Day 10 | Referral Candidate Map
Find the people most likely to create useful opportunity access.
Instructions
Do not think only about people who can directly refer you. Include people who can provide market information, introductions, context, recommendations or access to another relevant person.
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Prioritisation Questions
Do they work in my target market?
Do they know my work or have context about me?
Could they realistically connect me to someone relevant?
Would my request be reasonable for the relationship?
Can I make the request specific?




