CONSULTING

The Dream Client Workbook

A JAMIE SONNEX CONSULTING RESOURCE



DOYOUKNOW YOURCLIENT?

What is the end result that your ideal customer wants to achieve?

What are the elements required to get to this end result? (the steps ... the sticking points
or roadblocks)

What can you give them (as in information) that will move them closer to that end re-
sulte (... like one step closer, then one more step, and one more, etc)

What is the biggest fear they have that's preventing them from getting to the end
resulte (hint: find the painl)




NICHE AND AVATAR

GOALS AND VALUES

Goals:

‘alues:

SOURCES OF INFORMATION

Books:
Magazines
Blogs/Websites:
Conferences:
GUrUS:
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AVATAR NAME

Age:

Gender:

Marital Status:
#ikge of Childrer:

Locatkon:

Quote:
Occupation:

Job Ttk

Annual Income:
Lewel of Education:

Other:

AVATAR NAME

Age:

Garder

Marital Status:
misge of Childrer:

Locatkon:

Qlukte:

Oecupation:

Job Ttk

Annual Income:

Lewal of Education:

Other:

CHALLENGES & PAIN POINTS

Challenges:

Paln points:

OBJECTIONS & ROLE IN PURCHASE PROCESS

Objections to the sk

Rale In the Purchase Process:
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Book the 20-minute call.

calendly.com/jamiesonnexconsulting/30min




