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A WORD
FROM THE
FOUNDER
According to WikiHow, Finding
customers can be one of the hardest
parts of starting and maintaining a
business. You'll need to accurately
identify your target customer type,
then figure out how to reach
prospective customers in places they
can already be found at.
Build a plan but keep an open
mind. Construct a thorough marketing
plan before you actively start your
search for customers. Follow your plan
closely, but don't be afraid to make
changes along the way as you learn
more about what works and what
doesn't work.
You may have tried this before and it
seems easier said than done but here
is our concise 7 step guide to finding
your ideal clients by following some
simple yet really effective steps.
And if you ideal client happens to be
some of our members in the forum
then get in touch to showcase your
brand or to run a survey.
Email hello@beautyprclub.com.
Good Luck!

LISA JANE DAVIES
FOUNDER
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7 STEPS TO
IDENTIFY YOUR
IDEAL
CUSTOMER OR
CLIENT
Let me ask you a question: who is
your ideal customer or client?
If your answer is, “Everyone!”, you
NEED to read this!
Failing to define you WHO you
serve is a common and costly
mistake made by many
entrepreneurs so don’t think you
are alone in this one!
BEAUTY PR CLUB

1. USE SOME
GOOD OLDFASHIONED
BRAINSTORMING
While it’s tempting to think that everyone
needs your product or service, in reality,
working off this assumption will inevitably
lead you down what I call the “make no
money” path.
In your attempt to serve everyone, you
will end up doing a serious misservice
to the people who need you most. The
products, services and content you
create won’t hit their mark with your
audience, and you’ll continually find
you’re attracting the wrong people.
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In other words, in your efforts to serve
everyone, you’ll end up serving no one!
This article will help you pinpoint
exactly how to find out who you serve.
This way you can make sure you
create, sell and promote the right
products, services and content that
will attract your ideal customer.

Once you’ve defined the main
problem your services solve, dig
down and think about the key
demographics of the people you’re
trying to help, including their:
Gender
Age
Interests and hobbies
Occupation
Location
Relevant behaviors (e.g., How and
where they shop, how much they
are willing to pay, etc.)
Average income
Level of education
While brainstorming isn’t an exact
science (by any stretch of the
imagination), it will give you a good
foundation as you work through
the remaining six steps below.
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Use the following seven strategies to figure out who you serve
– or who you should be serving!

1. USE SOME
GOOD OLDFASHIONED
BRAINSTORMING
As you’ll see below, there are many
great strategies and tools for defining
your target audience. However, none of
them can replace this essential first
step.
If your product or service is going to be
successful, it’s going to have to solve a
key problem your audience is facing.
So, before you go any further, ask
yourself this very important question:

For instance, let’s say you’re a business
coach. More specifically, you love to
help small business owners learn
effective sales strategies and
techniques.
In this situation, the main problems
your potential clients are experiencing
may be the inability to find or attract
customers, the knowledge or skills to
do online marketing, or perhaps the
budget to outsource certain key tasks.

What specific problem am I trying to solve?

PRISMA INC.
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CUSTOMER PROFILE
PLANNER

Gender

BRAINDUMP

Age
Interests and hobbies
Occupation
Location
Relevant behaviors (e.g., How
and where they shop, how much
they are willing to pay, etc.)
Average income
What are their main pain points?
What do they ask most about
your service/niche/brand?
What are their core value?
What do they do for leisure?
What do they read?
What are their interests?
Where do they shop?
How do they access content?
What is a typical day for them?
How do they find you?
What concerns do they have
about buying from you?
What do they already know
about working with a brand like
yours?
BEAUTYPRCLUB.COM

BEAUTYPRCLUB.COM

2. SURVEY
YOUR EXISTING
CUSTOMERS
OR CLIENTS
A survey can be a great way to get
information from those who have
bought from you in the past. You can
then use this data to pinpoint exactly
who is most likely to buy your products
or services, or to interact with your
content in future.
When creating your survey, start by
asking questions about basic
demographics as noted above.
Depending on which survey software
you use, you can even use demographic
survey templates like those offered
by Survey Monkey and Typeform.
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"Asking how and/or where an
existing customer found you is
the perfect way to find more of
'em!"

Besides demographic info, be sure to
ask probing questions about key issues
and problems they face so you can
better define your value proposition.
I’d also recommend asking HOW and
WHERE your existing customers found
out about you, so you know what you
need to do and where you need to be
go in order to attract more like-minded
customers or clients.
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3. Dig into your Google analytics
Your website analytics can provide a wealth of valuable info for
helping you pinpoint your target audience. In fact, this is
probably the #1 way you can figure out EXACTLY who you serve,
and who you should serve in the future.
There are a few key sections I would focus on, depending on
your goals:

To find out who has bought
from you in the
past: Depending on how you
currently track sales or
conversions, you’ll look in
Behavior ⇒ Events,
Conversions ⇒
Goals, or Conversions ⇒ Ecommerce.

