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Working with a Persona or an Avatar is like working with an imaginary friend, except that this friend will help make you 

money! 

The idea of the Persona or Avatar (we will call it an Avatar throughout) is simple really:   

Your business needs to make sense to the person you are talking to 

Your business needs to have clear, relevant messaging that addresses the issues your customers – and your prospective 

customer – are facing.  And to achieve this, the customer and prospective customer, needs to make sense of you. 

 

 

 

 

 

Your business needs to make sense to 
the person you are talking to 

 

Buyer Personas (Avatars) and how to create them 



  

  

 

1. Understand why your business needs an Avatar 

2. Understand how Avatars can be used 

3. Understand how Avatars are created 

4. Create your own Avatar by providing a step by step guide to help you 

 

 

  

 

This paper aims to help you: 



  

 

Visualising your ideal customer will help you do four very important things: 

 

1. Identify with their needs and challenges 

2. Understand how to successfully communicate with them 

3. Create a Contact Relationship Management (CRM) system which reflects your business model 

4. Use a CRM to underpin and grow your business 

 

By mapping out the most common behaviours, traits and demographics of your customer base, you will be able to narrow 

them down into a set of generalised representations of people.   

 

This is also the case for B2B organisations – your Avatar is the person you 

communicate with, or hope to communicate with, within that organisation 

who makes the decision to buy, rather than the business they work for.  This 

person will encounter different frustrations and have different needs than a 

customer of a B2C organisation clearly, but this will be reflected in the 

creation of the Avatar.  

 

1. Why your Business needs an Avatar 



  

 

Avatars make it possible to create dynamic marketing communications that are highly personalised and targeted.  They 

allow you to send different messages to different types of customer, based on such things as their typical challenges, job 

role and preferences. 

By imagining you are having a meeting with your Avatar that they are actually sitting in a 

room with you, you will find it easier to identify and write your marketing messages.  By 

tailoring your messages to your prospective customers  like this, you will be able to be 

much more specific and relevant to your audience and they will be more likely to respond 

positively to your marketing.  

When you combine this with the ability to dice and slice your data so that a targeted 

message is sent to a clearly defined segment of your prospective customer base then 

your effort will be rewarded with an increase in customer up sell, retention, conversion 

of leads into actual sales and give you a shorter sales cycle – enabling you to see an 

improvement on your bottom line. 

Avatars help you define the right offering, the right communication tools, the right segment in your 

CRM and the right language to reach them. 

Many marketers use Avatars to sanity check messages and tactics before launching a campaign.  The easiest way to do this 

is to define as much as possible about their preferred behaviours and challenges.   

The final and most empowering part of this process is the action of naming your Avatar as this makes them real. 

 

2. How can Avatars be used? 



  

One way to build an Avatar is through researching your target audience using surveys and interviews.  The best audience 

cross-section is made by speaking to active customers and prospects as well as people outside of your current network 

who may need your services.   

Investing time now will pay dividends later  

Research your existing customer base/prospective customers - there are various online 

survey tools you can use, but the best way to get useful, accurate information is through 

conversation.  Talk to people, face to face or over the phone, asking questions around 

what they think about your product or service.   

Most people will be helpful and forthcoming if you explain that you will be able to create 

even better products and services as a result of their input. 

Follow the snail trail – make an effort to always find out how your customers found you 

to begin with; capture this on your CRM. Then make sure you know how they access and consume your content on a 

regular basis.  This can be done by tracking software or by asking your customers when they first sign up. 

Listen and Learn – your sales team will be able to give very useful input on their active leads.  Take time to review these 

together and learn from their interactions with prospects and customers, so that you can discover relevant behaviours 

that way. 

Capture the data – contact forms, which either feed directly into your CRM or on a hard copy – are there to prompt you to 

ask relevant questions to help differentiate your messaging to different Avatars. 

Investing time now will pay 

dividends later 

 

3. How are Avatars created? 



  

 

Now it’s time to have some fun and create an Avatar.... 

 

Start by reviewing any research that you have done, break down your findings into overlapping or common denominators, 

then take yourself away from your usual workspace, clear your mind, allocate and dedicate some time so that you will not 

be disturbed.  

Depending on your business you may have one or more Avatars – if you have many complex or diverse products or 

services you may have 10 or 20 Avatars. 

Use the following pages to guide you through the process, if you don’t know the answer to one of the questions move 

quickly to the next and come back to the one you were stuck on. 

 

Create Your Own Avatar by using this template..... 

  

 

4. Create your own Avatar 



  

 

Is it Male or Female?    .............................................................................. 

Where does he/she live?    .............................................................................. 

Height/weight/build/hair colour  .............................................................................. 

Dress sense (smart/casual)   .............................................................................. 

Age       .............................................................................. 

Job Role      .............................................................................. 

Family      .............................................................................. 

Leisure activities     .............................................................................. 

Holiday destinations    .............................................................................. 

Number of holidays a year   .............................................................................. 

Personality type (eg respectful,  

thoughtful, self reflective,  

intelligent, funny – or the opposite)  ..............................................................................  

 

Step 1 – Describe your Avatar 



  

 

What is his/her biggest desire?   .............................................................................. 

..................................................................................................................................................... 

What is his/her biggest problem?   .............................................................................. 

..................................................................................................................................................... 

What keeps them awake at night?  .............................................................................. 

..................................................................................................................................................... 

How can you help him/her right now?  .............................................................................. 

............................................................................................................................. ........................ 

How can you help him/her in 3 months? .............................................................................. 

..................................................................................................................................................... 

How can you help him/her in 6 months? .............................................................................. 

..................................................................................................................................................... 

 

 

Step 2 – What problems does your Avatar face? 



  

 

Which websites does he/she visit?  .............................................................................. 

Which papers does he/she read?  .............................................................................. 

Which groups is he/she part of?  .............................................................................. 

Which pages does he/she like on FB?  .............................................................................. 

Who do they follow on Twitter?  .............................................................................. 

Which events does he/she attend?  .............................................................................. 

Which clubs is he/she a member of  .............................................................................. 

Is it easy to find his/her contact information  

on the internet (this can indicate how  

receptive they would be to being  

contacted via a cold call/email)?  .............................................................................. 

Now sit back, picture your Avatar and name them  

Congratulations you now have your very own Avatar! 

 

Step 3  – Where do you find your Avatar 



  

 

 
Thank you for reading this White Paper, I hope you have found the content useful.   
 
Blake Consultants Ltd helps reduce the pain of running a business by increasing efficiency, providing a solid infrastructure 
on which to build.   
 
If you would like to explore ways in which I can help you and your business please email me on 
Julia.blake@blakeconsultants.co.uk, call me on 077775 791682 or visit my website at www.blakeconsultants.co.uk 
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Helping small and medium sized businesses grow 
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