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According to the SBA, 95% of small businesses fail within
the first 5 years. One of the main reasons these businesses
fail is the lack of a clearly defined target audience. If asked,
many small business owners will say that their target
audience is stay at home moms, college students, or
middle-aged men. That's too general of an audience for the
end result to be profitable.

Some will even say that they don’t have a specific target audience their products
or services are for everyone. That's a mistake that is all too familiar to thousands
of aspiring entrepreneurs. When you try to target everyone, you're speaking to
no one. You're simply wasting time and money and you're not likely to see any
return for all your hard work.
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You cannot successfully market and grow
your business if you don’t understand
who your ideal customer is. If you don’t
know exactly who you are taking to, how
can you expect to reach them? Using
generic terms and language in marketing
material is not going to make your
products and/or services stand out from
the millions of others on the market.

Creating your ideal customer avatar, or persona, will
guarantee your marketing efforts are targeted and much
more cost effective. Profiling that customer who needs
your products and/services most will allow you to craft
your marketing messages to stand out and appeal

to him or her directly. Your ideal customer will return
repeatedly, spend more money, and recommend you to
friends and family. This customer will be amazing to do
business with and will generate a large percentage of
your profit.

Sounds great, right? Get started now
by completing the following template
of detailed information which will allow
you to profile your ideal customer and
create his or her avatar.
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HOW TO CREATE

YOUR IDEAL
CUSTOMER .. ™
AVATAR >

Having a clear understanding of who your ideal customer is allows you to stop
spending time and money advertising to the wrong audience. Instead, you can
focus on creating content and copy that really connect with your ideal customer.

The most successful entrepreneurs create a connection with customers by
showing that they are relatable. Research shows that an emotional connection
plays a key role in buyer’s purchasing decisions.

Build a broad description
of your ideal customer.
To create your ideal customer avatar, think about your ideal customer’s

demographics. Remember, you are creating the ideal customer for your
business; the customer that you want to do business with most.

* How old s your ideal customer? = What is his current occupation?

*  Are they male or female? = How long has he been with his current

= What is his marital status? (For the purpose company?

of this, the customer is male.) = How much money does he earn in a year?

= Does he have children? What is his annual household income?

= How does he describe himself? = What is his highest level of education?

= Where does he live? Does he own or rent? What was his major?
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Consider more
personal details to
help form a better
understanding

of your customer
prospects.

Much of the information below will help you
learn where to find your ideal customer
and how to engage him or her. It will be
extremely useful when planning marketing
strategies and creating content. Try to
imagine what a typical day in his life is like.

= How does he spend his free time? What are
his hobbies and interests?

Where does he go for information?

= What search terms does he use?

= What are his likes and dislikes? .
=  Who does he admire most?

= What books and magazines does he read? ,
= What are his fears?

= What kind of music does he listen to? )
= Does he have a guilty pleasure?

= What does he watch on TV? What are his

favorite movies? = What kind of car does he drive?

= What are his favorite websites? What type ~ ~ IS he health conscious?

? .
of content does he consume most? = Does he spend more time at home or work?

= |s he active on social media? Which = What kind of sports does he like?
networks appeal to him?

o . 5 = |s he tech savvy? Does he have a smart
= What is his source for getting the news" phone?

= What blogs does he read?
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Dig even deeper

to define your

ideal customer’s
hopes, dreams, and
aspirations.

This information will enhance your customer profile and
allow you to connect with him on an emotional level. The
more details you can add the better. Envision that you
are having coffee with him. Pay particular attention to
how he behaves and how he talks. Get to know him on
an intimate level.

= What are his personal goals? Where would
he like to be in 5 years?

What are the 3 biggest problems in his life?
= How is his daily life affected by his

= What are his business goals? problems?
= What are his personal beliefs and values? = What would be the perfect solution to his
problem(s)?

= What does he want more than anything?
= Can your product or service help solve

= What are his biggest obstacles and his problem(s)?

challenges?
= What is his greatest hesitation in buying

= What does he worry about? What keeps your products or services?

him up at night?
= How will you make his life better?
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Now it’s time to give your ideal customer avatar a name and a face. What does he look like? It
might sound kind of funny to you, but this is the person you'll be talking to when creating content
and other marketing materials. Giving him a name and a face will make it easier to actually

talk to your ideal customer. Browse through stock images and see if you can find a picture to
associate with him.

Create a short “life story” for your customer avatar. Explain how he has come to need your help.

Many businesses have more than one customer segment they want to reach. Create a customer avatar
for each of these.

Now that you have tapped into your ideal customer’s psychology, look at life through his eyes. Do you
feel his excitement? Can you understand his pain?

