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This is the most important step in your marketing, getting really clear on your 

audience / customers / dream team members are - the problem you solve for 

them and your brand mission.  

 

It's really important to focus on your ideal customer interests and 

demographics here as you will need clarity on these when it comes to Facebook 

ads - so please pay super close attention to this part and put as much detail in 

your answers as possible - this may require you adding yourself to some 

Facebook groups where you, as a network marketer or small business owner are 

helping people to solve their problems are hiding, whether that is problems that 

your products help with or financial problems that your opportunity helps with. 

(remember we never use company names now = just the word opportunity) 

 

Either way you are a solution to somebody's problem. 

You can almost put yourself in the same category as coaching now because 

when you have a team you become their coach to help solve their financial 

problems, when you take on new customers you then become their coach and 

support them whilst they use your products. 

So, it all comes back to one thing SOLVING PEOPLE'S PROBLEMS! 
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To become an attraction marketing queen and form a strong brand you need to 

be really clear on the problem you are helping people solve, once you have 

clarity on this then it will help you gain clarity on your audience and then lead 

into helping you gain clarity on your brand. 

You can solve two different problems 

1. with your opportunity 

2. with your products 

But you would bring them together with your brand 

e.g. A health and wealth coach 

You help people to solve their health problems and also their wealth problems. 

I'm passionate about helping you create something that is yours and lead the 

way with your own brand so getting clarity on the problem you solve within 

your niche is vital for success. 

When you are filling this workbook out THINK MUCH bigger than JUST your 

network marketing company, dig into your core values, your mission, how you 

want to help people, what your true passion is, how you want to help others, 

what you want to be known for and create everything around that. 

e.g. You sell make-up BUT your core values tell you that it's much more than 

that it's about women empowerment, you want to help these women to feel 

confident in their own skin, you want to give them back their power. 

This then becomes what your brand is based around and the mission you are 

going to lead with. Which then impacts how you show up on social media and 

the type of things you post about is all to do with empowerment. This way you 

know your marketing is speaking to and attracting the right audience. 

People don’t just invest in your products or join your team because it’s a nice 

thing to do. They invest because THEY NEED YOUR HELP and that need has to be 

strong enough for them to be willing to hand over money to you so that you can 

help them to solve it. 
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It is this NEED that has to be identified. Once you can identify why someone 

would need your help, this will form a powerful part of how you communicate 

online and will highlight the importance of investing in you. So let’s first assess 

whether the problem you solve is on a NEED to solve basis, a problem that your 

audience will be willing to pay money to solve. 

A good way to identify whether what you help people with is something that 

they NEED help with, ask yourself 

1. Is this problem causing them PAIN in some way right now? 

This could be physical pain  

e.g. You are a health coach that helps people with some sort of illness. 

This could be emotional pain 

e.g. You are a mindset coach who helps women through depression.  

 

This could be financial pain  

e.g. You help women make more money 

 

It could be a relationship pain  

e.g. You help couples save their marriage.  

 

It could be a time pain 

e.g. They could be totally lost and confused as to how to start a Business yet 

they are desperate to leave their job. They don’t have the time to figure 

everything out by themselves. 

This question below is perhaps more relevant to WHO you help but they are 

important when it comes to establishing whether there is a NEED for this 

problem to be solved so worth mentioning at this stage too.  
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2. Is the problem something they have been struggling with for a while? 

People don’t tend to seek help straight away for things. Normally it takes time 

for the pain and the severity of their problem to kick in. Before they get to the 

stage of investing in help, they normally try to solve the problem themselves or 

seek answers online. (this, is why collecting your leads and nurturing them to 

build the know, like & trust is vital because they won't always buy straight away) 

3. Is this something that is keeping them up at night? 

For example, are they are googling answers to their problem? 

Have they bought every book about this subject yet are still struggling?  

(again, why nurturing them, educating them & communicating effectively is 

vital) 

4. Are they AWARE that their problem exists? 

Someone could have a problem but may not be aware that they have it or may 

not understand the severity of it. 

 

For them to actually SEEK HELP, they need to not only have awareness, but they 

must also need to realise that this is something they CANNOT solve alone.  

(your marketing will help them understand this & that is why first you must have 

clarity on it yourself to be able to effectively speak about it within your 

marketing using the correct communication techniques I teach) 

 

A part of what you will learn throughout this training is communicating to your 

audience and how to craft effective copy.  

