
https://www.designerbloom.net


https://www.facebook.com/designerbloom/
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https://twitter.com/DesignerbloomGD
https://www.pinterest.nz/designerbloom_graphicdesign/boards/


W H O  T H E Y  A R E :

NAME (MAKE ONE UP!)  

AGE.  GENDER.  NATIONALITY / HERITAGE

MARITAL STATUS.  CHILDREN?

PROFESSION.  INCOME

SUBURB / STATE OF RESIDENCE

W H AT ’ S  T H E I R  D R E A M ?

LIKES / HOBBIES / INTERESTS

VALUES

WHAT DO THEY READ?

WHAT DO THEY WATCH ON TV?

WHICH SOCIAL MEDIA CHANNELS DO THEY MOST 

FREQUENTLY INTERACT WITH?



W H AT  M A K E S  T H E M  T I C K ?

WHAT IS THEIR DAILY SCHEDULE (WHEN DO THEY WORK, WHEN DO THEY RELAX?)

HOW DO THEY SPEND THEIR FREE TIME (MEALS OUT WITH FAMILY AND/OR FRIENDS / QUIET TIME /  MEDITATION?)

HOW DO THEY SEE THEMSELVES?

WHAT IS THEIR INTERNAL SELF TALK?

WHAT DO THEY WORRY ABOUT?

NOTE ANY OTHER TRAITS THEY MAY HAVE:



T H E I R  E X P E R I E N C E  W I T H  Y O U :

HOW DID THEY FIND YOU OR HEAR ABOUT YOU?

WHAT WERE THEY LOOKING FOR? 

WHAT WERE THEY HOPING TO SOLVE OR ACCOMPLISH?

WHAT WERE THEY THINKING BEFORE THEY BOUGHT YOUR PRODUCT / SERVICE?

HOW WERE THEY FEELING AND WHY WERE THEY FEELING THAT WAY?

HOW DID THEY FEEL ONCE THEY PURCHASED YOUR PRODUCT OR SERVICE?
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