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Consider a bad experience you have had with a customer. (If you are in the fortunate position that 
you have never had a bad experience with a customer, think about when you have had a bad experi-
ence AS a customer, and answer the questions as if you were person who dealt with your  
complaint). Write down everything you can remember about that experience:

What happened?

  
 

Why were they so unhappy? 

How did it make you feel?

 

What did you do about it?

 

How could the issue have been avoided? 
 
 
 
 

How could you have avoided having that person be a customer in the first place? (Yes, it’s OK to think that not all 
customers are welcome.) 
 
 
 

1
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Now build a picture of what kind of people your WHO are (i.e. the people you truly want to serve 
with your business). 

What is your Business Soul Mission? (Refer to our free resource ‘Business Soul Mission’ if you have not yet 
worked this out)

 
 
 
 
 

What kind of people would this appeal to and matter to?

What have you identified as the values of your business?

  
Where do people who value those things tend to shop, and what do they spend their money on? 
 
 
 
 

 
The kind of customers I want to attract are (describe them and what is important to them)...
• 
• 
• 

The kind of customers I don’t want to attract are...
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Go into more detail by comparing your existing customers with your ideal customers (your IDEALs):

CURRENT CUSTOMERS IDEALS

Their values are...

They are drawn to our  
company because...

The best way to describe them would 
be...
(include rough customer profile 
including age, demographic, etc)

Financially they are... 
(give an indication of their income 
level)

They are inspired by...

They are afraid of...
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If someone could wave a magic wand 
and make something  
better in their life it would...

Their purchase pattern tends to be... 
(one-off, repeat, lurking before buying, 
etc)

The amount they are prepared to pay 
for products and  
services is...
(give a $ range)

They frustrate me when...

I love them when...

 
 
Declare your WHO. Describe the kind of people who are your IDEAL customers, and start thinking 
about where you can find them.

http://dowhatyouloveforlife.com


  

©Do What You Love 5HTTP://DOWHATYOULOVEFORLIFE.COM/COURSE/BSS

IT ISN’T 
‘WOO-WOO’

IT’S SERIOUS BUSINESS
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PROFITS

PROFITS

The Business Soul Sessions is a 
manual for building a bigger business 
while building a happier life. 

A life that allows you to do what you love, 
contribute to the world, and make profits 
you can be proud of.

GREATER IMPACT 1

SERIOUS PROFITS2

$$$

EXPLOSIVE GROWTH3

 SESSIONSTHE BUSINESS SOUL

A REVOLUTIONARY APPROACH TO
BUSINESS 
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Find out more and get started
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