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Individual Dialogue | Persona Questions (B2B | Example Only)

Demographic 
· How old are you?
· Tell us about your family life. (Married/Single, Children etc.)
· What city do you live in? Work in?
· What is your educational background/certifications?
· What do you like to do in your free time?
· How do you like to receive communications?
Industry and Business 
· What industry is your business in?
· What is the size of your company? 
· What are the most common challenges in your industry? 
Role
· What are your responsibilities/accountabilities? What is a typical workday like for you?
· How many years of experience do you have?
· What is your professional background? 
· How do you measure success in your position?
· What specialized skills or tools are required in your position?
· To whom do you report? Who reports to you? 
· What frustrates you the most about your job? What do you enjoy most? 
Goals 
· What are you held accountable for? 
· What are the goals you're trying to achieve / that are given to you? 
· Why are these goals important? 
· How do those goals apply to your role in this industry and advancing a partner? 
· What steps are you taking to achieve these goals?
· Where does <<insert service/product>> fall in priority among all goals you are held accountable for? 
Challenges 
· What are the biggest challenges that prevent you from achieving these goals? 
· What have you done in the past to conquer these challenges? Did it work? 
· If it didn't, what would you do differently next time?
Decision Making 
· Are you a decision-maker, influencer, other?
· How do you go about selecting a vendor partner in this space? What are some key factors to that selection process? 
· Who is involved in the buying process for products or services like ours?   
· Who do you consult with and trust for advice and information about decision making?
· Is selection driven more by numbers or relationships?
· If relationships, where do those typically exist?
· What would it take for you to break up with one vendor and work with a new vendor? 
Information Sources 
· What publications, blogs or social media networks do you pay attention to? 
· Do you belong to any social, professional or networking groups? 
· Do you attend any industry events, conferences or trade shows? 
· What information formats do you engage with the most?
· How do you do your research on new products and/or services for your business? 
· How did you find out about our company?
<Your Company>> Specific Questions

Relationship 
· How long have you worked with <<insert Co. Name>>? 
· How did you first learn of << Name>>? 
· Who is your main contact << Name>>? What is their role? 
· How often do you interact with << Name>>? 
· How would you describe those interactions? 
Appreciation / Strengths 
· What do you most appreciate about <<Name>>? 
· What do you most appreciate about the << Name>> team? What do you most appreciate about the << Name>> product? (perception). 
Objections / Weaknesses 
· What are your biggest complaints about <<Name>> products or service? 
· What must happen for you to overcome these complaints? 
Comparatively Speaking 
· How does <<Name>> compare to other companies in this space? Discuss.
· If there was one thing <<Name>> could change to best benefit you, what would it be and why? 
· What is the one thing <<Name>> does today that you would hope never changes? 
Assessment of Services 
· On a scale of 1-10, how would you rank your current relationship with your contact(s) at <<Name>>? (1 = not very good, 10 = excellent) 
· On a scale of 1-10, how would you rank the effectiveness of the buying process you experience with <<Name>>? 
· On a scale of 1-10, how would you rank the final product presented by << Name>>? 
· If you had to describe << Co. Name>> with one word, what would it be?
· Would you recommend <<Co. Name>> to a friend today? Y/N 
	PERSONA RESEARCH QUESTIONS
	2



image1.jpg




