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Defining Your Target Readers,  
Buyers and Yourself
Step #1 - Identifying My Potential Target Audiences
	
	Primary Target
	Secondary Target
	Additional Buyers

	Gender
	
	
	

	Approximate Age
	
	
	

	General Income
	
	
	

	Education
	
	
	

	Location
	
	
	

	Occupation
	
	
	

	Hobbies
	
	
	

	Desired Product Form

	
	
	

	When Do They Buy?

	
	
	

	Where Do They Shop?


	
	
	

	Why Do They Buy? (Problems/Needs)

	
	
	

	Groups belong to

	
	
	

	Competing books


	
	
	

	Competitor’s advantages

	
	
	

	Why my book is different

	
	
	

	Why my book is better (USP)


	
	
	


Step #2 – Potential Retail Buyers 
	
	Chain Bookstore
	Online Bookstores
	Target Retailers
	National Retail Chains

	Examples
	
	
	
	

	Problem
	
	
	
	

	Action
	
	
	
	

	Result
	
	
	
	


Step #3 – Potential Non-Retail Buyers 
	
	Corporations
	Associations
	Schools
	Military

	Targets


	
	
	
	

	Problem


	
	
	
	

	Action


	
	
	
	

	Result


	
	
	
	


Step #4 - Establishing Myself as an Expert

	Education Credentials
	

	Career Credentials

	

	Life Experience

	

	Why did I write and publish this book? 

	

	“I am known as the _____”
in my profession
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