
Mindsets Score 
Now

Score 
Next

Purity of Intent
You’ve tried marketing campaigns 
in the past, but were disappointed 
when prospects didn’t respond in 
large numbers.

You feel you deliver a ton of value 
when you meet with a prospect 1-
on-1, yet you’re struggling to 
multiply that positive experience 
with 10x more prospects.

You feel that the easiest way to 
drive more referrals is to make 
referring you financially profitable 
for others.

You feel that more clients are the 
result of more value shared. Your 
marketing delivers tremendous 
value, before a prospect ever does 
business with you.

Asking for 
Referrals

You feel that if you simply do great 
work, people will refer you, yet 
you’re frustrated because you’re 
rarely referred.

You occasionally ask for referrals, 
but because it feels 
uncomfortable, you don’t ask as 
often as you think you should.

You explain to all of your clients 
that there are two ways you get 
paid: 1. By the fee they pay you.; 
2. By the referrals they send your 
way.

You use the “mission of service” 
you’re on in business, to energize 
and enlist your clients and referral 
partners in helping you find like-
minded clients.

Alignment of 
Self-Interest

You have trouble seeing why a 
client would refer you to everyone 
they know. After all, “what’s in it 
for them?”

You feel that asking a valuable 
client for a referral is a little 
selfish. As if you’re taking even 
more from a relationship where 
you’re already getting paid.

You regularly ask your clients for 
referrals to others who can use 
the service you offer.

You actively look for ways to align 
your self-interest—getting clients—
with the self-interests of others, so 
it becomes beneficial for others to 
help you get clients.

Easy to Refer

You feel you’re easy to refer. You 
answer the phone, respond 
promptly, have fair prices and 
good service, but are frustrated 
that you’re not getting referred.

You feel that meeting 1-on-1 with 
a new referral is the best way to 
start a relationship, but are 
frustrated at how difficult it is to 
get meetings set.

You use referral cards, incentives 
and other “props” to prompt 
referrals from clients, and make it 
easy to remember you and refer 
you.

You feel your clients and referral 
partners can best help you by 
making connections, once you’ve 
identified specific prospects to 
target.

Referral 
Partners

You see others having great 
success with referrals from their 
network, but your network is small 
and has never produced any good 
referrals.

You feel disappointed by your 
referral partners. It seems they 
always have good intentions to 
help you, but rarely follow through.

You aggressively network to keep 
your name out there and believe 
that always being visible is the key 
to people remembering you when 
a referral opportunity arises.

You feel that referral partners are 
multipliers for you. You carefully 
demonstrate to them how to share 
you to everyone in their network, 
and you make it easy to do so.

Law of Large 
Numbers

You get referrals here and there, 
but are discouraged when they 
don’t become clients.

You close most of the prospects 
you get in front of and deliver a 
great service for them, you just 
need to get in front of more of the 
right people.

Your prospecting process is built 
on personal contact with each 
prospect, right from the start. 

You feel that the key to success is 
to open lots of doors with potential 
clients, grow those relationships 
through your platform, so that the 
IDEAL Clients arrive pre-sold.

IDEAL Client
Your service really applies to 
anyone in your market, and you 
focusing on an “IDEAL Client” will 
limit your opportunity.

You need more clients, so you’ll 
take most anyone who will pay, but 
you want to grow to the point 
where you can pick and choose 
your clients.

You’ve carved out a handful of 
broad niches as your own, and you 
work those groups consistently to 
get clients.

You know that the fastest way to 
hit your goals is to focus on 
attracting your IDEAL Clients.

Value First
You feel that with all of the noise 
in the world today, you’ve got to 
pitch your advantages right from 
the start.

You feel that referral partners can 
help you, but you’ve hesitated to 
network with them, unsure of what 
value you can offer them.

You really focus on building 
mutually beneficial relationships, 
knowing that what goes around 
comes around.

You believe that the best way to 
demonstrate to a prospect how 
you can help them, is to actually 
help them through your marketing.
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