
3 tips  
to perfectly target  
your customer



As a business or even a marketer it can seem daunting knowing where to start to communicate 
to your potential consumer. A lack of structure makes it difficult when and how to target your 
customer, however, don’t worry as we’ve outlined three useful tactics proven to target your 
customers more efficiently and effectively, allowing you to scale quickly.
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1. Who are they
Customers’ are constantly changing their expectations of brands, meaning there are a lot of 
choices out there which can seem quite overwhelming to them. That’s why it is a crucial time 
in understanding who they are and what they want. 

Customers want to feel valued; to have a unique experience with you. They want to feel 
as though you invest as much time and money in them, as they do in you. Personalisation is 
what they want! As a business, you need to engage in meaningful conversations with your 
consumer at the right time, right message, and right platform. Customers have become 
too savvy to be interested in traditional marketing on generic ‘sales’ content, to make 
yourself heard; you need to target customers with smart, data-driven automation. You 
want to improve the effectiveness of your targeting, this goes far and beyond than generic 
information, such as demographic and their location. Over time, you will want to generate 
enough data about your customers to fit them in the right segments. 
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2. The right message 
One of the biggest challenges that business face today is getting the right message 
across to their customer, without overwhelming them with a lot of information.

You need to know your customers well to be able to give them what they want with the  
right message, this term is also known as ‘nurturing’ your customer. If someone new has 
expressed an interest in your business but you do not know who they are yet, you still want  
to be talking to that individual providing them with  
insightful content, e.g. lifestyle evergreen  
content or a brief message as to who  
you are. You never want to bombard  
a customer with a lot of information  
about your business because they  
will easily be disinterested, and  
quite frankly could find it  
uncomfortable with all the  
‘salesy’ content. The next  
step in your strategy is to  
provide content where  
somehow the consumer  
can provide you with some  
personal information e.g. their  
name and email address.  
The reason being is because  
you want that individual to  
enter your database so A.  
you know who they are  
and B. you know exactly  
what they are interested in,  
which will make your life easier to  
target them with the right message! 
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3. The right channels
What’s the best way to reach your target audience? 

When it comes to identifying what channels your customers are engaging with, you 
should create a list of potential questions to ask yourself, such as, think about how your 
target audience gets information. What channels do they use? Google? Social media? 
Webpages? Online search campaigns? In today’s age, most people are tech-savvy and 
spend most of their time scrolling through their social media platforms. Social media is 
probably the easiest form of targeting and tracking who your customer is. Re-targeting 
someone who’s not converted is a smart tactic in the digital age. Why? Because you’re 
going after individuals who’ve already expressed an interest in your brand or products but 
haven’t moved down the funnel to purchase with you. However, the hardest part of the 
job has been done because the customer knows who you are now and knows what they 
want; it is just a matter of time until they convert. As we’ve mentioned above, retargeting 
marketing and the right message goes hand in hand, targeting the right people through 
relevant ads is an effective way of converting web traffic back into sales. Website visitors 
who are retargeted with display ads on  
social are 70% more likely to convert.  
Your data and campaigns must be  
synced at all times because you  
want to be able to identify who is  
your customer, what leads are  
coming in and what’s the  
next campaign/message  
you are presenting with.
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Putting these tactics into practice will 
eventually become second nature 
and easier as your data starts to get 
bigger and bigger. You will have 
enough information and content 
to target customers depending on 
what part of the journey they are on. 
Remember always put the customer 
first and constantly delight them at 
the right time, right message and 
right channel! 
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