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This week you are going to do a deep dive into your ideal target market so you know how to engage 
them and how to get their attention. 

To understand your Ideal Target Market, you need to figure out:

A. Who they are

 a) What they think about
 b) What’s going on for them
 c) What are they worried about
 d) What are they interested in
 e) What they want out of life
 f) What they want out of their job

B. What’s going on in the market around them

 a) Survey them to figure out their concerns

What Works:

 y Cater to their wants and needs

 y Focus on them not on your product or service

 y Strategic marketing

 » Chess, not darts

 y Survey to determine actual wants and needs

 » Not just what you think their wants and needs are

 » Ask someone in that market

 y Use empathy 

 » Put yourself in their shoes

 y Talk about them 

 » People are more interested in themselves than they are in you

 » Be very cognizant of what’s important to them

What Doesn’t Work:

 y Throwing your logo at someone as many times as possible

 y Seeing the world only through the filter of your own values

 y Talking only about yourself and your product or service

The point of this exercise is to get into the minds of your target audience  
to see what is concerning them.
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Ask Questions!

There are many similarities between dating, networking, and marketing. 

Dating Example:

Eric would ask a woman on stage and then ask them if they wanted to go on a fake date. He does two 
examples: in the first one, he talks only about himself, and the woman disengages. In the second one, he asks 
her about herself, and she is much more excited and engaged. 

You will find out all about your ideal target market by doing a deep dive into their psychology and who they 
are by asking questions. 

If you find out enough about them first:

 − You’ll know which pitch to use

 − Which will be most effective for which potential client

 − You’ll know which message to share

 − You’ll know which product or service to offer them specifically

 − You’ll know their needs and how you can help them

 − You’ll have a better strategy of approach and more likelihood of getting a sale

VS
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Homework 

Part 1

Do some research on your ideal target market. 

Part 2
 
Look at the market and evaluate it. Is there any info out there that would be of potential interest to 
your prospects?  

Part 3
 
Create an engagement pitch. Make them a promise and make them want to pay attention. Consult the 
book “Engaging Headlines” for help with this step. 

Bonus Homework

Test your engagement pitch! Go to the facebook group and post it, or if you are a part of the mastermind 
program, talk to your coach. 



Notes:


