
 

 

In early 2017 we interviewed 150 top 
Sales Executives that collectively manage 
sales teams of over 150,000 people.   What 
we learned from them startled most and 
reaffirmed what we’ve seen while working 
with hundreds of sales teams for the past 
25 years.  We asked them about trends 
they’re seeing, their observations of their 
sales managers and sales teams, and the 
progress and frustrations they’re 

experiencing.   Here are the five most 
notable findings from those interviews: 

1. Most companies were proud they’d 
made big gains in technology to 
understand and analyze the pipeline 
and sales process. 

2. 92% of them saw a troubling lack of 
consistency in understanding and 
communicating the higher value 
sales messaging around competitive 
advantages and their value 
proposition. 

3. 97% said their number one 
frustration and problem was too 
many front-line sales managers 
either don’t coach at all or are 
inconsistent and ineffective at it, 
which results in minimal weekly skill 
development with their sales teams. 

4. 72% of these sales executives said, 
even after training, their salespeople 
don’t ask the right questions to get 
to the issues that identify bigger 
selling opportunities. 

5. A surprising number of these 
executives noted that after spending 
hundreds of thousands of dollars on 
sales training with their internal sales 
training people, they saw very little 
long-term gains in performance 
and/or improvement. 
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These charts show that when training is delivered in the traditional one-time event format, sales skills drastically drop off 
almost immediately after training ends.  However, if training is delivered is small bite-sized pieces consistently - week after 
week, sales skills do not experience the same drop off and instead increase steadily. 

 

No book in the last decade has had a 
bigger impact on the perspectives of sales 
managers and executives than The 
Challenger Sale which turned a lot of 
viewpoints away from traditional, 
relationship-building consultative selling 
models and towards a more assertive, 
challenge-their-thinking approach.  This 
new style is used by highly assertive sales 
professionals, whom we call “HASP’s.”  More 
and more, we hear our clients 
(organizations like Google, American 
Funds, Electronic Arts, PIMCO, Facebook, 
Blackrock, etc.) asking for training and 
coaching on how to be more assertive, ask 
tougher questions, and challenge 
prospects and customers to think 
differently.  They want to create more 
HASP’s on purpose and in a predictable 
and systematic way.  We agree with most 
of our clients that consultative selling 
needs a big upgrade to be effective in the 
ultra-competitive digital, virtual, and 
remote selling era we’re currently in. 
However, challenger selling is risky without 
the skills and judgment of how to use it.   

 

Compete Selling is about the 

integration of both consultative 

selling and more assertive HASP 

selling.  It also lays out exactly how to do 
this so that sales teams can practice to not 
only get good, but dominant - similar to 
how great sports franchises like the 
Patriots, Lakers, and Yankees became 
dominant. Compete selling is unique 
because it adapts quickly and easily to 
nearly any sales process or cycle that 
companies are already using.  It’s a boost, 
not a replacement and that makes a big 
difference. Compete Selling is designed to 
adapt to your sales process quickly and 
easily. 

Let’s take a quick look at some of the most 
common mistakes Sales Managers and 
Executives are making that stall the results 
of their sales teams: 

➔ They don’t distill their sales 
messaging down into an 
easy-to-communicate format that all 
their sales teams can master.  As 
such, their messaging, in terms of 
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their most essential value 
proposition, is often all over the map. 

➔ They do not fully recognize how 
mediocre many, if not most, of their 
sales people are at fundamental 
sales messaging like explaining their 
value proposition, competitive 
advantages, and differentiating 
factors.  They assume, because 
they’ve been “trained” on this, they 
can verbalize it confidently and 
effectively under pressure and this 
often just isn’t the case. 

➔ They don’t  have a sales skills 
practice system that Sales 
Managers/Coaches are using with 
their Sales Teams on a weekly basis. 
Nearly all sales organizations talk 
about coaching, but the most 
important element of it - practice, 
isn’t happening nearly enough to 
move the needle in terms of sales 
skills that perform well under 
pressure when it matters most. 
Training is too transactional around 
big yearly events with poor follow-up 
in the field. 

➔ They are using a sales process that is 
nowhere near as customer-oriented 
and assertive as it could be, because 
it is not designed around how buyers 
like to buy and is far too product 
focused when it should be more 
targeted to changing the buying 
criteria of prospects first, before 
selling products and services. 

Compete Selling was developed at the 
SalesGym from working with thousands of 
salespeople, managers, and executives over 
the last 25 years. We learned that the 
absolute fastest way to improve sales 

teams' results involves four things being 
done skillfully and simultaneously: 

1. The company MUST identify and 
clarify their core selling language, 
including competitive advantages 
and differentiating factors, that goes 
into their value proposition, and then 
train their sales teams relentlessly to 
develop extreme verbal fluency 
when communicating it to prospects 
and customers. 

2. Sales teams need a sales process 
that combines the best of 
consultative selling and more 
assertive HASP methods that fits 
their company’s sales process and 
approach that can be demonstrated, 
taught, and practiced. 

3. Sales teams need an effective 
practice system with skilled practice 
coaches that develop salespeople 
the same way elite athletes are 
developed…with ongoing, rigorous 
practice.  Sales training should be 
transformed to mirror the way pro 
athletes train - with repetition and 
practice, not one-off live events with 
minimal follow-up 
skills-development coaching.   A 
small fraction of companies we work 
with and study have this in place. 

