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?

Most are 30 to 65

Where are they located?

The UK and Ireland.

What is the male/female ratio?

40% male, 60% female

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?

About 70% are professionals and have university degrees. 20% are raising children full-time and
have varying education levels. The other 10% are various.

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 professionals are married and live with their spouse. They generally have children
ranging in age from newborns to teenagers. About 1 in 5 are empty-nester's. The stay at home
parents are obviously living with their family.

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?

The professionals are spread across all professional industries, finance, accounting, law, marketing
etc.

ONLINE : 1

L



UNDERSTANDING YOUR TARGET AUDIENCE

PERSONAL

What are their goals and aspirations in life?

They all aspire to look and feel good in their bodies. Some are looking to lose weight while others a
looking to maintain a healthy weight. They are generally open to becoming healthier and by
extension they are looking to create a more balanced and happy life.

What do they value?

Health, looking & feeling good, family, career, wealth, time.

What challenges are they facing?

Mostly time restraints. They buy pre-made health snacks primarily to save time prepping and
cooking meals. Some are also looking to lose weight through diet and others looking to resolve food
sensitivities through a paleo diet.

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

It allows them to maintain their healthy diet without the time needed for meal preparation and
provides healthy snack alternatives throughout the day. They are very busy and this time saved
allows them to get on with their jobs.

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

They perceive snacks to be unhealthy or assume there is sugar added. They would like to have the
product readily available and do not like waiting a day for the box of paleo bars to arrive.

INTERESTS

What are their interests and hobbies?

Their careers, family, self-improvement, health, longevity, looking good.

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

Health and wellbeing blogs, self-improvement books.
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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.

They are always on the go. Whether it is taking care of young children or they are busy at work they
do not have the time to relax.

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 are on Facebook, and about 20% are active on Instagram. The professionals check Facebook up
to twice per day, usually in the early morning or late evening. Because they don't have time to shop,
they do a lot of online shopping from work. The stay at home parents check Facebook & Instagram
around 3 times per dav.
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