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BUYING
COMMITMENTS

There are four buying decisions everyone makes
before they truly commit and embrace a decision.
This process can happen fast in B2C and slows
down in B2B environments typically due to four
main things:
1.
2.
3.
4.

Increase in the number of people in the
buying process.
Complexity or newness of a product or
service.
Resource capability or expertise of the
customer.
Ineffective demonstration of business
benefits by the supplier.

To effectively navigate these potential blocks and
speed up the process, we must understand the
buying journey and commitments of our
customers. We will then know how quickly a
decision will be made and the likelihood of a
customer choosing us.
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The customer is
now aware of the
problem and has
the choice to do
something about
it.

Customer begins
to explore the
need, and
investigate what
is out there to
solve the
problem.

The customer has
evaluated
potential
solutions and
now filters down
to the most viable
options based on
specific criteria.

Based on
technical and
emotional criteria
the customer
makes a decision
on the
organisation to
serve it’s needs.

This is where we
all start, unaware
of a problem until
the pain becomes
uncomfortable or
we’re made
aware.
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Throughout this process there are four big stages:

Stages 1-2 – customer envisions the result, moving away from the problem.
Stages 2-3 – customer evaluates the investment needed.
Stage 4 – customer views the relationships with organisations it wants to invest in.
Stage 5 – customer takes action based on technical and emotional validation.
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OWN THE PROBLEM
Once aware the
customer now has to
decide whether or not
they want to do
anything.

URGENT
You must
determine how
urgent this
problem is for the
customer to be
solved.

COMMITTED
Now you evaluate
how committed
they are to solving
the problem. What
have they done
already? What
resource have they
allocated?.

WILLING
Is the customer willing to
make the investment,
based on the time, effort,
capital and resource
needed. If all involved in
the buying decision are
not, the sale
will stall.
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BUYER PROCESS

The buying process may seem like a lot but when
reviewed closely against your sales process you’ll
recognise these components support any
customer review and qualification process.

BUYING
PROCESS

Two actions you can take today:
1. Design questions that uncover or help the
customer in the buying process (journey and
commitments) at each stage. Then use of
questioning framework like S.P.I.N.
2. Review current stalled projects and match
against the buying process. Where are you
and your customer stuck?
You must apply these intentionally to really help
the customer evaluate the right problems to
solve. If needed illuminate the compelling
benefits to them enabling them to more
confidently commit and be willing invest in what
is needed.
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At a customer meeting or on a call should you realise you are in the options phase, the danger is
the comparison will not necessarily be valuable.
You must REGAIN CONTROL and RESHAPE THE RELATIONSHIP.
Only then can you move the customer back to awareness and if needed re-evaluate their
decisions to reposition your value.
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We ideally want to position ourselves at the beginning of the buyer's journey and commitments in
most of our customer conversations.
If we are the expert and use the appropriate designed questions and listen well, we will always
have the opportunity to add value and reshape the relationship to become the only and natural
choice.
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NOTES

Take the space to really look at one specific key
account and follow the process in this workbook
to understand your customer’s buying
commitments.

WHAT NEXT?

If you’d like to know how you, your team and
organisation can take full advantage of how to
use buyer commitments with any key customer,
then contact my team to arrange a no obligation
call.
Contact my team at:
support@jermaineedwards.com.
For more supporting resources, articles and tools
visit my website at
https://jermaineedwards.com/.

Any questions relating to our work, or this workbook please
contact our team support@jermaineedwards.com.
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