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Create the Perfect
Customer Avatar.

FOR MANUFACTURING / INDUSTRIAL COMPANIES 
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What Is A Customer Avatar?

Gender

Customer avatars are very specific.

Not just a list of demographics, a customer avatar is like mapping out a character for

your new fiction novel. What do they look like? Who or what do they wake up to? How do

they react in a crisis? Are they a cereal person or more of a toast guy?

Here are some points to think about when creating a customer avatar:

You may think your product or service appeals to both genders, but chances

are one gender becomes a paying customer more than the other. If that’s the

case, you may want to look at the way you write your ads.

Studies on male and female linguistics show that people with a “male” brain

speak the language of status and independence, while people with a “female”

brain talk about connection and intimacy. Of course, there are always

exceptions, but you may be surprised how tweaks in your language use can

bring you closer to your ideal customer.

Studies have shown that certain words or phrases crop up more in female

linguistic patterns and written work aimed for a female audience than in a

male’s.

In her book, Language and Woman’s Place, linguistic professor Robin Lakoff

claimed that the language used by women usually has more of the following:

Hedges - phrases like “I mean”, “I think”, “sort of”, “kind of” and “as far as I

can tell”

So-called “empty” adjectives, such as “cute”, “divine” and “lovely”

Precise colour terms, like “magenta” or “duck egg”

Intensifiers, such as “so”, “just”, “very” and “really”

Apologetic language

Tag questions, like “isn’t it?”, “aren’t you?” and “don’t you agree?”

It’s also been found that 50% of women say that “beautiful” or “empathetic”

or “descriptive” words play a key role in their purchase decisions.

--

https://web.stanford.edu/class/linguist156/Lakoff_1973.pdf


/

Age

Location

“Appeals to all ages” isn’t good enough. Find the age bracket for your avatar

that most of your customers belong in (e.g. 25-45), then narrow it down to the

ideal age of your ideal customer.

Remember, some products or services may be for a particular age group, but

they aren't purchased by that age group. For example, you’d advertise Year 6

SATs tuition to the parents, not the 11-year-old child.

Even if your product/service has a national or worldwide appeal, writing ads

that target particular regions will make your campaigns more successful.

In a 2015 IAB UK study, 46% of people said they use ad blockers as ads are

"often irrelevant". Location plays a crucial role in relevancy. Say, for example,

that someone was looking to buy double-glazing. They see an ad, click, then

see the company is based 200 miles away. Even if the double-glazing

company offers a great price and a 100% satisfaction guarantee, the ad is still

"irrelevant" to the user.

Targeting a specific area can also work for services like life insurance, debt

consolidation and mortgages. Various studies show that personalized ads

have increased engagement, and location-based personalization plays its

part.

For a car insurance ad, for example, your headline could read: "Millions of

people are astounded by these plummeting car insurance rates."

That's okay. It's nothing no one's seen before, but it'll get you a few clicks.

However, try this for size: "Millions of Londoners are astounded by these

plummeting car insurance rates".

What seemed like a blanket offer before has now caused some ears to prick

up. People looking for car insurance in London will think the ad is tailored just

for them - personalization. You can run exactly the same ad over and over, but

swap the location and statistics to match your audience.

--

https://www.iabuk.com/about/press/archive/15-of-britons-online-are-blocking-ads%20
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Income

Education

Occupation

How much money your ideal customer makes will influence their buying

decisions. Even if you’re not advertising to the US market, you still need to

think about income.

Would low earnings prevent your ideal customer from buying your product? Is

it something worth whacking out the credit card for? Without stating that

you’re looking for customers with a certain income, how can you use your ad

copy and images to appeal to the right kind of market?

There are plenty of exceptions, but higher education often leads to a higher

income.

Understanding someone’s education level will also help you communicate

effectively. 

Will they be enticed by blocks of text, or would they prefer lots of images?

Would they appreciate statistics and graphs? Do they want a long description

or just a few bullet points? Does a complicated idea need to sound very

simple to generate sales?

Simple is usually best. If you need to explain what your ad means, or someone

needs an IQ of 140 to figure it out, your ads have failed.

Occupation usually tells you something about the ideal customer’s income

level and, therefore, their education (but not always!). Does your ideal

customer have a stressful job? Are they constantly busy? Is your product or

service a bit of a “magic pill” that will make their lives easier? Would a dentist

be interested in a Wednesday afternoon creative writing course? Would a

nursery school teacher want a package holiday to Ibiza? (probably). These are

all things to think about.

