Target Audience study

COMPANY OVERVIEW

AUDIENCE OVERVIEW

* Business Model: Networking Hub.

e Location: Massachusetts, USA.

¢ About: A unique collaborative Fintech community
focused on cultivating a robust ecosystem in
Massachusetts.

* Membership: Two packages (free and paid).

¢ Includes: Investors, Startups, Medium-size
companies, Industry Experts and Innovators.

Target customers: The people who have new
ideas/innovations related to FinTech and want to turn
them into successful businesses by collaborating
with FinTech investors in Massachusetts, US.
Desired Outcome: Find companies and investors to
help them turn their ideas into a business from
different aspects (Funding, GTM strategy, and so on).
Benefit: Connect with other businesses and startups
to get knowledge on how to deal with the right
FinTech investors for your idea/innovation.

Pain Point: You don't have to be an expert in
entrepreneurship (because they will carry this
aspect).

Signature Solution:
HUB/COMMUNITY/SERVICE/PRODUCT NAME.

( TARGET AUDIENCE STUDY )

Demographic Information:
o Age: 25-45 years
o Gender: Male and females (94% males, 6%
female)
¢ Location: Massachusetts, US
2. Psychographic Information:
¢ Interests and Hobbies: interests in technology,
innovation, finance, and entrepreneurship.
3. Behavioral Information:
¢ Innovators Stage: Before implementing the idea,
after innovating, and startups
4. Media Consumption:
¢ Preferred Social Media Platform: Linkedin.
¢ Content Preferences: Case studies, how-to
guides, success stories, and the latest updates in
the industry
5. 3 Problem Layers:
1- External Problem: Funding Challenges, Networking
Barriers, Navigating GTM Strategy.
2- Internal Problem: Frustration, hopelessness, and
feelings of inadequacy
3- Philosophical Problem: The previous problems
create a conflict because they make him feel that he
doesn't want to lose the opportunity. At the same
time, he doesn't feel that he can build this business.
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6. The two emotions that we will focus on:
¢ Frustration and Fear
¢ Hope and Aspiration

Why We Focus on Two
Opposite Emotions
(Duality)?

To create the conflict
that builds the “Visceral
Desire”

The Target of Layer |

« Meet audience expectations

« Build goodwill

« Create a system that makes
good sales without ruining the
goodwill

Email System

Layer 1 (Relationship Machine)

Send a welcome email
after they register
directly

Send relationship-building
emails (one email daily +
must be serialized)

Prepare your audience and give them
aclear idea about the environment
and how to get advantages effectively
in the community

The Target of Layer 2

« Keep building the relationship
« Set hook for potential sales
« Keep the business top of mind

Layer 2 (Weekly Sequence)
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Send value emails (2-3 emails weekly)
Talk about the community updates,
industry news, and relevant tips

Send a Call To Action email
Invite the audience to be a part of an
important video series.

Talk about the problem

Layer 4 (Countdown)

Talk about the solution offer your product
(paid package)
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Send 3 days countdown emails
Talk about the value of your product
and that this offer is a great
opportunity.
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