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DO YOU HAVE BUYER 
PERSONAS DEVELOPED? 



INTRODUCTION TO BUYER PERSONAS CLASS PAGE

http://academy.hubspot.com/pages-product-class/


1 Why buyer personas are important

2 Updating your buyer personas

3 Segmenting your buyer personas

4 Creating negative buyer personas

5 Next steps and resources

AGENDA



The season of 
change is upon us. 
There is no better time to modify your 
inbound and buyer persona habits. 

FLICKR USER B ROSEN



1 WHY BUYER PERSONAS 
ARE IMPORTANT



How have buyer personas 
helped your inbound strategy?



Semi-fictional representations of your ideal customer based on 
real data and some select educated speculation about customer 

demographics, behavior patterns, motivations, and goals.

Buyer Personas are:



FLICKR USER JOE THE GOAT FARMER

Buyer personas and segmentation go hand in hand. 
By using buyer personas to segment your contacts, you’ll better market 

and reach your ideal customers.



What does a good 
buyer persona look like?



Focus on motives behind behaviors.

BEST PRACTICES FOR 
BUILDING BUYER PERSONAS

Choose one primary persona.

Keep personas fictional, but still realistic.

Tell your persona’s story. 



1. Basing your personas on outdated information

2. Too many personas

3. Not thinking about negative personas 

COMMON BUYER PERSONA MISTAKES



2 UPDATING YOUR 
BUYER PERSONAS



• Create content and messaging that appeals to your target audience

• Personalize your marketing for different segments

• Guide product and service development 

• Help you overcome challenges that you face as a marketer

DEVELOPING BUYER PERSONAS 
ALLOWS YOU TO:



Your buyer personas
are never complete.

Updating your buyer personas is just as 
important as creating them.



Quick Poll: When was the last 
time you updated your 
buyer personas?



FLICKR USER joiseyshowaa

Use the different seasons as a reminder 
to revisit and update your buyer personas. 



USE DIFFERENT CONTACT PROFILES TO UPDATE YOUR PERSONA



WHAT INFO CAN YOU PULL FROM MY PROFILE?



Use HubSpot lead intelligence to identify behavioral trends
PERSONA RESEARCH TECHNIQUE:

What topics 
are they 

reading about?

What types of 
content do they 

gravitate towards?

What social 
media networks 

do they use?



Be ruthless when 
updating your personas.
If you don't have enough information 
on a particular persona, remove it. 
In fact, don't be afraid to add or remove 
personas over time.



3 SEGMENTING YOUR 
BUYER PERSONAS



It’s true. You might have
too many buyer personas.



Start with one core persona and build from there. 
Once you start to analyze, you’ll start to see where one persona ends and another begins. 



• Company size

• Location

• Role or responsibilities 

• Common pain points 

• Common goals

• Your product or service

WAYS TO SEGMENT YOUR PERSONAS



How are your 
buyer personas segmented?



Segment your contacts by personas.



To test your segmentation strategy, an individual 
contact should only fit as one persona.

Contact X



Your contacts can identify with a persona 
when they fill out a form.



The form field answers 
the question of how the 
contact would describe 
themselves on a form. 
By creating a form field option, you are 
creating a drop-down form property option.



• When the buyer persona is vague

• When your company removes a product or service

• When you recognize negative traits 

WHEN SHOULD YOU REMOVE A 
BUYER PERSONA?



4 CREATING NEGATIVE 
BUYER PERSONAS



How many of you have a 
negative buyer persona?



A semi-fictional representation of who you don’t want as a customer. 
It will save you and your team time and money in the long run, as you 

won’t waste time marketing and selling to this persona.

Negative Personas are:



• They may be far too expensive to acquire as a customer

• They will never buy your product or service 

• They are too advanced for your product or service

• They are students engaging with your content for research 

CHARACTERISTICS OF A 
NEGATIVE PERSONA



1. Identify questions to ask to develop your negative persona. 

2. Determine how you’ll research your negative personas.

3. Compile research and answers to your paraphrased version 
of questions.

4. Use the buyer persona-building best practices to transform 
your notes into a complete negative persona.

STEPS TO CREATE A NEGATIVE PERSONA



Interview current customers
Negative Persona research technique:



5NEXT STEPS 
AND RESOURCES



1 Review your primary buyer persona and make updates

2 Collect persona information from HubSpot lead intelligence

3 Confirm your personas are properly segmented in HubSpot

4 Research and develop a negative buyer persona

BROADCAST NEXT STEPS



1 Introduction to Buyer Personas training 

2 Everything Marketers Need to Know About Creating 
Exclusionary Persona

3 8 Rookie Mistakes You Might Be Making With Buyer 
Personas

BROADCAST RESOURCES



HAVE A QUESTION?
Type it in the chat pane, now!



THANK YOU.


