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Buyer personas are fictional representations of your ideal client. Using them as part of your marketing
strategy allows you to develop highly targeted messaging to the prospects you want to win over as a
client. Use the following template to build out your ideal client persona(s). 
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Buyer's Journey
The next step is to map out your buyer’s journey. The buyer’s journey is the process buyers go through
to become aware of, consider, and decide to purchase a new product or service. Use this template to
map out the buyer's journey for your persona(s).
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