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Power Multiplier Assessment
Please provide open, candid responses to the following sentence starters. Take your time thinking through these- the more complete and honest the response, the more likely you are to succeed. This exercise is for your own clarity and to help understand your world and how you think and act within it. It is broken into sections. Some of these questions might stretch your comfort zone, and there are very good reasons to stretch them now. In the end your goal is an amazing profitable growing business and an amazing rewarding life. Take your time, take as much space as you need, and enjoy the process!

Personal Life

1) The thing I’m really proud about in life right now is…

2) The thing I need to work the most on in my life right now is…
3) The main reason I am where I am in life right now is because I chose to…
4) The main areas of my life where I seem to be succeeding are…
5) The main areas of my life where I seem to be spinning my wheels are…
6) The times when I feel overwhelmed are when things happen like…
7) The emotions I felt on a consistent basis over the past six months could be described as…
8) If I am being totally honest, what’s held me back from being my best in the past is…
9) If I am being honest, the reason I don’t have exactly what I’ve always wanted in life right now is because…
10) If I am being totally honest, the reason enough people don’t know what I really want and need is because…
11) If I am being totally honest, I’ve held back a few times in my life because…
12) If I am being totally honest, the reason I’m not standing out from the crowd more right now is because…
13) The emotions that have prevented me from moving forward as fast as I know I can are…
14) When I hear a disempowering voice in my head, it’s usually telling me that…
15) The way I really feel about what I’m doing in life right now is…
16) The real reason I’m doing what I’m doing for a career right now is…
17) If I continue doing what I’m doing, five years from now I’ll feel…
18) I always wish I had more time to spend doing things like…
19) The work or hobbies that completely absorbs my attention when I’m doing them is…
20) A recent experience I had when I felt completely authentic, completely me, was when…
21) In the past, the parts of me that I sacrificed or hid or buried in order to please other people were…
22) One of the areas of my life where I’m consistently adapting and acting like someone else seems to be when…
23) The people in my life who are treating me poorly right now are…
24) I’ve allowed these people to treat me this way by…
25) A person in my life from whom I have been backing down lately is…
26) If I truly believed in myself, I’d step up to this person and say…
27) If I didn’t care so much what other people thought, the first thing I’d probably do is…
28) If I started believing a little more in myself, I’d be much likelier to…
29) I know that the people in my life want me to be happy, because…
30) The relationship in my life that are truly supporting my well-being and growth are the ones I have with…
31) A person who was a real miracle worker in my life was…
32) The person in my life who could use a miracle right about now is…
33) The three reasons I most appreciate my current or last lover or significant other is that he or she…
34) I would describe my ideal relationship as one that…
35) I know I’m worthy and capable person because…
36) In order to be the person I know I’m capable of being, I’d have to start behaving more like…
37) Three reasons I should be hopeful about the future are…
38) The dream that I absolutely must start moving toward once again is…
39) The main goal I’m going to focus on in the next three months to improve my life is…
40) The reasons I must achieve this goal is…
41) The five bold steps I’m going to take to achieve this goal are…
42) My ideal life is worth fighting for because…
43) I know I’m much more courageous than I give myself credit for, because…

Business

1) If I could do anything in the world, and know that I could make an awesome living while doing what I love, I would…
2) For the last three years, my business has been mostly focused on…
3) If I maintain the same course I’m on now financially (previous to this coaching program), in five years I will…
4) A problem or fear that I’ve been backing down from in my business lately is…
5) The thing I must do right now in order to step up to this problem or fear is…
6) My areas of expertise that are real strengths include…
7) My main source of income right now is from…
8) The product or service that I have created and am currently marketing today include…
9) The number of full time employees I currently have is…
10) Right now, each month I’m earning approximately…

11) On a scale from 1-10, the level of joy I feel when I do the following is…(10 is being the highest-level of joy you experience when doing the following)

____Training employees

____Motivating employees

____Holding company meetings

____Firing employees

____Disciplining employees

____Selling to customers

____Marketing

____Dealing with numbers

____Creating better way to run company

____Dealing with employees

____Speaking in front of large crowds

____Networking

12)  The number of hours I’m spending a week doing the following is:

