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Finding Your Ideal Customers

* The first chapter was adapted from the Customer Connection e-course I created to 
help small business owners at DominoConnection.com.

It's amazing to have a business in today's world. You can connect with customers at any 
time of day in thousands of ways. You have access to a lot of people that could use your 
help.

This can feel exciting and stressful at the same time.

Let's look at two problems that usually occur:

1. Not connecting with customers in the right places.
2. Giving up before the results are measurable.

http://dominoconnection.com
http://dominoconnection.com


 
I had a client who literally tried every kind of marketing that you can think of postcards, 
social media, online advertising, live events, coupons, outdoor, newspaper, referral 
program, and the list goes on.

Each time he gave up before he saw any real traction.

He wasn't looking in the wrong places, he was looking in too many places. He didn't 
take the time to figure out where his "ideal" customers were, engage them and earn 
their trust. 

What we did is make a list of every type of marketing he did in the past year. 

I want you to make a list too! (You can find a PDF printout at the Domino Connection 30 
Day Connection Challenge Resource Page.)

1." _________________________
2." _________________________
3." _________________________
4." _________________________
5." _________________________
6." _________________________
7." _________________________
8." _________________________
9." _________________________
10." _________________________

Continue the list until you can't think of any more.

Then look at where you've seen the best results. If you haven't seen any traction that 
makes you happy then pick 3 places that you think your ideal customers are and plan 
on creating a small campaigns around these 3 areas.

Places

Whether they hanging out on Facebook, Google search or at conferences you need to 
be where they are so you can answer their questions and be as useful as possible.

One of my favorite resources to mine is my Google Analytics. You can see where 
people are visiting from on your website. Try to focus on the top 10 and see how you 
can increase this traffic.

The key to finding people who need what you are offering is staying focused on building 
connections in the "right places".
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The "right places" are where your ideal customers are and understanding how they like 
to be engaged.

Maybe your "ideal" customers spend a lot of time on Facebook and reading email. Then 
this is where you need to start.

Once you understand where they are then you need to ask yourself two questions:

1. What pain do they have that I can help solve?
2. How can I make my offer compelling so they want

more from me?

Start by asking your current customers how you can better help them.

Outsourcing

I’m working with a client who is outsourcing her research. We talked about who her 
ideal people are and how she could help them. We then thought about what she needed 
to know about the person she was trying to build a connection with.

She went to Odesk.com and found someone to filter through influencers. She created 
an excel sheet that the person could follow

I put the criteria she created for the job post and excel sheet she created to show the 
researcher exactly what she wanted.

You can also dig deeper with your current customers.

Tools

You can start by creating a survey and dig into who your customers currently are, where 
they hang out and how you can connect with them.

• Survey Monkey
• Google Survey

The best way to learn more about your customers is to ask them.

Here is my customer survey so I can learn more about you:

(You can see how I do it and how you can change it to fit your needs.)

Domino Connection Survey (5 minute survey)

https://www.surveymonkey.com/
https://www.surveymonkey.com/
https://support.google.com/drive/answer/87809?hl=en
https://support.google.com/drive/answer/87809?hl=en
https://docs.google.com/forms/d/1NvgB7FMb6wA6IzedFe5038kGTnT0fEKhT26QZFXWdYg/viewform
https://docs.google.com/forms/d/1NvgB7FMb6wA6IzedFe5038kGTnT0fEKhT26QZFXWdYg/viewform


Creating Unique Ways to Spark a Connection

Camping is one of my favorite things to do, after it’s over. There are a lot of logistics to 
prepare for, but once you get there and everything is set-up it’s always a blast. The 
coffee the next morning always tastes amazing.

You setup the tent then go searching for dry wood to start the fire, much like finding your 
ideal people. 

You want to find thin branches and leaves to start the fire, medium size branches to 
create your base then big logs that will last a long time.

Very much like the different kinds of customers you should gathering - short term to long 
term customers.



Sparking Their Interest

Once you have your ideal people all lined up it’s time to spark their interest. The best 
way to build a connection is to be helpful. You have to show how much you care.

