
B2B Buyer Personas:
Meet the Top Four

Brought to you by



1

The world is a vast collage of personalities. 

ENFJ versus INTJ. 
Sanguine versus Melancholy. 

Libra versus Scorpio.

The good news is we have far more in common than separates us. For the sake 
of B2B sales — and meeting your monthly quota — we’ve identified four distinct 
buyer personas you’re likely to encounter.

1. Data Diver
2. Enthusiastic Entrepreneur
3. Reliable Rejector
4. Friendly Facilitator

Select traits may overlap, but others will stand in stark contrast to one another. 
It’s your job as a sales professional to uncover a prospect’s true personality and 
cater the conversation to their needs. This will lead to more commission, more 
quotas met, and most importantly, peace of mind.

Data Diver Enthusiastic 
Entrepreneur

Reliable Rejector Friendly Facilitator

Use The Right Strategy
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Favorite Food: Coffee
Favorite Movie: Apollo 13

Median Bedtime: 10:36 PM

When there’s room for interpretation, there’s room for error. 
That’s why I look to numbers for guidance.

Data Diver

“ ”
Characteristics of this Persona

The Data Diver sees the world through the lens of a pivot table. They’re 
analytical in nature and base all of their professional decisions (and most of 
their personal ones) on assertions supported by statistics.

This pursuit of proof runs deep. Data Divers will often find themselves 
researching a topic for much longer than their colleagues before making a 
decision. A simple query for “email response rates” might turn into a two-hour 
adventure with a McKinsey white paper.

Data Divers will “loosen up” around their closest colleagues. But you — as a 
sales professional — shouldn’t expect an olive branch so soon. It’s not that 
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they’re unfriendly, but when it comes to large purchases and other important 
decisions, the task at hand takes utmost priority. 

Meetings with Data Divers will feel a bit impersonal. The DD may appear to 
be inexpressive, but that’s because they’re running projections and crunching 
numbers in their heads. Body language and tone of voice could mislead an 
inexperienced sales rep. Focus on the logic of their words to judge interest.

How to Sell to This Persona

When approaching a Data Diver, it shouldn’t come as a surprise that verified 
numbers are important. 

The key word here: verified. Data Divers like facts and figures, but if those 
numbers aren’t sourced from firsthand observations or reputable studies, 
they’ll be as persuasive as literal smoke and mirrors. Storytelling can still be 
used as an effective selling strategy if you make a few modifications.

First, keep things short and to-
the-point. Too much stress on 
buzzwords, slogans, or flowery 
language will get you on their 
blocked-number list. Data 
Divers can detect insincerity 
better than more outgoing 
personality types, and they’ll 
tolerate none of it.

Second, your story’s climax 
needs to incorporate statistical 
evidence. If you mention 
productivity, say what 
percentage more productive. If 
it involves employee happiness, 

come prepared with quantitative results regarding turnover. 

Furthermore, if you aren’t cold calling, it’s safe to assume that Data Divers 
have already done a significant amount of research on your product. They know 
what your company does and which products are relevant to their use cases. 
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Start your pitch from a high level. There’s no need to simplify your language for 
the sake of explanations.

In fact, it’s helpful to come prepared with a notepad of relevant statistics and 
technical specifications. The Data Diver will, at some point, take control of the 
meeting and run through their question list. 

Again, detailed responses are most welcome, but don’t try to fake anything. If 
you’re unsure of an answer, say you’ll send a follow up email with a more precise 
response.

Keeping the Data Diver on track will also be a challenge. With their natural 
curiosity and fascination with numbers, it’s important that they don’t get 
sidetracked. You’ll need to non-aggressively keep the meeting headed toward 
the overall goal, whether that’s a demo, trial period, or credit card number.

Up Next: Enthusiastic Entrepreneur
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Preferred Mode of Transportation: Dockless Scooter
Favorite YouTube Binge: TedX Talks
iPhone Screens Cracked/Year: 3.5

Successful businesses are built on strong, bold visions. 
Now let me tell you about mine!

