near strangers to
grill them about possible openings in their places of work and
beg them for favors. No one particularly likes to network, and
no one likes to receive a call from a desperate, edgy networker
either. If you’ve read some of those networking books and felt
uncomfortable about putting their advice into practice,
there’s a good reason for your reluctance. Networking is
awkward, it’s artificial and more often than not,
it doesn’t work that well.”
Source: Vault Guide to Schmoozing,
Reprinted with permission from Vault Inc.

Do any of these sound familiar?
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You believe that promoting yourself is crass. Or maybe you
equate self-promotion with bragging, or think that it shouldn’t be
necessary, because if you were really good at your work, you
wouldn’t have to promote yourself? None of these are true, by the
way. What’s true is, if you don’t get the word out, no one else will,
and your phone won’t ring.



You assume that people — your prospects, and even your
clients — know and understand everything you can do, the
specifics as well as the broad strokes, so you shouldn’t have to tell
them. This is not likely true, either.Your clients probably know what
you’ve done for them, and your prospects may understand what
you’ve discussed with them, but there are certainly more aspects to
your work, details about how you work, success stories which,
when conveyed in a conversation, can bring you more
opportunities with people you already know (and who already
know you).



You only do your networking when times are tough. The biggest
obstacle you could easily, without even noticing it, put in your own
path to success is this: simply not carving out the time to do your
own marketing year-round. Integrate marketing into your day-to-day
activities, rather than relegating it to your “slow periods.”Don’t wait
until there aren’t any prospects in your pipeline before you attend a
networking event. They’ll sense your desperation a mile away.
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What about these?
“My biggest self promotion challenge is that I don’t like talking about my
good qualities (feels like boasting).”
“I hate the thought of knocking on a stranger’s door. What is behind the
door? And of course, the rejection I may get. Also, I am a bit over-weight
and on a program to lose it to elevate my confidence level and energy.”
“The biggest challenge that I’m encountering right now is my being
shy and sometimes I can’t handle rejection even though I know that
it is part of it.”
“I feel uncomfortable talking about myself. It’s hard to blow my own
horn, although I am trying more since I am looking for a new line
of work.”
“I have never had the ability to just start talking to people. I know the
theory is to just start & keep asking questions & people will start to tell
you their life story if you do it right, and I know people who can do this
so that the other party feels like they have rediscovered a life long friend,
but I have never really been able to duplicate it well.”
This one is my favorite:
“My mother taught me not to brag, so self promotion is hard for me.”
Well, guess what? Your mother probably didn’t know you’d need to
promote yourself and your services. And she also didn’t know that
networking and self-promotion has nothing to do with bragging.
Absolutely nothing.
Myth: Networking doesn’t work.
Well, it depends on your expectations. It takes time to build
relationships. It takes time to make a strong enough connection
before someone is ready to start a business relationship with you. It
takes time to build the necessary trust. That certainly doesn’t
happen overnight or after one event.You plant seeds at events and
then you nurture the relationships by staying in touch. That’s how
they grow. But if all you do is attend events, collect cards and then
wait for those people to call you, then it’s true, networking doesn’t
work.
Myth: Networking takes a lot of energy and I just don’t
feel like it.
When you feel “on”it’s easier to talk to people. But pushing
yourself to talk to people even when you don’t feel like it can
The Fastest Way to Win Clients and Grow Your Business
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change your mood drastically.You don’t have to psyche yourself up
beforehand. That doesn’t help. In fact, it can be an obstacle.
Relaxing is better. Here’s a secret: remind yourself whenever
necessary that you’re just having a simple conversation with a
person. Easier said than done, I know. But if you keep it all in
perspective, you won’t get anxious, clam up, space out, worry or
forget things.
Myth: I give and give, but I never get anything back.
Well, if that’s your attitude, it’s unlikely anything will come back.
You can’t keep score when it comes to networking. Every time you
start to think,“What has she done for me lately?”Or “What will I
get in return?”or “This person can’t do anything for me,”— shut it
off and just give what you have with abandon.You might even
enjoy it.
Myth: Networking is a chore.
It’s doesn’t have to be the drudgery you imagine it to be. We do
best at things we enjoy, so find a way to enjoy it. Be playful with
your networking. This allows your best intelligence to kick in.

You are a good networker if you are:
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Enthusiastic, positive, interested. (Not pessimistic,
critical and negative.)



Resourceful. You are bubbling over with ideas and
connections for people. You have a network of people
who can help and you take the time to make the
connections.



Generous. You are generous and you share your
information and resources. Networking is not only
about getting what you need, but helping others get
what they need.



Open. You ask for what you need, and you receive the
ideas and assistance and even the criticism of others
graciously and humbly. Indeed, you are always looking
for help.
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Test Your Schmoozing Quotient
(Reprinted with permission from the Vault Guide to Schmoozing).

