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Connecting 

To Your 
Buyers

(c) 2012 - Rodney Washington - Artist Money Mentor                                                                                               http://artistspathtocash.ning.com/             

Saturday, May 26, 12

http://artistspathtocash.ning.com
http://artistspathtocash.ning.com


Hi I’m 
Rodney

Washington

Welcome!
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Module 2: Connecting To Your Buyers: In Module 2  I gave you a worksheet called 
the 24 Hour Cash Creation Template.

If you implemented this template the way I instructed it's totally possible that you 
could be connection to more buyers for your products and services and bringing in a 
lot more cash within 24 hours.

Now if you've reviewed that template you'll notice that I asked you to create a list of 
10 to 20 people that you could get on the telephone within 24 hours. 

The only criteria that they be people who have either previously purchased 
something from you before or at least have strong knowledge of the products and 
services you offer.

This is the first step we will uncover today in Module 3 on how to connect with your 
buyers..
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In Module 3 were going to go a lot deeper towards helping you create a clear 
snapshot of your ideal clients or customers, where they are, what they want to 
buy and how to get into conversation with them.  

Be end of Module 3 you will know the following:

1. You will have your target market defined

2. You will know what makes your product or service unique

3. You will have your “Get Acquainted Pitch” down pat.

4. I will give you three Conversation Starter Templates

5. You will have an action plan to get started by the end of this session.
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 Let’s 
Get 

Started!
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It’s critical that you know your target market inside-out and we’re going to do that using 
a tool called: The Target Market Assessment.

Your only goal:  Get really, really, really specific about who your target market it is.  You 
want to put yourself in their shoes. No one line answers! 

For example if you know your target market reads, you want to name specific titles of 
books and magazines. If you know they love to travel, you want write down names of their 
favorite destinations. If they dine out three times a week, what restaurants are they 
frequenting.  

You get the idea. It’s important that you know them inside and out so you can market to 
them in a way that speaks to them and likes and dislikes, passions and concerns directly.

Another thing that might help you get a clear picture is to have a photograph of your ideal 
customer to look at as you write out your answers. You can tear one out of a magazine if it 
helps. 
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TARGET MARKET ASSESSMENT

•Who are they: Men, women, children?

•What is the age range?

•What is their profession?

•What is their income level? 

•Where do they live?

•What kind of home do they live in? Apartment, Condo, Mansion? Do they have pool, 
maid, gardener, cook etc.

•How is there home decorated? Designer, Contemporary, Modern, Shabby Chic, Flea 
Market?
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TARGET MARKET ASSESSMENT

•What kind of car do they drive?

•Relationship status? Married? Single? Dating?

•Children? How Many? How Old?

•Are they sports moms or dads? Which sports, soccer, ballet, swimming, track?

•PTA Mom or Dad?

•What kind of clothes do they wear? Designer? Target? Thrift Store? Department Store?

•Do they vacation? Where? What style? Luxury? Camping? Cruises? Tours? Adventure?

• What kind of books do they read?
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TARGET MARKET ASSESSMENT

•What kind of magazines do they read?

•What websites or blogs do they visit?

•Are they on social media? 

•Facebook, Twitter, Linkedin, Pinterest?

•Do you use iPads? iPhones? Androids? Other Portable Digital Devices?

•What kind apps do they download?

•Do they entertain at home? How? Cocktail Parties? Dinner? Luncheons?

•What kind of restaurants do the frequent? Four star? Take Out?
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TARGET MARKET ASSESSMENT

•Do they go to the movies? What kind and how often?

•Do they go to the theater? What kind of shows? Broadway? Local Theater?

•Do they go to the opera? Concerts? 

•What kind of music do they listen to? Rock, Country, Soul, Rap, Heavy Metal?

•What kind of speakers do they listen to? Tony Robbins, Suze Orman, Wayne Dyer?

•What kind of hobbies do they have? Gardening, crafting, cooking, knitting, photography?

•Do they work out? What do they do? Run? Gym? Yoga? Cycle? Hike? Surf? Swim?

•How do they maintain their physical and mental well-being? Spas, Massage, Facials, 
Manicures, Pedicures, Meditation, Visualization?
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TARGET MARKET ASSESSMENT

•What television programs do they watch? Daytime? Talk Shows, if so, Who? Subscription 
TV? If, so what channels and shows?

•Do they invest in their education? Continuing education, seminars, workshops, enrolled 
in university?

•Who influences their purchasing decisions? Husband or Partner? Parents? Friends? 
Coworkers, Siblings?

•What do they want most out of life? What are their goals?

•What do they fear?

•What do they envision for their community, their family, the world?
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Now we’re going to talk about your product or service. 

1. What is the story behind how and why you created it? 

2. List an special training or expertise you might have?

3. What was your pain point and how did you solve it?
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How is your product or service unique? 

