ACCESS RINGS AUDIT

Map Your 5 - 15 - 50 - 150 in Under 30 Minutes

A Free Tool from the Access Code Framework | by Ant Blair

"You can't manage what you haven't mapped.”

Most people have a contact list. Very few have a social capital portfolio. This audit
changes that — in 30 minutes or less.



HOW THIS WORKS

Your relationships don't all operate at the same level. Some people can stop, steer, or
save you. Others are great for light asks. Most people mix these up — and that's exactly
why they get ghosted, burn bridges, or find themselves alone when it matters most.

Dunbar's number tells us the brain can maintain roughly 150 stable relationships, with
natural inner layers at 5, 15, and 50. The Access Rings Audit puts the right names in the
right rings — so you stop over-asking the wrong people and under-leveraging the right
ones.

The Placement Rule (save this): If your ask could cost them their reputation — they
must be Ring 5 or Ring 15. Anything else is a mismatch.

BEFORE YOU START
Set a timer for 30 minutes. No phone. No distractions.

You'll need: pen + paper OR a notes app.

Work through the 3 phases in order. Don't edit while you list.



PHASE 1 — INVENTORY (5 min)

Dump Every Name
Before you place anyone, you need a raw list. Set a timer for 5 minutes and write every
meaningful contact in your life — no filter, no judgment.

Pull from every domain:

Professional (clients, collaborators, colleagues, past bosses)
Personal (family, close friends, long-term connections)
Community (faith community, mastermind groups, associations)
Digital (podcast guests/hosts, online peers, content collaborators)
Dormant (past mentors, former colleagues you'd still pick up for)

The rules:

1. Don'trank yet — just list

2. Followers, subscribers, and audiences don't count

3. Past relationships count if you could reconnect without it being weird
4. Aim for a minimum of 20 names

Your list goes here:




(continue on your own paper — no ceiling)



PHASE 2 — PLACEMENT (15 min)

Map Your Four Rings
Draw four concentric circles on paper or a blank doc. Label them 5 — 15 — 50 — 150
from inside out. Now place every name from your inventory using the definitions below.

RING 5 — Home Base
The people who can stop, steer, or save you.

These aren't just close friends — they're the people who know the real you: your fears,
your blind spots, your ambitions. They have veto power over your biggest moves, and
you'd actually listen. They show up at 3am when everything is on fire.

Ask yourself:

e Would this person tell me I'm wrong — to my face?
e Would they stake their reputation on me?
e Would they pull me back if | was about to make a catastrophic mistake?

The standard: 3-5 people max. If you have more than 5, you're inflating. Be ruthless.
Access types typically represented here:

Someone who gave you a transformative idea (identity shift, new direction)
Someone who opened the door to legal money (capital, legitimate first win)
Someone who modeled entrepreneurial thinking (owner mindset, reinvestment logic)
Someone who anchored your inner health (truth-teller, emotional foundation)

Write your Ring 5 names:

# Name Why They Qualify (stop /
steer / save?)
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RING 15 — Call List
High-trust collaborators. Your heavy-lift list.

These are people you can ask for real, effortful help without it feeling transactional. Deep
feedback. High-stakes introductions. 48-hour crisis support. There's enough trust equity
here to carry a heavy favor.

Ask yourself:

e |[f | had a 48-hour business crisis, who would | call for serious help?

e Can | ask this person to review my business plan without it feeling like an imposition?

e Would they make a warm intro to someone important — and it wouldn't feel like
overreach?

The standard: 10-12 people (total of 15 including Ring 5). Quality over quantity.

Write your Ring 15 names (not counting Ring 5):

# Name What they bring (feedback /
intro / resource)
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RING 50 — Active Network
Warm, ongoing relationships. Your momentum ring.

These are people you're in regular contact with — DMs, emails, calls — and value flows
in both directions. Great for co-promotions, quick feedback, referrals, and "who do you
know?" asks. Trust is real here, but they're not staking everything on you.

Ask yourself:

e Do | text, DM, or email this person at least every few weeks?
e Would it be normal to ask them, "Who do you know who could help with X?"
e Would they share my content or give me quick feedback without it being a big ask?

The standard: Up to 50 total (including Ring 5 + 15). Think: active collaborators,
recurring partners, warm peers.

Write your Ring 50 names (not counting Rings 5 & 15):

Name How value flows
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(continue as needed — up to 35 additional people)



RING 150 — Stable Community
Your option pool. Light asks only.

