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IN THIS PAPER

The series closes with the modern era — buyers who are well-informed, consensus-driven and hard
to reach. This paper covers what large-scale buyer research and practice now say about winning.
The question it answers: how has buying changed, and what selling behaviour and system produce
predictable results today?

Adamson and Dixon show the best reps teach and challenge rather than merely build relationships;
Blount insists that prospecting discipline is non-negotiable; Ross gives the specialised, systematised
model that made revenue predictable.

Adamson & Dixon  The Challenger Sale, 2011

Buyer research · CEB / Gartner

CORE THESIS

Large-scale research found the top performers are not classic relationship-builders but Challengers
— reps who teach the customer something new about their business, tailor the message to each
stakeholder, and take control of the sale. Buying is now consensus-driven, so the seller must
mobilise an internal champion.

FRAMEWORK

Element Meaning

Teach Offer a commercial insight that reframes the problem

Tailor Adapt the message to each stakeholder's concerns

Take control Lead the process; talk money and push constructively

The Mobilizer Back the internal driver of change, not the mere talker

METHODOLOGY

Large quantitative studies of B2B sales-rep performance and buyer behaviour.

SIGNIFICANCE AND CRITIQUE

Reshaped modern B2B selling and the way teams think about insight and consensus. The critique,
per the caveat: the “relationship-builders finish last” claim is contested and context-dependent.

Jeb Blount  Fanatical Prospecting, 2015

Prospecting discipline · sales EQ

CORE THESIS

The number-one cause of failure is an empty pipeline. Relentless, balanced, multi-channel
prospecting is non-negotiable — and it works best when paired with sales-specific emotional
intelligence.
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FRAMEWORK

Idea Meaning

The 30-day rule This month's activity sets the next 90 days' results

Balanced prospecting Phone, email, social and referral together

Pipeline math Enough top-of-funnel activity to hit the number

Sales EQ Manage your own and the buyer's emotions in the process

METHODOLOGY

A practitioner methodology built on high-activity, multi-channel prospecting.

SIGNIFICANCE AND CRITIQUE

The modern authority on prospecting discipline. The critique: the register is motivational, and the
emphasis on activity volume suits some sales models more than others.

Aaron Ross  Predictable Revenue, 2011

Sales development · the specialised model

CORE THESIS

Built at Salesforce, the model makes revenue predictable by specialising sales roles and
systematising outbound lead generation. Separate prospectors from closers, and build a repeatable
lead-generation machine.

FRAMEWORK

Element Meaning

Role specialisation Prospectors (SDRs), closers (AEs), account managers

Cold Calling 2.0 Research- and referral-led, email-first outbound

Lead-generation machine A systematised, measurable pipeline engine

Predictable pipeline Predictable pipeline yields predictable revenue

METHODOLOGY

A practitioner model drawn from building outbound sales development at Salesforce.

SIGNIFICANCE AND CRITIQUE

The template for modern sales-development organisations. The critique: it fits high-volume,
repeatable models better than complex, relationship-led enterprise sales.

A NOTE ON EVIDENCE

A caveat on the evidence: much of this tradition rests on proprietary practitioner research and
single-company cases. The Challenger finding is real but context-dependent — insight selling suits
complex, high-consideration purchases more than simple or heavily relationship-driven ones —
and specialised outbound models fit repeatable motions better than bespoke enterprise deals.
Treat these as strong, situational playbooks rather than universal laws.
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Synthesis
Contribution Focus Key idea Best fit

Adamson & Dixon Seller behaviour Teach, tailor, take control Complex B2B

Blount Prospecting Fanatical, balanced activity Pipeline creation

Ross Sales system Specialise roles; systematise Repeatable / SaaS

FOR THE OPERATOR

The modern era rewards insight, discipline and system — teaching and challenging the consensus
buyer (Adamson & Dixon), relentless balanced prospecting (Blount), and a specialised,
systematised revenue engine (Ross). For the operator: match the motion to the sale — insight and
consensus-mobilising for complex deals, disciplined prospecting always, and role specialisation
where the motion is repeatable. That closes the Sales Systems series.


