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The Busy 
Solopreneur’s 
Guide to a 
Simple Growth 
Strategy

This guide is geared for soloepreneurs 
who are focused on growing their 
business and hate the formal process of  
a plan.  Feel free to share it with 
entrepreneurs you know.

By Deb Ingino / Strength Leader
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Three Steps To Your 
Business Growth 
Strategy  
Early stage entrepreneurs are often gifted with the ability to generate 
ideas and take action. An unfortunate consequence of this is the fact 
that they rarely reflect on what worked best or plan a strategy for more 
of it. We have laid out for you the most simplified approach to taking a 
brief look back to create a powerful strategy for business growth. 

Reflect 
Reflection sounds boring 
but it doesn’t have to 
be. We’re not talking 
about going through 
massive spreadsheets, 
instead we are looking at 
the highlights of what 
worked best for you, 
your business and your 
clients this year. #

This brief look back in 
the rear view mirror 
provides great clarity on 
where you found 
success.  

Assess 
Assessing what was 
common among your 
successful and enjoyable 
engagements is an 
important piece of 
planning. #

The fact that the 
engagement went well is 
great but understanding 
what went well, why it 
went well and connecting 
the threads of what is 
common among those 
engagements is key. 

Plan 
In it’s simplest form, a 
plan is nothing more 
than a strategy to get 
more of the success you 
have already enjoyed. It 
provides a clear 
framework for the 
upcoming year so you 
can allocate your time 
and resources. #

In fact once this strategy 
is in place, it will also 
provide you with a clarity 
on decisions you will face 
in the coming year.  

Defining a 
game plan 

based on your 
past successes 

is simple.    
Executing that 

plan is what 
builds growth.
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Reflect

Client Name Client Result What Felt So Satisfying For 
Me

My Key Actions In This 
Engagement

If you are very action oriented, reflection feels a bit like you’re in a stall. But you’re not. 
Our need for constant action can pull us away from taking time to really reflect. With 
that in mind, will keep this process simple and painless. It should take you no more than 
on hour to reflect back on what has worked successfully for you in the past.#!
Here are the key components I recommend you reflect on:#
What were the top 5-10 client engagements that had a great result for the client AND 
you enjoyed the most?#
Write out the result the client had.#
Write out what you enjoyed the most.#
Think back about the engagement and look at your key actions. 
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Assess
After careful reflecting, its time assess what are the common threads in those engagements? 
Plan on about 30-45 minutes for this section and bring this to your coach or inner circle to 
help provide a 360 degree view. Was it the type of service you provide?#

Would you classify it as consulting? Coaching? Training? #

Were they for about the same about of money?#

Is the common thread the results the client enjoyed?#

Are they a similar size company? Sales volume? Employees?#

Was it the key individuals you worked with?

Client Client 
Result

What Felt 
So 
Satisfying 
For Me

My Key 
Actions

Type of 
Service

$ Earned Company 
Size

Who I  
Worked 
With

Industry

What was common about those engagements? #

Look at the similarities and develop a profile of the clients and services you enjoy 
delivering the most. #

How many of your engagements this past year were delivering the services you enjoy the 
most?#

What would happen if you targeted this type of service and/or client for the coming year?

Prior Successful Engagements
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Plan
Creating a strategic plan can be as complicated as a multi page spreadsheet with a 52 week 
financial plan but for many fast paced entrepreneurs it’s all about baby steps. For this section 
you should plan at least 90 minutes. So lets start with these key steps.#

Looking at the common threads in your prior successful engagements, identify the common 
threads. Was it the industry they were in? Where they all manufacturing companies, Were 
they of similar size in sales volume, transaction volume or number of employees? Did you 
always get to serve the CEO, or new managers?  Feel free to add in your own common 
threads for the ones listed below.#

From those questions, develop 3-5 Target Client Profiles

Industry Type of Services Company Size Desired Result Team or Individual I 
Would Serve

Target Client Profiles
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Now it is time to determine the type of engagements or services that you enjoyed the 
most that provide the best result and estimate the percentage of your income you would 
like to see from each for the next year. If it is only one type of engagement that is fine 
but try to limit it to a maximum of three. TARGET ENGAGEMENTS  and percentage of your 
time you ideally want to spend in each of these types of engagements or services. #

