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•  Business	
  Owner	
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  social	
  
networks	
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  most	
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•  Which	
  sources	
  do	
  they	
  trust	
  the	
  most?	
  
– Friends?	
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•  How	
  does	
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  make	
  them	
  feel,	
  if	
  it	
  
remains	
  unsolved?	
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  care	
  about?	
  
•  What	
  are	
  their	
  goals?	
  
•  How	
  does	
  your	
  product	
  or	
  service,	
  help	
  them	
  
in	
  achieving	
  their	
  goals?	
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•  Buyer	
  personas	
  that	
  are	
  made	
  up	
  based	
  on	
  
assump-ons	
  can	
  actually	
  misinform	
  and	
  
misguide.	
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