













	YOUR PEOPLE WORKBOOK
	Generally describe the people that will benefit most from being your customer.
	Now think back to the real people you’ve served and create a list of people that you really value, and who really value you.
	From the list above, choose one person who represents Your People best. What is their name?
	What does Your Person look like?
	Where does Your Person live?
	What do they do for a living?
	What do they enjoy doing with their free time?
	Where do they like to hang out?
	Where do they shop?
	Who do they admire?
	What drives them crazy?
	What problems are they struggling with that you can solve?
	What is their motivation for the work that they do?
	How do they feel on a normal day?
	What do they daydream about?
	What really matters to them?
	How do they view your business?

