Buyer Persona Worksheet

	What
	Instructions 
	Answer

	Role - job title and level
	This is the title of your persona.  
	

	Job responsibilities
	List what they do every day.
	

	Measures of success
	How does their manager or the C-level measure the success of their job?
	

	Goals of role 
	List what they are expected to achieve for the business. Think also of what the criteria is for success.  
	

	Where they get their information and who they trust
	I.e., blogs, websites, social networks, reviews, peers, industry publications.
	

	Role in purchase decision 
	Decision-maker? Advisor? 
	

	Decision criteria
	How they make decisions and what is important to them? I.e., price,  perceived partnership approach, value, etc.
	

	Biggest challenges and pain points
	List the drivers that cause your persona to prioritize a purchase now.
	

	Personal goals
	Different from the goals of the role; this could be to get a promotion, to retire soon, etc.
	

	Beliefs and core values
	What does this person hold important, personally or professionally? I.e., trust, partnership, authenticity, etc.
	

	Who influences them
	List who they listen to and trust – social influencers, analysts, etc.
	

	Obstacles / barriers to purchase
	List the attitudes and obstacles that cause your persona to do nothing or choose competitors.
	

	Fears
	Describe what motivates them negatively. For example, fear of failure. Fear of looking bad. 
	

	Positive resolutions they expect to get from the purchase
	At a personal level, how does success get them ahead? 
	

	What specific services and/or solutions would they want to buy from you? 
	Add decision criteria and buying process
	





