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Buyer Persona
The purchasing version: who signs, what triggers the search, and what stalls the deal. Pair with the user persona when buyer and user differ.
Profile
	FIELD
	YOUR PERSONA

	Fictional name and job title
	e.g. Dan the Director of Sales

	Role in the decision
	e.g. economic buyer, needs CFO sign-off

	Key demographics
	e.g. 45, MBA, second sales leadership role


Buying context
	FIELD
	YOUR PERSONA

	Trigger that starts the search
	e.g. missed quarter blamed on data

	Business goals tied to the purchase
	

	Budget range and cycle
	

	Decision making process
	e.g. shortlist of 3, security review, pilot


Objections and concerns
	FIELD
	YOUR PERSONA

	Common objections
	e.g. switching costs, contract length

	Risk they fear most
	

	Proof that reassures them
	e.g. reference customer at same scale


Where to reach them
	FIELD
	YOUR PERSONA

	Preferred channels
	e.g. LinkedIn, industry newsletters

	Content they trust
	e.g. peer reviews, benchmark data

	Events / communities
	


Messaging notes
	FIELD
	YOUR PERSONA

	What resonates
	e.g. time-to-value, not feature count

	What repels
	e.g. jargon, unverifiable claims

	One-line pitch for this persona
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