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Introduction
Your Community Vendors

Community Vendors Checklist Discussed
Pulse

Leverage your relationships and make money at the same time!

The time when you have the most leverage is when you are ‘giving’, so it only makes sense that your stron-
gest position is when you are buying something. Make a list of everyone you buy from or transact with — go
through your bank statements and credit cards.

Letter Sent Discussed Subscribed

Company Name | Contact Name | S " 0% Pulse to Pulse

Appliance dealer

Car dealer

Car mechanic

Insurance agent

Real estate agent

Electronics dealer

Computer dealer

Clothing store

Hairstylist

Church

Sports association

Recreation association

Grocery store

Shoe store

Favorite restaurant

Bank/credit union

Travel agent

Contractor

Plumber
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Electrician

Sports store

Painter

Service club

Accountant

Lawyer

Financial planner

Kids activities

School

School board

Day care

HVAC

Garden center

Landscaper

Doctor

Dentist

Other medical

Hardware Supplier

Professional Assoc.

Specialty stores

Spouse's vendor
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