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Defining Your Service Audience 

 
 

A Single Client 

Contrary to what many people think, when you are defining your service, you should have only one 
person in mind, not a generic group of people. When you focus on a single person and what they 
want and need, you will be more focused in defining exactly what your service is and is not.  
 
When you focus on a large group or type of people, your definition becomes somewhat vague. This 
is because you are trying to be appealing to a wider group and your service ends up being so generic, 
it loses any appeal. 
 
The more specific your service is, the more it will speak to the people that need it. So while you will 
define it with a single person in mind, you will find that it appeals to a wide group of targeted people 
because they can identify and relate to what you are offering, more than they could relate to 
something very generic. 
 
For every service you create, you should define that service’s key client before you define the 
service. As soon as you have established your theme, the heart of what you would love to offer, the 
next step is to understand who will benefit most from this. We call this single person your Service’s 
Client Avatar.  

Your Service’s Client Avatar 

A Client Avatar is a detailed profile of the ideal customer for this service. It does not make 
assumptions or categorise people into groups. The avatar focuses on a single person and outlines 
everything about them.  
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Having a deep understanding from a clearly defined Client Avatar will help you:  

▪ Define the format in which you will deliver the service that will best suit their needs, eg 
a class or a retreat 

▪ Define the contents or topics that the service should cover (and what it should not) 
▪ Plan the service delivery logistics to match your customer’s needs, behaviours, and 

concerns 
▪ Define the materials required during the delivery of the service 
▪ Better connect with your customers through your language you use in service 

descriptions and marketing materials because you will understand their pains, 
pleasures, desires, and wants 

▪ Be more effective in your advertising - your marketing budget will be well spent when 
you know where to advertise and who to target to maximize your exposure 

 
To put this in context of the theme of “feeding your feminine fire!” you may find that when you tune 
into the specific client you are meant to serve, you may find that your ideal client could be: 

▪ Sarah – an early 20s university graduate wanting to make a professional career in a creative 
industry, who loves dance and music 

▪ Bob – a middle aged man having difficulties in his marriage as he is uncomfortable with 
expressing nurturing and gentle aspects of relating towards his wife 

▪ Milly – an over 50s active woman who has spent her life raising her children and caring for 
her husband and now wants to reconnect with her essence and give back to herself 

 
As you can see, each one of these will have a very different need from the way your service is 
delivered – Sarah may prefer ecstatic dancing to release the fire within, Bob may want a workshop 
or appointment to learn and practice techniques, Milly may want a retreat with various meditations. 
 
Event the language you will use to attract each will be different – remember the theme is not 
necessarily the title of your service, though it can be. “Feeding your feminine fire!” may be the heart 
of the service, but it may not be the language that attracts Bob to look at his feminine side. 
 
The better you know your ideal client, the more people you will connect with. This will be a far 
deeper connection as it allows you to deliver that theme in the way that is most palatable for the 
client that needs it.  

Many people try to target a broad client base, but this is a common mistake because: 

▪ Trying to appeal to everyone, ends up appealing to no one 
▪ Trying to speak everyone’s language, connects with nobody personally 
▪ Attempting to reach everyone, ends in spending too much time and money and rarely 

reaching your target market let alone your ideal customer 
 

How to Define Your Client Avatar 

We recommend approaching your Client Avatar intuitively rather than logically. You now you have a 
deep connection to the theme you would love to create for your clients, and guess what? You are 
already energetically connected to the clients you wish to serve so now its time to bring that 
connection into your awareness. 
 
An intuitive approach allows you to receive information and insights about them, that intellectually 
you may have discounted or not realised.  Defining them through intuition also helps you strengthen  
this energetic connection and drawn them towards you and your heart’s creation. 
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If you have an intuitive technique you are familiar with, please do use it, otherwise we have a 
suggestion below we invite you to use. 

Meeting your Client Avatar 

You will need:  
▪ at least half an hour of uninterrupted time  
▪ questions to ask them and paper and pen to write down the insights 
▪ honesty and openness  

 
Steps to take:  

▪ Start by taking a moment to breath and ground yourself  
▪ Close your eyes and consciously let go of all your expectations, and let go of the need to 

know anything, let you mind rest 
▪ Set your intention to meet the client who will best be served with the theme of your Service 
▪ Set your intention that they will share with you any information you need to know 
▪ Now, just as you would do with a guided mediation, picture yourself walking through a 

forest, making it a vivid sensory experience of colour, sound, and smell 
▪ As you walk through the forest you notice a path which you follow 
▪ The path forks in to two and you take the left fork 
▪ The path eventually leads to a clearing and you walk out of the forest into a beautiful garden 

with all your favourite flowers  
▪ You find a nice bench in the garden and take a seat 
▪ From behind a nearby tree you see your Client Avatar step out and come over to talk to you 

 
Your Client Avatar maybe someone you know, or they may not be in human form. Either way, it does 
not matter. Simply without judgement, allow the Client Avatar to inform you about who they are, 
receive from them and write down their answers.  
 
Take time to ask questions, like the ones that follow. If nothing is forth coming, take a moment to 
tune back in and ask again, or come back to that question later. 

Suggested Questions for your Client Avatar 

Who are they? 
▪ name, age, gender, where they live, who with 
▪ Their occupation, education level and financial status  
▪ Relationship status, whether they have children and perhaps sexual preference if relevant 
▪ Any health concerns or disabilities? 

Their Life 
▪ What areas of their life are the seeking to elevate further or what goals they have? 
▪ What concerns or challenges do they have in their life now? 
▪ What interests them (hobbies, entertainments, industries?) 

Theme and service: 
▪ How could they benefit from your theme? 
▪ What do they most want to do or learn about in relation to your theme? 
▪ What will they resist the most about your theme? 
▪ What is not relevant for them to know or do? 
▪ What do they already know about this theme? 
▪ What is the ‘final clincher’ that makes them want your service? 
▪ What else do they feel you should know about them and this theme?  
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