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Persona example
Michael is a persona who represents middle-class professionals in their fifties with teenage children. When you are making decisions about sales and marketing strategies for this market, think about Michael and ask what motivates him to buy a product/service. Where does he go for information? What sales messages does he need to hear? What will motivate him to choose one product/service over the other?

Name: Michael
 (
He/she is likely to buy the following product(s): 
Expensive wine
Fish dishes
External activities you recommend.
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	A. Demographics
	

	Name: 
Tip! Use a Christian name that is reflective of their generation. For example, ‘Arthur’ might suggest one persona and ‘Jed’ another
	Michael

	Age Group: 
	52

	Male/Female: 
	Male

	Single/In a relationship: 
	Married

	Children – Yes/No: 
	Yes – 3 teenage children

	Education:
	Higher Diploma in Education

	Car:
Tip! The type of car they choose to drive (e.g. a saloon, estate, hatchback or a sports car) paints a picture of their personality type
	Ford Saloon

	Favourite radio station
Tip! Their favourite radio station tells you more about their personality type. E.g., 2FM, Radio 1, Lyric FM, Today FM
	Today FM

	Occupation: 
	Secondary School Teacher

	Location: 
Tip! Ireland (including County), Ireland, Britain, Europe, North America, Other
	Thurles, Co. Tipperary

	B. Hobbies
	

	He/she has the following hobbies:

	· Golf
· Hill walking
· Part time charity work

	C. Needs and motivations
	

	He/she has the following customer needs: 
Tip! Describe the key decision drivers that motivate them
	· Easy distance and accessibility.
· Value for money. 
· Good food. 
· Peace and quiet - no young people having stag or hen parties. 
· Easy access to the mountains

	He/she has the following expectations about the product/service which we offer:
Tip! What are things that are really important to them – the ‘tipping points’? 
	· Timeless
· Peaceful  and relaxing
· Discreet
· Familiarity - same faces and the staff remember names and needs
· The hotel doesn’t change too much or too often. 

	His/her top 3 criteria when purchasing this product/service:

	1. Travel time and distance
2. The bedroom
3. The staff

	When making buying decisions, he/she is influenced by:
Tip! Remember all the things you do to attract customers. For example, newsletter and web promotions.
	· They are known/acknowledged
· Value
· Changing menus
· The newsletter updates
· Packages 
· Web promotions

	What will persuade him/her to buy our product/service?
Tip! Think about ‘calls to action’ and value packages
	· Familiarity
· Consistency
· Regular contact – newsletter packages and regular greeting cards 

	D. Likes and dislikes
	

	He/she likes the following in a product/service:
Tip! Think of your USP’s and staff behaviour
	· Discretion
· Professionalism
· Product knowledge
· Interaction

	He/she dislikes the following in a product/service:
Tip! Think about what would make him/her decide not to stay at a hotel 
	· Noise
· A hectic atmosphere
· Loud music
· Being rushed
· Not being thanked

	E. Questions he/she will ask
	

	When making buying decisions, he/she is likely to ask these questions:
Tip! The more you know about your customer, the easier it is to anticipate their needs and questions
	· Can you pick me up from the station?
· Will you book me a window table tonight?
· Can we have our usual bedroom?
· We might go out fishing tomorrow, is the boat free?

	F. Sources of information
	

	He/she is likely to get information about our product/service from the following sources:
Tip! Word of mouth, e.g. recommendations from friends or family, websites, blogs, social networks, newspapers, magazines
	· Our website 
· Our newsletter
· Our greeting card
· Our telephone call
· The internet
· Magazines
· Radio
· TV
· Friends
· Relatives
· Reminders

	G. Options to engage with him/her
	

	We can use the following options to engage with him/her:
Tip! Website advertising, direct marketing and sales meetings
	· Sales meetings
· Our website
· Our newsletter
· Telephone call

	We can use the following sales/marketing messages to persuade him/her to buy our product/service:

	· Relax in peaceful seclusion at our country hotel
· Great value hiking breaks
· Play on our award winning golf course while your partner relaxes at our spa 
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