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If you downloaded this file, I assume you are looking for a deeper understanding of creating 
your customer persona, or so-called "customer avatar". Everywhere there is talk about the 
need to understand your customer on a deeper level, so you should create a customer 
avatar. Still, this does not answer why it is so essential and how actually to use this "avatar" 
once created.  
 
 

Let's solve that "thing" with the customer avatar for you 
right here and now. 

 
 
I assume you have heard about companies needing to understand their customer avatar or 
customer persona in-depth, to:  
 
No 1 "Attract the "right" customers" 
No 2 "Make more sales" 
No 3 "Target your marketing" 
No 4 "Develop your products to serve your customers' real needs" 
No 5 "Place your product in front of your customer" [Meaning: Place products 
where your customer would look for it or would "stumble" across it] 
 
All excellent reasons. Yet empty words, if you don't know how to act on them to those not 
familiar with the deeper concepts of marketing and persuasion. 

 
In a nutshell: I know you understand the words. You perfectly understand their meaning, 
but I bet you 100% you are not so very sure about what it actually means in terms of the 
action you have to take.  
 
Let's clarify this now. It is so simple; you will bang your head once it's clear. I will walk you 
through those reasons mentioned above and explain, so you know what actions to take in 
accordance:  
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No 1 "Attract the right customers"  
 
 
Attraction  

In this context, the word "attraction" does not come from the place of spirituality or the "law 
of attraction". It simply means that if you know precisely how your customers feel, what they 
think about a specific topic, what their fears and goals are about this topic, you will be able 
to talk to them in just the right way. Meaning: Whenever you speak or write in any given way 
to your client, by writing an article, copy for your webpage, descriptions of your product or 
video ads, elaborating on what and who it serves, this is when you want to know the feelings 
and thoughts as mentioned earlier that are in your customers' mind.  
 
 
👉 You can only "attract" the right customers if they feel and understand that you serve 

them exactly what they are looking for. They will know that your offer is for them only 
because you perfectly understand their needs and make it visible in your communication.  
 
 

Your Niche  

Secondly, while you learn about your ideal customer, you will learn about your niche and 
will be able to place your offers in the right niche. As you know your product or service 
perfectly, you also need to know the niche that best serves this product. To give you an 
example here and make things even more explicit:  
 
Example case: If you were offering vegan to-go meals, you would not market to meat-lovers 
who do a BBQ every summer weekend. Would you?  
Instead, if you are offering vegan takeaway meals, you will find your customers among 
people who are very likely interested in health, sports and eco-friendly living. Seeing that 
this is the case (because you understand your avatar and want to attract the right 
customers), you might consider creating packaging made of bamboo, plastic-free. 
Additionally, you print a recipe for a DIY healthy breakfast to take away on the back of your 
packaging.  

🤙 I am making things up here, but you get the gist. 
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No 2 & No 3 "Make More Sales" & "Target Your Marketing" 
 
 
Sales & Targeting 

I am using the example case above. You will make more sales if you combine your offer with 
some other beneficial assets, making your product more appealing to those vegan, health- 
and sports-loving, eco-friendly (ideal) clients.  
Let's take this further down the road of understanding and making the best use of it: If now 
you also know their monthly income and know where your customers would look for your 
products or where they even do not look for your products but browse for other content, 
you can simply place your offers in front of their eyes where they mingle. Understanding 
where your avatar mingles, what articles they read, what platforms they use will simply 
answer your questions on where to market best and where to meet your clients in a "buying 
mood". Actually, by using the right words, you will put them into "buying mood" as – as bad 
as it may sound – marketing is the art of persuasion that makes people want to desire and 
buy a product or service. Also, you will exactly know how much this customer is ready to 
spend for your offer from the other information you collected about your ideal customer. 
 
 

👉 Here is where your marketing and copy comes in… 
 
When you know enough about your customer, you will know where to place your 
advertising in front of your customer. Also, by making best use of the information 
gathered about your client, you will find it much easier to use social media and other 
platforms, such as blogs and podcasts, for your visibility. When you know about your 
customers' media use habits, you will not have to waste your money for miss targeted ads 
and misleading descriptions of you and your offers.  
 
