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The Fundamentals of Selling course seeks to develop sales professionals’ skill sets in the key areas 
demanded by modern business environments. For those looking to build consultative selling skills and 
learn the full impact sales performance has on an organization, this 35 hour program provides 
comprehensive fundamental knowledge for sales success. Learners will walk away with the skills to gather 
meaningful market and client intelligence, develop relationships across a broad spectrum of personas, 
and propose custom solutions to the business challenges and goals of the clients they work with.

The Fundamentals of Selling course starts with online activities to help establish context and build the 
learner’s knowledge of key course concepts. From there, learners engage in three days of interactive 
classwork that bring the consultative sales process to life, culminating in a role play activity.  Afterwards, 
the post-course virtual coaching sessions offer learners two further touch points with direct access to the 
instructor. These sessions reinforce course concepts, allow instructors and learners to review the 
effectiveness of the new concepts, and address questions. 

Course Description
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Pre-requisites

A minimum of 1-2 months of 
sales experience is required, 

but 6 months to
1 year is recommended.

Why should I take this course?

If you’re looking to:

•  build a more consultative sales approach
•  create lasting relationships with clients 
•  make more strategic use of your time and efforts
•  round out your selling skill set 

then this course will provide you with the building blocks 
to improve your sales performance.

Need more information?
     Contact us at SalesSuccess@cpsa.com



3
HOURS

9
HOURS

2
HOURS

21
HOURS

pre-reading
and reflection 

questions

interactive 
classroom sessions 

held over 3 days

post-classroom 
reading, activities
and discussions

virtual coaching 
sessions 

(1-hour each)

knowledge 
check

(70% to pass)

Learners will be engaged in an 8-week, experiential program 
that is a combination of in-class and online learning.

The 35 hours of blended learning is comprised of

Completion of Program

Course Format

Upon completion of the 35 hour program, learners will 
receive a certificate of completion from CPSA.  The 
program is directly aligned to meet the educational 
requirements for the Certified Sales Associate (CSA) 
designation offered by the CPSA Institute, which learners 
can apply for upon completion of the program.

Courses take place in various learning centers or hotel venues across 
Canada.

Montreal
Kitchener

Toronto

Winnipeg

Saskatoon

Calgary

Edmonton

Vancouver

Course Locations
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Courses can be delivered 
on-site to groups meeting the 
minimum attendee numbers 
and can also be customized to 
meet the learning needs of the 
organization.  

On-site
Options

Course
Schedule

Courses are currently held 
monthly in the Greater Toronto 
Area and Western Canada. 
Courses are also held 
throughout the rest of Canada 
and Quebec on an on-demand 
basis. French delivery of the 
program will be available in 2019.

ONLINE ONLINE ONLINE ONLINE
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Module 1 is an introduction to consultative selling and the consultative 
sales process. It introduces learners to the key concepts of Unique Value 
Propositions and how they relate to client needs.

Key Learning Objectives:

•  Explain how a consultative selling approach can provide value to clients
•  Differentiate yourself from competitors with a Unique Value Proposition

Module 2 engages learners to better understand their personality style 
and its application to help improve sales conversations and interactions.  
Learners will be asked to consider their personal brand and its alliance 
with their organization’s goals, and how to they can use this knowledge 
to work collaboratively in a team.

Key Learning Objectives:

• Develop a personal brand that takes into account your strengths, 
   weaknesses, and personality type
• Recognize the various roles on your sales team and use strategies to 
   work effectively together
• Identify the departments within your company that deal with legal 
   contracts and documents

Module 3 delves into developing the skills necessary to develop a terri-
tory plan, manage accounts that learners are working with, and prospect 
for new business opportunities. Learners are introduced to various selling 
tools and concepts such as SWOT analyses and calculating ROTI to 
maximize profit and selling times.

Key Learning Objectives:

• Develop strategic, profitable, and achievable territory plans
• Use an Account Management Process to retain and grow business 
   within profitable accounts
• Follow corporate operating and administration procedures for tracking 
   sales activity

Learning Overview and Objectives

Learners discover how to leverage various sales technology platforms, 
and build their social media presence to improve their social selling skills 
and online brand.

Key Learning Objectives:

• Create and manage a prospecting system, within a sales technology 
   platform, to effectively move accounts from market to customers

MODULE 1
Introduction to the 
Fundamentals of Selling

MODULE 2
Understanding 
Yourself and Others

MODULE 3
Building Your Business 
Strategy

MODULE 4
Sales Process 
Technology
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Learners are introduced to prospecting techniques to maximize their 
sales impact. Learners also walk through and practice the steps in the 
consultative sales call to help increase their chances of sales success. 

