
Shoot 4 The Moon: avatars



James (entrepreneur / micro-business / successful freelancer who is outsourcing)

Company/Individual: 
James is a successful company of one. He outsources everything when he needs to. He is turning over £100-150k. Based in Brighton with national clientele.

He supplies a niche B2B market with a service(s) or product(s). He has a loyal customer base.


He loves music and good times, but is more than happy to put the work in to make his company the success that it is. He is in his 30s. He has 2 young 
children. 

External pressures: 
He would like his business to be built on a more solid foundation. He wants to grow his company. He wants more customers, but also wants to delegate 
responsibility - as he does everything at the moment. If he is ill - what happens? He would like efficient eCRM systems, advice on product development.

He realises he cannot do everything for the company for ever, and should now be expanding to cope with demand and develop his business ideas to 
enhance his current offering.

Internal desires: 
Would like to work on the future of the company, the creative stuff, the vision. New ideas and products. Currently he is firefighting due to demand and having 
no team to supply the demand.

He would like to earn more.

Wants to consolidate his business so that he can plan his future and know the business is solid and moving forward.

What they need from me / what they want: 
Excellent advice on what to do next. Energy. Clarity. Understanding. Empathy. Reassurance. Direction. Want to know they are in safe hands, and that by 
implementing  these changes, they will get great results, worry less and gain time to work on other things.

Map out goals and challenges and then implement them. Increased revenue - advice on pricing. More customers/clients. 

Put individuals and systems in place so that he can get on with other aspects of his business.

Strategy and planning as to how to achieve this. Advice on personas, avatars, value, communications.  Wants me to get under the skin of the business who can 
show him where to start to implement change and how to frame things, simply.


Barriers to entry / working with me:  
Cost. My workshop and product rates are at the top end of what they hope to spend on this kind of thing.

Nervous about making such an investment without having any guarantee on results. Will I really care about his business or just take his money?



Rich MD of small business team

Company/Individual: 
Runs a team of 4 (including himself). His business turns over c. £300-£500k, supplying a niche B2B service / product to specific clientele. He works very hard 
to make sure his company is a success. He is always looking for ways to get ahead with his business, but understands there are no quick fixes. Loves 
keeping fit, technology. Is married and has two young children under 5.

External pressures: 
Recognises the need for external assistance to develop his company.

Need to be industry/market leaders to command their agency fees. Has business partner looking to see the MD perform. Needs to be able to justify spend on 
business advice with immediate return on investment. Needs systems and processes that automate and work for him while he continues to do helicopter 
view stuff.

Internal desires: 
Wants business to be huge success and double/treble in income, expand team. Would like to focus more on MD responsibilities rather than day-to-day client 
finding. Would like his company to be ‘the go to’ firm within his industry.

Would love to spend more time with family. Ultimately would like to sell successful business in 10 years.

What they need from me / what they want: 
Expert advice, energy, enthusiasm, new techniques. Understanding. Empathy. Reassurance. Direction. Want to know they are in safe hands, and that by 
implementing  these changes, they will get great results, worry less and gain time to work on other things.

Advice on communications and processes to ensure a steady flow of warm leads which they can convert to clients. 

Advice on personas, avatars, value, communications and how to maximise this knowledge to convert more customers.

To be perceived of as industry leaders. Wants me to get under the skin of the business who can show him where to start to implement change and how to 
frame things, simply.


Barriers to entry / working with me:  
Need to know that his company income can afford this level of business development. Nervous incase he doesn’t get the prescribed results from engaging 
with me. Will I really care about his business or just take his money?



Susannah (Creative director / head of marketing / business development for SME)

Company/Individual: 
The company is turning over £500k-£2.5m, staff of c. 8-25. Offering a B2B or B2C solutions/products. Based in Brighton but looking to expand. She answers 
to the CEO and COO. She is early 30’s. Loves music, festivals, clubbing, alternative music. Also learning about business in general, also specifically within her 
industry. Passionate about what she does. Networks around her industry looking for opportunities to get ahead and improve her current earning capacity. Is 
married / has long term parnter. Has no children / one young child.


External pressures: 
Aware that changes need to be made to improve current offering. Ensure that all spending in this area gets results. Needs to show ROI. Needs to maintain 
and improve existing client base and relationships with clients/customers. The business may be good, but their marketing and CRM is poor.

Looking to grow customer base, increase conversion rate from those showing interest. Ensure that perception of the company is always 100%.

Expand company, grow client numbers. Needs to ensure that every touch point for their customers is excellent to get an edge on their competitors.

Internal desires: 
To excel at her job. Ensure all her projects are a resounding success. Get a promotion, earn more money.

One day change her job, armed with examples of her success in her current role.

Learn more about business practices. Ultimately stop working having earned sufficiently to travel.

What they need from me / what they want: 
Experienced advisor. A safe pair of handsHelp. Understanding of their situation, goals and challenges. Direction. Enthusiasm and clarity around a route map 
as to how to achieve their goals. Want to know they are in safe hands, and that by implementing  these changes, they will get great results, worry less and 
gain time to work on other things.

Efficient systems that will get the required results. Constructive challenging. Advice on personas, avatars, value, communications and how to maximise this 
knowledge to convert more customers.To be perceived of as industry leaders with an expanding business empire. 

Wants me to get under the skin of the business who can show her where to start to implement change and how to frame things, simply.


Barriers to entry / working with me:  
Need more evidence of your previous successes. Hiring me needs to be a no brainer so that she can sell it in to her C-suite. How can I be sure you will guide 
us to where we need to go? “Which SMEs have you seriously maxed out the profits for?” “Who can we call to verify your service?”. How can they tell I will 
really go the extra mile or care?



My letter to my key avatar:
I understand that running your own business is tough and that to make it a success, you need bags of ambition, clarity, courage, creativity, drive, 
precision planning and stamina. I want help you with all of this, applying the techniques and lessons I have learned working across a number of 
different industries. I’ve launched and sold my own businesses, working in the music industry and hospitality - and I have also spent years 
working with global ad agencies, Google Creative Labs and YouTube.


I want to get under right the skin of your business and fully understand your goals and challenges. I want to help you plan and implement the 
most efficient and effective processes that will help your business to make more money, grow your customer base and champion your unique 
human qualities and expertise - having fun as we go.


I choose my clients based on the following criteria: their passion for what they do, or where they plan to get to must be inspiring. They must 
make, or be ready to make big impact. They must be driven entrepreneurs who want their businesses to be more successful and overcome the 
challenges that they face. I believe this is you.


Working together will remove the stress of making business decisions on your own. You will be reassured, understood, supported and helped. I 
won’t believe the negative views you may have of yourself that hold you back and I will support your visions and goals and help them to become 
reality. 


Working together we will leverage your position within your industry and ensure that value you offer is brought to the fore in all your 
communications, so that deciding to buy from or work with you is an easy decision to make.


Working together will give you more time to focus on other aspects of your business knowing that we are across the strategy and implementation 
that will deliver great results.


I really understand that cash flow can be tight and that the decision to engage any business development consultant can be considered a risk: 
but if we work together on your business, we will generate new customers and clients and if you don’t find our sessions helpful, I will offer you 
your money back.


I want to be your dynamic collaborator, your upbeat sparring partner who's 'got your back’ - your ally: to support and advise you on any aspect 
of your business. If this resonates with you - we should definitely chat.


Sincerely, Tim



