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Connecting with Water:  Creating an Abundant flow 
“The starting point of all achievement is desire. 

--Napoleon Hill 

We have begun to create structures that are going to support our business.  We may not be 
finished developing those structures, but we can always return to that gateway and spend time 
there.  That is the beauty of working with the Wheel.  We can always return to our starting 
point and begin again.  Today we are going to help you begin to create a steady stream of the 
right and perfect clients to flow into your business. 
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Once again I want to remind you of where we have been and where we are going.  During our 
first session we began in the Center, remembering and re-aligning with our true purpose.  We 
connected to our true purpose.   
 
Next, we began to seriously look at structures and how to plan and develop structures that 
dictate our process, rather than just allowing our process to form our structures.  Some of us 
may have experienced some resistance as we began to move those structures and begin to see 
or make necessary changes.  If this is true for you, it is important to make small, significant 
changes you can handle, one step at a time.  You will gradually find a supportive structure that 
funnels more and more support to you.  If fear comes up, use it to help you know that you are 
RIGHT ON TARGET!  You are really getting really close to a breakthrough.  Right when you are 
at your biggest fear point is right when you are getting ready to make a big breakthrough.  
Welcome it as a reminder that YOU ARE ON YOUR PATH!  See the fear for what it is – in 
indicator that you are doing the right thing—and then move through it. 
 

WHY DETERMINE YOUR RIGHT AND PERFECT CLIENT? 

Doing this work helps you determine who it is you are really helping.  So when you start sending 

out your message about who you are and what you are offering, YOUR RIGHT AND PERFECT 

CLIENT WILL HEAR YOU!  If you are just sending your message out to everyone, they don’t hear 

themselves being called out.  In fact, the more narrow your focus, the more effective you are in 

your business, the more money you make.  This group is made up of people that you serve and 

the specific problem you help them solve. The more clearly you call out this person, the more 

powerful your business is going to be. 

ALWAYS REMEMBER:  Money flows to you through other people.  The more you can help 

people, the more they will come to you. 

Who is my Ideal Client Exercise  

STEP 1:  DISCOVERING WHAT BUSINESS YOU ARE REALLY IN 
 
Many of us get to thinking about what we do in a certain way and we cut ourselves off from our 
creativity.  We thing “inside the box” and box ourselves into limited options for our work. By 
understanding what business you are really in you will open up a wide variety of choices for 
creating exciting new programs, products and services and creating a lucrative, growing and 
sustainable business. 
 
Example: 
The owner of a home security company was quickly becoming a commodity thanks to the big 
box stores. He discovers he is really in the business of punching holes in walls and stringing 
wire. So he asks what else can he do that is lucrative that allows him to punch holes in walls and 
string wire and he branched out into the home theater business…a really lucrative choice. 
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Example: 
The home organizer that discovers she is really in the business of organizing information and 
creating systems for people freed herself from cleaning out closets to becoming a key resource 
for entrepreneurs who wanted to create information products and home study systems to sell 
on their website. 
 
What business are you really in? 
I am in the business of: 
______________________________________________________________________________
______________________________________________________________________________
______________________________________________________________________________
______________________________________________________________________________
______________________________________________________________________________ 
 
Step 2:  Choosing your lucrative category of highest potential people to work with 
 
This is an area that can be difficult for many of us in “helping professions.”  We naturally want 
to help everyone.  We have a tendency to be “givers.”  But for today, we want to put all of our 
natural tendencies and resistances on hold and allow ourselves to once again think outside of 
our self-imposed boxes.  So as you begin to think about the category of individuals you can 
serve, think about what are the most lucrative categories that I can market to.  Choose from the 
following categories: 
 

• Business/Entrepreneurs – This area is rapidly rising and entrepreneurs need a wide 
variety of serves and products to support their business growth 

 

• Marketing/Sales – From small businesses to corporations, everyone wants help with 
marketing and sales to attract more clients and gain new business. 

 

• Executive/Corporate – Executives within corporations seek out a variety of specialty 
services to help them advance their careers and/or the company they serve. 

 

• Health/Wellness/Beauty – Everyone wants to feel better, look fabulous and be healthy, 
making this a potentially lucrative category to specialize in. 
 

• Spiritual – This category has traditionally been a very low profitability category because 
most are used to getting this service for free.  But when you combine it with others it 
becomes very dynamic, for instance, helping women create their Divine Feminine 
Business. 
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Which category does your business fit into right now? 

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________ 

Combining these categories can help you branch out and open up new areas of service that you 

may not have thought of.  For instance, 

• the yoga instructor that that decides to yoga teacher training or teach them how to 

market themselves; 

• the healer that decides to teach people how to be healers or how to create their divine 

right business;  

• the beauty consultant that decides to teach women that beauty is an inside job and 

becomes a spiritual mentor. 

• the business coach that decides to teach clients how to use the medicine wheel to 

manage their business. 

• the Reiki Practitioner that works as the healer for Hallmark or another large company. 

What are some creative ways you might like to combine the above categories? 