These are people who know you — and you know them — well enough to have a real
conversation at a conference. They'd give a quick referral or share a post. But you do
not go here for reputation-level asks.

Ask yourself:

e |If | ran into this person at a conference, would we have a real 5-10 minute
conversation?

e Would they vouch for my character lightly — but not stake their name on me?

e |s my relationship with them current enough that reconnecting wouldn't be weird?

The standard: Up to 150 total. Think: former colleagues, clients, collaborators,
community members, online peers.

Write your Ring 150 names (not counting Rings 5, 15 & 50):

# Name Context (where you know
them from)
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(continue — up to 100 additional people)




PHASE 3 — GAP ANALYSIS (10 min)

Read Your Map Like a Diagnostic
A full ring isn't a win. A calibrated ring is. This phase is where the audit gets honest.

Step 1 — The Ring 5 Test
Take every name in Ring 5 and run them through this filter:

{74 Would they tell me I'm wrong — to my face?
"4 Would they cover for me in a crisis?
74 Would they steer me when I'm lost — even when | didn't ask?

Circle every name that fails any one of these. Those people belong in Ring 15 or lower
— for now. Ring placement can change. Demoting isn't rejection; it's accuracy.

Step 2 — Spot the Misplacements
Review all four rings and flag:

Over-asked:
Anyone you've made Ring 5-level asks of, but who hasn't earned that ring?

Write them here:

Under-valued:
Anyone you've been treating like Ring 50 who has consistently shown up like Ring 15?7

Write them here:



Step 3 — Name Your Gaps
For each ring, answer: Who's missing?

Ring Current Count Who's Missing Priority?

5 — Home Base

15 - Call List

50 — Active Network

150 - Stable
Community

Step 4 — Write Your Single Biggest Gap
In 2—3 sentences, answer:

Which ring is most underfunded right now? What type of person is missing — and what
does their absence cost you?




YOUR AUDIT SCORE
Count your rings. No judgment — this is data.

Ring Target Your Count Status

Ring 5 3-5 people Healthy /
Inflated / Empty

Ring 15 10-12 additional Healthy /
Inflated / Empty

Ring 50 Up to 35 additional Active /
Stagnant

Ring 150 Up to 100 Rich/  Thin

additional
Total <150

What your score reveals:

e Ring 5is empty or has 1-2 people — Your protection layer is exposed. Biggest risk:
no one to stop you from a catastrophic move.

e Ring 5 has 6+ people — You're inflating. Not everyone can carry a Ring 5 ask.
Ruthless accuracy here is a gift to yourself.

e Ring 15 is thin — Your momentum is bottlenecked. You have nowhere to go for
heavy lifts.

e Ring 50 is stagnant — Your active deal flow is drying up. Referrals, co-promos, and
intros happen here.

e Total > 150 — You're over capacity. Dunbar's number isn't a suggestion. Something
is getting starved.



THE THREE NON-NEGOTIABLES

(How You Service the Trust Loans You Just Mapped)

Every relationship on this map is a trust loan — someone has staked their reputation,
attention, or relationship equity on you. You service that debt three ways:

1. Follow-Through — Do what you say. Every open commitment to Ring 5 and Ring 15
should be closed or formally updated within 48 hours of completing this audit.

2. Reciprocity — Match what you receive. For every meaningful access received in the
last 90 days, identify one act of reciprocity within the next 30 days.

3. Clean Closes — Close every loop. Within 24 hours of any meeting that came from an
intro, tell the introducer what happened. Silence is a tax. They won't pay it twice.

Access is a leveraged position. You took a loan. Service the debt.



WHAT'S NEXT

You've mapped your rings. Now you have three moves:
Move 1 — Service the Trust Loans

Identify every open loop with Ring 5 and Ring 15 contacts and close or update them
within 48 hours.

Move 2 — Prune for Compound Growth

Every Dunbar slot occupied by a non-compounding relationship is a slot someone better
could have. Review your map and deprioritize anyone who hasn't reciprocated in 12+
months.

Move 3 — Find Your Station Master

Identify your missing pillar — idea, money, or mindset — and find the person already
giving that kind of access to others. Don't ask yet. Show up first.

This audit is Phase 1 of the full Get Access framework.

The 4-Phase Roadmap takes you from mapping to mastery — covering trust loans,
pruning, and finding your station master.

ACCESS CODE | Get Access. Give Access.

antblair.com | Ant Blair — Mean Street to Main Street
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