BUYER PERSONA TEMPLATE

Understand your ideal buyer. Speak their language. Solve their problems.

[PERSONA NAME] - THE [DESCRIPTIVE TAGLINE]

@ ROLE/JOB TITLE: [e.g., Senior Systems Administrator]

@ TARGET SEGMENT: [e.g., Mid-market logistics companies]

PERSONA PHOTO
_ 9 DEMOGRAPHIC PROFILE: [Age, location, education, income level]

Add a representative
photo or avatar S

n WHAT IS THEIR JOB TO BE DONE?
f What is the main thing they want to achieve or improve in their life or work?

a WHAT ARE THEIR CORE PAIN POINTS?

® Pain Point #1 - What is frustrating them?
® Pain Point #2 - What is costing them time or money?

® Pain Point #3 - What is making their life harder?

B WHAT IS THEIR BUYING TRIGGER?
/Z What specific event forces them to look for a solution today?
u WHAT ARE THEIR COMMON OBJECTIONS?
@ ® Objection #1 - Why would they say “no” to your offer?
® Objection #2 — What fears do they have about switching?
B HOW TO MARKET & SELL TO THEM:

@ KEY VALUE PROPOSITION:
The single most important benefit of your product to this person.

A

f AD HEADLINE EXAMPLE:
A punchy headline targeting
their primary pain peint.

L_l_._—l PREFERRED CHANNEL:
Where do they consume content?
LinkedIn, YouTube, Industry Blogs, Email?