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________ 

Step 3:  Identifying specific “tribes” of potential ideal clients within your category 

When thinking about potential clients, you are going to be helping them with the following: 

• How to make a decision that will move them forward 

• How to perform/learn a specific skill 

• How to get started/step by step 

• How to be successful through the use of specific skill that you have become an expert in 
and have perfected into a “brand.”  Something that you specialize in. 

• Certifying others to do what you do, thus providing them a business opportunity. 
 

Within the category/s you chose, what are some of the specific groups of people that you might 

work with?  Keep an open mind and don’t decide yet if they “need/don’t need” your services. 

The category/s I chose 

was:__________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________ 
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Potential Ideal Clients Within this Category Might be: 

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________ 

 
Step 4:  Brainstorming Outside the Box 
 
Brainstorm OUTSIDE of who you normally think you would work with.  For example if you are a 
healer, brainstorm what specific problems your service can help women in corporations solve.  
You’ll be surprised at how this will help you “map over” what you do to new groups of people 
that you may not have previously thought of and help you see how your services can benefit 
people who have the money to pay you handsomely. 
 
Review the example on the chart on the next page.  Then use the blank worksheets to do the 
same for potential clients.  Be sure to do one for as many as you listed above.  This process will 
take you deeply into what you can truly provide for others.  You will be surprised. 
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Step 5:  Testing for “hot or not” 
 
Consider:  

1.  Is your pool of ideal clients BIG enough to be viable?  It must be at least 10,000 people 
or more. 
________________________________________________________________________
________________________________________________________________________ 
 

2. Are your ideas/services flowing upstream or downstream within the culture of your pool 
of clients? 

 
Flowing upstream within the culture that is already present within your pool means you are 
attempting to get them to change their mindset and beliefs about your topic.  Flowing 
downstream means your ideas ore ones your pool of clients is likely to accept.  Any time you 
are flowing upstream within your pool’s culture you’ll find marketing and making sales difficult, 
time consuming and costly.  This does not mean you have to change everything you do.  It may 
mean that you must rethink how you are presenting it to others and how you can restructure it 
to flow with your pool of clients. 
 
______________________________________________________________________________
______________________________________________________________________________
______________________________________________________________________________
______________________________________________________________________________ 
 

3.  How important will the people within your pool of potential clients rank solving this 
problem? 

 
A 10 is a “must solve now” and 1 is “I can live with it for a long time, as is.”  This ranking must 
be SIX or higher to make your business viable. 
 

1         2         3         4        5        6        7        8        9        10 
 

4.  So the people within your pool of potential clients have a history if investing in things of 
a similar nature to what you are offering? 
 
Remember that people will put up with a lot before they decide to invest in solving a 
problem.  So, it’s best to focus your business on solving a problem your clients already 
prioritize as important. 
________________________________________________________________________
________________________________________________________________________
________________________________________________________________________
________________________________________________________________________ 



Kathy Forest c 2018 www.celestialforestinstitute.com 785-633-2424 
 

 
 

5. Do you love them? 
 
You will be spending a lot of time with the people in your client group, which means you 
need to love these people and what you are doing with them. 
 
________________________________________________________________________
________________________________________________________________________
________________________________________________________________________ 
 

Step 6:  Making your final choice 
 
Use your answers from your Brainstorming Out of the Box worksheet to complete this 
description of your Ideal Client. 
 
My ideal client is (Column A) 
 
______________________________________________________________________________ 
 
who struggles with (Column B) 
 
______________________________________________________________________________
______________________________________________________________________________ 
 
and wants to (Column C) 
 
______________________________________________________________________________
______________________________________________________________________________ 
 
by learning how to (Column D) 
 
______________________________________________________________________________
______________________________________________________________________________ 
 
so he/she can (Column E) 
 
______________________________________________________________________________
______________________________________________________________________________ 
 
and (Column F) 
 
______________________________________________________________________________
______________________________________________________________________________ 
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What is the Big Idea of Your Business? 
 
Your Big Idea will: 
 

• Clarify your unique position with your specific pool of clients 

• Anchor your service in specific results 
 
Your Big Idea is Two simple Sentences. 
 
The first sentence describes the primary problem with your clients struggle with and the core 
mindset (belief or paradigm) YOU have regarding how this primary problem can be turned 
around.  It will embody your passion.  The second sentence describes what gets to happen for 
your clients as a result of your Big Idea.  It is their happy outcome. 
 
Examples: 
A professional organizer’s Big Idea is: 
  “Systems liberate you.  Once you have removed the chaos you can take your income or your 
job performance to the next level.” 
  
A coach specializing in coaching credit union board of directors Big Idea is: 
  “The better the board the bigger the community impact.  Each member of the board is 
contributing to the legacy of the organization.” 
 
A process improvement specialist for entrepreneurs Big Idea is: 
  “The business owner is the bottleneck.  Once you remove the business owner from being the 
hub of operations, their income can sky rocket.” 
 
A Big Idea for the International Association of Women in business Coaching is: 
  “Every coach deserves to make a great living helping others.  Once a coach values themselves 
and provides valuable content, they can create a 6+ figure business. 
 
What is the Big Idea for Your Business? 
______________________________________________________________________________
______________________________________________________________________________
______________________________________________________________________________
______________________________________________________________________________
______________________________________________________________________________
______________________________________________________________________________ 
 
 
 
 
 
 