Once you find out how your customer uses media and what language they use - for 
example, depending on their age using "OMG" or "My BFF" or "intellectually important" – 
you see the difference here! – you will be better able to "persuade" your customer to buy. 
Simply because you talk to them in their language. Also, making better use of organic 
growth strategies will be much easier with all this knowledge.  
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No 4 "Develop your products to serve your customers' needs"  
 
 
Need Fulfillment 

If you have done a good job in researching your avatar, you will know their daily habits. 
Following through with the vegan meal example, I mentioned bamboo packaging. Why? 
Offering a recipe for a healthy DIY breakfast to take away on the back. Why?   
 
 
 🤷 Why would you do that?  
Simply because you found out that your avatar is an eco-friendly, vegan health & sports 
lover, who leaves the house at 8 am, takes the tube to go to the city centre for working in a 
coworking place for freelancers, which offers space for creativity and social interaction. 
This person does not want to eat out every day, eating an unhealthy lunch from the Chinese 
restaurant around the corner, wrapped in tin and foil. No, your avatar is afraid of being too 
much alone as a freelancer, not having enough social interaction with like-minded people, 
and, on the other hand, cares for the environment and his or her health.  
 
So, they will just LOVE your bamboo wrapped, vegan, organic lunch that also gave them a 
good idea for a healthy DIY breakfast to take away and eat upon arrival in the coworking 
space. Because bamboo is more eco-friendly than wood or plastic and a fast-regrowing 
resource. Hence it will look good in the eyes of your eco-friendly, health loving customer. 
The DIY breakfast will make you be remembered even while your customer does not now 
use your product, but you are still remembered and "sticky" to your customers' mind.  
Are you getting closer to understanding why having a thoroughly well-researched 
customer avatar is key to understanding your niche and why it will help you use the right 
words describing your offers? I hope so.  
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No 5. "Placing your product in front of your audience"   
 
 

Where to market? 

If this person takes the tube every morning to go to work, I bet this person will use his or her 
phone and browse social media during the 30-minute ride to the coworking space. What 
social media platform is it?  
Who are they following?  
What articles do they read?  
What headline would them stop scrolling to open a post and give 2 minutes of their attention 
to reading about your new vegan, eco-friendly, healthy meal?  
 
And now, what if they would learn from the article, that just around the corner of their office 
is this supermarket chain, where they can get a promotion bundle of two takeaway meals 
only this week? Remember: this person only travels to a coworking space because of not 
wanting to be alone and rather looking for social interaction instead.  
 
Now: In the same article or advert, they learn that as a give-away, they can win a picnic 
blanket that was made from recycled plastic bottles to have their "vegan-two-meal-bundle-
for-one" next to the supermarket in this lovely little city park.  
 
 

💁What do you think does this person feel like? 
 

🌟Here is the answer: If they saw your ad on this social media platform popping 
up in front of them for two weeks in a row, they would: 
👉 1. Give you their email address to win the blanket – so you will grow your list!  

👉 2. Tell their colleague from the coworking space about the new vegan 
takeaway meal bundle for two and 
👉 3. Reach out to the supermarket and buy it!  

👉 4. Next morning, they would again think of you because they are about to 
prepare their take away chia porridge for breakfast 
👉 5. …and already told more people about your product by taking the 
colleague to get the two-piece bundle!  
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Stick with me to drive the train of thought home for you. 
 
This is why understanding your customer avatar is not a task to be rushed through. This is 
why understanding your customer creates an understanding of your niche and the people 
in it, too. This is why it is so important when it comes to creating your products and 
communication around your products and offers. And this is why so many business owners 
spend hundreds if not thousands every month on their advertising, failing to "attracting the 
right customers". Because they did not make an effort or did not understand enough about 
their customers. Hence, unknowingly they target the meat lover who runs to work in a 
Pickup, stuffing a doughnut for breakfast into their mouth, who could not be less bothered 
about bamboo packing, winning recycled picnic blankets and DIY takeaway breakfast.  
 
 

☝One more little thing:  

If you browse the internet, you will find a plethora of customer avatar templates to use. 
Some of them are a good start, and some of them are misleading, unfortunately.  
But no one of them goes far enough to really let you find a solution to have an in-depth 
understanding of your avatars' psychographics. To really understand your avatar, these 
templates do not go far enough.  
 
 

👏Start working on your customer avatar today by putting together the basic 

demographics using one of the available templates you will find on the internet.  If you are 
interested in creating the deep "psychographics" of your avatar, learning about their 
desires, fears, goals and more, so you can understand your niche and create an excellently 
targeted online strategy, please feel free to reach out to:  
 
 

contact@julianarogers.net  
& 

www.julianarogers.com 
 


