
 

Typical Buyers and Decision Influencers - Breakroom  
 

Breakroom products support the everyday rhythm of a workplace. They help people take breaks, reset between 
tasks, and use shared spaces comfortably. Because these spaces are used by everyone but owned by no one, 
responsibility for breakroom decisions often sits across several roles. Each brings different priorities, pressures, 
and expectations. 

Understanding who is involved helps dealers identify the right conversations, uncover practical needs, and offer 
solutions that make shared spaces easier to manage. Breakroom is not just about drinks or consumables. It 
includes everything that keeps communal areas functional, tidy, welcoming, and consistent - from disposables 
and cleaning essentials to storage, waste management, and the small touches that shape daily experience. 

This category often sits between facilities, office management, operations, HR, and procurement. Buyers are 
usually looking for simple, reliable solutions that keep shared spaces running smoothly without adding extra work 
or complexity. 

 

Who typically makes the decisions 

Facilities managers 

Facilities teams often oversee the physical environment, including kitchens, canteens, shared counters, and 
waste points.  

They think about: 

• keeping shared spaces clean and functional 
• reducing clutter and mess 
• ensuring products suit different areas and usage levels 
• maintaining consistency across floors or sites 
• minimising complaints or disruptions 

 
They value solutions that reduce friction and make shared spaces easier to maintain. 

 

Office managers and administrators 

Office managers handle the practical side of keeping things stocked and running smoothly.  

Their responsibilities often include: 

• managing cupboards, storage, and replenishment 
• choosing products that are easy to order and easy to store 
• responding to staff feedback about what is missing or not working 
• balancing convenience with budget 
• avoiding waste and over-ordering 

 
They appreciate clear ranges, predictable availability, and formats that keep things simple. 

 



 

Operations and site supervisors 

In busy, high-traffic environments, breakroom products support staff through long shifts and irregular patterns.  

These teams focus on: 

• durability and suitability for heavy use 
• products that reduce mess or downtime 
• layouts that support quick movement through shared spaces 
• reliable stock that does not run out mid-shift 

 
They value anything that keeps teams moving without interruption. 

 

HR and people teams 

HR teams influence breakroom decisions when the category links to wellbeing, fairness, or culture.  

They think about: 

• creating welcoming, inclusive spaces 
• supporting hybrid or flexible working 
• ensuring consistency across teams 
• small touches that improve morale 

 
They care less about the products themselves and more about the environment those products help create. 

 

Procurement teams 

Procurement teams focus on the bigger picture: 

• cost control and predictability 
• supplier consolidation 
• standardised product lists 
• long-term value and reliability 

 
They want clarity, consistency, and suppliers who make the category easy to manage. 

 

Who influences the decision 

Team leaders and supervisors 

Team leaders often see the practical realities of how breakroom spaces are used. They hear feedback from their 
teams, notice when supplies run low, and understand what works in busy or high-pressure environments. Their 
insights can shape decisions, especially in operational settings where breakroom access is part of the working 
rhythm. 

 

Sustainability leads 



 

Where organisations have environmental goals, sustainability leads may influence choices around packaging, 
waste reduction, or reusable alternatives. They support products that align with organisational values and help 
reduce environmental impact. They may also push for consistency across sites to support reporting and 
compliance. 

 

Employees 

Employees often provide informal feedback about breakroom spaces. They notice when things are missing, when 
products do not suit their needs, or when shared areas feel neglected. Their experiences can influence decisions, 
especially in workplaces that prioritise wellbeing or encourage open communication. Small frustrations can build 
up quickly, so employee feedback often drives change. 

 

Informal influencers 

Breakroom decisions are often shaped by people who simply notice what is happening: 

• the person who restocks the cupboard 
• the person who fields complaints 
• the person who tidies the kitchen because no one else does 

 
These individuals often have the clearest view of what is working and what is not. They can be valuable sources 
of insight for dealers and often highlight issues that formal decision makers are unaware of. 

 

How opportunity size varies 

Breakroom spend can vary significantly depending on the size and structure of the organisation. Dealers can 
uncover larger opportunities by understanding how different workplaces use shared spaces and what drives 
consumption. 

 Key factors that influence opportunity size include: 

• Number of employees More people means more usage, more replenishment, and more demand for 
products that support daily routines. 

• Number of sites or floors Multi-site or multi-floor organisations often need consistent products 
across locations, creating opportunities for standardisation and higher volume. 

• Shift patterns and working hours Workplaces that operate early, late, or around the clock typically 
have heavier breakroom usage and more frequent replenishment needs. 

• Type of work environment High-traffic environments such as warehouses, manufacturing, logistics, 
and call centres often require more durable, higher-volume products. 

• Hybrid working patterns Hybrid workplaces may have fluctuating demand, but they often invest 
more in creating welcoming, well-equipped spaces to encourage people back into the office. 

• Culture and expectations Organisations that prioritise wellbeing, fairness, or staff experience often 
invest more in breakroom spaces and the products that support them. 



 

• Whether items are provided for free Workplaces that supply products at no cost to employees 
typically have higher consumption and more predictable replenishment cycles. 

 

What this means for dealers 

Dealers looking for larger opportunities can focus on customers who: 

• have high footfall or large teams 
• operate multiple sites or floors 
• run shift-based or 24-hour operations 
• prioritise staff experience or wellbeing 
• want consistency across locations 
• struggle with replenishment or complaints 
• are trying to improve shared spaces or culture 

 
These organisations often benefit most from structured breakroom support, predictable supply, and clear product 
ranges. 

 

What different buyers may prioritise 

• Facilities managers may prioritise reliability, cleanliness, and consistency 
• Office managers may value simplicity, availability, and ease of replenishment 
• Operations teams may look for products that support busy, high-traffic environments 
• HR teams may focus on wellbeing, fairness, and workplace culture 
• Procurement teams may prioritise value, standardisation, and supplier reliability 
• Sustainability leads may look for low-waste or environmentally responsible options 
• Team leaders may focus on practicality and day-to-day usability 

These priorities help dealers position products in ways that support each role’s responsibilities. 

 

Why multiple roles are involved 

Breakroom is a shared responsibility. It affects everyone, so decisions often involve more than one department. 
This gives dealers opportunities to build relationships across teams, understand how different groups use shared 
spaces, and support organisations in a more holistic way. It also means that small improvements can have a wide 
impact. 

 

How dealers can think about the buyers 

Dealers do not need specialist breakroom expertise to engage with these buyers.  

Instead, it helps to think about: 

• who manages day-to-day replenishment 
• who is responsible for shared spaces 
• who experiences breakroom issues directly 

 



 

• who oversees budgets and purchasing 
• who influences workplace culture and wellbeing 

 
This approach helps dealers identify the right conversations and offer products that meet practical, everyday 
needs. 

Key takeaway 

Breakroom decisions involve facilities, office management, operations, procurement, HR, and informal 
influencers. Dealers who understand these roles and their priorities can navigate conversations confidently and 
offer solutions that support well managed, welcoming, and efficient workplaces. 

 

 

 


