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LEARNING OUTCOMES 

After completing this module, you should be able to:

• Elaborate on the various categories of buying decisions.

• Detail the four communication styles and elucidate how salespersons 

should adjust and vary their own styles for optimal communication.

• Define buying teams and delineate the distinct roles of their 

members.



TYPES OF PURCHASING DECISIONS

• Buyers are learners

• The level of experience and knowledge



TYPES OF PURCHASING DECISIONS

source: Ingram, et.al. (2008)  Professional Selling A trust-based Approach 4th edition. pp 77 



Straight Rebuys

• straight rebuy decision

• electronic data interchange (EDI)

• e-commerce



Straight Rebuys

source: Ingram, et.al. (2008)  Professional Selling A trust-based Approach 4th edition. pp 78 



New Tasks

• new task decision

• no in- or out-supplier



Modified Rebuys

• Modified rebuy decisions

• result of changing conditions or needs.



UNDERSTANDING COMMUNICATION STYLES

source: Ingram, et.al. (2008)  Professional Selling A trust-based Approach 4th edition. pp 79 



UNDERSTANDING COMMUNICATION STYLES

Assertiveness - Assertiveness refers to the degree to

which a person holds opinions about issues and

attempts to dominate or control situations by directing

the thoughts and actions of others.



UNDERSTANDING COMMUNICATION STYLES

Responsiveness—Responsiveness points to the level of

feelings and sociability an individual openly displays.



UNDERSTANDING COMMUNICATION STYLES

source: Ingram, et.al. (2008)  Professional Selling A trust-based Approach 4th edition. pp 80 



UNDERSTANDING COMMUNICATION STYLES

Analyticals are characterized as being low 

on assertiveness as well as responsiveness.



UNDERSTANDING COMMUNICATION STYLES

Amiables—Developing and maintaining close

personal relationships is important to amiables



UNDERSTANDING COMMUNICATION STYLES

Expressives — Expressives are animated and highly

communicative. Although very competitive by nature, they

also exhibit warm personalities and value building close

relationships with others.



UNDERSTANDING COMMUNICATION STYLES

Drivers—Sometimes referred to as the director

or dictator style, drivers are hard and detached

from their relationships with others



UNDERSTANDING COMMUNICATION STYLES

Analyticals—The descriptive name for this style is derived

from their penchant for gathering and analyzing facts and

details before making a decision. Analyticals are meticulous

and disciplined in everything they do.



MASTERING COMMUNICATION STYLE FLEXING

• Salespeople must also be aware of his or her own personal style

• Adapting to buyers by flexing his or her own communication style



MULTIPLE BUYING INFLUENCES

Buying teams also referred to as buying centers



MULTIPLE BUYING INFLUENCES

Buying teams also referred to as buying centers



MULTIPLE BUYING INFLUENCES

source: Ingram, et.al. (2008)  Professional Selling A trust-based Approach 4th edition. pp 84 



MULTIPLE BUYING INFLUENCES

source: Ingram, et.al. (2008)  Professional Selling A trust-based Approach 4th edition. pp 84 



MULTIPLE BUYING INFLUENCES

source: Ingram, et.al. (2008)  Professional Selling A trust-based Approach 4th edition. pp 85 



MULTIPLE BUYING INFLUENCES

Buying team members are described in terms of their roles 

and responsibilities within the team.

➢ Initiators

➢ Influencers

➢ Users

➢ Deciders

➢ Purchasers

➢ Gatekeepers



CURRENT DEVELOPMENTS IN PURCHASING

➢profound change in response

➢Worldwide spread of technology



Increasing Use of Information Technology

➢Information technology

➢Transactional exchanges

➢Online catalogs



Relationship Emphasis on Cooperation and 
Collaboration

➢Today’s fast-paced and dynamic marketplace

➢Longer-term buyer - seller relationships



Supply Chain Management

source: Ingram, et.al. (2008)  Professional Selling A trust-based Approach 4th edition. pp 89 



Increased Outsourcing

➢expanded agreements

➢to focus on what it does best



Target Pricing

➢buyers establish a target price

➢subsystems and parts to estimate



Increased Importance of Knowledge and Creativity

➢problem solver in a dynamic

➢generating innovative solutions



SUMMARY

• The different types of purchasing decisions

• Straight Rebuy.

• Modified Rebuy.

• New Task.

• The four communication styles and how salespeople must adapt 
and flex their own styles to maximize communication.



SUMMARY

• The concept of buying teams and specify the different member 

roles.
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The End 


