
Stage Assessment 1: Strategic Targeting
Are you choosing your clients, or accumulating them?

Most firms have a client list that accumulated rather than a market they chose, and it caps 

growth without anyone noticing. Ten minutes of honest scoring shows whether your effort is 

aimed or scattered. This is one of eight stage assessments in the SMARTer system; each 

goes deep on one stage.

How to score
Score each statement from 1 to 5. A score of 1 means “not true of us at all”; 3 means “partly 

true, or true sometimes”; 5 means “consistently true, and I could show you the evidence”. 

The evidence test matters: if you couldn't demonstrate it to a sceptical outsider, score it 

lower.

The eight statements
1. We can describe our ideal client precisely: sector, size, situation, and the problem that 

makes them need us    Score: ___

2. Our client list reflects a deliberate choice, not an accumulation of whoever arrived    Score: 

___

3. When we describe who we serve, prospects in that group recognise themselves 

immediately    Score: ___

4. We know where our ideal clients gather, read, and look for help    Score: ___

5. At least seven of our last ten clients match our ideal profile    Score: ___

6. We say no to off-profile work, and it doesn't hurt for long    Score: ___

7. We know which types of client are genuinely most profitable, from numbers rather than 

feel    Score: ___

8. Our website and materials speak to our chosen market specifically, not to everyone 

politely    Score: ___

Total: ___ / 40
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Reading your score
32 to 40: Your targeting is working. Protect it: the pressure to drift comes with every 

tempting off-profile enquiry.

20 to 31: Partial: you can describe a target but the client list and the materials don't fully 

agree with the description. Sharpening here multiplies the return on every stage after it.

Under 20: Effort is being scattered. Nothing downstream, visibility, qualification, conversion, 

can compensate for aiming at everyone. Start here, whatever else tempts you.

Three first steps
•  List your last ten clients and mark which you'd choose again; the pattern in that list is more 
honest than any positioning workshop
•  Draft a two-sentence ideal client description in plain words: sector, size, situation, 
problem
•  Test it on someone who knows your business: if they can't name a matching prospect from 
it, sharpen it
The free 90-Day Revenue Foundations Plan at smarterentrepreneurs.co.uk starts with 

exactly this work.

Where this fits
If this stage scored well, your constraint likely sits elsewhere: the free fifteen-minute 

Revenue System Self-Assessment at smarterentrepreneurs.co.uk scores all eight stages 

and finds it. And if you'd like a second pair of eyes on what you've found, that's what a 

Discovery Call is for. No pitch, no pressure, and you'll leave with something useful either way.
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