4. Sales teams need a wider variety of 
evidence to draw from when using a 
more assertive HASP-oriented sales 
approach.  This evidence must 
include independent and objective 
third party opinions that answer the 
doubts of prospects and customers 
in terms of “who says so besides 
you?” 
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There is absolutely no doubt salespeople 
that are both good at consultative selling 
and are skilled at asking more assertive 
questions to change the thinking of 
prospects and customers, are going to get 
better results.  Unfortunately, a lot of the 
“more assertive” salespeople are exactly the 
kind of people prospects and buyers prefer 
to avoid.  It’s finding that balance between 
consultative selling and more assertive 
selling techniques (See diagram on page 7). 

It’s important to understand that The 
Challenger Sale did not invent a new sales 
process, they simply observed and 
documented the various selling 
approaches different salespeople have 
been using for years.  We have worked with 
these highly assertive sales professionals for 
decades and some produced better results 
and some didn’t.  What The Challenger 
Sale didn’t really report was that the same 
assertive approaches that top performers 
use can also quickly alienate decision 
makers if not done skillfully.  In other words, 
there are many poor performers that use 
assertive methods with less skill and get 
terrible results.  Top performers are better 
when it comes to the interpersonal and 
consultative selling skills and 
communicating the essential sales 
messaging of their value proposition, 

competitive advantages, and 
differentiating factors.   Without these 
critical skills, more assertive methods can 
feel aggressive, pushy, and often backfire. 

 

Some Critical Steps to Rapidly 

Improve Results 

❏ Begin a high urgency project to 
distill your company’s competitive 
advantages and differentiating 
factors down into 5-10 short 
headlines everyone on the sales 
team can learn.  This needs to be 
specialized and tailored to each sales 
team.  Our SalesGym consultants are 
experts at helping get this done 
quickly and inexpensively. 

❏ Do an analysis of how many minutes 
each week members of the sales 
team spend practicing their selling 
skills to improve.  Consider how 
much time and attention goes into 
practice with professional athletes. 
Practice is, by far, the best way to 
break bad habits, expand comfort 
zones, and increase the pace of 
improvement.  For many people, it is 
also the key to turning their 
motivational switch into high gear. 

❏ Make sure all sales team members 
are excellent at the consultative sales 
process.  They need these basic skills 
before they’ll be effective at applying 
more assertive HASP selling 
approaches. 

❏ Begin the transformation of the sales 
team into HASP’s by training them 
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how to communicate their core sales 
messaging with much more impact. 

❏ Next, training must focus on HOW to 
ask more assertive questions in a less 
threatening way that opens up the 
conversation and generates more 
selling opportunity.  This is not easy 
to learn.  It takes practice and 
repetition and a practice system to 
make it happen. 

❏ It’s essential to train the sales team 
on how to use more interesting and 
varied evidence, including objective 
third party sources, to shape a 
solution presentation around.  This 
takes planning and practice. 

❏ Introduce a new method of 
outcomes-based pre-call planning 
that makes sure each sales 
interaction ends with an assertive 
(stretch) next step recommendation 
that moves the sales process 
forward. 

❏ Transform the sales culture into one 
that EMBRACES practice, practice 
coaching, and the kind of 
rehearsal-preparation mentality that 
is the hallmark of great sports and 
sales teams. 

Why a Practice Culture is So 

Important  

When we look at the extraordinary things 
professional athletes are doing and the 
remarkable gains they make each year, it 
really comes down to three key things: 

1. They are utilizing technology as an 
amplifier in ways that continue to 

improve every year. 

2. They spend most of their time 
practicing so that they can perform 
at their best in competition, under 
pressure. 

3. Great athletes and teams have great 
coaching.  There is absolutely no 
shortcut here.  Coaches are the the 
X-factor when it comes to 
motivation, the pace of 
improvement, and 
attracting/keeping top team 
members. 

What we find from all the hundreds of sales 
teams we’ve worked with is that the best 
teams have better coaching, more rigorous 
practice, and a practice system that both 
the sales managers and salespeople 
understand how to use.  Here are the 
elements of an effective sales practice 
system: 

★ Well defined sales messaging that 
can be learned and practiced 

★ A sales process that can be easily 
explained, learned and practiced 

★ Simulation-based practice exercises 
that give the sales team a way to 
practice that is challenging and 
forms the right habits.  The 
simulations must steadily escalate in 
difficulty as salespeople improve 

★ A weekly practice schedule that is 
relentlessly persistent and reported. 

★ Sales Managers that are measured 
on how well they practice coach and 
given training on how to do it. 

©Compete Selling & SalesGym 2018. All rights reserved.                                                                                                           5 



 
Compete Selling Executive Summary: For Sales Leaders 

 

What Sales Professionals are telling us over 
and over is how much they like that 
Compete Selling is a FAST read (only 110 
pages) that is packed with useful ideas on 
how to get better results and how it fits 
perfectly within their company’s sales 
process and cycle.  It can be read literally in 
one sitting and it’s got the keys to what top 
performing, more assertive sales people are 
doing differently from everyone else. 

Salespeople are notorious for buying books 
and not reading them.  Compete Selling IS 
NOT a 500 page book with page after page 
of complex models and selling diagrams 
that put salespeople to sleep.  It’s a book 
your team will actually read and finish 
quickly.   

 

 

Available Resources: 

Compete selling is a complete and thorough walk-through of a better sales process that 
can actually be learned, practiced, and mastered.  It merges consultative and challenger 
approaches into a better all-around strategy and, more importantly, it shows salespeople 
HOW to be more assertive without alienating prospects and customers.  Along with the 
relatively short, easy reading book, there is an online skills development practice system 
with a powerful method to develop stronger sales messaging, better questions, a more 
interesting approach to bigger picture solutions, and the best possible ways to move a call 
forward with bolder recommendations and closing steps.  Visit www.competeselling.com 
for more information. 

* SalesGym llc allows reprints and distribution of this summary. 
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