
A Z

Objections 
Benefits

Vendor Selection

Buying Continuum

No Perceived
Need/Want/Value

Prospect has
a need/want

Starts to consider solution options
and gathering information on an 

informal basis

Asks friends and associates
for recommendations

Heavy-duty
fact finding

Narrows solution options by
process of elimination

Narrows in on favorite - 
decision is coming soon

Makes the decision to buy, 
but not necessarily

who to buy from

Shopping vendors - 
waits for the timing to be 

just right

$ changes
hands

W
“Just Looking” or “Still Shopping” Now Buyers


