
B2B Buyer 
Persona Template
Creating a comprehensive B2B Buyer 
Persona template is crucial for marketers to 
effectively understand and target their ideal 
customers. This template will guide you 
through the process of crafting detailed 
profiles that highlight key aspects of your 
target audience, enabling personalized 
and impactful marketing strategies.



Basic Information

Persona Name:

Give your persona a fictitious name to make them more relatable.

Job Title: 

The current position held within their company.

Industry: 

The industry or sector in which they operate.

Company Size: 

The size of their company in terms of revenue or number of employees.

Department: 

Which department they work in or lead.
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Demographics

Age Range:

The typical age range your persona falls into.

Education Level: 

Highest level of education achieved.

Geographic Location: 

Where they are based or primarily operate.
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Professional Background

Career Path:

Key milestones and progressions in their career.

Skills and Expertise:

Special skills, certifications, or areas of expertise they possess.

Professional Goals: 

Short-term and long-term career objectives.

Challenges at Work: 

Common challenges they face in their role.
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Company Role

Decision-Making 
Authority:

Their role in purchasing decisions.

How they influence or contribute to the buying process.

What they aim to achieve in their position for the company.

Pain Points: 

Specific problems they encounter in achieving these goals.

Role in the 
Buying Process:

Goals and 
Objectives: 
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Personal Insights

Personal Goals:

What motivates them personally and professionally.

Core values and fears that influence their decisions.

Activities they enjoy outside of work.

Values and Fears: 

Hobbies and 
Interests: 
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Media Consumption

Preferred 
Content Types:

The formats of content they are most likely to consume 
(blogs, videos, podcasts).

Where they spend their time online professionally and personally.

Who they look up to or follow in the industry.

Social Media 
Platforms:

Influencers and 
Thought Leaders: 
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Buying Behavior

Buying 
Motivations:

What drives them to make a purchase decision.

Key factors they consider when selecting a vendor.

How they prefer to be contacted or receive information.

Criteria for 
Vendor Selection:

Preferred 
Communication 
Channels: 

Past Purchasing 
Experiences: 

Insights into previous buying experiences, 
both positive and negative.
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Usage 
Guide

Research and Data Collection:
Gather information through market research, surveys, 
interviews with current customers, and sales team feedback.

Persona Development:
Use the collected data to fill in each section of the template. 
Create multiple personas if your product or service caters to 
different types of buyers.

Review and Refinement:
Regularly update the personas with new insights 
and as your product/services evolve.

Application:
Utilize the personas to tailor marketing strategies, content 
creation, product development, and sales approaches.

This template serves as a foundation. Customize it according to your specific industry, product, 
or service to ensure it effectively aids in understanding and targeting your ideal B2B buyers.


