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Right Prospect

Right Time

Right Channel 

Right Message/Offer

Successful Marketing



Who Are Your
Target Customers?



Buyer Personas

• Define goals of clients

• Help develop messaging

• Outline timing of 

communication

• Determine communication 

channels



Ask the right questions…



Example: Steven Strategic



Gut check your answers with data from…

Google Analytics

Customer Surveys

Site Search Logs 

Social Media Analytics

Keyword Research 

Stakeholder Interviews



… now develop context 

• This narrative step focuses on one 
individual. They’ll be top of mind crafting 
your communication messages. 

• Direct marketing is powerful when you 
engage your audience on this individual 
level.

• By creating their story, your persona 
becomes real. It reminds us as 
marketers that our prospects are 
people not dollars. 



Example: Steven Strategic

If marketing was the only thing Steven had to worry about life would be

a breeze but he is also responsible for all revenue from both the inside

and outside sales teams as well as managing most of the HR issues of the

company.

Steven spends his days split between client facing activities, management

meeting and working on marketing. By the end of the day he is exhausted

but always finds a way to rally for his Wednesday night softball league.

Many nights, rather than watching TV, Larry will opt for surfing the internet

looking for information that will help him grow professionally. He reads blogs,

downloads white papers and listens to podcast on a regular basis. Often he

gets so excited about implementing new ideas that he can’t sleep that night

and gets up early to get into the office.



Use Your Personas to:
• Write better copy. People will respond more.

• Get more “personal” in your communication

• Save money by only targeting your 
advertising dollars to where your prospects 
are

• Create your marketing strategy and 
communication plan

• Improve the timing of your communications

• Understand who to say no to



Buyer personas are critical for more advanced 
marketing automation tactics
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