REPARED FO

TUTAMEN
Hotel Buyer Personas

5 Key B2B Decision-Makers Who Control Hotel Procurement

5 Precision B2B
Buyer Profiles Hardware & Hotel Procurement
FF&E

Product Category

Prepared for: Tutamen Group, Dongguan, Guangdong Province, China

Vertical: Precision Hardware & FF&E CNC Machining, Die Castin

Target Buyers: Hotel chain procurement teams, independent property managers, GPO members
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TUTAMEN

AGE

RAMGE TITLE

"Strategic Sarah” — VP of Procurement

Chain-Level Decision Maker — Controls Multi-Property Spend

COMPANY TYPE

42-55 Chain (50+
Procurement properties)
ANNUAL PRECISION HARDWARE & FF&EE BUDGET

$5M - $50M+

Yr GOALS & MOTIVATIONS

Consolidate hardware suppliers to reduce complexity and
negotiate volume discounts on door handles, locks, hinges,
and fixtures

Achieve 10-15% YoY cost reduction on FF&E hardware
spend set by CFO

Standardize hardware specifications and finishes across all
properties in the chain

Meet ESG/sustainability reporting requirements for investor
relations

Build vendor relationships that reduce supply chain
disruption risk

Q, BUYING TRIGGERS

Contract renewal cycles (every 2-3 years)
New property openings or major renovation programs
Supplier quality failures or delivery issues at existing vendor

Board mandate for sustainability certification (GSTC,
EarthCheck)

GPO renegotiation windows (Avendra, Entegra)

() HOW TO SELL TO THIS PERSONA

Lead with TCO analysis: Show 3-year cost comparison vs.
current supplier, including replacement cycles

Provide chain-wide rollout plan: Phase by region, with pilot
property for validation

Sustainability documentation: Pre-built ESG reporting
package with certifications
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HIGHEST AUTHORITY

BUDGET AUTHORITY

$5M - $50M+

DECISION CYCLE

6-18 months

INFLUENCE LEVEL

Final Approver

/N PAIN POINTS

Overwhelmed by vender proposals — receives 50+ per
quarter

Pressure to cut costs without degrading guest experience
scores

GPO contracts limit flexibility to test new suppliers

Regional supply chain disruptions affecting property
operations

Difficulty comparing TCO across vendors with different
pricing models

%, PREFERRED CHANNELS

LinkedIn: Thought leadership, industry trend analysis
Industry conferences: HITEC, HD Expo, The Hotel Show
Direct referral: Peer recommendations from other VPs
RFP portals: Formal procurement through structured bids
GPO channels: Avendra/Entegra preferred vendor catalogs

Reference similar chains: "We manufacture precision

hardware for Tesla, Google, and Amazon — here's the guality
metrics from our hotel hardware pilot program”

o Simplify decision-making: One-page executive summary,
not 40-page proposals

Offer risk reduction: Trial programs, performance

guarantees, SLA commitments

B2ZB HOTEL SUPPLY INTELLIGENCE



TUTAMEN

AGE

RANGE

Design Director /

COMPANY

Single/Multi

"Design-Driven Diana" — Design Director

Aesthetic Gatekeeper — Specifies Hardware Finishes & Styles

35-50
VP Design Property
ANNUAL PRECISION HARDWARE & FFAE INFLUENCE

$200K - $2M

Y7 GOALS & MOTIVATIONS

Specify hardware and fixtures that reinforce the property's
design narrative

Source custom finishes (brushed brass, matte black, satin
chrome) that match brand palettes

Ensure hardware aesthetics remain consistent across all
doors, bathrooms, and public areas

Fixtures that maintain finish quality after years of guest
contact and cleaning

Win hospitality design awards (HD Awards, AHEAD) with
distinctive hardware selections

Q_ BUYING TRIGGERS

New property design concept requiring custom hardware
specifications

Renovation project with design firm specifying non-
standard finishes

Brand refresh requiring updated hardware aesthetic across
portfolio

Design award submission deadline requiring distinctive
hardware elements

Competitive property opening with superior FF&E quality

@ HOW TO SELL TO THIS PERSONA

Send finish sample boards: Let them see and touch every
finish option before any meeting

Provide finish durability data: Salt spray test resuits, UV
resistance, and wear-cycle data

Arm with specification tools: Give them CAD files, BIM
objects, and spec sheets for design packages
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. KEY INFLUENCER

ET AUTHORITY

$2

BU DECISION CYCL

$200K -

1-3 months
INFLUENCE LEVEL
Recommender

/N PAIN POINTS

Hardware samples that don't match production run finishes
or dimensions

Procurement overrides design specifications to save costs
on hardware

Finish inconsistency between production batches (color,
texture, sheen variation)

Manufacturers who can't produce custom finishes or non-
standard geometries

Limited supplier options for high-design custom hardware
at commercial scale

%, PREFERRED CHANNELS

Design showrooms: Hands-on evaluation of finishes and
hardware samples

Design conferences: HD Expo, BDNY, Maison & Objet
Sample kits: Finish sample boards and hardware mockups

