
 
 

Strategic Targeting Worksheet 
 
 

Making strategic choices is a way of narrowing the scope of who might be a 
qualified prospect for your services.  It allows you to identify targets that are 
more likely to be interested in making appointments.  Knowing the numbers 
involved in getting prospects into your sales cycle, you will have better hit-
rates if you call qualified targets rather than blindly calling anyone in your 
entire universe of potential users of your services. Spending the time to plan 
your target list strategically allows you to most efficiently use your 
prospecting time and energy.  This worksheet is designed to help you think 
through the targeting process. 
 
 
1. Know your product/service.  List three to five key reasons why your 

service adds value: 
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2. Understand users.  Identify and list current successful users of your 
services: 
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3. Identify potential users.  Who has not yet used this service but 
should/could? 
 
 
 
 
 

4. Make a list of targets.  Use multiple resources to generate this list:   
current clients, referral sources, previous clients or "dead" accounts, 
networking, databases, book of lists, newspapers, trade or business 
publications, the internet, associations, the needs of the consultants and 
practitioners in your office, etc. 
 
 
Specific resources I might use to find targets: 
 
 
 
Targets I know off the top of my head: 
 

 
 
5. Know the position of the prospect within the organization.  Does the 

prospect have the authority to buy your services?  Who are the key 
decision-makers?  Who else do you need to meet in that organization?   
 
 

6. Clarify assumptions.  What are my assumptions about each 
target/prospect?  How can I find out if these assumptions are accurate? 
 
 
 

7. Know your competitor's clients.  Survey them to determine satisfaction. 
 
Our competitors:      Their clients: 

_____________________________  _________________________ 
_____________________________  _________________________ 
_____________________________  _________________________ 
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8. Know your own clients and how/when/why they most effectively use 

your services.  Survey them to determine satisfaction. 
 
Current clients:       Reasons for use: 

_____________________________  _________________________ 
_____________________________  _________________________ 
_____________________________  _________________________ 
 
9. Analyze your list of targets.  What is your  chance of success with 

them?  If you've already done business with them, what was the 
outcome? 
 
 

10. Identify your point of sale.  Do you know who the buyer is in each 
target organization?   
 
Target company:     Point of sale: 

_____________________________  _________________________ 
_____________________________  _________________________ 
_____________________________  _________________________ 
_____________________________  _________________________ 
 
 
11. Asking the right questions of the right people.  Don't assume you 

know what they need.  It's okay to know nothing.  Generate a possible 
call script based on your research of the target company. 

_____________________________________________________________
_____________________________________________________________
_____________________________________________________________
_____________________________________________________________
_____________________________________________________________
_____________________________________________________________
_____________________________________________________________
_____________________________________________________________
_____________________________________________________________
_____________________________________________________________
_____________________________________________________________ 
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