
DEFINING YOUR IDEAL CUSTOMER – YOUR AVATAR 
 
Your Avatar is representative of our typical or ideal customer.  You may have multiple Avatars.  Never forget we are 
not our market! 
 
When creating our offers and our marketing you need to focus on your prospects – not yourself, your friends or your 
family. 
 
Your Avatar is a great tool to help you do that 
 

1. WHAT IS YOUR AVATAR’S BIGGEST FRUSTRATION?  WHAT KEEPS THEM UP AT NIGHT? 
 

 
 
 
 
 
 
 
 
 
 
 
 

 

2. WHAT SCARES YOUR AVATAR?  WHAT ARE THEY AFRAID OF? 
 

 
 
 
 
 
 
 
 
 
 
 
 

 

3. WHAT MAKES YOUR AVATAR ANGRY OR MAD? 
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4. IN WHAT WAY DOES YOUR AVATAR FEEL DISRESPECTED? WHO DOESN’T RESPECT THEM? WHAT DOES IS FEEL 
LIKE FOR THEM NOT TO BE RESPECTED? 
 

 
 
 
 
 
 
 
 
 
 
 
 
 

 

5. WHAT ARE YOUR AVATAR’S HOPES AND DREAMS? WHO OR WHAT DO THEY ASPIRE TO BE? 
 

 
 
 
 
 
 
 
 
 
 
 
 
 
 

 

6. WHAT IS OUR AVATAR’S GREATEST OPPORTUNITIES? ARE THERE OPPORTUNITIES THEY DON’T EVEN KNOW 
ABOUT? 
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7. WHAT IS OUR AVATAR’S BIGGEST STRENGTHS? ARE THERE STRENGTHS OR RESOURCES THAT HAVE THAT THEY 
DON’T EVEN KNOW ABOUT? 

 
 
 
 
 
 
 
 
 
 
 
 
 

 

8. IN SUMMARY – YOUR IDEAL CUSTOMERS OR YOUR AVATAR’S ARE: 
 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 


