
Common Selling Methodologies Compared
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Baseline Selling
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#1 Teach for Differentiation #2 - Tailor the Sale for
Resonance

#3 Take Control 
of the Sale

The Challenger Sale

Note: The Challenger Sale is incomplete, is difficult to execute and the entirety 
of this Methodology occurs between the midway point of 1st to 2nd base and the
midway point between 2nd and 3rd Base.
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#1 Situation#2 – Problem#3 Implication

SPIN SELLING

#4 Need

Note: SPIN Selling is incomplete, is difficult to execute and the entirety 
of this Methodology occurs between 1st and 2nd base.
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MILLER HEIMAN’S 
STRATEGIC SELLING

Note: Miller Heiman is not a sales process or a methodology, but is more
about how to strategically plan to sell an account.
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SOLUTION SELLING

Qualification comes first, before prospects have an incentive to be qualified!

Note: In Solution Selling, Qualification, which occurs between 2nd and 3rd Base in
Baseline Selling, takes place between 1st and 2nd Base, causing some good
opportunities to become disqualified.
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#4 Timeline #3 – Authority #2 Economic 
Impact

N.E.A.T SELLING

#1 Need

Note: NEAT is similar to BANT, and serves little purpose except as a simple 
Qualifying process.
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Commitment 
Questions

Attitude 
Questions

Confirmation 
Questions

CONCEPTUAL SELLING

New 
Information 
Questions

Basic Issue 
Questions

Note: Conceptual Selling is incomplete, and takes place primarily between
1st and 2nd base.



Suspect

Prospect

Qualified

Scored

Call

Identify Issue

Schedule Appointment

Presentation

Inoffensive Close

Proposal

Value Proposition

They Need It

SOB Quality
Compelling Reasons to Buy

Quantify

They’ll Pay More for It

Have Timeline for Decision
Know Process /Criteria  for Decision

With Decision Maker

Committed

5. Budget

6. Fulfill

4. Decision

SANDLER SYSTEM

1. Rapport3. Pain

7. Post Sell

2. Up Front 
Contract

Note: The Sandler System is incomplete, and some salespeople find the
techniques to be hokey.
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6. Champion

1. Metrics 
(Economic 

Impact)
2. Economic Buyer

M.E.D.D.I.C. 

5. Identify Pain

3. Decision Criteria
4. Decision Process

Note: MEDDIC Process is incomplete, and the sequence is non-intuitive
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2. Be 
iNvaluable

1. Keep it Simple

S.N.A.P SELLING

3. Always Align4. Raise 
Priorities

Note: The S.N.A.P. Methodology is incomplete, and the sequence is 
backwards
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