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I'm so excited and you should be too, gorgeous! 

 

It's time.  Time to finally get clear on who you are meant to serve.  

 

You're going to know how your ideal client thinks, what they believe and     

why YOU are the exact person they have been searching for.  

 

Congratulations of committing to becoming one of the rare few who go in and 

study who your ICA actually is.  

 

Every decision you make in your business depends on WHO you work with. 

And the best part is - you get to decide who that is. 

 

Let's do this, gorgeous.  

 

Part 1 is filling in this workbook as fully and honestly as you can. 

 

Part 2 is our 1:1 coaching call. 



BRAIN DUMP 

Write down everything you currently know about your ideal client today. 

 



BRAIN DUMP 

Write down everything you currently do NOT know about your ideal client 

but want to find out. 

 



When you first discovered the field you’re in, what piqued your interest? 

What made it a “YES!” for you? 

Describe what lead you to your business and the moment you realised it was 

meant for you.  

Also, think back to the client/s you were excited to work with when you 

thought about it for the first time. In what way did you want to help them?   

What excited you about this work? 

 



If you didn’t have to worry about time, money or what people think, who 

would you be helping? Why do you want to help them? 

 

 

If you could spend all day helping people with _____ or by _____, what would 

that look like? 

 



 

Where does your client live? City, suburbs? 

 

What’s your client’s age? 

 

What’s your client’s gender? 

 

What is your client’s relationship status?  

 

Does your client have children? (If so, how many and what ages?) 

 

Is your client a stay at home mum, in a 9-5 job or running a business? 

 

What’s your client’s annual salary? 

 

Is your client religious/spiritual? (Explain) 

 



 

What’s your client’s favourite thing to do in their spare time? 

 

If money wasn’t a factor, how would your ideal client spend his/her time? 

 

What’s your ideal client’s biggest guilty pleasure? 

 

What’s your ideal client’s ideal day? What about ideal holiday? 



 

What’s your ideal client’s personality like? 

 

Are they an extrovert or an introvert? 

 

What do they feel overly insecure about in their lives? 

 

How do they see themselves? Is it accurate? 

What do they feel confident about in their lives? 

 



 

What keeps them up at night? 

 

How do they feel about themselves on a physical level? 

 

How do they feel about themselves on an intellectual level? 

How do they feel about themselves on a spiritual level? 

 



 

What type of learner are they (visual, auditory, kinaesthetic?) 

 

Would they rather watch a video or read a blog? 

 

Who inspires them? 

Who out there is already speaking to and working with your ideal client? 

 

 

Which videos or blogs do they regularly view? 

Which magazines does your ideal client read regularly? (They can be online.) 

 



 

Where does your ideal client spend time on social media (Twitter, Facebook, etc.)? 

 

What does your ideal client search for on Google? 

 

Why are they seeking out your service/s? (If there is a difference, list both the reason 

they are telling themselves and the real reason) 

What does your client need from you as a _____? 

 



 

WHY does your client come to YOU for this? 

 

What realistic goals do they have working with you? 

What would your client gladly pay you to help him/her with today? 

 

What unrealistic goals do they have working with you? 

 



 

What does your client expect from you? 

 

Where does your ideal client see herself/himself in 90 days with your help? 

What about in a year? 

What is your client’s dream solution that they’d pay anything for? 

 

Do they have a strong or a weak wealth consciousness/money mindset? (in terms of   

buying and investing in themselves)  
 



 

What else does your ideal client desire from you? 

 

What keeps your ideal client up at night worrying? 

What’s your ideal client’s biggest dream for his/her life? 

 

What’s your ideal client’s greatest desire that’s being unfulfilled? 

 



 

Where is your ideal client lacking self-belief? 

 

Where is your ideal client lacking in clarity? 

 

What stories are your ideal client telling himself/herself that aren’t useful? 

What are your ideal client’s 3 biggest stressors? (In life, career, business, finances etc.) 

 



 

What fear or frustration does your ideal client want to go away? 

 

What makes your ideal client feel successful or accomplished? 

 

What’s on a constant loop around your ideal client’s mind? 

