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DECISION MAKERS & INFLUENCERS

PURPOSE: Using the chart below, identify the various decision influences within a chosen key account from your sales territory. 

 ACCOUNT: __________________________________________________________

ROLE BUYER NAME DECISION CRITERIA/
MOTIVES 

PURPOSE OF MEETING &  
HOW OFTEN DO YOU MEET?

The Final Authority 
– signing the contract

Users 
–  day-to-day users of

solution

Advisors 
–  key influencers in the

process

Coach(es) 
– biggest supporters

COMPETENCY: Sales Planning FREQUENCY:  Every time you meet with the 
account, Update quarterly


	ACCOUNT: 
	daytoday users of: 
	key influencers in the: 
	biggest supporters: 
	signing the contract: 
	decision criteria 1: 
	Purpose: 
	decision criteria 2: 
	Purpose2: 
	decision criteria 3: 
	decision criteria 4: 
	Purpose3: 
	Purpose4: 


