














At this point, you are well on your way to creating your marketing personas. Now that you’ve gathered 
the necessary information, it’s time to create a thorough customer description. To organize the information, 
you can either use the various templates that are available online (here’s one by Hubspot and another 
one by Stephen Bateman) or design your own. The idea is that this template will help you to develop tangible 
profiles that anyone in your organization can use to better understand your target customers.

You should share drafts of the personas with your sales, marketing, and support teams as well as other 
key people in your organization, as they will be using these personas and might have valuable feedback. 

Once you’ve agreed on your personas, it’s imperative that you periodically update them. 
Depending on how dynamic your industry is you should review your personas at least once or twice a year. 
This way, you can take advantage of emerging trends and keep your framework relevant.

9. Create Your Buyer Personas

Image source: http://static.ow.ly/docs/B2B%20Buyer%20Persona%20Canvas_2Ljm.pdf
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A well-researched profile of target customers backed with reliable data, should quickly yield results. 
The only way to test that is to start using your personas. Here are a few ways in which you can do that:

Customer-centricity has become a fundamental business requirement. Therefore, businesses can’t afford 
overlook marketing personas. Creating detailed profiles can help you better understand your customers 
and find the right ways to communicate with them. This in turn is will increase your marketing ROI, and, 
ultimately, your bottom line. 

Given that your buyer personas are critical to marketing success, you might want to engage a professional team 
to ensure that they are effective. Get in touch if you think you can benefit from getting specialized help creating 
a set of personas for your organization. 

10. Default to Using the Personas Created

Marketing Personas are the First Step
to Creating a Customer-Centric Business 

Start creating content that addresses the needs, wants, fears, challenges, as well as the drivers 
and motivators of each persona. Include tangible solutions to their unique situation and use language 
that is appropriate to the stage they are at.

Create specific content to move prospects further down the funnel. Personalized email 
campaigns are an effective way to target the various personas at each step in the buying process. 
To fine- tune your approach, make sure collect data as your targets progress on their journey.

Create dynamic landing pages on your website that are specifically tailored to each of your customer 
segments. The language and visual elements on each page should speak to the specific persona 
you’re targeting.
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