 

As part of this communication, you will EDUCATE your audience on the severity 

of their problem and why it is so important that they seek help. (e.g. buy your 

product or join your team) 
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For example:  

You are a business coach who helps people launch an online business. You need 

to be seeking out those people who KNOW that they will struggle achieving this 

alone.  

They are currently AWARE they have a problem e.g. no knowledge of the online 

business world or where to start and don’t have the time to figure it out alone.  

 

You also need to be EDUCATING those who think that they can achieve this 

alone, those who perhaps don’t realise that they even have a problem, you 

would do this in the language you use to your audience when writing your ad's, 

posts, etc.  

Your success to sell online, lies within your ability to communicate effectively 

with your audience in a way that describes the problem they currently have and 

then educating them that you are the solution to their problem so they buy 

your product or join your team, so before you can do this you need to be clear 

on what their problem is, that is why this exercise is one of the most important.  

 

5. Is this problem something they are likely to pay money to get solved?  

e.g. They want to lose weight and are ready to buy your weight loss products or 

buy your programme to get the results they desire.  

 

NOTE: DON’T GET CONFUSED ON THE PROBLEM PEOPLE HAVE AND THE 

SOLUTION YOU PROVIDE.  

Your solution is YOUR METHOD of solving the problem  
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Example - Your products/ opportunity.  

 

The PROBLEM may be they want to lose more weight but need help with their 

mindset to do it. 

The SOLUTION would be HOW you solve it.  

So, this could be:  

 

* You offer mindset coaching alongside selling your products to help them 

transform their beliefs around weight loss and achieve their desired goals.  

 

Another example Problem - Need more money Solution 

 

* You are a business coach that offers women an exclusive opportunity and 

helps them to implement a powerful business strategy to attract a consistent 

secondary income which in turn will set her free from her 9-5.  

 

Another example Problem - Confidence with how they look  

 

* You are a self-love and confidence coach who empowers women to not only 

look great from teaching them make-up skills (and selling make up) but you 

empower their minds and change their beliefs so they gain more confidence 

and learn to love themselves.  

 

It is important that you can communicate clearly what the PROBLEM is (as this 

is raw to them and is what they want solving) rather than the SOLUTION (your 

product/ opportunity etc) as the problem is what your audience will be able to 

identify with and if you can let them know that you understand their problem 

first before offering your solution then that is what will attract them in and they 

will buy.  
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e.g. A lot of people go in straight with the solution and market their solution 

(there product etc) instead of educating the ideal customer on their problem 

and letting them know you understand and then offering your solution, it works 

much better this way and you see far more results and so that is why we need 

to identify your ideal customers problem.  

 

The PROBLEM needs to be something that your audience have AWARENESS of 

because one of the things that you will need to do in order to get their attention 

online is craft copy and create content that speaks directly to them by 

describing this problem in detail.  

 

The more accurately you can describe this problem that they have, the easier it 

will be for your audience to identify you as someone who is able to SOLVE their 

problem and they will purchase your solution. 

 

Think of yourself going into your doctors complaining of a pain in your stomach. 

Your doctor then begins to describe all, of your symptoms in greater detail. You 

instantly feel at ease because you feel that your doctor understands you. 

 

This is what you need to be able to do with your audience – DESCRIBE their 

problem in as much detail as possible so that when they read your content 

online, it is like you are speaking directly at them. It helps create authority and 

position you as the expert.  

 

THIS IS TRUE ATTRACTION MARKETING because it makes your marketing 

attractive and gives it a purpose!  

 

THE SUCCESS OF YOUR BUSINESS ALL STARTS WITH ACHIEVING COMPLETE 

CLARITY ON THE PROBLEM YOU SOLVE AND THE AUDIENCE THAT HAS THIS 

PROBLEM (your niche) AND THEN BEING ABLE TO DESCRIBE THE PROBLEM 

BETTER THAN WHAT YOUR AUDIENCE CAN THEMSELVES AND HELPING THEM 

UNDERSTAND THAT YOU ARE THE SOLUTION FOR THEIR PROBLEM. 
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WHAT IS THE MAIN PROBLEM YOU SOLVE? 

