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See 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, conte


