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Do you know who your customers are? 
You probably have an idea of who they 
might be. For instance, if you sell 
backpacks you’re looking at customers 
who need to carry something, or if your 
company does removals, it’ll be people 
moving house or office. But that only 
gives you part of the story - different 
people will look for different types and 
styles of backpack; a big office move is 
very different to someone moving from 
a one bedroom flat. 
 
Let’s start with the who, what, when and why of 
customer personas. 
 

Who (which is also the What!)  
A customer persona is a fictional representation of a 
real person. People who fall within a persona 
description make up your target market, and you can 
have multiple target markets with multiple customer 
personas. 

A strong customer persona is made up of real data 
that you’ve collected through your own research, 
interviews and interactions with actual customers. 
The information you gather will depend on your 
product or services, but you can focus on these broad 
elements: 

• Demographics, such as age, gender, location 

• Motivations, such as their goals or why they 
want your product 

• The challenge they’re trying to overcome and 
how you can help them overcome it 

• Common objections to buying your product 

• Marketing materials you can use to appeal to 
their specific needs. 

 
A small business might have two customer personas, 
or it might have 20. 
 

When 
If you’re not already in business, the earlier in the 
start-up phase that you can start thinking about your 
customer personas, the better. If you’re in business 
and you don’t have customer personas in place, now 
is a great time to start. 

 
Why 
When you group people into customer personas, it’s 
much easier and more effective to design products, 
services and marketing campaigns around them. It  

There are lots of elements to your customers and 
knowing more about them can help you build your 
business and improve your customer service. This 
Power Tip will help you create customer personas, 
which can help you find and meet the needs of 
customers that fall into your target market. 
 

Business 
Power Tips  
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gives you answers to all things you sometimes 
wonder about your customers: 
“Do they use smartphones?”  
“Do they work from an office or from home?” 
“Where do they live?”  
“What are they looking for?” 
 
Talk to your customers and potential customers 
directly. No one will know your customers as well as 
they know themselves, so ask them. Use interviews, 
surveys or just an informal chat to really understand 
their needs and wants. 
 
Use social media. Twitter, Facebook and LinkedIn all 
offer analytic data about who is following your 
business. If you have a website, check out Google 
analytics. You can see where your site visitors are 
from, what keywords they used to search for you and 
what other pages they’re visiting. 
 

What Does a Customer Persona Look Like?  
They’ll be different for every business, but here’s an 
example: 
 

Business: JJ’s Floor Cleaning business in Port 
Augusta 
Customers:  John and Debbie 
 

Demographics: 
John and Debbie are a married couple, aged over 35 
years old, own their own home in Port Augusta and 
have children and pets. 
 

Goal: 
To keep the family house clean and well maintained. 
 
 
 

 

The challenge: 
Their kids are messy and their pets shed hair. Their 
carpets need regular cleaning. They find cleaning 
takes a long time and is disruptive to their home life. 

 
Marketing message that appeals: 
JJ’s Floor Cleaning can clean carpets quickly and 
efficiently. The equipment is state of the art, the team 
is happy to move furniture and will get the job done 
in record time. 
 
You can see how building a customer persona really 
gives you detailed knowledge of their needs and 
challenges, which let’s you target messages and 
value propositions to make your business more 
attractive. 
 

If you want to talk through some of your 
ideas about building customer 
personas, a Many Rivers business coach 
can definitely help, so please feel free to 
get in touch.  
 
 
 
 


