
Last 10 Customers Worksheet

Last 10 Customers

1. ______________________________________________

2. ______________________________________________

3. ______________________________________________

4. ______________________________________________

5. ______________________________________________

6. ______________________________________________

7. ______________________________________________

8. ______________________________________________

9. ______________________________________________

10. ______________________________________________

List your last ten customers.  Think about how you can increase
the referrals you receive by helping your dance partner under-
stand how to find you more customers like these!  Were these
customers in a certain kind of business or market?  Were these
customers in a specific position that you are targeting?  Are there
other specific companies that you are targeting that are similar to
these?

Notes on Customers
✓ Where did they come from?

✓ What did you do for them?

✓ Are these average clients?

Notes on Referrals
✓ What are other referrals sources?

✓ What are good referrals?

✓ What are “bad” referrals?

Make notes in the space below about your last 10 customers.

Make notes in the space below about referrals.


	1: Dell (University Program)
	2: Skyview Learning Group
	3: Monster.com
	4: ThomasNet.com
	5: Bank of America
	6: Roar Logistics
	7: ITT Technical Schools
	8: IRSHelp.com
	9: U.S. Army & Navy
	10: National Guard
	Make notes in the space below about your last 10 customers: Many of my clients are 3rd party clients. They are sponsors for programs and hire my company through others without contact with us. 

I help them market their products and services on the internet through Search Engine Optimization and Vertical Search Engines

I help companies sell their products and services through seminars and presentations to targeted audiences.
	Make notes in the space below about referrals: A good referral is a company that has an intangible product that can be sold to groups of people.

A good referral is an organization that must sell their services but are uncomfortable using the term 'Sales' or who's experts would not be traditionally considered 'Sales People' 

For example, Health Care or Doctors, Software or internet engineers or Technicians. Attorneys. Not for profits.


