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Unmasking Your Ideal 
Customer: Creating a 
Customer Avatar
This worksheet will guide you through building 
a detailed profile of your ideal customer to 
better understand their needs, motivations, 
and pain points, so you can tailor your 
marketing efforts effectively.

Section 1: Demographics

Basic Information

Age Range: ___________ to ___________

Gender: ______________________________________

Location: ______________________________________

Occupation: ______________________________________

Income Level: ______________________________________

 Education Level: ______________________________________

Family Status: ______________________________________
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Other Relevant Demographics:

_____________________________________

_____________________________________

_____________________________________

_____________________________________

_____________________________________

____________________________________

_____________________________________

_____________________________________

_____________________________________



thecontentbox.com      			    	              Who is Your Customer Avatar?

Section 2: Psychographics

Interests & Hobbies

What do they enjoy doing in their free time?

___________________________________________________________________________________________________________________

What are their passions?

___________________________________________________________________________________________________________________

What communities or groups do they belong to?

___________________________________________________________________________________________________________________

Values & Beliefs

What are their core values?

___________________________________________________________________________________________________________________

What causes or issues are important to them?

___________________________________________________________________________________________________________________

What motivates their decisions?

___________________________________________________________________________________________________________________

Lifestyle & Habits

How do they spend their time?

_________________________________________________________________________________________________________________

What are their daily routines?

_________________________________________________________________________________________________________________

What media do they consume?

_________________________________________________________________________________________________________________
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Section 3: Pain Points & Challenges

Biggest Challenges

What problems or challenges do they face in their personal or professional life?

_________________________________________________________________________________________________________________

What are their frustrations or sources of stress?

_________________________________________________________________________________________________________________

Obstacles to Success

What prevents them from achieving their goals?

_________________________________________________________________________________________________________________

What roadblocks or limitations do they encounter?

_________________________________________________________________________________________________________________

Unmet Needs

What needs or desires are not being fulfilled by current solutions in the market?

_________________________________________________________________________________________________________________

What gaps exist in their current experience?

_________________________________________________________________________________________________________________

Section 4: Goals & Aspirations

Primary Goals

What are they trying to achieve?

_________________________________________________________________________________________________________________

What are their dreams and aspirations?

_________________________________________________________________________________________________________________
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Motivations

What drives them to take action?

_________________________________________________________________________________________________________________

What are their hopes and fears?

_________________________________________________________________________________________________________________

Desired Outcomes

What results are they looking for from a product or service like yours?

_________________________________________________________________________________________________________________

How do they envision their life improving after using your solution?

_________________________________________________________________________________________________________________

Section 5: Buying Behaviors

Information Sources

Where do they go to research products or services?

_________________________________________________________________________________________________________________

What blogs, websites, or social media platforms do they trust?

_________________________________________________________________________________________________________________

Decision-Making Process

How do they make purchasing decisions?

_________________________________________________________________________________________________________________

What factors influence their choices?

_________________________________________________________________________________________________________________
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Need help crafting your customer avatar? 

Contact Two Brothers Creative for a free consultation.

Objections & Concerns

What hesitations or concerns might they have about your product or service?

_________________________________________________________________________________________________________________

What barriers might prevent them from buying?

_________________________________________________________________________________________________________________

Section 6: Putting it All Together - Your Customer Avatar

Summarize the key findings 
from each section to create 
a concise and compelling 
customer avatar profile.

Give your avatar a name and 
add a photo or illustration to 
bring them to life.

Use this avatar to guide your 
marketing and sales efforts, 
ensuring your messaging 
and offerings resonate with 
your ideal customer.
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Ready to see real results? 

Let’s talk about how we can put our proven 
podcast marketing system to work for you. 
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matt@thecontentbox.com
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