
  Defining You Notes 
 
Two Types of Clients/Attendees 

  Followers 

- Want to copy, emulate or be the expert 

- Will move on to follow others 

  Seekers 

- Want information , solutions, knowledge 

- Looking to trust experts 
 
Two types of experts 
 
Marthas 

  Fans wanted to be her 

  Have her lifestyle 

  Copy what she did 
 
Oprahs 

  Fans want what she knows 

  Learn from what she shares  

  Use and grow from the experience of that she provides 
 
What Type of Expert Do You Want To Be? 
 
Both have loyal followers 
 
Marthas tend to present more cookie-cutter info 
 
Oprahs tend to did deeper trying to get the truth of a matter  
 
There’s more trust with an Oprah – the kind we need 
 
Both are influencers and both can have great success but a Martha is shinier 
 
 



It’s great to define your ideal client  
 
You’ll know who your speaking to 
 
Normally, you identify their pain points 
 
And then you proceed to word everything to them based on that 
 
Workshops can be similar and directed to them 
 
But there’s latitude – people expect less from a workshop 
 
You can direct it specifically to what your ideal client wants 
 
But you want to break it down more 
 
Think skills and tools 
 
Sometimes, the idea you have reaches beyond your ideal client 
 
It helps reach more people who can become a client 
 
If they don’t, you still earned money 
 
 
Workshops can offer something many groups could use 

  - gives you more opportunities to market 

  - sometimes you don’t have enough of your ideal clients contact info to market just to them 
 
But before you market to them – let’s talk about you 
 
What About You? 
 
What do you do well? 
 
Most people when asked this question think about what they know 
 
I’m asking for something more direct 
 
Think about what you tend to do everywhere you go – at work or at home or even in school 
 
What do you like to do? 
 
In order to be in alignment with your work and intention you need to know this 
 
Alignment 



 
When a topic or work activity is in alignment with what you really want to do and believe – things flow 
 
You see things that will help you with whatever you’re planning 
 
You’ll be able to picture the workshop 
 
Dare I say “feel it” 
 
Makes it easier to create, promote and execute 
 
Think About Being In A Classroom 
 
Think about how many different types of people are in the room 
 
Picture you in a classroom (now as an adult) 
 
Who are you? 
 
Are you the one who asks a lot of questions? 
 
Are you the one who sits there and says nothing? 
 
Do you take your time and only ask questions when necessary? 
 
Are you the class organizer? 
 
Or do you tend to bond with one or two people? 
 
Is this true with family or at work or with friends? 
 
Questionner 
 
Someone who asks a lot of question tends to be a good resource person 
 
They collect data and place where things and information can be found 
 
They could easily use this skill with a topic for a workshop 
 
They could teach others how to ask the right questions or be more resourceful  
 
Say Nothing 
 
You more likely an observer – and you make observations well  
 
Observations lead to discoveries and innovations 
 
You may see a missing piece where a workshop could fit, that others do not see 



 
Many workshop topics fill in holes not covered with other things 
 
Only Speak When Necessary 
 
Do you take your time and only ask questions when necessary  
 
You’re very methodical – which means you are trying to put things together cohesively  
 
May mean you can create solutions others don’t see 
 
This is what you have learned to do with your health strategies 
 
Class Organizer 
 
You’re good at putting together a plan for a group of people 
 
Then organizing who does what 
 
You are more likely to be able to drive a project and help “push” clients or attendees 
 
This is a good skill if a workshop has work to be done, including in groups 
 
And understanding how to move things along should prevent the flow of the workshop getting bogged 
down 
 
Bonder 
 
Being able to bond and create with a small group is a great skill 
 
Makes the other feel warm and secure 
 
Good for when attendees need to open up 
 
The key is to take this skill and expand it to a larger group  
 
Easier to do when you are in charge – teachers can do this 
 
Depending on how you answered these questions can determine who you can be to clients or 
attendees 
 
Knowing this can help you with the structure of the workshop 
 
It can help with the topic 
 
And it helps with defining who might want to attend 
 
You can have a combination 



 
Now think of clients you have had…  
 
Do any of these types fit how you relate to them?  
Or how they relate to you? 
 
Let’s get back to you… 
 
Here’s What You Need To Identify 
 
What interests you the most (with regard to health, type of work with client etc.) 
 
Do you like talking or showing or both? 
 
What don’t you like to do? 
 
What doesn’t interest you? 
 
In order to do something you do like – do you have to something you don’t like it 
 
Can you see the positive so this won’t mess with your energy 
 
What are the aspects of what you do you like to do the most? 
 
There’s no point doing a workshop that does not interest you 
 
People will ask you to do things you would not choose to do 
 
What does that mean for you? 
 
In order to be able to plan and execute a workshop – you have to picture it 
 
Your intention has to be in alignment 
 
This provides you with ideas you need and concepts 
 
This will allow it to flow 
 
 


