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12 of 13 people found the following review helpful. Limited Value for Businesses that Deal w/Low Consideration 
Solutions and ProductsBy Ms TeetaThis is a good resource for businesses that deal in high consideration 
solutions/products - meaning items (or services) that are not purchased on a whim or impulse - instead items/services 
that involve a fair amount of thought and options weighing before making a committment and handing over a wad of 
cash. I mostly deal with lower consideration items so most of the processes discussed don't apply to my line of work. 
However the author offers a few useful insights for small time players on how to benefit from a BP. All in all, despite 
it being pretty boring, I closed this book with more useful information trapped in my brain than I had when I started - 
so all was not lost and I have to give it 3 stars. I recommend that anyone curious about BPs, check this one out from 
your local library - because unless you're a professional who deals with high consideration businesses, you're going to 
not going to find this book very useful.2 of 2 people found the following review helpful. Buyer Personas the Right 
WayBy Ellen ValentineIf you are a marketer, strategy director or corporate executive, this landmark book helps you 
get out of your own product and service myopia and turns you back to focusing on your customers and prospective 
customers. Only when you begin to understand the customersrsquo; journey, their buying triggers and perceived 
barriers can you truly elevate the effectiveness of not only your marketing but also your sales approach, your business 
strategy and more.Buyer Personas not only explains why you should adopt the methodology, but the author also walks 
you step by step through how to conduct buyer interviews, assimilate interview data, transform data into insights, build 
the persona(s) and design the messaging that will resonate with buyers. Don't be deceived by short cut processes to 
create summaries of buyers that describe college education, magazine subscriptions and little else. This is the only 
methodology that works.6 of 6 people found the following review helpful. Will change the way you look at your 
marketing departmentBy K. T. JensenTruly exceptional. For as long as marketing has been an integral part of 
business, it's been viewed as a "soft science," run on speculation and emotion. Buyer Personas reveals that there is a 
data-driven methodology that works. Full of real-world example of Revella's process in action, this book is integral for 
any marketer who wants to take things to the next level and directly address the needs of their customer base. I can't 
recommend this book highly enough.

Named one of Fortune Magazinersquo;s ldquo;5 Best Business Booksrdquo; in 2015See your offering through the 
buyer's eyes for more effective marketing Buyer Personas is the marketer's actionable guide to learning what your 
buyer wants and how they make decisions. Written by the world's leading authority on buyer personas, this book 
provides comprehensive coverage of a compelling new way to conduct buyer studies, plus practical advice on 
adopting the buyer persona approach to measurably improve marketing outcomes. Readers will learn how to segment 
their customer base, investigate each customer type, and apply a radically more relevant process of message selection, 
content creation, and distribution through the channels that earn the buyers' trust. Rather than relying on generic data 
or guesswork to determine what the buyer wants, the buyer persona approach allows companies to ask the buyer 
directly and obtain more precise and actionable guidance. Buyer personas are composite pictures of the people who 
buy solutions, services or products, crafted through a unique type of interview with the people the marketer wants to 
influence. This book provides step-by-step guidance toward implementing the buyer persona approach, with the advice 
of an internationally-respected expert. Learn who buys what, and why Understand your buyer's goals and how you can 
address them Tailor your marketing activities to your buyer's expectations See the purchase through the customer's 
eyes A recent services industry survey reports that 52 percent of their marketers have buyer personas, and another 28 
percent expect to add them within the next two years ndash; but only 14.6 percent know how to use them. To avoid 
letting such a valuable tool go to waste, access the expert perspective in Buyer Personas, and craft a more relevant 
marketing strategy.

From the Inside FlapThe best way to understand what people want is to get to know them. Businesses are beginning to 
re-embrace this truth, and to realize that Big Data reveals only part of the customer's story. Marketing surveys have 
indicated that, within the next couple of years, at least 80 percent of all marketers will be using buyer personas to 
define their audiences and guide business strategies. Those who have already tried the technique have been amazed by 
its ease and value, yet, for many, buyer personas are still not translating to increased business. Buyer Personas is a 
long-awaited how-to guide for marketers who want to implement buyer-expert marketing effectively. Creating buyer 
personas is the process of conducting one-on-one interviews with customers to get a handle on their mind-sets, 
understand their purchasing decisions, and build three-dimensional profiles of real buyers. But how are these 
interviews conducted? And then what? Buyer Personas addresses these questions in a concise and refreshingly 
relatable way. Adele Revella hopscotches over fads and hysteria to prove that asking customers about their 
decisionsmdash;and then systematically analyzing their answersmdash;is one of the most powerful strategies around. 
"Know your customer" is an adage as old as marketing itself, but, in the digital era, many are forgetting this timeless 
truth. Although it's possible to gather mountains of information on just about anything, no amount of data will help 
marketers understand customers as wellmdash;or as quicklymdash;as simply listening. Interview a customer tomorrow 
morning, and by tomorrow afternoon you will have robust new knowledge of how your buyers think, without any of 



