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Buying Influences 
 
Business sales are different from personal sales because: 
 

• Corporate dollars are spent versus individual dollars. 
• Frequently there are more decision makers in a corporation.  
• Often a committee is involved. 
• The risk can be greater—more people know in a corporation. 
• Making a bad decision for the company is not good for one’s career. 

 
You probably, from time to time, work with many people who have various roles 
and positions within a company. We believe all companies are alike in that they all 
have four buying influences based on what they do. They are Users, Technical 
Influences, Coaches, and the Economic Buyer who is often referred to as the final 
decision maker. 
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The first influence we evaluate is the user influence. 

 
 

Users may often recommend. Seldom can they say “Yes”. 
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Use the following to reduce risks for technical influences 
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The third influence we evaluate is the coach. 
 

 
 
Coaches usually have little direct risks. 
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The final influence is the economic buyer. 
 

 
 
Even on buying committees there is usually one person with more influence than 
the others. This is who we call the Economic Buyer. Their risks are many. Afterall 
the first rule of leadership: “Everything is your fault!” 
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They are usually interested in the following. 
 

 
 
This is different for operations or maintenance people who focus on these items: 
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Purchasing people tend to focus on these items: 
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“Buying Influences” 
 

 

For additional selling tips and ideas follow Sales Concepts here: 
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