
Where are Jill's Customers?
 

I am writing today's column from 38,000 feet, returning from a meeting in Baltimore to Rochester. 
 I also have on my mind the meeting that I have tomorrow morning with my SCORE client (I will 
call her Jill, but not her real name because our mentoring is confidential).  I had asked her to give 
me a specific question that is at the top of her mind right now with her business.  She emailed me 
back and it said, "Dean, I have so many, but I guess I will start by asking you to help me find my 
customers because I need to grow my business."  I responded and said "Jill that is a great place to 
start, I think that will be a wonderful coffee conversation tomorrow."

 

So here I am looking out the window.  I see the winding Potomac river, pretty soon I say the 
northern Appalachian mountain range, then farm land over Ohio, then Lake Michigan, and soon 
seeing the details of Chicago streets and buildings.  But, my problem is I have to find the plane to 
Rochester.

 

So, now I am still thinking about where are Jill's customers?  Then I realized that her problem is 
kind of like my need right now.  I needed to find the right plane.  So, like a savvy business owner, I 
got help from key folks...the airline got me to Ohare airport.  But, I had to do the research to find 
Terminal #3,  Concourse L (which was several concourses away from G) and then Gate 6A.  But 
that wasn't enough.  Before I could get on the plane to Rochester I had to use some technology (my 
cell phone) and the QR code on it was my key to finally go down the right ramp and find my plane.

 

What a relief!  I see all these people and talk to several of them and they are all going to Rochester.  
The helpful folks assure me that we will be there in 46 minutes!  Success!  Oh sure, I still may 
encounter some clouds and things that I need to keep working at.  But I am feeling good.

 

I can just visualize a great meeting with Jill tomorrow.  I am going to start with her main 
question...Where are my customers?  I will let her tell me what she has done to find them up to this 
point.  I will let her share with me what she thinks they look like?  What does she know about 
them?  Where are they getting the service/product that she is offering now instead of coming to 
her?  

 

Like, me what help has she gotten?  Does she know them well enough so she can specifically 
describe them (I had to know the terminal, concourse, and the gate).  Does she know enough about 
them to be able to develop marketing strategies that will reach them and engage them?  

 

Then has she used or considered the available technologies (marketing strategies) for her marketing 
efforts?  The "key" to her finding the right pathway to her customers may be similar to my 
experience.   It was important that I had done the homework and have it in place to be used.  Maybe 
her QR code will be to spend some time to describe those customers that she is looking for and then 
develop a marketing plan that will help her find them.   I don't know, but I would bet that the next  
time we meet we will be reviewing her marketing plan and discussing the various alternative 



strategies that will make it happen.

 

As usual, my space is limited today.  So, look for my SCORE column next week and I will share a 
successful Minnesota small business that was so great that a very well-known business that went 
public recently, referenced this Minnesota company in its IPO.  Can you guess the famous company 
that went public?  The Minnesota company that it referenced really knows how to find Jill's 
customers.

 

_______________

Dean L. Swanson

Southeast Minnesota SCORE

c/o Rochester Area Chamber of Commerce

220 South Broadway, Suite 100

Rochester, MN 55904

*Dean is a volunteer SCORE Mentor and District Director of SCORE Minnesota