You need to be able to say with absolute certainty what this MAIN PROBLEM is. 

Your ideal customer may have multiple problems, you shouldn’t be trying to 

solve all of life’s ills because this is when you get lost in the noise online.  

 

Your products/ opportunity/ programme may help with various, different things 

but ultimately, the aim should be to solve ONE MAIN PROBLEM. 

For example:  

A dating coach may help a client with the following problems:  

Lack of confidence. Poor Self-image. Not giving enough time to dating. 

Attracting the wrong type of men. Not knowing how to tackle online dating. 

The relationship coach may help a client with all, of these problems but 

ultimately, the main problem they solve is to help their client find love. 

Their main problem is that they haven’t found love.  

That is the one main problem that their client is suffering with. 

Sure, there are other “mini problems” that feed into the main problem, but the 

main problem that the coach seeks to solve is to help their clients find love. 

Chances are, your offering solves a multitude of these different mini problems 

and knowing what these are will be useful for when we start creating content to 

draw in our audience but for now, you need to be able to sum up in one 

sentence what is the MAIN PROBLEM you help your audience solve. 
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An example more aligned with Network marketers could be... 

You sell health products.  

In there you have fitness products, weight loss products, sports performance, 

energy boosting etc. 

Whilst all of these solve a wide variety of problems – over all they solve one 

main problem and that's to help people create a better/ healthier lifestyle!  

 

So that's the overall problem you solve and what you talk about within your 

marketing instead of the usual sell, sell, sell you would educate people on the 

benefits of a healthy lifestyle and how your products can help them to achieve 

that.  

Value always outweighs the cold sell & when that value is relating to what 

problems in specific, they have that's when you grab their attention and they 

buy what you have to offer! 

Then of course you have your opportunity.  

Now this again can solve, a number of problems… 

Wealth, lifestyle, time, be at home with family etc  

But again what overall problem does this solve? 

Again, here you can say it improves people’s lifestyle as they don't have to be 

stuck in the rat race, working long hours, living pay cheque to paycheque etc. 

So, you are now able to tie the two together (your products & opportunity) and 

have a mission to lead with (improving people's lifestyle) rather than leading 

with your company. 

Think of how many amazing & valuable social media posts you are going to be 

able to create now that will intrigue and attract people to both your products & 

opportunity - not just sell and repel. 

Given this example your branding mission would be - you help people to 

improve their lifestyle. You could go deeper and say you help people to create 

their dream lifestyle and live life to their fullest potential 
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ITS TIME TO GET COMPLETE CLARITY NOW ON THE MAIN PROBLEM YOU SOLVE. 

Think about ALL of the problems that you’d like to help people with.  

Brainstorm these problems below 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

THEIR 

PROBLEMS 
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Out of these problems… 

Which is the MAIN PROBLEM that is causing your ideal customer the most pain? 

Which is the thing that they are thinking about the most?  

Which of these is holding them back the most?  

 

Think back to what I said earlier about identifying the thing that they NEED help 

with.  

Does it fit in with the “NEED TO GET HELP” criteria?  

1. Is this problem causing them PAIN in some way.  

2. Is this something they’ve been struggling with for a while? 

3. Is this something that is keeping them up at night?  

4. Are they aware that they have the problem?  

5. Is the problem something that they would be willing to spend money on to 

solve?  

6. Is it something others are already offering?  

i.e. Is there a market for this type of offering?  

 

A small but important point:  

Check in with yourself - Is the problem you came up with in the point above 

something you WANT to help people with? 

If so, then this is the problem you should focus on solving. The problem you aim 

to solve NEEDS to be the thing that you are passionate about. It needs to feel in 

alignment with you and what brings you joy.  

DON’T just choose a niche because you think it will be profitable. 

The problem you solve needs to be an area which you could talk about day in 

day out.  
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Without passion and enthusiasm, it will be easy to start losing momentum. 

Once you’ve identified the main problem you solve, the next step is to get clear 

on WHO has that problem and WHO your ideal customer is. Once you have 

done that, the next step is to map out a strategy that will solve this problem for 

that particular group of people.  

The SOLUTION to the problem is your products/ opportunity and once you have 

clarity on your ideal customer and their problem you will then be able to share 

your opportunity and products in a way that sells every time! 

