
Who is your ideal client? 

So firstly, guys, I hope you've written all this down and I hope you're starting to plan your journey, 

because more you plan and the more you find your outcome of what you want in your life and 

business the more you're going to thrive as a beauty therapist. So now, today, we're going to build a 

rapport about your client. We're going to find out your ideal client, and you're going to sit down and 

think about what you feel your ideal client is going to be. 

Think about you're age range. What age do you want your client to be? Where do they live? What 

geographical area are they in? You don't want someone miles away, and you want someone in the 

age range that's going to suit you and your treatments. So if you're doing facials or aesthetics, you 

want to go for someone who's in their thirties, forties. If you're doing nails, twenties, thirties. 

Depending on the nails, if it's gels, people tend to go for gels in their thirties and forties. Young ladies 

like acrylics with all the little jazz and the glitter and things like that. So work out what your ideal 

client is and their age, and make sure that you know what gender you want. Do you want male? Do 

you want female? 

Also, remind yourself of their income. Ask them what do they do for living? Make sure they've got 

that income to be able to afford to come and see you. It sounds really black and white, but you want 

to have a client, your ideal client, to have an income. It's really important, isn't it? You get paid, and 

that's what you're here for. You're going to earn your living. You're going to create your business for 

everybody. But for the ideal client, if you have someone who's not really able to afford you, that's 

not an ideal client for you. 

So find out their hobbies. Do they like to have pampers? Are they high exercisers? Do they play 

rugby or do they do things that might hinder your facial work? So rugby could be a problem if you're 

doing aesthetics, because you know, it's not very good. So you need to work out what their hobbies 

are. Find out their niche. Are they ladies that lunch? Lovely. That's the one ideal client for everybody, 

the lady that lunches and pampers herself throughout the day and comes to see you. What's their 

current financial situation? Are they able to come and see you? Really important. 

What relationship status are they in? Are they single, married, divorced, stressed, anxious? What 

relationship status are they? If they're single, they're going to want loads of stuff done for maybe 

hitting town and finding their mate. If they're in a relationship where it's a dwindling marriage, 

they're not going to bother too much. If they're married and happy, maybe they just want to pamper 

once a year. Find your relationship status in your client. 

So family status, are they not family dependent? Do they worry that they might feel guilty having 

treatments because they should be looking after their children? A lot of moms saying, "Oh, I really 

want to do things for myself, but my children come first." You know, come on. What client do you 

want? It's really important. Do you want someone who's tied to their children and can't come 

because you're in a salon or at home and you don't have children? You need to be specific, and you 

need to make sure that you write down your ideal client and you visualize and manifest that client 

because you do not want to bring in unwanted clients. You need the right client, and it's really, really 

important. And then you start building a rapport with them. 

So we can go deeper with the ideal client here. We can go really deep, and three things that you can 

keep your ideal client up at night. So what's, this is something is really important. So ask your client, 

what are three things that keep you up at night? Worry, stress, fear is the first things they say. So if 

they're worried, stressed, and fearful, you know they might be worried and stressed and fearful of 

having treatment. They might be wanting help, because most of the beauty therapists are therapists, 



as well. So they might want to come and see you, but very nervous. So ask them, what do you have 

going on in your life right now? Ask these questions when you meet them, and you can find out a 

little bit more about them. 

If you could push a magic button, how could you change their lives? That always comes up when 

you're laying on the beauty beds and doing their facials. What could you do to change, and what 

would it be? A lot of my clients come in for nails and end up with Botox because I've asked them, 

what can we do to help you? And that's really important. You're building up a rapport by asking 

these questions. Ask them what their goals are and what their dreams are. What's their vision? And 

a lot of people say they want to look younger, so that's going to help you. 

So you're building up a rapport with them. So ask them, how do you feel today? What's keeping you 

up at night? You've got any worries? What could you change? If there's anything you would change, 

what would it be? And find out more about your ideal client. Find out about your clients. You're 

going to see a lot of people, and there's going to be one or two that are going to stay with you for a 

very long time. And that's because you've asked them questions. You've helped them out. You've 

given them something back. Because when people live their lives, they don't get asked how are you 

very often? 

So I like it when I go for my therapy or beauty therapy with my lady, she always says, "How are you? 

How are you feeling today?" Wow, I'm actually feeling okay, thank you. You know, why are we not 

asking that question regularly? And really mean it, as well, not just to make money. Mean it, and get 

to know your client and let them become your friend. We all want to thrive and we all want to make 

our money, but make sure you are serving your client and you're building rapport. What are their 

values, and what's important to them? What kind of lifestyle do they lead? Do they watch television 

or magazines? What books do they read? It's really important to ask these questions. Ask as many 

questions as you possibly can. 

How can you help them today? How can you build a rapport with your client? How can you make 

your life successful by building up the ideal client in your life? So really sit down, have a good old 

think about it today. Write down all your ideal client's needs, ideal client you want to have in your 

business, and start manifesting and start looking for them. Instagram, Facebook, networking, start 

looking for your ideal client today and start to suss out where you want to be with your business 

with that ideal client. Are you going to look after them? What is it you're going to do for that client? I 

hope that helps you.  

Good luck, and I will speak to you soon. 


