
Customer Pro�le

Bio: Sarah worked as a graphic artist for a large agency. 
She honed her cra� there but also learned a lot about 
what not to do.  She started her own business 3-years 
ago. She is very good at what she does. She is making a 
living but hit a ceiling working as a subcontractor for 
other agencies. 

Sarah
Motto: “If you can’t stop thinking about it, 
don’t stop working for it.”

Demographic: 33 years old. (27-42) 
Company revenue is $225K ($30K-$1M) 

Psychographic: Sarah believes in hard work, 
collaboration, creativity, freedom, and honesty. 
Impact and values are a staple of her philosophy. 

Desire: Sarah wants to scale her business so she can reach more people and ful�ll her purpose in life. 
Admittedly, she does want to make more money, but she truly believes that her business makes other 
people’s lives better. She wants to serve and add value to the lives of more people. She wants to be part of 
something bigger than herself. She is willing to sacri�ce pro�t to do the right thing. 

Motivations/Values: Sarah has two kids, and she is married. Her family is her #1 priority. In fact, she 
started her own business because she wanted to be in charge of her own life and schedule. She loves being 
a business owner. She strives for a healthy work-life-balance. Lately, she has been working more than she 
wants to. She is motivated to make changes in her business to spend more time with her family but doens’t 
know if that is possible. She is also deeply compassionate and loves seeing other people succeed. 

Insights: Sarah will go out of her way to help other people. She loves to buy but hates to be sold. She 
abhors the thought of having to push a hard sale. She would rather stay small than be pushy or 
unauthentic. ALWAYS ADD VALUE. Prove your worth by your work. Torn between being a mom and a 
business owner. 
Language: “Can I be a successful business owner and mom at the same time?” “I love what I do, it’s 
hard for me to stop doing graphic design to focus on growing my business.” “I care deeply about my 
customers; I don’t want to sacri�ce quality for quantity.” “I don’t trust the work will be done to my 
satisfaction without me being deeply involved in the process.”

Pain points/Problems: Graphic design has become a part of Sarah; she knows how to be a great 
technical designer. Her clients love her work and recommend her studio. �e problem is, she always hits a 
ceiling. She has not been able to get her studio past a $225k in revenue. No matter how hard she works, she 
cannot seem to break through that ceiling. She has taken courses, paid for coaches, and gone to 
conferences but she seems to be missing “the key” to scaling her business. Sarah feels she should be 
making more money and be working less with how good she is at her job and how much her customers 
love her work. She doesn’t want to trade her family for business growth and isn’t sure if she can have both.
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