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Learning Objectives:
After going through this module, you should be able to:

= Prepare a Buyer persona for your prospects in both offline and online settings

= Fathom Consumer and B2B Decision Making Processes and Role of Salesman in both
contexts

= Understand the Difference between B2C and B2B Selling



What is ‘Buyer Persona’ and why it matters?

In simple words, a buyer persona is a research based profile that depicts the target
consumer

It is like defining your ideal customer

Alternatively, it can also be said that a buyer persona signifies how a prospective
customer would look like in terms of demographics and behavioural profile



Why Buyer Personas’ matter?

Helps you personalize and assist in designing effective content
strategies based on highly targeted content

Provides basis for targeting profitable prospects/ customers




How Buyer Personas can be truly beneficial for Salespeople?

N\
. Helps them understand the prospects and customers on a deeper level, you learn why your customers buy?

\
‘ Helps in identifying unique pain points
\

Customized phone calls, face to face interactions and presentations

Saves precious selling time

|
‘ Helps in training sales team effectively
|

l
' Increases win rates and sales conversions, Assists in appealing different type of customers

‘ Helps in better understanding of the prospects and customer’s motives
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Points to Keep in Mind while Creating Buyer Personas

Personal

Psychographic Background Gender, Contact Shopping

Profile )
What is it that they are (32, DEEPEAT, EE R Preferences: call, Preferences: offline

Goals

; i e T Activities, Interest and Level, Educational - . Onli
trying to achieve in life? Op’inions Qualifications, Marital Mail, Personal Visit vs. Online

Status etc.




What gets
them
thinking
about your
category?

What
motivates
them to
act?

PAIN

POINTS

What do
they not
like in your
offering?

What is
stopping
G them from

closing the
deal?



Creating Buyer Personas

" |nvesting in Research

= Maintenance of Data Bases

= Regularly Interview Customers
= Dynamic CRM

= Use Prospects

= Use Referrals

= Use Your Current Customers

Source: https://blog.hellostepchange.com/blog/the-ultimate-guide-to-creating-actionable-buyer-personas, https://blog.hubspot.com/marketing/buyer-
persona-research



https://blog.hellostepchange.com/blog/the-ultimate-guide-to-creating-actionable-buyer-personas
https://blog.hubspot.com/marketing/buyer-persona-research

How buyer personas differ in online and
offline settings?

Lets Create a Buyer Persona



Source: https://visme.co/blog/user-persona-template/

SOLOMON
FARUQUI

I Software Developer

& Age: 26

Q Location: Houston, Tx

0
2 ABOUT HIM

Solomon is a gym rat. He was on the
soccer team during his college years
and now goes to the gym five to six

times a week.

As a software developer, Solomon
knows that his job involves spending
a lot of time on his computer, so he
makes up by spending at least an
hour every day in the nearby gym.

@ coALs

—> Purchase a bicycle to commute
——f> Create an Instagram fitness profile

—> Keep up with latest fitness trends

77

Everybody realizes the
importance of health when
they get sick.”

- Solomon F

@ PERSONALITY

Extrovert v

C D)
Sensor vE0%
(e—— )
Thinker 250w

€ )

%[ FAVORITE BRAND

* Adidas
* Nike

* Under Armour
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Buygthingcon

USER PERSONA

Julie Murray

AGE
36

Married

SOCIAL NETWORKS

0O

Source: https://visme.co/blog/user-persona-template/

BIO

Julie Murray is a freelance Graphic Designer. Although Julie
stays at home for most of the day, it isn’t an easy job to take
care of a 3 year old and a 5 year old, work on projects and

manage household chores. Julie often has a hard time
getting stuff from stores as it takes almost two hours to
wrap up shopping. with two kids.

DISSATISFACTION POINTS

o 5

The closest Target Commuting
outlet is 30 mins away wastes time

REQUIREMENT

A website that has a large inventory, with everything a
household needs for Julie to easily order things to be
delivered at her doorstep.
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References:

= Selling and Sales Management, Jobber and Lancaster, Pearson

= Consumer Behaviour, Schiffman, Wisenblit and Kumar, Pearson

= Sales and Distribution Management: Decisions, Strategies and Cases, Still, Cundiff, Govoni and Puri, Pearson
= Sales and Distribution Management: Text and Cases, Havaldar and Cavale, Mc Graw Hill

= Sales and Distribution Management: An Integrative Approach, Venugopal P, Sage.

*References for online and other resources have been provided as footnotes in the respective slides.
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Thank You
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