
21 Ways To 

Find Potential 

Clients

http://www.gregfaxon.com/


The Top 21 Ways To Find Potential Clients

1. Put on a speaking event or workshop. This is one of the best ways to find clients because you are 

perceived as a giver and an expert. Invite the audience to a complimentary strategy session at the end. 

2. Start helping people now for free. Challenge yourself to have 30 complimentary conversations. Then 

offer to continue working with them paid and ask if there is anyone they know who could benefit 

3. Ask new, current, and past clients for referrals. If you don’t ask, you won’t get too many. Make it 

easy for them to send people to you by figuring out the best way for them to connect you with referrals. 

4. Find people who serve your same target market in different ways. Offer to send them referrals 

and tell them how you help people so they can do the same for you. Lead with generosity. 

5. Reach out to someone directly who you’d love to work with. Invite them to a free conversation. Be 

sure to frame it in a way that clearly illustrates the value they will get out of spending time with you. 

6. Reach out to a connector. Someone you know who has a great network and loves linking people 

together. Tell them about the specific type of person you're looking for and ask if they know anyone. 

7. Hook up with a tribe leader. Someone with a large audience. Figure out how you can best support 

the people who follow their blog, podcast, or Facebook group. 

8. Write a sales email to your list (if you have one). Give them value and explain why they should 

work with you. Also, consider creating content associated with your program such as videos and blog 

posts. 

9. Send an offer out on your favorite social media channel. Tell people about the program you’re 

putting on. Tell them who it’s for, how it helps, and invite them to have a conversation with you about it. 

10. Create a free webinar. Help people solve a specific problem and make an offer at the end. Share it 

your email list, social networks, and/or partner up with someone who will promote it to their audience. 

11. Send a follow-up email to people you've talked to in the past. Say “Are you still looking to ____ 

(insert the biggest result you provide for people) and have them reply. See how you can help them. 

12. Go to a conference, event, or retreat where your ideal clients are. Ideally a paid one. Be warm 

and curious. Invite them to a session and schedule it right there or follow up after the event is over. 
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13. Make a spreadsheet of where your last 5 clients came from. Now focus on those activities. Try to 

find the 20% of things you do that yield 80% of your clients and only do those things. 

14. Create fantastic content online (blogs, videos, podcasts, etc). Then encourage people to reach 

out. When they do, ask them what their biggest challenge is in your area of expertise and go from there. 

15. Over-deliver with your current clients. This way, the people who are working with you tell their 

network about all of the great results they're getting with you (and give you testimonials for your website). 

16. Share your client's results real-time. When your clients tell you about a big win they just had, ask if 

you can share their message on social media or have them shoot a quick video and tag you. 

17. Do something remarkable for your current or past clients. Something that they can’t help but 

share or talk about. For example, I create animated superhero portraits for my clients that they love. 

18. Invest in coaches and other service providers for yourself. Be such a great client that they tell 

people about what you do and send you referrals. You'd be surprised at how well this works. 

19. Create Facebook ads (or other types of ads) for your offering. Be aware that this is a whole world 

in and of itself. Make sure you’re willing to invest the time required to learn and succeed at it. 

20. Connect with people directly on Facebook or LinkedIn. Use the messenger or help people in the 

groups. These sites are like a 24/7 networking event that you can walk into at any time and only engage 

with people you know are your potential clients. 

21. Tell more people about your business. When you describe what you do, talk about the results you 

get for people. Put a link to your website in your email signature. Also, make sure your friends and family 

understand who you work with and how you can help them. 

-- 

As you can see, there are endless ways to find clients. It's not so much about what you do, but how you 

do it. The three words I always try to keep in mind are "Create", "Connect", and "Serve". 

If you are creating value, proactively connecting with the right people, and serving your butt off every day, 

you'll always to have a steady stream of new clients coming into your business. Now get after it! 
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