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I think we can safely say that any of these authors could have a line of potential 
clients longer than those at an Apple product launch. The reason is simple and it’s 
not about the book. It’s because of their BIG idea. 
The key to attracting your ideal clients is to identify a problem that a group of people 
have and to solve it with your own signature solution. Having results proves that 
your method works!
What we’re saying is that to attract your ideal clients you need a BIG idea. 

Be Known For Your Ideas
The key to branding for a business expert lives in the heart of what makes you an 
expert in the first place. 
In a nutshell: experts are experts because of their ideas. 

Take a Moment: Have a look at the book covers below and ask yourself: Are the 
authors of these books likely to attract their ideal clients? 



How to create your BIG idea in two steps
So, where do you find your BIG idea? Sorry, wrong question. You don’t find big ideas, 
you create them. 
One of my BIG ideas is to help you create your BIG idea as a manifesto. And, in 
particular, I’ve created a two-step process for doing this in a fast, powerful and 
effective way. It’s perfect for the business expert. Here it is...

Step 1: Define your context
The first step to creating your BIG idea is to define your playing field. For instance, 
are we playing golf, tennis or football? 
A great example of this is Stephen Covey’s Seven Habits of Highly Effective People. 
This best selling book has sold over 15 million copies worldwide, been translated 
into more than a dozen languages and made Covey a household name. 
The field of productivity is a broad one. It includes: time management, efficiency, 
effectiveness, energy management, systems, emotional intelligence and more.
Whilst Covey’s book is a business book about productivity he has identified a very 
specific context within this larger field. He chose effectiveness. Then from all the 

Once you’ve created this, you then want to create expressions of this method so 
your audience can become clients and raving fans. Writing and publishing a book 
is one effective way to do this - and it’s not the only way! 

Take a Moment: Who are the people that you would absolutely love to work with? 
And why is that? Is it because they have a BIG idea that makes them stand out? 



Step 2: Write the Rules
The second step to creating your BIG idea is to write the rules for winning that are 
specific to your context. It’s probably fairly obvious that the rules of golf, tennis and 
football are all very different. And, therefore how you play and win in each of these 
sports is also very different. 
When you write the rules you run the game. And, this is the key to attracting your 
ideal clients and being known for your ideas. You want others to adopt your rules in 
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Productivity

Effectiveness
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different ways to be effective, he chose habits - the things we need to do regularly. 
Thus his niche category: Business > Productivity > Effectiveness > Habits. 

Take a Moment: Identify the specific area that you’re an expert in by mapping the 
general fields you operate in. For instance, sales, marketing, conversion, HR, strategy... 
Then define specific elements within this. For instance, if your field is sales are you 
an expert in online or face to face? Lead generation or conversion? New customers 
or referrals? Keep drilling down until you can say find a unique context. 



their business and in their lives. This makes you the essential go-to person. Owning 
the idea means you own the field of play.
Once Covey identified a unique context to write about, he was free to offer his 
opinion about how to be successful in that field. From all of his research he came 
up with seven habits. Here they are:

1 Be proactive
2 Begin with the end in mind
3 Put first things first
4 Think win-win
5 Seek first to understand, then to be understood
6 Synergize
7 Sharpen the saw

Now, that is a great list. And, they sound like a philosophy for living and being 
effective. 
You might be thinking, are these the only habits to be effective? No, I don’t think so. 
Could there have been more or less habits? Absolutely. Covey later added an eight 
habit. And, does this position Covey as an expert? You bet. 

Take a Moment: Once you’ve identified your unique context, create the rules for 
how you win in this area. There is no magic number of rules here. You can have 
three, five, seven, eleven or more. Ideally, write down lots and then cut them back 
to the key ones and the essential ones. Then you can make them sexy by turning 
them into interesting, intriguing and unique phrases.



Then what?
Once you’ve created your BIG idea as a manifesto you can start to share it with your 
colleagues and your clients. And, more specifically you can build your BIG idea in 
different ways. I call this Ideas Marketing. It’s another one of my BIG ideas. Here’s 
some of the ways you can attract your ideal clients through designing, building and 
leveraging your BIG idea...

Manifesto
Create Your BIG Idea

Game
Define How You Win

Publish
Spread the Word

Gestalt
Personalize Your
Business Model

Artifact
Promote with Products

Experience
Make Emotional Moments

Cult
Unite the Like-Minded

Ritual
Live it Everyday

The Eight 
Elements 
of Ideas 

Marketing



More?
If you want to know more about how to attract your ideal 
clients through creating your BIG idea, join me over at my 
website,  GeoffMcDonald.com . There’s lots of free resources 
including blog posts, podcast and exclusive content through 
our newsletter. 

http://GeoffMcDonald.com

