Avatar Persona Template
1. Avatar

e Demographic:
Men and women, slightly skewed towards woman
Ages: 18-45
Occupation: Busy professionals, stay at home parents and caregivers
Income level:(18-30) up to about $40k a year , (31-45) up to about $100k a
year

o Geographical location: Urban and suburban, also where gyms are limited
e Psychographic:

o Values: Simplicity and convenience

o Desires: Want to lead a healthy life and improve their fitness. Lose weight in

the process and improve overall well being

o Wants to impress by losing weight and improve their stamina and endurance
e Awareness & Sophistication: 1 -> 10

o Problem Aware: Level 10

o Solution Aware: Level 3

o Product Aware: Level 0

o O O O

2. Where are they now?

e Current Situation:
o Worried about their health and overall well-being
o Frustrated with the lack of access to gym and gym equipment, nutrition, lack
of motivation and information overload
o Embarrassed about body image, exercising in public, lack of knowledge and
their fitness level
o Feeling motivated and determine, yet at the same time anxious and frustrated
e Desired Situation:
o Wants to lose their body weight to improve their body image and improve their
health and well-being
o Desires to start their weight lose journey in their home or where they feel
comfortable with minimum or no equipment
o Dreams of being fit and optimum body weight. Able to feel comfortable and
confident with their body.

3. What | want them to do:

Start ready my newsletter

Train them click on my link

Get them to trust me and get to know my product
Get them to click the link of my product
Convince them to buy the product



4. What they should feel:

e Empowered to start working out at home
e Motivated to read my newsletter to learn more about my product

5. Roadblocks

e Limited knowledge on the solution, they also do not know much about the work out
technique and exercise type. They also do not know much on how they can
realistically lose weight and body toning

e Doubt about the effectiveness of home workout compared to gym workout. They also
will doubt the effectiveness of their diet and routine changes.

6. Values and Beliefs

e Values would be their health and well-being, they would also value their
self-improvement and self- confidence. Balance and moderation would also be
important

e Believes in physical activities and nutrition. They would also believe in sustainable
lifestyle changes and also personal growth.

7. Market Research

e Painful Current State:
o Fear of being unable to improve their health and lose weight. Besides that,
they would fear too many sudden changes in their life.
o Anger at their body image and many ineffective routine and exercise found
online to lose weight
o Frustration with a very slow progression and also a lack
o Embarrassment over their body image and their fitness ability
e Desirable Dream State:
o They would want to lose weight to improve their body image. This would
boost their self esteem and confidence. It would also help them to improve
their health and fitness.

8. Customer Journey Mapping

e Awareness Stage:
o Identify with their pain points and dreams
o Provide them with free knowledge and information
o Train them to trust me and click on links
e Consideration Stage:
o Present a reliable solution to directly help them to achieve their goals
o Build trust by giving them a free community
o Continue to amplify their pain



e Decision Stage:
o Motivate with limitation and time constraint
o Provide a clear call-to-action to make their purchase easier

9. Solutions & Mechanisms

e Workout
1)cardio, HIIT and flexibility exercise that involve minimum to no equipment and
could be done at home
2)Tailored for weight loss and body toning

e Nutrition
1)Dietary Guidance for simple changes to diet that can be implemented immediately
2)Simple recipes and grocery list for easy diet structure
3)Eating out guidelines to make better choice while eating out

e Support and guidance
1)Group support with sessions and forum for mutual encouragement and sense of
community
2)Regular check-ins to make sure they have accountability and keep track of their
progress

e Education and Material
1)Myth Busting: Tell the the facts they need and address misconception and myths
2)Video course and articles provided for reference
3) group workout session and seminars provided

e Phycological support
1)Help to prevent emotional eating
2)Mindset and motivation to build a positive mindset

10. Products

e How do your client’s products work?

o How do they logically help facilitate the solution?
The product helps its client to lose their weight realistic in without going to the
gym

o What situational desires does the market have that some products help
serve?
The product is convenient and accessible for the customer as they can do it
any time in their comfort zone.It also improves their health and wellness.

o What is making them think our stuff is worth it?
The product is functional by helping them to achieve their goal on their own
time and in the comfort of their home without going to gym and buying
expensive equipment. The price to value ratio is also good to them.

o Why do they believe it will work for them?
The end goal is realistic and achievable. The product also suites their needs
and understand their situation

o What are they saying the reasons for trusting in our brand are?
They would trust in the brand as we have provided functional free information



before. They would also be able to communicate through the online forum
with other people and see their progress.

