
How to Find New Customers: What Persona 
Blueprint Data Reveals About Your Market 

How do you successfully implement an effective marketing strategy? Nearly every business 
or organization follows some kind of familiar approach. A formulaic advertising 
campaign might work—but there’s no way to know for sure. Just because a strategy has 
been used before doesn’t guarantee it will produce the results you need. In some cases, a 
marketing plan can prove ineffective—or even work against your brand’s core objectives—
and you might not realize the impact until years down the line, if ever. 

Instead of not knowing whether a particular marketing effort will provide a meaningful 
return on investment, consider implementing a viable way to track results objectively. 
At Art Unlimited, we tailor your marketing strategy to your target audience’s unique needs 
by using customized, data-driven insight to better understand your ideal customer, 
creating a marketing persona in the process. 

What Is A Marketing Persona? 

A marketing persona is a representation of your target customer. We build it from internal 
and external data gathered over time and compile it into a Persona Blueprint that is 
detailed, yet easy to understand. It includes key insights like demographics, behaviors, 
challenges, and online habits—helping marketers understand what drives people toward 
or away from a brand. By using this information, businesses can create more targeted, 
effective strategies that truly resonate with their audience. 

Benefits Of Creating A Marketing Persona 

Defining your target audience is crucial for effective marketing. A well-developed persona 
provides a clear picture of how your ideal customer looks and behaves in everyday life. It 
offers a real-time snapshot of how this individual interacts with your product or service. 
Additionally, by continuously monitoring and refining your persona, you can track shifts in 
customer behavior and preferences over time. 

Consider the following advantages of developing at least one marketing persona for your 
ideal customer: 

Improve The User Experience 

Any effective marketing plan should centrally aim to produce a more personalized and 
relevant customer experience. In an increasingly digital age, having an internet presence 



with a “standard” website or basic social media strategy is no longer enough. Instead, users 
expect a brand to connect meaningfully with them. 

Increase Marketing Efficiency 

Every business or organization has a finite amount of time or resources to expend on 
marketing. However, many brands fail to calculate whether a particular campaign 
is effective in engaging with their target audience. Is the intended customer actually 
following through with the steps the brand wants them to take? 

Make More Informed Decisions 

A marketing persona offers a suitable yet actionable framework for utilizing data to 
implement the appropriate marketing plan, refine product development, and enhance the 
customer experience. A brand no longer unwittingly employs a scattershot and uncertain 
approach to marketing. 

How To Find Your Ideal Customer Persona 

Creating an accurate marketing (or customer) persona starts with gathering the right data 
using correct input variables. 

Facilitate Research By Gathering Data 

Surveys, feedback, and interviews from former, current, and prospective customers 
provide valuable insights into understanding brand perception and purchasing habits. 
Additionally, quantitative digital analytics of a business or organization’s website (and 
other online marketing channels) offer beneficial guidance regarding how users engage 
with the brand. 

Understand Common Industry Trends 

What overlapping characteristics and behaviors exist among your target audience? Timely 
and relevant data gives a business or organization a baseline understanding of how to 
interpret patterns and trends within a particular industry. A brand will know which 
direction to pivot in real time as its marketing persona adapts to the latest developments 
and styles. 

Develop A “Fictional” But Lifelike Character 

Marketing personas are much more than nameless, faceless entities. Using consumer data, 
a marketer can give an individual an identity, including a name, an occupation, a 



background, and personal characteristics. This dynamic approach transforms how a brand 
thinks about its marketing efforts to the target audience of existing and prospective 
customers. 

Track Persona Metrics In Real-Time 

Accurately documenting how your marketing persona relates to your brand begins with 
understanding their demographics (e.g., age, gender, income, occupation, education, etc.) 
and psychographics (e.g., attitudes, beliefs, interests, etc.). However, this process also 
accounts for the ideal customer’s pain points and challenges during their buying journey. 

Effectively Using A Marketing Persona 

Successful marketing plans will typically include multiple marketing personas, each 
representing a different segment of the brand’s target audience. Each marketing persona is 
used to tailor content to fit their preferences, fostering improved engagement. Additionally, 
the marketer identifies the appropriate channels (e.g., social media, email, print, television, 
radio, etc.) to direct marketing efforts. A business or organization no longer pursues a 
“random” or undefined marketing strategy. Every effort is meant to produce a positive 
result. 

Taking The Next Step To Marketing Success 

If you’re a professional affiliated with a roofing, home services, HVAC, or energy sector 
business, Art Unlimited is ready to supercharge your marketing strategy. We aim to 
streamline your marketing efforts to ensure you don’t waste time or resources on 
ineffective or uncertain pursuits. Through our cutting-edge Persona Blueprints product, we 
create (and continuously refine) one or more customized marketing personas to enable 
you to reach your ideal customers with precision. 

Contact Art Unlimited today to learn more about Persona Blueprints or to schedule your 
complimentary consultation. 

 

 


