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Course Information 

Course Name The Art of Selling 

Course Designer IMM Graduate School  

Course Category Marketing and Advertising 

Course Duration 6 weeks 

Cost of Course R5 500 including VAT 

Course Delivery Online Short Course 

 

Course Overview 

Every course is broken down into bite-size chunks – manageable modules that will help you 

assimilate and apply your knowledge in record time. Our courses are pointed for the current 

market, simple and sharp like the tip of an HB pencil. You’ll be able to study online from anywhere 

in the world, in your own space, at your own pace, guided by our industry experts. With our 

practical and business-relevant material, you’ll be given hands-on tools to help you deal with real-

world scenarios. 

 

This course consists of: 

• 16 leading edge sales topics with videos and recorded lectures, slides, 

booklets and quizzes 

• Lifetime access to a free online sales toolkit 

• Templates and best practice tools 

• Tried and tested selling techniques and tips on working smarter, not harder 
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Who Should Attend? 

• A great introduction for those that have never worked in sales 

but wish to pursue a career in personal selling. 

• Great for those that have started a career in sales and need a 

better understanding of the sales function and how the sales 

function contributes to the organisation’s strategy and goals. 

• Ideal for those who want to improve their knowledge of sales and 

those that aspire to become salespeople.  

• Perfect for marketers that need a full understanding of the selling 

process, and how it fits into the overall marketing mix. 

Course Description  

• Personal selling is the exchange of ideas or information, verbally 

or non-verbally between the customer and the salesperson. The 

earliest form of personal selling involved bartering systems but 

progressed to the development of coinage which enabled 

exchange to occur more efficiently.  

• Today, the aim of communication in personal selling is to inform 

the customer and persuade them to purchase.  

• It is often said that many people end up in sales as a matter of 

default, as they did not necessarily search for a career in sales, 

but rather ended up in sales as a result of not being able to find 

another job.  

• Yet most successful salespeople are professionals and have no 

intention of exchanging their careers. One often hears or reads, 

‘Salespeople are born, not made.’  

• There are clear characteristics associated with effective 

salespeople, many of which can be trained. One of the key skills 

required by salespeople is that of developing and maintaining 

relationships with their customers over time.  

• This course will give you a better understanding of selling as a 

career, the use of verbal, non-verbal and written communication 

in the sales process and how to influence the customer buying 

process.  

• You will also realise the importance of sales knowledge and 

information and how to acquire sales knowledge from a variety 

of sources, formally and informally. In today’s competitive 

marketplace, those that deliver the fastest and best service will 

be most successful. It is vital therefore as part of this course to 

introduce you to the technology that will make your sales efforts 

more effective and profitable. 
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Professional Recognition 

Certificate of Successful Completion - On completion of your 

short course, you’ll be awarded a certificate that’s approved by the 

IMM Graduate School and our respective partners, recognising the 

skills and key competencies you’ve developed along the way. This 

certificate can be used to document your commitment to continuing 

professional development in your personal portfolio (including your 

LinkedIn profile or CV), or to provide evidence to employers or 

other professional bodies of your achievement. Moreover, you’ll be 

better equipped to face workplace challenges, enhance your 

professional performance and, thereby, boost your career. 

Course Content 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Course Modules 

 

 

 

 

 

 

 

 

 

 

 

Week 1 - Module 1  

Introduction to personal selling 

 

Topic 1 - The history, advantages and disadvantages of personal 

selling 

• What is personal selling? 

• The history of personal selling and what it is today 

• A golden rule of selling 

• Advantages and disadvantages of personal selling 

• The impact of the selling profession on the economy 

 

Topic 2 – Consultative and direct selling 

• A career in sales 

• Types of sales positions 

• Improving the reputation of personal selling 

• Sales trends in the age of technology 

• Characteristics of effective salespeople 

• Consultative selling 

• Direct selling 

• Ethical issues in personal selling 

• The Direct Selling Association of South Africa 

 

Topic 3 – The selling Cycle Step 1: Prospecting 

• Defining the terms prospect and prospecting 

• The importance of prospecting 
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• Characteristics of a qualified prospect 

