
Ideal Customer Profile Examples 
 
Ideal Customer Profile #1: 
 
Product/Service: Video conferencing company that offers businesses the ability to connect 
virtually anytime and anywhere with their clients, prospects, team members, and more. 
 
Ideal Customer: 

● Business owners and small to midsize companies who are growing and want to 
maximize their communication 

 
Customer pain points: 

● Losing leads due to lack of modern communication—beyond phone calls and emails 
● Unable to fully communicate the value of their product/service with prospects over the 

phone and via email 
● Losing clients due to little personalization and relationship-building 
● Seeking a solution to address client concerns (for those who can’t meet in-person) and 

more effectively meet with employees across the company 
 
With your product/service, the ideal customer can: 

● Enhance the client experience with virtual face-to-face interaction and accommodate 
clients who are unable to meet in-person 

● Host virtual meetings with groups of all sizes (for both internal and external purposes) 
● Have a secure solution for virtual meetings 
● Have an all-in-one interactive meeting tool to not only host a call, but to screen share, 

chat, and record meetings 
● Make meetings more efficient in today’s world of modern business tech 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 



Ideal Customer Profile #2: 
 
Product/Service: Social media management software designed to help businesses manage and 
optimize their social media presence—all in a web-based dashboard. 
 
Ideal Customer: 

● Companies who desire an easy solution for managing all of their social media profiles 
and activity in one location—while expanding their reach and interaction with their clients 
and prospects 

● Companies who are located in Chicago 
● Companies currently using Buffer for social media management 
● Companies who have an employee with the title “Social Media Director” or “Social Media 

Manager” 
 
Customer’s main goal: 

● To save time and grow their presence on social media 
 
Customer pain points: 

● Losing time due to manually publishing social media content every day 
● Not able to consistently interact with their customers and leads where they are the most 

engaged 
● Unable to effectively track their social media performance to maximize growth 

 
The ideal customer is: 

● Focused on growth 
● A decision maker with a clear vision for their company’s social media success 
● Committed to a regular social media planning process 
● One who wants to generate leads on social media and track them in one platform 
● Aware that investing in their online social media presence will pay off with future sales 

and opportunities 
 
With your product/service, the ideal customer can: 

● Improve the organization of their current social media presence 
● Keep their social presence active and engaged 
● Save time accessing multiple social media accounts separately by storing them in one 

platform 
● Monitor your brand, competitors, and the industry based on keywords, hashtags, 

locations, and more 
● Easily communicate with clients and prospects without the hassle of logging into each 

social media profile 
● Create social media ads without having to purchase additional software or apps 
● Measure and track the impact of their social media campaigns with reporting features 

 



With this social media management tool, growing businesses are able to save time, money, and 
increase overall productivity.  
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 



Ideal Customer Profile #3: 
 
Product/Service: Online survey software created for businesses to easily capture feedback and 
improve upon their product/service offerings. 
 
This online survey software is committed to assisting businesses in evaluating their 
product/service performance—from their present and past customers—and how they can make 
improvements to drive business forward. Instead of sending out multiple emails and trying to 
manually organize feedback and data, businesses can easily request information from their 
clients with an easy-to-use, all-in-one survey software. Surveys give businesses the opportunity 
to understand customer likes and dislikes, gain insight from employees, receive feedback from 
events, gather opinions, and much more. 
 
Ideal Customer: 

● Businesses who desire to gain better insight of their client’s current and future needs, 
grow relationships, and improve brand loyalty 

 
Customer’s main goal: 

● To find a solution that easily tracks product/service performance from the people who 
matter most—their customers and employees 

 
Customer pain points: 

● Wasting time sending countless emails and manually tracking actionable feedback from 
customers and employees, especially for larger businesses 

● Not able to completely understand customer purchase behavior, perceptions, attitudes, 
pain points 

● Needs a solution to tailor the customer experience and stand out among competitors 
● Needs to improve customer service 
● Needs to improve employee engagement and retention 

 
Customer motivations to purchase: 

● Desire to save time retrieving customer, employee, or event feedback 
● A platform to easily track and store customer and employee survey data 
● Ability to connect with clients and prospects to learn what motivates them to purchase 

the product/service 
 
The ideal customer is: 

● Growth oriented 
● A decision maker with a clear vision to improve client and employee experiences 
● Dedicated to increasing brand awareness and customer loyalty 
● One who wants to win more business with an easy way to collect feedback 
● Aware that investing in survey software can increase their overall outreach and convert 

sales and create new opportunities/revive past opportunities 



With your product/service, the ideal customer can: 
● Build beautiful, professional branded surveys to separate themselves from the 

competition  
● Eliminate data entry when requesting feedback from customers and employees 
● Collect and evaluate important data that impacts how customers and prospects view 

your business 
● Share data with team members to improve the customer experience 
● Capture feedback for a variety of experiences, such as events, customer service, the 

purchase process, and more 
● Gain insight into employee experience with your business, helping to build a stronger 

workforce 
● Interact with customers and prospects in a more effective way 

 
What affects the purchase decision: 

● Product/service cost 
● Features needed 
● Time 
● Potential business growth 

 
Potential red flags for the ideal customer: 

● Not enough value provided 
● Product is too expensive for the features provided 
● Unexpected add-ons or tools needed 
● Poor customer service and product assistance 
● Software is too difficult and will take too much time to learn 

 
With your product/service, the ideal customer can see these results: 

● Improved client and employee interaction 
● Increase in client and employee satisfaction 
● Past clients renewing their business with you 
● Uncover new data about your business’s product/service performance 

 
How the customer can provide value: 

● Become loyal to your brand 
● Refer your survey software to other businesses 
● Provide a testimonial for you to share in your marketing materials (website, social media, 

blog, and more) 
● Can share new opportunities for business growth 
● Share their experience with your survey software in their marketing materials 

 
With this online survey tool, businesses can reveal important information regarding their 
product/service directly from their clients, prospects, employees, and much more. 