The key is to show you care while also building your authority.

Some of my successes have sent thousands of people to my website in one day, 
increasing my email list by a few hundred people.

Here are a few techniques I’ve used: (All high value and in the beginning all free.)

1. Guest posted on blogs with larger audiences than I have: 
a. Copyblogger
b. Problogger
c. Zen Habits

2. Thrown Twitter parties for free for 1.5 years building connections that I still 
leverage to this day.

3. Reviewed sales pages, landing pages and websites.
4. Offered free advice on how to improve their conversion rate.
5. Sent gifts to people who I wanted to build a friendship with.

The list goes on. My wife can tell you about all the free and discounted work I’ve given 
away.

Now I’m at a point in my business that I don’t do very much free work besides creating 
content that helps me build my authority. I do some free work that allows me to create 
and share content with people.

I created the Domino Connection 30 Day resources section to help you put your 
connection challenge together.

One of the resources is 33 Tiny Connection Ideas. The key is to find a way to spark 
someone’s interest and make it easy for them to deepen the relationship.

Some of these ideas will work well and others not so much. You should try one 
connection idea out each day.

http://dominoconnection.com/30-day-connection-challenge-resources-page/
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Make a list of 10 Connection ideas you can use each day:

1. ______________________________
2. ______________________________
3. ______________________________
4. ______________________________
5. ______________________________
6. ______________________________
7. ______________________________
8. ______________________________
9. ______________________________
10.______________________________

You can use the ideas from the resource section and add your own ideas that fit your 
personality.

Creating a system will help you understand what works well for you and what doesn’t, 
basically what to repeat and what to scrap. In the next section we’ll talk about how to 
create a system around your personality.



Developing a Daily System

Connections are the oxygen to your business. Without people sharing your great work 
with their friends you won’t thrive.

Building your connections with people who have influence will be vital to growing your 
business. It’s important to connect with people who have similar values. It’s these 
values that will make it easier to deepen the relationship.

When I work with clients we start with a “core values” conversation. We look at what 
values are important and how we can use this in their outreach.

Learning other people’s core values comes with a little research. You’ve got to look at 
their public presence and figure out if this is someone you want to connect with.

Choosing Your Connections

I choose some people strategically and others it was just a gut instinct. I like using both 
methods because it’s fun. I like to do marketing that excites me.



I came across an article in Inc. Magazine about a forward thinking CEO who believes 
happy employees are the basis of a great company. I reached out to him for an 
interview and he said yes that day.

I didn’t need to do any more research I just went for it.

Your List

You need to start by creating a list of 30 people (PDF of blank list in resource section) 
you can reach out to over the next 30 days.

Your list might be filled with local business owners, online bloggers or just people who 
interest you. You never know where a connection will lead, so ever don’t discount a 
person because they don’t seem like a good fit.

I’ve gotten business from neighbors, Twitter, old customers, actual letters, someone I 
met at my son’s school, etc. You never know who someone knows. 

If you find you don’t have a connection with them whether it’s because of disconnect of 
core values then so be it. You can cross them off your list and add people who you can 
help and have a genuine connection with.

Research

The next step is understanding the person you are trying to reach. The best way to do 
this is to look at what they are talking about.

That’s why the world we live in today is so amazing. We can find ways to connect with 
people. We can see what they value and how to connect through this value.

Look at their social profiles:
1. Instagram
2. Twitter
3. Facebook
4. Google+
5. Vine

What have they been enjoying, doing, reading, etc?

Use this to connect with them. If they posted a message of riding a bike with their 
Instagram account, then start there. When you reach out to them talk about bike riding.

They will be more likely to remember you and willing to deepen the relationship.

http://dominoconnection.com/30-day-connection-challenge-resources-page/
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Your List

Start listing people who you think you would like to help, meet and/or chat with 
sometime this month.

