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Identifying the 
Decision-Making 
Process
Investigating Your Buyer’s Decision-Making 
Team, Timeline, and Approach

version .20.0
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Let’s Learn Together

Turn your camera 
and mic on

Say HELLO in the 
chat

Engagement
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Program Overview 

The Success 
Triangle

The Buyer-Seller 
Dynamic

Essential 
Communication Skills

Discovering Buyers’ 
Motivations

Better 
Understanding 
Through Asking 

Questions

Understanding 
Investment Parameters

Identifying the Decision-
Making Process

Communicating the 
Solution and Closing 

the SalePR
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Initiating Buyer-
Focused 

Conversations

Creating Mutual 
Agreement
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Welcome01.

Gaining Clarity on Decision 
Making02.

Gathering Information You 
Need03.

Wrap-Up04.
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Gaining Clarity on 
Decision MakingL1
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What are the challenges to 
having clarity on the buyer’s 
decision-making process and 
access to authority?

Gaining Clarity
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ACTIVITY
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Axioms to Live By

L1
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“A decision not to make a decision is still a decision.”

“When you think you know the buyer’s decision-making 

process, you’re typically several questions away from really 

understanding it.”
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Players, process, criteria, 
timeline, competition, and 
success blockers

6 Components of Decision Intelligence

L1
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Gathering 
Information 
You Need

L2
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Investigative Approach

L2
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• When?

• Why?

• What?

• How?

• Who?

• Where?
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Build Your Core Decision Questions

People

Process

Criteria

Timeline

Competition

Success Blockers
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• “I’m the decision maker”  (Your instinct tells you they are not the DM)

• “We have to socialize this internally…”

• “We’re vetting 7 other possible vendors...”

• We learn who the villain is

• We get blocked by our primary contact

• Vagueness on timeline

Prepare for Challenges

G
A

TH
ER

IN
G

 IN
FO

RM
A

TI
O

N
 Y

O
U 

N
EE

D

L2



© 2022-2023  Sandler Systems, LLC.  All rights reserved

What’s In Our Toolkit
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• Not Okay Technique

• Reversing

• 3rd Party Stories

• “My Big Concern”
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Know How You’ll Respond
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ACTIVITY

Buyer’s First Response Your Response
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Now What?

L2
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QUALIFY

DISQUALIFY

PAIN

INVESTMENT DECISION
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Hot List
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1. Complete Sandler® Sales Tool 8.1: 
Decision-Making Process Identifier in 
preparation for an upcoming sales call.

2. Use the tool to investigate your buyer’s 
decision-making process and be 
prepared to share experiences in the next 
session.

3. Participate in a 30-minute review activity 
with your team. 

4. Respond to the reflection questions in 
Sandler Online.
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On-the-Job Activity
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There is no such thing as a no-sale call. A sale is made on 
every call you make. Either you sell the client . . . or [they] 
sell you a reason [they] can’t. Either way, a sale is made, the 
only question is who is gonna close? You or [them]?
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—Jim Young, character in Boiler Room



Individually 
Connecting the 

Pain (vs. generic 
Pain).

&
Upleveling 

Meeting 
Attendance for 
renewals and 

new sales! 

 



Always Look for Patterns 
If there are patterns that are out of their control (which 
there always are), can you bring them up in a “strip lining” 
way?  

Example: I know everyone here would like to get this deal 
moving, however I’ve found that there’s typically factors 
that are outside of your control that would cause this deal 
to stall.  What kind of factors should we anticipate?

Breakout 



Always Look for Patterns 
If there are patterns that are out of their control (which there 
always are), can you bring them up in a “strip lining” way?  

Example: I realize that you have been a customer at Vicinity for 
over 10 years… With that said, there may be areas that are 
taken for granted from both of us.  In other words – could there 
be “things” that we may not be thinking or talking about now; 
however they are important in the coming years?   
(share a 3rd party story)

Breakout 
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Thanks for participating!

We’d love to get your feedback on today’s session.

[survey link]
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