 Just to make sure you are clear on the PROBLEM you solve before we move 

ahead to create your ideal customer and brand.  

 

Make sure you can write this out in ONE sentence:  

The Problem I solve is:  
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Your Audience 

Dream Team Member/Ideal Customer 

 Once you have identified the problem you solve, you want to get clear on who 

you want to help that has that problem. Chances are, lots of people will have 

the problem that you help solve but not every one of these will be IDEAL 

customers/dream team members, think about your dream team member, what 

kind of person do you want to work with? who do you feel aligned to? who do 

you feel like you will really be able to understand and get on with?  

You want your team to be full of likeminded people who are all in alignment 

with you, so that the vibe is high and drop-out rates are very low!  

So, for example:  

As a business coach who helps people to know their worth and quit their 9-5 

with your amazing opportunity, you may decide you ONLY want to work with 

women.  

You may take that even further and decide that you ONLY want to work with 

mums.  

So, your niche area is helping mums aged 24-34 know that they are worth more 

and you teach them a powerful business strategy to quit their 9-5 and live a 

purpose driven life.  

So, let’s get thinking about who your dream team member/ideal customer is.  

Think about who it is who you want to have as a customer and team member, 

what qualities they have, what they value. 

 Who do you really want to work alongside? and more importantly, who do you 

NOT want to work alongside?  

You may think I don't mind who takes my product which yes, anyone can but 

think of those who don't complete the full course and then slag your product off 

when in fact it's because they are too lazy to complete it, do you want to attract 

people like that? (there all lots of customers out there like that, try a system but 

don’t follow it daily and to its instructions!) They will only drain you!  
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Then think of how many customers go on to become your team members you 

want to make sure they are right from day one! Plus having clarity on this now 

will help with your marketing and attracting the right people to you.  

 

If you are promoting weight loss packages that are in the hundreds to purchase 

you need to target a specific kind of person for them to purchase it, the same 

with team building, you have to recruit a specific kind of person to sell it!  

 

Ideal Dream Team/Customer example (health) 

 

Ambitious go getter mums who take pride in their appearance, making their 

health a priority and not wanting to live a mediocre life.  

They are going to love and use the products and their ambition won't hold them 

back from sharing the products and they can go on to grow a successful 

business.  

Not having clarity on this will result in recruiting anyone and having anyone as a 

customer, what happens as a result of this is your team members will drain the 

life out of you (as they had no ambition) and your customers will want refunds 

because they don't use the products as recommended.  

 

This part is crucial to get right as it is what will make your business enjoyable if 

you get it right or stressful if you attract the wrong people who do nothing but 

weigh you down!  

 

1. The more specific you are, the easier it will be to effectively communicate 

with your audience in a way that resonates with them.  

 

Talk to everyone and you end up talking to no one. Your messaging won’t be 

consistent and it will be hard for you to establish a very clear brand identity.  
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2. Be as specific as possible.  

Rather than ‘women’, think about what her current situation is. Think about 

what her current life situation is.  

 

How can you get more specific?  

Rather than ‘women’ it could be ‘working mums’ or ‘recent university- 

graduates’ 

 

The more specific you get the more people will feel that what you offer is 

exactly aimed at them. It will also make it easier when describing their problem 

(remember we want to be able to describe their problem better than what they 

can and the more you can do so with their specific circumstances in mind, the 

better)  

 

3. Check in with yourself and ask whether the problem you solve is the MAIN 

THING she is struggling with right now.  

 

Sure, she may have a multitude of problems, but what the one thing right now 

she would like to address?  

What is the thing that is constantly on her mind?  

 

So, for example, if you want to work with ambitious go getter mums who took 

pride in their appearance, make their health a priority and don't want to live a 

mediocre life. Chances are the MAIN problem that they are having right now is 

the opportunity to fuel their ambition, they know they want more out of life but 

don't know how to get it and they are seeking the answers on how to find it.  

 

Within your marketing because you are clear on the type of person you want to 

work with and the problem they're currently looking to solve then you can 

speak direct to their wants and needs and once you have captured their 

attention and let them know you understand their problem you then slowly 

feed them the solution (your opportunity/product)  
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4. Think about who you DON’T want to work with?  

What are your non negotiables?  

 

For example, you perhaps don’t want to work with someone who is not 

committed or someone who is going to haggle over your fees.  

