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WHO DO I 
SERVE?

Get Clear on your Authentic Target 
Market and Ideal Client



Who do I serve?

I spent YEARS in the trenches of confusion.  
 
Some people stay stuck. I was spinning. Though they are
generally different, neither get you anywhere.  It's heart-
wrenching seeing the months go by without traction and
asking yourself, "Why can't I just figure this out?????"  
 
This may come as a shock, but It’s actually not about the
ideal client.  It’s about YOU. 
 

In this module:

Realize why so many entrepreneurs get (and stay
stuck or are perpetually spinning.
You receive 5 exercises to help you get clear.
Anwer journal reflection questions for mindset
clarity.
Create a specific avatar of your ideal client.



So many of us were raised to do what we were told. Picking
a major in college or a career path was hard enough. But
even so, there are only so many options and most of them
involve working for someone else, where you’re paid a set
amount doing what you need to do for the job or company.
THIS is very different, which you now realize.  To brand
yourself, you have to KNOW yourself. 
 
Let’s be honest. Picking a target market, ideal client and
even choosing what kind of coach you’re going to be isn’t
as easy as you thought it would be.  You heard from
experts to choose a specific niche, and run with it.  They
also asked you, “Who do you like to work with?” They made
it sound so easy to pick, and to just go work with that kind
of person.  So you defined your ideal client and nothing
stuck. “Oh my God, why isn’t this working for me?.”  
 
You tried everything! You chose a target market, then
switched. And switched again. Still, nothing stuck. 
 
By now, you know all too well that you have blocks
preventing you from achieving what you know you’re meant
for; clarity, confidence and success. 
 
 



a)  You are still operating under the programming of acting,
based on what you SHOULD do or rebelling against what
OTHERS think you should do instead of being guided by
your intuition. This is very unconscious and deep in our
psyche that while in the process, you are usually unaware
that you’re acting based on an old and dysfunctional belief
system. 
 
b) You just don’t know yourself enough to know who you
are at your core, the good and the bad, what specifically
you desire to do and even what you are meant to do.  So
many of us were not seen, heard, acknowledged or
appreciated for who we really were as children, and as we
grew we gradually lost our sense of self and started living
more and more for others.  Each time you discover a new
layer about yourself, you think you want to coach around
that.   

As an entrepreneur you 

might get stuck in ‘self- 

inflicted confusion’ because:



This happens because when you gain a new awareness
about yourself and shed yet another layer, it’s all
consuming and very exciting and you realize that you have
incredible value to add in this particular area. For this
reason, your Ideal client is an evolution. Beware however.
Is it marketable, and what’s more, is it a long-lasting
passion? Is it at your core? If not, it won’t stick and you’ll
quickly get bored. 
 
c) When you gain some traction in one niche, you get bored
and want to switch. (Both b and c relate to the “shiny object
syndrome”).  This “flip-flop” has a lot to do with your
unconscious fears and limiting beliefs, which comes from
you programming in childhood.  As you face a block,
question what it is. Ask yourself where it came from,
whether it’s a fear of visibility, fear of success, fear of losing
someone’s love if you actually become successful or belief
that you’re not worth receiving recognition.   
 
 
 
 



 d)  As you learn more about yourself in the entrepreneurial
journey, and as you gain experience, knowledge,
confidence and success, it will evolve.  It’s about nailing
who you are and who you can serve RIGHT NOW with a
compelling message that is uniquely you, but also it’s what
they will pay for.   
 

3 practical tools to find your clarity 

at a deeper level

Make a timeline of your life. 
Do this exercise in a place where you will have no
distractions.  What matters most is that you do it mindfully
and enjoy the discovery process. 
 
Get a large piece of paper or posterboard and draw a
horizontal line through the middle. Start from birth to the
present. This will be your Master Map that you’ll use to
connect everything you do in the next exercises.  
 
 

1.



a) Plot on the timeline all the struggles, physical and
emotional challenges, traumas, etc. and put them under the
line. 
 
b) Mark what you’ve overcome and think about what tools
(resourcefulness) you’ve used to overcome them.   
 
c) Now above the line plot your strengths, aptitudes, talents,
achievements and what you're good at. 
 
The things that you have overcome in your life are the
‘transmutations’ from the pain to your power. Look for a
through line or a theme with the events (both positive and
negative)  which is a great indicator of what you’ll be so
great at, passionate about and will be at your core essence. 
 



