Make your ideal clients fall in



Step 1. Who Do Becky L. Duncan

You Know"?

Your goal is to fill your calendar with clients you can't wait to work with, right?
You want clients you love so much you'd help them for free - except you don't

have to.

A great place to start is ]oy making a list of who you cﬂready know, past clients
or friends, that fit that description. Remember, these are clients that are so great, if

you could clone them, you'd be a millionaire. Write their names below.

Just started your business? Don't have former clients? No problem. Check out
Bonus One at the end of this guiole.

Step 2 Reach Out And

TOU_Ch Someone

Now that you know who you'd love to work with again (and Qgctin), it's time

to get inside their head and see the world Jrh:rough their eyes.

Reach out to each person on your list and explqin they're your ideal client. Don't
hold back on the complimen’[s - ﬂaHery will get you everywherel Ask if ’rhey
would be willing to answer a few questions in exchange for whatever you're
Wiﬂing to give them (a gift card, a free session, etc.). Need help writing that
email? Check out Bonus Two at the end of this guiole.

Once Jrhey say yes (and ’rhey will - don't Worry!), get them on the phone and

ask the following questions. Yes - the phone. You'll get the best, most accurate

feedback if you get them on the phone. Sure, they can do it via email if there's
no other option, but the results you get from a phone interview will be like

catnip to future clients.
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Step 3. Ask, Listen, Becky L Duncan

W rite

Once you get your ideal clients on the phone, ask the foﬂowing questions
and record their exact words in the spaces provided. Be sure to use their

exact words.

Here's why: Think of a time you've heard someone use the same, unusual
expression you use. Or mentioned your favorite book or movie. You felt an
instant connection with them. You want poieniiod clients to feel that same
connection. And you can make that happen ]oy repeating your ideal
client's specific phrases. Record the phone call if you have to, but be sure to

capture their exact words.

The Questions

1. What symptoms were you experiencing that lead you to search for a

solution?

2. What did you Google that lead you to my site?
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The Questions, Becky L Duncan

continued

3. Before we worked Jfoge’rher, what did you feel your ]oigges’f pro]olems were?

4. Before we worked Jrogeﬂqer, what were the real problems you wanted to
solve? Not just wanting to lose Weight or wanting more money-whqt would
those Jrhings have given you? How would Jrhey have improveol your life?

What were the problems you couldn't even admit in the mirror?

5. How would you describe your life before we worked Jfogefher?

6. What did you hope Working with me would chqnge for you?

go BeckylLDuncan.com


http://beckylduncan.com/

The Questions, Becky L Duncan

continued

7. What is your life like after working with me? What's changed?

8. How was Working with me different from other Jrhings you'd tried before?

o If you could go back in time and give the old you some advice, what
would you tell her?

Now that you've captured her exact words, you're sitting on a copywriting

gold mine. Use her words in your copy to attract more of your ideal clients.

If you need a little extra help, you can check out this article that walks you
Jfhrough how to weave in these phrases for the ]oigges’f impact.

Not only will you be buﬂding a business of passionate fans, Jrhey'ﬂ be faﬂing

in business love at first sight
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Bonus One: Mining for Becky L Duncan

words without clients

So far, we've covered how to gaﬂqer your ideal client's words ’rhrough an

interview. But what if you're just starting out & there's no one to interview?
No problem.

But before you go further, I want to stress interviewing dream clients is
THE BEST way to do research. The following top-secret go-tos to uncover
your ideal client's lqnguage are best used when you need the right words

but don't have enough people to interview.

« Find books on Amazon related to your topic. Scan the book reviews for
key words and phrases.

« Visit AnswerThePubliccom to uncover popular questions.

o Identify businesses that have clients you would like to work with. Read
their blog comments to find frequently asked phrases and questions.

e Join Facebook groups filled with your ideal clients. Record problems,
phrases and questions they commonly post.

e Search Twitter questions and hashtags within your field. Make note of

words Jrhey use.

Identify your ten most active ]olog readers (measured by click rates) and

follow the interview steps above for interviewing clients.
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Bonus Two: How to ask Becky L Duncan

for the interview

When it's time to reach out to those dream clients to ask for the interview,
tailor this email ermplotte to fit your field and s’fyle. Just copy, paste,

personalize and hit "send".

Dear Susie:
[ve enjoyed working with you these past three months. I've been impressed
by your focus and qbili’ry to adapt to this new process.

Your increased s’rreng’rh & weigh’f loss are direct results of your hard work.

I WOU.].CJ. 10V€ to fll’ld more Cli@l’ljlfS as awesolne as you. WOU_ICJ. you be

wiﬂing to answer a few questions to help me meet more rockstar clients?

['d love to offer you a free session in exchange for your tHime. Thank you for

your insight and for giving our time ’[ogether your all.

Here's to the new, stronger you.

quing trouble spinning your newfound words into copyrighfing gold?

Tag me in the Facebook group and let's start creating passionate fans.

8@ BeckyLDuncqn.com


http://beckylduncan.com/
https://www.facebook.com/groups/1030349787058806/
http://beckylduncan.com/

	untitled1: 
	untitled2: 
	untitled3: 
	untitled4: 
	untitled5: 
	untitled6: 
	untitled7: 
	untitled8: 
	untitled9: 
	untitled10: 