What puts your ideal client’s stomach in a knot? 

 



 

If your ideal client could learn one thing, what would it be and how would that solve 

his/her problems? 

 

What about YOU (and your story/experience) resonates with your ideal client? Why are 

they attracted to you? What part of your story excites them and makes them feel like 

you ‘get’ them and can help? 

If your work could be described in three words, what would those be and why? 

 

BRINGING IT ALL TOGETHER 



I’s so important that we write out the type of client we desire to work with.  

Come up with at least 10 requirements for your ideal client. 

My ideal client is someone who… 

 

 

Pretend you’ve been asked to speak on stage, on the radio or on TV this week. What 

type of person do you want to see in the audience? And what do they most need to 

hear? 



Why does your ideal client need to purchase from you today (not months or years from 

now)? 

 

Why are you qualified to help this client? 

 

What are you most excited about in terms of working with your ideal client after filling in 

this workbook? Why do you love him/her? Why do they light you up? 

 

What makes you the best person to help this client? 

 



 

State it again—what is the #1 specific issue/problem/reason your client will seek out 

your support and services?  

 

WHAT NEEDS TO CHANGE? 

What are you committed to changing (starting today) so you can attract your ideal client? 

For example, do you need to implement more mindset work, get over a certain fear? 

Do you need to show up more consistently? Do you need to step into your power and 

’own’ your field of expertise?  

COMMENT BELOW. 



“The aim of marketing 

is to know and  

understand the  

customer 

so well the product or 

service fits him and 

sells itself.” 

Peter F. Drucker 

 

COPYRIGHT 2017 | NOT TO BE DISTRIBUTED | WWW.EMMA-WARD.COM 


	undefined: 
	What excited you about this work: 
	would you be helping Why do you want to help them: 
	fill_1: 
	fill_2: 
	Where does your client live City suburbs: 
	fill_4: 
	Does your client have children If so how many and what ages: 
	Is your client a stay at home mum in a 95 job or running a business: 
	fill_7: 
	Is your client religiousspiritual Explain: 
	fill_1_2: 
	fill_2_2: 
	fill_3: 
	fill_4_2: 
	fill_1_3: 
	Are they an extrovert or an introvert: 
	What do they feel overly insecure about in their lives: 
	What do they feel confident about in their lives: 
	How do they see themselves Is it accurate: 
	What keeps them up at night: 
	How do they feel about themselves on a physical level: 
	How do they feel about themselves on a spiritual level: 
	How do they feel about themselves on an intellectual level: 
	What type of learner are they visual auditory kinaesthetic: 
	Would they rather watch a video or read a blog: 
	Which videos or blogs do they regularly view: 
	Who inspires them: 
	undefined_2: 
	undefined_3: 
	Where does your ideal client spend time on social media Twitter Facebook etc: 
	What does your ideal client search for on Google: 
	they are telling themselves and the real reason: 
	undefined_4: 
	undefined_5: 
	WHY does your client come to YOU for this: 
	What realistic goals do they have working with you: 
	What unrealistic goals do they have working with you: 
	What would your client gladly pay you to help himher with today: 
	What does your client expect from you: 
	What about in a year: 
	fill_3_2: 
	buying and investing in themselves: 
	What else does your ideal client desire from you: 
	What keeps your ideal client up at night worrying: 
	fill_3_3: 
	fill_4_3: 
	Where is your ideal client lacking selfbelief: 
	Where is your ideal client lacking in clarity: 
	fill_3_4: 
	fill_4_4: 
	What fear or frustration does your ideal client want to go away: 
	What makes your ideal client feel successful or accomplished: 
	fill_3_5: 
	fill_4_5: 
	hisher problems: 
	If your work could be described in three words what would those be and why: 
	fill_3_6: 
	My ideal client is someone who: 
	hear: 
	now: 
	Why are you qualified to help this client: 
	What makes you the best person to help this client: 
	this workbook Why do you love himher Why do they light you up: 
	your support and services: 
	COMMENT BELOW: 
	Text1: 
	that look like: 
	what would: 
	or by: 


