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Building on the groundbreaking success of the first edition, this newly
revised and updated version of Buyer Personas enables marketers to
stop wasting time and resources on their best guesses and start drilling
down to understand what buyers truly care about—then harness this
newfound knowledge to create strategies and messages that break
through the clutter and reach buyers on their level. In a world where
buyers frequently struggle to get the information they need to evaluate
competitive alternatives and feel confident in their choices, this book
lays out a step-by-step approach used by hundreds of companies to
understand what buyers want to know and experience as they search
for a solution to meet their needs, weigh their options, and make a
buying decision.



