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Your Ideal Client 

Here are some doable, practical steps for identifying and understanding your ideal client, your “avatar”.  

What is an Avatar? 
The aim of marketing is to know the customer so well the product or service fits him and sells itself.  
-- Peter Drucker 

 
Marketing folks look at ideal clients in a special way and even have a special term for it:  Avatar.  
 
An Avatar is a fictional character, a personification of your ideal customer, as if they were an individual 
person.  They have a name, such as Robert the Executive or Young Mom Jenny.  And they have 
specific characteristics.  Take Robert the Executive for example.  Robert is 49.  He has a corporate job, 
wears a suit and tie to work every day.  He has a wife and two kids.  We’ll learn more about him a little 
later. 
 
When people first hear about Avatars, they often think “that’s too narrow”.  Yes, it’s narrow, but that’s 
intentional and not quite as narrow as you might think.  It needs to be narrow because, if you try to 
attract to everyone, your message will be so generic that you won’t attract anyone.  But it’s ok that it’s 
narrow because, if you try to attract someone in particular, you’ll also attract the people who are 
somewhat like them.  
 
With a good Avatar, you’re likely to: 

● Have a higher return on your advertising dollars because focused messages are more likely to 
attract clients who are ready to buy, rather than wasting money advertising to people who aren’t 
going to buy anyway. 

● Get more of the kind of customer you love and fewer of the ones who are only ok or are an 
unrelenting pain. 

● Have higher client satisfaction because you can tailor your services and processes to their 
needs. 
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Parts of an Avatar 
With a quick internet search, it’s pretty easy to find lists of questions you should ask about your Avatar. 
What’s not easy to find is why you should ask those questions or what you should do with the answers 
once you have them.  Unless you know this, it’s really hard to know whether you’re done defining the 
Avatar and impossible to take any next steps.  The following table shows the three basic categories of 
information and a summary of how the information from each category is used.  Further on, we’ll talk in 
more detail about how to find and use the information. 
 

Identification 
(Who is your Avatar?) 

Motivations 
(What moves them to action?) 

Connections 
(Who do they interact with?  

Where do they go for information?) 

● Name 
● Age 
● Gender 
● Marital status 
● #/Ages of Children 
● Location 
● Occupation 
● Job Title 
● Annual Income 
● Level of Education 
● Other 

● Interests 
● Goals 
● Values 
● Challenges 
● Pain Points 
● Objections to buying 
● Role in buying 
● Other thoughts/feelings 
 

● Books 
● Magazines 
● Blogs/Websites 
● Conferences 
● Gurus 
● Groups (esp. Social Media) 
● Other 
 

Used to research motivations 
and later to target advertising. 

Used to shape your marketing 
messages.  May influence the 
services you provide. 

Used to research motivations 
and identify where you can find 
sample clients to talk to.  Can 
be used to target advertising.  

 
Two other things are really useful to make your Avatar someone easy for you to relate to. 
 

1. A Picture - This is any photo, sketch, cartoon, or other image that captures their essence. 
 

2. A Story - This is short, around 200 words, and told in the 1st person … as if you’re the 
character and facing a situation that your business can address.  Show how they react and what 
thoughts they’re having.  Go as deeply as you can into their irrational fears and deepest desires. 
 
For example:  “My name is Robert.  I am 49 years old.  I work around 55 hours per week as a 
senior executive.  I love the feeling of personal significance my career gives me.  I enjoy 
providing the finer things in life for my wife and two young children.  I am driven, organized, and 
very competitive.  People say I have a type-A personality.  To keep things moving, I look for fast 
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and efficient solutions.  I have a love-hate relationship with golf, which I play on the weekend.  I 
love the game, but I’m frustrated by my swing because (if I’m honest) it makes me look foolish 
and I can’t stand that.  I really want to be able to impress my friends and colleagues.” 

 

Steps for Knowing Your Avatar 
The first step in exceeding your customer’s expectations is to know those expectations. 
-- Roy H. Williams 
 

 

Step 1:  Intuit 
Start a document describing your Avatar based on what you already know.  Assemble the parts of the 
Avatar.  It’s often helpful, initially, to skip the parts that you don’t yet know and focus on the parts that 
you do.  Use what you know, what you would love, and your intuition.  At this stage, It’s ok to make it up 
and there’s no such thing as ‘wrong’.  
 
