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Hey There Aspiring and New Entrepreneur! 
 
Have you ever gone mining, like for shells, rocks, four-leaf clovers, or maybe gold? 
Well, I have. And the wonderful thing about mining is that you know what you're looking 
for, you just don't know what you'll end up with.  
 
However, over time, you gather a collection of those particular objects. And for many of 
us, we tuck them away for safekeeping, put them proudly on display or we may create 
something with them. 
 
I call the resources and information that I provide to my clients and members of my 
Facebook Groups (Small Biz Society and Women Getting M.A.D.) knowledge 
nuggets. The reason I call them knowledge nuggets is when I share my knowledge and 
information I keep it simple by chunking them into manageable pieces that people can 
receive, process and apply.  The information can be used independent of anything else 
and work just fine. However, if you were able to pair them with another or group all of 
the knowledge nuggets, you would be able to accomplish a larger project or outcome. It 
all depends on where you are on your entrepreneurial journey.  
 
After 20+ years of being a business education teachers, college instructor, technology 
trainer, leadership coach, served in c-level leadership positions and small biz owner, 
I’ve learned alot along with way. The good, the bad and the ugly. It’s the bad and ugly I 
want for you to avoid as you reach for your goals of running a company. By pairing my 
experience with my passion and purpose — to inspire, educate and lead growth in 
others; I get to do just that, help go-getters like yourself to plan, launch and grow their 
dream biz! 
 
And that's the goal of resources like this one, and others that are available on my 
website. 
 
Take THIS knowledge nugget for what it has to offer to you for the purpose that you 
have today. And then I encourage you to participate in related events/programs and 
gather the other nuggets that are a part of my online community and resource library. 
And don’t hesitate to share your journey with me - I’d love to hear how it’s going and 
most importantly, how I can help. 

 
 
Disclaimer: This guide is for informational purposes only. It should not be considered 
psychological, legal or financial advice. You should consult with an attorney or financial 
professional to determine what may be best for your individual needs. 

https://www.facebook.com/dryamkeepitsimple
http://www.smallbizsociety.info/
http://www.womengettingmad.com/
http://www.keepitsimplecoach.info/
www.keepitsimplecoach.info
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WHAT IS A TARGET AUDIENCE & HOW DO YOU 
DEFINE YOURS? 
The term target audience may seem confusing at first, but it is a crucial part of business 
development. Knowing who you want to engage or sell to is a cornerstone of the 
foundation upon which you are building your business.  
 
A target audience is the thinnest slice of the market that you can focus on, from which 
all of your marketing decisions are based. This audience is the focal point of your 
decisions, making sure that your efforts are tailor-made to find them and draw them in.  
 
A target audience is the ideal customer or avatar that you have in mind when you are 
creating and selling. They are the image in your head when you imagine the perfect 
person or scenario for your product or service.  
 
Creating an avatar is simple when you take the time to ask yourself specific questions 
about your target audience:  
 
Are they a man or a woman? 
How old are they? 
Where do they live?  
What do they do for a living? 
How do they spend their time? 
What is the need that you provide a solution for?  
 
Here’s an example of an avatar created for a podcast for entrepreneurs: 
 
Bob is a 31-year-old male who commutes 40 minutes to work, five days a week. 
He is bored with his commute and his current work assignment. He wants to start 
his own business but doesn’t know where to begin. He wants to be inspired by 
other men and women who have taken the risk to open their own businesses and 
are making it happen.  
 
In this scenario, bob is the target audience. By knowing exactly who the podcast is 
designed for, the podcast host and website owner can create an experience tailor made 
for bob. The colors of the website, the content of the interviews, the coaching, the 
resources, and the sales that come from them can all be designed looking for bob.  
 
Having an avatar doesn’t mean you won’t sell to a wider variety of customers; you 
absolutely will. Having an avatar means you are clear and defined about who your ideal 
customer is for this product or service at this time. This allows you to create marketing 
materials that are on target for your client.  
 
The key to having a successful sales experience is knowing exactly who is buying your 
product or service. Understanding and defining your target audience is the best strategy 
there is. This saves you valuable time and money developing your business.  
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WHY IS IT IMPORTANT TO HAVE A FIRM 
UNDERSTANDING OF WHO YOUR TARGET 
AUDIENCE IS? 
 
Creating content and bringing potential customers into your funnel is key to beginning 
the sales conversion. Having a clearly defined target audience is the crucial step 
towards selling. It is important to have a firm understanding of who your target audience 
is so you can create content that speaks directly to them.  
 
If your business is designed to sell designer clothing for toddlers and children, it is 
crucial to know who is buying the clothes. You are not selling to toddlers and children. 
You are selling to parents, grandparents, and other adults who hold a high value for 
designer clothing.  
 
