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Masterclass Week2
DISCOVERING YOUR CUSTOMER

TASK 1
Who is your bullseye customer?
	1. Is your company ‘Business to Business’ or ‘Business to Consumer’?
	2. Describe (in writing) your ideal customer in no more than 50 words. 	Include if appropriate, details such as the customer’s personality, age, needs, location, education, ethnicity, likes, shoesize, abilities, financial standing etc. Be ready to share your thinking with the group.













TASK 2

Calculate the number of customers any business needs in order to survive the early years? Discuss your findings with the group.
	1. Identify how much it will cost to run the business over a year
	2. Establish the average price of your products/services
	3. Calculate total required customer sales by dividing 2 into 1.
	4. Establish quarterly or monthly customer targets by dividing by 12 or 4
	5. Identify all assumptions and review calculations regularly
	
















ADVANCED

1. Invest in different research and feedback approaches to learn about your customer.
2. Map out the customer journey (from the customer’s experience) from first awareness to purchase and repurchase.
3. Use an online CRM as early as possible to capture and manage customer data.
4. Make informed and clear decisions about customer management and communication
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