--
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Interests

Online Behaviors

And, by interests, I mean everything. What TV does your ideal customer

watch? What time are their favorite programs? Books or magazines? Do they

have a favorite clothing brand? Are they outdoorsy types or do they have

Netflix AND Amazon Video subscriptions? What do they do on weekends? Do

they like traveling? Can they afford to travel?

The deeper you go into your ideal customer’s interests, the more you’ll

understand them as a person. It doesn’t matter if them liking Coronation

Street has nothing to do with you selling life insurance. How can you use their

interest in Coronation Street to your advantage?

If you’re making references that strongly resonate with your customers, then

they’re more likely to trust you. Your voice is that of a friend, rather than a

salesman. Trust = more leads = more sales.

If you’re going to write some wonderful ads, you’ve got to make sure your

ideal customer will see them. So, question yourself: how does your No. 1

customer consume content?

Do they sit on the toilet reading emails or barely look at their phone? In 2018,

95% of 16-24 and 25-34 year-olds owned a smartphone in the UK. For older

adults (55-64 year-olds), this percentage drops down to 51%.

However, with those who do own a smartphone, 92% admitted to using theirs

on the toilet (Buzzfeed News). Why is this important? Because it proves that a

lot of people look at their smart times multiple times a day, every day.

--
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Off the back of that, what social networks does your ideal customer use the

most?

Facebook is a pretty safe bet. 68% of adults use Facebook, with the most

prominent users being 13-17 (88%) and 18-29 (84%).

Other age groups are active users too. 72% of 30-49-year-olds are on

Facebook, along with 62% of 50-64-year-olds and 62% of 65s+.

Here are some other, quick, social media platform figures:

Instagram is the most popular with 13-17 year-olds (72% are active users),

dropping slightly for 18-29 year-olds (64%). Only 10% of 65s+ use

Instagram.

40% of 18-29 year-olds use Twitter. 24% of the female online population

has a Twitter account, alongside 23% of online men.

--
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Goals

Pain Points and Struggles

31% of the online female population have a Snapchat account, in

comparison to 23% of online men. Again, Snapchat is the most popular

with 13-17-year-olds (69%) and 18-29-year-olds (68%). Only 26% of 30-49

year-olds have Snapchat.

The idea is to place your ads where your ideal customer is going to see them.

To write the perfect avatar, you need to understand what drives your

customers. What gets them out of bed in the morning? Do they have a

specific dream that overrides all others? What’s their idea of a perfect day?

You don’t have to agree with these hopes and dreams, but it’ll help you see

the customer has a person rather than a ream of data. How can you tap into

these aspirations to help you sell your product/service? If they already have

the best kind of life, how will your product make it even better?

Even if someone has the BEST LIFE EVER, they’re still going to deal with little

quibbles throughout the day.

Ask yourself:

What keeps them up at night?

What are their top 3 daily frustrations?

What’s the worst that can happen if things stay the way they are?

However serious the problem, it’s your job to present the solution. Use your ad

to tap into their pain points, then present your product as the only possible

answer to their issues. Remember, seeking to soothe pain can be an

enormous motivation to buy!

--

https://sproutsocial.com/insights/new-social-media-demographics/
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Shopping Habits

What other products or services does your ideal customer buy? Have they

purchased something similar to your product/service before? Why didn’t it

work out for them? Are they internet shoppers, or would they prefer to go to

the store? If the latter, how will you persuade them to buy from the internet?

Do they shop for food every day, or have one big shop at the weekend?

What do their favourite brands say about them? Do your brand values roughly

match that of the preferred brands? Is there something that all the brands

have in common - i.e. expensive or cheap? How do the customer’s preferred

brands “speak” in adverts? Can you mimic the tone, or do you have

something new to bring to the table?

With all this information, you’ll now find you’re addressing “someone” rather

than “everyone” (read: “no one”). At this point, you should have ended up with

something that looks like this:

This is just a quick example, and yours will contain lots more detail.

So, you now know what a customer avatar is. How do you begin to make one?

--

https://landt.co/2017/02/content-marketing-persona-examples/
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How To Build A Customer Avatar

Check out the Competition

Before you start with names, ages and genders, you have to do some market research.

