= Buyer Persona vs. User Persona vs. ICP =
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Many marketing teams use these terms interchangeably, which often leads to confusion.
Let's clear the air and look at how they differ.

(&) CONCEPT [B) WHAT IT REPRESENTS &2 WHO USES IT? W EXAMPLE

Ideal Customer
Profile (ICP)

Buyer
Persona

User
Persona

The types of companies
that get the most value
from your product

(B2B focused).

The specific individuals
within those companies
(or B2C segments) who
make the purchasing
decisions.

The people who actually
use your product on a
daily basis (who might
not have the power

to buy it).

@

Sales and
Outbound
Marketing

Marketing,
Copywriting,
Sales

Product Design,
Customer Success,
Ux

i

B2B SaaS companies
with 100-500 employees,
located in North America,
with a marketing budget
of $50k+/month.

“SaaS Steve," the

IT Director who signs off
on security and software
contracts.

"Developer Dave,” who
writes code using your
API but has to ask Steve
for budget approval.