1. You are on an airplane. The man sitting next
to you stares straight ahead. Do you:
a. Hope he doesn’t get up too much and scrutinize the
in-flight magazine
b. Make a witty comment about the ease of smuggling
plastic explosives through X-rays.
c. Introduce yourself.
d. Smile and him and wait for him to talk to you,
if he wants.
2.

It’s December. Who are you mailing holiday
cards to?
a. No one — postage costs way too much.
b. No one — you only send out St. Patrick’s Day cards.
c. Your friends and family.
d. Everyone in your address book.

3. You are looking for a job. What do you do?
a. Ask your mom to get you a job.
b. Read the want ads.
c. Tell everyone you know that you’re looking for a job.
d. Find someone in the field and send them your resume.
4. You are still looking. At a party, you discover
that one of the attendees is the recruiting director
at a firm of interest to you. How do you proceed?
a. Approach him and give him your business card.
b. Ask the host of the party to introduce you, so you can
get a job.
c. Hang around him and hope for an opening to talk.
d. Go up to him and ask who he knows at the party.

The Fastest Way to Win Clients and Grow Your Business
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5. On your first day at work, the CEO gets on the
elevator with you. You:
a. Introduce yourself and tell her it is your first day
on the job.
b. Ask here what floor she wants.
c. Grill her about the company’s Asian strategy.
d. Tell her you think she is the unrivaled genius of our
country.
6. You are at your office Christmas party. You:
a. Fondly reminisce with your office buddies about your first
month on the job.
b. Go look for your boss so you can tell him he is a genius.
c. Say, “Hi,” to the new receptionist and get her a drink.
d. Get a drink so you can relax.
There are no right answers to these questions, because each situation
is different. And it’s always important to determine the openness of the
other person. But, in general, reaching out is better than not reaching
out. Being direct is better than being indirect. And asking questions is
better than making statements.

Networking as the foundation of a business
I’ve attended thousands of networking events, and the history of my
business can be traced from one networking story to another. Here are just a
few of the highlights.


When I started my business as a “professional organizer”in 1988, I
went to an educational meeting put on by the American Women’s
Economic Development Corp. As we entered, we put our business
cards in a basket. At the end of the meeting, we were asked to pick
a business card out of the basket and call that person the next day.
The woman whose card I had chosen (I can’t even remember her
name anymore) told me about a newly forming NY Chapter of the
National Association of Professional Organizers. I attended a
meeting, volunteered to be on the board, and — through that
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experience — met a writer who interviewed me about my brand
new business for an article. That Fall, I was featured in an issue of
New York magazine, and the phone started ringing off the hook for
my organizing business. Almost 20 years later, I still get calls from
that piece of publicity.


As my business evolved from organizing to self-promotion, I
started writing and sending out a promotional newsletter called
The Art of Self Promotion. I found a list of creative people (my target
market) in Hoboken, NJ, and sent it to them free every quarter.
The day I took my 3rd issue to the post office, a woman with red
hair approached me, pointed to my newsletter and said,“I get that.
Do you send it out?” I said,“Yes,”of course, and she said,“Well,
then you need to know about the Hoboken Creative Alliance.”
I went to an HCA meeting and met a bunch of creative types
who were perfect prospects for my burgeoning organizing and
marketing services. I volunteered to be the membership director,
and watched as my business grew.

Somehow I always knew that I had to find groups of people to support
the different directions my business has taken over the years. I don’t join
every group whose meetings I attend. Sometimes, the people seem
unfriendly or cliquish. This may happen for you too. The conversations don’t
feel successful, or you’ll talk to people who are clearly not prospects for you,
and you’ll walk away feeling like you wasted your time.
But you didn’t, and it’s not a reflection on you. It’s chemistry, or the weather,
or the group, or whatever. Just don’t let it stop you from going out again.
Even if you plan to market your services nationally or virtually, do some
local networking, too. Make a commitment to yourself to get involved in
some groups, to attend a meeting at least monthly. And if you find a group
that feels right and gets you into contact with prospects, join it, and then
volunteer to help out with something.