4. What are your points of differentiation?

- What was the original inspiration behind why you created your product/service?

- What in your life made you want to do this? Who or what originally inspired you?

- What are you addicted to? Fabric, Metals, Semi Precious Stones, Candles? Baking 
Cupcakes? Kids Parties, Working Mothers, Capturing A Moment? Hats? Color? Fashion? 
Anything French? Farmers Markets? Handmade Soaps? Romance Novels?
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What Makes Your Product or Service Interesting? 

5. What problem does your product or service solve? And why should people buy it?

6. What are the unique or interesting features?
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Crafting Your 30 Second Elevator Pitch

The goal behind crafting a well thought elevator pitch is to succinctly talk about your 
business or project in about 30 seconds, or the time it takes to ride an elevator.  Many of us 
THINK we know how to talk about our businesses, but in reality we aren’t actually 
articulating them CLEARLY or in a way that others can utilize our products or services. 
Your GOAL is to be able to talk about your business in an easy, seamless manner that it is 
confident and natural.

The Goal Is To Have The Ability To Respond When Someone 
Inquires About Your Product or Service In A Way That Creates 

Natural Interest & Curiosity 
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Here’s Mine
My name is Rodney Washington and I am the author of the Artists Cash Crash Course 
Program.  I coach artists and creative entrepreneurs helping them to grow their business 
by rethinking their business model, expanding their product and service offerings and 
getting clear on who they serve so they only connect with the customers and clients that’s 
perfect for them. Ultimately they make more money with less frustration. I’m looking to 
work with passionate creative entrepreneurs dedicated to growing their business. 

Break Down: You want to tell the listen who you are, what you do and how your 
product or service will change the customers life.

Who: My name is Rodney Washington and I am the author of the Artists Cash Crash 
Course Program.  What: I coach artists and creative entrepreneurs helping them to grow 
their business by rethinking their business model, expanding their product and service 
offerings and getting clear on who they serve so they only connect with the customers and 
clients that’s perfect for them. End Result: Ultimately they make more money with less 
frustration.  
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Anatomy Of The Pitch
Elevator Speech.  

1.) I am ___________________________
2.) I do ____________________________
3.) For (whom) _____________________
4.) Set up the Wow factor, context, or anecdote_________________________
5.) I am looking for/currently pursuing ______________________________

Finishing touches to your elevator speech:
•Passion - Remember excitement is contagious and is often more important than 
what you say.
•Posture - Stand with confidence, an open heart and firm handshake
•Confidence - Speak in complete sentences ~ not questions. When you say your 
name it’s a statement! 
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1.Warm Letter
2.Email Invitation
3.Social Media Connect
4.Video Connect 

Goal of these templates. You can download the individual templates in the member area.

Of course you’ll need to customize these to suit your particular needs and who you’re 
trying to reach but the goal is to provide you with the tools to get the conversation started. 

For all of the invitations be careful when picking names from your personal address book, 
you want to focus on people who you truly feel confident could buy from you. Or who might 
have access to referrals for you.

You don’t want to reach out with naysayers or people who would otherwise try to 
discourage you. On the contrary if you’re connected with someone on social media (even 
people you’ve never actually connected with previously) and you feel they would be a good 
fit for your offerings by all means reach out to them.  It’s time to get into the habit of 
asking!

Module 3 Bonuses: Conversation Starter Templates
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What’s Next?
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Okay so let’s review your connecting to your buyers plan step-by-step:

1. You want to get crystal clear about who your target market is. I suggest picking up a 
journal to use exclusively for this exercise and write out your answers. Again don’t be 
afraid to use photos torn from magazines. Perhaps you could rent a movie that your target 
audience would watch, or check out a television program they would watch, or go to a 
store where they would shop.  Your goal is to get inside their head.

2. Get clear about what makes your product or service unique and interesting

3. Craft your elevator pitch (write a few drafts of it) it’s not about being perfect it’s about 
getting clear.  Contact some of your fellow class mates in the program to see if you can 
connect on the telephone for a few minutes to test your pitches out on one another.

4. If you have your product or service that’s ready to go, go ahead and use one or two of 
the conversation templates and begin reaching out to your target audience. 

(c) 2012 - Rodney Washington - Artist Money Mentor                                                                                               http://artistspathtocash.ning.com/             

Saturday, May 26, 12

http://artistspathtocash.ning.com
http://artistspathtocash.ning.com


1.Download and complete all of the templates & exercises that 
accompany this web class

2.Listen to the replay of the previous weeks open coaching call. 

3.Use the Ning site to find each other’s Facebook profiles addresses. 
Reach out and connect with each other. See how you can support one 
another. 

4. Bring whatever questions you have to the next open coaching call.
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