
Buyer 

Type
C H E C K L I S T



Price Buyers purchase the lowest price offerings, and want zero frills 

Relationship Buyers see you as part of their team, and want you to give them the best 

products/services for them, with much less focus on price 

Value Buyers are concerned with ROI, and want to see the quantifiable benefit that the 

features of your products have to their bottom line 

Poker Players are buyers that act like Price Buyers, but are really Relationship or Value 

Buyers looking for a lower price by playing games. 

The Buyer Type Tells: Checklist tells you about your Buyer Type for a specific deal.  It will 

indicate whether you are likely to have a  

Price Buyer, Relationship Buyer, Value Buyer, or Poker Player. 

  

1. Beginning in the horizontal red and white bands, place a check mark in each box that 

represents a behavior you see in this buyer.   

2. When you have finished each band, tally up the check marks in each of the 4 columns.   

3. The column with the most check marks, is likely your buyer type.  
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Contact us 
Holden Advisors, Corp. 
2250 Main Street, Suite 2 
Concord, MA 01742 
  
978-405-0020 


