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IEGHNICAL CAREER CENTER

\Workforce Education for Adults

JApprenticeship / Certificate / Skill-Based Programs
Provided by SCORE TriCounty
Compiling demographic information
about your buyers will only take you so
far in understanding how to reach and
what to say to your target customers. By
creating a “buyer persona” (a profile of a
customer to represent a particular group
of buyers) for each group of customers to
whom you wish to sell your products and
services, you will gain greater insight.
Buyer personas help you drill down to the
specifics of what motivates individual
customers to buy and identify what
communications channels will give you
an opportunity to connect with more of
your prospects and customers.

Commercial Drivers License Training
Certified Third-Party CDL Testing Center

Furniture and Cabinet Making

Drivers Education and Behind-the-Wheél
Training for Youth

FOR MORE INFORMATION#2:15*855¥393]1
REGISTER ONLUINEJATENMTCCYORG

Some of the most powerful benefits of
creating buyer personas include:

* Improving your marketing focus
because personas bring to light the
customers worth your time and market-
ing dollars.

HOW CREATING
BUYER PERSONAS
CAN HELP SMALL

BUSINESSES IN THEIR
MARKETING EFFORTS

¢ Giving insight to help you more
effectively craft your marketing messag-
ing.

e Helping you determine the best
marketing channels and advertising
venues to reach your ideal customers.

e Enabling you to give your buyers a
more personalized experience through
the sales process.

e Saving money and improving sales
because you are not developing products
and services to try to appeal to too broad
an audience. You have the insight you
need to focus your development efforts
on satisfying the needs of your ideal
customers.

How do you create buyer personas for
your small business? Here are a few steps
to guide you on your way:

(Continued on page 42)

CDC Guidelines:

* Develop your plan.
* Implement your plan.

we solve those nagging problems!

* Maintain and Revise your plan.

MAINTAIN A CLEAN AND HEALTHY BUSINESS

Clean Floors & More helps business owners and managers
design a cleaning and disinfection plan for their business or facility.

Our staff of cleaning specialist go through extensive training.
Our work is monitored by technology. That gives you more than
satisfactory results, and on a consistent basis.

This reputation makes us the Janitorial Service of Choice.

You show us your cleaning concerns and we’ll show you how
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NOW OPEN!

Serving elegant dinners Wednesday — Saturday
Reservations Preferred ¢ Catering Available
215-541-2250 * meritagebistro.com
914 Gravel Pike ¢ Palm, PA 18070

THE LOOMIS COMPANY

What if...

an
*"l €Mployee sues me>

meone slips & falls
my property?

Let us do the worrying for you!

From insurance application to program implementation,
The Loomis Company can provide the broadest coverage at a
competitive price for any size business.

Business Insurance, Personal Insurance, Aviation, Marine, Life/Health,

Employee Benefits, Risk Management, Special Programs

Contact Kelli Gerth, CIC, CISR:
0:484.334.9089 | C: 484.336.5663 | E: kgerth@loomisco.com

PROTECTING WHAT YOU VALUE MOST. YOUR PEOPLE. YOUR ASSETS. YOUR FUTURE.

850 N. Park Road, PO Box 7011, Wyomissing, PA 19610 | 610.374.4040 | www.loomisco.com

Affordable Luxury
Financing for everyone with rates a low as 2.49%
Guaranteed Credit Approval * All Income Types Accepted
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\
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JNNECTION

1415 W. High Street, Pottstown, PA 19464

484.624.3120

www.HighStreetAutos.com
Make your next move your best move right in town at High Street Auto Connection.

CREATING BUYER PERSONAS

(Continued from page 40)

1. Consider what you know right now
about your current customer base.

a. What characteristics do they have in
common?

b. What are their demographics (age,
gender, income, marital status, educa-
tional level, etc.)?

c. What do they do for a living?

2. Talk with your present—and past—
customers.

a. What challenges do they face?

b. What goals and aspirations do they
have?

c. How did they find you?

d. What made them want to use your
products or services?

e. What do they like about you?

f. Why have they stayed with you
rather than moving to the competition?

g. Why did they leave you and go to
the competition?
3. Write your personas.

Present them as fictitious individuals
who represent the typical traits and moti-
vations belonging to your specific ideal
customer groups. Incorporate the informa-
tion you know about them and create short
stories about who they are, the challenges

they face, their buying habits and what
motivates their buying decisions. You can
find many examples and templates online
for structuring your buyer personas.

Various factors (including your indus-
try, type of business and others) will affect
the number of buyer personas you should
have. For additional guidance and input
as you begin developing your customer
profiles, consider talking with a SCORE
mentor. SCORE volunteers have expertise
in all aspects of starting and managing a
small business, and they are here to offer
free insight to help you through all stages
of your company’s growth.

The SCORE TriCounty Learning
Center is offering workshops focusing on
Marketing and Sales for the month of
November. Visit their website, http://
tricounty.score.org, for information about
these workshops.

Since 1964, SCORE “Mentors to America’s Small
Business” has helped more than 10 million aspiring
entrepreneurs and small business owners through
mentoring and business workshops. More than
11,000 volunteer business mentors in over
320 chapters serve their communities through
entrepreneur education dedicated to the formation,
growth and success of small businesses. For more
information about starting or operating a small
business, contact SCORE TriCounty. You can call
610.327.2673, email tricounty@scorevolunteer.org
or visit the website at wwuw.tricounty.score.org.

E-V-E-R-Y-T-H-I-N-G

PRINTING

NEW LOCATION: 1145 E Philadelphia Ave ¢ Gilbertsville

Digital Print & Copy Center
Postcards & Brochures
Signs & Banners

Posters & Fliers

Fulfillment

Mailings

= (610) 367-7444 « EverythingPrinting.com
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