
Define Your
Perfect Customer

- HOW TO -

THIS DOCUMENT IS COPYRIGHT © CHRISDUCKER.COM & YOUPRENEUR.COM - ALL RIGHTS RESERVED.

PROCESS BLUEPRINT

What You Are All About? 

Before you start to build a ‘tribe’ of customers,
you need to determine what you can offer them

and if it can truly help them.

Which niche does
your business occupy?

What is your
unique selling point (USP)?

Does your product or
service solve a specific

pain point?
What is your edge

over your competitors?

Identifying Your Audience 

This is where the idea of your audience begins to take shape,
using facts and statistics to help you pinpoint

where you would be best suited to help.

Who is your ideal customer? Where is your target audience hanging out online?

Use tools such as Google Analytics
and social media analytics to gain a

better understanding of your audience.

Gather demographics such as:

Understanding Your Audience 

It’s not enough to describe what your audience is,
you also need to understand their needs, desires and fears to get

a better idea on who your perfect customer is.

U.S.P.

What is your
audience’s most
pressing issue,
or biggest
pain point?

Talk to your
audience through
surveys, or
through social
media.

Engage with your
audience in real
life (at live events)
to get a better
understanding of
what they are all
about and what
motivates them. 

Monitor your audience’s social
media activities – take note of
what they react to, what kind
of comments and conversations
they hold online, as well
as how your competitors
converse with their
audiences.

a.  Age
b.  Gender
c.  Location
d.  Occupation
e.  Status
f.  Income

Create a Customer Persona / Avatar

This is where you can go into extreme detail and even include
visual images. Putting together a profile and placing a face

and name to your ideal customer can help give you a clearer picture
on who you’re looking to serve and sell to.

Once all this is created and tweaked to a final ‘customer persona’,
you can then truly start to serve them in a way that’ll ring
true with them – not just when they’re consuming your content, 
ut more importantly, when they are presented with product
and service offerings.

The Big ‘WHY’ ..

Give your avatar a name and age.

Where do they live, and what are their personal circumstances?

What are their motivations in life and business?

What are their biggest frustrations?

What are their biggest goals and aspirations?


