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We’re pleased to provide this Educator Information Package for your  
consideration in becoming a CPSA Accredited Partner. Should you have  
any questions, please reach out to us at:

Email: institute@cpsa.com

Phone: 416.408.2685

Toll Free: 1.888.267.2772 (CPSA)

© Canadian Professional Sales Association, November 2018

All rights reserved. No part of this publication may be produced, stored in 
a retrieval system, or transmitted, in any form or by any means, without the 
prior written permission of the Canadian Professional Sales Association.
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INTRODUCTION
At the Canadian Professional Sales Association (CPSA), we’re actively working to meet the 

labour market needs of Canadian businesses and help students and displaced workers 

enter the sales profession. Through validated skill development and upgrading aligned 

to employer needs, we are working to close the skill gap that exists today and accelerate 

our efforts to address the gap that will exist tomorrow due to an aging sales force and the 

economic expansion plans from Canada’s emerging innovation economy.  

The CPSA shapes the sales labour market with innovative, industry-validated education 

and professional designation programs that advance the sales profession and support 

professionals at every stage in their career. As a “by-industry, for industry”, not-for-profit 

professional association, we are committed to:

  >  the design and development of industry-validated, competency-based, 

designations and accreditation programs.

  >  helping individuals in the labour market develop skills to succeed in sales roles, 

find jobs, and advance their careers. 

  >  helping sales leaders recruit professional sales talent, develop and retain their top 

professional sales talent, and advance the performance of their entire sales force. 

These combined efforts help to ensure Canadian innovations, products and services 

reach the hands of many customers globally. 

In order to deliver broad, national labour market skill development opportunities aligned 

to the needs of employers identified in the national sales competency profiles, the CPSA 

has committed to the development of the National Accreditation Framework. Specifically, 

CPSA is updating and expanding on its current accreditation framework to create 

opportunities for more educators and training providers to deliver programs aligned 

to the national professional designation program at all three levels: Certified Sales 

Associate, Certified Sales Professional, and Certified Sales Leader.

The CPSA Institute will operate free from bias, establishing a new framework for sales 

educators to deliver curriculum against CPSA standards and be recognized as high 

quality training providers. Applications are accepted from three segments: academic 

education providers, independent training providers and internal training departments. 

Those providers whose programs align to the CPSA standards will be known as 

Accredited Partners.

As the national association supporting sales professionals in Canada we’re excited by 

the opportunity to reach many more sales professionals through accreditation. Together, 

with Accredited Partners, we can close the skills labour shortage in Canada. 
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1.1 VISION, MISSION, GOALS OF THE CPSA INSTITUTE

   The Canadian Professional Sales Association (CPSA), originally established in 1874, is a 

national organization with more than 20,000 members representing the full spectrum of the 

business community. The Association founded the CPSA Sales Institute in 1994 to enhance 

the skills and reputation of sales people through professional standards and certification.

   1.1.1  CPSA Institute’s Vision Statement
        That sales professions be recognized for the critical role that they play in business 

development, revenue generation, and the development of the Canadian Economy.

   

   1.1.2  CPSA Institute’s Mission Statement
        The mission of the CPSA Institute is to provide a leadership role in enhancing the 

value and credibility of the sales profession through professional standards and 

certification.

1.2 THE NEW CPSA

   In July 2017, the CPSA launched a new brand identity. The refresh reflects a modern approach 

to mutual support and betterment for sales professionals. The new identity maintains all of 

the existing promises that CPSA has stood for while simultaneously moving the Association, 

and the profession forward.

    Here are some of the upgrades:

   >  Learning Hub: previously known as the ‘Knowledge Centre’, to provide even 

more resource for sales professionals: podcasts, informational videos, and Sales 

Compensation Reports.

   >  Cost Savings: The travel, business, and lifestyle savings just got better. Members can 

save even more than before with our new partners. Previously known as ‘Exclusive 

Benefits’.

