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H o w  t o  c r e a t e  



Introduction

When you have a particular prospect in
mind, it's considerably easier to connect
with your target audience.

However, while you may be certain who
that person should be, your social media
manager might have a different opinion.
And your sales team could suggest
something else again.

It's easy to get lost in the details of
monitoring your most recent engagement
rates and marketing initiatives as a social
marketer—or any marketer, for that
matter.

Buyer personas remind you to put your
customers' wants and needs first and
assist you in producing content that more
effectively targets your ideal consumer.



A buyer persona is a research-
based profile that represents
your target customer. It takes
into account demographics like
age, gender, income and
education, as well as
psychographics like interests,
values and attitudes.

What are buyer
personas?

Creating buyer personas helps you better understand your
target market and figure out what content will resonate
most with them.

It's essential to have more than one marketing persona for
your business. Depending on what you sell and who your
target customers are, you could have 2 or 3 different
personas - or even more. For example, a women's clothing
store might have a primary persona: a 25-year-old woman
who loves fashion and is looking for the latest trends. But
they might also have a secondary persona: a 40-year-old
working mother who needs stylish and practical clothes.

Creating buyer personas ensures that everyone in your
company is on the same page when it comes to your
target market. It also helps you make more relevant and
targeted content.



Why do I need
customer
personas? 
As a business owner or marketer, it's essential to
understand your target audience. Who are they? What do
they want? How can you reach them?

Creating buyer personas is one of the best ways to answer
these questions.

You can better understand what your customers want and
need when you have a detailed persona. You can also
figure out the best way to reach them with your marketing
message.



Customer Personas

Targeted Audience

Buyer personas help you
create content that is
relevant to your target
audience. When you know
your persona, you can
figure out what topics
they're interested in and
what type of language they
use. You can also use your
buyer persona to determine
which social media
platforms your target
audience is using. This way,
you can ensure you're
creating content they will
see and engage with.

Product Decisions

Your buyer persona can
also help you make better
product decisions. When
you know your target
customer, you can figure
out what kinds of products
they are looking for and
what features they need.
This information can help
you decide what products
to create and how to
position them. It can also
help you determine which
features to include in your
product and how to price it.



Customer Personas

Focus

Creating buyer personas
allows you to focus your
marketing efforts on the
channels that are most
likely to reach your target
audience. For example, if
you know your target
persona is on Facebook,
you can focus your energy
on creating content for that
platform. Facebook
advertising is an effective
way to reach your target
customer where they are
already active and engaged
online.

Track Progress

Once you've created your
buyer personas, you can
use them to track your
marketing team's progress.
For example, let's say you
create a blog post that you
think will be popular with
your target persona, you
can track how many people
from your target persona
read the blog post and how
long they spend on the
page.



Customer Personas

Personalised Content

You can make more customised content with a
detailed buyer persona. For example, if you know
that your target persona is a working mother, you
can create content that speaks to her specific
needs and concerns. You can also create ads that
are tailored to her interests.



EFFECTIVE MESSAGING
EMERGES AT THE
INTERSECTION OF
WHAT YOUR BUYERS
WANT TO HEAR AND
WHAT YOU WANT TO
SAY.

Adele Rev ella



Miss Your Target

If you don't take the time to
understand your target audience, you
could miss out on potential
customers.

Budget waste

It's important to use your marketing
budget wisely and target your ads to
the people who are most likely to be
interested in your product.

Lonely content

It's essential to create content that's
relevant to your target audience. If you
don't, you could waste your time and
effort on content that no one will read.

The risks of failing to
understand your customers



Alienate your customers

You could alienate your existing
customers if you don't understand
your target audience. For example,
let's say you're a B2B company and
create a blog post aimed at
consumers. Your existing B2B
customers might feel like you're not
speaking to them. It's important to
create content that's relevant to your
existing customers. If you don't, you
could end up losing them. Find a
balance between your target
audience and your current audience.

