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Ideal Client Avatar

This exercise will help you get up close and personal with your ideal client avatar. 
We’re going to go really deep so you can get as specific as possible.

Knowing who your ideal client avatar is will help you create your offerings, plan your 
content, write your content and write your copy (actually it will make it so much better).

On top of that, knowing who your client is will help you know which platform to be on. 
For example, a 48-year-old married professional is not likely to be on SnapChat, but
will likely be on LinkedIn.

This is not an exercise in excluding any potential clients. The goal with this exercise is 
make sure your marketing efforts (and dollars) are directed in a way that makes you 
money efficiently.

Now you likely may have some objections, and we can talk those through. Also, feel 
free to post those thoughts in the Facebook Group and we can deal with them.

Remember, even if you feel your service is for everyone - and it may very well be -
not EVERYONE is a match for you. And if you want your ideal clients to respond to your
marketing and put their hand up and say "ME! Pick ME!", they need to be able to
identify themselves in your marketing and content.   
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Target Market vs. Ideal Client

Before we dive into your ideal client, I want to take a moment to go over the difference 
between an ideal client and a target market.

Target Market

A group of individuals or businesses within a general population of possible clients that 
all have a similar need or desire, want to satisfy it and are willing to invest money in it.

Example: 

New Condo Owners
Homeowners wanting a major renovation
Families wanting to build a dream home 
from scratch
Empty Nesters ready for a change

Do you see how even though all of those groups wants a beautiful home, they
are very different target markets?

Your Ideal Client

ONE person from within your target market that would be an ideal client for you. More 
specifically stated, your Ideal Client is a more narrow representation of your Target 
Market. Our video training dives into detail about why you don't need to freak out about 
getting that specific. So let's park that for now and focus on the Target Market.

The video training gives you three examples. One of them is an 
Interior Designer. The general population of possible clients for 
an interior designer are people who want to make their homes 
more beautiful. A Target Market, however, is more specific. For 
example, it could be:
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Identify Your Target Market

I am a...

I specialize in...

A general population of clients for services like mine is...

My target market is...
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Ideal Client Avatar

As you learned in the training, your Ideal Client Avatar (ICA) is a more narrow portion of 
your target market, represented in one person.

There’s a few things we need to know about your ideal client. When considering your 
ICA, it's important to not just consider his or her demographics - age, occupation, 
gender, marital status, etc. - but to pay close attention to his or her psychographics as 
well - beliefs, views, interests, hobbies, life goals (not just as they relate to what you
sell), lifestyle, and aspirations.

Your goal is to be able to empathize with your client in a way that makes he or she feel 
you really "get" them. You want to be able to speak they way she hears, understand her 
emotions, and be able to communicate those emotions back in a way that hits her gut. 
You want to know exactly what goes through her mind on a daily basis.

So, think of ONE person that you can help the most.
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The Not-So-Basics
Age

Gender

Education Level

Marital Status/Children

Current Income/Most Income Made in a Year

Occupation

Former Occupation (if applicable)

Lives in... (ie. City/Suburbia/Rural)

Vehicle
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The Not-So-Basics
Favorite Book/Magazine/TV Show

Blogs He/She Follows

Home (Owns/Rents)

Favorite Hobby, How He/She Spends Spare time

Favorite Vacation Spot/Dream Vacation

Favorite Brands

Who Does She Admire? Who Inspires Her?

What Conferences Does He/She Attend?

Works Out? Y/N
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The Not-So-Basics

The Deeper Layers

Happy with Current Fitness Level?

Works Out ___ Times Per Week

Eats Out ___ Times Per Week

Idolizes...

Now that you've created an overview of your client, it's time to go deeper. 
This will allow you to really speak to your ICA in a way that makes them feel 
you're inside their head.

It's time to consider the ICA’s dreams, aspirations, worries, and deepest 
darkest fears. In this section, you'll be working on completing the full picture 
so that you understand what motivates him/her into action.

These next few questions are to start the journey to get into your ICA’s head, 
we're going to go even deeper in the following section.
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The Deeper Layers

Environment - What does she see?
Who does she interact with every day?
What is her physical work environment like ?
What is her home like ?
What does she notice in her surroundings? - Does she like it? Dislike it?

Feedback - What does she hear?
What does she hear her clients say about her?
What do those that influence her (family, spouse, friends, colleagues) say to her?
What does she tell herself regularly when no one else is listening?
What do her team members (if she has them) say about her? What would she like them to say?

Emotions - What does she feel?
What makes her really happy/excited/inspired?
What makes her angry?
How confident is she ?
What scares her?
What is she most proud of?
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Empathy - BE Your ICA

Fears and Worries

What do you fear deep down may be true about your life - either 
as it relates to the service/product you’re about to buy OR to 
your life in general - right now?

What do you worry about? What's the worst case scenario that 
wakes you up at 2am and keeps you from sleeping?

What's stressing you out consistently?

Now that you know who your client is on a deeper level, it's time for some 
empathy. For these next questions, I want you to step into your clients shoes, 
feel what it's like to be him/her, think like him/her, and live the experience of 
him/her. (If you want me to get all fancy, in Neuro-Linguistic Programming 
we call that "associate" into the experience)

When you can feel what your client feels - they'll feel YOU!  

Ready? BE the client!



Copyright 2018 Living Forward Business & Lifestyles Inc.                                                                                           nafissashireen.com

10

Fears and Worries

What are you avoiding or resisting because you're too afraid?

What have you been tolerating for far too long?

What do you worry that others will say or think if they knew?

Where will you lose power, influence or control over your 
decision making if things don't change?
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Fears and Worries

Hopes, Goals, and Aspirations

What obstacles are in your way that you just can't seem to move?

What are you risking by not doing anything?

What are you beating yourself up about?

What’s Your Most Recent Accomplishment?
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Hopes, Goals, and Aspirations

What comes naturally to you?

What do you secretly wish was true about your life situation- 
either as it relates to the product/service you’re about to buy OR 
in your life in general?

What will you be able to do, get or achieve if it is true?

What solution, if it existed, would have you feeling hopeful and as 
if your ideal situation isn't just possible, but doable?
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Hopes, Goals, and Aspirations

How will those around you react if you do make this happen?

Where will you get to take your power back if this was possible?

What would you do if you knew you could not fail?
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How familiar are you with this product or service?

Do you know anyone else that's benefiting from it?

Are you using anything similar? And why do you choose that?

Have you been offered, or considered something similar in the 
past and turned it down?

Thoughts About Your Service

Now you’re walking in your client’s shoes, but before you take them off, I want
you to think about your client’s perception and attitude to your product or
service (or others like it). The goal of this is to help you see things from your 
ICA’s perspective so you can help them overcome any objections before they 
even bring them up!



Copyright 2018 Living Forward Business & Lifestyles Inc.                                                                                           nafissashireen.com

15

What thoughts - the EXACT words - go through your head when 
you're considering this purchase/investment?

What do you need to believe about yourself and what can make 
this happen?

What Does Your Ideal Client Want?

Thoughts About Your Service

The Bottom Line
If you could bottom line it - what does your ideal client truly want for 
themselves- their life, the end results? Your service or product may only
serve a portion of that, so this is where you need to get overall big picture.


	Asset 2
	Asset 6
	Asset 7
	Asset 8
	Asset 9
	Asset 10
	Asset 11
	Asset 12
	Asset 13
	Asset 14
	Asset 15
	Asset 16
	Asset 17
	Asset 18
	Asset 19
	Asset 20

