Core Customer – Who is it?

Who is your target customer?  Forget the “everyone” or “anyone” answer.  That is wrong and will do you no good.  You need to identify the customer who is mostly likely to buy your product or service.  Once that is done, create your core customer’s characteristics.  When these are in place, you can tell if your product is suited to them, if your promotion is aimed at them, and whether your message is appropriate for them.

[bookmark: _GoBack]Consider these areas.  What can you say about how your core customer fits into each of the categories?

Age
Income
Education
Gender
Attitudes
Interests
Opinions
Lifestyle 
Occasions
Benefits
Rate of use
Loyalty 
Region
City
Urban
Rural


Draw your core customer on the back of this sheet.  Use arrows to point to various customer characteristics that you have displayed in the drawing.

Write down the first name and last initial of the students who participated in this exercise today:

_________________________________   ______________________________________

_________________________________   ______________________________________

_________________________________   ______________________________________
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Behaviour Response