An easy-to-start, easy-to-read format uses indented bullets.  For example: 
 

Avatar Document 

Identification 
● Name:  Robert the Executive 
● Age: 49 
● Gender: Male 
● (etc) 

 
Motivation 

● Goals:  Provide the finer things in life to his family. 
● Values:  Efficiency, Impressing friends / colleagues 
● (etc) 

 
Connections / Sources of Information 

● Books 
○ Ben Hogan's Five Lessons: The Modern Fundamentals of Golf,  

by Ben Hogan 
○ Golf is Not a Game of Perfect, by Bob Rotella 
○ (etc.) 

● Magazines 
○ Golf Magazine 
○ Golfweek 

● (etc) 
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Tip:  Use the “but nobody else would” trick.  For example, let’s say we have a golf-related business.  In 
that context the fact that Robert the Executive may read science fiction may be true, but it doesn’t help 
us understand his motivations or help us find where he hangs out so we can talk to him.  On the other 
hand, the fact that he’s likely to read Golf Magazine can help us with both of those things.  
 

Step 2:  Investigate 
The purpose of this step is to find out what other people already know about our Avatar.  For example, 
successful golfing magazines know a lot about golfers.  Otherwise they wouldn’t be successful. 
Likewise for authors, bloggers, social media, and so forth.  Sadly, they’re not going to come right out 
and say “here’s our magazine’s Avatar and what they value”.  They will talk about particular topics and 
not others.  They will feature advertising for particular products and services and not others.  The 
advertising will talk about those products and services by highlighting particular features and benefits. 
You’ll see particular colors and fonts and and types of images and not others.  

Step 2a:  Getting Organized 
The key to investigating is collecting enough information, from places scattered across the internet, into 
a single place where you can easily review it and spot themes and trends.  That’s a lot of information. 
Having a way to keep things organized can be the difference between getting good results in a 
reasonable amount of time or just wandering aimlessly around the internet.   That much information 
would clutter up your Avatar, so let’s start a second “searches” document.  The example below shows a 
category of searches (books), a particular search (top golfing books), some of the more interesting 
results as hyperlinks so you can go back to the original if you want to, and then high level bullets of 
interesting content from the the page.  By collecting information together like this, it is easy to scan and 
find themes and trends. 
 

Searches Document 

Books 
● Search:  Top golfing books 

○ Best Golf Books: 14 Books Every Golfer Should Read | Golf.com 
■ Ben Hogan's Five Lessons: The Modern Fundamentals of 

Golf, by Ben Hogan 
■ Golf is Not a Game of Perfect, by Bob Rotella 
■ (etc.) 

○ "Top 25 Golf Books of All-Time!" - MyGolfSpy.com 
○ (etc.) 

● Search:  Reviews for golfing books 
○ The Digest: Book Reviews - Golf Digest 
○ (etc.) 

Magazines 
(etc) 
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Step 2b:  Searching 
Now that we’re ready to collect the results from our searches, the next challenge is knowing what to 
search for.  Fortunately, others have often done some of the legwork for us and we can find their work 
by using terms like “best”, “top”, “reviews”, or “tips”. 
 
Here’s an easy formula to use for searches:  include something from each column (A,B,C) below.  Put 
your own topic words in column B and include words that relate to problems, solutions, features, 
benefits, roles, tools, competitors, related businesses, products or services, etc. surrounding your topic. 
Keep doing searches and documenting the results until most of the results until most of the “content 
bullets” you find are repeats of what you already have. 
Example search:  Top golfing books. 
 

A B C 

Best 
Top 
Reviews  
Ratings 
Tips 
Issues 
Problems 
“So bad” 
(As in why do they want X 
“so bad”.  Be sure to 
include the quote marks.) 
 
 

Your topic words, 
for example: 
Golf 
 
 
Add your own words, 
including related problems, 
solutions, features, roles, 
tools, competitors, related 
businesses, products or 
services 

Books 
Magazines 
Websites 
Blogs 
Online community 
Forums 
Social media sites 
Groups in Facebook 
Groups in LinkedIn 
Channels in YouTube 
Meetups 
Teachers 
Schools 
Conferences 
Tools for 

 
Tip:  Use content filters in your searches.  For example, searching for “coach” will return sports 
coaches, life coaches, and handbags.  You can filter out the stuff you don’t want by adding a minus (-) 
sign before the stuff you don’t want:  coach -sports -handbags.  
Also available through https://www.google.com/advanced_search  
 
Tip:  Use time filters in your searches.  Often searches will return older results.  For Avatar searches, 
most of the time we want newer results, within the past year for example.  
Available through https://www.google.com/advanced_search  
 
