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Spark Your List Self-Assessment

1. Write down the total number of people on your current mailing list.  
	


2. Write down the total number of people you expect to have on your mailing list by the end of this year.  
	


3. Is this stated income jump realistic in your mind?  Yes or no? 
	


4. If no, restate a more realistic jump for the next 12 months. 
	


5. On a scale of 1 to 10 how likely is that income jump in the next 12 months? 
	


6. Write down the income you’ve earned this year in your business so far.  
	


7. Write down what you expect to earn in total in this year from your business. 
	


8. Write down what you earned last year from your business.
	


9. Write down the income you desire to earn in the next 12 months from your business? 
	


10. Is this stated income jump realistic in your mind?  Yes or no? 
	


11. If no, restate a more realistic jump for the next 12 months. 
	


12. On a scale of 1 to 10 how likely is that income jump in the next 12 months? 
	


13. The Spark Your List Program completes in mid-June.  What results do you intend to see by June 15?  How many new partner prospects do you intend reach out to?  How many partners do you intend to enroll to participate in a partner email campaign?  How many new subscribers would you like to enroll? 
	


14. Are your June 15th goals realistic in your mind?  Yes or no? 
	


15. If no, restate more realistic goals for June 15th. 
	


16. On a scale of 1 to 10, how likely is it that you will reach your intended goals in June 15th?
	


17. How much time do you currently dedicate to marketing and selling each week? 
	


18. Is it realistic you can enroll the desired new partners and subscribers with the time you have allocated? 
	


19. If no, what do you believe is a more realistic time frame to meet your goals? 
	


20. What is working in your marketing system?  What has brought business in the past? 
	


21. What are you already doing to market yourself? 
	


22. Do you have a system to help you bring in NEW prospects? A consistent way to introduce new people to your products and services every month?

a. If so, what are they? 
	


23. Do you have a system to give your prospects (people on your mailing list) a positive experience of you?  Do they get to experience your products and services before buying?

a. If so, what are they?
	


24. Are you good at making invitations?  Do you consistently make invitations to prospects and customers that enable them to either experience more of you?  Do you consistently invite prospects to be your customer?

a. About how many invitations do you make per day, per week, per month?

b. About what % of the time do your prospects say yes?
	


25. Do you currently have a mailing list?

	


26. If so, how are you managing your mailing list?  Are you keeping it in a file of some kind?  Using Outlook, AOL, or Yahoo to manage your list?  Or do you use a list management service, like Cartville, 1ShoppingCart, Topica, Constant Contact or some other provider?

	


27. Do you have a way for people to sign up for your mailing list?

	


28. If so, how does a person currently sign up for your mailing list?  
	


29. Do you have a website? 
	


30. Do you have an opt-in box on your website? 
	


31. Do you have a “pink spoon” or free offer to give away to people? 
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