   >  Calendar: A quicker way to find upcoming training, webinars, educational and 

networking events – all in one convenient spot.

   >  Competency Framework: A new look at the skills, knowledge and abilities required 

for success in today’s marketplace.

   >  Graduated Certification Model: An industry-leading sales designation for every 

stage of a sales professional’s career.
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1.3 SALES COMPETENCIES

   A national job analysis was conducted in partnership with Human Resources Development 

Canada in 1995 to determine the important competencies of a successful sales representative 

and sales leader, along with the knowledge, skills and abilities needed to perform functions.  

The CPSA Sales Institute conducted a series of focus groups across the country with sales 

representatives and sales managers from various industries, and then validated the identified 

competencies. 

   1.3.1   Competencies for the Certified Sales Associate and Certified Sales 
Professional

          Building upon the original framework, the CPSA Institute undertook a framework 

update and expansion project in the summer of 2017 under the guidance of an 

advisory group of senior sales executives. The sales professional competencies were 

updated and grouped into two levels to represent the indicators for a competent 

professional on the first 6 months in a sales role and a competent professional 

who has been performing in sales for 4 years or more. These two profiles are the 

foundation of the Certified Sales Associate (CSA) and Certified Sales Professional 

(CSP) respectively. 

      CSA and CSP graduates practice a wide variety of positions, which require knowledge 

in a number of different areas such as, but not limited to:

  > Prospecting

   • Understand the Market

   • Conduct Sales Planning

   • Develop Client Intelligence

  > Fostering Client Relationships

   • Develop Client Relationships

   • Practice Active Listening

   • Communicate Verbally

   • Communicate in Writing

   • Conduct Meetings

  >  Developing Client-Focused 

Solutions

   • Develop Solutions

   • Conduct Sales Presentations

  > Negotiating and Closing

   • Close the Sale

   • Negotiate Terms of Sale

   •  Identify Third Party 

Relationships

  > Following Up

   • Follow-up on the Sale

  > Business Acumen

   • Understand Your Company

   • Demonstrate Financial Literacy

   • Demonstrate Legal Literacy

  >  Sales Process Technology

   • Leverage Sales Technology

   • Implement Social Selling

  > Professional Sales Conduct 

   • Act with Integrity

   • Drive Results

   • Work as Part of a Team

   • Engage in Continuous Learning

   • Develop Personal Brand
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   1.3.2  Competencies for the Certified Sales Leader
           Work in 2018 has identified competencies for sales leaders who have been 

performing in sales for 6 years or more. The identified competencies are:

     The full published competency frameworks for both profiles can be accessed here.

   1.3.3  Framework Diagram
        We’ve developed a Framework Diagram to summarize the skills required to be  

a proficient sales professional at all three distinct stages of career progression. 

 >  The inner core contains those skills related to professional conduct around 

which every model practitioner should act to ensure integrity and a professional 

image.

     >  The 2nd ring includes Business Acumen and Sales Process Technology; skills 

essential for a competent salesperson who remains current and can engage 

efficiently with the sales process.

     >  The 3rd ring includes competencies for all stages of the sales cycle. This ring is 

purposefully generic, recognizing what’s essential – that any good salesperson 

knows how to follow the process from Prospecting to Follow Up.

     >  F inally, on the outer ring, and supporting all others, are competencies unique to

      sales leaders.

