
When it comes to marketing your business, it is imperative that you 
know who your “Target Market” is, and how to reach them. While 
it’s important to reach as many people as possible, you need to be 
direct. Directly reaching those interested in your product or service 
will ultimately put more money in your pocket. Therefore, before 
you decide what your message is, and how to deliver it, you need 
to understand your target audience. A great target audience is a 
specific demographic of people most likely to be interested in your 
product or service.

To determine who your target market consist of, start by answering 
three basic questions:

• What problem does your product or service solve?  
 Does it help soothe teething babies? Does it make men feel  
 taller? Does it help companies garner more publicity?
• Who is most likely to have this problem?    
 In what situations do they use it? This is where you start breaking  
 down who you should be focusing on. Is it individuals?  
 Businesses? Families?
• Are there different groups with different needs?   
 You may have more than one target market, or market segment,  
 based on how they use a product or service. For example, a bike  
 shop may help families with young children choose a safe bike for  
 their 5 year old, while a 30-something athlete may want advice in  
 choosing a professional racing bike.

To determine who your target audience is as a small business
owner, you’ll need to find specific characteristics of your ideal client 
using the following:

• Age

• Gender

• Location

• Occupation/Volunteer

• Children/Family

• Lifestyle/Travel

• Hobbies/Social Media

• Income Level

• Education/Skills

The more in depth you go with these specifics, the better you
will be at collaborating with your audience and targeting your
marketing efforts consequently. Once you know precisely who it is 
you are trying to sell to, then you can plan about how to introduce 
yourself to those people and start forming marketing relationships 
through events, content writing, social media, and/or
verbal interaction.

If you try to reach everyone you will have connections with people 
who really are not interested about your small business or what it 
provides. If you communicate directly with your ideal client via
targeting, you’ll be able to stand out and make an impression on 
those people. They will then be much more likely to think of you 
when they are in the position to invest in what you offer or
refer someone.

Contact Balancelogic today at (301) 396-8455 or email us at
sales@balancelogic.com and let us help you develop a game 
winning Marketing Strategy that will help you promote your small 
business and brand to your target audience.
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#1 Tip
Know the difference between Brand
Identity and Brand Image. Brand Identity 
is how you want your small business to 
be perceived through your name, logo, 
message, and tagline towards your
audience. Brand Image, however, is how 
your audience perceives your brand.
The goal is to bridge these together so 
you can market your brand effectively 
and efficiently.

Fun Facts
For consumer products and services, 
personalizing email subject lines increases 
transaction rates by 49% and revenue per 
email by 73%.

Shoppers who view videos are 174% more 
likely to purchase than viewers who did not.
Nearly 40% of consumers report that videos 
increase their likelihood of making a
purchase on a mobile device.

93% of users buying decisions are
influenced by social media because 90% 
trust peer recommendations. But only 14% 
believe in advertisements.

Balancelogic® is a leading back-office
support and services company providing:

          IT Support & Managed Services

          Avaya Phone Systems

          Strategic Marketing Services

          Graphic Design Services

          Web Design Services

          Small Business Consulting

to the small business community.
Our focus is to provide our clients with
services that result in cost savings and 
business operational efficiency.
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Marketing really starts from the outside, looking 
at the needs and expectations of your customers, 
and works its way into the core of your small
business so you can determine, plan, and
execute the best possible way to add value
to your customers.

In order to drive customers in your direction, 
you need to create meaningful benefits for your 
customers which will result in trust and loyalty to 
your brand. Make your audience feel that you are 
talking directly to them whether your message is 
delivered through direct mail, social media,
or your website.

In this Ebook, straight from our Breaking Through 
the Marketing Barrier seminar, you will learn a 
variety of information about what marketing
really is and walk you through a variety of
different elements of marketing in somewhat a 
fun way. This Ebook covers everything you need 
to know about targeting your market, including:
• Common Misconceptions
• Marketing vs. Advertising
• The Marketing Pie
• The 5 P’s of Marketing
• What is a Brand?
• Brand Identity
• Elements of a Brand
• PR and Media Opportunities
• Social Media
• S.W.O.T. Analysis
• Competitive Analysis
• S.M.A.R.T. Objectives

To get your FREE copy of our Ebook, visit our
website and download the PDF today!