Peeling this back further, we see hidden elements that must also be considered when 
understanding this market; the ideal customer for designer clothing for toddlers and 
children is: 
 
✅ middle to upper income 
✅ places high value on their kids’ appearance 
✅ likely shops on-line or boutiques 
✅ has discerning tastes  
✅ has high potential for repeat purchases 
 
What does knowing this information do for you as a business owner? Knowing this 
helps you make crucial decisions about where to advertise and how to engage the 
audience. Instead of casting a wide net and hoping to find a few discerning parents or 
grandmothers ready to buy, you can apply targeted and focused ads and content 
directly to men and women who are looking for your designer clothing. The sale is made 
effortlessly because there are no roadblocks to the purchase. By finding and plugging 
into the market who wants you, you are there solving a problem that they had and are 
willing to pay for; finding quality clothing for their tastes and budget.  
 
Knowing who you are selling to is especially important for your marketing decisions. It 
comes in handy when creating Facebook ads, posting to Pinterest, or using SEO for 
blog posts or online content. Being able to narrow down your market creates a bigger 
pool of potential customers. This saves your money and gives you a bigger roi for your 
marketing investment.  
 
Being able to sell your goods or services is easier when you know who your target 
audience is and where they live. Once you know these crucial pieces, you can make 
valuable marketing decisions, speak directly to your best customer base, and rest 
assured your business will thrive. Get excited about finding your ideal customer and 
providing what they need.   
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HELPFUL INFORMATION ABOUT YOUR TARGET 
AUDIENCE AND HOW TO FIND IT 
 
Finding your target audience and creating an avatar to focus on is the cornerstone of 
the foundation of your business. Knowing who you are selling to and what they are like 
is the key to effortless sales.  
 
An avatar is a specific person who perfectly embodies the elements of your ideal 
customer. If an image were posted of your ideal customer theirs would be front and 
center. They are likely the inspiration for your business when you created it.  
 
In this day and age with Facebook ads, SEO and other algorithms, it is possible to hone 
in on the market in such a way that you can fine tune your advertising so specifically 
that your investments in your message are sure to get a return.  
 
But how do you do that? How do you hone in on the market so concisely?   
 
First, spend time thinking about your product or service: 
 

● What does your product do? 

● What problem does it solve?  

● Who is it designed for?  

● Who makes the decision to purchase your product or service? 

 
Next, think about who benefits the most from your product or service: 
 

● What problems do they face? 

● What is their pain point? 

● What solutions are they looking for?  

● What language do they use?  

● Where do they shop?  

● How do they identify themselves in the marketplace?  

● What do they do for a living?  

● What rationale do they use to make decisions?  

● How do they spend their free time?  

 
Asking yourself these types of questions helps define your target audience. The defining 
factors can be translated to the categories available to you for sponsored ads, or the 
language you use when you write content. The more you know the better you can speak 
directly to your audience.   
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Once you have asked yourself these questions, test out your theories. Social media is 
an excellent way to screen your tribe/followers to see who is a potential customer. Ask 
questions, pose scenarios and see who bites.  
 
Use tools like  
 
Surveys- post a survey on social media to test a theory or ask a question. 
Contests- gather data by holding a contest that gathers information about your target 
audience’s habits.    
Split testing- create graphics or titles for your goods or services and test which get 
more traction.  
Forced choice testing- create a dynamic where one of two choices must be made and 
see which gets the most attention. 
Observation- pay close attention to your surroundings and see what behaviors your 
customers have in common.  
 
These tools help you define your target audience and your avatar in no time at all, 
speeding up the process for marketing and sales.    
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THE BENEFITS OF DIVIDING YOUR TARGET 
AUDIENCE INTO SUB-GROUPS 
 
Defining a target audience is a first step in the sales funnel. Developing an ideal 
customer in your mind is an important way to focus your marketing resources and save 
you time and money acquiring a sale.  
 
Once you have discovered your audience and began to engage them, it is beneficial to 
create sub-groups that further define and market specifically-designed goods and 
services.  
 
If you are in the self-help world and write books, it is important to have sub-groups of 
the customers to set apart those who are parents, married, or divorced, or empty 
nesters. Each of these sub-groups has specific needs that you can address through 
your targeted marketing.   
 
Let’s look at the benefits of dividing your audience into sub-groups... 
 

● Tailor-made messaging- being assigned to a sub-group creates the opportunity 

for tailor-made messaging that speaks crystal clear about the need and the 

benefit for the goods and services. Selling to motor cycle owners is one thing; 

selling to Harley owners who ride in Harley clubs taking poker runs is even 

better. Knowing more about the sub-group means you can use very specific 

language and tone of voice that the group resonates with. This increases your 

credibility and your sales.  

