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Abstract

Abstract

After over ten years high speed development of Chinese paper industry, China already
becomes top one in the world regarding total paper production capacity. Meanwhile, China
also confronted over capacity of paper production, the competition between paper makers is
increasingly severe and the specific paper profit is dramatically lower. Since “18th CPC
National Congress”, China government implemented more rigorous environmental protection
policy and strengthened shutting down outdated capacity, which seriously impacted paper
industry. China paper machinery market also impacted by change of China paper industry, the
top class paper machinery suppliers represented by company V provided modern equipment
and technology for China paper industry’s modernization, company V paper machine business
mainly focus on high end market and there has only one competitor in this market segment.
The consumption of graphic paper sharply dropped due to advancing of internet and smart
mobile device, and the board paper confronted over capacity, and the high end paper machine
market represented by graphic and board paper machine depressed. Under this new market
situation, company V need participate in the more severe competition of middle end market
where has many competitors, meanwhile paper making companies are more sensitive to the
price when they purchase paper machinery due to less specific profit of paper product. Paper
machine project business is facing pressure from both sales value and sales price quality,
company V need to adjust its sales tactic to improve sales competence to maintain market
share.

The article analysis project sales features and introduce “The Challenger Sale” which is
suitable for project sales. To seek business opportunity via studying external environment and
competition environment of company V. To understand company V project sales process and
analysis current problem based on typical project sales case of company V, and provide
suggestions for project sales approach and sales personnel management of company V.

The article argues that “The Challenger Sale” is proper approach for paper machine
project sales, and provided some suggestions to the implementation of “The Challenger Sale”,
those suggestions for paper machine project sales also bring reference value to other similar

project sales activity.

Keywords: Paper Machinery; Project Sales; The Challenger Sale
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