
Patterns Of Buying

There are four common types of buyers out there in 
buyerland: 

1. The Impulse Buyer - sees it & buys it. 
2. The Investigator - researches, studies, thinks and 

buys. 
3. The Fooler - researches (for maybe a year) and 

then one day walks in and buys. Looks like The Impulse 
Buyer. 

4. The Never Buyer - investigates, agitates, & pro-
crastinates. (Every salesperson’s nightmare!) 

How do you identify who buys how? Ask questions. 
You might ask the prospect directly or you might ask an 
assistant if the opportunity arises. “I noticed you just got a 
new phone system. How did that happen?” OR . . . “How 
did you buy your last car (or computer)?”

With just a little prompting, people will tell you how 
they decided they need new phones:

•	 They	got	out	the	yellow	pages,	made	three	calls,	
listened to three presentations the next day and had the 
system in place the following Friday. (Style #1)
•	 They	 subscribed	 to	 Consumer	 Reports,	 called	

every company that made phones, poured over the litera-
ture that was sent, listened to 73 presentations, did more 
research, created a task force, mulled it over, presented 3 
options to the president and a year from day one got the 

phones installed. ( Style #2)
•	 Did	some	of	 the	B	activities,	 then	one	day	called	

and had the phones installed the following week. (style #3)
•	 Decided	4	years	ago	they	needed	new	phones	and	

are	still	having	weekly	meetings	about	it.	(Style	#4)	

Once you know the buying pattern you can tailor your 
presentation and your expectations to that buying style. 
The reason so many salespeople - in real estate, mort-
gages or widgets - get frustrated is because they expect 
faster decisions. Many people cannot make fast decisions.

Morgan	Carter,	the	Chicago	PR	guru,	says:	“Frustration	
is a function of expectations.” If your expectations are 
appropriate, your frustration is diminished. Lower frustra-
tion means more energy and that equals more sales.

Investigate those buying patterns!
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