
Buyer Personas 

Buyer personas are fictionalised representations of your ideal
customers. They help you understand customers better and tailor
content to their unique needs and behaviours. 

Stronger personas are based on market research and gathered data
through surveys, interviews, and sales communications.

What are Buyer Personas?

How Can I Use Buyer Personas?

Personas can allow you to personalise or target your marketing for
different audience segments. 

For example, instead of sending the same, generic emails to everyone
in your database, you can segment by personas and tailor your
messaging accordingly. 

Tailoring content to a persona rather than a large audience segment
is easier, can be much more effective, and personal. 



Buyer Personas 

Buyer personas are created through research, surveys, and
interviews of your target audience. This includes a mix of customers,
prospects, and those outside your contact database who might align
with your target audience. 

How to Create Personas

Here are some practical methods for gathering the information you
need:

Interview customers either in person or over the phone to
discover what they like about your product or service
Look through your contacts database to uncover trends about
how certain leads or customers find and consume your content.
When creating forms to use on your website, use form fields that
capture important persona information
Take into consideration your sales team’s feedback on the leads
they’re interacting with most
What generalisations can you make about the different types of
customers you serve best? 

Let’s dive into creating your buyer persona...



Buyer Personas Template

First, lets give them a name:

Background: 

What is their job role? Their Career goals? Family?

Demographic:

What age are they? What is their income like? Where are they based?

Identifiers:

How do they prefer to communicate? (phone, social, email?)

Goals:

What are their primary and secondary goals in their working life?

Head of Human Resources, Been within the same company 10+ years,
married, 2 children.

Female, 30-45 years old, £95k Salary, Suburban.

Calm demeanour, probably has an assistant screening calls, asks to
receive collateral mail/printed documents. 

Keep employees happy and turnover low.
Support legal and finance teams.



Buyer Personas Template

What Can You Do?
How can you help solve these challenges?

Real Quotes:
Do you have some real examples?

Objections:
Why wouldn’t they buy your products/services? What might stop them?

Challenges:
What challenges are they faced with in their day-to-day?

Getting everything done with a small staff.
Rolling out changes to the entire company.  

Make it easier to manage all employee data in one place.
Integrate with legal and finance team systems.

“It’s been difficult getting company-wide adoption of new technologies in the
past.”
“I don’t have time to train new employees on a million different databases
and platforms.”

“I’m worried I’ll lose data transitioning to a new system.”
“I don’t want to have to train the entire company on how to use a new
system.”



Buyer Personas Template

Messaging:
How should you describe your solution to your persona? Focus on

benefits, rather than features.

Elevator Pitch:
Sell your persona on your solution(s) - give a short, one-line pitch...

Integrated HR database management - have all your data in one, synchronised
location. Transfer your data over effortlessly & easily. We’ll ensure to train
you and your team on the new system, and we are available in the week to
assist with any questions you or your team may have.  

All your data, in one central, easy-to-access, location.


