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THIS IS ALL ABOUT YOUR 
POTENTIAL CLIENT.

Answer the questions below with a “yes” or “no”. Consider every “yes” a +1.

To answer this question, use the guiding questions below:

• Do you know what type of events you want to plan for clients? 

• Do you know what qualities you want your clients to have? I.e.: smart, wealthy, 
educated

• Have you talked to potential clients about their event?

To answer this, use the guiding questions below:

• Are there pictures or articles online about the event? 

• Make a list of other event experts in your area. 

• What services do they provide? 

To answer this, use the guiding questions below

• Have you created a list of 25+ clients that you’d like to work with?

• Do you have their contact info? I.e.: Telephone number or email

Are you passionate about their event?

Has your (ideal) client paid an event planner before? 

Do you know how to contact clients? 

Yes             No

Yes             No

Yes             No

1

2

3



4Client Assessment www.eventplanningblueprint.com

To answer this question, use the guiding questions below:

• Have you identified where your clients work and/or spend free time? 

• Do you know what interests your clients have? I.e.: Do they go to concerts? 

Movies? Industry events? If so, which ones?

Do you know where your clients spend time? Yes             No4

If you scored higher than 2 points, this is a good sign.

TOTAL POSSIBLE POINTS = 4 

If you scored 2 or less, consider this a “heads up”. More often than not, in 
these situations you’ll end up spending more time spinning your wheels 
and thinking about starting your event career vs. actually doing it. Ideally, 
you want to know as much as possible about your clients, so you can 
approach them and build a relationship with them faster. 
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The bigger and more engaged you are in your community, the easier it is to 
build momentum right from the get go. But, if you don’t have a community, 
there are options (explained below). 

THIS SECTION IS ABOUT 
EVALUATING YOUR EXISTING 
COMMUNITY.

To gauge your community, answer the following questions.
Consider every “yes” a +1.

If yes, give yourself 2 points

Do you have an event mentor? 

Are you connected to local vendors? 

Do you attend industry events? 

Are you connected to local event venues? 

Do you volunteer in your community?  

Are you actively involved with an event planning forum? 

Yes             No

Yes             No

Yes             No

Yes             No

Yes             No

Yes             No
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If you scored higher than 3 points, then you’re in a
good position to move forward.

TOTAL POSSIBLE POINTS = 6

If you scored 3 or less, spend a little more time identifying your ideal client 
and how your community involvement will help you reach your clients. 
This doesn’t take that long. In fact, we discuss how to do this inside How to 
Be an Event Planner.  

And, you don’t need to do it all before getting started. In fact, most 
students in How to Be an Event Planner have started their event career 
with no clients. Nina Kokelj is a great example. She didn’t have any event 
clients before joining How to Be an Event Planner and she’s now planning 
10+ events annually! 

Michalea Smith started her event career, and as a busy mom of two had 
very little extra time. She’s now a wedding planner and regularly receives 
event inquiries.
Both experienced success while starting with no clients. So, it is possible. 
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The more experience you have, the easier it will be to get started. However, 
if you don’t have experience, you still have some good options (explained 
below).

GAUGE YOUR ABILITY TO 
SERVE YOUR EVENT CLIENTS.  

Answer the questions below with a “yes” or “no”. 

To answer this question, use the guiding questions below:

• Have you ever been paid for your events? 

• Do you understand your clients’ needs and event objective? 

• Do you know how to identify and manage client expectations? 

• Do you know how to handle client objections? 

To answer this, use the guiding questions below:

• Have you identified what software to use? I.e.: excel, Planning Pod, etc.

• Do you know what line items to include in your event budget? 

• Have you ever delivered an event budget to a client?

• Do you know how to stay within your client’s budget? 

To answer this, use the guiding questions below:

• Do people ask you questions about your events? 

• Do you get referrals? 

• Do people send you questions on Facebook or other social media platforms?

Have you ever planned an event before?

Do you know how to handle an event budget? 

Are clients approaching you?

Yes             No

Yes             No

Yes             No

1

2

3
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If you scored higher than 2, this is a big plus.

TOTAL POSSIBLE POINTS = 3

If you scored lower than 2, it means that you need to identify how you can 
best serve your clients. Often times, this means just asking clients what 
questions they have about hiring an event planner. 

The other piece of good news is that it doesn’t mean you have to get a high 
score on this assessment to actually get started. 

Sharon Heywood of Fusion Events is a perfect example. She nearly quit 
on her event planning dream until she found the guidance and mentorship 
she needed in How to Be an Event Planner. 
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Remember, the Client Assessment Checklist is just a tool. If your score is low, 
it doesn’t necessarily mean you’ll never find clients or be an event planner. It 
may just take a little longer if you do it on your own. 

Likewise, if you got a good score, it doesn’t necessarily mean you’ll succeed. 
But, the odds of success are definitely in your favor.

CONCLUSION

Now that you’re clear about whether your clients are a good fit, the BIG question is, 
what do you offer them? How do you approach clients, so you have conversations 
about your services and they ultimately hire you? 

And what numbers should you pay attention to? Meaning, what numbers determine 
whether your event services soar or flop? 

Hands down, one of the biggest mistakes I see people make is they think that by 
saying “I’m an event planner” that people will be knocking down their door and 
they’ll send a lot of referrals. Wrong. In fact, that’s actually the kiss of death. 

I’m actually going to give you the exact framework for structuring your event 
services so that your clients get a TON of value. 

PLUS, I’m going to show you THE most important number that will determine 
whether your events (and you) are successful or if you’ll lose money. You will live 
and die by this number. And a lot of people don’t even know what this number is or 
how to calculate it. 

AND… you’re going to see how this one number influences EVERYTHING else with 
your event career. 

If you’re ready to start your event career and get paid for your event services… 

Click here to get instant access to How To Be An Event Planner:
http://eventplanningblueprint.com/howtobeaneventplanner