  > Sales Planning

   • Engage in Strategic Planning

   •  Planning Accounts, Territories, 

and Targets

   • Execute with Excellence 

  > Build and Lead the Sales Team

   • Staff Planning

   •  Recruit and Select Sales Team 

Members

   • Onboard Sales Team Members

   •  Recognize and Incent Sales 

Performance 

  > Coach for Sales Success

   • Support Sales Enablement

   • Coach to the Sales Process

   • Coach for Sales Performance 

  > Support the Cycle of Selling

   • Establish Sales Process

   •  Support Strategic Client 

Relationships

   •  Engage in Sales Communication

   • Support Negotiations

  > Business Acumen

   • Understand Your Company

   •  Demonstrate Your Clients’ 

Business

   • Demonstrate Financial Literacy

   • Demonstrate Legal Literacy 

  >  Sales Technology

   •  Align Sales Technology to   

Strategy

   •  Leverage Technology for Data 

and Decision Making

   •  Lead Technological Change  

in Sales

  > Professional Sales Conduct 

   • Act with Integrity

   • Drive Results

   •  Work as Part of a Team 

(Collaboration)

   • Engage in Continuous Learning

   • Develop Personal Brand

https://www.cpsa.com/professional-certification/competency-framework
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1.4 PROFESSIONAL DESIGNATIONS

   A graduated certification framework is now offered by the CPSA Institute. We’ve listed here 

the high-level requirements for sales professionals to earn their designations. For more 

information visit: https://www.cpsa.com/professional-certification/get-certified

CSA
NEGOTIATORSALES

CERTIFICATE

CSP

CSL

Sales Certificate 
College or University

Certified Sales Associate 
Work Experience 

(6 Months)

Certified Sales Leader 
Work Experience 

(6 Years)

Certified Sales Professional 
Work Experience 

(4 Years)

1.4.1  Sales Certificate
   The Sales Certificate is awarded to those individuals 

recognized as meeting the pre-requisite education 

requirements for the Certified Sales Associate 

professional designation. Individuals interested in 

earning the Sales Certificate must complete the  

defined courses from an Accredited Partner college  

or university.

NEGOTIATORSALES
CERTIFICATE
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1.4.2   Certified Sales Associate
     The Certified Sales Associate (CSA) designation is a 

stamp of approval from Canada’s sales community. It 

recognizes professionals who’ve got the foundational 

skills they need to succeed. This designation is denoted 

by the acronym CSA. 

Who It’s For

Getting designated will accelerate 

your results and put you on the inside 

track to sales success. Become a CSA 

if you’re:

  • An entrepreneur or start-up CEO

  •  A Technical Sales Support 

Specialist

  • An Account Manager

  • A Sales Representative

  • An Engineer

Looking for a new career? Getting 

designated is a great way to launch 

your sales career. Become a CSA if 

you’re:

  • A student

  • A job seeker

  • Ready for a new career 

 

How to Qualify

Applying is easy. To get designated 

as a Certified Sales Associate, you’ll 

need:

  •  A CPSA Institute Sales 

Certificate, awarded after 

completing an accredited 

course, or a minimum of  

35 hours of recognized 

professional development  

in sales

  •  At least 6 months of verified 

sales experience in client-facing 

roles that demonstrate sales 

competencies like Prospecting, 

Business Acumen, Sales Process 

Technology, and Relationship 

Development

  •  A Letter of Recommendation 

from an immediate supervisor  

or academic advisor

CSA
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Who It’s For

CSPs are skilled sales professionals 

with at least 4 years of delivering 

consistent results on the biggest 

accounts and most strategic 

customers. They’re committed sales 

people who want to be recognized in 

their field.

Candidates often hold titles like:

  • Account Manager

  •  Business Development Manager

  • Account Leader

  • Account Director

 

How to Qualify

Applying is easy. To get designated, 

you’ll need:

  •  A university degree or college 

diploma

  •  35 hours of recognized 

professional development  

in sales

  •  Minimum 4 years of verified 

experience independently 

managing client accounts and 

meeting or exceeding targets

  •  Evidence of 2 years of meeting 

or exceeding sales targets 

(can include sales awards, 

dashboards, performance 

reports, or Letters of Reference)

  •  2 Letters of Reference from 

immediate supervisors or 

customers

1.4.3   Certified Sales Professional
   The Certified Sales Professional (CSP) designation 

is the gold standard in sales. It’s the door-opening, 

performance-enhancing stamp of excellence from 

Canada’s trusted sales authority, the CPSA. This 

designation is denoted by the acronym CSP. 

