Buyer persona implementation

CHECKLIST

Introduction

In case you think you have reached the finish line as soon as you have
delivered your buyer persona research, you’'re wrong. Once you have the
insights into your buyer, the real work starts. You will have to use these
insights to build your marketing plan.

Do not let your buyer persona end up in a drawer. Keep an eye on your
persona and keep the insights up to date. That's the only way to stay
relevant to your target audience.

2 The birth of your buyer persona

Give your buyer persona always a name and a face

Validate your buyer persona with a customer and with Sales

Celebrate the birthday of your buyer persona, for example with a birthday cake

Map the buyer journey, because without a buyer journey your buyer persona
is not complete Make an infographic of your buyer persona

Hang your buyer persona infographic on the wall in your office

D Make a video with an actor or image of the buyer

Organize a buyer persona launch session for your organization or departments

Share information with management, sales, customer service, call centers etc.

Make an information package for your colleagues, e.g. in a sales training kit
or for new employees

Share your buyer persona information with your creative agencies

After one month

Organize a content mapping workshop to align your content strategy
with questions of the buyer journey

Prioritize the ideas of the content map and create a content calendar

Align your campaigns with the buyer persona and buyer journey

Evaluate your existing communication resources and channels and align
them with your buyer persona

Improve your website texts and/or navigation

Determine how you want to measure success

8 After a year

D Celebrate your buyer persona’s birthday

D Keep an eye on market developments, new technologies and
propositions, and adjust your buyer persona when necessary

| | Plan an annual evaluation with all stakeholders

| | Use systems like CRM or marketing automation to measure the success
of your buyer personas Make your buyer persona industry specific if
possible

D Deep dive into theme, country, or region of your buyer persona

Use customer satisfaction reports and (lost) customer conversations to
enrich buyer personas

Validate your content strategy again and check which content you can
recycle, aligned to your buyer persona

Let's do it

Have you checked all these steps? Are you satisfied with the contribution
of your buyer persona to your daily marketing activities? We hope so.

Any questions? You can always reach us at info@spotonvision.com or via
www.spotonvision.com.
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