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Conduct a “Mid Year”

Marketing Review of 

Your Business
The Mid Year Marketing Checkup

10 Critical Coaching Questions

Well, 2010 is half completed. (Darn, the years seem to rush by quicker and quicker!!!) I hope you had big goals for your business in 2010 and are making outstanding progress. At this “mid way” point, it makes sense to step back and reflect on the improvements made to date in your business. 
Here are 10 coaching questions to assist you with your evaluation:

1. Based on your business goals set before the start of the year, how does your progress measure up thus far? List 5 key objectives you had and rate your progress. 

A.

B. 

C. 

D.

E. 

2. What were the 3 biggest opportunities you had in the first 6 months of 2010 to grow your business?

A.

B. 

C. 

3. What are the 3 biggest challenges you are experiencing so far this year in accomplishing your business’s goals?
A.

B. 

C. 

4. For each of the 3 opportunities and challenges, list 3 actions you need to take to address the challenge or capitalize on the opportunity. 

· Op1A = 
· Op1B =

· Op1C = 

· Op2A =

· Op2B = 

· Op2C =

· Op3A = 

· Op3B =

· Op3C = 

· Ch1A = 

· Ch1B =

· Ch1C = 

· Ch2A =

· Ch2B = 

· Ch2C =

· Ch3A = 

· Ch3B =

· Ch3C = 

5. List the 4 most important things you have done in your business this year to grow your profitability.

A. 

B. 



C. 

D. 

6. Describe your how your product or service offering has evolved in the first part of the year. What are 3 things you could do better?




A. 




B. 




C. 

7. How would you describe your progress in promoting your business? List 4 important steps you will take in the remaining 6 months of the year to better “get the word out” to customers about your firm.
A. 

B. 

C. 

D. 

8. List 3 ways your business has evolved positively in the first six months of 2010 compared to the company in 2009.
A. 

B. 

C. 

9. Are you getting better referrals (from linkers – see law 4) and word of mouth advertising than you did last year? Describe. Then list 3 things you need to do improve this aspect of your business. 


A. 



B. 



C. 

10. What are 5 things you wanted to accomplish by this point in 2010, but have not completed yet? 

A. 

B. 

C. 

D.

E. 


Thanks for taking a look at this document. Holding ourselves to a higher standard for growing our individual businesses is an important part of our evolution as business leaders. 

Be sure to keep a balance between holding yourself and your company accountable for progress (the critical eye) and for recognizing and celebrating the accomplishments you have attained (It seems the more successful the businessperson, the more they exhibit a natural, genuine gratitude, etc). 

A few suggestions for how you might use the questions in this document…

· Use them in a coaching discussion with myself or other outside advisors you utilize. 
· Take on a question each day and spend the next few weeks evaluating your progress thus far this year. (This is the approach I am personally taking with my business.)
· Incorporate the document as the agenda for a management meeting with your team. 
Are these things important? I sure believe so. They are the things discussed in the CUSTOMER PILLARS system. If you need additional assistance making stronger progress, consider reviewing the book and workbook. Even today, I had a conversation with a business consultant who uses the system with clients, he indicated he has been through the book multiple times and each time gains more from it each time. (That made me smile!)
The first half of 2010 has been very positive for my business, and likely if you are receiving this document, you somehow contributed to that progress. So thank you. I wish you continued success and evolution in your business in the remainder of the year (and beyond). 

Have questions? Feel free to contact me at curt@custompillars.com or call at 785-554-3050. 

Warmest regards, 

Curt Clinkinbeard, Author

CUSTOMER PILLARS
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