persona interviews

iInstrumenten om gesprek te voeren



wat zijn persona’'s?
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Buyer Persona
Profile

Priority Initiative

Education

Persona name REINELGE]

Bachelors in Marketing, Advertising,
Communications, or equivalent experience

Success Factors

Digital Marketing Manager, Marketing
LEIEEN  Manager, Agency Owner

Perceived Barriers

Industry,
geographic or
other segments

Reports to

Solutions,
Sales Play or
Campaign

Decision Criteria Buyer’s Journey

B2B

VP Marketing or Agency Owner

Email Marketing

MY RESPONSIBILITIES

* Effective planning and implementation of
marketing content

Establishing and adjusting strategies to meet
goals

= Engaging in business partner relationships
with clients and/or cross- functional
resources

* Project management, executing reporting
and presenting results

* Delivering work product and staying current
with industry standards and trends.

HOW | AM EVALUATED

* Knowledge of marketing project workflow
process and digital process lifecycle

Attention to detail and accuracy

Quality of written, presentation and verbal
communication skills

* Knowledge of digital and social media
analytics

* Budget management, metrics and reporting,
especially demand generation

Ability to work as a member of a persuasive
and effective member of a team

INFORMATION RESOURCES | TRUST

* Business professionals (peers)
* Consultants

* Internet / websites

* Business social media

* Events [ conferences

* Personal social media




hoe komen we van
persona naar aanpak?
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The Value Proposition Canvas

Value Proposition Customer Segment

Gain Creators

»

Products Customer

& Services L Job(s)
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Interview technieken



wat is belangrijk voor je?




hoeveel van je inkomen besteed je aan...?




Hoe ziet je dag er gemiddeld uit?

A day in the life of Ann




Het Value Proposition Canvas

Klantprofiel

Pynpunten (pains)
-
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Beantwoorden voor je gaat beginnen

Hoe verdelen we de doelgroepen?

Hoe definiéren we de klantvraag voor dit
project?

Hoe voeren we over die klantvraag het beste
een gesprek, de doelgroep indachtig houdend?



