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What's the secret to sales success? If you're like most business leaders, you'd say
it's fundamentally about relationships-and you'd be wrong. The best salespeople
don't just build relationships with customers. They challenge them. The need to
understand what top-performing reps are doing that their average performing
colleagues are not drove Matthew Dixon, Brent Adamson, and their colleagues at
Corporate Executive Board to investigate the skills, behaviors, knowledge, and
attitudes that matter most for high performance. And what they discovered may
be the biggest shock to conventional sales wisdom in decades.Based on an
exhaustive study of thousands of sales reps across multiple industries and
geographies,The Challenger Sale argues that classic relationship building is a
losing approach, especially when it comes to selling complex, large-scale
business-to-business solutions. The authors' study found that every sales rep in
the world falls into one of five distinct profiles, and while all of these types of
reps can deliver average sales performance, only one-the Challenger- delivers
consistently high performance.Instead of bludgeoning customers with endless
facts and features about their company and products, Challengers approach
customers with unique insights about how they can save or make money. They
tailor their sales message to the customer's specific needs and objectives. Rather
than acquiescing to the customer's every demand or objection, they are assertive,
pushing back when necessary and taking control of the sale.The things that make
Challengers unique are replicable and teachable to the average sales rep. Once
you understand how to identify the Challengers in your organization, you can
model their approach and embed it throughout your sales force. The authors
explain how almost any average-performing rep, once equipped with the right
tools, can successfully reframe customers' expectations and deliver a distinctive
purchase experience that drives higher levels of customer loyalty and, ultimately,
greater growth.
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what they discovered may be the biggest shock to conventional sales wisdom in decades.Based on an
exhaustive study of thousands of sales reps across multiple industries and geographies,The Challenger Sale
argues that classic relationship building is a losing approach, especially when it comes to selling complex,
large-scale business-to-business solutions. The authors' study found that every sales rep in the world falls
into one of five distinct profiles, and while all of these types of reps can deliver average sales performance,
only one-the Challenger- delivers consistently high performance.Instead of bludgeoning customers with
endless facts and features about their company and products, Challengers approach customers with unique
insights about how they can save or make money. They tailor their sales message to the customer's specific
needs and objectives. Rather than acquiescing to the customer's every demand or objection, they are
assertive, pushing back when necessary and taking control of the sale.The things that make Challengers
unique are replicable and teachable to the average sales rep. Once you understand how to identify the
Challengers in your organization, you can model their approach and embed it throughout your sales force.
The authors explain how almost any average-performing rep, once equipped with the right tools, can
successfully reframe customers' expectations and deliver a distinctive purchase experience that drives higher
levels of customer loyalty and, ultimately, greater growth.
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Editorial Review

Review
The most important advance in selling for many years. -- Neil Rackham, author of SPIN Selling

About the Author
Matthew Dixon and Brent Adamson are managing directors with CEB in Washington, D.C.

Users Review

From reader reviews:

Ida Shrout:

Inside other case, little people like to read book The Challenger Sale: Taking Control of the Customer
Conversation. You can choose the best book if you like reading a book. Providing we know about how is
important the book The Challenger Sale: Taking Control of the Customer Conversation. You can add
understanding and of course you can around the world by just a book. Absolutely right, because from book
you can know everything! From your country until finally foreign or abroad you can be known. About
simple matter until wonderful thing you may know that. In this era, we can open a book or perhaps searching
by internet product. It is called e-book. You can utilize it when you feel fed up to go to the library. Let's
learn.

William Walker:

The book The Challenger Sale: Taking Control of the Customer Conversation make you feel enjoy for your
spare time. You can use to make your capable much more increase. Book can to be your best friend when
you getting tension or having big problem with your subject. If you can make examining a book The
Challenger Sale: Taking Control of the Customer Conversation to be your habit, you can get far more
advantages, like add your personal capable, increase your knowledge about some or all subjects. You are
able to know everything if you like open and read a e-book The Challenger Sale: Taking Control of the
Customer Conversation. Kinds of book are several. It means that, science reserve or encyclopedia or others.
So , how do you think about this e-book?

Cindy Johnson:

Are you kind of hectic person, only have 10 as well as 15 minute in your morning to upgrading your mind
expertise or thinking skill also analytical thinking? Then you are receiving problem with the book in
comparison with can satisfy your limited time to read it because all of this time you only find guide that need
more time to be read. The Challenger Sale: Taking Control of the Customer Conversation can be your
answer since it can be read by anyone who have those short extra time problems.



Barry Trusty:

Reading a book to get new life style in this year; every people loves to read a book. When you examine a
book you can get a lot of benefit. When you read guides, you can improve your knowledge, since book has a
lot of information into it. The information that you will get depend on what kinds of book that you have read.
In order to get information about your review, you can read education books, but if you want to entertain
yourself read a fiction books, these kinds of us novel, comics, along with soon. The The Challenger Sale:
Taking Control of the Customer Conversation provide you with a new experience in reading through a book.
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