You don’t want someone who is going to be un-coachable and not listen to your 

guidance (again, these will just drain the life out of you)  

 

Make sure you have complete clarity on this as well as having clarity on your 

ideal customer/ dream team member.  
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My Ideal Customer/ dream team member 

 

Here are some questions to get you thinking about your IDEAL customer and 

dream team member. Whilst not all of these will be relevant, you want to have 

an accurate picture as much as possible of WHO you’re most interested in 

working with. When we communicate with our audience, it is then far easier to 

do so in a way which will resonate with them, plus for future marketing 

strategies you will need these demographics.  

 

NAME 

 

GENDER  

 

 

AGE  

 

 

MARITAL STATUS 

 

 

ANY KIDS? (AND AGES)  

 

 

EDUCATION 

 

 

 

JOB/ INDUSTRY THEY'RE CURRENTLY IN 
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MONTHLY INCOME  

 

 

 

HOBBIES/THINGS THEY DO REGULAR  

e.g. sports they play, cooking, reading, painting 

 

 

 

 

 

THEIR SPECIAL SKILLS 

 

 

 

OTHER INTERESTS  

 

 

 

 

OTHER THINGS THAT THEY ENJOY  

e.g. types of films they watch, going shopping, tv shows they watch, magazines 

they read, celebrities they follow, fashion etc  
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PERSONALITY TRAITS 

outgoing? shy? confident? funny? introvert?  

 

 

 

DAILY ROUTINE 

early riser? late sleeper? goes to the gym? working hours?  

 

 

 

 

EATING HABITS 

healthy eater? dines out often? eats in front of the television? eats convenience 

food?  

 

 

 

 

WHERE DO THEY EAT OUT AND HOW OFTEN 

(favourite restaurants/bars) 
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WHERE DO THEY SHOP FOR FOOD 

 

 

 

 

WHAT DO THEY READ? WHAT PUBLICATIONS  

e.g. magazines, newspapers. what books do they like?  

Who is their favourite author?  

 

 

 

 

WHAT GURUS DO THEY FOLLOW (IF ANY)  

 

 

 

 

WHERE DO THEY SHOP FOR CLOTHES/ MAKE UP ETC  

WHAT ARE THEIR SHOPPING HABITS?  

e.g. shopaholic? frugal? impulsive?  
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VALUES  

WHAT IS IMPORTANT IN THEIR LIFE? FAMILY? WORK? TRAVEL? HEALTH? 

FREEDOM?  

 

 

 

 

 

WHAT ARE THEIR AMBITIONS? 

 

 

 

 

 WHAT'S THEIR VISION FOR THE FUTURE?  

 

 

 

 

WHAT DO THEY WANT OUT OF LIFE?  
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BEHAVIOURS 

HOW DO THEY ACT? ARGUMENTATIVE? BOSSY? PASSIVE? NEAT? MESSY? 

DIPLOMATIC?  

 

 

 

 

APPEARANCE – WHAT IS THEIR ATTITUDE TO HOW THEY LOOK? HIGH 

MAINTENANCE? LOW KEY? CASUAL? DESIGNER?  

 

 

 

 

ADD ANY OTHER CHARACTERISTICS/TRAITS YOU THINK THAT MAY BE RELEVANT 

 

 

 

 

WHO ARE THEIR HEROS/IDOLS/MENTORS/GURUS?  
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WHO DO THEY FOLLOW ON SOCIAL MEDIA (ASIDE FROM FRIENDS?)  

 

 

 

 

WHAT IS THE MAIN PROBLEM THEY ARE STRUGGLING WITH RIGHT NOW?  

 

 

 

 

IN WHAT AREA OF THEIR LIFE (PERSONAL OR PROFESSIONAL) NEEDS THE MOST 

ATTENTION?  

 

 

 

 

WHAT IS THEIR BIGGEST PAIN POINT?  
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WHAT ARE THEIR CURRENT WANTS AND NEEDS 

WHAT’S KEEPS THEM UP AT NIGHT WORRYING?  

 

 

 

 

Now create your ideal customer/ dream team member avatar. 

The key here is to write a story about your ideal client.  

Give them a name, age, title, write in their hobbies and personality traits, and 

also their pain points.  

