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How to Attract Your Perfect Customers 

 

This mini-guide will help you to attract the perfect customers for you.  When 

you truly understand what it is you want to do in the world, and who you can 

best do it for, you can come up with products and services that serve them 

better than they ever dreamed possible.   

Then you become, literally, a dream come true, and it becomes natural for you 

to be A.S.K.E.D. to work with them (more on that acronym in a moment …) 

Over the years since I started my coaching business I have seen far too many 

people who start out with a grand dream of the difference they are going to 

make in the world, and end up horribly frustrated.  They struggle to find 

enough of the right customers – people who truly value the work they are 

brilliant at and love doing, and are prepared to pay handsomely for it.  

So they end up either struggling financially, or taking on work that just doesn’t 

really light them up.  I’m taking a stand against that happening to you!  

 

So what are the five A.S.K.E.D. steps of attracting your perfect customers? 

 

Create an  Avatar of your perfect customer(s) 

Make a  Stand for something 

Get to  Know your avatars’ dreams 

Show real  Enthusiasm for your work 

Become the  Defender and champion for your tribe 

 

 

In the rest of this mini-guide, let’s look a bit deeper into how you do each of 

the five steps: 
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1: Create an Avatar 

No, not a big blue giant! The first part of attracting your perfect customers is to 

know who they are.  The most powerful way to do that is to think about who 

you really enjoy working with (or would enjoy working with if you don’t 

currently have such people to work with).  The sort of factors to take into 

account might include: 

- Demographics 

o Age 

o Gender / sexuality 

o Location 

o Relationship status 

o Income / wealth 

o Activities / hobbies 

o Nationality / Ethnicity 

o etc 

- Psychographics 

o Aspirations & dreams 

o Attitudes (eg what do they read, what TV do they watch) 

o Spirituality / Religion 

o Political views 

o Societal views 

o Browsing habits 

o Etc 

- Other factors & interests (specific to your market) 

o Employment status 

o Health / fitness 

o Sports (play or support) 

o Etc 

This is by no means an exhaustive list, so you may realise that there are 

important things that you need to know about your ideal clients that are not 

included here.  The important thing is that the more detailed a picture you can 

create of your perfect customer, the easier it will be to attract them!  

Marketing CRM company HubSpot have a free Avatar Creator that is pretty 

good, especially if your perfect customer is a business customer, or you can fill 

yours in over the page. 

http://www.makemypersona.com/
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Something I always do is to give my Avatars a name – mine include “Hopeful 

Hannah”, “Competent Connie” and “Suzy Seeker”, amongst others. 

 

What are the most important characteristics of your main avatars? 
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2: Stand For Something 

- What do you want to change in the world? 

- What should work better than it does? 

- What are your tribe missing out on? 

- What’s wrong with “the way things are done”? 

These are the kind of questions to ask yourself if you plan to attract your 

perfect customers.  People love to work with people who share their view of 

the world.  Especially if those people have worked out what to do about it! 

So when you are prepared to step up and declare what you are working to 

change, you are going to draw toward you the people who are looking for just 

that change. 

My stand is that work is supposed to be far more fun than we make it, and we 

all have not just a right, but a duty, to find joy in our work.  And even more so 

when we have taken the bold step to create a new business to bring our genius 

to the world. 

 

What’s your stand? 
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3: Know Your Tribe 

Having identified your audience in step one, now you need to get deep under 

their skin, and truly understand them.  And let them know it.   

By far the best way to do this is to speak to some people who match your 

avatar and find out what big pains they want to reduce, and what big dreams 

they want to achieve. You won’t need to speak to too many, once you are clear 

on your avatar, they will all have very similar issues. 

And you can get started straight away.  If you have got the first two steps right, 

you will be able to make a pretty good guess about their pains and gains, their 

hopes and fears, and their dreams and their nightmares.   

And time spent checking in with the people in your audience is never wasted!  

Then you can start to speak and write about the things that really matter to 

your ideal customers. They will soon find themselves agreeing with you, or 

saying “Yes! I want some of that!”  And “How can I work with you?” 

 

What do you think are the big issues your tribe want help with? 
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4: Show Enthusiasm 

It’s always more fun to work with someone who actually enjoys their work.  

Just think about your last experience when you bought something in a retail 

store. Was the assistant well-informed and enthusiastic, or did you get the 

feeling they were just waiting for their lunch-break or going-home time?  

Which one do you intend your perfect clients to encounter? 

There’s a school of thought that our customers don’t need to know the ins and 

outs of exactly how we do our work. That’s probably true for most of them. 

But that doesn’t mean you should reign in your passion about what you do.  

My clients don’t need to have my deep understanding of things like motivation 

theory or Neuro-Linguistic Programming.  And they don’t need to know the 

detail of all the fascinating stuff I studied on my MBA.  But they do need to 

know that I know it, and that it excites me to use it with them. 

Don’t be afraid to ‘nerd it out’ a bit, especially if you find something 

particularly fascinating.  Some of your audience will skip over it, but there will 

be some who love that you’re sharing your expertise with them at that level. 

Just don’t do it all the time, or you’ll put off the ones who just want your help! 

What do you get excited about and love to share with people?  How can you 

write or speak about it with passion and authority? 
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5: Be their Defender 

Now your ideal audience knows that it’s them you are talking to, that you 

stand for something, that you know what matters to them, and that you are 

excited by the work you do, they are almost ready to ask you for help.   

The final step is to become their voice in a world that they haven’t quite 

worked out.  When you step up to champion their concerns, they are going to 

be more attracted to you and what you can offer. 

You don’t have to become a ferocious protester. But you do have to be willing 

to say the things they wish they had the clarity and the influence to say. Even 

when those things might be unpopular with other people working in your field. 

You see, your job is not to be popular among your professional crowd. No, 

your job is to help your perfect customers overcome their frustrations.  And 

achieve their dreams. It comes back to being willing to make a Stand for 

something, and you can’t do that if you are looking over your shoulder at the 

status quo. You have to be ready to speak out in defence of your people. 

And when you use your writing, speaking and your whole being to make a 

difference on the issues that matter to them, you will be seen as the obvious 

person to turn to when they need help.  

What can you do to become the Defender for your tribe? 
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Great – now you have your five steps mapped out, it’s time to go ahead and 

put it all into action. 

 

Obviously if you would like some help to take this overview and turn it into an 

actionable strategy, the Joyful Genius team would love to be part of helping 

you do just that.  You can get in touch using the details below. 

 

Or join one of our regular Group Q&A Calls, where we explain a little more of 

the theory and thinking behind the report.  And you can ask your specific 

questions and get live individual coaching about putting it into action in your 

personal situation.  There’s a choice of times and days so you should find a 

convenient slot that you can take advantage of - Click here for dates & times. 

 

And whether or not you  choose to work with us, it’s important that you don’t 

just leave your notes sitting on a shelf or in a file somewhere. So if it’s OK with 

you we’ll be checking in from time to time to see how you are getting on. 

 

 

 

Joyful Genius Coaching 

www.Joyful-Genius.com 

email: perfect-customers@joyful-genius.com 

Twitter: @Joyful_Genius 

Phone: (0)20 8144 2423 

 

http://www.joyful-genius.com/group-qa
http://www.joyful-genius.com/group-qa
http://www.joyful-genius.com/
mailto:perfect-customers@joyful-genius.com
http://www.twitter.com/joyful_genius

