


Your 
Clients
WHO WILL BUY FROM 
YOU?



Agenda
•Why you need an ideal client 
profile

•Who is going to buy from 
you?

•How to create an Ideal Client 
Profile

•Where to find clients



Resources
•Ideal Client Profile 
questionnaire



You Your Clients

Your Services

Revenue

The self-employed business



No clients = 
no business



The #1 key to effective 
marketing: know your client

•See everything from their 
perspective

•Speak to them using their 
language

•Talk about their interests and 
concerns



You will consult your Ideal 
Client Profile for everything

•Deciding how to structure your services

•Deciding where to advertise, what 
networking events to attend, what 
social media platforms to use, who to 
meet with

•Figuring out what to say and how to talk 
to people



Example: Nutritionist & 
Health Coach

•“Business as usual” advice: find a 
market, find a problem, create a 
solution

•Business networking events



Getting healthy 
will improve 

your business



They say they want 
to get healthy…

But they don’t come 
back!



How do I convince 
them that my 

services will help???



Who are your best
clients?
•Health nuts!

•Knowledgeable about nutrition

•Value being healthy

•Shop at health food stores

•Attend fitness and yoga classes



Used the ideal 
client profile to
•Develop service packages for 
“health nuts”

•Find networking partners: 
health food store owners, yoga 
teachers

•Choose places to advertise



Success!

•38 new clients in 6 weeks

•Committed to long term 
packages

•Excited to be working 
with him



Find people who want what you have to offer



Agenda
•Why you need an ideal client 
profile

•Who is going to buy from 
you?

•How to create an Ideal Client 
Profile

•Where to find clients



The ideal client is the 
very wealthy man in 
very great trouble.
– John W. Sterling 
(lawyer)

“



1. They have a problem that 
YOU can help with. (Or want 
results you can help them get.)

2. They WANT to solve it. 
(NEED is not sufficient.)

3. They have the money 
and are willing to spend it

Clients



Ideal Clients
•Value what you have to offer

•Mesh with your personality

•Share your values

•You like them, they like you

•They’re GOOD for your 
business



Doesn’t that narrow 
down the market?



Why not just sell to 
everybody?



My services can 
help anyone!



You can’t help 
EVERYBODY

How many clients do you 
need?



You never 
have to 
turn down 
business

Keep your 
money. I’m 

not 
interested.



People are attracted to specificity



Agenda
•Why you need an ideal client 
profile

•Who is going to buy from 
you?

•How to create an Ideal Client 
Profile

•Where to find clients



Your ideal 
client profile 
might be 
real…or made 
up

My favourite 
client EVER

The client I WISH 
I had



New in business? Don’t 
overthink!

•You won’t really know until you’ve 
worked with a few clients

•Pick something and get started

•Notice who you attract

•Refine and revise as you go along



Worked with a lot of 
clients?

•What are the characteristics of 
your favourite clients?

•What are the characteristics of 
your least favourite clients? (And 
what would be the opposite?)



Their situation
•What problems do they 
have that you solve?

•What do they want that 
you can help them get?

•What symptoms are they 
experiencing?

•What is their experience 
level with what you do?



Demographics

•Statistical characteristics 
of human populations: 
who they are

•May not be relevant to 
your business



Demographics
•How old are they?

•What gender?

•Are they married, single, 
divorced?

•Do they have children? 
Grandchildren?

•Do they have pets?



Demographics
•What do they do for a living?

•How much money do they 
make?

•Do they own or rent their home?

•What’s their level of education?

•Where do they live?



Work with 
businesses?
•How large is the company?

•How many employees do 
they have?

•What industry are they in?

•Where are they located?



Psychographics

•Classification of people according 
to their attitudes, aspirations, and 
other psychological criteria: why
they buy

•Important for YOU-Shaped 
businesses



Psychographics
•What are they interested in?

•What are their hobbies?

•What are their values?

•What are their political leanings?

•What do they care about? 

•What are their hopes and fears?



Psychographics
•Are they outgoing or more 
reserved?

•Do they plan carefully or 
are they more 
spontaneous?

•Are they serious or 
lighthearted? 



Work with 
businesses

•What is their corporate 
culture?

•What are their values?

•What is their mission and 
vision?



Situation

Specific problem or 
desire

Psychographics

People with specific 
characteristics. You like 
them and they like you!

Demographics

Specific group of people 
you’re aiming your 
marketing at



Situation

Hormonal problems 
dues to menopause

Psychographics

Open minded, interested in 
natural alternatives

Demographics

Women 45+ in your city



Situation

Want optimum health, 
confused about food 
and supplements

Psychographics

Health nuts, interested in 
nutrition, high value on 
health and wellbeing

Demographics

Within the city



Agenda
•Why you need an ideal client 
profile

•Who is going to buy from 
you?

•How to create an Ideal Client 
Profile

•Where to find clients



Who else do they work 
with?

•Businesses that serve the same 
market



Networking partners 
and collaborators

•Mortgage broker, realtor, insurance

•Massage, chiro, acupuncture

•Biz coach, accountant, web developer, 
graphic designer

•Nutritionist, personal trainer, naturopath, 
health food store

•Freelancer, freelancer, freelancer



Where are they?

•What organizations do 
they belong to?

•What events do they 
attend?

•What are their hobbies?

•Where do they shop?



What social networks 
do they belong to?

•Online and off

•What groups do they 
participate in?

•What associations do they 
belong to?



Summary
•Clients have a problem you can help them 
solve, want to solve that problem and are 
ready, willing and able to pay

•Don’t try to convince, find people who want 
what you offer

•You can define your ideal clients through 
demographic and psychographic 
characteristics

•When you know who they are…they become 
easier to find and reach



Next Steps
•Ideal Client Profile 
questionnaire




