This was a topic from a few years ago that I wanted us to revisit because many times when
we have the opportunity to tell the team who would be a good referral for us we are not
specific on our ideal customer. Let's use this week's topic to help identify and clarify to the
team your ideal customer and how we can help you connect with them.

How to determine your ideal customer

Most entrepreneurs aren't clear about their ideal customer. For this reason, they waste a lot of
time and money trying to sell their product to people who aren't good potential customers.

Your ability to clearly define and focus on the customers who can most rapidly buy your product
or service will be essential to your business success.

Every entrepreneur should be intensely focused on his or her prospective customers. The ability
to find a customer, sell your product or service to that customer, and satisfy the customer so that
he buys from you again should be the central focus of all entrepreneurial activity. The greater
clarity you have with regard to your ideal customer, the more focused and effective your
marketing efforts will be.

Imagine placing an ad in the newspaper for your perfect customer. How would you describe your
perfect customer?

What prospective customers are the most likely to buy your product or service immediately?
What are the most important qualities that your ideal customer would have?

Your ability to clearly define and determine the very best customer for your product or service
can determine your success in business. How could you find more perfect customers for your

product? How could you create new customers for your product? Define your unique selling
proposition and communicate this key benefit in every customer contact.

Here are 6 tips to help you find your business's ideal customers:

1. Define your product or service from the customer's point of view. What does your product
do for your ideal customer? What problems does your product solve for your customer? What
needs of your customer does your product satisfy? How does your product improve your
customer's life or work?

2. Define the ideal customer for what you sell. What is his or her age, education, occupation or
business? What is his or her income or financial situation? What is his or her situation today in
life or work?



3. Determine the specific benefits your customer is seeking in buying your product. Of all
the benefits you offer, which are the most important to your ideal customer? What are the most
pressing needs that your product or service satisfies? Why should your customer buy from you
rather than from someone else?

4. Determine the location of your exact customer. Where is your customer located
geographically? Where does your customer live or work? Where is your customer when he or she
buys your product or service?

5. Determine exactly when your ideal customer buys your product or service. What has to
happen in the life or work of your customer for him to buy your product? What time of year,
season, month or week does your customer buy?

6. Determine your customer's buying strategy. How does your customer buy your product or
service? How has your customer bought similar products or services in the past? What is your
customer's buying strategy? How does your customer go about making a buying decision for
your product?

Teach your team how to identify and connect you with your ideal client.
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