Zoning in on YOUR Target Market
Amongst the most underdeveloped sections of a business plan, is
the Target Market Analysis. The reasons for this are many, but most
commonly it is from either a belief that anyone could be your
customer, or a lack of understanding of how to assess who
your potential “core” clients will be.
To effectively determine who your Target Market is, you will need to conduct effective market
research. “Effective market research,” is wildly different from accessing a few statistics to include in
your business plan. You will need to analyze what you offer (product/service) and look at the
potential markets. Ask yourself the following questions:


In a couple/few sentences, how would I describe my business?
o What do I sell? What need does it meet?
o How am I different from competitors?
o Is my store, or way of doing business unique?
o How am I innovating?
o What is the personality of my business?



How would I describe who I envision my customer to be? Be as descriptive as possible.
o Assess if these customers exist in the numbers you need, want the products/services you
have, will pay the price you are considering for what you sell, etc…

Analyze the following…

Source: The 4 Main Types of Market Segmentation (+How to Implement It in Your Marketing Strategy).
2019. https://medium.com/equestris-news/the-4-main-types-of-market-segmentation-how-toimplement-it-in-your-marketing-strategy-9dd803d95ae4
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Review the Entrepreneur Success Kit and watch the videos for more detailed
information about conducting effective research.

While it may be challenging to figure out who your core customer will be, it is crucial that you use the
tools presented to do so. Assuming everyone is your customer, or targeting the wrong ones, WILL
cost you time, effort and money (spending, profits, etc…). Much depends on your focusing your
efforts on the right customer – your location (online, brick & mortar), marketing efforts, including
which channels you chose and when you market, who your suppliers are, where you network, and so
much more. If you put the time into determining to the best of your ability who your target market
is, then you will not only have gained skills in identify opportunities that come up, but you’ll also be
able to meet challenges that arise and adjust as needed. The work you put in now, will pay off in the
long run. Invest in yourself and your business!

A few recently published resources to help:
How to Define and Analyze Your Target Market
Square: https://squareup.com/ca/en/townsquare/how-to-define-analyze-your-target-market

How to Find Your Target Audience (2020). https://blog.hubspot.com/marketing/target-audience

How To Define Your Target Audience (2019)
https://www.quicksprout.com/define-your-target-audience/
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