The 5 revenue habits checklist

Five small actions that keep future work moving
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Revenue rarely begins with an invoice. It usually begins with the ordinary actions completed days or weeks earlier: starting conversations, following up, being visible and asking people to make the

next decision.

Use it properly: choose no more than three habits to begin with, decide which days you will complete them, and tick an action only when the whole commitment is done.

1. Send one personalised outreach message

Suggested schedule: Weekdays

Contact one potential client with a genuine reason for getting in touch. Refer to their work, situation or
likely priority rather than sending a generic introduction.

Today’s contact:
[0 Done

2. Follow up with one lead that has gone quiet

Suggested schedule: Weekdays

Choose one lead and move the conversation forward with a clear question, useful information or a sensible
next step. Avoid the rather limp “just checking in”.

Lead to follow up:
[0 Done

4. Ask one happy client for a referral or introduction

Suggested schedule: Once a week

Be specific and make the request easy. Explain the sort of person or business you would value meeting
rather than asking vaguely whether they “know anyone”.

Person to ask:

[0 Done

5. Review your pipeline and choose the next best action

Suggested schedule: Friday

Review active prospects, proposals and unfinished conversations. Choose the single action most likely to
create progress at the start of next week.

Next best action:

[0 Done

3. Publish one piece of content that shows how you think

Suggested schedule: Monday, Wednesday or Friday

Share one practical observation, decision, lesson, client question or mistake to avoid. Show your judgement
rather than repeating advice everyone already knows.

Today’s topic:
[0 Done
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Make the checklist work

e What should I keep?

e What should | change?

e What will | commit to next month?

Consistency is more valuable than an heroic Monday followed by four days of avoidance.

The Revenue habits tracker lets you schedule up to five actions, record what you complete and review the
month honestly. Return to the website where you received this checklist and open the tracker when you
are ready to turn these actions into a working routine.




