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Buyer Persona Interview Guide Template
	Name of Interviewee
	
	Name of Interviewer
	

	Title
	
	Place of Interview
	

	Company Name
	
	Date of Interview
	

	Email
	
	Target Persona
	

	Phone
	
	
	


	FUNCTIONAL ATTRIBUTES

	JOB ROLE

	- What job role do you perform at your organization?

	

	- What is your job role responsible for? How would you explain your charter?

	

	- How is your job role measured (quantitative, qualitative)?

	

	- What is a typical day like in your role?

	

	- Does your role produce standard deliverables? If so, what are they?

	

	- What are the mandatory skills required to successfully perform your role?

	

	- What knowledge and tools (e.g., systems, processes) do you use in your role?

	

	COMMON TITLES

	- What is your exact job title?  

	

	- Can you provide other variations of job titles that would have the same or similar role?

	

	- If we were to search for you on the Internet, what would be some good keywords to find people in your role?

	

	POSITION ON ORGANIZATIONAL CHART

	- What department or business unit do you report into?

	

	- How many reporting levels are you below the CEO?

	

	- How many direct and indirect reports do you have?

	

	- What is the level of your job role: C-level, vice president, director or manager?

	

	BUYING CENTER

	- Where (department, business unit) does the budget reside to fund the purchase of a product or solution?

	

	- What is the job title/function of the person with budget authority who signs off on the purchase? What department or business unit does this person manage or report into?

	

	EMOTIVE ATTRIBUTES

	INITIATIVES

	- What initiatives or projects are you currently working on or accountable for?

	

	- In the next six to 12 months, do you think these initiatives will change? If so, please explain.

	

	- Are there emerging initiatives you will likely be tasked with in the future?

	

	- What are your key performance objectives?  

	

	- What are your aspirations for personal success?

	

	CHALLENGES

	- What are the current challenges you’re facing in your role?

	

	- In the next six to 12 months, will those challenges change? If so, please explain.

	

	- What type of risks do you face in your role (e.g. political, process, financial targets)?

	

	BUYER NEED

	- What problems are you facing that are impeding the attainment of your business/enterprise goals or objectives?

	

	- What problems are you facing that are impeding the attainment of your operational/ functional goals or objectives?

	

	- What problems are your facing that are impeding the attainment of your personal/performance goals?

	

	LEXICON

	- What are the unique language or vocabulary (i.e., keywords, phrases) that are commonly used in your job role or industry to describe needs, pains, initiatives, and challenges?

	

	- How do you use Internet search to learn about market trends, vendors or products? (e.g., typing keywords about an industry problem or initiative, typing a specific product/technology category or searching by a specific vendor name)

	

	DECISION PROCESS ATTRIBUTES

	BUYER ROLE

	- Are you the individual or function that acts as the key sponsor for the purchase of a product, service or solution (champion)?

	

	- Are you the individual or function that makes the final decision for the purchase of a product, service or solution (decision maker)?

	

	- Are you the user of the named product, service or solution on a day-to-day basis (user)?

	

	- Do you handle procurement/negotiation, or manage the settling of terms, conditions and pricing (ratifier)?

	

	- At which key phases of the purchasing process do you play an advisory (but not final decisionmaking) role (influencer)?

	

	ENGAGEMENT LEVEL

	- What is the purchase decision process at your organization for the offering? (For example – three phases of the buyer’s journey: education, solution, selection)

	

	- What is your involvement in the early (education) phase of buying process?

	

	- What is your involvement in the middle (solution) phase of buying process?

	

	- What is your involvement in the late (selection) phase of buying process?

	

	DECISION DRIVERS

	- What are the strategic factors (e.g., business expansion, competencies, cultural fit) that will impact your purchase decision process? 

	

	- What are the financial factors (e.g., revenue growth, cost containment) that will impact your purchase decision process?

	

	- What are the operational factors (e.g., workflow efficiency, productivity) that will impact your purchase decision process?

	

	BEHAVIORAL ATTRIBUTES

	CONTENT ASSET TYPES

(Ex: Analyst Report, White Paper, E-book, Value Actualization Tool (i.e. ROI Calculator), Case Study, Brochure, Sales Presentation, Promotional Video, Demo Video, Blog Post, Webinar Replay, Infographic )

	- What type of content do you use the most to inform or influence your thinking in the early (education) phase of the purchase decision process? Which type has the most meaningful impact?

	

	-What type of content do you use the most to inform or influence your thinking in the middle (solution) phase of the purchase decision process? Which type has the most meaningful impact?



	


	- What type of content do you use the most to inform or influence your thinking in the late (selection) phase of the purchase decision process? Which type has the most meaningful impact?

	

	INTERACTION TYPES

	- What is your preferred method of interacting with a vendor’s marketing communications or promotions (e.g. email, direct mail, dimensional mailers, phone call)?

	

	- What triggers a response to a marketing message (e.g. relevant to my job role, relevant to initiative I’m working on or problem I’m facing)?

	

	- Do you prefer to meet with the vendor’s salesperson or sales team by phone or in person?

	

	- What prompts you to take a meeting with a vendor sales rep (e.g. recommended by a direct report, boss’s suggestion, the financial investment was significant or high risk)?

	

	- What does a salesperson do to win your trust (e.g. demonstrate expertise on my industry or company, show me that he/she cares about my success, cultivate a personal relationship with me)?

	

	- Besides the sales rep, which other vendor representatives (e.g., product manager, solutions specialist, executive) do you meet with during the purchase decision process?

	

	-Which type of third-party influencers (e.g., industry analysts, consultants) do you interact with the purchase decision process? Which type has the most meaningful impact?

	

	WATERING HOLES

	- Do you belong to any professional associations? If so, please name them.

	

	- Are there industry peers, authors, bloggers or analysts you listen to or follow to support your purchasing process, and would you recommend any of them to colleagues?

	

	- What conferences or events do you attend and why?

	

	-  Do you go to vendor Web sites and, if so, why? Have you visited our Web site?

	

	- Do you participate in or belong to any online communities or forums (e.g. LinkedIn groups)?

	

	- Which social networks (e.g., LinkedIn, Facebook, Twitter, Pinterest) are you active in for business? How do you leverage it when making your purchasing decisions?

	

	- What trade journals or publications do you read?
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