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Let’s face it there’s a myriad of ways to attract your ideal client from paid 
ads to speaking at industry events, but it’s never been more important to 
choose precisely which path you’ll take. Of course, you could do a bunch 
of different things, but this is usually not a good idea, especially for small 
business owners. Otherwise, you run the risk of overwhelm, burnout, and 
crazy expenses. After working with many business owners and in my own 
businesses, I’ve found that simple and effective wins the day by a landslide. 

Simplicity is so underrated in a time when we’re bombarded with demands 
on our time, and expansion of our brain space. Why overcomplicate 
something that honestly doesn’t need to be complicated to get the results 
you want?

This list of 7 Simple Ways to Attract Your Ideal Client is designed to offer 
a respite to the business owner who wants to focus on generating high 
quality leads with a simple, reliable plan that works. My suggestion is that 
you focus on one main channel to generate leads and work the shizzle 
out of it. Then add on another channel once you’ve got it on auto-pilot. 
You are the captain of your ship and get to choose the route that works 
for you and your business.

Enjoy!
Michele Thompson Rosario
Chief Strategist & Designer,
Bright Effects

Greetings,
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2. Know Who They Are

Get clear on who’s your ideal client. This one would seem obvious, but after working with many 
entrepreneurs, I can tell you it’s not. When asked the question….Who’s your ideal client? I often 
receive this response: everyone. Wrong!

Everyone is and shouldn’t be you’re your ideal client. Why? Because you can’t be everything to 
everybody. I know that can seem counterintuitive when you want to grow your business. Yet, 
research and studies have proven this assertion time and time again. Not clearly knowing who 
your ideal client is only serves to dilute your message and influence, which are both needed if 
you’re to move browsers to buyers. 

Start by getting crystal clear on who would benefit the most from what you have to offer?
How what you do solves their problem? What do they do? What do they look like? What is
their gender?

1. Create a Valuable Opt-In

Create an easy breezy pdf that solves a 
problem for your ideal client. Creating a 
checklist for business owners to keep their 
financials organized would likely be a win 
for an accountant, CPA firm, or bookkeeping 
business. How about a list of condo’s priced 
under $300K for new buyers for a real estate 
agent. This list of condos generated hundreds 
of leads for one of our clients with ease and 
low cost.  The key is to create something 
that helps your ideal client solve a problem. 
By doing so, you establish the value and 
credibility you can bring to your clients.
You demonstrate that you can help them
win, whatever that looks like. 

Create something of value, ask for their email 
in exchange, and see the leads pour in.
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4. Be Where They Are

To attract who you want, you must hang out in the same places they do. This is why specialty 
dating sites are so popular today because many are based on specific needs. If you’re looking 
for a farmer, they’ve got you covered. If you’re looking for someone over 50, there’s a dating site 
for that too. 

The places where your ideal client hangs out is where you need to be. Where are they on social 
media? Where do they get their news? Where do they like to chat online? What online platforms 
do they spend time on? What Facebooks Groups are they in?

These places are the gateway for you to get to know your clients, engage with them, and share 
your expertise. 

3. Fill in the Color

This one is actually part B of the previous 
tip and is what great marketing is all about. 
Once you have a sketch of your ideal client, 
you need to fill in the color to take it to the 
next level. Where do they hang out? What are 
their likes and dislikes? What worries them? 
What excites them? What do they need more 
of or less of? What are their favorite books, 
podcasts, TV shows, restaurants, magazines, 
brands, products, services? 

The more you can get to know your ideal 
client on a granular level, the more you’re 
armed with business intelligence to create 
compelling messages and offers.
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5. Make SEO An Ally

Forget what you heard about SEO. Or about it being dead. SEO is one of the best ways to generate 
traffic for your website. And mixed with a compelling offer and message, you can turn that traffic 
into new clients. With a load of new tools and technology, it’s easier than ever to boost your SEO 
game. Having a solid SEO strategy is a must if you want to amplify your online presence. 

Start by identifying 5-10 keywords for how clients would search for your type of business 
on Google.  You can use tools like SEMrush or Ahrefs to help with your research. Ideally, the 
keywords you’re looking for have a high cost per click (CPC) with a high search volume and low 
competition. Once you’ve settled on the right keywords for your business, use them to optimize 
your website and all the content you create.

This is a great long term strategy that will help you rank higher in Google searches as well as 
build credibility in the online world. 

6. Distribute Content Liberally

Great content that solves a problem for your ideal client is an 
amazing way to build your authority in your industry, reach those 
that can benefit from your unique insights, and initiate a relationship 
with a new lead. What makes content great? It helps your ideal client 
solve a problem, overcome a challenge, break down a barrier, or even 
provide a new perspective on an old topic. 

There’s a lot of information out there today with search tools and news 
aggregators. Distributing your content liberally in the right places are 
sure to generate attention when it provides something of value for the 
very people you want to work with and who need your services. 

Start by getting familiar with the different distribution channels for
your content type. If you write blogs or articles, post them in the 
places where people naturally gravitate to this type of content. 
Ensure it’s a place where your ideal client hangs out and become 
a part of that community. As an extension of your content, article, 
or blog, provide an opportunity for interested readers to engage 
more with you. (ie. Sign up for a freebie, invite to a webinar, free 
consultation). You always want to be advancing in the direction of 
your ultimate service or offer.
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7. Let Your Light Shine

It’s important to know who your ideal client is but just as important to know who you are and 
exemplify that in your communication. 

For Nike, they’re known for the authentic athletic performance. For W Hotels, they want people to 
feel stylish with a bit of sizzle. For Starbucks, it’s creating spaces for people to enjoy their product. 
Here’s the thing…you don’t have to be a billion-dollar company to have a strong brand. A brand isn’t 
just about the visual elements of your company but also about who you are and what you stand 
for? What are the values that drive your business decisions? What are your core beliefs? 

All these elements together form the unique personality of your business, which will 
undoubtedly attract those that are a great fit or repel those that won’t benefit from the value 
you offer. You most certainly want your brand to do both - attract and repel. This way, you can 
focus your efforts and resources where it counts. 

Start by getting clear on these questions and make sure that it’s incorporated into all that you do. 

Curious about implementing a simple lead generation strategy in 
your business? Set up a free intro call to get started. 

 BOOK A FREE INTRO CALL NOW

https://www.brighteffectslearning.com/book-online



