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Connect to Your
Ideal Client Avatar

To serve the needs of clientele in
your ideal audience, being crystal
clear is important to build a plan to
connect.

iris@ic-growth.com
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Introduction

Congratulations on being inquisitive and investing in growth. The following
overview is designed to be a thought prompt ultimately leading to precise clarity to
help your business thrive and grow.

Building an ideal client avatar is one of the most important things you will do in your
business. It will become the core of your message, marketing, strategy and
offerings. I suggest you think of your "IDEAL CLIENT AVATAR (ICA)" as the filter
through which all the other elements of your business will be viewed.

RECOMMENDATIONS FOR USING THIS GUIDE

This workbook will take an investment of time, thought, draft and revision. Trust the
process. If used well, elements you write here will become the basis of almost every
other part of your business.

If you try to serve everyone your message becomes uninspiring and unconvincing.
Commit to helping a specific client with a specific problem and develop a laser
focus on that need.

Once complete, use those results to offer a solution that fixes a pain point that your
client currently has that they are willing to spend money to solve. 

--



/

IDEAL CLIENT AVATAR BASICS

If you could only use one sentence to describe the
result that your work provides to your client, what is
that sentence?

Describe the best client you’ve ever had. If you had
a roster full of this client, you’d be a happy camper.

What is the biggest internal struggle that your ideal
client is experiencing right now? (e.g. stressed, or
under pressure in some way)

If you could put the thing the individual client wants
most in a single sentence, what would it be?

 .Answer: 

.Answer:

 .Answer: 

 .Answer: 
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THE PAIN & THE PROBLEM

What is the biggest headache your client faces on a
daily basis? Be specific and use detail- what is the
financial, emotional or psychological pain they
currently face?

What is the readiness level of your ideal client?
Consider the readiness phases which a client may
go through before taking action.

Is there any consequence to that person if they DO
NOT fix this problem now? What is the specific
impact of them not taking action? Is this enough
pain or discomfort to pay for a solution?

What things does your client no longer want to
experience at all (feelings, circumstances,
tasks,etc?)

 .Answer: 

 .Answer: 

 .Answer: 

 .Answer: 
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    THE PROCESS

What are the 3-5 results you deliver to your clients
to get them out of pain and bring a result they
want?

What are the most important tips and strategies you
would give someone who needed fast results? (For
example: What 3 steps can they take right now to
turn things around?)

What mistake is your perfect client making right
now? (e.g., focusing on the wrong area,
implementing the wrong strategy, missing the
basics, etc.)?

 .Answer: 

 .Answer: 

 .Answer: 
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    THE GAP

What are the biggest obstacles that stand in the way
of your client getting the results they want? Do they
lack information, motivation, a strategy? Be specific.

Who are your biggest competitors for this offer or
niche? Name 3-5. Look at websites and reviews.

 What are competitors doing that your ideal client is
dissatisfied with right now. What can you to do
address that, if anything? 

What about your offering needs to be different in
order for your perfect client to invest in you?

What does your ideal client need to know and trust
about you and your service before they can
commit?

 .Answer: 

 .Answer: 

 .Answer: 

 .Answer: 

 .Answer: 
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    THE VISION

If they could wave a magic wand, what would their
life or business look like in 6 months to a year?
(Where would they live, what would they be doing,
making?).

Describe your ideal client's deep desire in a single
sentence. This could be a wish that they have but
may not talk about, if at all, such as promotion,
financial position, better relationships, or other
desired place or achievements.)

How much are they willing to invest to solve the
problem?  

 Do they know they have a problem? If not, is there a
way to bring this issue to their awareness?

 .Answer: 

 .Answer: 

 .Answer: 

 Answer:

www.ic-growth.com 
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Connect To Your Ideal Client
Avatar on LinkedIn 

  Bonus Content 

Use this section to develop ideas and language on how
you might speak to your ideal client's pain points with
your LinkedIn content. 

The goal is to create a launch point to build
conversation and authentic connection opportunities
with your ideal client.

Feedback? Drop me a line at iris@ic-growth.com, I
would love to hear your thoughts or comments.
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Ideal Client Avatar Basics Ideal Client Avatar Basics   

This exercise will help you to begin identifying your Ideal Client
Avatar (ICA). Most likely you will want to skip or skim most of this
worksheet booklet. It takes some work and reflection.

For the success of your business, it's important to understand
exactly who your ICA is.

What is your client's primary probem?

Answer here

What language would your customer use to describe their problem?  

Answer here

What is the urgency for them to fix this problem? 

Answer here

What resources might your ICA gather? Where from?  

Answer here

What information does your ICA need in order to take their next step?

Answer here
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Worksheet Continued  

You may not think you have a "perfect" answer toall ofthese
questions, buteven a "for now" answer can be useful.You canalways
update this and add more specifics later.

How long will it typically take for your customer to arrive at a decision?

Answer here

Who is involved in thedecision-makingprocess of your ICA? Be specific. Name
any and all potential parties. Be sure you identify all the stakeholders as you
develop your strategy.

Answer here

What about you ICA's most common: Gender? Age range? Interests pursued?

Answer here
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Worksheet 

Create an action plan for your topic(s) to write about or share experiences that
will create value on LinkedIn that meets a desire of your ICA. Include planned
dates, topic(s); events and the dates of those actions.  

Answer here

Identify a topic to write about that will
address one or more of you ideal client
avatar's pain points. Be specific!

Where do your clients typically gather
in groups? Common
interests/hobbies?

Answer here Answer here
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Want to Discuss?
Great work!

Now it's time to develop your next
steps to educate your network and
nudge prospects to see you as a
reliable source of relevant information.
Want to connect? I'm available at:
iris@ic-growth.com 
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