
 

 

 

Productivity Hacks for Getting More Ideal Clients – 
With Dov Gordon 

 
This article showcases an interview with expert marketing consultant Dov Gordon, who 
shares his effective strategies to help businesses refine their specialty, identify their ideal 
clients, and craft compelling messages that echo their specialty. 

 
It's crucial as businesses typically flounder to distinguish their services or products in a 
crowded marketplace. Gordon's guidelines pave the way for businesses to define and utilize 
their unique expertise, meet their customers' exact needs, and facilitate growth. 
 
By engaging in the ensuing activities, readers will be better equipped to understand and 
apply Gordon’s insights, thereby enabling them to have a more targeted approach in 
attracting and retaining customers, and thereby propel their business forward. 

 

 

Quote to Remember From the Interview 

 
 

"The more specific the problem is that you solve, the easier it is for clients to understand, 
trust, and hire you." 

 
What You'll Learn from the Activity 

 
 
The forthcoming questions and activities are constructed to help readers comprehensively 
grasp the key ideas presented by Dov Gordon. They are designed to motivate introspective 
dialogue, elevate practical learning, and encourage the application of the acquired wisdom 
in real-world business scenarios. 
 

 
 

 
 



 

 

 

 
 

 
 

Activity 
 

What is your specific area of specialty in your business? 
 
 
 
 
 
 
 
 
Reflect on how this specialty distinction has benefited your business so far. 
 
 
 
 
 
 
 
 
List at least 3 instances where you've held to your specialty amidst pressure to diversify. 
Who is your ideal client? Describe them. 
 
 
 
 
 
 
 
 
What specific problems does your ideal client have that aligns with your expertise? 
 
 
 
 



 

 

How has your understanding of your clients’ problems contributed to your providing  
effective solutions? 
 
 
 
 
 
 
 
 
Write a brief compelling message for your business that echoes your specialty and 
addresses your clients’ needs. 
 
 
 
 
 
 
 
 
Do you currently have a free offer system in your business? If yes, explain how it's 
structured to limit misuse. 
 
 
 
 
 
 
 
 
Reflect on how you've balanced providing value and protecting your intellectual property 
with your free offer system. 
 
 
 
 
 
 
 
 



 

 

List 3 ways in which you've grown your business strategically. 
 
 
 
 
 
 
 
 
Using your business, create a hypothetical scenario to demonstrate the validity of this 
quote: "Good businesses are judged not by their accomplishments, but by the results of 
those they help-their clients." 
 
 
 
 
 
 
 
 
Have you ever engaged the services of a mentor? If yes, how has that impacted your 
business growth? 
 
 
 
 
 
 
 
 
Provide one method you use to gauge the effectiveness of your mentor. 
 
 
 
 
 
 
 
 



 

 

Identify one strategy you've learned from this article that you'd like to integrate into your 
business. 
 
 
 
 
 
 
 
 
Create an action plan to implement this new strategy. 
 
 
 
 
 
 
 
 
Do you think understanding your clients' needs can enhance your message crafting 
skills? Explain. 
 
 
 
 
 
 
 
 
 
Analyze your current business message concerning its emotional connection with clients. 
 
 
 
 
 
 
 
 
 



 

 

True or False: Staying true to your specialty can elevate your credibility. 
 
 
Fill in the blank: A compelling message is_______, and addresses _________. 
 
 
Write down two major lessons you've learned from Dov Gordon's interview and how you 
plan to implement them. 
 
 
 
 
 
 
 
 
Share a personal anecdote where a specific understanding of a problem assisted you in 
delivering an effective solution. 
 
 
 
 
 
 
 
 
Do you agree with Dov Gordon's view on "free offers"? Why or why not? 
 
 
 
 
 
 
 
 
Select and discuss a mentor figure in your life or career and their impact on your 
strategies for growth. 
 
 



 

 

Write two simple, concise messages designed to meet a specific need of your ideal client 
base. 
 
 
 
 
 
 
 
 
Describe a situation where a well-crafted message stirred a client to take action. 
 
 
 
 
 
 
 
 
Identify three businesses you admire for their specificity of problem-solving. 
 
 
 
 
 
 
 
Reflect on how the techniques shared by Dov Gordon could improve your own business 
practices. 
 
 
 
 
 
 
 
 
 
 



 

 

Discuss the potential effects of neglecting to balance providing value with the protection 
of your intellectual property. 
 
 
 
 
 
 
 
 
 
 
Provide a self-evaluation of your current business strategy: Is it clear enough for you and 
your team? 
 
 
 
 
 
 
 
 
 
 
 
 
Describe one takeaway from this article that stirred you to consider changing or 
enhancing your business practices. 
 
 
 


