
Ideal Customer Avatar Worksheet

Name:

Age:

Gender:

Marital Status:

# and age of children:

Location:

Occupation:

Level of Education:

Income:

Hobbies:

You can't sell to everyone. In order to build a successful business we need to narrow
down a niche, and if you can narrow that down to 1 - 3 made up 'ideal customer' avatars
then all the better.
 
Print out and fill in the form below (get as specific as you can) and create your own
avatar along with a picture. Place this by your computer and refer to it whenever you are
writing any blog posts, social media, sales copy, marketing and website copy. 
 
When making customer-related business decisions, act with your avatar(s) in mind. You
can't market to the whole world so instead get specific and dominate your niche/corner.
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Pain Points:

Challenges + frustrations:

Books:
Magazines:
Blogs/Websites:
Conferences:
Inspired By:
Hangs out Socially:
Other:
 

Values:

Business and life goals:

Sources of Information

Challenges and Pain Points

Goals and Values



info@magpie-creative.co
www.magpie-creative.co

Possible Objections to my services:

Role in the purchase process + how they prefer to buy (ie. online, in person,
phonecall)

Objections and Roles

Take all of the information gathered above and create a profile of your avatar along with a
picture of what you think they would look like.



Avatar Example

Ideal Digital Marketing Customer Avatar
Marjorie operates a dive centre along with her husband, two sons and a handful
of staff. She has a degree in Marine Biology and loves sharing her fascination of
the ocean with her customers, friends and family. She is passionate about ocean
conservation and regularly runs workshops with schools to teach kids about
marine habitat preservation.
 
Her aim is to be able to let the business run without her or her husband having
to be there. She wants to be able to spend more time travelling, diving and
working on restoration projects instead of always guiding dives, instructing
students and doing business admin. Her and her husband have invested a lot of
money into their dive centre and want to start seeing the financial returns on
their investment to gain more freedom.
 
Marjorie is frustrated at how she always has to be 'in' her business and never has
the time to work 'on ' it. She wants the business to grow but doesn't know
where to begin. Her business' website is outdated, doesn't bring in much
interest and she doesn't know how to utilise the online world to market her
business. She knows the outcome she wants but doesn't know how to get there. 
 
Her biggest problem is time and money. She doesn't have enough of either to
grow her business properly and is starting to accept that she might need
outside, professional help with this. 
 
Other dive centres nearby compete with her centre on price, so she knows she
needs a different method to bring in customers and keep them returning.
 
She attends the DEMA event every year in Orlando to keep up to date with the
latest news, developments and technology in the dive industry. She regularly
reads dive blogs and follows posts on various dive related Facebook pages, She
spends a lot of time online trying to research how to attract more clients to her
business.
 
Possible objections: if she doesn't fully understand my service and the
difference I can make in her business. Best way to address this is through clarity
and good communication,

Name: Marjorie
Age: 45
Status: Married with 2
sons aged 24 and 22
Location: Gold Coast,
Australia
Occupation: Dive Centre
Operator
Education: Marine
Biology Degree
Hobbies: diving, marine
conservation, reading,
travel, underwater
photography
Inspired by: Cristina
Mittermeier and Sylvia
Earle
Role in purchase process:
joint decision maker with
husband
Prefers to buy: in person
Best place to meet:
DEMA or at her dive
centre
 

info@magpie-creative.co
www.magpie-creative.co


