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The audience avatar is one of the most influential and useful tools in all of marketing, but it should also help guide your product development and improvement efforts. We will use this worksheet to take a deep dive into exactly who our target audience is and how we can best help them.

This worksheet will take some thought, and will never quite be finished. This will be a living document that you will use for years to come. This will enable your business to reach the people who need your help and change the way they think about their problems and about your solution. Used properly, this will make customers feel like you are reading their minds in the ads and content that you produce.

Remember: You don’t need a broad target audience, you need a well-defined target audience.

This is the most important step in being able to charge whatever you want and still attract business.
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1. The biggest result I can help my client/customer achieve is:

	Having quality products delivered on time.





2. Describe the best client you’ve ever had/your ideal client if you are just starting
(What made them pleasant to work with? What made them the perfect fit for your service? What made them get good results? etc)

	Listens to us. We can work together as a team. They come with an idea but listen to our feedback and work with us on a solution.

They trust our expertise.

They can educate us and we can educate them. 

Our vision and their vision have to align. It’s bigger than making a quick profit, they truly want to help and heal people.

Highly communicative and effective at communicating promptly instead of waiting for it to be an emergency.





3. What’s the biggest problem your ideal client has?
(Describe it in rich detail. Financial. Emotional. Pain.)

	They have a customer base who needs a product that they can’t deliver. Manufacturers won’t respond. Previous manufacturers have over-promised and under-delivered. Costs are rising due to inflation.






4. What frustrates your ideal client the most?
(what is the source of their frustration? Why do they feel that way? What else does it make them feel?)

	Limited Storage (amazon has lowered storage limits). - Minor Frustration

Amazon acting like the FDA – Pulling products, demanding information & documentation, forcing smaller batch sizes to stay in test result ranges.
Lead time (They order a product and it takes 3-5 months to get to them from other manufacturers).

Communication – manufacturers not getting back to them and it makes them feel like they are wasting their time. Makes them wonder if it’s even worth reaching out to new manufacturers.

Taste - They spend months working on a new formula with a manufacturer and it tastes like garbage.

Lack of certifications - It’s hard to find manufacturers who are certified in NSF, and other certifications.

Minimum Order Quantities - Seems like they are always going up and it gets harder and harder to release a new product.





5. What are THE four to five steps for them to achieve success and get results?

	1. Submit a request on uintahbasinherbals.com
2. Accept the quote that you will receive within 1 business day.
3. The legal stuff – Accept manufacturing agreement and NDA
4. Give feedback/approval on samples we produce for you.
5. You only pay once we’ve got a product that you love
6. We ship products out to you in about 6-8 weeks.





6. What keeps your perfect client awake at night (worrying, fearful, anxious)?

	Missing out on sales because products are out of stock.

Getting bad reviews or feedback from customers.

Dealing with unethical treatment from other business owners

The Amazon cartel




7. What humiliates/embarrasses your ideal client (moments they are trying to avoid)?

	Low quality products.
Getting bad reviews – especially when they come en mass.

Recalls

Getting asked what’s in their product and not being able to give an answer or having to admit there are ingredients they aren’t proud of.



8. What is the cost of staying where they are right now? How bad can things become if they don’t fix it?

	Growth becomes increasingly difficult as you’re waiting longer and longer for new products, facing ever increasing minimum order quantities, etc.

They miss the opportunity to create an absolutely life-changing product that helps and heals people because they are working with manufacturers with limited expertise or who are only in it for the money.

They get poor reviews and feedback because their products aren’t the highest possible quality.





9. What is their most urgent, pressing crisis they have to have solved right away (the real pain they’re facing, the thing they need fixed immediately)?

	Manufacturer behind schedule/can’t get it out on time and they need products now.

Need labels & products for photoshoots because other manufacturers are taking way too long.

Amazon is delisting products and so they are losing sales like crazy.




10. What are the top 3 things that frustrate your perfect clients on a daily basis (is it doing things they don’t want to do? people? circumstances? chores?)?

	Holding their manufacturers' hand or begging them to get something done/pestering them.
Spending time on things that are common sense/trivial.






11. What does your perfect client want more than anything else?

	To be able to look back on their lives and confidently say that they helped/healed a lot of people.

To be able to put an order in and know that everything will be taken care of.





12. Explain what you would do if you were in their situation - high level steps. (Share 'what' you would do, not 'how' to do it.):

	1. Form an idea for a product or supplement you want to use to help people.
2. Find a manufacturer who is NSF certified and who has a good track record
3. Check on FDA website to ensure they don’t have recalls.
4. Work with that manufacturer, communicate with them, follow their processes.
5. Trust their expertise but don’t be afraid to give input.







13. What is the BIGGEST MISTAKE your perfect client is making right now (related to the problem you solve)?

	Not using UBH ;)

Putting up with non-responsive manufacturers because they believe they are all like that.

Not trusting the expertise of the manufacturers they work with.

Letting past experiences limit their expectations/thinking all manufacturers are the same.





14. What are the “sacred cows” or false/limiting beliefs that your potential clients hold towards your products or services?

	Thinking all manufacturers are the same.

Thinking that it takes a year or more to get a high quality custom product.





15. What does your perfect client complain about when they’re with their friends or family (i.e. “not enough money,” “not enough time,” “don’t know how to do something,” etc)?

	Juggling owning a business and having a family.
Worried about making ends meet/cashflow 
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