


Whether you're a solopreneur just starting out or a
seasoned entrepreneur, understanding your ideal
customer is essential to growing your business. It’s the
foundation which everything else in your business is
built on. 

That’s why we created this Guide to give you the inside
scoop on the amazing benefits that come with having a
customer avatar while showing you how you can clearly
define yours. 

Creating a customer avatar sounds fun
and all, but is it really necessary?
The short answer is… YES! 



What is a customer avatar?
 

Your customer avatar is a detailed
description of your ideal customer or client.
It’s the person you want to serve. 
The person who will get the most value out
of your products and services and who is
most likely to buy from you. 

Think of your avatar as a fictional
character that you’re on a mission to help!
This character should always be in the
forefront of your mind when you’re
developing your products and services and
crafting your marketing messages. 

The goal is to make the description of your
customer avatar as specific as possible. 



It Helps You Convey Your 
Brand Mission 

Defining your customer avatar is like
giving your brand a best friend. Once
you know everything there is to know
about them, you can start to develop a
message and a mission that will
resonate with them on a personal level.

This will help you convey why you do
what you do and why you’re on a
mission to serve this specific audience. 

Customer Relationships

Customers are more likely to buy from
brands they feel understand them. If
you want to build a strong relationship
with your customers and increase
sales, you must get to know them on a
deeper level. 

This will help you build a know/like/
trust factor with your audience. When
people feel like a brand is speaking
their language and offering solutions to
their specific problems, they are more
likely to become customers and
continue coming back. 

Why is having a well-defined 
customer avatar important?



Marketing

There’s a saying in business and
marketing that says “If you market to
everyone, you end up marketing to no
one.” 

Without a well-defined customer
avatar, it's impossible to create an
effective marketing message. After all,
how can you target your messaging if
you don't know who you're talking to?

Putting out vague, broad marketing
messages resonates with no particular
person. 

When your ideal customer sees your
content or marketing message, it
should feel to them as if you’re reading
their mind — as if you truly understand
their struggle and have the solution to
solve their problem. 

Developing Products and 
Services

A clearly defined customer avatar
allows you to develop products and
services that are specifically tailored to
meet the needs and wants of your
target market. 

Even if your product or service is
already developed, there are always
ways to improve or add to what you’re
offering to better meet your audience’s
needs. 

As a result, your ideal customers will
be happier and more satisfied with
what they’re getting from you, which
builds customer loyalty and improves
customer retention rates. 

Why is having a well-defined 
customer avatar important? 



How to 
define 
your 
customer 
avatar

To clearly define your 
customer avatar, 
start by answering the 
following questions:

WHAT IS THEIR AGE?
WHAT IS THEIR GENDER?
WHERE DO THEY LIVE? 
WHAT IS THEIR MARITAL STATUS?
WHAT IS THEIR INCOME LEVEL?
WHAT IS THEIR OCCUPATION? 
ARE THEY A PARENT? 
WHAT ARE THEIR INTERESTS?
WHAT ARE THEIR BEHAVIOR PATTERNS?  
WHAT ARE THEIR BELIEFS AND VALUES? 
WHAT ARE THEIR STRUGGLES, 
CHALLENGES, PAIN POINTS?
WHAT DO THEY NEED OR DESIRE? 

Really try to get into the mind of your ideal customer. What are the concerns
or problems that keep them up at night? How does what you offer solve their
problem? How can you speak to them in their “language”? 

The better you understand your avatar, the better you can serve them.

Keep in mind that your customer avatar may change over time as your business
grows and evolves, so it's important to revisit this on a regular basis.

What needs does your product or 
service meet for them? 



Best word of advice: 

The other aspects of your business—marketing, developing
products and services, building customer relationships—
will all come easier when you truly understand who you’re
talking to and who you’re doing it all for.

Spend some time on this. 

So if you haven't already done so, sit 
down and give this some thought. 
Trust us on this: You and your audience 
will be glad you did!



P O W E R E D  B Y :  

A  B r u n c h  a n d  S l a y ,  L L C  C o m p a n y
b a s m e d i a . n e t

And if you need help or have questions, 
contact us! At B A S Media, we’re all 
about helping brands reach their ideal 
audience and build long-term 

relationships with their customers. 

You can learn more about us and what 
we do on our website: 
https://basmedia.net/. 

We’d also love for you to connect with us 

on social media! 

@ b a s m e d i a u s

https://basmedia.net/

