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OUR OBJECTIVE

YOU WILL LEARN:  

• The 4 qualities of a profitable target market 
• Getting clear on ideal client non-negotiable (and 

red flags!)  
• Market research (Why it’s so important, and exactly 

how to do it) 
• My big customer mistake



B.A.B.E. Framework 

Business 
Audience 
Brand 
Everything Digital 



Target Market

Can be identified by 
1. demographics (ie, gender, age, profession, income 
2. psychographics (ie, values, attitudes, beliefs, lifestyles, 

fears, dreams 



Why it’s So Important to Choose the Right 
Target Market



The 4 Characteristics of a Profitable Target Market 

1.Your target market needs to have the 
ability and willingness to pay.



The 4 Characteristics of a Profitable Target Market 

2. Your target market needs to deeply 
value your service.



The 4 Characteristics of a Profitable Target Market 

3. You need to be connected to your 
target market in some way. 



The 4 Characteristics of a Profitable Target Market 

4. Your target market needs to be 
reachable and sizeable. 





Let’s see if your target market has all these 
characteristics

First, write down what your current target market is. 



Let’s see if your target market  
has all these characteristics

1. Does your target market have the ability and willingness to pay?  

2. Do they deeply value your service? 

3. Are you connected to your target market? 

4. Are they sizable and reachable? 



Ideal Client Non-Negotiables

1. They are a joy to work with. 



Ideal Client Non-Negotiables

2. They are willing and able to pay. 



Ideal Client Non-Negotiables

3. Committed and takes responsibility. 



Ideal Client Non-Negotiables

3. Committed and takes responsibility. 

1. They are a joy to work with. 

2. They are willing and able to pay. 



Non-Ideal Client Red Flags



Red Flags 

1. They have problems with money



Red Flags 

2. They don’t do the work. 



Red Flags 

3. They have a bad attitude. 



1. They have problems with money

2. They don’t do the work. 

3. They have a bad attitude. 

Non-Ideal Client Red Flags



EXERCISE 

Ideal Client Non-Negotiables

1. Write down 3-5 qualities of the people that you would 
love to work with. 



Market Research

Make a list of 10-15 people you can interview. 



Homework: Market Research

Email scripts available in the Member area 



Homework: Market Research

Step 2: Have 6-8 questions ready to ask them 

Lead the interview over the phone or in person 

Sample questions available in the membership site.  



Market Research

Record the call 

Send them a thank you email or card 

Ask if you can keep them updated on your progress



Remember - you have to step outside your 
comfort zone to grow.

If you’re not uncomfortable, 
 you’re not growing. 



Google Keyword Planner

This is a free tool that allows you to find out both local and 
global search volumes for certain keywords, related 
keywords, as well as the competitiveness of those keywords, 
too. 



Step #1 – Finding Niche Market  
Keywords to Work With

You’re basically going to want to find keywords that pull in 
an absolute minimum of 1,000 global searches a month 
(some people chose this number to be affiliated with local 
searches, however – its a global economy, right!?), 
but preferably, twice that amount. You’ll also want to be 
sure that they are not overly competitive, too. 

let’s use “how to kite board” as an example



Step #2 – Checking Out the 
Competitiveness of Your Keywords

Once you’ve spent some time finding niche market 
keywords that you want to work with, and subsequently 
figured out what keyword you’ll focus on, you can then 
check out how competitive is really is! 

Do this simply by going to Google.com and typing in your 
chosen niche keyword. You then get to see how many other 
pages get listed in the results for the keyword, along with 
any PPC competition, too! 

http://google.com/


Step #2 – Checking Out the 
Competitiveness of Your Keywords

You should also spend a bit of time checking out the video 
and image search results, too – not for any major reason, 
but its nice to see what other type of ‘competition’, other 
than the organic results and PPC customers, is out there 
when finding your niche in general. 



Step #3 – Deciding on ‘No’, or ‘GO!’

Here’s the deal – in our chosen example of ‘how to 
kiteboard’, there were just over 96,000 websites that 
popped up in a simple Google search on the keyword. Plus 
– I hit the refresh button 10-times and the only two PPC ad’s 
for the same keyword were the only two ad’s that were 
shown on each attempt. Meaning, there is very little 
‘paid for’ competition. 

Based on the results of the competitiveness test you’ll be 
able to figure out if you are going to move forward with your 
niche idea. 



Passion Will KILL Competition – Always! 



HOMEWORK

1. WORKSHEET: Identify your target market 

2. WORKSHEET: Identify your ideal client 

3. Market research: Interview 5-10 people for 
market research 

4. Use Google Keyword Planner  
https://adwords.google.com/home/tools/

keyword-planner/

http://www.apple.com


Homework

Interview at least 10 people who can provide you with 
valuable insights on your customers (i.e. past clients, 
current clients, people who serve your target market, 
trusted friends/family/advisors).

2) Choosing a Profitable Target Market- To get deeper 
clarity on your target market, complete the “Identify 
Your Target Market” Worksheet and the “Identify Your 
Ideal Client” Worksheet.