11. Top Players

1. What are the reasons their customers decide to buy?

a.

The brands have a successful history of effective result with a strong
successful track record by testimonial and success stories

The brands have very strong branding and also they have influential figures to
headline the brand

The brands have a community forum so that the participants are not alone.
This helps members to motivate each other and make them more committed
to the program

The brands make their product more accessible and convenient by using
modern technology

They have multiple way of producing engaging content by having new
programmes and courses

The product of the brand have are backed by science and strongly endorsed

by experts

2. How are they getting attention?

a.

b.

The brands have a very strong social media presence. They constantly post
engaging and valuable content in their social media. Some also do
collaboration with other brands to increase their influence.

Their programs are innovative, the constantly conduct challenges, live events
and many other activity to keep their clients hooked

They also have many community groups and also different levels of groups.
Some exclusive groups require subscription gain access

Some brands partners with other brands or influencer to increase their brand

awareness



3. How are they monetizing their attention?
a. Paid program and course
b. Membership program
c. Merchandise
d. Affiliate Marketing
e. Sponsored Content
f. Ad Revenue
g. E-books and Guides
h. Live Events and Webinar
i. Mobile Apps
4. What is this brand doing better than anyone else?
a. The brands have a strong and recognizable brand that stands out
b. They produce relatable and high value content that resonates with the
audience
c. They provide their clients a strong sense of community and belonging
d. Some of the brands are very authentic and transparent to their client
e. The brands always invent and innovate to produce new products and
program for their client
f. Brands will collaborate with their other brands to increase their client reach
g. The brands focus on making a very easy and smooth customer experience
h. The brands will constantly have engaging challenges and competition for their
clients
i. The brands will constantly communicate with their clients to keep on building
a bond with them
5. What mistakes (if any) are they making?
6. What can other brands in the market do to win?

Follow the other brands



12. Messaging & Branding

e Awareness:
o Problem aware: v/
o Solution aware: v/
o Product aware: X
e Sophistication: 1-10
o Stage 8
e What headlines are the businesses in the market using?
o Are businesses niching down, selling identities, and creating cool experiences
for the market? If so, how are they doing these things?

1. Niching Down

Target Specific Audiences:

e Define Clear Personas: Businesses create detailed customer profiles to tailor their
offerings precisely. For example, fitness brands may focus on specific demographics
like women over 40 or athletes with injury recovery needs.

e Specialised Products/Services: Offer products or services that cater to specific
needs or interests. For instance, a fithess brand might specialise in vegan
supplements or high-performance gear for marathon runners.

Focused Marketing:

e Tailored Content: Produce content that addresses the unique needs and interests of
the niche audience. This can include blog posts, videos, and social media content
focused on niche topics.

e Targeted Ads: Use advanced targeting options on platforms like Facebook and
Google to reach specific audience segments.

2. Selling Identities

Brand Storytelling:

e Craft a Compelling Narrative: Share stories that resonate with the target audience’s
values and aspirations. For example, a fithess brand might emphasize a journey from
struggle to strength, aligning with customers’ personal goals.

e Create an Emotional Connection: Develop branding that reflects the identity and
values of the target audience. This could include messaging around empowerment,
health, or community.

Brand Ambassadors and Influencers:



Partner with Relatable Figures: Collaborate with influencers and brand
ambassadors who embody the brand’s identity and appeal to the target audience.
Their endorsement helps reinforce the brand’s image.

Personalization:

Customizable Products: Offer options for customers to personalise products or
services, making them feel more connected to the brand. For example, fithess gear
with customizable colours or names.

3. Creating Cool Experiences

Interactive Engagement:

Immersive Events: Host events such as live workouts, fithess retreats, or product
launches that create memorable experiences for participants.

Virtual Experiences: Provide virtual training sessions, webinars, or online
communities that offer interactive and engaging experiences from anywhere.

Gamification:

Fitness Challenges: Implement gamified elements like fithess challenges,
leaderboards, or rewards for milestones, making the experience fun and motivating.
Apps with Features: Develop apps that include gamified workouts, progress
tracking, and interactive elements to enhance user engagement.