Enthusiastic Entrepreneur

“ ”
Characteristics of this Persona

The Enthusiastic Entrepreneur has read every book written by a fortune 500 
CEO, twice. In the morning, they look in the mirror and tell themselves that the 
world is theirs to disrupt. 

They’re an opinionated breed of buyer, and they can make their beliefs known in 
rather unceremonious ways. Decorum is for the old guard, and the way things 
were done before isn’t sustainable. This persona is a firm believer that the ball 
should always being moving forward — and they’re willing to take larger risks 
than most because of it.

But don’t be completely convinced by this loud, often flamboyant swagger. The
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EE is a chameleon and a people-pleaser by nature.

They know how to work the room at a sponsored happy hour, and they want to 
receive all star reviews — on ProductHunt as well as Glassdoor. They know that 
partnerships, happy employees, and delighted customers are the foundations 
of startup success. 

The Enthusiastic Entrepreneur wants to form strong relationships that last. 
They want reliable people around them who can grow as fast as their vision 
(and hopefully their company). Brainstorming is one of their favorite group 
activities, so long as their ideas are heard and incorporated into the eventual 
outcome. 

In the end though, the EE has a lot to think about. Scaling a business is a 24/7 
job, and anything less than omnipresence means they’re not doing all they can 
to succeed. This is why delegation and automation are some of their favorite 
words. This persona welcomes radical change, but they don’t want to be the 
ones overseeing day-to-day implementation. 

How to Sell to This Persona

When communicating with an Enthusiastic Entrepreneur, you’ve got to sell the 
dream. Big growth is a direct result of big changes, provided they’re in the right 
direction. Luckily for the EE, you know the path forward.

Words like productive, predictable, repeatable, and measurable are going to 
stay lodged in the Enthusiastic Entrepreneur’s mind much longer than the 
details of your product. Customer success stories and use cases should



7

reference statistics, but the main focus should be placed on how life is better 
for employees and customers.

But when dealing with a willful persona, you’ll need to recap the takeaways of 
your conversation periodically. Like big vehicles, big ideas also tend to swerve 
when moving quickly. 

Buy-in is also an important hurdle to overcome when selling to an Enthusiastic 
Entrepreneur. Each conversation should begin with a recap of the last, and a 
quick investigation to ensure you’re still on the same page.

The selling process with an EE should look more like a brainstorming session. 
What’re some pain points preventing growth in the short term? Where do they 
want the company to be in five years? Questions like the latter may catch the 
Enthusiastic Entrepreneur off guard, but in a good way that encourages them 
to talk more about their ideas.

The other main focus should be on versatility. The EE wants a lasting 
professional relationship, but they need to know their tools are as flexible as 
their pivot strategy. Seasonality, growth, retraction, and customizations are all 
manageable feats, and you’ll personally help them get the help they need.

The Entrepreneur doesn’t want to be responsible for heavy lifting. Simplicity is 
a main selling point for any product, but when manual intervention is necessary, 
let them know you’re there to help out. 

Up Next: Reliable Rejector
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Fun Fact: Won 3 Elementary School Spelling Bees
Favorite Sport: Sailing

Biggest Regret: Never Learning to Swim

The way we’re doing things now is far from optimal, but it’s working, 
more or less. The safest thing, for the company and my own career, is to 

maintain the status quo.

Reliable Rejector

“
”

Characteristics of this Persona

It seems like one of the most common (and most frustrating) outcomes in B2B 
sales is no outcome at all. Momentum slows, communication falls off, and the 
buyer stays with their current “solution.”

And the Reliable Rejector is prone to taking this route. But, they have good 
reason to be so hesitant when it comes to making decisions. 

They’re in charge of people and performance, but they’re likely not the highest 
level executive in the company. While keeping focused on the wellbeing of 
everybody, they’re also thinking about protecting their own reputation. Poor 
decisions accumulate, and this goal-oriented persona is sensitive to failures.
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The Rejector is competitive by nature and holds teammates to a high standard, 
particularly when it comes to clear communication. Ambiguity and indecisive 
language aren’t tolerated. 

