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Want to Land the Next Big Client at Your Firm? Understand Buyer

Roles
By LawVision on February 27,2015

Business development is most effective one-on-one and focused on building key relationships but big clients usually
present themselves in the form of complex organizations containing many different potential relationships. Various “buyer
roles” are spread throughout an organization, sometimes organically and sometimes by formal assignment.
Understanding buyer roles and how to deal with each role will help you navigate a complex organization and build trusting
relationships with key players.

Use the chart below to help you navigate all key buyer roles when working on institutional business development.

Legal Services Key Buyer Roles
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Roles Description

Approach

Decision  [The perscn who ultimabely makes the decision.
Maker Holds the foemral aathority to select counsel and
approves all or any part of the buying decision.

[¥our ultimate abjective |5 bo identity this person and conwince
|t to agres to work with pou. ¥ow may be abke to use the
oifer rokes b0 @Rt you 1o this person. Awareness Jctivites like
speaking, writing and joining ane done with this person in
mind s the target audience.

Financial  |Condrols the funds necessary bo bire yow and s
Decision  |desipnated a5 the person wha can make the

Maker dacision to spered those funds. Focus will e on
bortom Ene resuits and BOL. This person can randy
say s, bt can usually =y o, Marey irees the
decision maker ard financial decision maker are the
same persor. Often a CFO, Financial Director,

identify — you must know who this person &

COnRASCT — Made SUre Ehis pevson undarstands pour waks
propasition - the berefit and ROI of hifing ol This may be
jdane by conrecting directhy or, if appropriate wiaa prepared
coach. Onoe you have made contact, don't stop
joommunicating. Get Ehis person the information they ask for,

Technical  |Weighs in an how thi hine will affect current
Dedsion  |systems. Could be a clerk, biling expert, CT0 ar

Maker  [anyone alse who is tasked with making sure 3 new
systarm will wark with the current systems and
[frameworks, technical or othersise.

identify this persan and enlist them to halp you woerstand
[arhat obstacles nesd to be CWercoma in order to make e
i salirtice and your firm's systems can work well with
whatewer framswork is currently in place. Think billing,
staffing, communications, bechnology, geography and 5o
Jfarth

Eeilluenees | Can't mnake the deciskan but has influence on tha
decision makar.

Two kinds:
1 Chesrleader — positive influsnce
I Naysayer — reegative influsnce

kbesrvti Py s willl b & positie indluence amd wiho will B a
negative influence. Select a cheorloader to dewelop 2s your
kchampian

haysayers- thres strategies: Convnce Corral or Control
[Conuince — win therm cver to be cheerleaders or at least to be
neutral by articulating your vaks: proposition and the benefics
ot wearhiing with o and vour firm. This coubd incuase your
personal brand

jCorral — Help others to see that the opinion of Ehe neysayer is
not relesant Eo the discussion either because they have little
jpthority snd credibilty or because their objctions aren’

iConkral — Find cheerleaders with more poaer or authornity in
fthe organization whao disagres with the naysayer and ane
fwvillirg to communicate that or become your champion.

Champion  |Can't meke the final decsion but can give you
advice o wha o talk to, selection criteris and who
holds real power, May not necessanly have
autharnity but i usieally sko an influencer, The best
crampions want you hired and hase infisenoe and
credibilty inside their crganization. Thay

ST imes present themaselees to you naturally but
usially ey need 1o be found, corwinced and
trainid s Chamgions.

Find — identify people who sre positive about hawing you
faork with ther arganization

JUndarstamd their motivation - find out why having you work
faith tham is a “win™ for tham

|Build credibility - Show how halping you i ddvantageos to
Jthazies and dieliver on that

imeabee in process — enlist them to be a leeger part of the
process, use them to get information, make suggeshors and
be evangelists for pou within the arganization

jCommsunicate — keap them in the loop on key decisions and
milestones

Rz their risk - command them in front of superiorns, help
treerm with Eher carser, make them Fapgy they Feslped

Gatekeeper |This peruon controly sdormation or scoess ar both,
ko decision makers and influencers. Could bea
srEary of an executive direcbar of other lawyer

(Wi this perion oyer early on expecally if the parson has i)

power besides the gatekeeper role — secretary, administratee]

fasistant gtc. If the person doss have autharity and & alsoa

inancial decsion maker or infAuencer, aclmovledge that

powser and convinoe tham of the benefits of warking with you
your firm

Cansurmer  |(ines the bulk of the work with cutside counsel, will
becomme the masin contact and direct work, May b=
ahle to weigh in on how your serdices will help with
weark that reescs £o b done.

Lead with your persoral brand. fsk yourself; Does this
person like you? Will this person enjoy working with pou snd
team? 'Will working with us help this person advance in
ir ceganization?
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