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Providing free 
business advice 
and mentoring

Offering low or 
no-cost business 

training

Sharing free business 
templates and 

resources

As a resource partner of the SBA, we help small businesses by:

www.score.org/find-mentor

Request a SCORE mentor at www.score.org/find-mentor 

About SCORE

http://www.score.org/find-mentor
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Heather Turner

• 20 years in restaurant industry; 8 as Executive Chef (1983–
2003)

• 20+ years in hospitality consulting, specializing in ops & 
marketing

• Author of 3 business books (restaurant location planning, 
restaurant marketing, brick & mortar location planning)

• Teaches practical digital marketing & social media for small 
businesses

• Experienced keynote & educational speaker nationwide

• SCORE Certified Mentor since 2018
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Buyer personas: 
semi-fictional representations 

of your ideal customers based on 
data and research.

Buyer personas help 
you understand your customers 

(and prospective customers) better 
as well as how to target your 

message and advertising.
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Background / 
Demographics

Jane Doe
General Buyer Persona

.

• Job
• Location
• Career Path
• Family

Lifestyle
• Age
• Income
• Gender Identity
• Interests

Quotes
About goals, challenges, 

etc

Goals / Challenges
What do they want to 

accomplish?

Identifiers

How do they

Communicate? 

Where do they

Communicate?

What can we do? 
What’s our carrot?

Help our persona fulfill 
their needs/wants.  

Help our persona overcome 
their challenges.

Marketing Message
How can you describe your solution to your persona 

that would make them want to buy or use your product 
or service?

*

*

* *
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https://offers.hubspot.com/persona-templates
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https://www.hubspot.com/make-my-persona
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One Size 
Does Not 

Fit All
Each customer segment is unique and 

so is the business.

Tailor your personas to match the business 
don’t do a generic one.



www.score.org

How Many Personas?
It depends on your 

business, you could have 
as few as one or two 

personas, or as many as 
10 or more.
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Negative Buyer Personas

While a buyer persona is a representation of your ideal customer, a negative persona 
is who you don’t want as your customer and don’t want to target.

Examples:

• You sell dog products, it’s generally lumped under pet products, a negative 
persona might be someone who has cats and dislikes dogs.

• You sell an organic food 
product, a negative 
persona is someone 
who could care less 
about where the food 
originates and how it’s 
been treated.*
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Segment your marketing by buyer persona and 
tailor your messaging to what you know about those 

different personas.

You sell cell phones. The (persona) on the left is active and probably hard on 
their phones, the (persona) on the right is not nearly as active.
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To build a persona's basic 
demographic information. 

List:
Demographics
Age?
Income? 
Location? 
Gender Identity ?
Interests?
Other?

Loves dogs and loves 
coffee/caffeine 
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WIFM-What's In It For Them?
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Buyer personas can be created through 
research, surveys, and interviews
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https://blog.hubspot.com/marketing/buyer-persona-research
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Researching your competitors & your 
potential customers (persona info) 
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Research!
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The Button Store, over 5 Million Buttons!
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Ruth Connell
General Buyer Persona

.

Personality Traits
Introvert vs extrovert? 
Communication styles?
Leadership/Influencer?

• Extrovert
• Likes to leave reviews
• Tells Everyone on Facebook when she 

likes/dislikes a product
• Micro-Influencer

What problem does your 

product solve?
Cost savings? Value? Quality?

• Less expensive than the competition

• Much bigger selection then the competition

• Free shipping

• Highly rated quality (online)

• Antique and Baroque style buttons

• Very easy to navigate online store

Detractors

• Some product is outsourced to overseas

Identifiers
How do they communicate? 

Where do they Communicate?

• Facebook: posts publicly regularly

(1 X per day)

• Instagram (1 X per week)

• Social with friends and new friends at 

least once per week in large groups in 

person

• Prefers texting to email

What are their carrots and 
pain points?

• She makes costumes for theatres and for 
renfaire actors. Finding unique old style 
buttons is difficult 

• And usually costs too much for the budget 
she is given to work with.  

• Free shipping is a plus as well as the only 
other place she can find a decent selection 
is 2 hours away (gas/expense/hassle)

• She likes coupons and sales, your company 
sends out weekly newsletters with that 
content

Marketing Message
Our company sells one of the largest selections of affordable buttons in the 

United States. We have over 5 million unique buttons, from modern, to 
baroque, industrial to antique styles. We offer FREE shipping on all orders 
and we offer weekly sales and specials. We have a button for every project.

● Job: Creative Writer/Freelance & Costume 

Designer

● Career Path: Probably retiring within the 

next 5 years

● Lifestyle: Likes to Brewpub 

● Hop, tabletop gamer

● Family: One Older Brother,

● Married with 2 adult children

● Close to a lot of larger extended family

● Age: Mid 60s

● Income: 35K

● Nickname: Rowena

● Interests: Ren-Faires, Sci-fi, Foodie, 

Sewing/Design, Social
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The strongest buyer personas are based on market research plus information you 
gather from your actual customer base or by researching your competitors.
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Researching your competitors followers

Have they left reviews? What other review 
types/targets have they written?
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Researching your competitors
Who has liked, comments, shared a post
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Questions?
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Helpful Links

• Find SCORE resources for small businesses at 
www.score.org/templates-resources 

• Find more SCORE live and recorded 
workshops and  courses at 
www.score.org/get-business-training 

• Book an appointment with a SCORE mentor at 
www.score.org/find-mentor

http://www.score.org/templates-resources
http://www.score.org/templates-resources
http://www.score.org/templates-resources
https://www.score.org/get-business-training
https://www.score.org/get-business-training
https://www.score.org/get-business-training
https://www.score.org/get-business-training
https://www.score.org/get-business-training
http://www.score.org/find-mentor
http://www.score.org/find-mentor
http://www.score.org/find-mentor
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Funded in part through a cooperative 
agreement with the U.S. Small Business 

Administration.

All opinions, conclusions, and/or 
recommendations expressed herein are 

those of the author(s) and do not 
necessarily reflect the views of the SBA.
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