
If you are trying to reach everyone... 
you really are reaching no one! 
Have you heard that before? If you’ve been following 
me for a while you’ll know that I say this quite often. 
But it’s totally true! Reaching our clients on a personal 
level builds trust, and people only buy from those 
they trust! 

This week is all about getting into the nitty-gritty of 
who this person is. We will discover things like their 
gender, age, life stage, hobbies, pain points, etc. 

Then we will discuss how to create a survey that you 
can use to gain insight from your ideal client. I 
recommend doing a survey now, while you’re 
developing your ideal client persona, but also doing 
a survey once you’ve gotten into your business and 
bit and worked with a few clients. This will ensure 
that you are still on the right path. 

Remember, you ARE qualified to help the person who 
is one step behind you! The person whose shoes you 
recently wore. Many ladies greatly struggle with the fear of not being qualified. This is a 
feminine fear! Men will apply for a job they feel only 50% qualified for, while women will wait 
and apply only for a job that they feel 95-100% qualified for. The thing is, you are fully 
qualified to serve the person whose shoes you once wore. You are qualified to help the 
person who has a pain point solved by the services you offer! 

Use these questions on the following pages as journal prompts for you to discover your ideal 
client. The fourth page of this document contains an ideal client overview. Once you have 
discovered your ideal client, use this overview to really nail down your ideal client persona! 
The last page is an overview that allows you to define your purpose, message and why in one 
place. We will be discussing this more throughout the week and on our next call as well. 

If you can not clearly define a section of page 4 or 5, just leave this blank for now. We will dig 
into this over the next few weeks and develop the perfect answers for your business. 

Always cheering you on, 

Sandra
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YOUR IDEAL CLIENT
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If you weren’t thinking about time, money, or outside opinions, who would you
serve? Who have you loved helping / working with in the past? 

Why would you serve them? Why is working with them important to you?

What makes this person/people your favorite to have worked with?

What characteristics do they have in common? 

Think about your least favorite people to work with. What characteristics do they have in 
common?

 

YOUR IDEAL CLIENT

Asnwer the following questions about your ideal client: 

Male or female?

What does their family look like? (single, married, divorced, widowed, kids, pets, etc.)

Age? (try to narrow this down to a 5-7 year age range)

What is their favorite thing to do in their free time? 

What are their hobbies? 

What are they struggling with in life? 

What worries them? 

What are they most passionate about?

 

What places do they like to shop? 

What food do they love to eat? What groceries do they buy?

Do they prefer wine, coffee, fresh juice, etc?

Are they a morning person or night owl? 

Who do they follow and love to gain value from? 

It’s important to realize that what you are REALLY selling is not your services... 
but instead it is the result of your services. For example, I am not selling logo design, website, 
design, social media design and strategy calls, but instead I am selling the end result... a busi-
ness you LOVE investing time into, being able to spend as much quality time with your family as 
you want, and making money on your own terms. 

So, what is it that you are really selling your clients? 

What are your ideal clients pain points? What problems do they have in their life that you can 
help them solve? 

What makes your ideal clients feel the most successful? 

What feelings do they desire in their life?

 

What makes your ideal clients feel the most stressed in life? 
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“The aim of marketing is to know and 
understand the customer so well the product 

or service fits {her} and sells itself.”
- Peter Drucker
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