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Identify Your

TARGET
MARKET

Knowing your target market is  
essential for the success of every business.
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Regardless of the type of business you’re in, 
your ultimate purpose if you want to make 
money, is to sell your product or services  
to your customers, correct?

Ideally this would mean selling to as many customers as possible. 
However, you can’t be all things to all people.

The most successful businesses understand that their product or 
service will be considered by a limited number of people only. The more 
personal details you have on this select group of people, the better 
prepared you will be to market to them.



So where to start?
First of all you must understand that you’re in the business of solving 
people’s problems. Start by asking what problem or problems you solve 
with your product or service. Once you’re clear on the problems you 
solve, focus on finding people with those problems. 

What problem does my product/service solve?
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Next step is market segmentation.
What do you need to know about your target market? Anything and 
everything. After starting your research you will likely notice that even 
the most trivial information makes a huge difference. Of course the 
most basic things to be aware of are – sex, age, income and location. 
However, more thorough research is needed i.e. market segmentation. 
This is the identification and categorisation of different features of 
your target market. We do this in order to have a clearer understanding 
of their problems and how best to communicate to them.

There are four ways of identifying your target market - some may not 
apply, try to identify as many as you can that are relevant:

Demographics
Age, gender, education, 

occupation, income,  
marital status, ethnic  

and/or religious background, 
family size and composition of 
your prospective customers.

Psychographics
Lifestyle, general personality, 

social class, behaviours, 
activities and interests, 

attitudes and beliefs, and 
loyalty characteristics of the 

prospective customers.

Geographic factors
Location, size, population  
and climatic structure of  

the target area.

Customer needs  
& behaviours

Their level of knowledge and 
means of information, their 

needs and wants, their usage 
and response to products and 

services and their opinions.
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Make a market profile  
& keep on researching.

Is this much detail necessary? Yes. The more intimately you know 
your market the easier it is to sell to them. This can be time consuming 
and some effort is required but it will make a big difference to your 
marketing efforts.

To help you learn as much about your target market as possible here 
are some things to think about. Remember it’s important to do your 
research.

Largest potential audience  
e.g. Perth parents

Audience segment  
e.g. Perth parents with children under 10 years old

Focus Segment  
e.g. Western suburbs mothers with kids under 10 years old that suffer 
from dyslexia
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Demographics:
(if a section doesn’t apply to your brand leave it blank)

Age range 10 year span is usually ideal e.g. 25-35

Gender M/F

Culture ethnic and/or religious

Marital status 

Family? Number and age of children

Education level e.g. secondary, university, trade, masters etc.

What is their average annual income?
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What are the vocations/professions of this market?

Geographic:
Where do they live? City, town, rural area, beach/mountains etc.

How big is the market size? E.g. Local within a few km, state or country 
wide, global

Population

What is the climate? Only applicable if your product/service relies on 
climate e.g. snow shovel, outdoor personal training, surf ski etc.
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Psychographics:
What is their lifestyle like? Outdoor sports enthusiasts, gamers, golf 
fanatics, party girls?

Social class?

What keywords do they use?

Goals of this demographic in a certain area? Like money, 
relationships, etc.
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Their desires - what drives them?

Dislikes and frustrations?

What are their values?

Customer needs & behaviours:

Sources of information? e.g. Newspapers, TV channels, social media 
platforms, blogs, books, conferences etc.
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Once you’ve identified the sources of information drill down into 
types of books, blogs etc.

What are their purchase patterns? e.g. bulk buy, bargain hunters, 
weekend only shoppers, online shoppers, seek referrals first etc.

What occasions are important to them? e.g. religious holidays, 
graduation, Mother’s Day?

Loyalties? e.g. church, particular sport or sports team, particular brand etc.
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How often will they want/need to purchase your product/service?

Some extra questions you may like to answer:

What are some of your brand’s core values and who (or what 
communities of people) tend to share these core values?

What are the typical commonalities between your clients or the last 
5 clients/customers you serviced?

Who has been seeking your messages, skills or talents?  
What was the profile of the easiest sale you ever made?



IDENTIFY YOUR TARGET MARKET  |  © fempire.com.au

After doing your research you should have a 
much clearer idea on who you help and be able 
to target your brand messages and marketing 
toward your ideal market. 

If you still struggle or would like some feedback, support and direction 
then join us in the Fempire Academy. We support you in building your 
business with courses, trainings, mini knowledge bombs we call ‘Little 
Secrets’ and so much more.

We also have a forum where you can ask questions about identifying 
your target market, gain feedback and garner support wherever you 
need it – you don’t need to do this alone – there’s a whole sisterhood 
of like-minded women entrepreneurs in our forum ready to help you 
succeed in any way they can. 

Our marketing experts sit in the Academy forum as well, so why pay 
for expensive advice when you can have it on-call, as you go, at any 
time of the day? Could we make it any easier for you to succeed? 

To find out more and to join us: fempire.com.au/join-our-academy

https://fempire.com.au/join-our-academy/
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