
INCREASE YOUR RELEVANCE AND 
SUCCESS THROUGH PERSONAS

Presented by: Tricia McKim



ABOUT ME
➤ 15 years in marketing and 

communications 

➤ Content strategist and creator 

➤ Content geek



TODAY WE WILL:

➤ Discuss the make-up of audience personas and how they 
enhance your marketing 

➤ Explore methods and key questions used to obtain  
persona data 

➤ Review the steps you can take to effectively use personas



PERSONAS DEFINED



AUDIENCE PERSONA VS. BUYER PROFILE

➤ Buyer Profile: Basic information gleaned from 
third-party sources 

➤ Audience Persona: Basic information plus buyer insights 
gleaned from conversations with your audience



WHY PERSONAS?



KNOW YOUR AUDIENCE



“People buy from businesses they like. 
People like businesses they feel they 
can trust.

-Quinn Tempest



UNDERSTANDING YOUR AUDIENCES ALLOWS YOU TO:

➤ Increase relevancy 

➤ Boost lead-conversions 

➤ Net higher profits



PERSONAS PROVIDE:

➤ Clear understanding of your audience 

➤ Consistency 

➤ Marketing ammunition



BUILDING AUDIENCE 
PERSONAS



FOUR STEPS:
➤ Identify and hone your 

audience segments 

➤ Gather the best data 

➤ Ask the right questions 

➤ Create your persona 
documents

BUILDING  
AUDIENCE  
PERSONAS



IDENTIFY & HONE YOUR AUDIENCE SEGMENTS



GATHER THE BEST DATA

➤ Internal teams 

➤ Sales 

➤ Customer support 

➤ Marketing 

➤ Others with key customer knowledge 

➤ Third-party sources 

➤ YOUR AUDIENCE



ASK THE RIGHT QUESTIONS: DEMOGRAPHICS



ASK THE RIGHT QUESTIONS: JOB FUNCTION & RESPONSIBILITIES



ASK THE RIGHT QUESTIONS: GOALS, CHALLENGES, MOTIVATIONS



ASK THE RIGHT QUESTIONS: INFLUENCERS



ASK THE RIGHT QUESTIONS: PERCEPTIONS OF YOUR COMPANY



CREATE PERSONA DOCUMENTS



PERSONA EXAMPLES



From: Morningstar Communications & Grundfos



SAM 

Sam is a seasoned business professional in her mid-50s. She is a 
senior leader at a medical supply company. As a wife, mother and 
executive, Sam is extremely busy, and is always looking for the 
most efficient way to complete tasks.  
Sam expects her bank to be convenient and reliable to reduce the 
amount of stress in her life. She prefers to work with community 
banks because she values stimulating the local economy. However, 
she has been frustrated with the general lack of knowledge and 
frequent errors by her current bank’s staff. She wants a bank that 
values her as a customer, and is capable of handling business 
transactions involving large amounts of money.  
Sam plans on retiring within the next 10 years. As a result, she 
will also need a bank that can handle several types of retirement 
plans without incurring tax penalties. She is hesitant to switch 
banks because of the hassle, but would do so if the right 
opportunity presented itself. 

From: Morningstar Communications



From: HubSpot



From: Software Advice

https://www.softwareadvice.com/resources/create-a-better-buyer-persona/


From: The MarketingInsight.com

http://MarketingInsight.com


From:UXPlanet.org



PERSONAS IN ACTION



MARKETING/COMMUNICATIONS AUDIT



ALIGNING MARKETING AND COMMUNICATIONS EFFORTS TO PERSONAS

➤ Craft messaging that addresses persona challenges, goals, 
common objections, etc.  

➤ Understand the buyer’s journey for each persona, create 
materials that answer their questions along each stage of  
their journey 

➤ Use insights from personas to determine the best channels 
through which to communicate with your audience 

➤ Create content with a specific audience persona in mind, for 
example a new blog post or video



SO NOW YOU KNOW:

➤ Why personas are important 

➤ How to create effective personas 

➤ How to use personas in your marketing efforts



QUESTIONS?
Tricia McKim  
913.515.9048  

tricia@triciamckim.com