Week 1

1. ________________________
2. ________________________
3. ________________________
4. ________________________
5. ________________________
6. ________________________
7. ________________________

Week 2

8. ________________________
9. ________________________
10.________________________
11.________________________
12.________________________
13.________________________
14.________________________

Week 3

15.________________________
16.________________________
17.________________________
18.________________________
19.________________________
20.________________________
21.________________________

Week 4

22.________________________
23.________________________
24.________________________
25.________________________
26.________________________
27.________________________
28.________________________



Week 5

29.________________________
30.________________________

You may only want to start with three people to contact to get your first week started and 
that’s ok. Whatever works for you to start to grow you network is all that matters.

Focus on connecting with people who are:
• Influencers
• Connectors
• Sharers
• Fun to be around
• Quality personalities

The rest will fall into place.

The next step is to create a plan.

Why 

Make sure you know why you want to create a connection. If you reach out for a 
connection without focus you’ll get the same response in return.

How

Know how you want to start the connection. How can you help?

There is a good social reason for helping someone you want to connect with. When you 
would like their help they are more willing to help you. It’s basic human nature.

When you understand how you can help someone you can make the building a 
connection part so much easier.

I usually start with a social connection like Twitter, Google+ or Facebook then I move 
the conversation to email.

When

Then figure out the best time and date to reach out to them. You might want to reach out 
on weekdays at 12pm because you notice that they are posting on their social media 
accounts during their lunch hour.





Reminders

If you are anything like me you will need to create reminders to follow back up. I know 
some people who will follow-up 10 times over 10 weeks. This is a bit much for my type 
of personality. If people don’t respond back after 2-4 tries I usually move on.

My level of fortitude stems from how interested I am in learning more about them.

My belief is that there are too many people out in the world to obsess over a few people 
and continually be disappointed.

The people who have responded back to you and want to start a conversation are the 
people you will want to focus on. You want to talk with people who want to talk with you.

Celebrate

When people respond back and want to connect take a moment to celebrate. You’ve 
done something that 90% of people are afraid to do.

You were willing to be daring and try to make a connection.

You might want to do a little five second dance or write a short message on your 
Facebook page, whatever helps you reinforce this positive behavior is a good thing.



Measuring and Improving Your Results

Your results can always be improved. Appreciating this is the start of cultivating your 
scientist mind.

Don’t let this deter you. You will stumble many times as you build your network up, but 
this is all part of good personal and business growth.

The problem that usually occurs is lack of good measuring. If you are able to build 
connections with certain type of people it’s important to know why.

Do the people who you reach out to like a subtle approach or a little more exciting?

Every group of people have their own way of reaching out.

That’s why I believe knowing your core values and how to use them in your outreach is 
so important. 

The closer you show people who you are and what you believe in the easier it will be for 
them to decide to connect or not.



Tracking

I’m currently using social media to do most of my initial contacts. I can see whether they  
responded back or not. I’m also using a very cool tool for gmail that helps me see 
whether someone is opening my email or not. It’s called Yesware. It lets me know 
whether someone opened up the email or not.

I don’t get too detailed with my tracking because if I actually tracked who responded 
back and who didn’t I would get depressed. It’s a loose sort of tracking that I keep up 
with for the week then forget about by the next week.

If I’m able to start a conversion through whatever medium I try to set-up a phone call or 
meeting. It’s usually a phone call because most people I reach out to aren’t in my local 
area.

This is when we talk about their business and I can ask them all kind of questions. 
Sometimes I can help them with a landing page review or a few marketing tips and if the 
conversation goes well then I add them to my “Monthly Outreach List”.

Monthly Outreach List

I have a list of people that I need to get back in touch with each month. If I reach out to 
someone that I really want to connect with I’ll put them on my list. 

When I add them to the list I include a few details:
• Name
• Company (Website)
• How I can help
• Address if I send them something.

I created a blank PDF in the Domino Connection 30 Day Resource Page so you can 
make your own list.

I review the list each week. I cross off the people who aren’t interested, leave notes if 
they reply back and push them to the next month if I want to stay in contact with them.

If the contact shows interest and ready to deepen the relationship I add them to my 
calendar for a reminder to connect with them. I usually start with a message in social 
media then an email.

