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Can you imagine having nothing but great customers - people who value your 
service, generate substantial profits and send you referrals on a regular basis? The 
sad fact is that most of our customers don’t fall into this category. The 80/20 rule 
tells us that 20% of our clients generate the lion’s share of our profits while the other 
80% generate less revenue and suck up most of our time and energy. Of course the 
percentage varies from business to business but the fact remains that most of our 
clients are less than perfect. 

Is it possible to attract and keep only perfect customers, people who value your 
product or service, are a joy to deal with and make a big contribution to your 
bottom line? According to Stacey Hall and Jan Brogniez the authors of Attracting 
Perfect Customers, the answer is a resounding yes! Their tremendous success 
with hundreds of companies has earned them praise from some of the world’s top 
marketing experts - people like the Brian Tracy and Jack Canfield the co-creator of 
the “Chicken Soup for the Soul” series. 

The authors’ unique insights come from decades of success in sales and marketing. 
Stacey Hall has more than 20 years of experience in implementing national sales 
and marketing plans for Fortune 100 corporations such as FEDEX and Jan Brogniez 
has earned millions of dollars of sales revenue for her clients over the last 20 years. 

The Lighthouse Test 
The authors like to think of a business as a lighthouse “standing strong and tall on 
the rocky shore of a beautiful harbor. The water is calm, the sky is blue, and many 
boats are out at sea. But off in the distance a storm cloud is forming. It approaches 
the shore very quickly. The sky is getting darker, the waves are getting rougher, and 
many of the boats are being tossed about on the water. As the rain and the wind pick 
up strength, the power of the beam of light emanating from the lighthouse increases. 
The darker the skies become, the brighter the light shines to provide safety and 
security in the midst of the storm. 

Notice that not all of the boats need this beam of light to guide them to safety. Some 
have more confident captains and crews, and some are fully equipped to manage 
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through storms safely and effectively. Now imagine that the lighthouse gets upset 
because some of the boats are choosing to follow their own path. The lighthouse 
feels that it is not successful if its light is not guiding all of the boats in the sea. It 
sprouts arms and legs and runs up and down the beach acting like a searchlight, 
doing its best to catch the attention of all the boat captains, attempting to encourage 
more of them to depend on its light. 

What do you think would be the result? 

Most likely, the boats whose captains were depending on a steady, constant 
stream of light to guide them safely around potential dangers would be damaged or 
destroyed in the chaos and confusion. Other boats might be steered dangerously 
close to shore so those on board could get a better look at the spectacle. Still others 
would be perfectly content to stay where they are - out at sea, relying on their own 
navigational equipment. The result: very few boats would be served well or at all by 
the lighthouse. 

Here’s the test. How often are you, your employees, and your coworkers operating 
like lighthouses standing securely on the shore, attracting and safely guiding the 
boats (customers) that need your business with your light? How often do you run up 
and down the beach frantically looking for boats (customers) to serve?” 

Perfect Customers Are Most Likely To Find You When 
You Are Standing Still 

So many businesses spend inordinate amounts of time, energy and money trying to 
find prospects and turn them into customers. They are like a lighthouse frantically 
running up and down the beach. Sadly, when they actually get in front of a prospect 
they often need to bend over backwards to make a sale. They will lower prices, 
change terms or even alter the product itself. Why? Because it took so much work to 
actually find someone who was interested in their offering that they just can’t afford 
to let them go and start the laborious process of hunting down a new prospect. 

Obviously this is not a great way of growing a business. What you need is a more 
sophisticated approach, a process of attraction that: “allows a business to expand 
from its capacity to serve appropriate, appreciative customers who respond to the 
company’s intent and mission without having to be ‘sold,’ ‘baited,’ or ‘snatched away’ 
from the competition.” 

More specifically, you need to design your products, services and even the business 
itself with this question in mind: “How would I want to be served by this business?” 
This means standing absolutely secure in the knowledge that there are many people 
who desire exactly what you have to offer. “The energy that emanates from such 
confidence is like the light that shines from a lighthouse.” 

Lighthouses do not wade out into the water looking for boats to serve. Your 
responsibility is to stand still and keep shining your own distinctive light, to keep 
polishing the lens to ensure that your light has the power and brilliance to break 
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through the darkness and attract the attention of only perfect customers. You must 
choose to only serve customers whose needs are a perfect match for your company 
and let all the others go. 

The Strategic Attraction Planning Process 
So how do you do it? How do you attract your most perfect customers “straight 
to your shore, your door, or your Web site?” According to the authors “if you can 
envision it, you can manifest it.” It’s that simple. 

Recent studies in the area of quantum physics have shown compelling evidence 
that envisioning a result can have a real effect in the physical world. Also, numerous 
behavioral therapists, consultants and authors have expounded on the practice and 
process of manifestation. Wayne Dyer, the best-selling author and speaker strongly 
believes that what we sow with our thoughts we reap in physical world. 

So if you want to create perfect customers you must first get very clear on what 
a perfect customer is for you. This is done with a practice Stacey Hall and Jan 
Brogniez created called the “Strategic Attraction Planning ProcessTM.” It’s a 4 step 
plan for attracting more perfect customers - a plan for building your lighthouse. 

Step 1: What Does My Perfect Customer Look Like? 
By asking for the impossible we obtain the best possible. – Italian proverb 

To determine the traits of your perfect customer you first need to think back and 
remember all the customers you have ever served in your career and select the one 
who most closely represents a perfect customer. Someone who was a joy to work 
with and really appreciated what you had to offer. If you can’t think of anyone then 
think of someone whom you would like to have as a customer. Now write down all of 
the positive qualities and characteristics of this person. 

