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Activity Overview  

This activity focuses on helping students identify the factors considered by 
strategic marketers when curating content for a segment of consumers. This 
activity takes 40 – 45 minutes.   
 
This activity is suitable for year 9 – 10 and can accommodate groups of 25 – 30 
students.  
 

 

Aim  

By the end of this activity students will: 
• Learn what consumer segmentation is; 
• Learn how marketing strategist apply the process of consumer 

segmentation to create branding for products and services; and 
• Learn how to create a buyer persona and use it to curate branding for a 

product and service. 
 

 

Materials Required  

The materials required for this activity include: 
• Market Mapping Slides provided by Curtin Business School; 
• Print outs of the Market Mapping Activity 1 Matching Game provided by 

Curtin Business School;  
• Print outs of the Market Mapping Activity 2 Buyer Personas; (you need one 

buyer persona per group) 
• Access to the Market Mapping Activity 1 Answer Sheet provided by Curtin 

Business School;  
• A3 Sheets of Paper for the final activity (the amount depends on how many 

groups of students are created); and 
• Markers and pencils for the final activity.  

 

 

Set Up  

No set up required.  
 

 

Activity Outline  

Market Mapping   
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Duration  Corresponding 
Slide  

Discussion Point  

2 mins  Slide 1  
 
Slide 2  

Introduce students to the workshop.   
  
Discuss the structure of the workshop and how it will 
encompass an introduction to consumer 
segmentation, a matching game and buyer personas.  
 

3 mins  Slide 3  Highlight that consumer segmentation is the process 
to identify target groups of consumers to tailor 
products, services and branding so that it is 
attractive to the group that was identified.  
 
Ask students in what ways have they seen consumer 
segmentation done before? Answers could include 
segmenting based on: 

• Gender 
o How clothes are marketing for different 

genders  
• Age  

o How food is marketed to children 
versus adults  

• Lifestyle  
o How luxury cars are marketed to ‘top 

earners’ versus how SUVs are targeted 
to families  

 
Ask students what they think is the effect of 
businesses using consumer segmentation when they 
are branding? Answers could include: 

• Increasing brand loyalty  
• Increasing return customers  
• Improving sales  

 

2 mins  Slide 4  Identify that consumer segmentation is done by 
considering the following: 

• Age and gender of consumers 
• Consumers values and preferences 
• Consumers geographic locations  
• Whether they are new or returning customers 

• Consumer lifestyle  
 

2 mins  Slide 5  Discuss that businesses will use a variety of the 
categories within consumer segmentation to then 
create ‘buyer personas’ or customer profiles. These 
are seen as representing their ideal customer for 
their products or services and will then influence how 
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businesses can target their ideal customers specific 
buying habits, preferences and interests.  
 
‘Buyer personas’ will help making businesses 
branding unique and targeted. This results in 
branding being more personalised and increases the 
chances of the product or service’s ideal customer 
from engaging with the product or service.  
 

5 mins  Slide 6  It is now time to introduce students to examples of 
vey basic buyer personas that can be matched to 
everyday ads. Hand out one Activity 1 Matching 
Game per person and give students an opportunity 
to check their learning so far. Instruct students that 
they need to look at the buyer personas carefully and 
identify the most appropriate ad that has been used.  
 
Refer to the Activity 1 Answer Sheet for the correct 
answers of the Matching Game.  
 

10 mins Slide 7  
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
Slide 8 
 
 
 
 
 
Slide 9 
 
 
 
Slide 10  

Now that students have been exposed to a basic 
buyer persona, have students start to consider what 
other elements could be included in a buyer persona 
to give a more rounded picture of what an ideal 
customer is made of.  
 
Have students imagine they are creating an app to 
help people budget their money. This platform has 
both a free and paid subscription tier. You can use a 
buyer persona to consider the ideal customer of the 
app in general regardless of the subscription’s tiers.  
 
For this example, the, the ideal customer for this app 
is drafted after Sarah who is a young finance 
professional who wants guidance on saving and 
investing money for her future.  
 
This is an example of the extent at which a buyer 
persona is used by businesses. These are the 
elements that businesses will use to create their ideal 
customer to create the most curated branding 
campaign.  
 
This is an example of Sarah’s buyer persona, who is 
seen as the most ideal customer for this app that 
helps people budget their money.  
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Slide 11  
 
 
 
 
 
 
Slide 12  
 
 
 
 
 
 
Slide 13  

This slide demonstrates the general information of 
Sarah as a person and how these characteristics can 
be used to influence the app’s branding campaign to 
target individuals like Sarah.  
 
We can use this information to understand that this 
app’s ideal customer should have an interest in 
investing their money but should also value financial 
security. This app can help with budgeting and 
therefore, the ideal customer should enjoy spending 
their money.  
 
We can use this information to understand that this 
app’s ideal customer wants to save their money and 
wants to start considering their future finances. We 
know that this ideal customer shops online and 
therefore the app should have a feature highlighting 
this.  
 
We can use this information to understand that this 
app’s ideal customer receives their information 
through social media and online articles. As this is a 
new app, we understand that they are a new 
customer and need to prioritise clarity in their 
branding campaign.  
 

5 mins Slide 14  Based off Sarah’s buyer persona, the company 
building the app have created the following 
advertisement example. Give students 3 minutes to 
discuss and outline what aspects of Sarah’s buyer 
persona have been included in this curated branding 
campaign. Answers could include: 

• The person depicted in this advertisement 
looks like a business professional like Sarah 

• Sarah values financial security and this app 
allows users to work securely 

 

10 - 15 
mins  

Slide 15  
 
 
 
 
 
 
 
 
 
 

Students will now be split into groups for the final 
activity. This activity is based around a health food 
company, Health Foodz, that creates and ships out 
meals to customers based on their needs and wants.  
 
Due to the large offerings of Health Foodz, the 
marketing manager has identified 5 buyer personas 
which match the offerings of the brand. Each group 
will be assigned a different buyer persona and 
offering of Health Foodz and will be required to 
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Slide 16 
 

create a branding campaign in the form of a poster 
advertisement, targeted to their buyer persona.  
 
Each buyer persona has a corresponding Health 
Foodz Product. Groups will have to work together to 
use the Market Mapping Activity 2 Buyer Personas 
and create their advertisements for their Health 
Foodz Product.  
 
If there is time left over, groups can get up and 
present their posters/advertisements of their Health 
Foodz Product and discuss how it specifically aligns 
with their buyer persona.  
 

- Slide 17  Workshop concludes.  

 


