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[bookmark: _j93cbmz1onnd]Business Development: Lead Generation Worksheet
[bookmark: _ojiejti2pw1t]How to Use This Worksheet
1. Get clear on your Ideal Client Profile that you want to attract with this effort.  
2. Move through the sections in order (warmest → coolest relationships).
3. List 3–10 names or organizations in each section where possible.
4. Pick your Top 10 priority contacts at the end.
5. Commit to 2–3 outreach actions per week to build momentum without overwhelm.

[bookmark: _tyol4fg2yhpm]Step 1:  List 10 Specific People Who Fit Your Client Profile
These should be real individuals…people you know of, even if you’ve never spoken with them.
Think neighbors, community leaders, fellow parents, business owners, professionals, attorneys, physicians, LinkedIn connections, or anyone who fits the profile and would be a dream client.
My 10 Dream Clients (Actual Names):
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[bookmark: _6ttci3hdehhm]Step 2: Leverage People Who Already Know You
[bookmark: _3rlelo1p8kjx]2A. Existing Clients (Reconnection + Value Touches)
Prompts:
Clients you haven’t met with recently, experiencing life changes, or who are well-connected.
	Client Name
	Why Reach Out Now (invitation update, life event)
	First Step (email, call, invite)

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	



[bookmark: _j3ek6kegb90s]2B. Existing Contacts (Not Clients Yet)
Prompts:
Friends, neighbors, former colleagues, people who’ve asked money questions, event attendees.
	Name
	How You Know Them
	Topic to Reconnect On
	First Step

	
	
	
	

	
	
	
	

	
	
	
	



[bookmark: _2b5jad9fq0sq]
[bookmark: _eh24jrv3e7og][bookmark: _hhbza8tj2qwk]Step 3: Identify Strategic Professional Partners
Think CPAs, estate attorneys, insurance agents, mortgage brokers, bankers, payroll providers, realtors, coaches, consultants, niche-specific roles, etc. (For more on how to identify potential partnerships, request our free Growth Acceleration Toolkit.
	Name / Firm
	Profession
	Why They’re a Good Fit
	First Step (coffee, intro email, etc.)

	
	
	
	

	
	
	
	

	
	
	
	


[bookmark: _2bczy92toxdg]Step 4: Find Local Organizations & Groups
Small business associations, nonprofit boards, school foundations, local networking circles.
	Organization / Group
	Type
	Who Attends / Ideal Client Fit?
	Next Step (visit, join, reach out)

	
	
	
	

	
	
	
	


[bookmark: _cddwpyrtt3mw]Step 5: Pursue Hobbies, Interests & Lifestyle Circles
Great for introverts because you connect through shared interests. 
	Group / Activity
	Frequency
	Type of People There
	My Next Step

	
	
	
	

	
	
	
	


[bookmark: _qgoj9w4qu92t]Step 6: Seek Online + Local Visibility
Local Facebook groups, LinkedIn connections, neighborhood forums, volunteer groups, etc.
	Platform / Group
	Audience
	How I Can Show Up Helpfully
	First Step

	
	
	
	

	
	
	
	



[bookmark: _w72lsffxbkx4]Step 7: Select Life Events & Opportunities to Help
Pick triggers that create natural, helpful outreach:
Retirement approaching, business transitions, inheritance, job change, birth of  grandchild, divorce, widowhood, stock options, etc.
Key Life Events for My Market:
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People I know now who may be approaching one of these:
	Name
	Event / Trigger
	How I Could Help
	First Step

	
	
	
	

	
	
	
	



[bookmark: _jck8bsvekydp][bookmark: _kjinqfkemq6q]Step 8: Prioritize Your Top 10 Contacts
Choose the best opportunities from all previous sections.   
	Priority
	Name / Organization
	Why They’re a Priority
	First Outreach Action
	Date

	1
	
	
	
	

	2
	
	
	
	

	3
	
	
	
	

	4
	
	
	
	

	5
	
	
	
	

	6
	
	
	
	

	7
	
	
	
	

	8
	
	
	
	

	9
	
	
	
	

	10
	
	
	
	


[bookmark: _gvl0p1j87as]


Step 9: Weekly Outreach Plan  
Set a commitment to outreach over a period of weeks.  Then, evaluate what needs to change. 

My realistic commitment:
“For the next 4 weeks, I will complete at least _____ outreach actions each week, even small ones.”
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