The best place to start is with your client. Get them on the phone or schedule a Skype

call. Make sure you ask for at least 30 minutes of their time. Your client should be able to

answer all your questions based on stats from their CRM system.

Other than the customer, your client is best going to know the benefits of their

product/service. Ask them questions like:

What are the features of your product/service?

What are the benefits?

How is your product/service different to others in the market?

Why are your benefits believable?

What benefits are the strongest and most appealing?

Can you direct me to your top 5 customer testimonials?

Tell me your ideal customer’s demographics - age, gender, marital status,

income, occupation, etc.

What are their possible objections?

What are their goals?

And so on.

Even better, compile a list of questions and email them to your client. This

way, you’ll get your response in a written format. Make sure you store the

document somewhere safe!

The easiest (and sneakiest) way to get to know your customer is to check out

competitors’ websites. This way, you’ll be able to analyze the strengths and

weaknesses of your competition, “swiping” good ideas when necessary and

always aiming to do one better.

--
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Check Out Trustpilot

Search For Facebook Fan Pages

Do a quick Google search to identify your current competition. Your main

competitors will be the first on the page.

What sort of language do they use? Is it off-putting or straightforward?

Do they have any images? How do they make you feel?

Is the information easy to find?

Do they have any testimonials? What do the customers like best about the

product/service?

Do they provide any downloadable “guides” on the website?

Does the competition always strive to “add value”?

Note down what you like and don’t like about the websites. If the competition

has testimonials, note down the names and ages of the customers (if

available). What kind of language does the customer use? That can give you

some tremendous insights into gender, age and education.

Most testimonials will also supply the customer’s specific pain point, which

your competitor was able to solve. Note down the pain points, even if it’s

something inconsequential as “they were non-judgmental” (i.e. implies a fear

of being judged).

Another great place for customer reviews is Trustpilot . Remember, your

competition will only show glowing reviews on their website!

Find your top competitor’s website address and put it in the search bar. You’ll

be able to scroll through several reviews and work out the competition’s main

strengths and weaknesses.

If people are interested, passionate or worried about something, they’ll likely

be part of a Facebook group or page.

Start by typing your niche within the search bar. This can be something as

simple as “debt” or “healthy eating”.

--

http://trustpilot.com/
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From the top bar, select “pages”. You’ll get a list of fan pages starting from the

most popular all the way down to those with only one or two likes.

The more popular the page, the more interactions on its posts. Select the

most popular page to start with.

Once you’re on the page, head down to Posts:

You’ll quickly see that EatingWell’s fans care about healthy new recipes,

articles on nutrition and high-quality pictures of delicious-looking food. 

Select a popular post from the page and take a look at the comments

--



/

Facebook comments are interesting because they often don’t contain too

much thought. Unlike a testimonial or review, where the happy or unhappy

customer has to think about what pleased them/upset them, a Facebook

comment has much more of a “snap reaction”.

You can gauge a lot about your target audience from the comments. Who’s

commenting more often? Men or women? Roughly how old are the

commenters? Where do they come from?

Read as many posts and comments from as many pages within your niche as

you can. Note down any correlations.

Then go further.

Find the most popular page roughly within your niche, and select

“Community” from the left-hand side:

In “Community”, you’ll find posts from fans with their own ideas and

contributions for the page. Again, this is a great place to see interactions from

people interested in the same areas.

There also may be questions directed at the page admins. If the user is

looking for advice, take note of what they’re asking. It could help you identify

their pain points later on.

--
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Finally, use Facebook to see what ads the pages are currently running.

Though you won’t be able to see any stats about the ads (demographics

targeted, likes, comments), it’s still a great way to see what ads your

competition is putting out there.

Take note of the language used, the headlines and the images.

To see the ads, scroll down the page until you see this box on the right-hand

side:

Click “See More”.

A new box will pop up, listing the page history, the people who manage the

page, and whether the page runs any ads.

Click “View In Ad Library” in the “Ads From This Page” section.

Near the top of the page, you’ll see a small box that says “Filter By”. If you’ve

got any options, select what country you’d like from the drop list.

--
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Join Facebook Groups 

There, you’ll be able to see all active ads currently running from the page.

They’ll all be in month order, and you can see the day they became active.

Underneath each ad, you’ll be able to see “See Ad Details”. Unfortunately,

Facebook doesn’t tell you any stats about the ad or let you see any comments

and reactions.

