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SESSION	  1	  
Find	  Your	  Fans	  

In this Session… 
•  Your Multiple Personality Audience… 
•  How to use your audience’s personality to reach the 

perfect people. 
•  Step-by-step create your ideal Target Market Profile. 
•  Super FUN exercise to narrow down those perfect 

readers and make them rave about you. 
•  And more!  

Why is this important to know? 
•  Everyone is different… We tend to generalize. 
•  Customers will react to your book in different ways. 
•  Helps you respond to not-so-stellar reviews with 

authority AND appropriate niceness. 
•  Puts you in their “shoes.” 
•  Helps you reach specific people for specific goals. 

Personality Types 
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Type #1: The Denier 
•  Admires that you wrote a book, needs the message, but 

refuses to acknowledge it’s for them. 
•  Your book solves their problem, but they won’t buy it. 
•  They eagerly buy your book for others they know have 

that problem. 

Personality Types 

Sell to Type #1: The Denier 
•  They’ll buy your book as gifts. Word your description 

copy with, “Makes a great gift!” 
•  Encourage them with 2-for-1 sales. (In-person sales) 
•  Get them to join your list. Tailor your messages toward 

“One for you, one for a friend” or just “gifts.” 

Personality Types 

Type #2: The Self-Proclaimed Professional 
•  Believes they know more about your topic than you do. 
•  May not even have experience in your niche. 
•  Call themselves “experts,” “professionals,” etc. (Must use 

these terms because they’re not naturally recognized.) 
•  May reject your book outright. 
•  May try to undermine your credibility as an author. 

Personality Types 
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Sell to Type #2: The Self-Proclaimed Professional 
•  KNOW in your heart that your experience = “expert.” 
•  Try to avoid terms like “expert” and “professional” in your 

author bio. 
•  Understand their opinions come from jealousy. 
•  May not be your target market at all. 
•  Initially focus your efforts elsewhere. 

Personality Types 

Type #3: The Accomplished 
•  A real professional in your niche. 
•  May be colleague or “competition.” 
•  Usually gives genuine, honest feedback based on their 

own personal experience. 
•  Very small audience, but definitely valuable. 
•  The second-best type of fan you can engage! 

Personality Types 

Sell to Type #3: The Accomplished 
•  Partner with them to sell books for their events. 
•  Let them know you’re available to speak or do a reading 

for their audience. 
•  Seek them out for word-of-mouth sales. 
•  Attract them by asking for objective, honest reviews. 
•  Meet with them to partner beyond your book. 

Personality Types 
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Type #4: The Dissenter 
•  Usually will just ignore you and your book. 
•  If they speak up, they disagree with everything. 
•  If they can’t imagine it, it doesn’t exist… 

–  Money case study 
–  Book-in-3-Days case study 

•  Typically get angry… fast. 

Personality Types 

Sell to Type #4: The Dissenter 
•  They LIVE in delusions. 
•  Trying to convince a Dissenter to buy is like trying to sell 

ice to an Eskimo. Just. Don’t. 

Personality Types 

Type #5: The Declarer 
•  Typically buy your book without thinking about it. 
•  Often market for you without asking (blogs, SM, etc.) 
•  Not only read and share, they take action. 
•  Often ask where they can get your book. 
•  The best type of raving fan you can engage! 

Personality Types 
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Sell to Type #5: The Declarer 
•  Pay attention to the Declarers. Invite them to join FB 

groups, share viral posts, etc. 
•  ASK for the “Share” and they’ll jump! 
•  Ask them to share their personal stories, too. 
•  Mention them in SM, your books, etc. 

Personality Types 

What is it and why is it important? 
•  Nails down exactly who your target reader is… 
•  So you can reach them where they are. 
•  Easier for you to go to them than them to find you in a 

sea of millions of books. 
•  Market to 1, attract thousands! 

Target Market Profile 

Fiction vs. Non-Fiction: 
•  Fiction: 

–  Visit the bookstore. 
–  Make note on who’s browsing in your book category. 
–  Think of SM friends and what they talk about, look like, their 

interests, groups they participate in, etc. 

Target Market Profile 
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Fiction vs. Non-Fiction: 
•  Non-Fiction Business and Self-Help: 

–  Think of a client you worked with in the last year who was your 
100% absolute FAVORITE EVER. 

•  All other non-fiction: 
–  Use Fiction exercise. 

Target Market Profile 

Profiling Step-by-Step: 
1.  Age 
–  Kids? 
–  High school? 
–  College? 
–  20-somethings? 
–  Middle-age? 

Target Market Profile 

–  Baby Boomers? 
–  70+ and independent? 
–  Elderly? 
–  Facing end-of-life? 

Profiling Step-by-Step: 
2.  Nationality 
–  African-American 
–  Native American 
–  Irish 
–  German 
–  “White” 

Target Market Profile 

–  Indigenous 
–  Hispanic 
–  Asian 
–  Somewhere in-between 
–  Combination 
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Profiling Step-by-Step: 
3.  Family 
–  Married 
–  Single 
–  Separated 
–  Divorced 
–  Siblings 

Target Market Profile 

–  Parents 
–  Children 
–  Ages of children 

Profiling Step-by-Step: 
4.  Personality Types 
–  Introvert 
–  Extrovert 
–  “Type A” 
–  Decisive 
–  Indecisive 

Target Market Profile 

–  Narcissist 
–  Myers Briggs Test (I’m ENFP.) 
–  KristenRecommends.com/personality7 

Profiling Step-by-Step: 
5.  Occupation 
–  Trade (Plumber, etc.) 
–  Housekeeper 
–  Coach 
–  Speaker 
–  Info Product Creator 

Target Market Profile 

–  Teacher/Professor 
–  Artist/Musician 
–  Fast Food Manager/Employee 
–  Retail Manager/Employee 
–  Food Service Owner 
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Profiling Step-by-Step: 
6.  Belief System 
–  Religious 
–  Christian 
–  “New Age” 
–  Mystic 
–  Athiest 

Target Market Profile 

–  Seeking 
–  Hindu 
–  Buddhist 
–  Other 

Profiling Step-by-Step: 
7.  Hobbies/Interests 
–  Sports 
–  Art/Music 
–  Cars 
–  Food 
–  Healthy Living 

Target Market Profile 

–  Crafting/Needlework 
–  Photography 
–  Reading/Writing 
–  Education 
–  TV/Movies 

Profiling Step-by-Step: 
7.  Geography/Travel 
–  Where do they live? 
–  Do they travel? 
–  What do they travel for? 
–  Where do they travel? 
–  How do they travel? 

Target Market Profile 
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Build-A-Target: 
1.  BuildABear.com 
2.  Choose “Animal” 
3.  Choose clothing (reflect interests, career, personality) 
4.  Choose accessories 
5.  PRINT checkout “Cart.” 
•  DEMO! 

Target Market Exercise 

•  Print the slides 
•  Note audience personalities you’ve experienced. 
•  Star/circle/notate your Target Market Profile. 
•  Do the Build-A-Target exercise for your book.  
•  Prepare for Session 2! 

Session 1 Homework 


