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Let’s connect:

Seeing the connections across the World 
Wide Web can be rather intimidating. 

How do you connect across this vast 
expanse to the right people whom you 

want to talk to?

Here are strategies to make that possible.

Consider this graphic 
depicting the links 

found in only a small 
part of the Internet

mailto:justin@epower.com
https://www.instagram.com/epowermarketing/?ref=badge
https://www.linkedin.com/company/e-power-marketing-inc.
https://www.facebook.com/EPowerMarketing
https://twitter.com/EPowerMarketing


First things first...

We hear a lot of people talking about buyer personas. On one hand, we 
think that’s great. A brand’s personas can make or break a marketing 
strategy. Which means if you get them wrong, you could be setting 
yourself up for failure.

It also means that the term ‘persona’ can mean a lot of different things. 
So how do we define personas? And why do we think they’re so 
important?  Happy you asked...

What is a persona? Why are they so important?

Buyer personas are 
semi-fictional representations of 

your ideal customers. They 
include detailed information on 

customer demographics, 
lifestyles, buyer patterns, and 

much more. 

They keep your marketing 
efforts focused and purposeful. 

Personas provide valuable 
insight and a shared 

understanding, to create a 
cohesive voice, guide 
marketing campaign 

development, and allow for 
alignment across all parties 

involved with the brand. 



Let’s get started

1. Think about the people you want to buy 
your products
❏ What kind of people do you want talking 

about your brand?
❏ How do they live? How do they have fun, 

take care of their family, entertain…?
❏ Where do they shop?
❏ Picture their home, what’s it like?
❏ Who inspires them?

2. Dig into your data
❏ Who’s already engaging with your 

brand?
❏ Segment your traffic by engagement. 

Who’s just browsing? Who’s really buying?
❏ What are their other interests?

3. Outline your needs
❏ How many personas do you need based 

on your data and brainstorming?
❏ What persona factors are must-haves for 

your marketing and sales teams?
❏ Do you need personas for consumers and 

retailers?

Remember, these are your 
ideal customers. 

What makes someone the 
perfect fit for your brand? 

Who do you want the rest 
of the world to see using + 

loving your products?

We typically 
recommending starting 

with 3-5 personas. 

More is often 
necessary depending 
on your brand + sales 

goals.



1. Organize your data

Example Persona 1 Persona 2 Persona 3

Name Jennifer

Age/Gender/
Location

34, Female, 
suburban St. 
Louis, MO

Job Title/
Household 
Income

Retail Clerk / 
Household 
Income $95K

Family/
Relationship/
Home 
Ownership 
Status

Married, mom 
of 2 boys, owns 
3 bedroom 
home in suburbs

Compile the demographics from your data sources and organize them as 
individuals. Assign each persona a name. Research is your best friend at this 
stage. Build out your personas with real data, not your hunches or intuition. 



2. Craft a ‘day in the life’ story

Example Persona 1 Persona 2 Persona 3

Name Jessica

At work 
(name)...

Works part-time 
so she is home 
when children 
return from 
school

Loves socializing 
with coworkers 
and helping 
customers

At home 
(name)...

Plays games 
with boys after 
school.

Interacts with 
friends and 
family on social 
media

Hosts parties of 
all sizes, for all 
ages

(Name) loves 
to...

Always be 
doing 
something

Spends Sundays 
shopping

Think through the lifestyle of the demographics you’ve researched for each persona. 
Build that out. What sticks out about their life at work? At home? Depending on your 
products, focus on the aspects of their life that impact how or why they would buy your 
products. 



3. Think about who they trust

Example Persona 1 Persona 2 Persona 3

Name Jessica

What/Who 
influences 
(name)

Social 
influencers, her 
sister, coworkers

(Name) loves 
these brands...

Amazon, Target, 
Calphalon, 
Keurig

Online (name) 
spends their 
time on...