____Training employees

____Motivating employees

____Holding company meetings

____Firing employees

____Disciplining employees

____Selling to customers

____Marketing

____Dealing with numbers

____Creating better way to run company

____Dealing with employees

____Speaking in front of large crowds

____Networking

13)  I believe my fastest route to financial independence in the next five years is for me to…

14) If I’m going to be financially wealthy, the first thing I have to start doing right now is…
15) If I’m going to be financially wealthy, the first thing I have to stop doing right now is…
16) The best things I’ve found myself motivated with my business include
17) If I could name five qualities that make a person successful in business, they would be…
18) I’ll know I’ve succeeded in my business when…
19) In ten years, I’d like to be in a financial place where I can…
20) At the end of my life, I want to look back at my business life and know that I…
21) When I succeed at the level I really want to, the way I’d like to celebrate is to…

Marketing

1) Tell me about your target/niche audience:

a. What keeps them up at night?  What is their pain?

b. What are they afraid of?

c. What are their top 3 daily frustrations?

d. What do they secretly desire most?

e. Do they have any built-in biases? (I.e. Engineers are analytical, etc.)

f. Do they have their own language (industry or market language)?

g. Where does your target audience live?  

h. How much do they make?

i.   Do they have children?

j.   Are your audience children?  

k. What age groups?  

l. What gender?  

m. Do they have cars? 

n.  Do they own houses? 

o.  Are they professionals?

p. Etc.  Give me as much information as you have both geographically and demographically about your market.

q. Why might your prospects NOT buy from you? 

r.  Why might they buy from your competitors instead?  
s. What objections will your prospects have?  How will you overcome these objections?
2) Tell me about your products and services:

a. What exactly are you offering or selling?

b. What pain does your product/service take away?

c. How does it take it away?

d. What pleasure does your product/service deliver?

e. How does it deliver it?

f. Who else is selling similar products and/or services?

g. How is your product/service different or better?

h. Does your product/service fulfill a need that is not being fulfilled or does it fulfill a need better than the market is fulfilling it right now?

i. Tell me about the success and failure stories of others in your industry.

j. What flaws does your product/service have?

k. What do you guarantee? 

l.  If you don’t have any guarantees what CAN you or are you willing to guarantee?

m. Do you have any graphics or images associated with your product/service?

n. How can prospects purchase your product/service?  

o. What options are available to them?

p. What is your product NOT?  For example, if you are selling investment advice you may say that this is NOT a get-rich-quick scheme, etc. but it does not have to be something with a negative connotation 

3) What benefit(s) do your clients get from purchasing your products and/or services?  This is what you would say if your customer asked, “So what’s in it for me?

4) Is there a hidden benefit that is not obvious to your prospects?

5) Do you have testimonials from previous “satisfied” customers?  If so please provide them.  If not, how long will it take you to get some (if possible)?

6) Do you have video testimonials?

7) Do you have a refund policy?

8) Do you have any “interesting” or “entertaining” stories about your products/services or your clients?

9) Have you ever had any celebrity endorsements for your product/service?  Could you get any?

10)  Is there a reason that your prospects need to buy from you RIGHT NOW?  Why can’t they wait a day, a month or even a year?

11)  Do you have any premiums or bonuses that come with your products/service? 

12)  WHY SHOULD PROSPECTS BUY YOUR PRODUCT OR SERVICE?  WHAT IS UNIQUE ABOUT YOU, YOUR COMPANY AND YOUR PRODUCT OR SERVICE?

13)  How do you inject enthusiasm, passion and excitement into you’re the sale of your products or services?

14)  Is there anything I should know about your industry as a whole (whether good or bad)?  What trends are taking place in your industry?

15)  What ONE action do you want your prospects to take after reading your marketing copy?  If there are multiple options how are the prioritized?

16)  What happens AFTER the product has been sold or the service has been provided? 

a. Do you have a follow-up process in place or a continuity program?

17)  Keywords?  What are the words & phrases people will search online for when looking for your site, product service.  Pick the top 10 words and then tell me which of those are the top 5.

Congratulations!  Thanks for completing this Power Multiplier Asessment!

You stepped up and now your journey has begun!
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