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Assessment Questionnaire for Prospective Clients
It’s been said that 80% of success is just showing up. Not in today’s economy. Success today is about execution – of the right plan by the right people employing the right tools and skills. 

Requesting this material tells me you believe there’s a better way you could be executing your business strategies. But what I don’t know is what systems and structure you have in place and how willing you are to analyze and alter them; in other words, how much time, effort and money you personally are willing to invest in achieving a better result. 
Your responses to this questionnaire will help me understand your commitment. They will also provide us with a foundation for prioritizing your challenges and opportunities, and formulating your action plan for getting to the next level, should we eventually work together. 
Before beginning, I encourage you to save this file to your hard drive with the name “Kip’s Questionnaire.doc.” When you’re ready to respond, open that file and type your answers directly into it in the spaces provided. Keep in mind the more specific and concrete your answers are, the easier and faster it will be to lay out an appropriate game plan. As you work press Ctrl + S frequently (to resave the file and your answers) so none of your thoughts are inadvertently lost.  
When you’re done, email the completed questionnaire back to me (send it to kip@gregory-group.com). I’ll review it and contact you to schedule time to talk further.  
I look forward to hearing from you, 

Kip Gregory
A. You

· What are your goals (however you define them: income, assets under management, sales volume, time saved, recognition achieved, etc.) 
Answer: 
· What steps are you taking currently to achieve those goals? (List the activities you are undertaking right now to accomplish your goals)
Answer: 

· On a 1 to 10 scale, how satisfied are you with your progress to date?

Answer: 
· Why did you answer as you did? (What’s keeping your score lower than you’d like? What do you think you should be doing differently?)
Answer: 
· What happens if you do nothing?

Answer: 
· What’s the greatest success you’ve achieved in the past 12 months professionally? Personally?

Answer: 

· What are your unique strengths (i.e., the things you are really good at)?
Answer: 
· Where do you know you are not strong? (Come now, be honest.)
Answer: 
B. Your Business

· If your business ran exactly the way you wanted it to, what would it look like?  
Answer: 
· Rank the 3 most important things you must do to make that happen.  

· What is your business exceptionally good at?
Answer: 
· What doesn’t it do so well?
Answer: 
· What are the most time-consuming activities in your business?

Answer: 

· Who are the members of your team and what are their responsibilities? 
	Name
	Position
	Responsibilities

	MACROBUTTON NoMacro [Answer]
	MACROBUTTON NoMacro [Answer]
	MACROBUTTON NoMacro [Answer]

	MACROBUTTON NoMacro [Answer]
	MACROBUTTON NoMacro [Answer]
	MACROBUTTON NoMacro [Answer]

	MACROBUTTON NoMacro [Answer]
	MACROBUTTON NoMacro [Answer]
	MACROBUTTON NoMacro [Answer]

	MACROBUTTON NoMacro [Answer]
	MACROBUTTON NoMacro [Answer]
	MACROBUTTON NoMacro [Answer]

	MACROBUTTON NoMacro [Answer]
	MACROBUTTON NoMacro [Answer]
	MACROBUTTON NoMacro [Answer]


· Describe each team member’s skills:
	Name
	Skills

	MACROBUTTON NoMacro [Answer]
	MACROBUTTON NoMacro [Answer]

	MACROBUTTON NoMacro [Answer]
	MACROBUTTON NoMacro [Answer]

	MACROBUTTON NoMacro [Answer]
	MACROBUTTON NoMacro [Answer]

	MACROBUTTON NoMacro [Answer]
	MACROBUTTON NoMacro [Answer]

	MACROBUTTON NoMacro [Answer]
	MACROBUTTON NoMacro [Answer]


· What’s your annual training and development budget?  

Answer: 

C. Your Clients 

· How many client households do you work with?  

Answer: 
· How many of those do you consider to be “top” or “A” clients?  
Answer: 
· For what percentage of those do you manage ALL their investable assets?

Answer: 
· How many new clients have you added to the top group in the past 12 months?
Answer: 
· How many new clients have dropped out of the top group in the past 12 months?
Answer: 
· What profile (e.g., age, profession, lifestyle, location, etc.) do your top clients share?  

Answer: 
· How many times do you interact each year with top clients using the following?  
	Activity
	Frequency

	Face-to-face meeting
	MACROBUTTON NoMacro [Answer]

	Phone call
	MACROBUTTON NoMacro [Answer]

	Letter
	MACROBUTTON NoMacro [Answer]

	Handwritten note
	MACROBUTTON NoMacro [Answer]

	Newsletter – printed/mailed
	MACROBUTTON NoMacro [Answer]

	Seminar
	MACROBUTTON NoMacro [Answer]


	Activity
	Frequency

	Appreciation event
	MACROBUTTON NoMacro [Answer]

	Email
	MACROBUTTON NoMacro [Answer]

	Fax
	MACROBUTTON NoMacro [Answer]

	Newsletter – electronic 
	MACROBUTTON NoMacro [Answer]

	Web conference
	MACROBUTTON NoMacro [Answer]

	Instant messaging
	MACROBUTTON NoMacro [Answer]


· What’s your annual client communication budget?  

Answer: 

D. Your Marketing
· Describe your target market(s)?  (Hint: “people with money” isn’t a target market, it’s a qualification. What types of people or businesses are you actively seeking as clients?)
Answer: 
· Why do those people want to do business with you?  

Answer: 
· What types of promotion do you engage in (advertising, writing, speaking, etc.) and how regularly?  

Answer: 
· What’s your annual marketing budget?  

Answer: 

· How do you acquire most of your new clients (e.g., referral, cold call, seminar, etc.)?  

Answer: 

· Do you have a web site?  If so, how do you use it in marketing yourself and your firm?  

Answer: 
E. Your Technology Profile
· Which one of the following best describes your technology profile:

 MACROBUTTON CheckIt (
Techno-phobic
 MACROBUTTON CheckIt (
Novice 
 MACROBUTTON CheckIt (
Intermediate

 MACROBUTTON CheckIt (
Advanced 
 MACROBUTTON CheckIt (
Power user
· How has technology helped you to build and manage your business so far?  

Answer: 

· Describe as best you can (don’t worry about technical terms) what it is you’d like to do more efficiently or effectively with the technology your own.  

Answer: 

· What software programs do you personally use most often?  (identify product and version – for example Word XP/2002)
Answer: 
· What kind of PC do you own (include as much as you know… brand, year purchased, model, processor speed, hard drive size, etc)?
Answer: 

· How do you connect to the Internet (dial-up, cable modem, DSL, T-1, etc.)? 
Answer: 

· What other equipment do you own and use (LCD projectors, handheld devices, etc.)?
Answer: 
· What’s your annual technology budget?  

Answer: 
F. Our Relationship

· How do you want me to help you?

Answer: 
· Are you working with any coaches/consultants presently (or have you in the past)?  If so, please describe how successful you feel the relationship has been/was.

Answer: 
· What specific outcomes/results are you seeking from our work together?
Answer: 
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