
 

 

Creating Your Customer Profile 

You may already have a good idea of who your target customer is, but you need to 

be as specific as possible, so avoid being general at all costs. A demographic like 

"ladies" is way too generic. You need to create a full profile of your ideal customer, 

just as if they were a single specific individual. 

 

So, who is your target customer? What do they look like and where are 

they? 

 

The information you should look for falls into two categories; demographics and 

psychographics. Demographics include basic data, while psychographics are more 

personal and psychological in nature. 

 

 



 

 

 

Once you've narrowed down your target market enough to make an individual profile, 

ask yourself these questions: 

 Are there enough people that fit my criteria? 

 Is there any point that could be made more specific? 

 Will my target customers really benefit from my services 

 Do my target customers have a need for it? 

 Do I understand what drives my target market to make buying decisions? 

 Can my target market reasonably afford my services? 



 

 

 Can I reach my target market with my message of value? 

 

If the answer is no to any of those questions, you may need to think about changing 

your profile so that it does include enough people for you to serve.  

  



 

 

 

Know Your Customers - Learning Activity 

 

Create a profile of your existing and ideal customer types. If you do not have access 

to your customer information, consider surveying them. For both your existing and 

ideal customer base, consider demographic information, psychographics, and buying 

strategies. Does your existing customer type align with your ideal customer type?   

 

 

 

Now please enter your answers on the work sheets that follow. 

 

  



 

 

Know Your Customers - Workbook 

Create a profile of your existing and ideal customer types. If you do not have access 

to your customer information, consider surveying them. For both your existing and 

ideal customer base, consider demographic information, psychographics, and buying 

strategies. How does your existing customer type align with your ideal customer 

type?   

 

 Existing Ideal 

DEMOGRAPHICS   

Age   

Geographic Location   

Gender   

Income Level   

Education Level   

Marital Status   

Family Composition   



 

 

Occupation   

Other   

PSYCHOGRAPHICS   

Personality   

Attitudes   

Values   

Hobbies   

Lifestyle   

Behaviour   

How they see Themselves   

Other   

BUYING BEHAVIOUR   

Where?   

When?   

Strategy   

Emotions   



 

 

Price   

Other   

 


