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Identifying Your Target Audience 
Upon completion of this module you will be able to:  
•  Define “target audience” 
•  Describe the benefits of knowing your target audience 
•  Describe how to identify a business-to-consumer (B2C) target 

audience and a business-to-business (B2B) target audience  
•  Discuss the importance of research in selling to your target audience 
•  Describe how to sell to your target audience 



What is a Target Audience?  
•  A target audience is a specific group of customers that a 

business aims its marketing message and merchandise 
towards. 



Identifying Your Target Audience 
•  What are my customers’ needs?  
•  Who are my customers?  
•  Where are my customers located?  
•  What is the projected size of my market?  
•  How does my business meet their needs?  
•  What is unique about my business?  



Why Should You Know Your Target 
Audience? 
•  Important to identify as many characteristics about your target 

audience as possible 
•  Knowing your customers allow you to create customer profiles 
•  Focus promotional activities, marketing efforts, location strategy, 

growth plans, positioning and overall business strategy 
•  By identifying your main target audience, you will also discover the 

other customers who buy your products/ services 



Identifying a Business-to-Consumer (B2C) 
Target Audience 
•  Identifying a B2C audience is important when your business focus is 

selling directly to customers 
•  Can be segmented by:  

–  Demographics 
–  Value to the business 
–  Buying behaviors 
–  Factors that affect sales (e.g. price) 



Identifying a Business-to-Consumer (B2C) 
Target Audience 
•  You can break down the demographics of your consumer base by: 

–  Age (children, teens, young, middle-aged, elderly) 
–  Gender (male, female) 
–  Education (high school, college, university) 
–  Income (low, medium, high) 
–  Family Life Cycle (single, newlywed, married for 10-20, with/ without 

kids) 



Identifying a Business-to-Consumer (B2C) 
Target Audience 
•  You can break down the psychographics of your consumer base by: 

–  Lifestyle (conservative, exciting, trendy, economical) 
–  Social Class (lower, middle, upper) 
–  Opinion (easily led or opinionated) 
–  Activities and Interests (sports, physical fitness, shopping, arts & crafts) 
–  Attitudes and Beliefs (environmentalist, security conscious) 



What is a Customer Profile? 
•  A description of a customer group or type of customer based on 

various demographic, psychographic and/or geographic 
characteristics. 

 Example:  
“My target customer is a middle-class woman in her 30s/40s, who is 

married with children, is environmentally conscious and physically fit.”  



Customer Profile Checklist 
•  When creating your customer profile for your B2C target audience, 

try to answer the following questions:  
–  Who already uses your product or service? 
–  Is it in broad general use or limited to a particular group? 
–  Is it popular with a certain age group? 
–  What geographic factors affect the use of your product or service? 
–  Are there other significant demographic patterns to its use? 



Identifying a Business-to-Business (B2B) 
Target Audience 
•  You can identify your B2B target audience by looking at trends with 

categories such as: 
–  Number of employees 
–  Annual sales volume 
–  Location 
–  How they purchase (e.g. seasonally, locally, etc.)  
–  Specific industries  

 



Why is it Important to Know Your Target 
Audience in B2B Selling? 

•  Know your number of potential customers 
•  Reduces risk of wasted marketing efforts 
•  Allows you to identify and focus in on the types of businesses you 

prefer to do business with  



Importance of Research 
•  Research allows you to understand what your clients’ needs are 

and the outcomes they are trying to achieve  
•  Allows you to ensure your business can meet the needs of the 

businesses you intend to sell to 
•  It is important to know how to sell your business, and not just what 

your  business sells  
•  Selling business-to-business is a customized process 



How to Sell to Your Target Audience 
•  Selling is a customized process 

–  Tailor your sales pitch to your target audience as much as possible 
•  Know the business or customer you are selling to 

–  Determine if your business can meet the needs of your identified 
audience 

•  Marketing and sales strategies must be well-researched 
–  Know what methods of selling and promotion are most well-received 


