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What Is It?
A representation of your target learners. It is a description that helps you visualize the characteristics and realities of your learner group. You may have a single persona; you may need several, depending on how many unique learner segments you have. 
How and When Do You Use It? 
Craft your learner personas early in the design process. To build a strong persona, you need limited demographic information (range of years of experience in a role, age ranges, gender if strongly tilted toward a single gender, and so forth), a finished empathy map, and a specific context (for example, when going through training to learn a new indication of a drug).

Personas help you keep the learner front and center in your thoughts as you make design decisions. Each design decision should reflect the persona’s challenges, their motivators, and their daily realities as well as the needs of the business and any technology constraints the organization (or the individual learner) may have. Create a descriptive name for your persona and be sure they are a realistic reflection of the key attributes you’ve discovered about your target learner.
What Do You Do Once You Build It? 
As you brainstorm design ideas—and execute development—continually ask yourself, “What would [insert persona name] think of this?” When subject matter experts (SMEs) push you to include content you suspect is not relevant or useful, refer to the persona for validation. “How would Susie use this? Where or when would she use it?” Keep the persona “alive” throughout the life of the project—make sure they have a voice beyond the design phase.

On the next page you’ll find a sample persona, which we’ve labeled the “Show Me” persona based on feedback from sales reps who participated in an empathy mapping activity. The highlighted items are ones you might want to use to inform the learning journey for this persona.
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“Show me how to use info within a sales call. Give me reinforcement so I can build confidence.”
Sales Call Realities
Calls range in length from 
30 seconds to 4 minutes for a standard call to 7–15 minutes of time for a lunch & learn event.
Lunch events are hard earned; many times people are primarily interested in free food.
Figuring out how to incorporate new messaging into that tight call window is often the hardest part of transferring training to the job.
	Personal Profile
Susie is 44; she has 1 daughter and is constantly on the go between her job and her daughter’s activities.
She’s been a sales rep for 10 years and has experience in several therapeutic areas. She’s a seasoned pro and prides herself on hitting or exceeding goals while staying compliant. She doesn’t want to be the one to lose respect with an HCP.
Challenges
Getting it all done in a day.
Figuring out how to incorporate “new” messaging into existing ones and staying within a 30-second 
call length.
Building confidence after formal training on new messaging, product, clinical trial info, etc.
Values
Having solutions to sell HCPs
Being a credible voice to HCP
Working for a company whose reputation is solid.
Hitting her goals and maximizing income.
	A Day in Her Life
Days are long. She’s up at 6 a.m. The work day starts at 7:30; it may end around 10 p.m. when she wraps up emails, or inputting notes into Salesforce.
Her territory is large; she spends the bulk of her day driving or standing in hallways waiting to see a doc. The total contact time she may have across 12 physicians (a typical call day) may only be 30 minutes’ time.
Technology Realities
Susie is a utilitarian user of technology and not super tech-savvy. 90% of her time she works from her iPad. Her phone use is limited. She doesn’t play computer games or video games. Her social media usage is limited to Facebook usage.
She relies on her tablet to display sales enablement pieces during conversations with docs.
She also still leaves behind a lot of print-based materials; some HCPs use tablets and laptops to search for info. Others rely on those print pieces or reprints of journal articles, studies, etc.
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