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8 Point Chair Self-Assessment Scorecard

For Finding Members Using Social Media
	Levels
	     0 – Less Than

Required
	1 – Meets Requirements
	2 – Exceeds

Requirements
	3 – Greatly Exceeds Requirements
	Score

	Pipeline
	Big gaps at various points in the pipeline. Sometimes zero prospects.
	Always one or two prospects that turn into members. No major gaps in the pipeline.
	Pipeline is full. High % move through pipeline to signing as members. High volume of referrals. Always working on 5-6 prospects.
	Pipeline is overflowing. Abundance of great referrals. Referrals coming from lots of different sources. High % close. 10-12 great prospects.
	

	Personal Branding (PB)
	No “brand” or reputation a dominant player in CEO advice and coaching in local community
	Adequate. Some examples of recognition and awareness in the local community. PB effort is weak, haphazard, and inconsistent.
	Strong local Personal Brand. Recognized as one of the top 10% in CEO level coaching and advice. Frequent mention in newspaper, magazine, and other sources.
	One of the top 3 recognized experts in local community for CEO coaching and advice. Constantly sought-out, “go-to” person regarding CEO issues. People flock to you.
	

	Use of LinkedIn as a  Primary Tool
	Inadequate network. Poor use of Profile. Not using for finding CEOs. Not using for PB.
	Average network and average profile. Not expanding network quickly. Some search for CEOs.  Belongs to a few groups.
	Strong network in excess of 500 appropriate contacts that could make a good referral. Using Linkedin for finding CEOs, networking in groups, and content distribution.
	Strong network in excess of 1000 appropriate contacts that could make a good referral. High use for finding CEOs, extensive networking in groups, and daily content distribution.
	

	Social Media Activity
	Non-existent or weak social media activity. Inadequate profiles, activity, interaction.
	Small infrequent postings on linkedin, twitter, and facebook. No integrated communication related to CEO coaching/advice.
	High activity level on a core group of sites. Enough activity level to generate invites, follows, friends, networking invitations.
	Very high social media activity. Frequent updates on all the major sites. Great success in attracting others to follow you. Network expansion directly a function of activity.
	

	Content Generation
	Zero content generation. No blog, no bookmarking, no expertise created.
	You’re blogging at least 1-2X/week. You’re reposting the blog content into twitter, facebook, linkedin.
	You’re blogging 3X week. You’re starting to create other FREE content related to the blog postings that is attracting the CEOs.
	You’re a content machine. You’re blogging daily. You’ve got audio, video, and other tools for CEOs. High CEO attraction to your content.
	

	Quality of Network
	Your network is not capable of making a high volume of CEO referrals.
	A small % of your network could make appropriate CEO referrals. However, they are not making the referrals.
	Strong network. At least half of your primary network could make good referrals. You generate some referral activity from your network.
	Vast majority of your network could make CEO referrals. A large % make frequent referrals. Your network overfills front-end of funnel.
	

	Use of Social Media Tools
	Not using SM tools to track connections and conversations.
	Using a few tools to monitor connections. No real integration between networks. Low leverage.
	Using various tools to improve efficiency like LinkedIn Profile Manager, Gist, or Flowtown.
	Effective use and awareness of proper SM tools. High leverage in tracking and monitoring conversations and connections.
	

	Saw Sharpening
	I’ll keep doing the same thing I’ve done in the past. Left behind.
	Starting to read and learn about how SM tools, blogging, online networks can help find members.
	Constantly learning from other experts, following blogs, reading about tools, adapting to finding members.
	Expert in use of social media to attract and find new members. You’re a sponge in soaking up new info. Role model to peers.
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