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What is a target market analysis? 
The process of Identifying the people who really want or need what you’re offering. 
 
Targeting, or segmenting, these people means you’ll be able to build your store for the right 
audience, efficiently using your resources to impress and attract your potential customers. 
 
Start by identifying the need for your product, focusing on what problem it can solve. 
 
Then refine your target market by identifying who has bought your product or competitors 
products already.  
 
WARNING: The toughest part of this process is to avoid making assumptions. This is vital to the 
quality of your customer targeting, because if your assumption is incorrect – it’s a direct hit to 
your conversion rates. 
 

Why Do You Need One? 
For your marketing strategy to be effective, you need to understand who to target, where to 
target them, and how to target them.  
 
  

● Marketing is quicker and more effective because you have a targeting plan and you 
know where they’re hanging out and where to put your message 

● Cheaper - you are paying for your marketing per click, if you have the message in front 
of the right people who the message is designed for you will have more success 
because you will be paying for clicks that MATTER 
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● Once you build your target market what you’ll see is you will design a message that will 
actually resonate with your target instead of just wasting money on ads that don’t work! If 
you don’t know your market you are marketing to everyone! If you market to everyone 
you are marketing to no one 

● How to find out what your market wants to see in order to buy, this allows you to skip 
steps and build ads they will respond to and “get/understand” there is a much higher 
trust factor which is a key of the sales process and trust building process. Let them buy 
from the start instead of wasting marketing dollars 

 
EXAMPLE: When you put your ads in front of the right people or keywords, more people buy 
(use a jewelry dish/gifts keywords or baby milestone blanket/baby shower and gifting keywords)  

 

The Scaling CREDO 
When the owner of lead pages Clay Collins answered the question “how did you grow so fast?” 
he answered with “the 5 ones” 
 
ONE Target Market - we can’t sell everything to everyone, or we’ll be nothing to nobody  
Example: Facebook focused on universities  
How to choose? The one you know and LOVE the most (building something for you is always 
the best place to start)  
ONE Product - Grow one product at a time. So many focus on launching lots of products at 
once to try to scale. But this usually results in these products not growing enough on their own 
before you lose focus on them 
How do we choose? Pick the one that has the most potential based on our training (profitablility, 
marketability = scalability)  
ONE Channel - what channel will you use to promote your product? Choose ONE and go deep.  
How do you choose? You pick the strongest channel for your market and you go DEEP! Perfect 
facebook ads or youtube ads or influencers channels, etc 
ONE Conversion Tool - Amazon, Shopify, retail stores? When you’re first starting you need to 
perfect the place where your customers are converting. Focus on one of them. If you’re trying to 
launch everywhere, you’ll be successful nowhere 
How do you choose? Look at the competition. Is your product going to convert better on 
Amazon or on your own website? Where do you have the most control over conversion? Focus 
there first.  
ONE Year - Learn from your market, learn from your customers, develop that product, channel 
and conversion tool so that you can easily put that on repeat and scale. Then focus on your next 
product 
How do you choose? What if you picked the wrong product? Do you start again? FIGURE OUT 
WHAT IS WORKING AND NOT WORKING BY FOCUSING ON EACH ONE 
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Finding Your Target Market 
 
Look at your current customer base. 
Who are your current customers, and why do they buy from you? Look for common 
characteristics and interests. Which ones bring in the most business? It is very likely that other 
people like them could also benefit from your product/service. 
 
Sources for current customers: 

● Google Analytics  
● Facebook Pixel 
● Amazon Order Reports 
● Amazon Product Reviews 
● Social Media Followers 

 
https://www.socialmediaexaminer.com/4-ways-to-build-facebook-lookalike-audiences-to-
expand-targeting/ 
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Check out your competition. 
Who are your competitors targeting? Who are their current customers? Go after the same 
market or find a niche market that they are overlooking. 
 
Sources for competitors customers: 

● Amazon Product Reviews 
● Social Media Followers 
● Market Basket Analysis (Amazon Brand Analytics) 
● Industry Reports and Trade Magazines 
● Lookalike Audiences (Target people who like Brand X, etc) 

 
https://adespresso.com/blog/guide-facebook-ads-interest-targeting-research-easy-advanced-me
thods-exposed/ 
 
Analyze your product. 
Write out a list of each feature of your product.  
Next to each feature, list the benefits it provides (and the benefits of those benefits).  
 
For example, the ember coffee mug offers a temperature gauge. The benefit is keeping your 
coffee hot so you can enjoy it longer and take your time drinking it.  
 
