Ideal customer profile
The more different people you are trying to appeal to, the
more different people will find you meh.
You need to make the visitors of your website – your
potential clients – feel like you are talking directly to them.
Addressing their problems. Speaking their language.
There will be people who won’t like you, your website, or
your product. Let them. They don’t matter.
What matters are the people who will think things like:
“She is reading my mind!”
“I was wondering about it just yesterday!”
“I’ve been struggling with the same problem!”
They will be the ones who will read your every article, stalk
you on social media and open your email newsletter the
moment they get it.
They will be the ones who will hire you, buy your product,
and tell their friends about you.

Name: _________________________
Gender: ________________________
Age: ____________________________

Demographics
Location: ______________________________

Education: ____________________________

Ethnic background: ___________________

Occupation: ___________________________

Income: _______________________________

Marital status: ________________________
Kids: __________________________________

Lifestyle
Hobbies: ____________________________________________________________________________
Favorite TV shows & movies: ________________________________________________________
Favorite books: ______________________________________________________________________
Car: ______________________________________

Pets: _________________________________

Where can you meet them offline?
_______________________________________________________________________________________
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Online behavior
Preferred social media platforms: __________________________________________________
Forums: ____________________________________________________________________________
Websites: ___________________________________________________________________________
Preferred way to get information online (videos / podcasts / blog posts, etc.):
_____________________________________________________________________________________

What makes them tick?
Problems:
_____________________________________________________________________________________
Fears:
_____________________________________________________________________________________
Dreams:
_____________________________________________________________________________________
What’s important in life? (Values)
_____________________________________________________________________________________
How does (s)he make a decision to buy?
_____________________________________________________________________________________
Whom does (s)he trust?
_____________________________________________________________________________________
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Building your online business? Then you may find this
useful as well.
A 200+ point website checklist that is based on a 4-step strategy to
get more clients through your website and will show you how to:
•
•
•
•

Get visitors to your website
Make a great first impression
Make your visitors know, like and trust you
Convert them into clients.

For example, the image below shows the first step: Getting visitors to
your website.

Click here to see the full checklist
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