CSP
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Who It’s For

CSLs are top sales leaders and 

executives who are committed to 

developing themselves and their 

teams and are positioned to take 

entire organizations to the next level. 

Candidates may currently hold titles 

like:

  • Director of Sales

  • Vice-President of Sales

  • Regional Sales Manager 
 

 

How to Qualify

Applying is easy. To get designated as 

a Certified Sales Leader, you’ll need:

  •  A university degree, or proof of 

10 years of experience leading 

sales teams if you do not 

possess a degree

  •  35 hours of professional 

development aligned with sales 

leadership competencies

  •  6 years of cumulative work 

experience

  •  2 years of sales leadership 

experience, and 2 years 

of meeting or exceeding 

sales targets (can include 

sales awards, dashboards, 

performance reports, or  

Letters of Reference)

  •  2 Letters of Reference from 

immediate supervisors or 

customers 

1.4.4   Certified Sales Leader
     The Certified Sales Leader (CSL) designation recognizes 

top sales leaders for their knowledge, skill, and 

commitment to sales force excellence, continuous 

development, and leadership in the complex and ever-

changing world of enterprise sales. This designation is 

denoted by the acronym CSL.CSL
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1.5 THE VALUE OF ACCREDITED PARTNERSHIP

   CPSA Accredited Partners are industry leaders who deliver top-notch, results-driven 

information and insights. By becoming an Accredited Partner, you’re demonstrating that your 

sales training really delivers, and it also shows prospective students they can count on you to 

help them build the core competencies they need to succeed in an evolving marketplace. 

  There are multiple benefits to becoming an Accredited Partner:  

   1.5.1  Differentiation
        By becoming an Accredited Partner, you’re showcasing to 

employers, sales professionals and students that you’ve proven 

the value of your education or training program through a 

rigorous accreditation process. All Accredited Partners are 

issued our CPSA Accredited Partner logo that they can post  

to their digital and print marketing channels.

   

   1.5.2  Repeat Business  
        The CPSA Institute Graduated Designation Framework puts in place a series of 

requirements for sales professionals to earn their first designation and continue 

developing in their career, establishing a mechanism for you to garner repeat 

business. 
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        Eligibility for the examinations requires that a learner obtain 35 hours of pre-requisite 

education across the competency areas found in the Sales Professional Competency 

Framework. As a result, you’re poised to bundle courses, or upsell additional 

programs, for learners to achieve full competency alignment.  

     Each year, a CPSA Institute designated professional will need to accrue 20-30 

Professional Development Units (PDUs) to maintain their designation. Accredited 

Partners can use this opportunity to return to the customer with course offerings that 

expand their skills and knowledge.

   1.5.3   Grow Market Share
          The CPSA continues to make 

a significant investment in 

solving the sales labour market 

shortage in Canada. We know 

that there are 1.2 million sales 

professionals in Canada, and 

only 40% of them receive formal 

sales training.

       As an Accredited Partner, you’ll 

stand out from the crowd. When 

employers are making decisions 

on hiring or choosing training vendors, they’ll turn to the CPSA’s list to find the best 

providers already selected for them! 

      We’ll also support growth of your business through alignment with our CPSA 

marketing and outreach strategies. We’ll profile our partnership with activities such as 

announcements, social media posts, webinars and blogs; and tools such as the CPSA 

Sales Assessment. This survey measures a sales professional’s overall effectiveness 

in addressing different topics related to each of the 8 major competency areas. 

Individuals completing the 30-minute assessment will receive a diagnostic report 

highlighting strengths and areas for development. We’ll point them to opportunities 

to close those gaps, including our Accredited Partner programs. 