Once you have your benefits listed, make a list of people who have a need that your benefit 
fulfills.  
 
For Example:  
People who take their coffee to go (who have purchased to go coffee cups) 
People who make coffee at home (who have purchased home coffee makers or french press) 
Business Professionals who work in corporate environments (law firms, insurance, finance 
companies)  
People who care about the designs in their office spaces (people who have purchased high end 
office decor)  
 

Perfect Fit Customer Focus Tool 
How do you find more of that one raving customer who loves your product? Who are they? 
Where do they hang out?  
 
3 cores to figure out:  
Solution we’re selling 
Target Market we’re going after 
Define that target market so that we can gain clarity and focus on that customer 
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SOLUTIONS: 
Name 3 key features 
Name 3 key benefits - from the customer perspective 
Name 3 social proof - credibility indicators - the reasons customers love it over your competitors 
that will get them talking about it to other people.  
Price - what is a good competitive price?  
TARGETS: 
Think of 3 potential niche customers you can be selling to (cat owners, coffee drinkers, office 
workers, parents with 3 kids) 
 
PROFILE:  
Industry: Choose which of those niche customers you’re going to focus on (cat owners) 
Income:  
Education Level: 
Children/Family structure: 
Location: (USA) 
Gender:  
Age: 
 
Give them a name and define reasons why are they the perfect fit - ...  

What to Include in Your Analysis 
Initial Questions to Ask 

● How does your target market shop? 
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● What is the typical age and gender of your target market? 
● Do they usually have children?  
● What is their average income and education? 
● What are their common interests? These can include attitudes, values and lifestyle. 
● Is your target market comfortable with online? What web and offline marketing methods 

engage them? 
 
Choose specific demographics to target. 
Figure out not only who has a need for your product or service, but also who is most likely to 
buy it. Think about the following factors: 
 

● Age  
● Location 
● Gender 
● Income level 
● Education level 
● Marital or family status 
● Occupation 
● Ethnic background 

 
Demographics tell you who to target 
 
Consider the psychographics of your target. 
Psychographics are the more personal characteristics of a person, including: 
 

● Personality 
● Attitudes 
● Values 
● Interests/hobbies 
● Lifestyles 
● Behavior 

 
Psychographics tell you what to include in the marketing message or HOW to target them. 
Determine how your product will fit into your target's lifestyle. How and when will your target use 
the product? What features are most appealing to your target? What media does your target 
turn to for information? Does your target read the newspaper, search online, or attend particular 
events? 
 
Notes/Timing: 

● Build it out and update it every 6-12 months (for example social media may change) 
once built it’s not that hard to maintain 

● Some the demographics may not apply or may vary depending on your market (you may 
not need their sexual orientation or net worth) 
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How to Find this Information 

 
● Start with Demographics you know then expand on what you don’t know: Age range, 

male female, blue collar, pink collar (service providers), white collar, job titles… fill out as 
much as you can but you can come back and flush it out later  

● Once you have some demographics, you can focus on the psychographics (how do they 
think, what do they care about) 

○ The first time you fill out psychographics you’ll be making an educated guess 
○ Psychographics tell you what information to include in your marketing and 

message.  
● When it’s a new product and you don’t have customers yet, you need to have rough 

guesses and then refine over time as you get more demographic data.  

Defining Your Core Target 
Based on your perfect fit customer (Jane with 3 indoor cats who posts lots of pictures of her 
babies on the internet and gives advice on how to care for them) now we need to focus on 
marketing placement for them where they’re at 
 
FUND: Where do our perfect fit customers spend their money? On other products or services?  
FOLLOW: Who are the people that your perfect fit customers (and only them would) follow? 
Who are the 100 most influential people to your customers? What books or blogs do they read? 
What are the key influences (people and things) in their life?  
FREQUENT: Where do they spend their time (physically and virtually)? What businesses do 
they visit? What places do they go? What groups or blogs do they frequent on a daily basis? 
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KNOWING THE TOP 3 IN EACH AREA GIVES US THE MOST POWERFUL PLACEMENT 
FOR OUR MARKETING 

 
 
Now name the top 3 in each category.  
 
If you don’t know it google “top books for cat lovers” “top groups for cat lovers”  
 
To make this easy - contact a perfect fit customer and ask them or go into that facebook group 
and ask about books and events etc.  
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You’re a Super Spy on a Mission!  

