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So gehst du vor

v Team Workshop

v Wie viele Personas sind notwendig?
v Welche?

v Relevante Attribute wéhlen

v Whiteboard, Stifte, Post it

\/ Relevante Fotos dazu kleben
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User Persona Type

Goals

« Atask that needs to be completed
- Alfe goal to be reached
« Or an expenence 1o be feit

Frustrations

« The challenges this user would like 10 avod
- An obstacle that prevents this user from achieving thex goals
« Problems with the available solutions.

Bio

The bio should be a short paragraph to descnbe the user
Jjourney. it should include some of their history leading up to 8
current use case It may be helpful to incorporate information
lssted across the template and add pertinent details that may have

Motivation

Incentive

Fear

Growth
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Brands & Influencers

Preferred Channels

Traditional Ads

pe rsona [ ity been left out Highlight factors of the user’s personal and of
professional [ife that make this user an ideal customer of your [=———]
Introvert Extrovert product Onkne & Social Media
[E—

Thinking Feeling Referral

2] Remember - you may modify this template, remove any of the ]
Sensing Intuition modules or add new ones for your own pupose. Guerrilia Efforts & PR
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Judging Perceiving
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was denkt und fuhlt er?
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Buyer Persona

INVESTITONS ERFOLGS TYPISCHE KAUF- ENJS,\?SSI_
AUSLOSER FAKTOREN HURDEN PROZESS KRITERIEN
Was Wann erfullt Was hindert Wie informiert Welche
veranlasst das Produkt + die Persona ' sich die . Argumente
einen Kaufer | den Zweck far | daran, das . Persona? Was | und welche
dazu, nach ; denes i Produkt zu . beeinflusst die | Nutzenverspre
dem Produkt, | erworben . kaufen? . Entscheidung | chen haben
der Losung '+ wurde? Wann + Warum . ? Weristnoch | beider
oder der . istder Kunde : konnte sie . involviert? . Entscheidung
Dienstleistung ! zufrieden? . zogern? | . das groBte
ZU suchen? | | | . Gewicht?
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create products that matter.
make a difference.
together.

www.productlounge.net
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