Tip:  Magazine Media Kits!  Did you know that magazines often provide demographic information about 
their readers?  You can use this information to check whether you have the right magazine.  Or if you 
know you have the right magazine you can find out some demographics about your audience.  Golf 
Digest readers, for example, are around 55 years old, 82% male, 72% married, 77% attended college, 
and they make around $104,000 per year.  To find media kits search for the magazine name plus 
“media kit” or “advertising”.  Also, the JustMediaKits.com site provides media kits for over 2,500 
magazines, categorized by consumer market. 
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Step 2c:  Harvesting 
By now, you have a searches document with a lot of raw, detailed, messy, and possibly overlapping 
information from people who are talking to your Avatar.  And your Avatar document, where you’re 
recording summary information about your avatar, is likely to be relatively empty.  
 
Here is a basic technique for harvesting the raw information: 
 

1. Ask a question.  Go to the Avatar document and find a section in the Motivation or Connection 
section that is blank or weak.  Frame a question around that.  For example, “What are my 
Avatar’s challenges?”  This will focus and sensitize your mind. 
 

2. Scan the searches document.  Steep in it until you see themes and patterns emerge that 
relate to the question.  This may take a while and you may have to stop from time to time to let 
your mind rest.  As an example of scanning, we might notice that there is a theme of blog 
authors talking about the finer points of your golf swing.  From that we can infer that a good golf 
swing is something our Avatar finds challenging.  The proof is in how often a theme is repeated. 
It is likely to feel a little fuzzy, but that’s ok. 
 

3. Record your findings in the Avatar document. 
 

What if you don’t find a pattern?  Then one of two things is going on.  
 
The first possibility is that the information is out there, but your searches didn’t find it.  In this case, you 
can scan the searches document again, but with a different question:  “What new words or ideas am I 
seeing that I could use in searches?”  Then go back to Step 2b, Searching. 
 
The second possibility is that the information is not out there.  This is uncommon.  So don’t jump to this 
conclusion too quickly. 
 
Tip:  Identify visual styling.  As you’re searching and harvesting.  Pay attention to visual styling.  What 
colors, fonts, and images are you seeing?  This will help create your own visual styling. 
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Step 3:  Interact 
Now that you have gleaned what other people know, it’s time to get your own first-hand information.  It’s 
time for conversation with your people who match your Avatar.  Remember that the purpose here is to 
learn about them.  Don’t talk about yourself any more than necessary.  People love to talk about 
themselves, so let them. 
 
Where to find them: 

● Online communities (facebook, linkedIn, Google+, ... ) from Investigate step 
● In-person gatherings (meetup.com, conferences) from Investigate step 
● From your own networks, asking existing clients, colleagues, and friends whether they know 

someone like your Avatar who you can talk to 
 
What to ask: 

● Confirm what you think you know, which is everything in your Avatar document.  
● Fill in the blanks of what you don’t know.  

 
How to ask: 

● Break your question into smaller pieces.  You’ll get better response if your question is: 
○ Something they care about 
○ Easy to understand what your asking 
○ Easy to think about and respond 

● Question styles 
○ Ask Outright: Ask them how they would respond to a particular Avatar worksheet item 

and why. 
○ Assume & Confirm:  Assume something (aloud) and ask whether that is correct. 
○ Provoke:  Say something controversial to get people talking on the topic. 

 
Ways to interpret their responses: 

● People complain more than they praise, so expect it and don’t over-interpret lack of positive 
responses. 

● Pay attention to their words and phrases and how often the come up within and across 
conversations. 

● Pay attention to what’s behind the words.  Their responses also reveal something about their 
beliefs and feelings.  
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Step 4:  Inspect 
This step assumes you’ve been selling and delivering for a while.  It’s about confirming your Avatar with 
real-world results. 
 
Go back to Step 3 and talk to your prospects and clients, and find out: 

● How well does the Avatar describe them? 
● How well do your marketing and sales messages resonate with them? 
● How well do your products or services support them? 

 
Use this information to improve your Avatar and how you’re communicating with them. 
 

Step 5:  Iterate 
Periodically go through the whole process again to keep your Avatar well focused. 

What’s Next? 
Congratulations.  Once you’ve gone through these steps, you will have a strong and well-focused 
understanding of your ideal clients.  You can use this understanding in several important ways.  Here 
are a few. 
 

● Targeting who sees your advertising so you have a higher return on your advertising dollars. 
● Focusing your advertising, blog, and social media content so you attract more of the clients you 

love and fewer of the ones who are only ok or worse. 
● Tailoring how you sell and deliver your services so your clients love them a lot 
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