Exclusive Access:

Members-Only Content: Offer exclusive content or features for members, such as
advanced workout plans, private forums, or early access to new products.

VIP Experiences: Provide special perks for loyal customers, such as personalized
coaching sessions, exclusive merchandise, or special events.

Engaging Content and Design:

Innovative Formats: Use cutting-edge design and content formats like 360-degree
videos, augmented reality, or interactive infographics to create engaging
experiences.

User-Generated Content: Encourage customers to share their experiences and
content, creating a sense of community and showcasing real-life use of the products.



13. Copywriting & Content Strategy
e What character traits do they value in themselves and others?

Consistency: Ensures reliability and builds trust through consistent branding,
messaging, and quality.

Authenticity: Fosters genuine connections and trust with customers by being honest
and transparent.

Effective Communication: Facilitates clear, open, and constructive interactions,
enhancing relationships and reducing misunderstandings.

Innovation: Encourages creativity and continuous improvement, helping businesses
stay ahead of market trends.

Empathy: Understands and addresses the needs and feelings of customers and team
members, creating a supportive and inclusive environment.

e What character traits do they despise in themselves and others?
Inconsistency: Undermines credibility and trust in branding, messaging, and quality.
Lack of Authenticity: Alienates customers and erodes trust by failing to be genuine.

Poor Communication: Leads to misunderstandings, frustration, and hinders relationships
and operations.

Neglect of Customer Feedback: Results in dissatisfaction and missed opportunities for
improvement.

Complacency: Leads to stagnation and missed opportunities, preventing growth and
innovation.

14. Content & Engagement Strategy

e What type of content resonates most with them?
o educational Content: How-to guides, expert advice, and webinars
provide valuable knowledge and practical solutions.
o Inspirational Content: Success stories, motivational quotes, and
behind-the-scenes insights uplift and emotionally connect with
audiences.



Interactive Content: Polls, quizzes, and live Q&A sessions engage users
and create a sense of community.

Visual Content: High-quality images, videos, and infographics capture
attention and make complex information digestible.

Authentic Content: Personal stories, transparency reports, and
customer reviews build trust and foster genuine connections.

e How can you leverage social media to engage with them?

o

Host Live Events: Use live streams on platforms like Instagram Live,
Facebook Live, or LinkedIn Live to interact in real-time. Host Q&A sessions,
product launches, or behind-the-scenes tours to foster direct engagement.

Run Contests and Giveaways: Create engaging contests or giveaways that
encourage users to participate and share. Use these promotions to boost
visibility and attract new followers.

Create Engaging Stories: Use features like Instagram Stories or Facebook
Stories to share daily updates, quick tips, or behind-the-scenes content.
Stories are temporary but engaging and can keep your audience coming
back.

Leverage User-Generated Content: Encourage your followers to create and
share content related to your brand. Repost user-generated content to
showcase your community and build a sense of involvement.

Utilise Social Listening: Monitor social media for mentions of your brand
and relevant topics. Engage with users who mention your brand, participate in
trending conversations, and respond to feedback to stay connected with your
audience’s interests and concerns.

Share Valuable Content: Post educational guides, expert tips, and
informative videos to provide value. Use platforms like LinkedIn for
professional advice and Instagram or Facebook for more visual content.

Create Interactive Posts: Use polls, quizzes, and live Q&A sessions to
encourage participation and interaction. These features are available on
platforms like Instagram Stories, Twitter, and Facebook.

Showcase Success Stories: Share customer testimonials, case studies, and
success stories to inspire and build trust. Highlight these on Instagram,
Facebook, and LinkedlIn to reach and resonate with your audience.

Utilise Visuals: Post high-quality images, videos, and infographics to capture
attention and make complex information easier to understand. Platforms like
Instagram, YouTube, and Pinterest are ideal for visual content.

Engage Authentically: Share behind-the-scenes content, personal stories,
and be transparent in your communication. Respond to comments,



messages, and feedback to build genuine connections and trust with your
audience.

