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Who is your Target Audience?
This is to inspire you to focus your priorities, get a feel for the benefits you offer your primary audience, and assist you in making decisions that will suit your focus. You can jot down lists as answers. You may not have an answer to every question.  
1. Who is your PRIMARY target audience? Also list a secondary target audience if there is another market or niche you want to target. This is the person who makes the decision to buy or use your services. You need to identify an audience who values your business the most. Include gender and age range.  
2. What action do you want this target to take? For example: Buy something, join something, use your services, come to your store, call you for a quote.
3. What personality traits do they have? Adventure seeking, analytical types, sophisticated, bottom line focused, people oriented etc.  
4. What is their education level? Income range? 
5. What other hobbies/interests might they have? For instance, if they are dog trainers they might also be into high-end pet food.  
6. What time of day is your primary target active? For example: If they are guitar players, they may be night owls. Are they executives who usually get to work very early?   
7. Where is the majority of your audience located? Local, National etc. 
8. Where do they gather their decision-making information? TV, Internet, Radio, Satellite Radio, Newspapers, Magazines, Books? 
9. Identify some of the language or acronyms this audience might use. For example, are they into sending text messages and listening to pop rock or are they into National Public Radio?  
10. Is this a product or service they need or a luxury item? 
11. How will they use this product or service? 
12.  What objections do they have regarding your product or service? You cannot overcome or address objections if you don’t know what these are. 
13.  What will draw them to this product or service? Which special feature is most likely to appeal the most to this target? Easy availability? Low price? Personalized attention? Special features?
14. How could you position your product differently to carve out a niche? Cell phone family plans for families with 5+ people in the family, position a health food as an immune booster. Here’s where you brainstorm about your product and how you would position it to appeal to a particular market.  
15. **What is an effective way to speak to this audience? For example: They see their children’s success as a reflection on them, they have a strong desire to be successful, they respond to the underdog, they are desperate for a solution to their problem. This part is KEY to developing effective communication!  
16. How does this audience usually find your service/product? 

17.  What kind of directory do they use to find you? Google, yellow pages, drive by? 

Add other comments here: Take a look at internet community forums where your target will post messages. You get a good feel for them, their objections, what they look for etc. 
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