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Replicating Your Ideal Clients 
Anne Bachrach 

 

You might consider using a process I call “Slots and Replication” to more quickly and easily 

adding more ideal clients. When you clearly articulate the attributes and character of your 

ideal clients, you can create and activate a system for replicating them, also known as 

gathering referrals. This system of asking for and getting quality referrals is the lifeblood of the 

successful financial services practice and the only way to reach the ultimate goal of having a full 

community of great clients that you serve. If you are operating your business as a Trusted 

Advisor, you can expect your clients to willingly, eagerly, and graciously shower you with 

referrals. You can stop expecting to squeeze those meager two contacts from somewhat reluctant 

clients and begin to enjoy the rewards of a high-trust relationship. When people love what you 

do, it is no longer a hardship for them to make referrals. Instead, it’s an opportunity for them to 

give their friends, family, and colleagues a valuable recommendation, just as they would with an 

especially talented physician, a top-notch educational resource, or even a favorite restaurant. As 

clients of a Trusted Advisor, your clients look to you not only as a prime example of the service 

you provide — you are living the quality of life you desire by creating and following your own 

comprehensive financial and business plan — but also as a private resource for creating the 

quality of life they desire. And who wouldn’t want to share that with other people they care 

about? 

Before you talk to existing clients about referrals, however, you must create a detailed and 

specific profile of your ideal client. The following is an example. 

 

Sample Ideal Client Profile 

• Is serious about personal financial success 

• Earns a total annual household income of at least $200,000 

• Has accumulated a net worth of at least $500,000 

• Is receptive to professional relationships; not a do-it-yourselfer 

• Has accumulated investable assets of at least $1,000,000 

• Has important financial goals 

• Is eager to introduce me to everyone they know who they think fits my profile 

• Wants an advisor to whom all financial affairs can be delegated 



• Is not influenced by financial media 

• Is a nice person 

• Values my opinion and experience 

An Ideal Client Profile includes all your criteria. Notice how the profile reflects both the 

financial and psychological aspects of the person. Think about your best clients and consider 

what makes them so rewarding. Ask yourself how they’re alike financially, professionally, and 

personally, and what attitudes and aptitudes set them apart from the rest of your clients. 

Ultimately, you need a finite number of clients, and your objective should be to take on only 

those people who match your Ideal Client Profile. Once you’ve written the profile, you can 

figure out how many ideal clients you’ll need to meet your business-development goals. It’s a 

pretty simple calculation: Establish your target income based on your own personal financial 

plan, and then calculate the number of clients required to achieve it. 

 

With this information in hand, you can use the Slots 

and Replication tool to track how many ideal clients 

you’ve obtained as you move toward the target number. 

Here’s how to do it. 

1. On one piece of paper, write your Ideal 

Client Profile. 

2. On another piece of paper, number 

backward, starting with the total number of 

ideal clients you need, and ending at one. 

Then, beginning with the highest number, 

list your ideal clients. Don’t list all of your 

existing clients; include only those who fit 

the profile. For example, if you want 100 

ideal clients and you have only 23 so far, 

you’ll see at a glance that you need 77 more. 

Now you’re ready to attract those additional clients. 

The objective is to replicate the 23 who are already 

ideal. Talk to them and find out who else they know — 

people just like them. Share your Ideal Client Profile. 

Give them a precise description and ask them for the 

Slots and Replication 

1. Establish your “ideal client” 

profile. Describe your ideal client in 

terms of both finances and 

psychology. An example: “My ideal 

client is serious about personal 

financial success, has a total 

household income of $200,000 or 

more, has investable assets of at least 

$500,000, has important financial 

goals, enjoys life, and desires 

professional relationships.”  

2. Create the slots and replication 

form. Print your ideal-client profile on 

one side of a piece of paper, and on 

the other side, number backward the 

total number of such clients you need 

to meet your income goal. Beginning 

with the last number first, list only the 

ideal clients you already serve. 

Exclude those who do not fit your 

ideal-client profile.  

3. Replicate ideal clients to fill in 

the open slots. Ask your ideal clients 

who they know who is like them and 

who recognizes the value of a Trusted 

Advisor. These clients are your 

“replicators.” Their referrals will be of 

higher quality than any you've gotten 

before, better than prospecting lists or 

responses to advertising or any other 

impersonally generated source.  



names of people who meet it. 