Planning to connect with your ideal client is the final planning segment. #

You will need a strategy to connect with my ideal client in my target engagements. #

Here is what you will need to compile so you can develop that strategy:#
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Develop a list of potential clients who fit your target client profile. Place as many as you can and 
continually add to this list.#

1# 26#                                                                                         

2# 27#                                                                                         

3# 28#                                                                                         

4# 29#                                                                                         

5# 30#                                                                                         

6# 31#                                                                                         

7# 32#                                                                                         

8# 33#                                                                                         

9# 34#                                                                                         

10# 35#                                                                                       

11# 36#                                                                                       

12# 37#                                                                                       

13# 38#                                                                                       

14# 39#                                                                                       

15# 40#                                                                                       

16# 41#                                                                                       

17# 42#                                                                                       

18# 43#                                                                                       

19# 44#                                                                                       

20# 45#                                                                                       

21# 46#                                                                                       

22# 47#                                                                                       

23# 48#                                                                                       

25# 49#                                                                                       

25# 50#                                                                                       

!
!
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Develop a list of key influencers, organizations or other companies who already have connections to 
your target clients:#

1# 26#                                                                                         

2# 27#                                                                                         

3# 28#                                                                                         

4# 29#                                                                                         

5# 30#                                                                                         

6# 31#                                                                                         

7# 32#                                                                                         

8# 33#                                                                                         

9# 34#                                                                                         

10# 35#                                                                                       

11# 36#                                                                                       

12# 37#                                                                                       

13# 38#                                                                                       

14# 39#                                                                                       

15# 40#                                                                                       

16# 41#                                                                                       

17# 42#                                                                                       

18# 43#                                                                                       

19# 44#                                                                                       

20# 45#                                                                                       

21# 46#                                                                                       

22# 47#                                                                                       

23# 48#                                                                                       

25# 49#                                                                                       

25# 50#                                                                                       

!
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!
Now identify at least 3 key strategies for connecting with those on your target client list 
and your list of influencers.#

!
1.#

!
2.#

!
3.

Now it is time to check yourself. #

If you cannot answer yes to each of these alignment checklist items, go back and work 
on that piece until you can answer yes and then get growing!#

!
Alignement checklist:#
!
____I have communicated to my team the strategy#

!
____I have a list of organizations, other companies or industries that serve my ideal clients. #

!
____I have scheduled time on my calendar to cultivate contacts in these organizations, 
companies or industries.#

!
____I have allocated funds to support my growth as a business leader.#

!
____I have allocated funds to support this plan.#

!
____I have blocked one to two hours a month on my schedule to review my progress.#

!
____I have accountability on my business targets from a coach, accountability partner or inner 
circle.# # # #                                                                                   
# # # #                                                                                           
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This is the most simplistic approach to developing a strategy to move into the next year powerful 
and focused on doing more of the type of work that brings you the most satisfaction.  As  you curate 
this year and move into the next, know that this one action alone sets you apart from most business 
owners and many of them are sadly destined for mediocre results at best or business failure at its’ 
worst.  Commit to now becoming a sad statistic and plan your strategy today.  

!
Here’s to your successful year!

!
Deb Ingino is the CEO of Strength Leader Development. A highly sought-after executive mentor, consultant and 

speaker worldwide, Deb is well versed in business operations and in the importance of 
asking key questions most business leaders won’t ask themselves. She brings deep 
experience in leadership development, strategy, high performance team building, 
leadership development, global operations, and training to her work. Her passion is for 
leading people to discover and maximize their strengths while offering advanced 
strategies to achieve high performance.  

Deb is a founding partner with her mentor, the renowned leadership expert John C. 
Maxwell and she is a coach and speaker on Maxwell’s global team.  

She is the founder of StrengthLeaderMentor.com an online community for leaders and the 
host of the Leadership Insight Podcast on iTunes and Stitcher. 

!
Check out the Strengths in Leadership online assessment  

!
Learn more about coaching with Deb Ingino

Deb Ingino

!
Strength Leader Development LLC 

631.880.2292 !
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