Customer Persona Cheat Sheets

Build a persona links (FACT)
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2 – Build your own persona (FACT)
Describe them in detail, by using facts and figures. The more detailed you can make this, the better your
communications will be when it comes to really drilling down on your target market and the messages that resonate
to them. Spend some time researching your idea client and build a picture of who they are;

Build a persona (FICTION)
Visualisation
Are they male or female? What’s their name?
How old are they? Exactly
What is their job? For how long?
Do they enjoy it? Why / Why not?
Who do they work with?
Are they married?
How many children? How old?
Income?
Their partner?
Where do they live?
What is their house like?
What do they do for fun?
Where do they go on holiday?
What do they do with their mates?
Where do they eat out?
What do they drink?
What TV shows / films / box sets do they watch?
How is their relationship?
How long have they been together?
What do they fight about?
What do their circle of friends do?
Are they close to their families?
Where do they shop? For food / clothes?
What car do they drive?
Do they like material things or experiences?
What are their core values?
What's important to them?
What are the top 3 apps?
Any vices?
Any hobbies?
Play any sport?
Are they generally happy or not?

Why do they need you?
What problems do they have that you can help with?
How important to them are these issues?
Have they always been like this?
How do they feel about it?
What does it mean to them?
What are the consequences if they don't change?
What are the benefits if they do?
Why are these important?
Have they done similar work before?
What stopped them making changes before?
What keeps them awake at night?
What do they lie awake thinking about?
How do they feel about their family?
How do they feel about their career?
How do they feel about their finances?
How do they feel about their health & fitness?
What's the worst thing that can happen to them?
Why is that?
What will happen then?
Then what will happen?
What makes them happy?
What brings them joy?
What are their secret desires?
What would they do if there were no limits?
What would that mean?
Why is that important?
Roadblocks
What's stopping them?
What are their top 3 BS excuses?
Why do they have them?
What do they gain from them?

Empathy Map
How do they feel?
How do they think?
What do they say?
What do they do?
How do you help?
How will your services/product help?
What’s different about your way?
Why do your products/services work better for them?
Why will your ICA benefit specifically?
How will they feel?
What will the impact be?
Why is this important?
What else will they gain?
Why You?
Why you specifically?
What have you got that no one else has got?
How are you specifically aligned with your ICA?
How will they know you are the one for them?
Why now?
Why is NOW the right time to take action?
What Next?
What next step do you need them to take?

All of these questions will help to build your
customer persona on the next page (an
image of your ideal client – the one you
want to target)⬊

Build your own persona (FICTION)
Your Customers – Who are they? (describe them in detail, especially their problems and pain points). The more
detailed you can make this, the better your communications will be when it comes to really drilling down on your
target market and the messages that resonate to them. Spend some time thinking of your idea client and build a
picture of who you want them to be;

Persona template
Name
Image / Picture

Demographics

Short Bio

Hobbies / Activities

Personality Type

Pain Points / Challenges

Solutions

Motivations / Goals

Digital Preferences

Brands / Influences

Negative Persona
(what we

DON’T
want)!!