DESIGNATION
PRE-REQUISITE 
EDUCATION

PROFESSIONAL 
DEVELOPMENT

Certified Sales Associate 35 hours 20 PDUs

Certified Sales Professional 35 hours 30 PDUs

Certified Sales Leader 35 hours 30 PDUs

CSA

CSP

CSL

https://www.cpsa.com/campaign/public-sales-assessment
https://www.cpsa.com/campaign/public-sales-assessment
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   1.5.4  Additional Revenue Streams
        There are a couple of direct mechanisms through which our Accredited Partners can 

earn revenue: membership referral commissions and examination sales.

      Membership Referral Program

        Membership in an industry association is an important component of increasing the 

professionalism of sales. The CPSA acts on behalf of our members to advocate for 

the profession in government policy, promote best practices, and inform members  

of legislation changes. 

      CPSA membership offers the following additional benefits:

     >  On-demand sales information and support in the Learning Hub;

     >  Member-exclusive reports and whitepapers, such as the CPSA Compensation 

Report and sales strategy guides;

     >  Access to a community of sales people at all levels of seniority from across 

Canada, connecting online and in person; and

     >  Savings through CPSA’s travel, business and lifestyle partner companies.

      At the CPSA, we have a goal of achieving 100,000 members in the next 4 years, 

and we’d appreciate your support in getting there. As an incentive for membership 

referral, we’ll pay $50 for each new member referred from Accredited Partners to  

the CPSA.

      Becoming a Licensed Examination Centre

        As an Accredited Partner, we will offer you the opportunity to become a Licensed 

Examination Centre (LEC) so that you are certified to deliver our professional 

designation exams. We will conduct a “Train the Examiner” session to equip  

your staff to proctor the written component and facilitate the oral exam.  

      The benefits of becoming an LEC:

     >  Your organization will take sales professionals through an end-to-end learning 

lifecycle;

     >    Your students will have the opportunity to take their examinations in a familiar 

environment (e.g., onsite at their office of employment); and;

     >  Through our revenue sharing model, your organization will keep a minimum  

50% of examination fees. 



The CPSA Institute accredits providers of education and training programs who demonstrate the 

development of foundational sales competencies. Applications are welcome from post-secondary 

education institutions, private training providers, and internal training departments. 

2.1 APPLICATION REQUIREMENTS

   The CPSA Institute has set standardized requirements for accreditation based on 4 quality 

assurance criteria:

  

   

   Each application is reviewed in the same rigorous process – first through our internal 

department, and then by our Accreditation Advisory Group composed of industry 

representatives. By consistently following this process we’re ensuring that only the highest 

quality educators are accredited against the framework.  

   

   2.1.1  Curriculum Alignment to the Competency Framework
        Education providers who offer courses and programs that demonstrate alignment 

to all competency areas for the Certified Sales Associate (CSA) professional 

designation, and whose instructors and operations align to the quality criteria,  

will be accredited as an authorized CPSA Sales Certificate issuer. 

      CPSA will accept applications from education providers who wish to become 

accredited for full or partial alignment to the pre-requisite education requirements 

for CSA, CSP or CSL designations and will review and approve on a case-by-case 

basis considering such factors as relevance to the sales community, geographical  

area for training delivery, and volume of education providers covering certain 

competency areas.

16

Competency
Framework 
Alignment

Appropriate
Delivery 
Format

Experienced & 
Qualified 

Instructors

Continuous 
Improvement 

Measures

ACCREDITATION 
REQUIREMENTS  
FOR EDUCATORS
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      Beginning in Fall of 2018, an education provider granted partial accreditation can 

issue digital badges to students who successfully complete their courses. Digital 

badges are visual representations of key accomplishments that students may add 

to their LinkedIn profiles and share through other social media networks. 

   2.1.2  Course Delivery Requirements
          For each course submitted as part of the application, minimum criteria for delivery 

format, assessment and evaluation must be met. 