Still, you’ll be able to check out the copy and the images they’ve used, as well

as see the page’s variations of the ad.

If it’s a popular page, chances are the admins produce successful ads. Jot

down a list of what you think works, and file it away for future use.

Another great way to get a sense of your audience is to join a Facebook

group.

Note that some Facebook groups are going to be “closed”. You can still view

the name, description and members list of a closed group, but you won’t be

able to see any posts until you’ve been accepted by an administrator. These

groups may require you to answer a few questions before you join.

However, there are plenty of groups that’ll let you see discussions and posts

with a simple “click to join” process.

You’ll notice that a lot of these groups ban advertising:

--
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This shouldn’t be a setback.

Free from advertising and businesses “pushing their agendas”, members are

asking questions they usually feel they couldn’t ask.

If somebody has a problem they want to solve, they need to trust you and

your content before you can help them. As many members within a private

group are or were in the same boat, users are more likely to trust advice from

someone who’s “lived it” rather than help from a faceless corporation.

Pick up a pen and jot some notes on the following:

What kind of questions do members ask?

How much do the commenters know about the field?

Are members looking for practical advice or sympathy?

Are commenters discouraged from recommending specific companies? If

so, why?

Do comments often link to outside articles?

Do members prefer expert advice, or are they willing to accept help from

hobbyists?

Are there any frequent objections with the advice given?

Do members often ask for resources?

Once you’ve got some notes, add them to your customer avatar draft. Your

document should be pretty detailed by now. 

--
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Other Forums For Your Customer Avatar

You don’t have to stick to Facebook!

To learn more about your target audience, you need to research forums where

the members are active.

Reddit is a great place to start, as it has tonnes of subreddits for niches and

niches-within-niches.

Head over to reddit.com. In the search box, type in the niche you’re looking

for. There, you’ll get a list of subreddits and threads to look through.

For the most popular threads in your niche, go to the filter at the top of the

page and select “Top” and “All Time”.

--
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YouTube Ads

This should give you a good clue about what people in your niche really care

about.

Go through as many threads as you can, asking the same questions as you

did with the Facebook groups and fan pages.

If Reddit isn’t coming up with the goods, search Google for a forum instead.

Just type in “[Your Niche] Forum”, and you should find several responses

perfect for your research and avatar.

For every person who likes to read a long article, there will be another who

learns via video.

Search a mixture of ads within your niche and instructional videos. Make a list

of the pain points the video cover, along with questions answered and useful

tips.

If the video received a lot of negative feedback, why? What was missing?

Likewise, if a video has tonnes of positive comments, write down what the

audience liked best.

If you think your niche will have few results on a video platform like YouTube,

give it a search anyway.

Let’s take “mortgages” again. When I put “mortgages” into Youtube, the first

result has 15,000 views.

The second has 389,000 views. The third has 114,000, and the fourth has

321,000.

See for yourself:

--
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Create a Survey

Even if YouTube wouldn’t be your go-to platform to research mortgages, the

viewing figures prove that a percentage of your target audience use video as a

helpful or instructional tool.

Paying attention to demand means you’ll be able to create relevant and

compelling content later on.

Now you’ve got the bones of a persona, it couldn’t hurt to test what you’ve

found against some real, live customers.

Your client will have access to all the demographic stats you need. Ask your

client if you could segment a part of their existing database and send

customers a survey.

--
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Create a Survey

Even if YouTube wouldn’t be your go-to platform to research mortgages, the

viewing figures prove that a percentage of your target audience use video as a

helpful or instructional tool.

Paying attention to demand means you’ll be able to create relevant and

compelling content later on.

Make sure the survey isn’t too long (too many questions and you’ll get very

few results), and ask a mixture of demographic and psychological questions.

You can create a survey for free on SurveyMonkey or Landbot .

Once you’ve got the results, it’s time to look at the answers in comparison to

your own insights. Do your research and predictions match what you thought?

If so - great! You have a good understanding of your client’s ideal customer.

If not, not to worry. You now have qualitative data from the client’s target

audience, which you can use to reverse-engineer your avatar.

--

https://www.surveymonkey.com/
http://landbot.io/
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Example Customer Avatar (Debt)

Name: Lisa Fogarty 

Age: 25-45 (38 av.) 