Poor decisions

You might also make poor business
decisions if you don't understand your
target audience. For example, let's
say you're considering launching a
new product. If you don't understand
your target market, you might launch
a product that no one wants. 



How to
create
customer
personas



The first step is to do thorough
audience research. You need to
understand who your target
audience is and what their
needs are.

Thorough audience
research 

Use Google Analytics to understand your website's
visitors and what they're looking for.
Look at your existing customer data to understand
who's buying your products and why.
Use social media to understand what people say about
your brand and industry.

There are a few different ways you can do this:

You can compile audience data from your social
media analytics, your customer database, and
Google Analytics.

Top Tip



Compile audience data 

Age
Age is one of the most important factors

to consider when creating marketing
personas. It can help you understand

their needs and how they like to
consume content.

Gender
 Gender can also help you understand 

your target audience's needs.

Location
Location can help you understand your 
target audience's needs. For example, 

people in cold climates might need 
different products than those in warm 

climates.

Interests
Interests can help you understand what 
content your target audience would be 

interested in.

Spending Power
Spending power can help you 

understand what products your target 
audience can afford.



Qualitative research is another
crucial step in creating
customer personas. This type of
research helps you understand
the needs and wants of your
target audience.

Conduct qualitative
research

Customer surveys
Phone and in-person interviews
Read discussion forums and review sites
Web and exit surveys

Some ways to do this are:

Conducting quantitative research is another important step
in creating customer personas. This research helps you
understand the demographics of your target audience.

You can also get ideas for new products and
features by reading what people say about your
competition.

Top Tip



Once you've collected all the
data, it's time to start going
through it. Look for patterns
and trends in the data. This will
help you understand your target
audience better.

Collect additional
data and go deeper

Think about interests, attitudes, and activities. What do
your target consumers like to do? What are their interests?
How do they feel about your product or service?

The answers to these questions will help you create more
detailed and accurate personas.

You may also want to segment your target
audience into smaller groups. This will help you
create more targeted personas.

Top Tip



Now it's time to think about how
you can help your target
audience.

Understand how you
can help your target
audience 

What needs does your target audience have?
How can you help them meet those needs?
What problems does your target audience have?
How can you help them solve those problems?

Answering these questions will help you understand what
your target audience is looking for. It will also help you
create content that appeals to your target audience.

Once you've conducted qualitative and
quantitative research, you should understand
your target audience well.

Top Tip



Now that you've gathered all
the data you need, it's time to
create your persona.

Create your persona

Fill out the persona template with the information you've
gathered.

Start by giving your persona a name. This will
help you remember who your persona is and
what they're looking for.

Top Tip



Name: Jane Doe
Demographics:
Age: 35
Gender: Female

Location: Los Angeles, CA

Income: $50,000/year

Education: Bachelor's
degree

Family status: Married
with two kids

Interests/Hobbies:
• Listening to music
• Hiking
• Watching movies 

Attitudes/Beliefs:
• Loyal to brands she likes
• Skeptical of new
products
• Wants products that are
easy to use

Needs/Problems:
• Needs to save time
• Wants to be more
organised
• Has trouble staying on
budget

Goals/Motivations:
• Wants to spend more
time with her family
• Wants to save money
• Wants to be more
productive

Pain Points:
• Frustration with
products that are hard to
use
• Frustration with
products that don't meet
her needs

Persona example: 



If you're targeting a large
audience, you may need to
create more than one persona.

Create multiple
personas

Creating multiple personas will help you target your content
more effectively.

It will also help you understand the needs of
different segments of your target audience.

Top Tip



Once you've created your
persona, it's crucial to test it.

Test your persona

Ask yourself: Is your persona realistic? Does your persona
represent a large enough segment of your target audience?

You may also want to ask people in your target
audience if your persona is accurate.

Top Tip



You should also update your
persona if you notice that
people in your target audience
are changing.

Update when
necessary

For example, if you notice that more people in your target
audience are getting married or having kids, you may need
to update your persona to reflect these changes.

