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RESEARCH REPORT

Aligning Sales Approach with Market Types

Founded in 1973, Chally Group Worldwide pioneered predictive sales assessments and led sales 
effectiveness research for more than 40 years. Chally continues to build on the work of the 
Chally Group by conducting research into sales effectiveness and enabling businesses to turn 
research-based insights into action.

This research report highlights specific 
findings from one of our World Class Sales 
Benchmarking studies. The purpose of the 
study was to identify the critical sales practices 
of exceptional sales forces as measured by 
the customers they serve. Each salesperson 
was rated on 15 critical evaluation points. In 
addition, three consecutive years of purchase 
volume for each rated salesperson was 
statistically correlated to identify the factors 
that drive buying decisions. 

Results from this study showed that the rate 
of salesperson success was directly correlated 
with how well their sales approach aligned 
with the buying needs of the markets they 
served.1  In fact, sellers whose approach 
matched market needs saw success rates as 
high as 89% whereas mismatches yielded 
success rates ranging from as low as 9% to 
only 55%. 

The table below summarizes the success rate 
of each sales approach with varying types of 
buyers. 

This groundbreaking research busted the 
myth that there is one best approach to 
selling. Contrary to popular publications that 
assert that all sellers should be counselors 
or consultants or challengers, these findings 
argue for the importance of taking an 
approach that begins with understanding who 
your buyers are and what they need in order to 
buy. 

Our research finds that buyer need is largely 
driven by two factors – the complexity of the 
solution and the experience or expertise of the 
buyer. For ease of application, we’ve sorted 
market (buyer) types into four quadrants. This 
perspective forms the basis of what we call the 
Quadrant Solution. 

1 The Quadrant Solution Executive Summary on the next page provides a description of the four selling approaches along with examples of how and 
why each approach is effective with different types of markets and buyers.

Action  
Approach

Consultative 
Approach

Relationship 
Approach

Velocity  
Approach

New Product Buyers 85% 50% 15% 10%

New System Buyers 40% 82% 55% 9%

Established System Buyers 23% 46% 89% 19%

Commodity Buyers 20% 30% 35% 70%
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• New product buyers in Quadrant 1 need 
an emotional appeal coupled with a sense 
of urgency in order to buy. Effective selling 
to these buyers requires an approach that 
emphasizes how new, exciting, interesting, 
and better your offerings is. We use the term 
“action” approach to describe the selling 
activities that are most effective for this 
quadrant.

• Inexperienced but educated system buyers in 
Quadrant 2 have both substantial technical 
purchasing and application support needs. 
Their needs must be met by a “consultative” 
approach that starts in sales and continues 
throughout delivery. Because you are now 
selling a system or integrating products, sales 
often involve multiple people within the 
customer’s organization. Educating clients and 
working side by side with them to architect 
and implement are key activities to the 
“consultative” approach. 

• Buyers in Quadrant 3 continue to have high 
technical and application support needs. 
However, they are now more experienced and 
are often more demanding. Effective selling 
to this market often involves distinguishing 
yourself – not just on your expertise, but by how 
you serve your customers, the depth of your 
product knowledge, and how well you build 
long-term, personal connections. We call this the 
“relationship” approach. Sellers who do well in 
this market demonstrate deep knowledge of their 
customer’s business and are seen as advocates 
who get things done for their customers.

• Only two needs typically predict buying 
behavior in Quadrant 4: price and convenience. 
Selling in this space requires responsiveness 
and the ability to differentiate your product or 
offering from your many competitors without 
introducing a lot of complexity. Decisions are 
often either/or and result in an immediate 
transaction. We call the combination of 
presenting options and supporting quick 
decisions the “velocity” approach.

To learn how to apply the Quadrant Solution to amplify your own sales strategy and increase sales success, 
check out our whitepaper: Strengths, Styles, and Skills: A Triple Fit Approach to Sales Talent.
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