How do they evaluate and decide if a solution is going to work or not?
o Alignment with Goals: They assess whether the solution aligns with their
strategic objectives and long-term goals. If the solution supports the
company’s vision and mission, it's more likely to be considered viable.

o Cost and ROI: They evaluate the cost of implementation versus the expected
return on investment (ROI). A solution must offer a favourable balance
between its costs and the benefits it is expected to deliver.

o Feasibility: They examine the practicality of the solution, including the
resources required (time, manpower, technology), and whether these
resources are available or manageable within their current capabilities.

o Impact and Benefits: They consider the potential impact of the solution on
their operations, customer experience, and overall performance. The benefits
should outweigh any potential risks or downsides.

o Evidence and Data: They review data, case studies, or testimonials that
demonstrate the solution’s effectiveness. Evidence from similar
implementations or pilot tests can provide insight into its potential success.

o Scalability: They check if the solution can grow or adapt with the business. A
scalable solution can handle increased demands or changes without
significant additional costs or modifications.

o User Acceptance: They gauge how well the solution will be received by
users or stakeholders. User feedback and ease of adoption are critical to
ensure successful implementation and integration.

15. Trust & Authority

How do you establish trust and authority in this market?

1. Demonstrate Expertise

Share Knowledge: Publish high-quality, informative content such as blog
posts, whitepapers, and case studies that showcase your expertise and
provide value.

Speak at Industry Events: Participate in conferences, webinars, and panel
discussions to position yourself as a thought leader.



. Build a Strong Online Presence

e Professional Website: Ensure your website is well-designed, easy to navigate,
and showcases your services or products clearly.

e Active Social Media: Engage regularly on social media platforms with valuable
content and interact with your audience to build credibility.

. Provide Consistent Value

e Educational Content: Offer guides, tutorials, and resources that address
common pain points and provide actionable insights.

e Quality Products/Services: Deliver on promises with high-quality offerings that
meet or exceed customer expectations.

. Gain and Showcase Testimonials

e Customer Reviews: Encourage satisfied customers to leave reviews and
testimonials that highlight positive experiences.

e Case Studies: Develop detailed case studies that demonstrate successful
outcomes and solutions provided to clients.

. Be Transparent and Authentic

e Open Communication: Clearly communicate your values, mission, and
business practices. Address any issues openly and honestly.

e Personal Touch: Share your story, experiences, and the journey of your
business to create a genuine connection with your audience.

. Leverage Partnerships and Endorsements

e Collaborate with Industry Leaders: Partner with reputable figures or brands to
enhance your credibility through association.

e Certifications and Awards: Highlight any industry certifications, awards, or
recognitions that validate your authority and expertise.

. Provide Exceptional Customer Service

e Responsive Support: Offer timely and effective support to address customer
inquiries and issues.

e Customer Engagement: Build relationships through personalised interactions
and proactive communication.

. Publish Research and Insights

e Original Research: Conduct and share original research or industry reports to
position yourself as an authority on relevant topics.



e Industry Analysis: Offer in-depth analysis and forecasts that provide valuable
insights to your audience.

9. Maintain Professional Standards

e Consistent Branding: Ensure your branding, messaging, and visual identity are
consistent and professional across all channels.

e High Standards: Uphold high standards in all aspects of your business, from
product quality to customer interactions.

10. Engage with the Community
e Participate in Discussions: Join relevant forums, groups, and online
communities to contribute your expertise and build relationships.

e Support Causes: Engage in community support or charity work to show your
commitment to social responsibility.

16. Call to Action

What action do | want them to take?
1. Attract and Engage
Sign Up for a Newsletter or Email List:
o Action: Use compelling calls-to-action on your website and social media
to encourage newsletter sign-ups.
o Implementation: Offer incentives like exclusive content or discounts.
Ensure the sign-up process is simple and regularly send valuable
updates.

2. Nurture and Educate

Download a Resource:
o Action: Provide valuable resources like eBooks or guides that solve
common problems.
o Implementation: Promote these resources through your website and
emails, highlighting their benefits. Collect contact details to build your
leads database and follow up with relevant content.

3. Build Trust and Interest

Request a Demo or Free Trial:
o Action: Offer potential customers a chance to try your product or
service for free.



o Implementation: Make the sign-up process easy and communicate the
benefits clearly. Provide support during the trial and follow up to answer
questions and gather feedback.

4. Drive Conversion

e Purchase a Product or Service:
o Action: Encourage customers to make a purchase through clear
calls-to-action and special offers.
o Implementation: Use targeted promotions and simplify the buying

process. Provide easy access to support and highlight the benefits to
close the sale.

https://www.instagram.com/shaynecopycrafting/
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