      Development of a variety of online, blended, and in-class programs is encouraged 

to accommodate a wide variety of learning needs. Each education provider may 

recommend the total number and duration of courses as they see fit. A minimum 

of 35 instructional hours dedicated to the sales competency is required, although 

more may be necessary to demonstrate learning objectives have been met in all 

competency areas. 

      No more than 25% of the competency framework may be covered through 

independent study. Where programs have been designed as asynchronous 

independent study, access to instructors who meet the qualification requirements 

below to ask questions and seek clarification on course content is required. 

      The following minimum methods of assessment must be demonstrated in course 

outlines. 

   

   2.1.3  Instructor Qualifications
         

Sales-Focused Courses

        All instructors of sales-focused courses or modules must have the appropriate 

combination of experience and education for program accreditation at the 

designation-level being sought. Consult the tables below for minimum requirements. 

MINIMUM LEARNING ASSESSMENT METHODS

CSA
Participation in classroom or online activities with instructor evaluation of 
learning objective performance and minimum pass/fail status.  

CSP
Evaluated class projects, presentation, or quizzes as appropriate with feedback  
to learners on their results. 

CSL
Evaluated class projects, presentation, or quizzes as appropriate with feedback  
to learners on their results.
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        If seeking accreditation of a program at the CSA or CSP level, instructors must hold 

one of the following options for experience and education requirements.

   * Example education may include BEd, CTP, CTDP, Certified Executive Coaching designations, etc.

        If seeking accreditation of a program at the CSL level, instructors must hold their 

CSL designation.

     Non-Sales Focused Courses

        All instructors of courses or modules that are not sales-focused, e.g., general 

business, social media, or communications, must have sufficient education and 

experience to ensure quality learning outcomes are achieved.

      For each accredited program, there must be at least one appointed professional 

instructing a minimum of 35 hours of mandatory learning within that program, that 

has their CPSA instructor minimum qualifications for sales-focused courses. 

       If the hiring standards of the education provider exceed the minimum requirements 

listed above, then application submission of the hiring standards policy is sufficient. 

Otherwise, each application should include the LinkedIn bio link or résumé for each 

instructor.       

CRITERIA

Education College Diploma

Minimum Sales Experience 6 years

Coaching or Sales Management Experience 2 years

Teaching or Learning & Development Experience
5 years, or
1 year plus appropriate education*
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   2.1.4  Operational Process Requirements
          All accredited education providers must demonstrate their ability to meet the 

following operational requirements: 

 >  Collect and summarize student evaluation forms for aggregate and individual 

course or instructor reporting. 

     >  Collect and summarize student assessment/test scores for aggregate and 

individual course or instructor reporting.

     >    Conduct an annual review of performance and student feedback, implementing 

corrective action and continuous improvement as necessary.

     >  Maintain a clearly documented process for continuous improvement including 

documented roles involved, accountability, and responsibility for individual 

tasks. 

     >  Maintain a method for training and reporting learning objectives included in 

custom training development work. For custom training events to qualify as 

accredited education, at least 80% of the original learning objectives must be 

maintained within each accredited course.

     >  Collect consent from students at the time of registration for the upload of their 

name and email address to CPSA Institute for issuing digital badges.  



3.1 APPLICATION SUBMISSION

   To prepare your application, please complete the Accreditation Application Form (see 

Appendix) and gather all appropriate documentation. Complete one (1) form for each 

program. Submit the completed form and all documents to institute@cpsa.com  

3.2 APPLICATION REVIEW

   All applications for accreditation will be reviewed by the CPSA Institute Accreditation 

Department for completeness and alignment to the requirements. The CPSA Institute will 

either approve or deny applications. All decisions will be communicated via email. 

   

   3.2.1  Approvals
        Approved education providers will be issued a Letter of Accreditation, Partnership 

Contract (for review and signing) and an Activation Kit that includes details on  

co-promoting the partnership, plus reporting and invoicing standards.

