Completed Example

APACHE LEADS TARGET AVATAR

GOALS AND VALUES

Goals:

Fran wants to..

-Win more marketing business
-Increase her marketing capabilities
-Scale the business

Values:

Fran is committed to...

-Providing value to her clients

-Using "white hat" marketing principles

-Staying marketable through professional development

SOURCES OF INFORMATION

Books: Book Yourself Solid / Platform / Launch
Magazines: Entrepreneur

Blogs/Websites: social Media Examiner / Copyblogger
Conferences: NMXx / Social Media Marketing World
Gurus:  Mmari Smith / Michael Port / Michael Hyatt

Other:

Uses Twitter to communicate and share content

FREELANCE FRAN

Age: 30

Gender: Fema|e
Marital Status: Maried
#/Age of Children: 1 (Age 2)

Location: Boston, MA

Quote: "if | don't do it.. it doesn't get done."
Occupation: Digital Marketer

Job Title: Freelance Consultant

Annual Income: $40,000

Level of Education: College Graduate

Other: Uses Twitter to communicate and share
content

P APACHE LEADS

CHALLENGES & PAIN POINTS

Challenges:

-Not able to scale her business
-Not able to offer a wide variety of services
-Loses business to agencies with more services and low-cost providers

Pain Points:

-Needs to raise prices to earn more money but is losing business to

bigger agencies or low-cost "Craigslist” and oDesk competitors when
she does

-It's feast or famine. Is either slammed w/ work or dead

OBJECTIONS & ROLE IN PURCHASE
PROCESS

Objections to the sale:

-Fran needs to know how she'll be able to recover money invested in
training quickly with sales.

-Fran is busy working IN her business and can't travel due to time,
family and money constraints.
Role in the Purchase Process:

Decision maker but may need to check with a spouse before spending
significant money.




Note: It needs to be opened in Adobe

Reader to be fillable.
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