As a result, this type of buyer will control the conversation. They’ll listen to 
direct answers to their questions and not much else. Results take precedence 
over relationships, and prompt communication is a must. 

How to Sell to This Persona

The Reliable Rejector reacts negatively to salesy language and cliche 
embellishments. It may very well be true that your product is industry leading, 
or that your services have facilitated 5-star-reviews for other businesses, but 
rhetorical enhancements like these will leave a bad taste in the RR’s mouth. 
If your pitch sounds at all like a late-night infomercial, consider making a few 
customized line edits.

Communications need to start 
with the thesis and stay on point. 
Stray thoughts, repetition, or 
even misplaced attempts at 
humor could trigger an impatient 
response.

A trick to handling this persona is 
to mirror their tone and tactics. 
Sure, you’ve practiced your pitch 
to the point of memorization, 
but consider just listing the bullet 
points this time around.

To avoid insincerity, you’ll find that this persona gravitates towards email. 
However, whether it’s phone, video, or text, your style of direct communication 
should not change with the medium.

And if you do happen to end up on the other side of a video conference with a 
Reliable Rejector, there’s no need to be thrown off by a lack of initial interest 
or follow up questions. Invite questions via email and efficiently respond when 
questions do come in. 
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As with some other personas, the buying process here could take a while — time 
and effort will be required to convince and convert. During the long road to 
success, it’s important to tread carefully. False claims and contradictions will be 
particularly off putting to the Reliable Rejector, even if they’re honest mistakes. 
But don’t despair. Even the most cynical of Rejectors can be won-over. 

The formula is simple. Follow up promptly and effectively, deliver on all of 
your promises (again, efficiently), and most importantly, provide them with a 
platform to ask questions and do the talking. 

Keep a few reliable statistics and stories handy as well. And make sure 
these anecdotes pack a punchline like increased productivity, eliminated 
redundancies, or improved communications.

As a final take away, let this persona know you can be trusted to deliver on 
promises. Anything less than excellent response times to their inquiries, and the 
deal could go cold, seemingly out of nowhere.

Up Next: Friendly Facilitator
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Favorite Workplace Activity: Planning Birthday Surprises
College Job: Campus Radio DJ

Preferred Exercise Machinery: Trampoline

Creative solutions come from collaboration. I only do business with 
vendors I trust. At this company, our people and partners are family.

Friendly Facilitator

“ ”
Characteristics of this Persona

The Friendly Facilitator makes no differentiation between professional 
accountability and personal trust. In fact, these two spheres of everyday life 
can blend together in many ways.

Friendly Facilitators are talkative, whether it’s in the grocery store or the 
conference room. They’ll want to bounce new ideas off of you, and hear what 
you’ve been up to Monday through Friday (as well as Saturday and Sunday).

With all this social energy, it’s no surprise that the Friendly Facilitator sees 
challenges as exciting tests that can be overcome, especially when great minds 
work together. In fact, collaboration is essential to how they operate.



12

They want to know you’re a good person as well as a good salesperson. The 
conversations you have with Friendly Facilitator are all of great importance, 
whether they’re about your product, their business, or what you did on that 
recent trip to Thailand. 

When the Friendly Facilitator gets down to brass tacks, decisions are made by 
virtue of consensus. As a result, large changes — and even some small ones — 
will take more than a few business days to enact.

This is because conflict must be avoided at all costs. The Friendly Facilitator 
only knows how to communicate diplomatically. When they speak, it’ll lack 
bluntness, even though they’re always willing to listen intently. 

For this persona, satisfactory resolutions require great patience, and the most 
difficult problems are approached in a step-by-step manner. Efficiency is lost, 
but mistakes are avoided.

How to Sell to This Persona

Selling to a Friendly Facilitator doesn’t entail becoming an actual friend 
(although, the world works in mysterious ways). However, they’ll want to 
establish a conversational atmosphere, and this will usually mean talking a little 
about yourself outside of work. 