   3.2.2  Denials
        If an organization is denied, a staff member from the CPSA Institute will provide 

an explanation of why the application did not meet the criteria and make 

recommendations for program adjustments to meet the criteria.The application  

fee is non-refundable.  

3.3 STANDARD PROFILING OF APPROVED PROVIDERS

   CPSA Institute will maintain a database of Accredited Partners and include the course listing 

and links to approved course registration pages. 

3.4 ACCREDITATION MAINTENANCE 

   The Accredited Partner can maintain ongoing accreditation status by submitting a Renewal 

Form on an annual basis. Existing accredited programs (approved after March 2018) are 

subject only to ongoing maintenance or per student fees as detailed in the partnership 

contracts (i.e., the one-time application fees are waived). 

20

ACCREDITATION PROCESS
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3.5 AUDITING PROCESS 

   The CPSA Institute reserves the right to randomly audit approved programs to ensure 

compliance with the accreditation requirements and reporting schedules. 

  The CPSA Institute audit may include one or several of the following:

   >   A request to review an accredited providers books and records relating to education 

services, enrollment and fees.

   > A visit to the accredited provider’s location, and attendance at the program.

   A report will be provided to the accredited provider detailing any discrepancy and process  

for reimbursement. 



4.1 PUBLICLY-FUNDED ACADEMIC INSTITUTIONS

   Applies to Degree Credit Undergraduate or Graduate Courses. 

   *  Due to generous funding from Government of Canada through the Sectoral Initiatives Program, standard accreditation 

fees have been waived for a period of 3 years.
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ACCREDITATION FEES
All fees are in Canadian dollars.

FEE TYPE
DESIGNATION 
LEVEL

STANDARD FEES
FEES UNTIL  
JUNE 30, 2021*

Application Fee Any $0 waived

Maintenance Fee
CSA or CSP

CSL

$500 per course

$500 per student  
per course

waived

waived

Train the Trainer* Any $0 waived

Train the Examiner Any $1,495 per examiner waived

Examination  

Licensing Fees

CSA

CSP

CSL

$200 ($445 retail)

$349 ($699 retail)

$499 ($999 retail)

$200 ($445 retail)

$349 ($699 retail)

$499 ($999 retail)
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4.2 ALL OTHER EDUCATORS

   Applies to Private Colleges, Continuing Education Providers, Executive Education Centres, 

Independent Training Providers, or Internal Training Teams.

  § Discount of 25% for 101-249 students; discount of 50% for 250+ students.  

  *  Mandatory for 1 appointed trainer per Accredited Partner in Year 1  

(available as a half-day workshop or three, 1-hour webinars).

 

FEE TYPE
DESIGNATION 
LEVEL

FEE

Application Fee Any One-time: $2,999 per provider

Per Student Fees§ 

CSA

CSP

CSL

$100 per unique student annually

$200 per unique student annually

$500 per unique student annually

Train the Trainer* Any $1,495 per trainer

Train the Examiner Any $1,495 per examiner

Examination  

Licensing Fees

CSA

CSP

CSL

$200 ($445 retail)

$349 ($699 retail)

$499 ($999 retail)



This appendix contains links to associated documents that you may find useful in preparing your 

Accreditation Application. 

  
  CPSA Professional Designation Requirements

  Available at: https://www.cpsa.com/professional-certification/get-certified

  

   

  Sales Professional Competency Framework

  Available at: https://www.cpsa.com/professional-certification/competency-framework

  Sales Leader Competency Framework

  Available at: https://www.cpsa.com/professional-certification/competency-framework

24
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Fillable PDF version is available at: https://www.cpsa.com/docs/default-source/certification-forms/accreditation-

application-checklist.pdf?sfvrsn=2

To prepare your application, please complete the form sections and gather all appropriate documentation. 

