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WELLNESS BRAND Jumpstart 

LET’S START WITH YOU . YOU are your brand and YOU are the one doing the work. So let’s take a look at why 

you do what you do and what you want to accomplish by doing it. 

What is your WHY? Why are you running this business? What purpose does it serve to you and others? 

 

 

 

What do you want to achieve? What are your goals? Be specific. Dream BIG.  

{Thought provokers: how much money do you want to bring in each week? What do you want your day to day to 

look like? How many hours do you want to spend on your business each day?}  

 

 

 

Ok, enough about you. Let’s move on.  

THINK ABOUT YOUR IDEAL CLIENT.  It’d be great if we could serve everyone with our business, but that’s just 

not possible, and it doesn’t make sense. Specifically defining your ideal client, sometimes called an avatar, will help 

you target your marketing, tailor your programs, and identify your own unique niche.  

Answer the following questions to work towards defining your ideal client. There may be a little overlap in your 

answers, but try to be specific. {Ignore the letters that follow the questions for just a minute.} 

Who do you serve? {A} 

 

 

What are your client’s pain points or struggles? {B} 

 

 

What problem do you solve? {B} 

 



EliteWellnessnc.com 
 

 

What results will your client get? {C} 

 

 

What makes you different? {C} There are a hundred dietitians, trainers, health coaches, etc. Why YOU? 

 

 

Who is your ideal client or avatar? {A} Use your answers from above to help you target WHO your ideal client is. 

 

 

Ok, drumroll. It’s time to narrow all of that down into one big fat tiny sentence. 

THE TAKEAWAY: 

Who are you?! Complete this sentence: 

“I HELP {A} WHO STRUGGLE WITH {B} ACHIEVE {C}.”  

{A} = your ideal client 

{B} = client’s struggle 

{C} = results client gets from working with you 

Psst…Take a peek at your answers above to help you with each letter. 

 

 

 

 

 

Great. Now what?! 

Now that you know exactly who you are, what purpose your business serves, and why you’re doing it, it’s time to 

go find your audience. Not the biggest audience you can find, not your competitor’s audience, YOUR audience. The 

one full of the RIGHT clients for YOU. I don’t care how big your audience is, if it’s not full of the right people you 

won’t convert them into dedicated clients. Time to get crackin! 


