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IDENTIFYING THE 
RIGHT AUDIENCE

Step 1: Identify the needs and problems of your target audience

Think about what problems your target customer suffers from in their day-to-day life, and how
your product solves those issues for them.

Step 2: Profile existing customers

Even if you only have a couple of customers right now, it’s worth speaking to them and finding out
what they have in common. Alternatively, speak to/analyse potential customers to identify
common traits.

Step 3: Check out the competition

Scrolling through business websites, checking out social media feeds, and even using online
social listening tools can help with your target audience profile. You should also be looking for
ways to fill the gaps that they’ve missed with their marketing campaigns. 

Step 4: Start to build a community

If you really want to connect with a profitable market segment, then you also need to immerse
yourself in the environment you’re working in. Consider hosting events that will allow you to
interact with your preferred clients, and familiarise yourself with the way that they speak and act.
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ADDITIONAL 
LEARNING...

LOOK UP/RESEARCH:

- CUSTOMER PROFILE EXAMPLES;

- WHO YOUR CURRENT CUSTOMER ARE;

- HOW YOUR PRODUCTS/SERVICES ALIGN WITH THOSE MOST LIKELY TO BUY.


