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customer and
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Who am I?

Senior-level ex-FMCG marketer
and Head of Insight

Now founder at Curiosity & Clarity Market Research

Helping small business owners understand who
their ideal customers are and what they want

So they can get more customers, serve them better
and be confident they're investing their time and
money where it matters

curiosity

& clarity
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What to expect from

today!

How to know when you're
targeting the right people

The five questions that will get
you sales

What research to use when
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Tell me about
You...

What you want
to
get from today

Your name

Your current
job/project/startup
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How to know when
your business is
targeting the right

people




Ideal customer checklist

S S X X

you like them and want to help them

they have something specific iIn common

your business meets a need or solves a problem for
them

there are enough of them... and they are prepared to
pay for what you do (do the maths!)



What's your bullseye?

All women?

Busy women?

Busy mums?

Busy mums
who want to

be healthy
but can't find
time




Quick Q& A
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The five questions to

ask that will get you
sales
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IF YOU DON'T ASK THE
RIGHT QUESTION, EVERY
ANSWER SEEMS WRONG -

ANTDIERANCO




IF YOU
DON’T ASK
THE RIGHT
QUESTION,
EVERY
ANSWER
SEEMS
WRONG

- Ani di Franco 2 0
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Focus on asking the questions you
can act upon

v/ who they are (beyond demographics)

v/ what they want and what they need

v/ what triggers them to buy (and look) in your category,
and where they go first

v/ how they want to feel when they buy from you
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Quick Q & A
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What research to use
when







What to do in what order

Stalk people Talk to them Do a survey
(desk research) (interviews or
focus groups)
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What to do in what order

1) Stalk people (desk Gorting 5 senae of the landscape
research)
2) Talk to them (interviews s e
ideas
or focus groups) Open uestions

Measuring, prioritizing, creating
projections — doing maths
Closed or multi option questions

3) Do asurvey
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Starting a kids' snacking
business



Desk research

Check out the
competition

Go on Mumshnet
and see what
parents are saying
about their kids’
snacks

Find out how
many kids there
are in your target
age group

Research
nutritional
Go to supermarket standards
and watch people

shop
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Talk to families

What do they do

now? Why? Who decides what

the kids eat?

How do they feel What do they
about the snacks believe about
they give their | snacking and

kids? health?
LAST: What do

they think of your
idea?
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Survey

Option a vs Option B

What percentage
of people would
buy my brand?

How much would
they pay?

Chocolate flavour
or orange flavour?

Green packaging
or blue?
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What you have learned
today

How to know when you're The five questions
targeting the right people that will get you sales

What research to use
when
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Final Quick Q & A
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Stay in touch!

Understanding your ideal

customer — and what they want

im

with

Isabel Lydall

https://www.linkedin.com/in/isab
el-lydall/

@ hello@curiosityandclarity.com
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