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Define Your Ideal Client
Prepared by Kellie Davis for the Personal Trainer Development Center (www.theptdc.com)  
1. List the following stats about your ideal clientele:
· Age, sex, marital status, location, children 

______________________________________________________________________________
· Household income, profession, hobbies, interest
______________________________________________________________________________

· Activities, entertainment
______________________________________________________________________________

2. What area of will your services help to improve for this person. What frustration does she/he face and why does he/she want to change this?
______________________________________________________________________________
______________________________________________________________________________
3. Why do you provide these services? Did you face the same issues? Did you see a need in the market? Were you tired of similar services with inferior results? Come up with as many as possible.
A.____________________________________________________________________________
B.____________________________________________________________________________
C.____________________________________________________________________________
D.____________________________________________________________________________
4. What types of benefits will your ideal client receive? Don’t just think in terms of program features. Benefits answer the “so what?” factor. Features don’t address the issue on an emotional level. Think about how your program and services will improve your ideal customer’s life. Come up with both physical and emotional benefits. 10lbs is not a benefit. Fitting again into a dress that they wore on a cruise ship where their husband told them they looked beautiful is a benefit.
______________________________________________________________________________
______________________________________________________________________________
______________________________________________________________________________
______________________________________________________________________________
5. What are your ideal client’s 3 biggest hot buttons? These are core desires, wants and needs. Come up with several and narrow it down to 3. 
A.____________________________________________________________________________
B.____________________________________________________________________________
C.____________________________________________________________________________
6. What are your client’s largest fears? List the most powerful, and also smaller fears. ______________________________________________________________________________
______________________________________________________________________________
7. What are your client’s largest frustrations? These differ from fears. Fears are unknown, frustrations are experiences. 
______________________________________________________________________________
______________________________________________________________________________
______________________________________________________________________________
______________________________________________________________________________
8. What will your client gain from this service?
______________________________________________________________________________
______________________________________________________________________________
______________________________________________________________________________
______________________________________________________________________________
9. What is your proof? Why should your ideal client believe you and listen to you? This is the part that affects them the most because they are deciding to make an investment. Think of what makes you an authority in this area. Do you have an educational background? Research background? Did you solve this problem for yourself? What makes you different? Come up with as many reasons as possible.
______________________________________________________________________________
______________________________________________________________________________
______________________________________________________________________________
______________________________________________________________________________
______________________________________________________________________________
______________________________________________________________________________
______________________________________________________________________________
______________________________________________________________________________
10. Who is this service for? Who doesn’t need this service? Make two lists. Who absolutely must have it and who doesn’t need it at all?
Who needs it

______________________________________________________________________________
______________________________________________________________________________
Who doesn’t need it

______________________________________________________________________________
______________________________________________________________________________
11.What objections will your clients have to buying your services? 
______________________________________________________________________________
______________________________________________________________________________
______________________________________________________________________________
12. What is the ultimate goal or dream of your client (be specific!)?
______________________________________________________________________________
______________________________________________________________________________
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