When talking about your product though, you need to facilitate a discussion. 
Ask them about their pain points, successes, and vision for the future of their 
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role at the company. Through these questions, you’ll be able to determine their 
team’s needs, and attitude towards change.

Once this background information is in place, assume the role of an expert 
guide leading a tourist. Don’t be too afraid of over-talking, since listening is one 
of the Friendly Facilitator’s strong suits.

One problem, when collaboration and consensus are important to a buyer, is 
a lengthy sales process. To increase sales efficiency, think about limiting the 
number of purchasing options you present to this persona. When decisions 
paralysis is a real concern, creating distinct pathways will make it easy to 
choose a way forward, especially when all decisions are made by popular vote.

And when it comes to finally closing the deal, the relationship-building 
groundwork you’ve put in will show it’s value. The Friendly Facilitator loves to 
hear personal guarantees, whether it’s in the form of service promises, your 
personal contact info, or a custom pricing model just for them.

Customer success stories are also a great tool when communicating with 
Friendly Facilitators, especially when they end with greater employee and 
customer happiness. Take extra measures to explain the customers’ thought 
processes when making the decision to purchase your product. 

But in the end, this persona responds best to kindness, patience, and familiarity. 
Buyer hesitation shouldn’t be met with high pressure sales tactics. Any overt 
indications that your motives are strictly business will lead to a lost opportunity. 
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Pitches and nurture strategies should be catered to a specific persona. This 
personalization greatly increases sales efficiency and win rates. However, these 
in-depth tactics are only valuable after you’ve had a few interactions and know 
exactly to whom you’re selling.

If this is a first email, cold call, or trade show event, you’ll have to make a quick 
judgement call on how to proceed. In this situation, you have two options.

Option 1 - The Analytical Approach 

If formalities are skipped and questions regarding performance and technical 
details start flowing like lava from the ocean floor, you’ll know you’re dealing 
with a Data Diver or a Reliable Rejector.

The common ground here is that you need to focus on the bottom line impact 
your product provides, and stats to back up your claims. Keep small talk to a 
minimum and adopt a professional and direct demeanor. They’ll be asking a lot 
of questions, make sure you answer in an honestly and directly.

• Keep statistics top-of-mind
• Don’t stray from the main points
• Speak in a direct, but courteous manner
• Let them do the talking
• Keywords include: productivity, revenue, efficiency

Option 2 - The Personable Proposal

You’ll be able to tell fairly quickly whether you’re speaking with either a Friendly 
Facilitator or Enthusiastic Entrepreneur. Interactions that begin with “small 
talk” questions will receive genuinely personal responses.

The big takeaway here is to facilitate a conversation by asking questions. Once 
they feel your interest in learning about their business (or how their day is 
going), you’ll receive honest answers. Once you establish a rapport, you can 

The Two-Persona Cheat Sheet
For those who need to form a strategy on the fly



even ad lib into the realm of the personal. Make some tasteful jokes or talk 
about your own professional experiences. Once you form the basis of a 
relationship, you can begin the selling process.

• Keep customer and employee morale top-of-mind
• Improvise using your personal experiences
• Keep them talking by asking questions that require explanations
• Remember to smile and listen intently
• Keywords include: collaboration, versatility, customer reviews, innovation

Final Thought
Remembering these personas will help guide your B2B sales efforts, but they’re 
largely a reminder to pay attention to your prospects’ behaviors and react 
appropriately. 

Even the most buoyant Friendly Facilitator can become a Reliable Rejector if 
they’ve just got out of a stressful meeting. And maybe that Data Diver is more 
of an Enthusiastic Entrepreneur after an especially delicious lunch…

Decide for yourself and stick to your plan. Remember to follow up quickly and 
make yourself available for questions. There are many successful deals in your 
future.

Data Diver Enthusiastic 
Entrepreneur

Reliable Rejector Friendly Facilitator

Aircall helps Sales teams have the kind of conversations that create lifelong customers. 
Our phone system easily integrates with your CRM and other critical business tools, giving 

employees all the insights they need to deliver exceptional experiences.