Key Learning Objectives:

• Prepare for, and execute, prospecting phone calls that overcome 
   potential objections and lead to in-person sales calls
• Use an eight-step consultative selling process to secure go-forward  
   commitments at the end of each sales call
• Engage in an interactive role-play using all the steps of a consultative  
   sales call

As sales professionals engage in a more connected workplace, it’s 
essential to understand how to manage stress and mindsets in the face 
of competing priorities. This module seeks to teach learners ways to 
manage themselves and time to improve their overall quality of life.

Key Learning Objectives:

• Develop self-awareness, maintain optimism, and manage stress with 
   proven takeaway strategies
• Set and achieve personal and professional goals for the next 1, 5 and 
   10 years with a formalized time-management system
• Define professional and ethical sales behavior, and govern yourself 
   accordingly

Module 6 helps learners walk away with the necessary skills to close the 
sale. They are introduced to topics such as building an effective business 
presentation, key negotiation principles, and how to develop logically 
structured business proposals.

Key Learning Objectives:

• Deliver tailored, effective business case presentations that result in sales
• Successfully navigate collaborative negotiations and use influence to 
   close sales
• Develop proposals or response letters that are logically structured and 
   accurately communicate the key messages
• Follow up with clients to ensure satisfactory achievement of 
   agreed-upon sales and strengthen client relationships

MODULE 5
Consultative Selling

MODULE 6
Securing the Business

MODULE 7
Self-Management
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Learners are given a workbook 
in-class which includes all content 
and resources of the course.

Learners will engage in 
real life case studies in the 
in-class session.

A digital coaching guide will be available 
on the CPSA online learning platform to 
download and use as a guide with 
managers to support learning and 
continued professional development.

During their Learning Forward 
activities, learners will engage 
with their peers and instructor 
on a live discussion board on 
the online learning platform, 
with new weekly discussion 
topics.

Learners will receive 
valuable feedback from 
instructors in the live 
coaching sessions. 
Discussions are structured 
around specific topics, and 
learners can share best 
practices, and hear from 
peers in class.

Learners are required to complete an online, multiple choice, knowledge 
check following the 6 weeks of Learning Forward activities and get a passing grade 
of 70% to receive a certificate of completion.  

Learning
Resources

Summative

5

70%

Contact: If learners have any questions, please contact SalesSuccess@cpsa.com

Course Policy

If learners are unable to attend any in-class or virtual coaching session, they should inform CPSA to make alter-
nate arrangements.

In order to receive a certificate of completion for the course, learners must attend all 3 in-class sessions: participate 
in the learning forward activities, attend all virtual coaching sessions, and complete their knowledge check quiz.

If a learner is unable to attend the course, they may name a replacement candidate or transfer to the next 
session. A written request for a transfer must be submitted at least 14 days before the course start date. Within 
14 days of the course, only substitutions will be accepted.  

A transfer/substitution administration fee of $150 will apply.

For any unexpected medical conditions or other unforeseen issues, a credit can be applied for up to 1 year from 
the original transfer date and must be applied to another CPSA sales training program. 

CPSA reserves the right to cancel a course session prior to the start date or delay the start date due to low 
enrollment, instructor availability or other uncontrollable circumstances.

All substitutions, transfers, and cancellations must be submitted in writing to SalesSuccess@cpsa.com

•

•

•

•

•

•

•
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MODULE 1
Introduction to the Fundamentals of Selling

• Topic 1: The Consultative Selling Approach

MODULE 2
Understanding Yourself and Others

• Topic 2: Personality Traits for Sales Success

• Topic 3: Working with Your Team

MODULE 3
Building Your Business Strategy

• Topic 4: Territory Planning

• Topic 5: Account Management

• Topic 6: Business Development

MODULE 4
Sales Process Technology

• Topic 7: Sales Technology

• Topic 8: Social Selling

MODULE 5
Consultative Selling

• Topic 9: Prospecting Tactics

• Topic 10: The Consultative Sales Call

MODULE 6
Securing the Business

• Topic 11: Types of Sales Communication

• Topic 12: The Psychology of Influence

• Topic 13: Final Stages in the Funnel

MODULE 7
Self-Management

• Topic 14: Self-Awareness

• Topic 15: Time Management

• Topic 16: Professional Behaviour and

Development
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Outline of Program

Ready to enroll? Need more information?
     Contact us at SalesSuccess@cpsa.com
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