1. Defining Target Market Worksheet
Understanding your target market is essential to crafting effective marketing strategies and creating a product or service that resonates with your customers. Use this worksheet to define your target market in detail.

1. Customer Demographics
Start by identifying key demographic characteristics of your ideal customer. These factors influence how your customers make decisions and interact with your product or service.
Prompt: Who is your ideal customer? Consider these demographic aspects:
· Age: (What is the age range of your target audience?)
· Gender: (Is your target market predominantly male, female, or mixed?)
· Income Level: (What is the income range of your customers? How does this affect their spending behavior?)
· Location: (Are your customers local, national, or international? Do they live in urban, suburban, or rural areas?)
· Occupation: (What professions do your customers have? How does this affect their buying decisions?)
· Education Level: (Does education level impact your product or service?)

2. Customer Needs & Behavior
Understanding the needs and behaviors of your target audience will help tailor your product or service to their specific desires. Consider what drives them to make purchasing decisions and how they interact with products like yours.
Prompt: What are the needs and behaviours of your target market?
· Needs: (What problems or challenges do your customers face that your product or service can solve?)
· Pain Points: (What frustrations do your customers experience in their daily lives that your business could address?)
· Purchasing Behaviour: (How do they typically make purchasing decisions? Are they impulsive buyers, or do they take time to research?)
· Buying Motivations: (Are your customers motivated by price, quality, convenience, or other factors?)
· Customer Values: (What do your customers value most in a product or service—e.g., reliability, affordability, customer service?)


3. Psychographics
In addition to demographics, psychographics helps you understand the attitudes, interests, and lifestyle choices of your customers. These insights are key to building marketing messages that resonate emotionally with your audience.
Prompt: What are the psychographic traits of your target market?
· Personality: (How would you describe your customers’ personalities? Are they adventurous, cautious, detail-oriented, etc.?)
· Interests: (What hobbies or activities do your customers enjoy? How can your product or service align with those interests?)
· Values and Beliefs: (What values are most important to your target audience? Do they care about sustainability, family, social causes?)
· Lifestyle: (How do your customers spend their free time? Are they more focused on leisure, work, or family activities?)
· Attitudes towards Money: (Are your customers price-sensitive, or are they willing to spend more for quality or convenience?)

4. Market Size & Growth Potential
Researching the size of your market and its growth potential will help you understand the business opportunities available and guide your long-term strategies.
Prompt: What is the potential market size, and what are the growth trends?
· Market Size: (How many potential customers are in your target market? Consider total population size, location, and other factors.)
· Growth Trends: (Is this market growing, shrinking, or remaining steady? What factors are driving growth?)
· Market Segments: (Are there different segments within your target market that have varying needs or behaviours?)
· Industry Trends: (What are the current trends in your industry that could impact your market size?)

5. Customer Journey Mapping
Understanding how your customers move through the buying process can help you identify touchpoints where you can influence their decisions.
Prompt: What does the customer journey look like for your target market?
· Awareness: (How do customers first learn about products or services like yours?)
· Consideration: (What factors do they evaluate when considering purchasing? How can you stand out during this phase?)
· Decision: (What finally convinces them to make a purchase? Are they swayed by reviews, pricing, or recommendations?)
· Post-Purchase: (What keeps customers coming back? How do they feel after they’ve used your product or service?)

