
Potential Client Interview
Market Research

~adapted from Women Rocking Business, Sage Lavine
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Find 3-10 ideal clients to interview (now until the end of the cycle).
People love to be interviewed!

You could potentially offer them something in return, such as a
meditation or free gift. Asking potential clients what they are struggling with and most

longing for is more powerful than trying to guess yourself. This is how you will learn and

discover your divine client’s language to use for your magnetic messaging.

For every client, modify the questions to speak to them and their
desires. Take note of the specific words and language they use, and incorporate it into your

own as you mirror back and converse with them.



The goal in client interviews is to make every person feel uniquely seen
and heard, regardless if they are a perfect fit right now or not! Connection is currency, and

you never know what kind of relationships can form when someone feels a genuine connection

with you.

Practice Interview Flow

1. Greet, acknowledge, and thank them for their time. Reassure them

everything they share will be confidential. Open up a safe space for them to share.

Script: “I wanted to interview you today because I love your energy and want to connect

more deeply. I also want to share with you that I am creating a new program… (insert

what you are creating, i.e. a program for women to reclaim their sexual sovereignty). I

would like to support … (insert niche you are serving, i.e. women, mamas etc.) like

yourself and I would really appreciate your feedback, wisdom, and insight on what I am

creating. I realize you might not necessarily be seeking support in this area, and this is

not a call to enroll you in my offering, but rather I am curious about your experiences,

goals, challenges and desires. I feel like you hold some incredible wisdom to share with

me…”

2.  Ask them about their personal goals and desires.
“As a (insert your niche here, i.e. new postpartum mother), what are your goals and

desires? How do you want to feel?”

3.  Find out what’s stopping them.
“What gets in the way of your goals and desires? What would you say is the biggest

challenge you are struggling with or have struggled with?”

4. Find out their personal experience (if any) with your kind of
offering and what that experience was like.

“Have you or would you invest in... (insert your offering, i.e. postpartum mentorship,

online course to connect with the goddess, life coaching etc.)?”

5. Present your offering as a solution to their problem/ a way to
achieve their goals.

“If I were to offer a program that would support you in… (insert benefits and results, i.e.

reclaiming your sexual sovereignty, embodied confidence, gaining crystal clarity on your

gifts). Is that something you would hypothetically be interested in? If not, what kind of

program or support would you be interested in?”
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6. After your call, note any trends you see about the person or their
goals, especially as more clients begin to come to you.

age / gender / sexual orientation / occupation / relationship status / children /

education/ experience level / goals / desires / key words they use
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