
“My Happy Customer” 

Who Do You Want Them To Be? 



What Do You Know About Them? 
Informed assumptions I already have.

“My Happy Customer” 



What Are Some Questions You Could Ask? “My Happy Customer” 



Interview, Surveying & Polling Sheet 
Use this sheet (and additional paper if you need to) for documenting 

question responses, poll statistics and other feedback gathered.

Pressing Challenges, Role in Purchasing, Objections 
Problem Areas, Pain Points, Goals, Values:

“My Happy Customer” Create Your Dream Client
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	Who Do You Want Them To Be?: We want them to be educated. They know that they need help. We want them to be humble. They are willing to ask for help.  Registering and signing up for the course at either level is an easy choice for them. They are eager to learn.  They are resourceful, they ask questions, they do their research on keywords, take notes and review them, and implement our coaching.  They rave about us and our course. They see immense value in the !MPACT Effect and feel that it’s worth beyond paying for it.  They are someone who we can help to see valuable and desired results quickly and for whom our education and trainings make a marked difference in their entrepreneurial experience.  They’re our friends. They are awesome and cool people I would  hang out with and have dinner with.  We support each other when we make mistakes, step in and help each other and other students when we’re absent and/or unable to.  They are valuable additions to the !MPACT Effect community and superstar contributors.  When asked if they’d recommend our course to friends or family on a scale of 1 to 10, they’re an emphatic 10! 
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	Who Do You Know About Them?: - I know that they have ambition. They have vision and have a goal of seeing their vision come to fruition- From previous interviews with a different brand, I know that their biggest fear is being mediocre or living a mediocre life. They want to be significant.- I know that there’s generally a few categories for entrepreneurs: full-timers, side hustlers, and side-jobbers. (I also know that they last group may not be our ideal target market.)- I know that a large percentage of the general workforce considers themselves to be entrepreneurial minded.- These are people who believe that their dream/vision is a possibility and that it can be made true.  They don’t see the 99% of business that fail.  They see the 1% that succeed. But, they are scared at times to give it a shot or take the next step.- I know they want an enhanced financial life and ready access to capital.  They generally value lifestyle and great living.  I know that they have an internal yearning for more and to be great!- I know that they don’t yet have all the training they need.
	What are some questions you could ask?: - Are you currently working?- If so, are you happy with the work you’re doing?- Do you feel like it’s your dream to be of service to the world in some way beyond your job?- If so, what ways do you feel you could best make a contribution?- Do you feel like you are someone who should own their own business, or could be one?- If you were ever to start a company or biz , would you try to go at it alone, or sign up for a course or training first?- Have you ever thought of starting an on line business?- If so, what’s stopping you?- Does the idea of passive income scare you, excite you, or confuse you?- At the heart of everything what do you really want?- What’s one of your biggest fears?
	Questions: Problem Areas/Pain Points:They’re possibly in a job/career where they’re doing work that they don’t love.They’re feeling like they are ready for the next thing, but don’t know what it is or how to get there.They are feeling stuck, stagnate at their current stage in life and maybe even feel like they are living a mediocre life and could do greater things.Goals:They want to do their passion full-time.To have more time with family and loved ones.To experience more adventures.To experience more of the fruits of their labor.To feel like they are making a contribution to the world with their passion.Values:Quality time, family and community.Support, assistance, teamwork and great coaching.Breakthroughs, triumphs and success.
	Answers & Responses: Pressing Challenges:They don’t know how to turn passion into profit.They tried before, but it didn’t work out.They’re skeptical about if it’s possible and/have some contradictory beliefs holding them back.They don’t know where to start, how to learn, or who to trust when it comes to making money from the InternetRole in Purchasing:They are the purchaser. In some cases, they need to consult with a husband, wife, or other financial supporter about the purchase.Potential Purchase Objections:Is this going to work? And how do I know for sure?Pricing and financial capability to make the purchase or monthly commitmentMoneyTimeSpouse