Complete one (1) form for each program. Submit the completed form and all documents to institute@cpsa.com

ACCREDITATION 
APPLICATION CHECKLIST

Section 1: Applicant Information

Education or Training Provider: _________________________________________________________________________

Business Address: _____________________________________________________________________________________

Program Title: ________________________________________________________________________________________

Section 2: Competency Framework Alignment & Course Delivery Requirements
List the course(s) or module(s) that aligns to each competency area. Please consult the full Competency Framework 

to ensure alignment.

Seeking CSA or CSP accreditation:

> Prospecting: _______________________________________________________________________________________

> Fostering Client Relationships:  _______________________________________________________________________

> Developing Client-Focused Solutions: _________________________________________________________________

> Negotiating and Closing: ____________________________________________________________________________

> Following Up: ______________________________________________________________________________________

> Business Acumen:  __________________________________________________________________________________

> Sales Process Technology: ___________________________________________________________________________

> Professional Sales Conduct: __________________________________________________________________________

Application Primary Contact

Name: ___________________________________________

Position: _________________________________________

Department: _____________________________________

Email: ___________________________________________

Phone: __________________________________________

Preferred language:          English            French

Review Fee Contact

       Same as Primary Contact Above; OR

Name: ___________________________________________

Position: _________________________________________

Department: _____________________________________

Email: ___________________________________________

Phone: __________________________________________

Preferred language:          English            French
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Seeking CSL accreditation:

> Sales Planning: _____________________________________________________________________________________

> Build and Lead the Sales Team: _______________________________________________________________________

> Coach for Sales Success: _____________________________________________________________________________

> Support the Cycle of Selling: _________________________________________________________________________

> Business Acumen:  __________________________________________________________________________________

> Sales Technology: ___________________________________________________________________________________

> Professional Sales Conduct: __________________________________________________________________________

Course outlines should be attached for each course that include:

   A short description of the course content;

  The learning outcomes for the course;

  The learning objectives for each module (if applicable);

  The course duration (days or hours of learning);

  Percentage of delivery formats used (In-classroom instructor-led, virtual classroom, self-paced e-learning, etc.);

   A description of the technology used to facilitate course/program (software for information exchange, 
collaboration, webinars, etc.); and

   A summary of assessment methodology (i.e., how successful completion is determined).

Section 3: Instructor Qualifications

   Bios for each instructor (Résumé, LinkedIn bio link, Institution bio link, etc.); OR

   Hiring standards for the education provider (if minimum requirements are exceeded, see above).

Section 4: Operational Processes

   Proof of accreditation with the Association to Advance Collegiate Schools of Business (AACSB); OR

   Proof of accreditation with the Accreditation Council for Business Schools and Programs (ACBSP); OR

   Proof of program approval by your provincial government ministry; OR

   Policies and procedures that address the following:

      A description, or policy, of how the education provider ensures quality delivery of courses, curriculum 
adherence and student engagement; 

      A summary of the institution’s process to continuously improve course content and student experience; 

      A description, or policy, outlining the process by which the institution ensures the continuous professional 
development of its instructors/facilitators; 

      A description and/or pictures of the physical location where classes, labs or practicums are held.
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1 888 267 2772 (CPSA)

institute@cpsa.com

cpsa.com

ABOUT THE CPSA INSTITUTE

The CPSA Institute enhances the value and credibility
of the sales profession through standards, a code of
ethics, and certification.

ABOUT THE CPSA INSTITUTE

Your Partner in Sales Success 

The Canadian Professional Sales Association (CPSA)
is Canada’s most trusted sales leader.

Our up-to-the-minute sales tools, training, and
resources empower sales professionals from entry to
executive to achieve and advance. Industry-leading
certification programs recognize the best in the
business and set the bar for excellence in sales
at every career stage.

CPSA’s 20,000+ members include industry leaders,
executives, entrepreneurs, managers, sales
representatives, and agents from coast to coast.

Advancing Sales. Accelerating Performance.

Funded in part by the Government of  
Canada’s Sectoral Init iatives Program


