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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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From reader reviews:

Juan Harrell:

The event that you get from The Challenger Sale: Taking Control of the Customer Conversation could be the
more deep you looking the information that hide inside words the more you get considering reading it. It
doesn't mean that this book is hard to know but The Challenger Sale: Taking Control of the Customer
Conversation giving you enjoyment feeling of reading. The article writer conveys their point in certain way
that can be understood through anyone who read the item because the author of this publication is well-
known enough. This particular book also makes your current vocabulary increase well. So it is easy to
understand then can go together with you, both in printed or e-book style are available. We recommend you
for having this kind of The Challenger Sale: Taking Control of the Customer Conversation instantly.

Carmela Martin:

Reading can called mind hangout, why? Because when you find yourself reading a book specially book
entitled The Challenger Sale: Taking Control of the Customer Conversation your thoughts will drift away
trough every dimension, wandering in every single aspect that maybe unknown for but surely will end up
your mind friends. Imaging just about every word written in a guide then become one application form
conclusion and explanation in which maybe you never get ahead of. The The Challenger Sale: Taking
Control of the Customer Conversation giving you yet another experience more than blown away the mind
but also giving you useful data for your better life in this era. So now let us teach you the relaxing pattern is
your body and mind is going to be pleased when you are finished reading it, like winning a. Do you want to
try this extraordinary investing spare time activity?

Bonnie Parker:

Your reading 6th sense will not betray you, why because this The Challenger Sale: Taking Control of the
Customer Conversation guide written by well-known writer who knows well how to make book which might
be understand by anyone who all read the book. Written inside good manner for you, still dripping wet every
ideas and composing skill only for eliminate your personal hunger then you still hesitation The Challenger
Sale: Taking Control of the Customer Conversation as good book but not only by the cover but also by the
content. This is one reserve that can break don't evaluate book by its deal with, so do you still needing an
additional sixth sense to pick this specific!? Oh come on your examining sixth sense already told you so why
you have to listening to an additional sixth sense.

Marian Dyer:

Are you kind of occupied person, only have 10 or even 15 minute in your time to upgrading your mind
ability or thinking skill even analytical thinking? Then you have problem with the book in comparison with
can satisfy your small amount of time to read it because pretty much everything time you only find reserve
that need more time to be study. The Challenger Sale: Taking Control of the Customer Conversation can be



your answer since it can be read by you who have those short extra time problems.
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