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Strategic Customer Growth Framework Action Sheet 
Use this one-page action sheet to identify the exact gap slowing your customer growth and 

focus on the areas that help move your ‘ready buyers’ to say yes faster. 

 

1 - Get clear on exactly who your best customer is 
The goal of this step is to narrow your focus to the type of buyer most likely to need help now, 

see value quickly, and make a decision without a long sales cycle. 

 

• Identify the specific type of customer you want to attract 

• Define the traits, situation, and buying readiness of that customer 

• Clarify which customer segment is most likely to act in the next 30 days 

 

2 - Define the specific problem you solve, in their language 
The goal of this step is to match your message to the real problem your best customer already 

wants solved, using words they immediately recognize. 

 

• Define the main problem your best customer wants fixed 

• Clarify why that problem matters to them right now 

• State the problem and desired outcome in the customer’s own language 

 

3 - Build an offer that feels easy to say yes to 
The goal of this step is to make your offer clear, valuable, and simple enough that prospects 

understand it quickly and feel comfortable moving forward. 

 

• Define the result or outcome your offer delivers 

• Clarify what the customer receives and what happens next 

• Remove anything that makes the offer feel unclear, risky, or hard to understand 

 

4 - Focus on the shortest path to ready buyers 
The goal of this step is to stop spreading effort too thin and put attention on the channel, 

activity, or conversation most likely to lead to a sale quickly. 

 

• Identify where your ready buyers are already paying attention 

• Choose the one or two best paths to reach them directly 

• Eliminate lower-priority activities that distract from buyer movement 

 

5 - Remove every obstacle between interest and purchase 
The goal of this step is to make it easy for an interested prospect to take the next step without 

confusion, delay, or uncertainty. 

 

• Identify every point where prospects may hesitate or drop off 

• Clarify the next step a prospect should take 

• Remove friction in communication, response time, and decision flow 

 

Ready to find the gap that is slowing your growth? 
In a focused 45-minute Revenue Growth Strategy Call, you’ll identify where your customer 

growth is stalling, what to fix first, and what to focus on over the next 30 days. 

 

Schedule Your 45-Minute Call ⟶ Go Here 

45-Minute Revenue Growth Strategy Call - $197 

     Pay > Schedule > Meet 

https://ecemarketingservices.com/MentorPay45RevenueGrowth.php