the pitfalls that accompany less people-centered approaches. Buyer Personas provides immediately actionable, step-by-
step procedures and answers to the questions that marketers ask as they begin to build and use buyer personas. 
Beginning with the principles of buyer persona marketing, then proceeding to a practical method for contract or in-
house buyer persona development, the book concludes with the most crucial elementmdash;making use of buyer 
personas once they have been generated. Countless examples show that this last step is where too many marketing 
executives fall short. They focus on the goal of creating buyer personas without a clear plan that guarantees a useful 
outcome. The third section of Buyer Personas assures that the buyer persona initiative leads to sales and marketing 
activities that measurably impact business goals.From the Back CoverPRAISE FOR BUYER PERSONAS "I find that 
most marketers have no 'real' idea how to develop buyer personas for their organization. This critical component is 
either missing or completed incorrectly for the majority of enterprises. Don't let this happen to you. Buy this book and 
implement this strategy in your organization today." mdash;Joe Pulizzi, Founder, Content Marketing Institute and 
Author of Epic Content Marketing "In an age of Big Data analytics, where all the emphasis has been on B2C 
marketers inferring consumer buying tendencies by crunching Web logs, it is good to see new work on the qualitative 
side of the ledger, focused on specific individuals making considered purchase decisions shaped by personal and social 
values. Adele's focus on buyer personas provides a great platform for building B2B marketing campaigns." 
mdash;Geoffrey Moore, Author of Crossing the Chasm "Business schools advise marketers to listen to customers. 
Adele Revella provides a powerful methodology to understand customers. This book is an important contribution to 
the marketing literature. Highly recommended." mdash;S. Thomas Emerson, Distinguished Career Professor of 
Entrepreneurship, Carnegie Mellon University in Qatar "'If you build it they will come' no longer works in the high 
tech industry. Adele's book is a practical guide to starting with the customer first, making your marketing more 
relevant so you can close more business faster. Most important is her approach to understanding why buyers don't 
choose your solutions, providing the marketing innovator with an opportunity to turn objections into key selling 
points." mdash;Bridget C. Bisnette, Senior Director, Cisco Systems "In a world where marketing is increasingly about 
listening to your customers and meeting their needs, you need to find a way to both do that well and do it efficiently. 
Here, Adele Revella delivers the prescription." mdash;Ann Handley, Author of the bestselling Everybody Writes and 
Chief Content Officer, MarketingProfs "Look no further than this tried-and-true playbook from the reigning queen of 
the buyer persona. Adele Revella's practical, step-by-step approach has been immensely valuable to help us develop a 
more effective messaging strategy. Buyer personas help us get inside the consumer's mind-set, instead of falling back 
on the 'me-too messaging' that's so prevalent in our industry." mdash;Marissa Myers, Director of Marketing, Dreyfus 
Sotheby's International "Adele's message is simple but incredibly powerfulmdash;market from an understanding of 
what really matters to buyers. It might sound simple, but it's hard to do. Want to know your customer better? Want a 
better way to communicate with them? Want to change the game on your sales and marketing? This book shows the 
way, with a clear and effective road map for developing and using personas." mdash;Tim Cook, Partner Vice President 
of Client Services, The Mx GroupAbout the AuthorADELE REVELLA is the CEO and Founder of Buyer Persona 
Institute and a leading authority on buyer personas. Through her company's research and workshops, Adele's buyer 
persona methodology has become the gold standard for thousands of marketers in hundreds of global companies. She 
is widely recognized as a marketing and business leadership speaker, consultant, blogger, and workshop facilitator. In 
her decades-long marketing career, Adele has seen the discipline from all sides: executive, consultant, trainer, and 
entrepreneur. 


