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Identifying Your Ideal Customers Checklist 

 

Print off this checklist and tick off each step as you go through the 

‘Pinpoint Profits: Step-by-Step Guide to Identifying Your Ideal Customers’ 

guide on our Talk About Digital Podcast website. 

 

Grasping the Basics 

 

• ☐ Understand what a target customer is. 

• ☐ Recognise the importance of knowing your customers. 

 

Gathering Information 

 

• ☐ Talk to your current customers. 

• ☐ Conduct simple surveys. 

• ☐ Check out your competitors. 

• ☐ Look at industry trends. 

 

Understanding Your Current Customers 

 

• ☐ Identify who is already buying from you. 

• ☐ Spot patterns in your sales data. 

• ☐ Collect and use customer feedback. 

https://www.talkaboutdigital.co.uk/guide/identify-your-ideal-customers
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Building Customer Profiles 

 

• ☐ Gather demographic information (age, gender, location). 

• ☐ Identify interests and hobbies. 

• ☐ Understand shopping habits and preferences. 

• ☐ Create detailed customer profiles. 

 

Grouping Your Customers 

 

• ☐ Segment customers by age and gender. 

• ☐ Segment customers by location. 

• ☐ Segment customers by interests and lifestyle. 

• ☐ Segment customers by buying behaviour. 

 

Identifying Your Ideal Customer 

 

• ☐ Combine data from your research. 

• ☐ Identify key traits of your best customers. 

• ☐ Create a clear and detailed customer description. 

 

Using Low-Cost Tools 
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• ☐ Set up and use Google Analytics. 

• ☐ Choose and use a CRM system (e.g., HubSpot CRM, Zoho CRM). 

• ☐ Utilise social media insights (Facebook Insights, Instagram 

Insights, Twitter Analytics). 

• ☐ Regularly review data from these tools. 

• ☐ Set goals and track progress. 

• ☐ Experiment and adjust based on data. 

• ☐ Integrate tools for a comprehensive view. 

 

Testing Your Ideas 

 

• ☐ Run small marketing campaigns. 

• ☐ Set clear objectives for each campaign. 

• ☐ Monitor campaign performance. 

• ☐ Gather and analyse feedback. 

• ☐ Identify weak points in your campaigns. 

• ☐ Make adjustments to messaging and channels. 

• ☐ Test different campaign elements. 

• ☐ Relaunch and monitor adjusted campaigns. 

 

Applying What You’ve Learned 

 

• ☐ Personalise your marketing messages. 

• ☐ Focus on the most effective marketing channels. 
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• ☐ Create targeted campaigns for different customer segments. 

• ☐ Continuously use data to refine strategies. 

• ☐ Identify and address customer needs. 

• ☐ Enhance existing products or services. 

• ☐ Develop new offerings based on customer insights. 

• ☐ Test and iterate new or adapted products. 

• ☐ Streamline customer interactions. 

• ☐ Personalise customer service. 

• ☐ Seek continuous feedback. 

• ☐ Exceed customer expectations. 

 

Staying Up-to-Date 

 

• ☐ Follow industry news and trends. 

• ☐ Attend relevant events and webinars. 

• ☐ Engage with professional networks. 

• ☐ Monitor competitor activities. 

• ☐ Regularly review and update customer profiles. 

• ☐ Collect ongoing customer feedback. 

• ☐ Refine profiles based on new insights. 

• ☐ Stay open to change. 

• ☐ Experiment with new ideas. 

• ☐ Monitor performance metrics. 

• ☐ Plan for contingencies. 
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Final Steps 

 

• ☐ Consistently review and update strategies. 

• ☐ Stay informed about market changes. 

• ☐ Engage regularly with your customers. 

• ☐ Measure and track progress. 

• ☐ Be patient and persistent. 

 

By using this checklist and following the related guide on the TAD website 

you will understand who your ideal customers really are. Those customers 

that you ‘want’ to do business with. 

 

If you found this checklist and guide helpful, subscribe to the Talk About 

Digital Podcast (available on our website and all major podcasting 

platforms) and give it a listen as we share even more actionable value in 

the form of the ‘TAD Takeaway’. 


