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What do you already know about ideal clients? 
� You are an ideal client to someone else. Where/Who do you buy 
from again and again? 
� What about them are you attracted to? 
� What specifically does this person/company do that gets you to 
buy? 
� Why would you consider yourself an ideal client/customer to this 
person/company? 
Your Goal in Identifying Your Ideal Client and Customer 
The secret to making all your marketing efforts easy is to focus on ONE 
person. 
Qualities of an Ideal Client  
� They are able and willing to pay what you’re worth 
� They have problems and challenges you love solving and working 
with 
� They know you can help them and are motivated 

            � You actually like them! (You wouldn’t mind if they were your nextdoor   
neighbor) 
            � They respect your time, skills, staff, and space  
 

Step 1: Your Ideal Clients Might Be YOU… a Few Steps Ago 

Step 2: Look Back at Your Favorite Clients and Customers 

� What did you like best about them? 
� Why were they great to work with? 
� What made them good success stories for you? 
The Two Ways to Define Your Ideal Client 

1. Outer Qualities (Demographics) 
2. Inner Qualities (Psychographics) 
Step 3: Identify Your Ideal Client’s Outer Qualities (Demographics) 

� Age 
� Income 
� Occupation 
� Location 
� Marital Status 
� Kids 
� Education Level 
� Political Views 
� Religious Views 
Step 4: Identify Your Ideal Clients Inner Qualities (Psychographics) 

� Fears 
� Frustrations 
� Hopes and Desires 
Inner Qualities (Psychographics): Fears 
� What do they fear the most? 
� What keeps them up at night about your topic? 
� What do they worry about the most around your topic? 
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Inner Qualities (Psychographics): Frustrations 

� What do they complain about most? 
� What have they tried in the past that didn’t work? 
� What symptoms do they suffer from because of this problem? 
Inner Qualities (Psychographics): Hopes and Desires 

� If they could wave a magic wand, what would they make better? 
� What are their deepest desires – the kind they would only tell a 
close friend? 
� What do they believe is possible? 
� What are their likes and desires? 
Step 5 Write a Description of Your Avatar 

 

Avatar Description Example 

 
This is a lady dentist named Staci and Staci lives in Carmel, CA. She is 51 yrs old. She is 
divorced and her 15 yr old daughter Chloe lives with her. She lives on a golf course and 
near the beach. In 2012 Staci netted $126,00.00. 
 
Staci is involved with her daughters’ school. Her daughter by the way is on the dance 
team and plays piano. So Staci has the pleasure of driving her daughter to school most 
days. She can sometimes take her to dance practice along with piano lessons. She attends 
almost all of Chloe’s dance competitions and all of her piano recitals. 
 
Staci is a bargain shopper so she loves shopping for designer clothes at second hand 
stores. Her goal is to live in Barcelona, Spain for 3 months after Chloe graduates from 
high school. 
 
She wants to increase production by 20% in 2013 and take home 10% more money. 
She also wants to work a few less hours each week so she can spend more time with her 
daughter.  
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Your Avatar Description Template 

Your Example 

 
_____________________, is a ______ year old ______________________. He/she  
 
is (Name) (Age) (Career) Interested in ________________________________________. 
 
He/she loves to spend his/her (Interests) free time  
 
doing_____________________________________________. He/she  
  (Hobbies)  
 
lives in ____________________________ with  
 
his/her____________________________. 
(Location) (Family) 
 
He/she makes $_________ a year. His/her biggest fear is _________________________ 
 
What he/she really dreams of is______________________________________________. 
 

Action Steps 

 
              1. Your ideal clients might be you… a few steps ago 

        2. Look back at your favorite clients and customers (or imagine who they are) 
  3. Identify your ideal client’s outer qualities (Demographics) 
  4. Identify your ideal client’s inner qualities (Psychographics) 

    5. Write a description of your avatar 
 

How to Apply This Information in YOUR Business 

 
� Identifying your Avatar will make it much easier to write your  
marketing message, which we’ll be covering next week. 
� Try this out right away. The next time you need to write an email to  
your list, write it to ONE person and notice how the whole  
experience of copywriting shifts. Notice the response you get. 
� Allow yourself to adjust who your Avatar is as you grow your  
business. But choose someone NOW to start with. 

========== 
Legal Disclaimer: The speaker/author of the foregoing audio and transcript make no representations 

or  warranties with respect to the accuracy, applicability, fitness, or completeness of its contents. The  

information contained in the audio and transcript is presented strictly for educational purposes. You are  

responsible for the results, should you choose to apply any of the information provided to the operation of  

your business. 
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There is no guarantee that you will earn any money using the techniques and ideas contained in these  

materials. Earning potential is entirely dependent on the person using our products, ideas, and techniques.  

Every individual’s success depends on many factors, including his or her background, dedication, desire,  

motivation and the nature of the business in which he or she is engaged. Your level of success will be  

affected by the time you devote to the ideas and techniques presented in the audio and transcript, as well as  

your finances, knowledge, and the various skills you possess. 

 

Any claims made in the foregoing audio and transcript of actual earnings or examples of actual results will  

be verified upon request. We cannot guarantee that your success or income level will be the same or 

similar to the examples given. 

 

The speaker/author disclaims any warranties (express or implied) of merchantability or fitness for any  

particular purpose. The speaker/author shall in no event be held liable to any party for any direct, indirect,  

punitive or other consequential damages arising directly or indirectly from any use of this audio and  

transcript, which is provided “as is,” and without warranties. The speaker/author of the foregoing audio 

and transcript is not qualified to provide legal, tax; accounting or financial planning advice and nothing in 

the audio and transcript shall be construed as such. As always you must seek the advice of competent legal, 

tax, accounting, and other professionals as needed. 

 

The speaker/author does not warrant the performance, effectiveness, accuracy or applicability of any  

websites listed or linked to in this audio and transcript. All links are provided for information purposes 

only. This audio and transcript is (copyrighted) by Dental Practice Solutions and its contents may not be 

reproduced or used in any way, in whole or in part, in any format, without prior permission from Dental 

Practice Solutions. 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 


