Core Customer – How to define[footnoteRef:1] [1:  Taken from https://www.surveygizmo.com/survey-blog/understanding-your-core-customer-to-build-customer-personas-in-5-steps/ ] 


· Average purchase size – How much do these customers spend with your organization in a single purchase?
· Lifetime Value – How much money has/will the customer spent with you over their entire lifetime?
· Acquisition Cost – How much was the marketing and sales spend to acquire these customers use?
· Support/Retention Cost – What services do your customers? How frequently do they need support and training? Those customers that spend the most with you, might also cost you the most!
· Customer Happiness – How happy are these customers with your product or services. If you have a group of happy customers and a group of dramatically unhappy customers, what’s the difference between the two groups?
· [bookmark: _GoBack]Value/Mission Alignment – What is the focus for your business? Are you serving the customers you want to? If your mission is to empower small businesses with your product but all your core customers end up being educators instead, then you are out of alignment. That’s good to know!

