
Nai� Your Nich�
When you can clearly define who your customer/ideal client is, then you are more able
to define your message so that it directly speaks to them.  If you don’t know who you
are talking to, then how do you know what words to use that will spark an emotional
reaction in them.  The following questions will help you clearly identify your audience,
what their pains are and how you can help them cure those pains.

Demographic�:
Gender: Location:

Age Range: Occupation:

Income: Family Dynamic:

Marital Status:

Psychographic�
Lifestyle?

What activities do they like?

Top 3 Challenges/Frustrations:

1.

2.

3.



What are their Goals/Dreams:

Wher� ar� the�?
If you wanted to meet your ideal client in person, where would they be hanging out?

What conferences/trade shows would they attend?

What social media platform are they on?  Also, consider what they are looking for on
that platform?

Where would they go to do research if they were looking for you?

Who are they following on Social Media?  What experts do they follow in your
category?

Wha� woul� mak� the� loo� for yo�?
At what point would they be looking to hire you?

What are their biggest pain points and frustrations with their life or business?

What are their dreams, goals, aspirations and desires?

How would their life be different if they were to achieve their goals and desires?

Write a 2-3 short stories about what their pain looks like.  If they have more than one
pain point or frustration, write a story about each.

1.



2.

3.

Wha� ca� yo� d� for the�?
What is that you can offer them that would cure their pains and take away their
frustrations?

Why are you the ideal person for them to hire?

What does your product or service do for them?

Write 2 or 3 short stories about how you solved this pain point for others in the past.
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