Ask your friends to describe you. 
 

2.

When you go out with your friends, what kind of things
do you effortlessly take control of? 
What do you do that nobody else does?  
Ask them what you’re good at, then reflect on what they
told you. Perhaps it’s a new perspective, or maybe they
say you’re good at something that you’re not passionate
about anymore. 
What kind of advice do your friends and family seek from
you that you just offer so naturally?   
Ask your friends what your weaknesses are or what
things they don’t like about you. This may hurt but it’s
essential to know yourself.  We perceive ourselves
differently than the way people perceive us.  



It’s about getting clear on what you naturally do with so
much passion that maybe you’re not even aware of it.
Asking your close friends and family for their perspective of
who you are and what you do effortlessly is very insightful
and can give you deep new awarenesses that you can use
in your search for clarity.  
 
Potential Danger. If someone says, “You should do this…”
Really check in. Is it in alignment with what you’re really
passionate about? Having insights from friends and family
about what you’re good at doesn’t mean that that’s what
you SHOULD do. Just gather the information as data and
consider it while looking at the big picture (#1 
 
Add the information from your close friends and family to
your timeline too, plotting the positive and negative. Now
you have a lot of information about yourself! It’s time to
organize it and connect the dots.  

What is the throughline of your positive life experiences? 
What is the throughline of your negative life
experiences? 
How do they connect? 



3. 
Clarity Mindset Journal Prompts 
 
Each time I've dived into reflection regarding these
questions, I've gotten breakthroughs.  Spend time diving
inward and follow these prompts.

If you were to earn 10,000 today, be fully booked, highly
visible online and with a thriving online community, what
would that mean for you? Your relationship with your
partner and/or parents? 
What specifically was put into your subconscious mind
about who you are an your worth? 
What did you learn about yourself from your parents or
environment? 
What did you learn about money? 
What did you learn about work? 
What did you learn about achievement and possibility? 



Let's Create Your Ideal Client (IC) 
 
Making an avatar or a personified version of your Ideal
Client will allow you to visualize him/her and talk to that
person much more clearly and intimately. 
 

What is your IC's name? 
Age or age range?
Relationship Status?
Children? Yes/No? How many?
What career or backgrounddoes your IC come from?
Religious or spiritual background?
Where does your IC live? Where from? What kind of home?
Describe a typical day for your IC.
How does he/she spend the weekends? 
Does your IC like to travel? Where? How often?
What does your IC feel insecure, fearful or unsure about?
What is your IC truly confident about?
What keeps your IC up at night? What stresses him/her?
Where does your IC desire to be one year from now?

4. 



In what ways is your IC really skilled?
What kind of coaching support does your IC desire?
What kind of coaching would your IC NOT purchase?
What fear/pain/frustration would your IC happily pay to
alleviate?
Does your IC value personal development?
Is your IC coachable?
What is your IC's disposable income? If no, how will they
access investing in a coaching package?
How do you describe your IC's wealth consciousness?
What other coaches/experts might your IC be following?
What is your IC like after he/she works with you?
Why are you the right coach for this person?

 
In conclusion, describe who your IC is in one concise
sentence. Hint: It's much more important that you have all the
details in your head than what you have to describe.  



Interview 5 Ideal Clients. Ask them some of the questions
listed above about:  
 

5. 

where they are 
what their pain points are 
What their main desires are 
where they desire to be in 3 months/6 months/1 year 
What kind of coaching they would easily invest in 
What would be the objections to purchasing a coaching
package to invest in themselves. 

I got my very first high paying client from a target market
interview.  Halfway through the interview she said, "You. I
need you."  She paid in full that day.  Of course, go into each
interview with clean energy and NOT expecting that they will
convert.  They may realize they need you, they may refer
someone else to you, or they may do neither. Either way,
you've received valuable information. 
 
You can find ideal clients to interview in Facebook groups,
asking friends for referrals of who may fit your IC, your social
media profiles and just good old organic conversation.



What were your biggest takeaways about who you are and
who you serve during this module?

Takeaways

It is my hope and wish that this profound and SO
IMPORTANT module 
 
Join us in the Authentic Brand Evolution Facebook group to
share your takeaways, ask questions and connect with
other like-minded women.