 
● Creating long standing relationships- as customers fall into your funnel and 

engage with you, they begin to know, like, and trust you and your products. The 

more you know about them in general, the better you can engage with them and 

share your genuine interest in their wellbeing. You can filter the information you 

send them so it is the most relevant and important for their needs.  

● Establishing your credibility- when you engage a market, you likely have 

multiple messages that when broken down, share one unifying message. 

Creating a sub-group allows you to establish your credibility with a wider range of 

customers on a wider platform. This gives your audience the opportunity to see 

sides of you that they may not have otherwise. Your audience defines you as the 

authority in the area as you engage them specifically.  

● Content creation- having defined sub-groups makes content creation a breeze. 

Whether you are creating blog posts, emails or sales pages. Making a widget or 

developing a class or webinar, you can create content effortlessly with a sub-

group. If you teach web design and have taught a webinar titled web design 101, 

you can direct these customers into a sub-group and teach enhanced skills.  
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● Repeat sales- ideally, we are in relationship with our audience and the goal is to 
do repeat business. Having sub-groups creates the opportunity to take 
customers on a journey or to sell to them in a way that is genuine and authentic. 
Creating relationships, establishing credibility, creating content, and tailoring a 
message all lead to repeat sales. Marketing decisions can be clear when 
customers are directed into sub-groups and you know exactly what you want to 
sell to them and why.   

 
Once you have defined your target audience, you can easily create sub-groups that 
increase your relationships, help make content and marketing decisions and makes 
sales easier.  
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MARKETING DIRECTLY TO YOUR TARGET 
AUDIENCE 
  
Once you have created and defined your target audience, it is time to engage them, 
establish rapport, and give them useful information that sells.  
 
The more you know about your audience, the better you can speak to them in their voice 
with their preferred lexicon and examples. The higher your credibility, the easier it is to 
convert them into paying customers who come back again and again for more.  
 
Here’s how to market directly to your target audience: 
 
Create content specifically crafted for your audience 
 
If your audience is dog owners who love spaniels, it is easier to create meaningful content 
that meets their specific breed’s needs, solving problems that spaniel dogs face. Offering 
products that are unique to spaniels and their owners. This saves both you and the 
customer time and money. Because your net isn’t cast wide and far hoping to find a spaniel 
owner in a sea of dog breeds, they can trust that you have done your homework about the 
needs of their spaniel, effectively getting them to trust your product and buy it.  
 
Use your knowledge to speak directly to them in sales copy 
 
Online marketing is highly effective and converts if you have clear copy that speaks directly 
to your market. Knowing your market and creating a tribe that knows, likes, and trusts you 
increase your ability to write copy that they connect with and accept. When you have 
alignment between your voice and their ear the conversation is effortless. You aren’t in the 
mode of convincing them to buy you are simply affirming their desire to do business with 
you. Use your knowledge about the subject to speak directly to the customer in your sales 
copy, opt-in pages, emails, calls to action, etc… 
 
Tap into your knowledge about people to write highly-converting emails & social 
media 
 
We all have friends from different walks of life. We speak to our family in one voice and our 
business associates in another. When we get together with our personal interest groups, we 
likely use phrases and energy we wouldn’t in any other venue. When you know someone, 
you know what will draw them in because you speak the same language given the context. 
Knowing your audience well makes it easy to speak to them in the language they engage 
and understand. This makes writing emails personal and authentic. Social media posts are 
effortless and get the clicks and engagement that create momentum and spread the word 
about your business. 

Reach out confidently to your audience and engage them in a way that showcases your 
expertise and enthusiasm for them and your business.  
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Knowing your audience is central to any marketing strategy. Anc connecting
with them is key. And just because you know about your audience, doesn't
mean you know what they need to hear, you may be barking up the wrong tree
with your message. 
 
This ebook "Do YOU Know YOUR Target Audience?" helps you prepare your
biz arsenal to know as much as you can about the people you are selling to.

About the author...
Yamilette Williams, Ed. D. aka Dr. Yam has more than 20 years as a
business teacher, administrator, college professor, cabinet member
and leadership coach for large organizations and small companies.
She made the shift to becoming a solo-entrepreneur now small
business owner (Synergy Solutions) that inspires, educates and leads
others by consulting, hosting seminars, keynotes and coaching
groups. She leads The Small Biz Society and Women Getting M.A.D.
Facebook Groups for new and aspiring entrepreneurs.

SHARE THIS EBOOK

https://www.facebook.com/dryamkeepitsimple
https://twitter.com/keepitsimplebiz
https://www.linkedin.com/in/dryam
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