
Selling Against the Competition™

The only way to outsell the competition is to outthink them. Touting your company’s products
and services is no longer enough to win in today’s increasingly competitive marketplace-even if
your salespeople are experts at it.

Today’s sales professionals are expected to understand their customers and their competition to
the same extent they understand their own company, products and services. More precisely, they
need to know in any given customer situation how your offerings fit the needs of your customers
more effectively than those of your competitors and how best to communicate that information.

Skills for Success
Selling Against the CompetitionTM provides your salespeople with an analytical and strategic
process for uncovering customer needs, assessing strengths and weaknesses, identifying and 
communicating competitive advantages as well as anticipating and preparing to overcome 
competitor inroads.

During the program, your salespeople will apply what they learn to one of their existing sales
accounts, evaluating your competitors and developing new strategies to begin outselling them
immediately.

Benefits of Selling Against the Competition™

Your Salespeople:
• Increase their ability to succeed in competitive sales situations by linking solutions to 

customer needs and business challenges

• Improve their ability to efficiently and effectively analyze competitive information when it 
is organized in an easily accessible format

• Decrease the likelihood of losing business due to customer concerns that are generated by 
conversations with competitors

Your Customers:
• Enjoy assurance that their critical needs have been examined and fully addressed

• Make purchase decisions based on a full understanding of the unique benefits of your 
product or service

Your Organization:
• Protects and increases its market share in a crowded market place

• Boasts an expert, professional sales force thoroughly trained to sell successfully in 
competitive situations  

• Develops a unified, strategic approach for fending off the competition

T R A I N I N G

Selling in competitive situations and 

protecting existing customer relationships

from competitive inroads.
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Program Highlights and Outcomes

The Selling Against the CompetitionTM program is presented in the context of  “The Selling Landscape,”
a roadmap for competitive selling success involving four key components.

Understanding Your Customer's Situation
• Understand the needs that drive purchasing decisions and the underlying goals that drive those needs

• Identify the competition, both external to the account as well as internal competitors for resources
within the account

• Dissect a solution and match its features and benefits to customers’ needs

Understanding Your Competitive Position
• Leverage the unique strengths of their organization as differentiating value

• Assess their own selling situation and identify how all aspects of a solution compare to the competition

• Identify a meaningful competitive advantage for a specific sales situation

Communicating Your Competitive Advantage
• Use advanced probing skills to link customer needs (even unrealized customer needs) with exclusive benefits

• Deliver a crisp value proposition that clearly and concisely articulates the value in being able to address
the account's business challenges with exclusive benefits

Managing Competitive Challenges
• Anticipate competitive concerns, which may arise when customers communicate with competitors

• Prepare in advance to overcome those concerns using sales call skills

Program Specification
Audience

Experienced salespeople with a fundamental understanding of needs satisfaction sales call skills and who
possess basic product knowledge as well as knowledge of their key competitors.

Length 
1 day

Certification Length 
1 day

Format
Large and small group discussion, team competitions, connections exercises, case study

Classroom Materials
Facilitators: Facilitator guide, wall charts

Participants: Program book, after-class toolkit, competitive planner, prework, skill guide card

Delivery
An AchieveGlobal Training Performance Consultant or your own AchieveGlobal-certified facilitator

Class Size
6-12 participants

Prerequisites
The Professional Selling SkillsTM (PSS) system is recommended, but not required.

About AchieveGlobal
AchieveGlobal is the world leader
in helping organizations translate
business strategies into business
results by developing the skills 
and performance of their people.
Our learning-based solutions 
focus on skills training and 
consulting services in sales 
performance, customer service,
leadership and teamwork.

With 75 offices in 43 countries—
and programs and services in more
than 40 languages and dialects—
we can work with our customers
virtually anywhere in the world. 
We welcome the opportunity to
work with you, too.

Our international presence and 
powerful results-driven approach to
performance improvement led to an
agreement whereby AchieveGlobal
was named as the Official Staff and
Volunteer Supplier of the 2002
Olympic Winter Games.


