Buyer Personas in B2B:

To Outsource or Do It Yourself?
7 Key Considerations

Mapping your buyer and developing a buyer persona is an intensive task.
As a marketer, are you going to take it on yourself or outsource?
This overview will help you make that choice, using 7 considerations.

How many respondents and time do | need for a

buyer persona project?

v 12 to 15 respondents
v/ 6 to 8 weeks
v 120 to 140 hours

ooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooo

Conclusion
Creating a single buyer persona profile will require 120 to 140 hours, with an
average lead time of 6 to 8 weeks.

Creating a buyer persona: what does it require from me?

| am subjective, does that matter?

v Immerse yourself in the buyer’s world and the buying process
v/ Distance yourself from your company and remain objective

v Understand their challenges

ooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooo

Conclusion
A successful buyer persona interview requires you to distance yourself from
your company during the interview.

What interview skills do | need for a buyer persona

survey?

+ Ask the right questions
v/ Go in depth

Vv Listen, steer, and lead the conversation

ooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooo

Conclusion
Experience with in-depth interviews is a must. You need to be able to ask questions,
recognize emotions, and get to the heart of the matter.

e How can | best analyze data for a buyer persona profile?

v Take your time to concentrate
v/ Avoid making assumptions

v Analyze the data and use it to build a valid profile

ooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooo

Conclusion
A good analysis requires the right approach and validation of the results.

e How do | map the buyer journey?

v Ask questions and use an interview grid
Vv Clarify the buying process step-by-step
v/ Map the entire buying process

ooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooo

Conclusion
Work with an interview grid, keeping the buying process in mind. This helps you
fully map the buying process.

How will I ‘map’ the content once | have

the buyer persona?

v Provide an answer to every question of the buyer in the form of content
v Develop unique ideas that can be implemented within the next 2 years

v Take your time for a good content map

ooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooo

Conclusion
You need time and creativity to create a good content map, with original and
feasible ideas.

How do | build a B2B content strategy based on

my buyer persona?

v Research which channels the buyer uses
v/ Find out which content format suits the buyer best

v Use the points above to create an overall picture

ooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooo

Conclusion
To deploy effective content marketing, you need an overall picture; a buyer
persona profile, a detailed buyer journey, and a comprehensive content map.
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Getting Started

If you are going to work with buyer personas yourself, take the time for
the project to make it a success. Do you have any questions or need help
after reading these 7 considerations? We can support you throughout
the process. Please send an email to shimon@spotonvision.com or call
+31(0)6 15 95 22 46.
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