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Introduction
This guide provides a detailed overview of the essential 
components of audience and customer research for 
B2B businesses, including a checklist of what needs to 
be covered and tips for effective research.
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I. Checklist for Conducting Audience and Customer 
Research
Identify the target audience: Start by identifying the target audience of your client, including 
their demographics, psychographics, and behaviour patterns.


Analyse their needs and pain points: Evaluate the needs and pain points of the target 
audience, including their challenges, motivations, and goals.


Evaluate their decision-making process: Analyse the decision-making process of the target 
audience, including the criteria they use to evaluate solutions and the people involved in the 
decision.


Assess their perception of your business: Evaluate the target audience's perception of your 
business, including your brand reputation, customer reviews, and market share.


Identify opportunities for engagement: Use the information gathered in the previous steps to 
identify opportunities for your business to engage with your target audience effectively.

II. Tips for Effective Audience and Customer Research
Use a mix of research methods: Use a combination of qualitative and quantitative research 
methods, including surveys, interviews, focus groups, and data analysis.


Focus on the most relevant information: Prioritise the information that is most relevant to your 
business's goals and objectives.


Be objective: Avoid personal biases or assumptions when analysing the target audience and 
customers, and focus on objective data and facts.


Continuously monitor the audience and customers: Audience and customer research is an 
ongoing process, and it's essential to monitor your business’s target audience and customers 
regularly to stay updated with changes and trends.

III. Key Takeaways
Conducting audience and customer research is essential for B2B startups to understand their 
target audience and customers and develop effective marketing strategies. To conduct 
effective research, start by identifying the target audience, analysing their needs and pain 
points, evaluating their decision-making process, assessing their perception of the business, 
and identifying opportunities for engagement. Use a mix of qualitative and quantitative 
research methods and prioritise the most relevant information.


Continuously monitor the target audience and customers to stay updated with changes and 
trends.
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IV. What is an Ideal Customer Profile (ICP)?
An Ideal Customer Profile (ICP) is a detailed description of the ideal customer for a business, 
including their demographics, psychographics, and behaviour patterns. It helps businesses 
identify their most valuable customers and develop targeted marketing strategies to reach 
them effectively.

V. Checklist for Defining Your Own ICP
Analyse your current customer base: Evaluate your current customer base to identify 
common characteristics, including demographics, psychographics, and behaviour patterns.


Research the market: Conduct market research to identify potential customer segments that 
align with your business goals and objectives.


Evaluate customer lifetime value: Assess the lifetime value of your customers to identify the 
most valuable customer segments.


Identify customer pain points: Evaluate the pain points of your customers and how your 
business can address them effectively.


Create a detailed customer profile: Use the information gathered in the previous steps to 
create a detailed customer profile that includes demographics, psychographics, and 
behaviour patterns.

VI. Key Takeaways
Defining your Ideal Customer Profile (ICP) is an essential step in developing effective 
marketing strategies.


To define your ICP, start by analysing your current customer base, researching the market, 
evaluating customer lifetime value, identifying customer pain points, and creating a detailed 
customer profile. By defining your ICP, you can develop targeted marketing strategies that 
effectively reach them.
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Introduction
This report analyses the customer base for [Company 
Name], a B2B startup in the [Industry Name] industry. 
The purpose of this research is to identify the needs, 
pain points, and decision-making processes of our 
customers to develop effective marketing strategies.

04



potentpositioning.com

I. Customer Demographics:
Age range: [Insert age range]


Gender: [Insert gender breakdown]


Job title: [Insert job titles]


Company size: [Insert company size breakdown]


Industry: [Insert industry breakdown]

II. Customer Psychographics:
Goals: [Insert customer goals]


Pain points: [Insert customer pain points]


Motivations: [Insert customer motivations]


Challenges: [Insert customer challenges]


Preferences: [Insert customer preferences]

III. Customer Behaviour Patterns:
Purchase behaviour: [Insert how customers purchase our product/service]


Decision-making process: [Insert how customers make purchasing decisions]


Influencers: [Insert who influences the customer's purchasing decision]


Purchase criteria: [Insert what criteria customers use to evaluate 
purchasing decisions]


Customer journey: [Insert the customer journey from initial awareness 
to final purchase]

IV. Key Takeaways:
[Insert key finding from the research]


[Insert key finding from the research]


[Insert key finding from the research]


[Insert key finding from the research]


[Insert key finding from the research]

V. Recommendations:
Based on our analysis, we recommend that our marketing strategy focus on [Insert key 
recommendation based on the research]. By addressing [Insert customer pain point or 
challenge], we can better meet the needs of our target audience and differentiate ourselves in 
the market.
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Conclusion
Effective customer research is essential for businesses 
to understand their target audience and develop

effective marketing strategies. By analysing customer 
demographics, psychographics, and behaviour

patterns, we can gain valuable insights into the needs 
and pain points of our target audience. Use the

information gathered to develop targeted marketing 
strategies that effectively reach and engage with your

target audience.
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