Networking is….
Networking is a mindset.
It’s a way of being in the world, a way of relating to other people.
Networking is how you develop confidence (not the other
way around).
Do you lack the “self confidence”to promote yourself? Do you believe
The Fastest Way to Win Clients and Grow Your Business
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that what you’re promoting — whether it is yourself, your services or your
products — is of value?
If you do, you will naturally promote with enthusiasm and passion.
If you don’t, you won’t. It’s that simple.
So if promoting yourself feels like boasting, maybe, deep down, you can’t
see that what you’re offering is of value. Maybe you secretly worry about
being exposed as a fraud. Maybe you’re just starting out, and you don’t think
you know enough to get paid for it.
It can be a Catch-22: You must believe in what you are offering before
you go out and promote it… but it is only by promoting it, by doing the
work and getting the experience, that you develop the necessary confidence.
There’s no crime in being a beginner. In fact, there are ways to use your
beginner’s status to your advantage when networking. If you don’t have
much to show in your portfolio, your relationships with people become even
more important. People will choose to work with you because of how you
interact with them, how reliable and responsive and resourceful you are. And
you can always offer a discount for your lack of experience, an offer some
prospects won’t be able to refuse. Then, as you gain experience and have
more to show, you won’t need to offer a discount anymore.
I’ve seen it happen time and again with my clients — they gain confidence
in both their self-promotion skills and in their work by getting out there and
telling people about it.
In fact, last week, a client who had been resisting cold calling for several
months made her first few calls. When I spoke to her afterward, her voice
had changed. Literally. It was stronger and fuller. She’d had a breakthrough,
and she knew it.
If you don’t think you have the confidence to promote yourself with passion,
act as if you do for a little while and see what happens.
Networking is being curious.
Genuinely curious, not faking your interest, not looking interested. Not,
“I’m supposed to ask questions now,”but being genuinely engaged in the
conversation and curious about the stranger in front of you.
But you know what usually happens.You tune out as soon as the other
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person starts to talk.You start thinking “What am I going to say next?”or,
“How can I make them like me?”or,“How can I get something out of them?”
You have to stop all that and actually listen to what they’re saying and be
genuinely curious in what they’re talking about. People can tell if you’ve spaced
out and aren’t listening.

Networking is giving
Be of Service. Find out what the other person knows — ask openended questions to get them talking about themselves. Ask what’s important
to them, what their long and short-term goals are. What is hindering them
from meeting those goals? Is there any way that you could help them meet
those goals? Ask questions about things more significant than “the weather”
or other topics of idle chitchat conversation.
Become a resource. How big is your pool of resources? How many
people do you know? To be a great networker, you need to know a lot of
people. It helps you pass along other people who can help others.“Be the
hub.”Be always expanding your network. The more people you know, the
more resourceful you can be, and the better you can be of service to others
in your network.
Know what you need, and ask for it. When you meet someone, have in
mind what you’re looking for (a good accountant, mortgage broker, etc.),
and then ask for help. If you’re looking to work with a specific company, let
people know, in case they know anyone there and can make the connection
for you.
Make an unsolicited referral. Working with someone who’s done an
excellent job — a banker, a yoga teacher, a hairdresser? You’ve probably
thought more than once about passing his or her name along to a few
people in your network. But have you taken the time to actually do it? It
means going out of your way but it pays off big time down the road.

Set simple networking goals
It helps to have a goal in mind when attending an event, especially if
you’re not looking forward to going.Your goal will be a personal one. It can
be centered around meeting a certain number of people or getting a certain
number of cards (as in the networking game in Part 5: Reaching Out).
Your goal simply could be to meet one person who has a need for your

The Fastest Way to Win Clients and Grow Your Business
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services, although that might mean talking to lots of people before you find
that one person.
Or your goal could simply be to have fun at the event. Just remember:
you’re there to establish relationships, not fill your dance card.
But one goal you must have is the number of events you commit to
attending each month. I suggest two — one where you’ll meet your
prospects, and one where you’ll meet with your colleagues (those who do
what you do).
This is a minimum, so if you’re really ambitious, you can attend one
event per week, alternating between prospects and colleagues.
Here’s another more long-term goal: Become a relationship artist.
What is a relationship artist?
If an artist is someone who is skilled and adept at a particular art form,
then a “relationship artist”is someone who studies to become skilled at
forming, developing and growing relationships.
If you have been a recluse for a while, it will take some effort and time to
transform yourself into a“relationship artist,”but it’s possible. Here are a few
thoughts to get you started:
1. Get out and meet new people. Networking is more than
attending meetings and passing out business cards. It’s a way of
engaging with the world, making a difference, exploring, learning,
connecting, putting people together, helping people, offering your
ideas and resources, showing your competence and reliability. And
your in-person presence makes a much stronger impact than all your
e-mail messages and phone calls and mailings put together. That’s
just a fact.
2. Be aware of others. Take the focus off of yourself and put it on
others. It may sound like an oxymoron, but that’s actually the
secret to self-promotion. Stop worrying about what others think of
you, and start wondering what’s really going on in their mind
(which probably has nothing to do with you). Emily Post said,
“Manners are a sensitive awareness of the feelings of others. If you
have that awareness, you have good manners, no matter what fork
you use.”The same thing goes for networking.
3. Practice relentless relationship management. In addition to
reaching out to your network on a regular basis to let them know
12
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what you’re doing, keep in touch with selected members of your
network through quick hellos via phone and e-mail. Constantly
“ping”people you haven’t heard from in a while to see what they
need and what they’re working on. And don’t be discouraged if
you get no response. Know that they probably saw your name and
your message, and that you made an impact even if they couldn’t
take the time to respond. Those efforts will pay off in the long run.

