
Craft A Magnetic
Client Avatar That Works!

Step by Step Framework

by Byron Davis

Follow this framework so that your ideal clients think you 
are reading their minds as they listen to or read your sales offers.
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“In the 21st century, you will be 
remembered by either the 

problems you create for others, 
or the problems you solve for 

others.” 
-Byron Davis 



One of the most important activities you must do on the front 
end of launching any new “Solopreneur” effort is getting crystal 
clear about “who” you serve. Understand, although your product 
or service can be very useful to a lot of people, you must be 
clear about who would value what you have the most. 
Doing this will make attracting more of your “best” clients faster 
and a lot easier and more effective. 
No matter if you are a freelance professional, speaker, coach, or 
consultant, remember business is all about the pressing 
problems you solve for a lot of other people. In the 21st century, 
you will be remembered by either the problems you create for 
others, or the problems you solve for others. 



Well, before you can solve meaningful problems, you must 
have a strong understanding of the wants, desires, pains, & 
frustrations of your “ideal client.” Now I’m not just talking about 
creating an “Avatar.” I’m also talking about creating what is 
called a client “Archetype.” 
An avatar focuses primarily on the demographics of a person. 
An archetype focuses on the psychographics and secret 
desires that your ideal client has. When you are clear about 
both the demographics and the psychographics of your most 
ideal client it will be a hundred times easier to speak to and 
attract more of “who” you will have the most fun with and be 
most effective at serving. 
Below is a list of questions that will help you pinpoint “who” 
you will serve best. 



Take about 20 minutes and do a quick first pass. Then double 
back and try to go even deeper with your descriptions. 

Finally, go over it one more time and push yourself to describe 
the intangible drivers that are at the root of each question 
(Note: you don’t have to do this for the basic demographics, 
just the psychographic questions). 



Demographics 
1. Gender: 
2. Age: 
3. Financial status (How much do they make yearly)? 
4. Education? 
6. Marital Status? 
7. Family? 
8. How do they spend time outside of work? 
9. Favorite TV shows, magazines, blogs & websites? 10.Extroverted/
introverted? 
11.Geek/ Athletic/ Hipster/ Punk Rocker etc? 12.How do they dress? What 
do they wear? 13.Analytical versus creative? 
14.Anything else about their background? 



Ambitions 
1. Where is their focus and area of responsibilities? 
 
 
2. What are their business goals? 
 
 
3. What are their personal goals? 
 
 
4. What is your customer trying to accomplish? 
 
 
5. What are the stakes if they don’t reach their goal? 



Psychographics 
Customer Pain 

	 1.	 What is your customer’s burning pain point?      

	 2.	 What are they doing today to try and solve their problem? Is it working?      

	 3.	 How would the customer describe their pain point?      

	 4.	 What do they think they need will solve the problem?     
 


	 5.	 Describe their 3 biggest frustrations around the problem you solve.     
 


	 6.	 What embarrasses them about the problem they have that you solve?     
 


	 7.	 What has it cost them in time, money, and emotions to not have solved this problem?     
 


	 8.	 What is it currently costing them?     
 


	 9.	 What will it ultimately cost them if this problem persist?     
 


10.  What are the implications for not getting this problem solved (Describe the ripple effect)? 



Secret Desires 
 

	1.	Who does your client secretly with they could be?   

	2.	List 3 to 5 people your ideal clients admire? What are the top 3  
characteristics they admire most?  

	3.	How would your client describe themselves when they are at their  
best?  

 



Developing Empathy 
1. What keeps your customer up at night? 
 
2. How would you describe your customer’s mindset right now? 
3. Is your customer happy, worried, scared, concerned (make a list)? 
 
4. Identify any negative beliefs or perceptions your customer may have.  
 
5. Identify any positive beliefs or perceptions your customer may have.  
 
6. What does your customer love? 
 
7. What does your customer fear? 
 
8. What is something your customer hates? 
 
9. Who is your customers worst enemy? 
 
10.Who does your customer idolize? 



Take time to work through these items. If you want to speed up the 
process and amplify the impact, go out and interview at least five 
people you think might be good candidates for your product or 
service. 
But, here’s the thing: Don’t talk about your product or service. Don’t 
even mention it. Just let them know you are interested in getting their 
candid perspective on “insert main topic here.” Your goal will be to 
find the pain (as described in their own words, not yours). 



This intel will be very valuable when you create promotional 
material and sales copy because you’ll be able to describe the 
problem you solve in the very words your market uses. 
People will think that you are reading their mind. 
When you can describe the problem that your client is having 
better than they can, they will automatically assume you have the 
answer and their desire to buy from you increases. 



Congratulation… 
You did it!

Well done my friend! 

If you found this resource helpful please feel 
free to pass it along to your mastermind group 

colleagues, & friends.  For more helpful resources for creating 
a life and career that you love head on over to 

PaidToBeYOU.com/Vault

http://PaidToBeYOU.com/Vault
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