Instagram, 
Pinterest, 
Facebook
Mashable

Who is influencing them? What’s impacting their buying decisions? How are they 
gathering information and getting inspired? 91% of people regularly or occasionally 
read online reviews, and 84% trust online reviews as much as a personal 
recommendation. Knowing who is influencing your target audiences’ research decisions 
is an important step in marketing to them.



4. Understand how they shop

Example Persona 1 Persona 2 Persona 3

Name Jessica

What triggers 
(name) to 
buy?

Seeing something 
new on TV or from 
an influencer

An upcoming party

Needs a gift

When 
researching 
purchases, 
(name) uses...

Online reviews + 
recommendations

Asks friends and 
coworkers

In-store sales 
people

(Name) 
prefers to 
shop...

Prefers to shop 
in-store, but will 
price shop with her 
smartphone then 
buy on Amazon 
after seeing a 
product she likes at 
the store.

How do they curate their life? How do they decide which products and brands are right 
for them? 



5. Outline their hesitations

Example Persona 1 Persona 2 Persona 3

Name Jessica

(Name) won’t 
buy from a 
brand that...

Has a 
reputation for 
poor quality

If a product 
____, (name) 
won’t buy it.

Has a 
reputation for 
being too 
complicated

(Name) 
typically buys a 
product once...

She knows 
others love it

She’s 
convinced it will 
help her or her 
loved ones

(Name)’s top 
buying 
motivation is...

Creating a 
more beautiful, 
healthy life for 
her family

How do they spend their money, and what stops them from making a purchase?



6. Put a face to a name

Example Persona 1 Persona 2 Persona 3

Name Jennifer

Photo

Life motto The only disability in 
life is a bad attitude.

Find a photo to match your persona’s age, gender, and backstory.  This helps you 
connect to your persona as a person, not just a marketing exercise. Add a quote or life 
motto if you think it will help bring the persona to life!



6. Tying it all together
With all the details in place,now it’s time to put all the pieces together!  Format your 
personas in a way that works best for your brand. 

Here’s a persona template to get you started!

Remember, the details of your persona should be the information you need to 
understand and better communicate with your target audiences. Get a clear 
understanding of how they are looking to engage with your brand and what they need 
to know before purchasing from you. Don’t get caught up in unnecessary details, or the 
aspects of their lives that don't impact their relationship with your brand!

Keep your personas focused, relevant, and purposeful every step of the way!

https://docs.google.com/presentation/d/1ujnzkGu6BKbI6EYT4UfSUB39clJ0WFj8BiveXc5RGh8/edit?usp=sharing


Wrapping it up...

You can market your products without buyer personas. You can 
sell products without buyer personas. But you can market more 
effectively, and sell more products, with a better defined target 
audience at the core of your work.

Your buyer personas should be at the heart of everything your 
brand does. From website development and optimization, to 
advertising targeting and messaging, to your content strategy, to 
your offline branding. Craft the stories, message points, and 
promotions that mean the most to your ideal customers. Show 
them you’re paying attention, and that you’re a better fit for their 
needs than the competition.

Create a brand that they seek out because they know you 
understand them, and you offer the best possible products for 
their needs. 

“A well-developed buyer persona gives brands the 
direction and insight they need to make the best 
possible decisions, effectively engage their target 

audience, and sell more products.” 
- Adrian Bredeson, Director of Account Strategies



A little about us...

E-Power Marketing is a team of experienced online 
marketing professionals dedicated to providing highly 
effective online marketing services that make a 
measurable impact growing our clients’ businesses

We use content marketing, search engine optimization, 
online advertising and social media marketing to attract 
and convert buyers. We are dedicated to practicing the 
best effective, pragmatic, transparent and ethical 
online marketing strategies to cultivate long-term client 
partnerships.

Let’s connect so you can learn why.

Ready for the next step?
Set up a persona review with our 
team of experts to go over your 

work!

Let’s 
Connect!

http://www.epower.com/consultation-request
http://www.epower.com/consultation-request
http://www.epower.com/consultation-request
http://www.epower.com/consultation-request

