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Tier 3: Revenue $500k–$1 Million (Established Stage) 

Persona 5: The Main Street Staple 

• Stage: Established / Slow Growth 

• Business Type: Service 

• Industry: Skilled Trades (Residential Plumbing & HVAC Repair) 

• Problem Solved: Delivering reliable, honest, and fast emergency mechanical 
repairs to residential homeowners. 

• Operating Environment: Steady local demand, but plagued by severe industry-
wide labor shortages and rising parts costs due to macroeconomic pressures. 

• CEO Characteristics: 

o Traits: Pragmatic, direct, blue-collar roots, tech-averse, highly respected by 
their crew, skeptical of "consultants." 

o Provider Challenge: The CEO wants to pass the business to their kids or sell it 
in 5 years, but all historical operational knowledge is stuck in their head. 
Providers must build trust, avoid corporate jargon, and focus on succession 
planning, digital dispatch software adoption, and workforce retention 
incentives. 

Persona 6: The E-Commerce Boxer 

• Stage: Established / Transitioning to Scale 

• Business Type: Product (Direct-to-Consumer E-Commerce) 

• Industry: Health & Wellness (Ergonomic Home Office Accessories) 

• Problem Solved: Preventing chronic back and neck pain for remote workers 
through affordable, stylish, and easily shippable ergonomic tools. 

• Operating Environment: Global marketplace completely dependent on volatile 
digital advertising costs (Meta/Google ad algorithms) and third-party logistics (3PL) 
fulfillment centers. 

• CEO Characteristics: 

o Traits: Data-driven, fast-paced, highly receptive to tech tools, but constantly 
distracted by the "next shiny object" or marketing growth hack. 
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o Provider Challenge: The business faces high customer acquisition costs 
(CAC) that eat up profitability. Providers need to keep the CEO focused on 
customer lifetime value (LTV), retention marketing, diversifying sales 
channels (e.g., Amazon, wholesale B2B), and optimizing working capital 
loops. 

 