 

Basically, the answers you wrote for the previous questions take them and form 

a mini story about your ideal client. This will help cement it in your mind and 

give you the ability to speak directly to your ideal client, get inside their head 

and make them feel like you are the solution to their problem, therefore they 

will invest in your services.  

 

You will find that your avatar is someone totally like you were before you 

started your business, so speak to them in this way, they don’t know anything 

yet, you are going to coach and help them!! 

 

The more clarity you can gain on this the more clarity you will gain on your 

niche and brand and your marketing will stand out and attract the right people 

to you!  

 

 

 

 

Example of an ideal client avatar (already in Network Marketing)  
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Age 24-48  

Jenny is a 29 year old mum who has an ambition to succeed in life.  

 

She is ambitious, a real go getter, has a positive outlook on life and knows the importance 

on investment to grow.  

 

She is not afraid to chase her dreams, she is outgoing and fun and takes pride in her 

appearance, she loves all things woo and understands to be successful it is just as important 

to work on you than it is your business strategy.  

 

She loves Tony Robbins, Frazer Brookes, Les Brown, Marie forleo and absorbs her mind with 

LOA books and takes action to raise her vibe every day. 

 

 She is caring and genuinely wants the best for others, however she Is tough and tolerates 

no BS and no excuses! She started her entrepreneurial journey as a network marketer and 

has seen some success but not what she hoped for.  

 

Her finances are in-consistent and she spends far to much time inside of her business, 

missing out on life. She is sick of using the old spammy ways her company is teaching that 

are making her feel like a fraud/ fluke, she has had enough of living in fear over her 

inconsistent finances and fed up of pushing her team to take action that she doesn’t agree 

with, she knows she can achieve success when she is shown the right way, she is ready to 

go all in, she Is ready to earn the finances she is worthy of and create the time freedom, 

finances and lavish lifestyle she set out to all along!  

She knows the internet has huge potential and she is ready to ditch the old school spam the 

heck out of your friends style marketing is ready to learn how to absolutely rock the new 

and fresh modern way of marketing that allows her to create her own empire that she is in 

total control of and that brings in her desired income and leaves her feeling empowered 

and energised and allows her to breakthrough to six figures and beyond.  

She understands the power of online strategies and is totally coachable, she is open minded 

to learning new ways and is ready for success so she can kick the 9-5 altogether and be a 

full time mumpreneur. 
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Use the space below to write about your ideal customer/ dream team member 

avatar. Really go into depth of their current wants/ needs/ Vision for their 

future and interests so you have a clear outline of them (use your notes from 

the earlier exercise giving him/her a name and age) 

Your avatar 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Your Mission 

Now it's time to get clear on your brand mission - it's up to you here if you want 

to go and complete the full branding module within the training vault and 

create a full brand for yourself (this is recommended but depends on time) OR 

You can just simply come up with a mission that you want to lead with which 
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will tie in nicely with the way you communicate within your social media posts 

and make them attractive for now and then come back to the full branding 

section when you have more time to put into creating a brand. The choice is 

yours here.  

Have you already started to think about your mission - if you're happy with what 

you come up with then keep that - if you feel like you want to tweak it then go 

ahead or if you haven't completed it at all then follow the outline below to help 

you get clarity on it.  
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Your Brand Mission  

Take the problem you solve, what is it?  

It is this that will help you create your mission.  

 

You can combine it with your audience choice too and bring them together.  

e.g. if the problem you solve is helping people to better their lifestyle and 

you've decided your dream team member is an ambitious mum who wants 

more from life. Your mission could be...  

 

I'm on a mission to help 100 ambitious mums create a lifestyle beyond their 

wildest of dreams. (how catchy does that sound compared to join my team etc 

this is what you will lead with & post about on social media to attract & relate) 

 

You can even start to bring in your own core values and passions here to...  

e.g. You're passionate about helping women with confidence or empowerment 

as maybe you struggled with this in the past then you can make this part of your 

mission too. (the branding workbook goes into more depth on this so be sure to 

read that if you want more clarity on this)  

So going back to the answers from this workbook and taking the problem you 

solve and the dream team member you outlined - begin to create your mission 

statement.  

My own mission statement is 

I’m on a mission to help women re-design their life and learn some social marketing skills 

along the way which will attract an income to enable them to live the best life they deserve. 

 

Write your mission statement below  

 


