
MODULE 1, EX. 3
YOUR NEXT-LEVEL CLIENT

Think of your very favorite clients who you do similar work with who most fully
receive the gifts you have to offer. Make a list of these people right here. Even
one is enough. You can even choose to step into that person’s shoes and write
from their perspective if that’s helpful.

Feel free to write a lot here, it’s super helpful to really dial in what your folks
are feeling.

If you find you are torn between two Ideal Clients, make lists for both, you can
feel into which one is right over the next few days.

Now… Let’s get real, you’ve been serving folks a long time, and probably
all kinds of folks. Who are you being asked to step up and serve RIGHT
NOW?

● Where are they on their transformational journey when they hire you?
New, tried everything? Somewhere in between? Get specific.

● What qualities, accomplishments or shifts must they have made
already in order to be a client who can really receive your gift and get
amazing results?

● How do they show up in their work with you? How do they relate to you
and your business?

● What’s unique about these folks that makes them the right people for
your magic?

● Review your answers above. What are there bottom-line things they
need in place to be successful in working with you? List these
qualifications (remember, these are the things that will have them get
the most success in working with you, it’s not about being a snob :)

● Who is clearly not a fit?



Now, let’s go a little deeper into who these folks are with a brief Yuck and
Yes Exercise:

● What’s the YUCK? What is their most pressing, top of mind pain? How
is it showing up for them in their lives? What’s underneath that pain?
What’s really going on? You can describe the big stuff, and the
minutiae.

● What’s the YES? What is the change, result, or transformation they
want instead? The reason they hired you? What is the desire
underneath that? What do they reallllly want? You can describe the big
stuff, and the minutiae.

● What they GOT? What did they receive from working with you? (this
MAY be repetitive from section 2, but probably not if you are more
honed in on your next-level client)

○ What were the clear, tangible immediate results? AND...
○ The bigger outcome oriented results and impacts on other parts

of their lives? (even if you work on very tangible things, what were
the more intangible things that came of it, or the ripple effects?)

● Finally, if they hadn’t hired you, what could have happened?
(assume they didn’t hire someone else and kinda stayed stuck for a
while, which is not necessarily true) - if you can put this in terms of
actual financial costs (health, education, money lost, time wasted), even
better. People are making an investment and it’s important to know
how your investment saves them money in the long run, and this does
NOT just go for business coaching.

Demographics and Psychographics

These are going to be more relevant for some of you than others. Don’t go
crazy here, just the basics.

● Are there any defining demographics like age or location or labels like
coach, healer, expert, parent, divorcee, mom, leader, doctor, executive,
etc?



● What is the relevant psychographic info about your people, like what
they like to do in their spare time, what they value most, or personality
traits.

Free Write:

Name your ideal client in a paragraph. Pull out the most important points
from what you’ve written above.

Now pull out a few words you’ll use to describe them MOST briefly, this is
likely just an adjective or two and a demographic. For example, I work with
expert coaches and healers or sometimes I say established or experienced
coaches, consultants and healers.