For example, you might say they: 

• pay their bills on time

• love our product

• are decision makers for a growing, thriving business

• buy often

• want us to succeed

• have realistic expectations of what can be achieved and when 

• provide us with lots of referrals 

To drill attributes of your perfect customer, ask yourself “Is there anything about 
this down a little deeper and make sure that you have identified all the person that I 



Attracting Perfect Customers

                   TheBusinessSource.com                                                                                          All Rights Reserved
             

4

would change to make him or her more perfect?” and add those traits to your list. 

Step 2: What Makes My Perfect Customer Tick? 
Perfect customers are people that we can serve extremely well because what we 
have created is what they want - we solve a real problem for them and make their 
business or personal life better in some way. 

In fact these people are very much like ourselves - they value the same things that 
we value. So if we created our product and company based on our own mission and 
values, our products will appeal to people with a similar mission and values. 

Since many of the things that motivate our perfect customers also motivate us, we 
can identify what is most important in their lives by asking ourselves a few pointed 
questions. 

Think again about your perfect customer and in your mind, ask him or her the 
following questions: 

1. Why do you get out of bed in the morning? (What motivates you?) 

2. Who is the most important person to you in the world? 

3. What is most important to you in the world? 

4. What do you want to achieve before you leave this world? 

5. What do you really love about your life? 

This exercise can yield many interesting insights into the motivations of our perfect 
customers and put us in a much better position to assist them in achieving their 
goals. 

Step 3: What Do I Want My Perfect Customer
To Expect Of Me? 

Now that you know who your perfect customer is and what makes them tick, it’s time 
to look at what makes you a perfect vendor for those customers. “A relationship is 
a two-way street. If we expect our perfect customers to deliver all that we want, we 
must be prepared to deliver what they want, too.” 

How do you know what your customer expects of you? To a very large extent they 
will value what you value - so you get to decide what you want them to expect of you. 
If you don’t deliver what they expect - they are not your perfect customer. 

Hall and Brogniez put it this way: “Your perfect customers are people who want what 
you want to provide. You don’t have to wonder anymore if you are providing what 
they want. What you want to provide is a perfect match for your perfect customer.” 

If you choose to return phone calls within twenty-four hours, a client who expects that 



Attracting Perfect Customers

                   TheBusinessSource.com                                                                                          All Rights Reserved
             

5

will be quite satisfied; however, a client who expects a call to be returned within two 
hours will be disappointed and isn’t a perfect client for your business. 

We could choose to adjust our company and our way of doing business to satisfy 
the less-than-perfect client. Once we do, though, we no longer have a business 
that satisfies us. Instead, we choose to create the expectations that we want to 
fulfill, trusting that our clarity will attract more perfect customers leaving no room for 
serving those who are less than perfect. 

To become clear on exactly what you want to provide, list all the services, products, 
and other items that you have decided your customers can rely on you to provide. 
Consider every detail that is important to you including - but not limited to, your 
pricing, location, advertising, marketing, and so on. Most importantly, remember that 
you are listing only what you choose and want to provide. 

As you create your list, be as specific as possible about each item and after the list 
is created go over every item and ask yourself: “Do I really choose to provide this 
service?” For example, you may have written “I choose for my customers to expect 
me to be available when they need me.” Now ask yourself: “Do I really choose to 
provide this service?” If the answer is “Yes, as long as they only expect me to be 
available Monday through Friday between the hours of 8:00 A.M. and 5:00 P.M.,” add 
these new details to your list. 

Do this for each item you have listed. When you have completed reviewing your 
list, you are ready for the fourth and final step of the Strategic Attraction Planning 
ProcessTM. 

Step 4: What Do I Have To Improve? 
The only things that need to be improved in your business are what your perfect 
customer expects you to deliver. Any other improvements would only be useful for 
less than perfect customers - the ones who take up more of your time and energy 
and produce fewer profits. Go to your list from Step 3 and circle each item that you 
are not consistently delivering each and every day. Those are the only things you 
need to work on. 

For each item you have circled, decide when you will take some concrete action on 
it. For example, if you haven’t been consistently marketing to your perfect customer 
in the way they would want to be marketed to, then decide when you will take action 
and write that date beside the item. On that date your next step may be to ask 
yourself if you are marketing in the places where your perfect customer would hear 
about you and if you are delivering the messages they want and expect to hear. 

That’s the whole process! Just do these 4 simple steps and you are on your way 
to understanding and attracting your perfect customer. One last thing, to stay 
connected, clear and focused on your perfect client you should review your plan for 
about five minutes every day. 
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Parting Thoughts 
It’s a sad fact that most businesses spend so much of their time and energy 
struggling to get new customers or hanging on to existing ones that are more trouble 
than they’re worth. 

But there is a better way. By creating your own Strategic Attraction PlanTM, you 
will become more focused and clearer about what you want and whom you want to 
serve. For years Stacey Hall and Jan Brogniez have used this process to help their 
clients, such as Insights-Austin, a national learning company that experienced a 
265% increase in revenues within six months of implementing their plan. Hall and 
Brogniez also use it themselves to grow their own business and used it to attract 
customers for this book which has become an international best- seller. 

Now it’s your turn to create your own Strategic Attraction Plan so you can attract 
droves of perfect customers and take your business to a whole new level 
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