Persona Worksheet (Before Research)

A quick recap, personas are important for aligning your marketing efforts to generate results. Many business leaders and entrepreneurs often make the mistake of thinking they know who the customer is, what the customer needs, where they hang out and how to motivate the purchase of their products. The result: Less than 10% of assumptions are correct, and it is important that you ask people rather than playing mind reader.

So, before you begin your voice of customer research, complete this profile of who exactly you think is going to buy your product, or who will continue to buy your product.

Customer Profile  (Please complete below each question)

· What is the age group of the people who will buy your product or who are buying now? (18-24 / 25-39 /40 – 54/ 55-65 / 65+)

· Where do they live (Region)

· What do you know about their ethnicity or cultural influences?

· What are their interests?

· Where do they hangout?

· Who are their influencers?

· What matters to them?

· Are they tech savvy? How often do they buy something they have seen on Instagram? What is their preferred social media?

· Do they use phone or email or text to communicate?

· Do they care about price, quality, trends & styles, service & support, features, benefits, or something not listed here?

· What problem do they have that your product or service solves? Do they know it’s a problem? How big a problem is it for them on a scale from 1-10?

· How often would they use your product or service? (# times per day/ week/month)

· What other points can you include about the customer?