Find out what topics or
content-types your target
audience likes best: Go to
Behavior ⇒ Site Content, and
sort by Page Views.

How to find out how most of
your target audience found
out about your site: Go to
Acquisition ⇒ Overview, and
dig down into each channel
to find specific info.

If you want some basic
demographic info about your
audience: Go to Audience ⇒
Overview to find info like
country, city, language and even
operating system used.

BEAUTY PR CLUB
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GROUPS
Joining industry
groups on
Facebook and
LinkedIn to see
WHO is asking
questions and
what kinds of
questions they’re
asking is a great
way to 'listen' to
your ideal
customer.

4. SOCIAL
LISTENING
The strategies above are great, but they’ll
mainly give you info about the customers
or website visitors who have already found
you.
If you want to find out a little more about
the people who are currently looking for
your products, services or content,

Joining industry groups on Facebook and
LinkedIn to see WHO is asking questions
and what kinds of questions they’re
asking is a great way to ‘listen’ to your
ideal customer.
Some other places to keep tabs on:
Subreddits related to your niche, and
Q&A sites like Quora and Answers.com.

eavesdropping on social media conversations
is the way to go!
Using tools like Mention, AgoraPulse or
even Google Alerts, you can keep tabs on
common questions or problems that come
up related to your industry. It will also give
you a good idea of WHERE your target
audience hangs out online.
BEAUTY PR CLUB
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5. SOCIAL
MEDIA
ANALYTICS
Most of the major social networking
sites provide a way to analyze your
existing audience using built-in
analytics tools: Facebook page
Insights, Facebook group
Insights (new!), Twitter
Analytics, Instagram Insights (for
business accounts), Pinterest
Analytics, etc.
To find out who you’re currently
serving and how to attract likeminded people in future, pay special
attention to:
Your audience demographics
Content formats that get the most
reach and engagement (i.e., text,
images, videos or links)
Most popular topics
Most popular social networking sites
for your audience
Understanding these key features
about your audience – like WHO they
are, WHAT they like and WHERE they
hang out – will not only help you
discover more about those you serve,
but will help you choose the perfect
audience for your social media ads!
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6. GET
INSIGHTS
ABOUT YOUR
VISITORS
USING
QUANTCAST
MEASURE
If you want to take your website
analytics up a notch (or two or three!),
you’ll want to check out Quantcast
Measure (note: Quantcast offers
premium tools for businesses and
publishers, however Measure is FREE!).
After placing a piece of code on your site,
Quantcast will be able to give you key
insights into your audience
demographics including age, gender,
household income, education level and
ethnicity.
These insights alone are valuable for
identifying those you serve. BUT,
Quantcast offers much more than this!
Some other insights you can glean:
Shopping interests (e.g., type of car or
electronics they typically buy)
Your audience broken up into
“passers-by”, “regulars” or “fanatics”
Political interests
The ability to group your audience into
segments to get super-detailed info
about your visitors
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7. SPY ON YOUR
COMPETITORS TO SEE
WHO THEY’RE SERVING
Sometimes it’s helpful to supplement
all the information you’ve gleaned
above with info about your
competitors’ customers or clients.
Obviously, you can’t access your
competitors’ analytics, or send their
customers surveys. So, how can you
find out exactly who their target
market is?
I would start by setting up alerts for
mentions of their names on social
media (see #4 above). This will give you
a very general idea of who is talking
about them online.
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Next, I would look at their social media
properties and website to see who THEY
think their audience is. One of the best ways
to do this is to look at their free lead
magnets, and deduce who they’re trying to
attract (e.g., a free cookbook for “busy
moms” will give you a pretty good idea of
their target audience!).
Finally, if you want to be REALLY sneaky, use
an inexpensive tool like Owletter to track
and manage all of your competitors’ email
newsletters. This tool lets you sign up and
receive their emails, without them even
knowing you’re subscribed! Owletter will
also store all those newsletters in one place,
and give you access to competitor analytics.
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THIS IS
GREAT…BUT
WHAT DO I DO
WITH THIS
INFORMATION?
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This may be the question you’re
asking right now. You’ve managed
to get all this amazing information
about who you’re serving and why
you’re serving them.
But unless you use this info in
strategic ways, you’ll never actually
attract this target audience to your
website, products or services.
Over the course of the next week
we will be sending you some great
ideas on how you can create your
ideal client personas from the
information you find from
completing this practical guide (so
get writing!).

We would love to hear your
thoughts: have you defined your
target audience? Do you know
how to reach them? Share with us
over on our FREE Facebook forum
which you can find at
www.facebook.com/beautyprclub
You can email me about any
business support questions that
you have at
lisajane@beautyprclub.com
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