UNDERSTANDING YOUR TARGET AUDIENCE

Not all of these questions may relate to your business but try to answer as many as
possible.

DEMOGRAPHICS

What is their age range?

18-55

Where are they located?

Stanford, CA

What is the male/female ratio?

20% male, 80% femaile

What is their education level? E.g., Are they in college or high school? Are they a grad student

or do they have a professional degree? What did they study? What school/s did they attend?

70% currently studying, 20% professionals, 10% don't have a degree. A lot of stude
nts from Stanford University due to the location of our studio.

What is their relationship status and household composition? E.g., Are they married or single?
Do they live in a family-based home or with housemates? Are they parents with teenagers or

toddlers?

The majority of students live in shared houses or with parents and are single or dating. The
professionals and those without a degree are generally married and live in family-based households,
often with teenage children or toddlers.

What type of work do they do? E.g., what industry are they in, who do they work for or what is
their job title?

Many have part-time jobs as they work their way through school. The professionals tend to work for
the university. Those without a degree are usually stay-at-home mothers or run their own
businesses.
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UNDERSTANDING YOUR TARGET AUDIENCE

PERSONAL

What are their goals and aspirations in life?

The students aim to get a high-paying job in their field of study and eventually own their own homes.
The professionals are seeking career development and to grow their family. Others are aspiring to
grow their own business or family. All groups aspire to stay fit and healthy.

What do they value?

Education, career, friendships, family and health.

What challenges are they facing?

Lack of time due to commitments. The students have budgetary constraints on top of their time
constraints. The professionals are looking to improve their health. All groups constantly deal with
stress.

Why do they want your product or service? What problem will it solve?

They are seeking time to unwind and de-stress whilst remaining fit, flexible and active.

What are some concerns that may prevent them from buying your product or service?

Students have budgetary concerns. The professionals don't always like to attend classes with
students.

INTERESTS

What are their interests and hobbies?

Students - socializing with friends, trying new things (always into the latest trends), shopping.
Professionals and others - dining out, spending time with family, attending kids school and sporting
events.

What are their favorite TV shows, movies, blogs, celebrities, etc?

Students - Game of Thrones, Walking Dead, any of the popular TV shows. They follow fashion

bloggers on Instagram.

Professionals and others - inclined to keep up to date with the news and current events. They read
health & fithess bloas and maagazines.
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UNDERSTANDING YOUR TARGET AUDIENCE

BEHAVIORS

Do they have any particular behaviors? E.g., they are frequent travelers, they commute daily,

they attend conferences twice a year.

Students either walk to work and/or campus or catch public transport. They often attend parties and
social events on the weekends. Professionals and others mostly own cars but also live close by. The
professionals attend conferences throughout the year and often travel abroad during the school
holidavs.

What are their digital behaviors? E.g., they have a Facebook business account (this is helpful
to know when targeting business owners), they upload a lot of photos, they create a lot of

events online, they are slow to adopt new technology.

All groups check Facebook on a daily basis but the students are also very active on Instagram and
Snapchat. The students are constantly on their phones. All groups upload photos. The students are
quick to pick up on new digital trends whereas the professionals lag behind, although they are still
ahead of others in their age aroup.
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