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IN THIS PAPER

This paper opens the Sales Systems series in Furtherance's reference library. It covers the
consultative and structured tradition — selling complex, considered purchases through disciplined
questioning, account mapping and proactive development. The question it answers: what actually
works in large, multi-stakeholder sales, as opposed to the folklore of the close?

Rackham put consultative selling on a research footing; Miller Heiman gave complex, multi-buyer
deals a mapping discipline; Weinberg supplied the back-to-basics discipline of proactive

new-business development.

Neil Rackham SPIN Selling, 1988

Research-based selling - Huthwaite

CORE THESIS

From observing thousands of live sales calls, Rackham found that in large, complex sales the
classic closing techniques actually reduce success. What works is a sequence of questions that
leads buyers to articulate their own needs and the cost of inaction.

FRAMEWORK
Situation Establish the buyer's context and facts
Problem Surface difficulties and dissatisfactions
Implication Draw out the consequences and cost of the problem
Need-payoff Let the buyer voice the value of a solution
METHODOLOGY

Large-scale observational research into what distinguishes successful sales behaviour.

SIGNIFICANCE AND CRITIQUE
Put consultative selling on an evidence base and remains foundational. The critique: the
illustrations are dated, and the full method is heavy for small, transactional sales.

Miller Heiman Strategic Selling, 1985

Complex account management - the Blue Sheet

CORE THESIS

Complex sales involve multiple buying influences, each with different concerns. You win by
mapping and managing all of them — not by charming a single champion — and by tracking each
deal's health honestly.

Furtherance Pty Ltd - furtherance.com.au Consultative and Structured Selling 2



Furtherance Sales Systems - PAPER 01/ 02

FRAMEWORK
Economic buyer Overall value and final approval
User buyers Impact on the people who will use the solution
Technical buyers Specifications, gatekeeping, compliance
Coach An insider who guides you to the win

The method tracks red flags and strengths, defines win-results for each influence, and manages
the pipeline through a qualified funnel.

METHODOLOGY
A practitioner methodology, codified in the widely used “Blue Sheet” account plan.

SIGNIFICANCE AND CRITIQUE
The enduring standard for managing complex, multi-stakeholder deals. The critique: it can become

process-heavy and bureaucratic if applied mechanically.

Mike Weinberg New Sales. Simplified., 2012

New-business development - back to basics

CORE THESIS
The most common cause of weak results is neglected proactive new-business development. The

remedy is unglamorous discipline: a focused target list, a compelling sales story that leads with
the client's problems, and relentless proactive outreach.

FRAMEWORK
Target list A short, focused, strategically chosen set of accounts
Sales story Client-problem-led messaging, not feature lists
Proactive outreach Phone and email attack on the list, consistently
Calendar and pipeline Protect selling time; own the pipeline
METHODOLOGY

A practitioner framework aimed at restoring proactive prospecting discipline.

SIGNIFICANCE AND CRITIQUE
A popular, effective corrective for teams that have stopped hunting. The critique: it is practical
discipline rather than new theory, written in a motivational register.
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Synthesis
Contribution Focus Key idea Register
Rackham The sales conversation  SPIN questioning Research-based
Miller Heiman  The complex deal Map the buying influences Methodology
Weinberg Pipeline creation Proactive new business Practitioner
FOR THE OPERATOR

The consultative tradition replaces the hard close with disciplined method — research-based
questioning that lets buyers articulate need (Rackham), mapping and managing every buying
influence in a complex deal (Miller Heiman), and the proactive discipline of creating pipeline
(Weinberg). For the operator: in considered purchases, structure and questions beat charm and
pressure. The next paper turns to the modern buyer — consensus-driven, well-informed, and best
met by teaching and relentless prospecting.
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