A&D rep: Architecture & design-focused sales
representative

Design publications: Hospitality Design, Interior Design
Magazine

« Offer custom design services: In-house DFM team translates
design concepts into manufacturable hardware

« Show custom capability: Portfolio of bespoke hardware
produced for luxury/design-led properties

» Emphasize consistency: CPK quality metrics guarantee
batch-to-batch finish and dimensional consistency

B2B HOT

EL SUPPLY INTELLIX




TUTAMEN

“Fix-It Frank" —Facilities Manager

Operational Gatekeeper — Cares About Durability & Compliance
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TECHNICAL EVALUATOR

AGE RANGE TITLE COMPANY TYFPE BUDGET AUTHORITY DECISION CYCLE
38-55 Dir. Facilities / Eng. Full-Service [ $500K - $5M 3-6 months
Resort

CAPEX & OPEX INFLUENCE

$500K - $5M

f_? GOALS & MOTIVATIONS
e Hardware that installs once and performs — minimize
maintenance callbacks on locks, handles, and fixtures

e Meet fire safety, ADA, BHMA, and UL compliance
requirements for all door and access hardware

e Ensure hardware compatibility with building management
systems and smart lock platforms

» Standardize door hardware, bathroom fixtures, and
architectural metalwork across property portfolio

» Maintain vendor relationships that provide responsive
technical support

Q BUYING TRIGGERS

s PIP (Property Improvement Plan) mandated by brand or
owner

e Equipment failure or end-of-life replacement cycle

o New sustainability certification pursuit (LEED, Green Key)

e Insurance or code compliance requirement change

e Guestinjury or complaint creating legal/safety urgency

(® HOW TO SELL TO THIS PERSONA

» Lead with technical documentation: Spec sheets, test
results, compliance certificates

s Provide installation support: Detailed install guides, on-site

tech support

s Offer extended warranties: 5-10 year warranties with clear

claim processes

PREPARED BY INNLEAD.ai —

BZB

INFLUENCE LEVEL

Spec Writer

/A PAIN POINTS

» Hardware that doesn't match spec sheets once installed —
tolerances, finishes, or fit issues

o Manufacturers who can't provide technical drawings, CAD
files, or material certifications

e Lead times from overseas manufacturers that don't align
with renovation project schedules

o Warranty claims that are difficult to process or denied on
technicalities

o Integration issues between smart lock hardware and
existing BMS/PMS platforms

Qg_-. PREFERRED CHANNELS

» Technical spec sheets: Detailed PDF with test data and
compliance certs

» Manufacturer reps: On-site technical consultation

» Industry publications: Hotel Management, Hospitality
Design

e Trade shows: HD Expo, BDNY for hands-on product
evaluation

« Reference installs: Site visits to properties using the
product

« Show energy/water savings: Quantified utility cost
reductions with ROI timeline

» Reference similar properties: Case studies from same hotel
type (resort, urban, etc.)

s Provide CAD files: Ready-to-use technical drawings for
renovation planning

UPPLY INTELLIGE

HOTEL S



TUTAMEN

Director / Exec HK

ANNUAL HARDWARE & FIXTURES BUDGET

$300K - $3M

Y7 GOALS & MOTIVATIONS

Maintain hardware functionality guests interact with daily —
door handles, bathroom fixtures, closet hardware

Minimize maintenance work orders related to broken or
malfunctioning hardware

Ensure replacement hardware matches existing installed
specifications exactly

Maintain adequate par stock of replacement door handles,
lock components, and fixture parts

Keep guest satisfaction scores high by ensuring all in-room
hardware functions perfectly

Q. BUYING TRIGGERS

PIP (Property Improvement Plan) mandating hardware
upgrades

Spike in maintenance work orders for specific hardware
categories

Guest complaints about sticky locks, broken handles, or
tarnished fixtures

Brand standards audit flagging non-compliant or worn
hardware

Insurance or safety incident involving hardware failure

@ HOW TO SELL TO THIS PERSONA

Provide test installations: Install sample hardware in 2-3
guest rooms for real-world evaluation

Provide maintenance cost analysis: Compare work order
rates and replacement frequency vs. current hardware
Offer maintenance training: On-site training for engineering
staff on hardware adjustment and care
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APANY

"Meticulous Maria" — Housekeeping Director

Operational Influencer — Daily User of Hardware & Fixtures

TYPE

Full-Service [
Resort
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KEY INFLUENCER

DECISION CYCLE

1-4 months

INFLUENCE LEVEL

Category Owner

& PAIN POINTS

Hardware that degrades after cleaning — tarnished finishes,
loose handles, stiff mechanisms

Frequent hardware failures requiring emergency
maintenance and guest room out-of-order status

Difficulty sourcing exact-match replacement parts for
discontinued or custom hardware

Staff injuries from poorly designed hardware — sharp
edges, heavy doors, stuck mechanisms

Procurement process is slow — needs urgent replacement
hardware for guest-facing areas