Time to get to work stalking your perfect fit customers 
so you can find more of them! 
 

● Hobbies: Google “what hobbies do 40 year old 
women have” 

● B2B: Reference USA – look up businesses and find 
out who the decision makers are. Find on linkedin and 
study gender, age, etc. 
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●  B2C: Google “who buys (competitors name)” or look 
at customer reviews and make your best guess on 
age and gender etc 

● Influencers: Google “influencers for 30 year old 
women” study the influencers posts, activity, and 
advertising 

● If you have multiple industries (nurses and moms) 
look up hobbies and find common ground between 
them 

 

 
● Look up what hobbies do 40 year old women have? Compare it across multiple 

articles/research studies and check when that information was published (a report from 
1960 might not be as accurate as a report from 2019). You are stalking your potential 
customer! What do they like, what might they like, where do they hang out where do they 
work, etc. Gardening is great for 30 year old women - I don’t know any 30 year old 
women that do gardening… we left it off because it didn’t make sense in the context.  

● For B2B - ReferenceUSA - look up information and find out who the decision makers are 
and then look those people up on linkedin and see if you can see a trend in gender and 
age. Who is the primary decision making contact for that business.  

● For Business to Consumer - go to testimonials for competitors and look at leaders 
(primarily female, male, how old are they or how old do they appear to be based on their 
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writing). You can google Who buys “competitors name” and start to pull together some of 
the demographics.  

● Look up influencers for 30 year old women (or the demographics) and then study the 
influencers posts and what they are doing. What is it that makes the advertising of the 
influencers effective or ineffective. They all are doing XYZ 

● You can have a b2b and b2c target market but build them out separately and there are 
differences in what to look up. Where you go to get the information might change 
(referenceUSA doesn’t work for B2C)... Gender focus job title sample companies 

● If you have multiple industries (SAHM and nurses) look up hobbies for moms and nurses 
and find the common ground between them.  

 
 
EXAMPLES: 
https://www.referralcandy.com/blog/how-to-define-target-market-examples/#8 

 
 

Here’s a list of resources 
● Reference USA - B2B Industry Data (public library online 

access) 
● Social Media Audience Insights 
● Factfinder.census.gov 
● Census.gov/quickfacts 

Google.com 
Demographics (age/gender) 
How do (age/gender) buy? 
Where do (job title) hang out online/offline? 
What social media platforms appeal to (age/gender)? 
Are (job title) having children? 
Influencers for (age & gender) 
What do (age & gender) want? 
Are (age & gender) buying cars/homes/subscription services? 
(Age & gender) and (your market) 
 

● 40 year old females and the security market (google is set up to drive you to the sites 
that are getting the most traffic already). Look at the comments on blogs (if the blog is 
being berated for the info or it’s on the 10th page and you can’t find other info, then don’t 
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put a ton of weight into that information) Put weight into the information you can feel 
good about and update the rest over time. “This same information is listed in multiple 
places or several highly reputable sites”  
 

 
 

Testing with Ads 
Do you have a landing page for interest in your product? You can run ads to it to gauge interest 
and get sign-ups for a product launch or after your product launch to see what converts  
 
To get started, create a custom audience according to your analysis, then create 
different versions of ads for the same product. 

Alternatively, you can use the same ad on different audiences that you create through 
the custom audience feature. 

Spend just about $5 per ad set just to see how users respond, whether they click your 
ads or even purchase your products. 

The idea is to test out your ads and audiences until you find exactly the right 
combination that brings you the most conversion (sales). 

Use this testing process regularly and with each new product that you intend to place 
ads for. And, when necessary, do another audience analysis to ensure that you are 
reaching the right people in your marketing efforts. 
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Most public libraries have access to references services > databases > R’s or search for 
reference USA 
 

 
Start with keyword (or national code) 
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Make one or multiple selections. Add a city state search based on what you know if you know it 
(you can get this from google trends)  
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This drops the results down quite a bit and you can narrow it down further if necessary 

 
 
https://www.inc.com/guides/2010/06/defining-your-target-market.html 
https://www.forbes.com/sites/mikekappel/2017/01/09/find-your-customers-with-a-target-market-
analysis/#66c7d5af6bab 
https://www.bigcommerce.com/blog/target-market-analysis/ 
https://www.wikihow.com/Write-a-Target-Market-Analysis 
https://study.com/academy/lesson/target-market-analysis-definition-examples.html 
https://www.google.com/search?q=what+is+a+target+market+analysis 
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