Unleashing the Power of Personas:
A Checklist for Activating Your
Legal Tech Go-to-Market Plan

To truly unleash the power of personas in your legal tech go-to-market, you need to
operationalize your persona insights across every stage of the buyer's journey and
every touchpoint in your marketing and sales process. This means integrating
persona data and intelligence into your key systems, tools, and workflows to
deliver a seamless, personalized experience for every buyer.

Integrate personu datainto YOUI‘ CRM
Create persona fields and attributes in your CRM to capture key persona data points
Use data enrichment tools to automatically populate persona data for new and existing leads
Create persona-based views, reports, and dashboards to track engagement and performance

Train your sales team on how to use persona data to tailor their outreach and follow-up

Leverage persona insights in your marketing automation
Segment your marketing lists and campaigns based on persona attributes and behaviors
Create persona-specific email templates, landing pages, and nurture tracks
Use dynamic content and personalization to tailor your messaging and offers to each persona

Trigger personalized follow-up and engagement based on persona-specific behaviors and triggers

Embed personas into your content strategy

Develop a persona-driven content calendar that maps to the key needs and preferences of each audience
Create persona-specific content assets, such as blog posts, whitepapers, and case studies

Optimize your content for persona-specific keywords and topics to improve search visibility

Use persona-specific calls-to-action and content upgrades to drive engagement and conversion

Align your sales process with persona-based buying journeys

Map out the typical buying journey and decision-making process for each persona

Create persona-specific sales scripts, email templates, and call guides

Develop persona-based objection handling and FAQ guides for your sales team

Use persona insights to tailor your sales presentations, demos, and proposals




Measure and optimize your persona-based performance

QO Define key metrics and KPIs for each stage of the persona-based buyer's journey
O Use marketing attribution and analytics tools to track persona engagement and conversion

QO Create persona-specific reports and dashboards to monitor performance and identify opportunities for optimization

O Continuously test and refine your persona-based tactics based on data and insights

Train and enable your teams on persona best practices

O Develop persona-specific playbooks and guides for your marketing, sales, and customer success teams
O Conduct regular training and enablement sessions to reinforce persona best practices
QO Encourage cross-functional collaboration and knowledge-sharing around persona insights and successes

QO Celebrate and recognize persona-based wins and achievements across the organization




