


Module 1 

How Trying To Appeal To Everyone Is 
Sabotaging Your Business 



Today’s Plan 
 Why defining your ideal client can make 

or break your business 
 How to find your ideal client and build a 

marketing plan around that 
 When to say no to customers who are 

wrong for you 



What is an ideal client and why is 
it important? 

  Your ideal client is the client you LOVE working with and that 
you want to focus on working with. 

  Your marketing & website should focus on ONLY these 
people. You can’t make everyone love you, but you can make 
your ideal client love you. 

  This is important because the more you narrow your focus to 
a specific ideal client the greater your returns will be. Don’t 
spread yourself too thin by trying to appeal to everyone. 



Offbeat Bride is a great example of a 
business catering to their ideal client 



It’s obvious that Natalie Sisson caters to a 
specific type of entrepreneur 



Ash Ambirge isn’t for everyone 
and her audience LOVES her 



Your business is not for everyone, that’s 
impossible. Focus only on the people who it is for. 

Most Important Takeaway 



  Brides, grooms, engaged couples, etc are not specific 
enough. 

  If you had a heart attack, would you want to go to a 
cardiologist or a general doctor? Your customers what 
that specialist too! 

  Once you get super specific you can always broaden the 
scope, but start super specific. 

So who are you trying to attract? 



How do you identify your ideal client? 

  If your niche is custom paper flower arrangements, you’ll be 
targeting quirky, artsy brides, with environmentally-friendly 
preferences. 

  Look back at your favorite clients (I mean the top 10%, it’s okay 
to be picky). What do they have in common? You might be 
surprised at the patterns you find. 

  Use the ideal client worksheet below to flesh this out. There is a 
sample for you to model as well. 



Once you know who this person is, 
it’s time to retarget 

  Where do you currently market your business? Is that 
where you ideal client is? If not, stop! 

  Refer to your Google Analytics-where does your 
traffic come from? That should be your focus. 

  If your ideal client landed on your site, would they 
immediately think “This is so me”? This applies to the 
words you use as well as your images. 





Simple: You pay attention to where they spend 
their time. 

Alright - now we’re clear on how to 
define your ideal client…so how do you 

build a marketing plan around that? 



Using the Spray & Pray Technique 

Big Fat Common Mistake 



How to find out where these people spend 
their time 

  If you have previous clients that fit your ideal client profile, 
ask them what blogs & magazines they read and take notes. 

  Look to who else serves these people. If you’re a planner 
in the UK, what planners in the US serve them? Where are 
they interacting & guest posting? What are they talking 
about? What blogs cater to them?  

  Use Facebook Graph Search (I’ll show you how) 



Facebook Graph Search 

  In short, it is an ideal client research goldmine. 

  To get access to it, visit https://www.facebook.com/about/graphsearch  

  The searches I have found the most useful are: 
  Pages liked by people who like… 

  Groups of people who like… 

  Favorite interests of people who like… 

  Get specific with more examples: http://www.jonloomer.com/2013/06/18/facebook-
graph-search-business-examples/ 



 Go where your ideal clients are. This will focus you and save 
you time. 

 Share content from the blogs that they love. Remember the 
relationship building strategy I shared? Use that here! 

 Make sure your blog posts align with their interests. 
 Make sure your website is a reflection of who your ideal client 

is. 
 Follow others who serve your ideal client, build relationships 

with them and share their content. 

What do you do with this 
information? 



Know When To Say No  
  It is totally acceptable to turn away a client that is not 

right for you. 
  This will happen less and less as you focus your 

marketing, but it does happen. 
  If you think you have an very non-ideal client, you have 

the right to say you don’t think you’re a good fit for what 
they need (but so and so that you know might be). 

  This is your business so don’t be afraid to call the shots. 



Quick Recap 
1.  If you haven’t done so during in the mini course, use the 

worksheet below to write a description of your ideal client. Don’t 
forget to download the example ideal client profile for inspiration! 

2.  Review your website & marketing. Does it reflect your ideal 
client? 

3.  Use tools like Facebook Graph Search to figure out where your 
ideal client hangs out 

4.  Follow others who serve your ideal client, build relationships with 
them and share their content. 



Coming Up in Module 2 

  Figuring out what you really sell and why people love 
you 
  How to use that to amp up your marketing 
  How to determine and explain what you really sell 
(it’s not what you think!) 
  Module 1 is the foundation for everything so don’t 
move on until you do your ideal client profile. 




