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HELLO, BRAVE ONE

It is time to get to know your people.

To build a successful empire, you need to find clients (or customers/consumers) who love you 
and your product and/or service. It doesn’t matter what line of business you are in, the same 
rules apply across the board.

Not everyone will be your ideal client, so forget about the rest! This is often easier said than 
done. But the goal is to focus on who you DO want to serve, and who really needs what you 
have to offer – like, right now!

What is an ideal client?

An ideal client is a person who has the potential to be your perfect client or customer, 
and are most likely to benefit from what you have to offer.

Discovering your ideal client is an amazing exercise in editing. And when we edit, we simplify. 
When we simplify, we can focus. And then we can breathe… You will find yourself relaxing 
and saying “ahhhh, that feels better.” Much of your marketing overwhelm will dissipate, and 
you will feel more inspired to get down to business.

And the best part about serving your ideal client? They are the ones that WANT to pay 
cashola for what you have to offer. They need you. They want you. They love you. Because 
you can solve a problem that they are desperate to have solved. And your ideal client is 
willing to pay for that. 

In this workbook, we are going to explore your ideal client – time to dig deep! – and discover 
who exactly is in your target market. You can’t be everything to everyone, and it is extremely 
liberating to finally find your niche. Your tribe is out there. Once you know who they are, you 
can build your brand with them in mind. This will ensure you win gold stars in the marketing 
department, earn client trust, and of course, increase your bottom line.

Let’s dive in, shall we?

To your brave success, 

Alana

PS: More resources await you at alanaruoso.com! Check out MILLION DOLLAR BRANDS: 
6 SECRETS TO BUILDING YOUR EMPIRE and THE BRAND CLARITY MAP workbook.

www.alanaruoso.com/milliondollarbrands
www.alanaruoso.com/milliondollarbrands
www.alanaruoso.com/thebrandclaritymap
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When it comes to your business, what type of problem are you passionate about solving?

For example, if you are an esthetician, you could be passionate about helping women 
feel confident and empowered with a healthy skin care regime, or educating women on 
achievable self-care.

Write your thoughts here.

INITIAL THOUGHTS
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Who do you get excited about working with? 

Who could most benefit from your product or service?

Who do you naturally connect with?

What does he/she like doing with her time off? What are his/her interests?

Describe your ideal client’s personality traits:

DIGGING FOR DETAILS
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What excites your client the most? 

What is your ideal client struggling with right now that most people don’t even know about?

What does he/she say to him/herself over and over? What are his/her thought loops?

How does he/she want to feel? If they solved their problem, what emotions would they feel?
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What is a dream solution, product or service for him/her? What results would it provide. How? 
Be as specific as possible.

Describe the type of clients you are currently attracting:

They different from my ideal clients in the following ways:

Describe your resistance or fears around attracting your ideal client:
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YOUR IDEAL CLIENT PROFILE

Now that you have a better sense of who your ideal client actually is, you want to be able 
to describe them as one person. Use this space to brainstorm who that person is. Describe 
them as best you can, with as much detail as you can imagine. You can even give him/her 
a name. Lululemon, for example, calls their ideal female customer ‘Ocean’ who is in her 
mid-thirties, active, loves yoga etc…).
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Step into your ideal client’s shoes for a day. Here you will discover some of their motivators 
by journaling. Try to answer the following questions:

What are his/her thoughts? 
What really matters to him/her? 
What does he/she wear? 
What is keeping him/her up at night? 
What is he/she willing to pay good money for? 
What does he/she want in life? 
What is standing is his/her way? 
When he/she buys your product, how does he/she feel? What are the emotions?

A DAY IN THE LIFE OF YOUR IDEAL CLIENT
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Congrats! You made it to the finish line. With this insight, you can now focus on the customers 
who WANT what you have to offer. Because they are the ones that are willing pay the big 
bucks because they KNOW you are solving their problem. As you often hear, you gotta 
focus on what you want, not what you don’t want. And that is especially true in business. 
Your energy is precious. The more energy you waste targeting the wrong clients, the more 
frustrated you will become. The more frustrated you become, the more you will actually repel 
the ones you want. The time has come for you to become a ninja in finding your ideal client.

Before we go, any more thoughts or ideas, or aha moments? Were there any major surprises 
you extracted from these exercises? Even if they are totally unrelated to your ideal client or 
business, make notes here:

Alana Ruoso empowers entrepreneurs to propel their business 
from a vanilla success to a spectacular triumph, while inspiring 
personal confidence and bravery.

Visit alanaruoso.com for more business, branding + bravery 
expertise, plus FREE resources that you can download instantly.
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