A fascinating dynamic emerges once you’ve defined what you want. A friend calls it the 

“Red Mustang Syndrome,” though it could be called the Gold Lexus Syndrome, or the Fill-in-

the-Blank-with-Your-Own-Car-Color-and-Name Syndrome. Here’s how it works: Recall the last 

car you purchased. Do you remember how many more cars of that type you suddenly started to 

notice? Did sales of that car really jump at the precise moment you bought yours? Of course not. 

Before defining the kind of car you wanted, what did you see all around you? Just cars. But once 

you knew the specific make and model of a car you wanted, you couldn’t help but notice it 

everywhere. 

So it is with clients. Once you define the type of person you most want to work with and 

let your clients and colleagues know about it, you’ll start to see this type of person 

everywhere. It won’t be a matter of chasing down prospects to fill those slots; instead, you’ll 

easily notice and identify ideal potential clients. Leave the pursuit of prospects to salespeople. 

Trusted Advisors simply figure out exactly what they want, state it clearly, and allow the 

replicators to work for them.  

Ultimately, you don’t do this to make your life easier (though it accomplishes that, too). You 

do it because it’s good for clients; therefore, it’s good for business. This simply follows 

sound principles of management. In Jim Collins’ book, Good to Great (HarperCollins), a 

respected executive reveals that to deliver your highest quality to your best customers, you can’t 

be weighed down by those who are not your best customers. To translate for our industry, you go 

from being a good to a great advisor by serving only ideal clients.  

 

Action: To create or update your Ideal Client Profile, use my online exercise. All you have to do 

is join my Free Silver Membership by going to 

https://www.accountabilitycoach.com/coaching-store/inner-circle-store/.  There are many 

complimentary resources included in the Silver Membership.  Join today and get started. 
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About Anne Bachrach 
Are you sick and tired of being sick and tired? Accelerate your business and personal 

results with The Accountability Coach™ by your side. 

 

For over a quarter of a century Anne has worked to help business professionals and 

entrepreneurs make more money and work less, so they can enjoy having their ideal 

business and ideal life. Anne inspires her clients to reach their maximum potential.  

Her coaching is in high demand, and she only works with people who are truly serious 

about achieving all of their goals and living their dreams. Her fresh approach to 

business is a much-needed change for stagnant businesses.  Anne helps business 

owners to avoid getting stuck in ‘bad’ or traditional habits.  

 

During her successful IBM career, Anne created training materials and delivered many 

training programs to clients.  She also conducted many Executive Briefing sessions for 

top executives.  Anne discovered the benefits of personal accountability while helping 

her husband build his business.  As the revenue generator, marketing person, legal 

department, and part-time coach, Anne found that she needed to be as efficient as 

possible to keep up with her workload.  She created simple tracking forms to help her 

stay focused and accomplish the daily tasks necessary to achieve her goals.  Her efforts 

paid off, increasing her husband’s revenue from $250,000 to over $1,500,000 in a short 

period of time. 

 

Jokingly nicknamed “The Accountability Pit-Bull,” Anne has firmly established her 

position as the country’s foremost expert on Accountability.  Anne believes that the first 

step to true effectiveness is to put systems in place, execute them, and then consistently 

execute.  Anne says that having someone to answer to on a regular basis about your 

progress is a powerful motivator.  She believes that even the most motivated business 

owners need guidance to achieve their highest potential.   

 

To some degree or another we all tend to rationalize unproductive behavior at times.  

Anne’s accountability coaching helps people move beyond excuses and get the results 

they truly desire, so her clients can enjoy their ideal business and ideal life. 

 
Anne is the author of many books, including, Excuses Don’t Count; Results Rule!, Live 
Life with No Regrets; How the Choices We Make Impact Our Lives; The Work Life 
Balance Emergency Kit, No Excuses!, and is a co-author in the Roadmap to Success 

book along with Stephen Covey and Ken Blanchard.  

 
Aim for what you want each and every day! 

 

Anne Bachrach 

The Accountability Coach ™ 

The Accountability Pit-Bull™ 

https://www.AccountabilityCoach.com  

Helping you make what you want to occur, actually occur. 
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