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How to find the influencers in a sales process 
 
 
The most critical part in a sales process is to find and talk to the main influencers while the 
buyer often is not the one who set’s up the final decision without getting the feedback of his 
influencers. 
 
If it’s a couple who’s going to buy a yacht, the man typically stays in front of the process, but 
is not the real decisionmaker in the background. 
 
Very often if not even most if the time, the Broker talks to a middle-positioned person who 
is the bridgebuilder to the closing of a deal. Now is the challenge to find these peoples who 
influence the sales process, the buyer. 
 
I call them the “buying-shadows” as they don’t show themselves in the front light. So how 
do I find those shadows to light them up? 
 
First of all, you need to position yourself as the observer and not the “showman”. Change 
your own behavior as a salesperson, get used to ask more, listen more, talk less and use the 
silence as a very powerful tool. You might not be used to stay silent, but here is one of the 
big triggers that is hindering you to be aware enough to get the situation you are in, 
completely under your control.  
 
With this I don’t mean manipulation, but observation. When you are able to reduce your 
speaking and explaining, you become more aware of what your client and the influencer say, 
act and what behavior they have.  
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Here is the process you can lean on to keep on the right loop: 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
Be aware that not only the influencers but also a potential client will often try to check you 
out and therefore watch out for traps within a conversation.  
 
The probably most important task that you have to fulfil is, to be yourself and to remain in 
your natural way on how you are, who you are and never try to grab for your advantage.  
 
The more authentic you are, the higher the chance that you succeed. Authenticity does not 
mean that you can go to a meeting in your training suit, it means, that you behave in your 
natural way with the aim to become a better person every day. If you stop aiming to become 
better, your services for your clients would drastically drop as progress is necessary, 
constant. 
 
 

Questionnaire 
Ask the hard questions while 
building up the Relationship 
stage Nr1. 

Potential 
Client 
discovered 

Ask the “qualification-
question”: If you would decide 
to buy a Yacht, with who would 
I be in direct contact for the 
payment process? 
(with this question, you eliminate 
instantly most of the non-potential 
clients because it implements, that it is 
already assumed that a buying is for 
sure, just not yet when and with 
whom) 

Observe every move and read 
the body language compared 
to the words said. Follow your 
inner feelings about how the 
discussion flow’s. If it feels 
heavy, find the missing part 
and ask questions 

Keep you focus on the person 
who seems to be the buyer, 
but engage his environment, 
feed them with values and 
create credibility for them. 
They cannot different than 
react on it which will make 
them visible for you 

 Influencer 
discovered 