%, PREFERRED CHANNELS

B2B HOT

Housekeeping networks: [EHA events, peer
recommendations

On-property demos: Hands-on hardware testing in real
hotel conditions

Sample programs: Trial hardware installation in 2-3 rooms
before full rollout

Trade publications: Hotel Management, Lodging Magazine

Direct rep visits: Regular check-ins with dedicated account
manager for reorders

Easy reordering: Dedicated part numbers, online portal, and
stocked replacement components

Reference property visits: Arrange site visits to see hardware
performing in similar hotel environments

Custom finish matching: Match existing hardware finishes
exactly for partial replacements

EL SUPPLY INTEL



TUTAMEN

AGE

RANGE TITLE

35-48

"Tech-Forward Tom" —IT Director / CTO

System Integrator — Evaluates Digital & loT-Connected Products

COMPANY TYPE

Chain /

Page 6

EMERGING BUYER

BUDGET AUTHORITY

$1M - $10M

DECISION CYCLE

6 -12 months

Management Co.

TECHNOLOGY BUDGET INFLUENCE

$1M - $10M

Y7 GOALS & MOTIVATIONS

e Integrate smart lock hardware and loT-enabled fixtures with
existing PMS, BMS, and access control systems

s Enable keyless entry, mobile room keys, and automated
access management through smart hardware

e Data-driven decision-making for inventory and energy
management

» Ensure cybersecurity compliance for any networked hotel
products

o Future-proof technology stack with vendor-agnostic
integrations

Q. BUYING TRIGGERS

» PMS upgrade or migration requiring new vendor
integrations

e Board mandate for smart building / sustainability technology

o Competitor chain deploying loT solutions gaining
operational edge

o Cost reduction initiative requiring automated inventory
tracking

« New property opening with smart room technology
requirements

@ HOW TO SELL TO THIS PERSONA

e Provide APl documentation: Published endpoints, SDKs,
integration guides

s Security certifications: SOC 2, ISO 27001, PCI compliance
documentation

« Integration case studies: Working examples with Oracle,
Opera, Salesforce

PREPARED BY INNLEAD.ai —

INFLUENCE LEVEL

Veto Power

/\ PAIN POINTS

« Smart lock manufacturers with proprietary systems that
don't integrate with existing hotel PMS/BMS

e loT hardware that generates data in proprietary formats,
creating silos across the tech stack

o Security vulnerabilities in smart locks and loT fixtures
connecting to hotel guest networks

o Implementation timelines that don't align with IT release
schedules

e Lack of technical documentation and integration support
post-sale

¥, PREFERRED CHANNELS

« HITEC conference: Primary hotel technology trade show

» HTNG (Hotel Technology Next Generation): Standards
body

« APl documentation: Online technical docs and sandbox
environments

» Vendor POC/pilot: Proof-of-concept at single property
before chain rollout

s Technology publications: Hotel Technology News,
Phocuswire

o Offer sandbox environment: Let IT team test integration
before commitment

» Data portability guarantees: Open data formats, export
capabilities, no lock=in

» Dedicated technical CSM: Engineer-to-engineer support, mot
just sales reps

B2ZB HOTEL SUPPLY INTELLIGENCE



TUTAMEN

Buyer Persona Comparison Matrix

Side-by-side view of all 5 hotel buyer personas for quick reference when planning outreach.

PERSONA BUDGET RANGE
@ Strategic Sarah $5M - $50M+
@ Design-Driven Diana $200K - $2M

@ Fix-It Frank $500K - $5M

@ Meticulous Maria $300K - $3M

@ Tech-Forward Tom $1M - $10M

HIGHEST PRIORITY TARGET
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DECISION CYCLE AUTHORITY PRIMARY MOTIVATION
6 - 18 months Final Approver Cost consolidation & ESG
1= 3 months Recommender Design & aesthetics
3 - 6 months Spec Writer Durability & compliance
1= 4 months Category Owner Hardware reliability
6 - 12 months Veto Power Integration & automation

Strategic Sarah (VP Procurement) controls the largest budgets

and longest contracts. Winning her unlocks chain-wide

deployment. Invest in executive-level content and peer referrals.

EMERGING OPPORTUNITY

Tech-Forward Tom (IT Director) is increasingly involved in

procurement decisions as hotels adopt loT and smart systems.
Suppliers with APl documentation and integration capability gain

first-mover advantage.

PREPARED BY INNLEAD.ai

B2B HOTEL SUPPLY INTELLIGE

FASTEST PATH TO REVENUE

Design-Driven Diana (Design Director) makes the fastest
specification decisions and influences 60% of FF&E hardware
selections. Send finish sample boards, provide CAD files, and arm
her with DFM data to sell up.

MULTI-PERSONA STRATEGY

The most effective supplier strategy engages at least 3 personas
simultaneously: VP for budget approval, Design Director for
aesthetic specification, and Facilities Manager for technical
validation. No single persona can close a chain-wide hardware
deal alone.




