
 

6 Steps to Determine Your Target Market and Ideal 
Client Profile (ICP) 

 
Creating a detailed checklist or process to determine your target market and persona is crucial 
for effective marketing and business strategy. Here’s a structured approach: 
 

Step 1: Market Research 
1. Identify Your Industry & Market: 

o Define the industry you operate in. 
o Research market trends and key players. 
o Identify the overall market size and potential growth. 

2. Analyze Your Competition: 
o List your main competitors. 
o Study their target markets and personas. 
o Identify any market gaps or underserved niches. 

3. Understand Market Segments: 
o Segment the market based on demographics, psychographics, geographic, and 

behavioral factors. 
o Identify the segments that align most closely with your product/service. 

 

Step 2: Customer Analysis 
1. Examine Current Customer Base: 

o Analyze the demographics and behaviors of your existing customers. 
o Identify common characteristics among your best customers. 
o Conduct customer interviews or surveys for deeper insights. 

2. Identify Customer Pain Points: 
o List the main problems your product/service solves. 
o Understand the emotional and practical needs of your customers. 

3. Define Customer Goals: 
o Understand what your customers hope to achieve by using your product/service. 
o Identify how your offering helps them reach their goals. 

 

Step 3: Develop Target Market Profiles 
1. Demographic Profile: 

o Age 
o Gender 
o Income level 



 

o Education level 
o Occupation 
o Marital status 
o Family size 

2. Psychographic Profile: 
o Interests and hobbies 
o Values and beliefs 
o Lifestyle choices 
o Personality traits 
o Attitudes and opinions 

3. Geographic Profile: 
o Location (country, region, city) 
o Urban vs. rural 
o Climate considerations 

4. Behavioral Profile: 
o Buying behaviors (e.g., frequency, loyalty) 
o Product usage patterns 
o Decision-making process 
o Brand loyalty and product satisfaction levels 

 

Step 4: Creating “Buyer Personas” 
1. Persona Naming: 

o Create a name for each persona (e.g., “Accumulator Amy and/or Arnold”). 
2. Include Demographic Information: 

o Summarize key demographic details. 
3. Add Job Information: 

o Define job titles, roles, and responsibilities. 
4. Detail Persona’s Goals and Challenges: 

o List their primary goals. 
o Identify key challenges they face. 

5. Map Out Daily Activities and Preferences: 
o Describe a day in the life of the persona. 
o Identify their preferred communication channels (social media, email, etc.). 

6. Include Buying Behavior: 
o Describe their buying journey and decision-making criteria. 
o Identify any objections they might have. 

7. Visualize the Persona: 
o Optionally include a photo or illustration that represents the persona. 

 



 

 

Step 5: Validate and Refine 
1. Gather Feedback: 

o Present your personas to internal teams for feedback. 
o Consider additional customer interviews to validate assumptions. 

2. Test Marketing Campaigns: 
o Launch small-scale campaigns targeting each persona. 
o Analyze the results to see how well the persona responds. 

3. Refine as Necessary: 
o Adjust your personas based on feedback and campaign performance. 
o Continuously update personas as market conditions and customer behaviors 

evolve. 
 

Step 6: Implement and Monitor 
1. Align Marketing Strategies: 

o Ensure all marketing messages align with the identified target market and 
personas. 

o Personalize communication to resonate with each persona. 
2. Monitor and Measure: 

o Track the effectiveness of targeting your personas through KPIs (e.g., conversion 
rates, engagement levels). 

o Regularly review and adjust based on performance data. 
 
This structured approach will help you thoroughly understand your target audience and create 
effective strategies to reach and engage them. 
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