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Hello!
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Who am I and why am   
I up here talking?
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Who am I and why am   
I up here talking?

Dedicated to Helping Iowa Women Business 

Owners Launch and Grow Their Business

DreamBuilder Grad!



Image FPO

Who am I and why am   
I up here talking?

Currently

A Sales and Marketing Consultancy

Founder and Chief Strategy Officer

Previously

Des Moines Based Agency Serving Local and National Accounts 

Managing Director, Client Services and New Business Development



Who are we and why are 
we up here talking?

Professional Marketing Experience

Who am I and why am   
I up here talking?

National Clients

Local Clients



more info

Marketing ChallengesToday’s Agenda
Your Audience. Your Brand. 

Why It’s Imperative to Identify Your Brand AND Your Audience (Small Group Exercise)
Steps to Take to Truly Understand Your Audience  (Small Group Exercise)

How to Capture that Knowledge in a Useable Format
How to Make that Knowledge Actionable in the Marketing Space 



Where Do I Start?



more info

Marketing ChallengesSelf Exploration

Why is it important to understand your brand?



Brand Archetypes

A tool for brands to identify with to connect on a human and emotional level.



Brand Archetypes

Why is this important to your audience?



Brand Archetypes: You have a handout! And a 
written overview of each for safe 
keeping.

Tools for You!



more info

Marketing ChallengesPersonas
(aka your priority audience groups)

Why is it important to understand your audience?



Personas

The average attention span for the notoriously ill-focused goldfish is nine seconds, 
but according to this study from Microsoft, people now generally lose concentration 
after eight seconds, highlighting the affects of an increasingly digitalized lifestyle 
on the brain. So you better know who you’re speaking to and make sure you’re being 
relevant. Or poof. Their gone.

Buyer personas are fictional, generalized representations of your ideal customer.



➔Photo
➔Background
➔Demographics
➔Psychographics
➔Motivations
➔Challenges
➔Pain Points
➔Communication Channels
➔Quote

What’s Included

Personas



Personas
Example



Example

Personas



Research

Qualitative (Why): Dig in here. Understand why people think or behave the way 
they do.

Examples: in-person focus groups, individual interviews, online communities.

Quantitative (What): Find out what they think about a particular topic. Use to 
statistically estimate the viewpoints of your target audience. 

Examples: online surveys, polls

Where do I start?

Personas



Demographic: age, marital status, geographical area, etc.

Industry/Business: where work, size of company, employment status, etc.

Business Role and Goals : title, responsibilities, reporting structure, achievements, etc.

Business Challenges: what faced with, how overcome, etc.

Decision Making: are you a decision maker or influencer, who is involved in buying process, etc.

Information Sources: social channels, news publications, industry events, etc.

Relationship: how long buy our products, how feel about us, etc.

Strengths: what most appreciate about us, etc. 

Weaknesses: what are your biggest complaints, what must change, etc. 

Comparatively: how compare to others in this space, etc. 

Sample Questions / Categories (B2B)

Personas



Content Harmony: Word template for use.

Xtensio: Free online template for use.

UXpressia: Paid online template for use.

Survey Monkey: Free tool to capture customer insights.

Tools for You!

https://www.contentharmony.com/blog/bootstrapped-customer-persona-validation/
https://xtensio.com/user-persona/
https://uxpressia.com/personas-online-tool
http://surveymonkey.com
https://www.surveymonkey.com/create/preview/?sm=x76pSGy38cZ5J824mBNUEJTjMzfM_2FyewVP3e2R80lQg_3D&tab_clicked=1


more info

Marketing ChallengesMessaging

Write it down. Learn it. Live it.



Messaging Hierarchy



Key Brand Attributes

Messaging by Audience

Tone & Personality
Elevator 
Speech

Positioning Statement & 
Value Proposition

Key Words & Phrases

Messaging



Content Calendar



Content Calendar

A comprehensive 
editorial calendar 
providing you with a 
month by month 
content map of 
messaging by 
audience and 
channel. 



Content Calendar



Tools For You

Messaging: You have a handout! 

Content Calendar:



Your Audience. Your Brand. 

• Why It’s Imperative to Identify Your Brand AND Your Audience. So You’re Consistent and Relevant.
• Steps to Take to Truly Understand Your Audience. Research. Talk to Them. Be Intentional.
• How to Capture that Knowledge in a Useable Format. Personas.
• How to Make that Knowledge Actionable in the Marketing Space. Messaging. Planning Content.



Thank You!