Gender: Female 

Race: White 

Relationship Status: Married or in a relationship 

Children: 1-3 (ages 6-13) 

Family: Disabled family member, kids with behavior problems

Location: Croydon (London, Manchester, Birmingham - i.e. big cities) 

Household Income: £40,000 (combined. Low bracket income) 

Occupation: Care assistant. May have 2 or 3 jobs to keep afloat. Consistently

employed, but job-hopper 

Education: State school. GCSEs (or O-levels) and A-levels 

Illness: Anxiety, depression 

Homeowner?: No, she rents. 

Car owner?: Yes. 1 shared car per household. 

Home Environment: Semi-detached or terraced house. Densely populated

area.

--
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Daily Routine:

Get up at 6:30 

Wash

Walk dog (6:45-7:10) 

Smoke & make tea 

Wake up kids for school (7:30)

School run (8:30 - 8:45) 

Work (9:30 - 17:30) 

Return home (17:45) 

Cook dinner or get takeaway food 

Walk dog 

TV (reality shows, soaps) 

Drink in front of TV (usually wine, 2 -3 glasses) 

Bed (6.5 - 7.5 hours of uninterrupted sleep) 

Hobbies and Interests: 

Playing with kids

TV 

Drinking 

Socialising 

Dog 

Magazines 

Social phone apps 

Netflix 

True Crime 

Human Interest stories 

Mobile app games 

Online shopping 

Brands: 

Topshop 

Zara 

Primark 

River Island 

New Look 

Debenhams 

Tesco

--
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Asda 

Morrisons 

Lidl 

Aldi 

JustEat 

McDonald's 

Nandos 

Poundland 

Golden Virginia 

Pall Mall 

Benson and Hedges 

Groupon 

Wowcher 

National Lottery 

Febreeze 

Mr Muscle 

Cif 

Cillit Bang 

Technology 

iPhone 

Sky 

Playstation 

Xbox 

Tablet 

Samsung 

Kindle 

Samsung

Sony 

Panasonic

Online Behaviors 

Facebook 

WhatsApp 

Snapchat 

eBay

--



/

Amazon

Payday loans 

Foxy Bingo 

Daily Mail Online 

Cosmopolitan.com 

OK! Magazine online 

Usmagazine.com 

PEOPLE.com 

Groupon 

Purchasing Behaviours 

Big weekly shop 

Makeup (Maybelline, Max Factor, etc.) 

Nights out 

Wine 

Cigarettes 

Dog food 

Toys and computer games 

Clothes (her and kids) 

Takeaways 

Providing for children 

Netflix 

Sports TV packages 

Car/petrol 

Rent 

Council Tax 

Utility bills 

Instant gratification purchases

TV Shows 

Emmerdale 

EastEnders 

Coronation Street 

The Only Way Is Essex

Made in Chelsea 

Big Brother (before off air)

--
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Downton Abbey 

Broadchurch 

Poldark 

Rom/Com films 

Action films like Bourne Ultimatum, Die Hard, etc. 

Holidays 

Staycations 

Package holidays 

Butlins 

Caravan/camping 

Blackpool 

Near the coast 

Politics 

Voted Brexit 

Labour (fiscally)

Worried about immigration 

Conservative (socially) 

Ideals 

Work hard, play hard 

Atheist 

Doesn’t mind hard work 

Family comes first 

Good group of friends (work and old school) 

Proud (doesn’t talk about debt) 

Hopes: 

Get out of debt and stay out of debt 

Have more of a disposable income 

Holidays with husband and kids 

Will be able to save a bit for retirement 

Being able to get credit 

Have a good credit rating 

Be able to pay off creditors 

Take the financial stress out of life

--
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Fears: 

Bailiffs seizing possessions 

Not giving kids a good life 

Only £600 disposable household income per month 

Keeping debt secrets from her husband (and vice versa) 

Both will be in and out of jobs forever 

That they’re going to stay stuck where they are with no progress 

Financial confusion - no idea where the money is going 

Being denied for credit 

Being a burden on her friends and family 

Social isolation 

More and more bills coming in 

Being unable to afford childcare

Not being able to keep up with their friends’ lifestyles 

That no one will be able to help them 

That every time they get a little bit of track they get hit with another bil

--
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Hope this was valuable!

AUTOMATE YOUR LEAD GENERATION

If you want to expedite the process, we offer

services that can get your business overflowing with

qualified buyers fast.

https://growthboost.net/leadmachine

