IDENTIFYING YOUR

IDEAL CLIENT

"Marketing is all about drawing in the right audience and steering clear of the wrong one. Many

believe that casting a wider net is the answer, but in reality, specializing in a niche market is the

true secret. It's crucial to have a clear image of your optimal potential customer.

Think of it like fishing: To catch the right fish, you need to know their habits, their habitat, and the
best techniques. This includes the right time to fish, the best locations, the most effective reels,
and the perfect bait. The more specific you get, the higher your chances of reeling in the desired

catch."

1 When you reverse engineer your superpower, what attributes
does your ideal client have?

(This means st_artin? from what you excel at (your "superpower") and tracing back
to see which kind of customer or client would specifically require or benefit from
this unique strength.)

2 What are your ideal client’s 3 biggest pain points?

(This refer to specific problems, frustrations, or challenges that your client or
customer is facing. By identifying and addressing these pain points, a business or
service provider can offer tailored solutions to meet the client's needs.)

3 What are your ideal client’s 3 biggest desires?

These are the aspirations, goals, or outcomes that a client wishes to achieve.
Knowing these desires allows businesses to position their offerings in a way that
aligns with what the client truly wants.)

Multiply Your Knowledge...




IDENTIFYING YOUR

IDEAL CLIENT

Now it's your turn to answer the questions. Essentially, the question aims to help you
recognize who would be the most fitting recipient of your unique skills or services. By
understanding these attributes, marketing and service provision become more

targeted and effective.

1 When you reverse engineer your superpower, what
attributes does your ideal client have?

2 What are your ideal client’s 3 biggest pain points?

3 What are your ideal client’s 3 biggest desires?
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