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Your Perfect Customer Avatar 

Please answer these 14 important questions in as much detail as possible. The more in 
depth you know your perfect customer, the easier it will be to target them and sell products 
& services which truly serve them. 

It's your job to assume the role of your customer. Pretend to be them. Get inside their mind 
and write as if you were them. 

Be as emotional as you can possibly be. Feel what they are feeling, see what they are seeing 
and be them for a while. What is it like to walk in their shoes? 

Go to http://www.evernote.com and set yourself up an account. Create a new notepad 
called My Perfect Customer Avatar and write down the answers to these questions in that 
notepad. 

 

14 Critical Questions To Answer To Define Your 
Perfect Customer Avatar 

 

1. Who is your prospect?  Write down a real description. Pretend they are sitting across 
from you. Try to nail down the average person, even if the range is wide. Age, Sex, 
Income, Likes, Dislikes, etc. What do all your customers have in common? Narrow it down 
and wrap into 1 person. 

 

2. Speak as your customer. A characterization of the inner dialogue of your customer in 
the tone, words, dialogue they would use. What emotions are they feeling when they are 
a great prospect for your business? 

 

3. What is it like to be this person? 

 

4. Where does your prospect hang out? (Where can you find them?)  

 

5. When your prospect turns to Google, what will they type? 

http://www.evernote.com/
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6. Most of your prospects deeply value... 

 

7. Most of your prospects have the goal to... 

 

8. What is the vision you have for your customer which is bigger than the vision they have 
for themselves (realistic, solid, inspiring vision that you believe 100% you can help them 
get). 

 

9. Translate the vision in the voice of your customer and feel how you would feel now you 
have succeeded and have achieved that vision. 

 

10. What does your prospect want - what is the outcome they are really after? What are 
their top wants and desires? What are they really after, and the end goal they THINK they 
want?  

 

11. Most of your prospects are terrified that... 

 

12. List some negative emotions your prospects feel on a daily basis 

 

13. What are their hot points, and what's causing them PAIN? 

 

14. What are their top fears and frustrations? What gets them mad, gets them worried 
and keeps them awake at night? 

 


