
5. The Buying Cycle 

A. In your own words, explain what is meant by the comment, ‘People love to buy but 

they hate to be sold.’ 

B. In this segment, we reviewed the four predictable stages buyers pass through before 

they are ready to buy. 

 Stage 1 – Something has to change.   

 If your prospect is perfectly happy with what he or she is now doing, 

why will they not be too interested in learning about all the features 

and benefits of your product or service?  

 What are some examples of ‘change’ your prospects are experiencing 

on their farms that might cause them to become more interested in 

what you have to offer? 

 What are some things you do to uncover underlying problems, needs 

or changes that will impact their farm so they will want to learn about 

your product and service solutions? 

 Discuss what is meant by the comment:  ‘It is from CHANGE that comes 

all opportunity!’ 

 Stage Two – The prospect becomes willing to explore available options.   

 When a prospect becomes aware of a problem, need or emerging 
opportunity, they will actively seek out knowledgeable people to 
explore options and alternatives? 

 What are some examples where you have observed previously 
uninterested prospects ask to meet with you to discuss options 
concerning some change that has occurred on their farm? 

 Stage Three – the prospect experiences some fears or concerns. 

 When a buyer begins to think seriously about changing suppliers or 
implementing some new technology, he or she will often experience a 
few fears and concerns.  Why is this? 

 When you reach this point in the Buying Cycle: 

 What are some things you do to help your prospect thorough 
the change and implementation process?   



 How do you assure that you will ‘be there’ for them and take 
care of any problems that may occur? 

 Stage Four – The prospect makes a decision to go ahead and implement your 
product or service solution.  

 The seller’s responsibility at this time is to help the customer adopt the 
solution and overcome any implementation challenges.   

 How do you help your customers through the start-up phase of doing 
business with you and your company? 

 What do you do to make sure there are no surprises when it comes to 
working with different members of your sales and service team?  How 
do you familiarize your new customer with your company policies, 
billing procedures, and so on? 

C. Change is difficult!  

 If given a choice, most customers would prefer to work with a supplier who 

takes care of their every need, keeps them up-to-date on the latest changes 

occurring in their industry, and then helps them to implement new products 

and procedures on a timely basis. 

 This is called ‘maintenance selling’, i.e. taking care of people so well they 

don’t want to change suppliers. 

 How do you stay ahead of your customers; anticipating their constantly 

changing needs, and then help them to adjust and adapt? 

 


