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Today’s Agenda

e How toidentify and understand risk-averse buyers

e Common reasons for buyer hesitation and strategies for
mitigating concerns

e Strategies for building trust and credibility with buyers

e Common mistakes made by sales reps when speaking to
risk-averse buyers

e How tocreate urgency and close deals with risk-averse
buyers
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Who is the Risk-Averse Buyer?

Methodical and detail-oriented in decision-making
processes

e Typically exhibit DISC personality types S and C

Cautious and seek out as much information as possible
before making a decision

e Often require multiple touchpoints

Uncertainty can have a significant impact on their
decision-making process

e May lead to delayed or avoided purchases
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What Causes Buyer Risk-Aversion?

e Uncertainty about future economic conditions

e Fear of making a bad investment

e Lackoftrustinthe seller or product

e Concerns about budget and financial constraints

Difficulty in justifying the purchase to higher-ups

of B2B decision-makers say economic
7 OO/ uncertainty has made their buying process more
(0 complex and difficult.

- McKinsey & Company
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Question:

What are some job titles you've
found to be the most risk-averse?

Drop them in the chat below ¢



The IT Di rECtOr Role in the Buying Process

Pragmatic Skeptical « IT Director’s are central in the buy and apply stages of the
buyer's journey
stiorigwlliod Stralilitforard » IT Director’s can eas_ily “straddle thg _Iine,” and must be
persuaded and convinced for a decision to be made
Goals & Priorities Collaboration '5”\‘ Expected Behavior Q
(D
» To advance the capabilities of the technology department through increasing «  Set clear expectations «  Alone time
initiatives, encouraging collaboration, and management of the tactics *  Give them space to work - Seeking evidence to support
» Do research before asking claims
questions » Separating facts from emotions

» One of the IT Director’s goals is to effectively increase the successes of the

ompany's strategi .

companys strategies Energy Boosters -rl.l' Energy Drainers
A

» The IT Director’s priority is to exceed the goals of the customer and the - Dealing with emationally

stakeholder : I?rrigg::y& organization charged issues
- FrmilEledEre « Unreliable, unproven
information
Organizational Role & Responsibilities « Chaotic situations

« IT Directors are responsible for developing and establishing the strategic
and technological plan for the company and its infrastructure.

» The Director is also in charge of deciding on budgetary issues and
oversees IT projects




signs that you might be dealing
with a risk-averse buyer:

Delayed response times and lack of engagement from the buyer
Asking repetitive or overly detailed questions about the product or service
Expressing concerns or objections repeatedly without moving forward

Hesitancy in committing to a timeline or next steps in the sales process
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How to Mitigate Buyer Concerns

Address specific concerns

Identify the specific concerns of the buyer
and address them one by one to mitigate
their fears.

Provide guarantees

Offer guarantees such as a money-back
guarantee or a free trial period to reduce
the perceived risk for the buyer.

Establish a clear value proposition

Clearly communicate the unique value
proposition of your product and how it can
solve the buyer's pain points.

Use detailed data points

Use data and statistics to back up your
claims and assure the buyer that they are
making an informed decision.
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How to Build Trust with the Risk-Averse Buyer

e Betransparent about your products or services
o Include any potential risks or downsides
e Provide social proof

o Use case studies or testimonials to demonstrate
your track record of success

e Show empathy and understanding

o Actively listen & demonstrate you understand
the buyer's concerns and needs

e Deepdiscovery
o Gettotheroot cause of their specific pain points
e Establish yourself as an expert

o Provide valuable insights and knowledge
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Common Mistakes When Dealing with Risk-Aversion

e Pushing for the sale too early without building trust

e Failingto address buyer concerns and objections effectively

e Beingoverly aggressive or pushy in their approach
e Not giving sufficient space for buyer to reflect & think

e Not fully understanding the buyer's specific pain points,
needs and motivations

0 of B2B buyers expect companies to understand
/0 their needs and expectations.

- Salesforce



Top 3 Strategies to Close the Deal with Risk-Averse Buyers

o First, know your buyer before you sell

Identify early on when you are dealing with a risk-averse buyer through DISC profiling

e Foot-in-the-door, instead of door-in-the-face

Offer trials to build trust and familiarity with your product/service

e Invest in differentiating your buying experience

Invest in improving your buying experience and make it better than your competitors'
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Get connected
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https://chrome.google.com/webstore/detail/crystal/nmaonghoefpmlfgaknnboiekjhfpmajh?hl=en
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