
Leverage  the  numbers,  always  learn  something,  and

give  them  a  chance  to  know  you.   
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Ok, maybe this is obvious but let's take it apart for a minute.  Not everyone is your ideal 

customer and we know there is a bit of a numbers game involved in finding them.  So, the 

more people you get in front of the higher your odds are of connecting with the ones you 

want.  Also, consider the viral marketing factor.  Even if they aren't a fit they may tell 

someone about you.  Don't ever think time in front of a group is a waste...someone is always 

listening.  

TIP #1 - Get in front of a large audience at one time

I take every opportunity to learn about my audience.  This is how we know if we are 

providing the product/service and communicating our message correctly.  I figure out 

what to ask based on goals I've set for my business, collect demographic information I 

learn what product/service ideas I want to explore.  You can collect information from 

your audience by asking for raise of hands or have them complete a survey. 

TIP #2 - Collect market research

If you know about your ideal clients journey through marketing funnels then you know that 

before your ideal client considers a purchase...they have to have a relationship with you.  

They can only get so close to you through email and social media.  Being LIVE in front of 

your audience is the fastest way to build a relationship with prospects and existing clients.  

TIP #3 - Develop deeper relationships

using events to grow your business
three hot tips to

#1 - It's all in the numbers - the more people you get in front of the more ideal clients you'll find. 

#2 - Always gather research to learn ways to improve and guide your product/service decisions.  

#3 - Nothing replaces face to face interaction when it comes to building relationships. 


