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Buyer Journey Interview Discussion Guide
[bookmark: OLE_LINK1][bookmark: _Int_S5nOCRQe]Use this interview guide for discussions with buyers regarding how they evaluate and select vendors. These sample questions will help you to elicit specific examples and actionable insights that can inform your buyer journey mapping process and strategy development. It is unlikely that you will use all of the questions listed here, and you may want to add your own. We generally start each section with the questions we see as most important or most likely to spark a rich discussion with your customers.

********************************************

Introduction
Thank you for taking the time to participate in this interview. Our goal is to understand the full journey you went through when making your purchase decision with us. Your insights will help us tailor solutions that align with the way teams like yours discover, evaluate, and adopt new offerings. We will of course keep anything you share confidential and aggregate it with responses we are collecting from others.

Part 1: Identifying the problem
Let’s start by exploring what led you to consider making a purchase with us in the first place.
Primary questions:
1. Think back to when you first realized you needed to talk with someone like us. When was that/ what month or time of the year was it? Any thoughts on why it happened then?
2. What were the challenges or events that were happening at your organization during that time? Was it specific to your department, or a broader organization-wide situation?
3. What did you see as the consequences of not addressing the issue?

Secondary questions:
1. Were there any prominent questions you had when considering a solution?
2. What challenges or roadblocks did you face when exploring potential solutions (vendors or otherwise)?
3. Who was involved in the discussions at this stage? Was there anyone you were thinking you should involve but didn’t?
4. What challenges or roadblocks did you face when trying to understand the size and impact of the problem?
5. How important was it to find a solution?

Part 2: The search process
Next, we’d like to understand how your organization goes through the “discovery” phase of your journey, looking for different solution providers.
Primary questions:
1. How did you begin your search? What different “channels” did you use? (Did you contact people, google search, something else?)
2. What information were you looking for when considering your   options?
Secondary questions:
1. Who else was involved in researching and narrowing down options? Was it easy to get agreement on which vendors to keep in and which to exclude?
2. Which other vendors did you consider? About how many total did you have in your initial exploration?
3. Did you access any of our content? Did you share it with others? How did it help you in your decision-making?
4. What type of questions did you have during this phase of your search process?
5. What kinds of challenges did you encounter during your initial research?


Part 3: Evaluation and Decision Making
This section explores how you evaluate and select a solution provider from among your initial shortlist.
Primary questions:
1. What were the top criteria you looked for when evaluating solution providers?
2. What were your biggest concerns or objections during this phase?
Secondary questions:
1. Who else was involved in the evaluation process? Did you have procurement/ sourcing colleagues involved at this stage?
2. Did you use any documents or templates to compare the different vendors as you were learning more about them? If so, what did it look like? 
3. Did you face any questions, internally or externally, when evaluating solutions? What types of questions were those?
4. What was it like to interact with us at this stage? Who did you interact with on our side?
5. What information did you need in this phase to continue towards purchasing?

Part 4: Purchase and Implementation
Finally, we want to know how the purchase and implementation experience was.
Primary questions:
1. What did the purchase process look like internally? Was there a lot of back-and-forth or pretty straightforward once you selected a vendor?
2. Were there any friction points during contract or pricing discussions?
Secondary questions:
1. What final information did you need to make the purchase?
2. Were there last-minute questions, internally or externally, that you had before making a decision? What steps did you take towards getting those answers?
3. Were there any actions you repeated through every phase of your decision-making process? (ex: always had to check with board members)
4. Was the contracting and approval process smooth? What could have improved it?
5. Who made the final call, and what factors carried the most weight in that decision?
Closing
Thank you for your time and for sharing your experience with us. It will be a huge help in ensuring we are able to better support buyers like you.
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