
Want Better Marketing? Start with a 
Buyer Persona   
How to Get Inside Your Customer’s Head (Without Being Creepy) 

 

 
 

So, What Is a Buyer Persona Anyway? 
 
Essentially, a buyer persona is a detailed profile of your ideal customer. It’s a mix of real data, 
customer feedback, and a little educated guesswork. It’s important every step of the way to 
better understand who you're marketing to—so you’re not just throwing content into the void and 
hoping it sticks. 
 
When you truly “get” your audience—their pain points, goals, and what keeps them up at 
night—you can create messaging that actually resonates with them. It’s like the difference 
between shouting into a crowd vs. having a one-on-one convo with someone who’s all ears. The 
person whom you’ve shown empathy toward more likely to give you their full attention.  



 

Why You Actually Need One 
 
If you’ve ever launched a campaign that fell flat or attracted all the wrong leads, chances are 
that you didn’t have a clear persona in mind. You don’t want to skip the buyer persona step in 
your campaigns because they help you: 
 

●​ Speak your audience’s language 
●​ Create content they actually care about 
●​ Improve lead quality 
●​ Make your sales team’s life easier 
●​ Align your entire team around who you're really trying to reach 

 
Buyer personas can seriously move the needle. Companies that use personas see better 
engagement, higher conversion rates, and shorter sales cycles. 
 

Building your Buyer Persona 
 

1. Start with What You Know 
Dig into your existing data—think CRM records, Google Analytics, email stats, social media 
insights, customer reviews, etc. What patterns pop up? Who’s actually buying from you? At 
which step on the buyer’s journey are they getting stuck? 
 

2. Talk to Real Humans 
Interview current customers, prospects, and even churned ones. Ask open-ended questions 
like: 
 

●​ What were you looking for when you found us? 
●​ What made you hesitate? 
●​ What problem were you trying to solve? 

 
These insights are gold. You do not want to skip this step. It removes some of the guesswork 
and helps you build a much more precise buyer persona. 
 

3. Create the Persona Profile 
Give your persona a name and a face (a stock photo is fine, of course). Include things like: 
 



●​ Job title 
●​ Industry in which they work 
●​ Daily challenges 
●​ Goals and motivations 
●​ Frequently visited websites 
●​ What kind of content catches their attention 
●​ Their objections or hesitations 

 
Example: Mommy Molly, who is considering taking her child to the zoo more frequently. 
 

●​ Job Title: English Professor 
●​ Industry: Education 
●​ Age: 32 
●​ Location: Big City, USA 
●​ Marital Status: Married 
●​ Income: $75,000/year 
●​ Goals: Balance her child’s education with fun. 
●​ Challenges: Diverting funds to fun and educational activities. 
●​ Information Sources: Coworkers, Instagram ads. 
●​ Pain Points: “Is this actually educational or is it just looking at animals?” 

 

4. Make It a Team Thing 
Once your persona is done, don’t just let it collect digital dust in a shared folder. Share it with 
your sales team, the customer service department, production—anyone involved in the 
customer experience in any way. 
 

5. Keep It Fresh 
Markets change. People change. Make time every few months to revisit and update your 
personas based on new data or feedback. 
 
Ensure you are thorough: During your buyer persona refresh, start from the beginning of the 
process and make sure all your bases are covered. 
 

The Real Secret? Keep It Human. 
 
A great buyer persona isn’t just a spreadsheet. It’s a story. Add quotes from real customers. Use 
photos. Write it like you're introducing a character to your team—not presenting a case study. 
 



This buyer persona you’ve created very well might be a real person out there who maybe hasn’t 
discovered your company yet. This is just the first step in the beginning of a mutually beneficial 
relationship between you and your customers. 
 

Want Help Building a Killer Persona? 
 
We’ve helped brands big and small create buyer personas that lead to smarter marketing and 
stronger sales. If you’re tired of guessing and ready to start knowing, we’d love to help. 
 
Ready to create buyer personas that drive results? Book a free strategy session with our team 
and download our free buyer persona template and let’s start mapping out who your best 
customers really are.  
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