
WHY PERSPECTIVE 
SELLING MAKES SENSE

1. Perceives A Need
 The customer recognizes a need 
 to fix, accomplish or avoid, and 
 begins to consciously consider 
 options and recalls various 
 marketing touchpoints. 

2. Evaluates Options 
 The customer draws a shortlist 
 of suppliers based on his perception 
 of a brand's value for money, quality, 
 reliability and customer service. 

3. Makes A Purchase Decision
 Customer makes the final choice of what 
 to buy and from whom to buy it.

4. Evaluates Purchase Decision
 The buying decision continues long after the 
 purchase has been made. How the customer 
 feels about the purchase will influence future 
 buying decisions.
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1   Why Perspective Selling Makes Sense
 Shifts in the way purchase decisions are made call for a different selling approach

2   Selling With Perspective 
  Is Why You’re Necessary 

3   Perspective Selling Reflects 
  Confidence In Your Own 
  Experience

4   Ask Questions, And Then Stop 
   Talking To Listen And Learn

If customers could diagnose their own 
problems and come up with solutions 
by themselves, all they need are order 
takers, and salespeople would be out 
of work.

Perspective is having the audacity to bring 
what you know to the table that will help the 
customer see beyond his initial solution image, 
and introduce points of view not considered 
before.

Every customer operates in a different environment, 
with a different set of internal variables that describes 
and defines them. Before you can provide perspective, 
learn as much about the customer’s context as 
possible so you can understand and connect to the 
customer’s concept of what they want to fix, avoid 
or accomplish. World-Class Sales Performers (WCSP) 
say they clearly understand their customer’s issues 
before proposing a solution
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6   The Knowledge Advantage
In the competitive sales landscape, sales 
professionals must develop a knowledge 
advantage to be perceived as the customer’s 
key resource. Applying your experiences 
with other buyers who have solved similar 
problems will allow you to connect the 
value others have received to the current 
customer’s context and concept, thereby 
adding perspective and value to the entire 
customer journey.
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• Understand the 
 customer/stakeholder

• Provide clear meaningful 
 analysis of situation

• Combine ideas in unique 
 ways of thinking

• Provide valuable advice 
 and new ways of thinking 
 that lead to solutions

93% 48%

WORLD CLASS 
SALES PERFORMERS ALL RESPONDENTS

5   Familiarity Breeds Strategy
In complex sales, understanding of the customer’s 
long-term objectives and strategic initiatives allow 
sales professionals to provide perspective on how 
products and capabilities align to the customer’s 
vision and can help them reach their goals and 
desired results or outcomes.

87% 34%

WORLD CLASS 
SALES PERFORMERS ALL RESPONDENTS

7   The Performance Difference
Inexperienced salespeople lead with a 
product pitch, extolling the features, 
benefits and advantages of their product 
or capabilities. Others will upgrade the 
pitch, delivering a presentation that speaks 
to general market trends, personas and 
business issues. World-Class Sales 
Performers take it to the next level by 
providing perspective.
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We jointly set long-term objectives with our strategic accounts.


