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What is a prospect persona
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ARE PROFILES OR BIOGRAPHIES ON
THE DISTINCT MARKET SEGMENT YOU
PLAN TO REACH AND INFLUENCE
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Why is a prospect persona important?
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Creating a prospect persona



YOU KNOW YOUR
CUSTOMERS
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CREATING YOUR PERSONA
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Research and templates









PERSONA NAME

BACKGROUND:
» Basic details about persona’s role

« Key information about the persona’s
company

« Relevant background info, like education
or hobbies

DEMOGRAPHICS:

« Gender

 Age Range

 HH Income (Consider a spouse’s income,
if relevant)

« Urbanicity (Is your persona urban,
suburban, or rural?)

IDENTIFIERS:

e Buzz words
« Mannerisms



PERSONA NAME

GOALS:
* Persona’s primary goal
« Persona’s secondary goal

CHALLENGES:
* Primary challenge to persona’s success

« Secondary challenge to persona’s
success

HOW WE HELP:

 How you solve your persona’s
challenges

* How you help your persona achieve
goals




PERSONA NAME

REAL QUOTES:

* Include a few real quotes —
taken during your interviews —
that represent your persona
well. This will make it easier
for employees to relate to and
understand your persona.

COMMON OBJECTIONS:

» |dentify the most common
objections your persona will
raise during the sales process.




PERSONA NAME

MARKETING MESSAGING:

* How should you describe your
solution to your persona?

ELEVATOR PITCH:

« Make describing your solution
simple and consistent across
everyone in your company.
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Generational Marketing in the
Social Media Space

Thursday, November 7
1:00 PM - 1:30 PM CDT




Thank \Jou\. Wart o ?ewm more?

rentersvoice.com
info@rentersvoice.com
epmsonline.com




