
FACTS YOU NEED TO KNOW ABOUT FINDING CLIENTS

Topic Overview
1. Focus on creating an excellent online presence
2. Dedicate time and effort to serve your clients
3. Develop a clear and convincing value proposition

1. Focus on creating an excellent online presence
To solve this problem, trainers, coaches, and consultants need to develop a strong
marketing strategy. This can include creating a website that showcases their skills
and services, developing a social media presence, and leveraging their network to
create referrals. It is also important to differentiate oneself from competitors by
highlighting unique skills or expertise.

2. Dedicate time and effort to serve your clients
Whether it's creating content, marketing, or building relationships with clients, there's
always something on the to-do list for online coaches and consultants. Striking a
balance between all of these tasks while maintaining one's sanity can be a daunting
challenge.

3. Develop a clear and convincing value proposition
Develop a clear value proposition: Define what sets you apart from other trainers,
coaches, or consultants in the industry.
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Success Factors
Complete the checkpoints, collect the information, and study the related
resources carefully. When you are done, transfer them to the Action Plan
at the end of the Checklist System and follow through.

Progress Tracking
Checkmark your
progress below.

Define your niche: Identify your area of expertise and develop a
clear message that communicates your value to potential clients.

Create a professional website: A well-designed wensite that
showcases your skills, expertise, and testimonials can help you
attract clients.

Develop a clear value proposition: Define what sets you apart
from other trainers, coaches, or consultant in the industry.

Establish yourself as a thought leader: Write blog posts, publish
articles, or speak at industry events to establish yourself as an
expert in your field.

Attend industry events, conferences, and meetups to meet
potential clients and build relationships.

Join industry organizations or associations to connect with other
professionals in your field.

Use social media platforms like Linkedin, Twitter, and Facebook to
connect with potential clients and share your content.

Invest in targeted advertising to reach specific audiences and drive
traffic to your website or landing page.

Use email marketing to nurture leads and build relationships with
potential clients.

Listen to your clients to understand their needs, goals, and
challenges.
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ACTIONS FOR FINDING CLIENTS
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Tailor your coaching or training to meet the specific needs of each
client.

Clearly communicate what clients can expect from your services,
including deliverables, timelines, and costs.

Use data and analytics to track your clients' progress and
demonstrate the value of your services.

Follow up with leads and prospects in a timely and professional
manner.

Build relationships with existing clients to generate referals and
repeat business.

Seek out partnerships or collaborations with complementary
businesses or professionals in your industry.

Offer free or low-cost introductory sessions or consultations to
attract potential clients.

Attend or host webinars or workshops to showcase your expertise
and attract potential clients.

Stay up-to-date with industry trends and developments to ensure
You are providing the most valuable services to your clients.

Continuously evaluate and adjust your marketing and sales
Strategies to ensure tou are attracting clients effectively.
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ACTIONS FOR FINDING CLIENTS

Success Factors
Complete the checkpoints, collect the information, and study the related
resources carefully. When you are done, transfer them to the Action Plan
at the end of the Checklist System and follow through.

Progress Tracking
Checkmark your
progress below.
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Action Plan

Go
al
s

Which goals do you want to reach?

Goal 1:

Goal 2:

Goal 3:

Ac
tio
n

How will you accomplish the behavior changes?

Steps:

Tasks:

Activities:

Da
te

What is the time frame for your goals?

Re
su
lts

What is the expected performance improvement?

Goal 1:

Goal 2:

Goal 3:

Be
ne
fit
s

How will you benefit from the behavior changes?

Goal 1:

Goal 2:

Goal 3:

Goal 1

Begin Date:

End Date:

Goal 2

Begin Date:

End Date:

Goal 3

Begin Date:

End Date:
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