
Marketing Bootcamp Workbook



Part 1: Creating an Avatar
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Define the characteristics of your ideal customer to help target your marketing efforts. 

Some considerations:
What do they look like?
Where do they live?
What is their family/martial status?
What is their education?

Now define their motivations, passions, and pain points. 

Some considerations:
What keeps them awake at night?
How do they unwind?
What sort of aspirational goals do they have?
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Part 2: Features and Benefits
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List the features of your business on the left-hand column, then turn them into benefits on the right side.

Remember that features tell and benefits sell.
“What’s in it for me?”

Features Benefits
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Part 3: SWOT
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List your business’ Strengths, Weaknesses, Opportunities, and Threats

What weaknesses or threats can you turn into opportunities? (What is your Unique Selling Proposition?)
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