Put yourself in his shoes every time you create content, ad copy, or marketing material. Use his
language to mirror his words in a natural, authentic way. If you are able to master the art of feeling
and thinking exactly as your ideal customer does, you will be able to create marketing campaigns that
resonate with him.

He will feel as if you know what he is thinking. He will feel completely understood; as if he is at home.
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Checklist:

Create Your Ideal Customer Avatar

CREATE YOUR IDEAL CUSTOMER

. Status/
Information
Comments

1. A broad description of your ideal customer.

= Age

=  Gender

= Marital status, number of kids

= Residence

= Occupation, number of years in company
= Annual salary, annual household income
= Educational attainment, major

= Hobbies and interests

= Likes and dislikes

= Favorite books and magazines

= Favorite music

= Favorite movies and TV shows

= Favorite websites (most consumed content)
= Favorite blogs

= Favorite sports

= Social media networks

= Preferred information and news sources

= Most searched terms for info gathering

=  Fears

= Guilty pleasures

= Car he/she drives

= Preferred/owned phone and other gadgets
= Spends more time at home or at work?

= Health-conscious or not?
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‘ Status/

Information
Comments

3. Hopes, dreams and aspirations.

= What are his personal goals? Where would he
like to be in 5 years?

= What are his business goals?

= What are his personal beliefs and values?

= What does he want more than anything?

= What are his biggest obstacles and challenges?

= What does he worry about? What keeps him up
at night?

= What are the 3 biggest problems in his life?
= How is his daily life affected by his problems?

= What would be the perfect solution to his
problem(s)?

= Can my product or service help solve his/her
problem(s)?

= What is his greatest hesitation in buying my
products or services?

= How will my business make his/her life better?

COMPLETING THE CUSTOMER AVATAR

. Status/
Information
Comments

1. Name the customer avatar.

= Give it a face and decide what he/she should
look like.

= Refer to demographics.

= Important if brand targets several submarkets.

4. Use the completed avatar for crafting
marketing materials.

= Use the customer avatar’s language to mirror
his/her words in a natural, authentic way.
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Jordan Hunter Digital Marketing (formerly SyeWells.com Digital Marketing) was established as a
website development company back in 2009 by company founders Sye & Marcus Wells. Although
the digital marketing industry continues to expand; our core service continues to be custom
website development which goes well beyond simple website design. Our clients enjoy the

personal attention they receive through real live communication, not just email. We work with you
side-by-side to capture the true essence of your business brand.

Your website is often the first and maybe only opportunity your business has to convince a
potential customer to do business with you and we take that seriously. We take great pride in the
outstanding websites and other digital products we have developed for our customers over the
years; however we recognize that service is our real business.

SYE WELLS
Co-Founder.

MARCUS WELLS
Co-Founder

Sye has mastered the art of human relationship and she Marcus is a former corporate analysis from the Mortgage

has pages of clients who would agree. In addition to holding banking industry, he is also a certified project manager who

a degree in psychology, she spent many years learning develops systems to streamline business operations. Using his
and working in the hospitality industry with one of the most prior job experience in addition to Lean Six Sigma business
exclusive hotel chains in the world. Her prior teaching and training his focus is on continuous business improvements and
real world experiences have set the base foundation for her producing a greater customer experience.

own company today.

We’'re here to help. Whether it's a consultation or an entire website development project, Jordan
Hunter Digital Marketing can help you achieve the results you need.

Visit us at: www.jhdmarketing.com to explore the many ways we can help.

Toll-free anywhere in North America: 1-800-507-9005

Email: info@jhdmarketing.com

E,‘ We Offer Full Website SEO Diagnostic Reports
L\

Improve Your Website, Rank Higher, Identify Flaws, Increase Speed, Competitor Analysis!

WEBSITE ALDIT LEARN MORE
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Company Information

Jordan Hunter Digital Marketing LLC
45 E City Line Ave Ste 447
Bala Cynwyd, PA 19004

How To Contact Us
Email: info@jhdmarketing.com

Phone: 1.800.507.9005

DISCLAIMER: Any trademarks, service marks, product names or named features are assumed to be
property of their respective owners, and are used only for reference. There is no implied endorsement
if we use one of these terms. This information is provided "as is". The author, publishers and marketers
of this information disclaim any loss or liability, either directly or indirectly, as a consequence of
applying the information presented herein, or in regard to the use and application of said information.

All rights reserved. No part of this document or the related files may be reproduced or transmitted in
any form, by any means (electronic, photocopying, recording, or otherwise) without the prior written
permission of the author.
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