Creating multiple points of contact are very important to getting them to pay attention. In 
this busy world people need multiple reminders of who you are, how you help and why 
they shouldn’t ignore you.

http://dominoconnection.com/30-day-connection-challenge-resources-page/
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At the end of each month I add people who I’ve been able to create a connection with to 
my “master list”.



Deepening the Connection

Now that you are starting to build a master list of people who can help your business, 
you’ve have something very powerful. A small network of people that can help you grow.

Master List

My master list of contacts (Blank list sheet in resource page to help you get started) is 
all the people that I’ve had a connection with through interviews, present and past 
clients, people I’ve met at conferences and people who I’ve helped in some way.

The list of people is in alphabetical order with a little description of how we connected 
and small facts about what makes them special. Some of the people on the list might 
have a similar coffee passion or kids around the same age. Whatever it is that sparked 
the connection I try to keep track of it.

My list is then used to deepen the relationship.

At the beginning of each month I create a reason to connect with people who I want to 
deepen the relationship. It might be an epic blog post or asking for help with a project.

When you create a master list it’s an easy place to go when you need help. Try not to 
keep people on the list that don’t want to deepen the relationship. Focus on people who 
care about you and who want your help.

http://dominoconnection.com/30-day-connection-challenge-resources-page/
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Long Term Thinking

Your connection success depends on engaging with your ideal people so you can 
encourage them to deepen the relationship with you. 

Ideally you want to give as much as you can to build trust and after the connection is 
established then ask for help when you need it.

You will have to ask for help. You can’t expect people to remember how awesome you 
are, follow your business and give you help when you need it the most.

That’s why the master list is important. It’s your list of people that you can turn to when 
you are looking to drive traffic to a product or service. It’s this leverage that will help you 
build your influence with people looking to learn and connect with you.

That’s the Domino Marketing Effect that you are looking to build as you grow your 
business.

As you build these connections you need to think of the next phase of leveraging these 
connections.

What value can you create so they share your talents with their friends?

Just think if you were able to build connections with someone influential in your industry 
before they made it big. You could send them an email, ask for a quick favor that they 
would gladly do for you and you could potentially have thousands of people checking 
out your new product or service.

That’s the beauty of the connection.

For example you can create a contest with a landing page that gives away prizes and 
collects emails. If only 10% of your connections share your landing page with their 
followers that could thousands of people who’ve never heard of you before. You could 
potentially add a lot of people to your list, sparking weak connections and turning them 
into deeper connections.

You can be one of the next “go to” people in your industry if you are willing to commit to 
building your connections in an authentic and helpful way.



What could you put together that could get people talking about you and visiting your 
website?

________________________________________________________________
________________________________________________________________
________________________________________________________________
________________________________________________________________
________________________________________________________________

Try to make it fun for everyone involved. It’s always nice to get a charity involved so it’s 
a win-win for everyone.

I guarantee if you stick to this plan for just 6 months. You’ll build connections with 
people who will turn into friends and are also willing to share your awesomeness with 
their friends.

What is your first step?

Are you ready to build your list of connections to a powerhouse that it’s meant to be?



Leveraging Rewards

The last part of this challenge is to create a reward for yourself. Enjoying the journey 
should be a major part of your motivation, but it helps to reinforce your hard work.

You can do something simple like reward yourself with a piece of chocolate after you put 
in a little hard work to build a connection.

I made a list of 30 small daily rewards that you can do for yourself in the 30 Day 
Connection Challenge Resource Page.

I also make a list of 10 big rewards you can do for yourself after you complete the 30 
Day connection challenge. You can see this list in the Resource Page.

You’ll be amazed at how a small reward can make such a big difference to your 
motivation to reach out to a new connection.
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Let’s Learn Together

I created this 30 Day Connection Challenge to help small business owners build their 
network. I would really like to hear what you’ve tried.

Can you send me pics of your outreach efforts?
• Thank you cards
• Gifts
• Emails
• Ideas

You can email it to me at karl@DominoConnection.com. I may include it in the resource 
page if it’s a good learning tool for other business owners.

Anything that has helped you build connections I would like to hear about. The more 
you can share the more you can help this community grow.

Thanks!

Karl Staib of Domino Connection
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