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IDEAL CUSTOMER ARCHETYPE

People don't buy from you because they understand what you do... they buy from you because you understand 
them.  This exercise is about getting you into this mindset by encouraging you to choose the customer you most 
want to do business with. 

Your ideal customer profile should dictate everything from the features and functionality of the products and 
services build, to the words you use and the emotion you invoke or tap into in your marketing. 

The output of this activity informs everything from persona development to feature/capability specifications for 
products.  As you go through this exercise, try to suspend previous ways you thought about your customers and 
try to get a fresh picture.  It’s helpful to run through this exercise once as quickly as you can, and then come 
back to it a day later and add color and texture to complete the picture.  

First, think about a SINGULAR IDEAL customer for you.  This would be a person who would bond strongly with 
your brand and your value proposition and would be a highly profitable customer – someone who doesn’t cost 
you too much to acquire and serve, and becomes worth more over time with little e�ort.  This is the customer 
that if EVERY customer were to be exactly like THIS customer, you would be wildly successful… It’s the person 
you MOST want to serve.  Most importantly, it’s a person.  A human being.  Try to really picture him/her in your 
head.  Close your eyes and conjure up an image of that person.  Maybe it’s someone you actually know or have 
done business with before!  Ok, your eyes are not closed.  Do it.  I’m telling you.  Close your damn eyes and 
create a mental image…now, describe that person in as much detail as possible. Write some notes below.
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What do they LOOK like?

What is their day like?

What keeps them up at night? What are they afraid of?

What are their goals?

What are their challenges?

What do they care most about in life?

What makes them feel good?

What makes them feel SEXY?

What makes them feel bad?

How do they measure success?

What do they need most from YOU in order to succeed?

 

Now, answer the following in-depth questions 
about the person you described above. 
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Now, draw a picture of your ideal customer.

Be as creative as possible. For instance, if your ideal customer is a good listener, draw her with big ears. If she’s 

resourceful, give her a Swiss Army Knife with lots of tools. You get the idea.
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