
Existing
sales information
Frequency and value in

your
     preferred way to

categorize customers.

Job, retired,
or

independentl
y wealthy?

Income
range?

Employment

Personality
Life of the party?

Always complaining
or asking for

freebees? Visits with
friends or loner?

Daily Life
What does a day look

like from the time
they wake until they

close their eyes?

Demographics
Male or female? Age?
Children at home or

empty-nesters? Where
do they live?

Values & Fears
What's important to
them? What keeps
them up at night?

Brand Role
Why are they

visiting us? How
can we make

their visit better
or more

memorable?

Visit 
information

When do they visit? Can
we alter the pattern in

any way?

8 Important
Questions to Answer
When Building Your
Customer Personas

Well-crafted personas can also be one of the best employee training tools
in your arsenal because they can have the effect of aiding in the 
 internalization of the customer - almost like knowing a friend, associate,
or family member. When you know a person well enough, you understand
how to communicate with them more effectively and efficiently, and you
know what motivates them to shop, return and compliment you to their
networks.

It is an exciting time for marketers. It's easier than ever to get to know
your customers so that you can create the brand experiences and messages
they like and want. Building customer personas get us even closer to our
customers, but they are only useful if they are USED.
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