As your business grows, your target audience
may change. When this happens, it's important
to update your persona.

Top Tip



Now that you've created your
persona, it's time to put it to
use.

Effectively use your
persona for your
marketing campaign

Your persona should be used to guide your marketing
strategy.

It should help you determine what content to create, what
channels to use, and who to target.

Creating a persona is a great way to ensure your
marketing campaign is targeted and effective. It
will also help you better understand your target
audience.

Top Tip



Do thorough audience research

Conduct qualitative research

Conduct quantitative research

Collect additional data and go deeper

Understand how you can help your target audience

Creating a Customer Persona
CHECKLIST 

Create your persona 

Create multiple personas

Test your persona 

Update when necessary

Effectively use your persona for your
marketing campaign



How to find
interviewees
for research
buyer personas



Use your current
customers

Your current customers are an excellent resource for
persona research. They already know and love your
product or service, so they're the perfect people to ask
about their needs and pain points. To find interviewees,
you can send an email to your list or post in your
customer forum. You can also reach out to customers
who have recently made a purchase.



Use social media

Social media is a great way to find potential interviewees
for your persona research. Look for people who are talking
about your industry or product. You can also use social
media to find influencers in your industry.



Use your referrals

If you have a referral program, you can use your referrals
to find interviewees for your persona research. Ask your
customers to refer people who might be interested in
your product or service. Referrals are a great way to find
potential customers who are already interested in your
business.



Use third-party
network
A few third-party networks can help you find interviewees
for your persona research. One of these networks is
Amazon Mechanical Turk. This network allows businesses
to post tasks that need to be completed by humans. You
can use this network to find people willing to participate in
your persona research.



Use online surveys

You can use online surveys to gather data. There are a
few different platforms that you can use to create and
distribute your survey. One of these platforms is
SurveyMonkey. This platform allows you to create and
distribute your survey for free. Another option is Google
Forms. This platform also allows you to create and
distribute your survey for free. Once you've created your
survey, you can distribute it to your target audience. You
can post it on social media or send it through email.
Online surveys can help to supplement your persona
research if you are having trouble finding enough
interviewees and the data gathered can help you
understand your target audience and create a more
accurate persona.



What are their needs?

What are their main pain points?

What are their goals?

What are their values?

How do they make decisions?

Questions you should ask
when researching buyer

personas?

What is their buying process?

Where do they get their information? 

Who influences their decision?

What motivates them?

What objections do they have?



How to use your
buyer persona
Now that you've created your buyer persona, it's time to
put it to use.

Here are just a few ways to use your persona to improve
your business. If you put your persona to use, you'll be
able to understand your target audience better and create
more targeted content.



Use it to create targeted content. 

Use it to choose the proper channels.

Use it to create targeted ads.

Use it to determine who to target.  

Use it to understand your audience.

How to use your buyer
persona

CHECKLIST

Use it to create better products. 

Use it to improve your sales process.

Use it to make better decisions.

Use it to connect with your audience.

Use it to measure your success.



Things to note
Personas differ when you're selling to businesses.
If you're creating a customer persona for a retail
company, you'll be concerned with individual
consumers. However, your customer persona will be
more complex if you're selling to a business.

Personas are not static.
Your persona will change over time as your business
grows and changes. As you get more data, you'll be
able to refine your persona and make it more
accurate.

Keep your persona realistic.
When creating your persona, it's essential to keep it
realistic. Don't aim to create a perfect persona.
Instead, create a persona that is realistic and relatable.

Don't forget about your existing customers.
When creating your persona, it's important to keep
your current customers in mind. They can provide
valuable insights into your target audience.

There's heaps of stuff online about personas.
If you're struggling to create your persona, there's a
lot of information online that can help you. There are
plenty of articles, templates, and examples that you
can use.



Creating a buyer persona can seem like a daunting task. 

However, taking the time to do it right can be a valuable tool for
your business. By taking the time to understand your target
audience, you can create targeted content that will resonate with
them.
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