


Your Target Market

Why this exercise

When starting out you need to be able to identify the people you are going to serve and understand what their problems 
are. Most people that begin businesses of any kind will never take the time to go through this step. 

These same people who don’t understand who they are serving try to serve everyone. This leads to a business that either 
isn’t very fun OR isn’t very profitable (or both). 

Instead take the time to define who you will be working with and use the business plan worksheet in conjunction with this 
one to make sure you have identified your target market’s pain points and have solutions to the problem. 

More importantly than all of this, if you understand exactly who you are serving it becomes much easier to know where 
to find them!

Getting Started

When choosing a target market many people are tempted to choose much too broad of a market. Often it feels like you 
will be excluding people that could potentially buy from you when you target a very specific group. That’s not how it 
actually works though. If you understand the people you want to serve extremely well you can understand where to find 
them, how they think, talk and act and what they are interested in. 
Having a deep understanding will put you in a position to help your prospects and customers in a way nobody else can.
So instead, go very specific when you answer these questions

Demographics: 

● Age: How old are they? (Example: Early 40's, thriving business high 6 figures-7 figures, less than 10 employees)

● Location: Where do they live? (Example: USA, in a small to medium sized town or city, no access to large 

fortune 500 businesses)

● Gender

● Income level ($50-80K annually) 

● Education level: What education level are you targeting that is associated with who would buy your product?

● Marital or family status

● Occupation: Could be multiple occupations but sometimes you are making a product for a specific occupation 

(Ex: Professionals in unfulfilling roles that have a few or no direct reports, Key contributor to director level)

● Ethnic background
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Psychographics:

● Personality

● Attitudes

● Values

● Interests/hobbies

● Lifestyles

● Behavior

Some other questions:

 What other products do they buy? (Example: Real Estate, Investments, high value quality products)

 What type of person are they? (Charismatic, educated, savvy professional who works a lot and knows their business, but 

not social marketing)

Create an Avatar

Write out who your avatar is (or one person that represents your target market). Give them a name. Take all the 
information and describe them, who are they, what do they do, where do they hang out, what makes them tick, what are 
their problems, worries, concerns? What type of person are they?

Describe them below: 
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Once You have identified your Target Market

Here are some questions to consider after identifying your target market

● Are there enough people that fit my criteria?

● Will my target really benefit from my product/service? Will they see a need for it?

● Do I understand what drives my target to make decisions?

● Can they afford my product/service?

● Can I reach them with my message? Are they easily accessible?
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