The Fastest Way to Win Clients and Grow Your Business
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“Who Is in Your Network?” Worksheet
How many people do you know? How many people know you?
Probably more than you think. Most people do not realize how wide
their network already is. So, get a sheet of paper and list as many
people as you can in each category. And if I’ve missed categories, add
them yourself.
Professional
Present & former co-workers
(managers, direct reports, assistants)
Professional colleagues
Acquaintances from professional/trade associations
Former professors, ex-college roommates & alumni
Lawyer
Accountant
Doctor
Dentist
Banker
Barber/hair-dresser, dry cleaner, shoemaker, etc.
Personal
Friends & neighbors
Parents & parents’ friends
Children, spouse & their friends
Aunts, uncles & cousins
In-laws & former in-laws
Clergy, faith community leaders & members
Social acquaintances
(via volunteer or community activities, health club, etc.)
Local elected officials and community leaders
Librarians
Teachers and coaches, teammates and classmates
Club members
Who else?

14
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Getting Started:
Creating Your “Personal Brand”

It’s not just corporations that need to brand themselves. Now,
individuals need to stand out from the crowd, too. Establishing a brand
involves developing recognition, preference, loyalty, and trust among
prospects and those who count in your industry. But this isn’t about
spin-doctoring; instead it’s about being clear about what you have to
offer, conveying that message concisely, then positioning yourself in
relationship to needs that exist in the marketplace.
A brand is more than an image, and hype will take you just so far.
You must back up your brand with substance and value.
Regardless of the size of your company, whether it’s just you, or you and
a small-to-large group of people, your prospects and clients need to know
that they’re working with professionals. There are many small things —
activities and behaviors and marketing tools — that contribute to your
“personal brand.”And those small things taken together is what that they
see and experience, and then use to make their decision about whether or
not to work with you. So the more consistent your message and image
across all these elements (which we will discuss in this chapter and the
next), the more confidence they’ll have and the easier that decision will be.

Why you must have a “personal brand”
At the end of the day, most people won’t understand or remember the
details of what you do. That’s fine. All you want is for them to associate a
simple idea with your name or company name. So for me,“Ilise does
something related to marketing and self-promotion”is enough, allowing
anyone to pass my name along to someone who might need help with that.
Or,“Oh, Sally is a writer.”
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“Finding Your Personal Brand” Worksheet
Before you can convey any message to your market, you have to
find that message. And before you can find the message, you have to
understand not only the needs of your market, but you must
understand yourself — as well as possible, at least. That’s the critical
part of this process that many people skip right past.
You may believe you know yourself just fine, or that there’s not
much to know. But, in reality, each of us is a very complex individual
who is constantly changing. So, even if the questions below are ones
you’ve thought about before, it’s quite possible you’ve changed since
the last time you thought about them.
Take some time to think through these questions. Begin by reading
through the worksheet before you write anything down. Then go back
and fill in your answers.
1. Why did you choose the business or profession you are
currently involved in? How did you get involved, by
chance or by choice?
__________________________________________________
__________________________________________________
2. What are you passionate and excited about in your business?
__________________________________________________
__________________________________________________
3. What are your three strongest skills or talents?
__________________________________________________
__________________________________________________
4. What are your three most positive personality traits?
__________________________________________________
__________________________________________________
5. How does your business best take advantage of your
greatest skills and talents, and how are you utilizing them
right now?
__________________________________________________
__________________________________________________
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6. What training/education have you completed, and what
did you gain from those experiences?
__________________________________________________
__________________________________________________
7. What new business skills have you learned in the past year?
__________________________________________________
__________________________________________________
8. Which professional organizations are you associated with,
and what do you contribute to those groups?
__________________________________________________
__________________________________________________
9. What business or work success (current or past) are you
most proud of having accomplished?
__________________________________________________
__________________________________________________
10. List the three most interesting things you have done or
experienced in your life.
__________________________________________________
__________________________________________________
11. What obstacles have you overcome to get where you
are today (both professionally and personally), and what
essential lessons have you learned from your mistakes?
__________________________________________________
__________________________________________________
12. How do you spend your time outside of work, including
hobbies, interests, sports, family and volunteer activities?
__________________________________________________
__________________________________________________
13. In what way are you making a difference in people’s lives?
__________________________________________________
__________________________________________________
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