
Identify

Your Ideal Client
focusing on your ideal client
offers purpose and guidance.

When you know your audience, targeting content becomes easier.
Creating useful content helps establish you as an expert and

makes you relatable to your clients.

With this quiz, I hope you will start to visualise your ideal client as
a person, with an age and a name even! It will help you understand

where you should be focusing your marketing efforts. 



Identifying your target audience can
significantly enhance your marketing

strategies in multiple ways:

Tailored Messaging:1.
Understanding your ideal client enables you to personalise your marketing messages to
resonate with their specific needs and challenges. This targeted approach creates a stronger
connection and engagement.

Increased Relevance:1.
Targeting your ideal client ensures that your marketing efforts reach them where they are most
active online, increasing visibility and interaction.

Improved Efficiency:1.
Focusing on your ideal client helps optimise marketing resources by prioritising effective
channels and strategies.

Stronger Brand Positioning:1.
Consistently targeting your ideal client enhances brand messaging and recognition within your
niche.

Enhanced Customer Acquisition and Retention:1.
Attracting the right clients leads to higher satisfaction, better outcomes, and improved client
retention.

Identifying your ideal client is like having a roadmap for your marketing efforts.
It allows you to create targeted messages, improve relevancy, and ultimately
attract the right clients who will contribute to your business success.



DEMOGRAPHICS
Age range: Are they young professionals, established in their careers,
or nearing retirement?

Location: Is there a specific geographic region or online community you
want to target?

2.

3.

1.

Occupation: Do they have a specific job title or industry they work in?



LIFESTYLE & BACKGROUND:
Marital status and family situation: Are they single, married with kids,
or empty nesters?

Income level: This can help tailor your pricing and offerings.2.

3.

1.

Educational background: Did they receive formal training in your area
or are they self-taught?

4. Interests and hobbies: What do they do for fun outside of work or their
creative pursuits/wellness goals?



PERSONALITY & VALUES:
Introverted or extroverted? Do they prefer one-on-one sessions or
group workshops?

Organised or spontaneous? What kind of timeframe resonates with
them?

2.

3.

1.

Tech-savvy or traditional? Do they prefer online resources or in-person
interactions?

4. Values-driven: What are the core values that motivate them (e.g.,
authenticity, community, sustainability)?



CHALLENGES & PAIN POINTS:

Specific roadblocks they face related to your services (e.g., creative
block, work-life balance, time management).

Fears or anxieties they have about taking the next step (e.g., financial
investment, fear of failure).

2.

3.

1.

Common misconceptions they might hold about your field (e.g.,
therapy is expensive, creativity is a talent, not a skill).



GOALS & ASPIRATIONS:

Short-term goals: What are their immediate milestones within your
program or service?

Long-term vision: What do they ultimately want to achieve through
your services?2.

3.

1.

Desired transformation: How do they want your services to change
their life for the better?



INFORMATION SOURCES & INSPIRATION:

Websites, blogs, or social media accounts they follow for content
related to your services.

Books, podcasts, or influencers they find inspiring or informative.2.

3.

1.

Events or workshops they might attend to learn more about your field.


