
Member Biography Sheet

Our Speaker:

Business Name:

Years in This Business:

Previous Types ofJobs:

FAMILY INFOR.MATION:

B. Children

C. Animals

Hohhies:

Citv ofResidence:

My burning desire is to...

Something no one kno$s about m€...

Mv kev to succ€ss...



GA/NS Worksheet

Goals
Goals arc the business at persa al objectives lou want or need to neet fot
loutsefor he people who are imporlant to you- vau eed to define ro t
goab ahd hav a.leat picture of the othet person's Eoak. me best $af tc,

build a relatiohthip with soneone is to help the achiew theb g.'als!

Accomplishments
PeopLe like to talk about rhe things thef arc proud of. RemenbeL sone of
yur hest i sight into others cones from knowing what g.'als thet hate
alreab a.hieved- Yow knowledse, skills, erpetiences and ralues cah be

sumisedfrcnrour achiere Ents. Be rca.1! to shdre your accompLishme ts

'|ith 
the people you meet.

Interests
yon intercsts cah help you connect with othets- Intercsts are thi gs like
plali g spons, rcading books and listening to music. People like to sper.l
time with those Nho shdrc theit intercsts. Whenfou and low netuotksource
shate the sane i tercsts, it vill strcngthen )ow relationship.

Networks
vo hate ndny netuo*s, both fomal and i Jomal. A net-Lnk can be an
otganiution, institution, conpanr or indiriAual rou associate with.

Skills
The more you knaw about rhe tale rs and abilities oJ the people in yaut
nerwork, the be er equiwed pu ale toft l(andrcfer!)conpetentaJJo able
ptoducrs and senices \|hen the need aises. And vhe lou re tryihg to
rcundap business oppottunnies, the nore people kno\r about fout skills, the

Cmals

Accomplishments

Intcrests

Networks

Skills

Itow well do you kros the peopl€ you smt to includ€ in your netFork? Chances ar€ you have a little honeqork to do. Spend more time rith tbe p€ople you already know ed
oncenlral€ on l€arriDg ths five Nentials - their goals, accomplirhments! interedld, Detworls, and skils. M*e sure you giye back the same lrtnd of informiioL The more they
k os about you, the faster you name IiI cone to nind lvhen an opporluily rdses in rhicll your prcducts, senic$, kno{ledg€, skills or experieDc€ niSht play a part.
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Contact Sphere Planning Worksheet

Contact Sphere

l.

2.

4.

3.

5.

6.

7.

8.

9.

Contuct Sphere Top-3 !

Make a comnit ent to yout donce partuer ta help Jill theit
Contdct Spherc b! i ritin] people to RNI thatarc in theit "Top 3!"

10.

Contact Spheres are made up ofb siness or professions that
naturall! protide a source of referralsfor one another. They are in
somev,hat related but tlon-competiti|e businesps. Businesses in the

same Contact Sphere haNe a st-mbiotic rclationship in that the!
support arul enhance one another,
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Last 10 Customers Worksheet

Last 70 Customers

't.

2.

3.

4.

5.

6.

7.

8.

9.

10.

List lour la,stt 10 customers. Think about how tou can increase the
referrals yu receite by helping ))our dance paftner u denta d hov tofi d
youmore customers like these! Were these custoners in a cettain kind of
business or market? Were these customers in a specifrc position that you
are targeting? Arc there othet specirtc companies that lo arc targeting
rhat are similar to these?

Note: Sotna prcfessions ha|e conf lentialitf requirenents; if you arc in
one ofthese professio sJouca desctibe the "qualities" ot
"characteristics" that make your best customers your best customets.

Notes on Customers
r' Were did they come frotuly' Wat did jou do for them?
/ Are these ateruge clients?

Make notes tu the space below abaut lour prcrious 10 custonen.

Notes on Referrals
y' What arc other referral sources?
/ Wdt arc good rcfeftals?y' What are "bad" referrals?

Make notes i the space below about rcfetruls.
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