
  

Recognising your perfect customer 
 
If you could have anyone walk through your door to receive a 
perfect pitch do you know who you would ask for? 
What is it that puts them at the top of your list? 

 
 
It is important we know what our ideal customer looks like.  When 
we take a moment to think about this we often find that the 
customers whom we think are the 'perfect fit' are in fact not. 
 
It is also often the case they absorb more resource than they can 
truly justify.  It is easy to get stuck in a pattern of accepting what is, 
rather than creating what can be. 
 
Why not make time with your team to brainstorm what attributes 
your ideal customer possesses.  Note down what they are and why 
they are important.  Once you have determined this you will be 
well placed to recognise current and potential customers that fit 
the criteria. 
 
At the same time you will also be able to raise some red flags 
against accounts whom you have been drawn into spending too 
much time, resources and energy with.  It is important you re-align 
your efforts because this resource is now required 
elsewhere.  Clearly this is a delicate task and one that needs to be 
worked through carefully since these customers are still important 
to you - just perhaps not as strategically important as you thought 
they were. 
 
The sooner you understand where your true focus lies, the sooner 
you can take action to get there. 
 
How do you currently categorise your customers and prospects? 
 
Happy selling! 

 
Richard Lane | partner | durhamlane | +44 (0)7545 881 442 

 
Legal blurb: This newsletter sometimes contains links to external sites. Unfortunately 

durhamlane cannot be held responsible for information outside of our control, even if it 

does seriously improve your life! 

Send to a friend 

 

 

 

Quick Links 

You will find a selection of 
articles below. Some are 
from our blog, some link to 
other sites.  

Customer loyalty makes you 
money (and lots of it) 

Did you know customer loyalty 

can be worth 10x more than a 

one-off purchase?  And only 4% 

of dissatisfied customers 
actually complain.  Do you know 

what your customers are 

thinking about you? 

 
We're proud to be working with 

Customersure - simple web-

based software that helps you 

collect and act on customer 
feedback. 

Learn more about this innovate 

solution and see how it can help 

your business with a 30 day free 
trial)... 

More  
 
Business development - the life-
blood of any company 

A lot of people think you can 

turn business development on 

and off like a tap.  Well you 

can’t, or at least you 
shouldn’t.  Lee explains why... 

More 

... And Finally 

Sales - an Art, a Science of 

both? 
Since the debate has been going 

on for some time, we thought 

we'd do a quick poll on what 

people believe the right mix 
should be.  Visit our Facebook 

page to cast your vote... 
Vote here 
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