
Sales & 
Profit:
Proving Your 
Market

Now that you’ve identified your industry, your main competitors and your customers, you have 
done all of the difficult groundwork for this week’s focus: sales. 

We’re going to start out this week by exploring how to prove “market fit” for your company. 

Whether or not you are currently making sales, in order to scale your sales to the next level, you 
must do the necessary legwork to truly understand whether there is the right alignment between 
your product or services and your ideal client or customer - and whether that market is big 
enough, robust enough and interested enough to make it possible to increase your sales to 
reach your new goals. 

First, you need to understand how your customer makes buying decisions. 

EXERCISE 
 
Customer Decision Making Process:
Ask 10-15 people how they make purchasing decisions for your type of product or service.
What steps do they go through before trying a new product or service?
Do they Google first and look for reviews?
Do they ask friends and family what they use?
Do celebrity endorsements help motivate them to buy?
Does attractive packaging or website?
Does exclusivity or where it is sold affect whether they buy? (e.g.  if someone can buy your type 
of product at a drugstore, will they buy it out of convenience? If I can get it at Whole Foods?  
What if they know they can only get it from an exclusive local or online shop?).

Get super curious about how your specific demographic makes buying decisions.
What other questions should you be asking prospective customers about how they decide what 
to purchase? Write them here or on another sheet of paper.
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EXERCISE

What did you learn about how your demographic makes purchasing decisions that surprised 
you? 

What did you learn about how your demographic makes purchasing decisions was confirmed by 
your surveys? 

What do you plan to change about how you are selling based on the feedback you received? If 
your answer is nothing, explain why you believe what you are doing is still exactly what you 
should be doing. 
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