
Stage Assessment 2: Attract
Do the right prospects know you exist before you need them?

Expertise is bought from people who are already familiar. If your ideal prospects only hear of 

you when you approach them cold, every conversation starts harder than it needs to. 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. The right kind of prospect encounters us regularly, through channels we run deliberately 

rather than by luck    Score: ___

2. We are visible in the specific places our chosen market actually looks    Score: ___

3. Our website speaks in our buyers' language, about their problems, not our methods    

Score: ___

4. We produce something genuinely useful for our market on a consistent rhythm    Score: 

___

5. New enquiries arrive most months without us scrambling for them    Score: ___

6. The enquiries that arrive are mostly the right kind of firm    Score: ___

7. Prospects often know of us before we ever speak    Score: ___

8. We could name the three visibility activities that produce most of our awareness    Score: 

___

Total: ___ / 40

Reading your score
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32 to 40: Visibility is doing its job: warm familiarity before first contact. Keep the rhythm; 

attraction decays quietly when delivery gets busy.

20 to 31: Partial: some visibility, but not aimed or not consistent. Usually the fix is fewer 

channels, run properly, at the market chosen in stage one.

Under 20: You're invisible until you knock, so every conversation starts cold. But check stage 

one first: visibility poured into undefined targeting is the most common wasted spend in 

expertise marketing.

Three first steps
•  Pick the single channel where your chosen market already looks, and let the others rest
•  Commit to one genuinely useful visibility act a week: a post, an answer, a short piece, 
sustainable beats impressive
•  Rewrite your homepage's first line in your buyer's language: their problem, not your 
method
The free guide Why Expertise Is Hard to Sell at smarterentrepreneurs.co.uk explains what 

buyers actually judge before they buy.

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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