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Buying Process: The actions and decisions that a buyer 
or group of buyers use to render a purchasing decision.

• Jobs to Be Done (JTBD). The functions that may 
be performed, dismissed, or repeated as needed 
until the “jobs” leading to a decision are complete.

• Core Issues. The three questions underlying 
a buyer’s research, conversations, and group 
deliberation.
a. “Why Change?” is about gaining agreement 

among stakeholders that there is a compelling 
reason to do something different, such as 
change suppliers or engage external resources. 
It’s all about change or “no change.”

b. “Why Change Now?” is about urgency and 
priority. Is the problem, opportunity, or threat 
(POT) important enough to require immediate 
action from the buying organization? The 
willingness to act must outweigh the perceived 
cost of inaction.

c. “Who Will Do It Best?” is all about 
differentiating options or solutions, showing 
proof that the vendor can deliver results, and 
mitigating risk that may cloud the thinking of 
buyers and stakeholders.

• Tasks. Activities that sellers or buyers undertake in 
order to complete a job. This may include research, 
interviews, product tests, calculations of KPIs, and 
the like.

• Exit Criteria. The clear 
indicators that a customer has 
advanced from one purchase 
stage to the next. They are 
requirements that must be met 
to move to the next stage.

Top sellers discover ways to help the buyer simplify the buying process. What information, 
research, or test results do stakeholders need to move confidently toward a buying commitment?

The Seller’s Challenge: Sellers can become buyer-centered by adapting selling 
activities to the needs of the stakeholders, thereby simplifying the buying process. 

Each meeting can illustrate differences in urgency, priority, and preference. How can buyers 
bring insight and unity to the group while serving the business interests of all?

The Buyer’s Dilemma: Buyers face obstacles and barriers created by internal 
politics, competing initiatives, and different stakeholder agendas. 
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ADDENDUM 6: RESOURCES OFTEN USED  
DURING THE BUYING PROCESS

ADDENDUM 7: RESOURCES OFTEN USED  
DURING THE SELLING PROCESS
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