• The leaking bucket customer concept 

• Satisfied customers 

• Planning a prospecting strategy 

• Prospecting methods 

 

Topic 4 – The selling cycle – planning the call, approach, 

presentation, closing and follow-up 

• The selling cycle - step 2: planning the sales call 

• The selling cycle - step 3: approach and sales presentation 

methods 

• The selling cycle - step 4: handling objections 

• The selling cycle - step 5: closing the sale 

• The selling cycle - step 6: follow up 

 

Week 2 - Module 2  

Communication 

 

Topic 1 - Verbal communication 

• Communication model 

• Verbal communication 

• Tone, pattern, pitch 

• Listening 

• Questions 

 

Topic 2 – Non-verbal communication 

• Non-verbal communication  

• Eye movements 

• Communication through body language 

• Communication through appearance and handshake 

• Special distance considerations 

• Communication through dress 

 

Topic 3 - Written communication and adaptive selling 
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Course Modules 

• Rules for written material  

• Adaptive selling – the four communication styles 

• Barriers to effective communication 

 

Topic 4 - Social selling 

• What is social selling? 

• Why is social selling so important? 

• The future of digital selling 

• New rules for the social seller 

• Social media and the shorter sales cycle 

 

Week 3 - Module 3  

Influencing the customer buying process 

 

Topic 1 - Sales presentation methods in different situations 

• Where ‘presentation’ fits into the sales process  

• Sales presentation situations 

• The memorised presentation method 

• The formula presentation method 

• The need satisfaction presentation method 

• The problem-solving presentation method 

• FAB and SELL presentation sequences 

 

Topic 2 - Adapting, negotiating and handling objectives 

• Adapting your presentation to the buyer’s style  

• Initial stages of a group presentations 

• Best practice for group presentations 

• Negotiating with success 

• Types of objections 

• Dealing with objections 

 

Topic 3 - Consumer purchase behaviour 

• Introduction to consumer behaviour  

• Psychological influences 
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• Determining important buying models 

• Using trial closes and selling tips using trial closes 

 

Topic 4 - Customer motivation, choice and influencing buyer 

behaviour 

• Customer Motivation  

• Consumer buyer behavior 

• Love of selling and service to others 

 

Week 4 - Module 4  

Sales knowledge 

 

Topic 1 - Salesperson qualities and knowledge process 

• Accuracy builds credibility  

• Qualities of a salesperson 

• Sales knowledge process 

• Sources of information 

 

Topic 2 - Sources of information: part 1 

• Know your organisation  

• Know your customer 

 

Topic 3 - Sources of information: part 2 

• Know your product  

• Know your communications mix 

• Know your price and discounts 

• Know your competitors 

• Know your distribution channels 

• Know your economy and industry 

 

Topic 4 - Sources of information: part 3 

• Know your technology  

• Know yourself 

• Remember what you know 
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Career Opportunities 

• There are very few careers that offer the income potential that 

sales careers offer. In sales, your income is more often than not, 

based on your performance.  

• While there may be tough quotas and activity expectations, there 

are also rewards in the form of commission, quarterly and 

annual bonuses, trips, prizes, and many other incentives.  

• Those who hire sales professionals hire them to increase their 

revenues. Without sales, their doors will soon be closed, so 

employers are willing to do what it takes to get their sales teams 

motivated.  

• Many sales positions come with the added benefit of a flexible 

schedule. While the amount of flexibility ranges from job to job, 

most jobs allow sales professionals to set their own daily 

schedules, as long as activity and targets are met. 

• Sales is a good career with many different types of sales jobs, 

including: 

o In-store retail salespeople, who sell to walk-in 

customers; 

o Direct sellers, such as Tupperware sellers; 

o Telephone salespeople, who sell to people over the 

phone; 

o Wholesalers, who sell to other businesses for resale; 

o Sales representatives, who visit businesses to make 

sales; 

o and also, people who sell services, not goods. 

About the Team 

Your Success Team 

Petri Gilbert  

Head Tutor 

Training Specialist (Management, 

Sales, Presentation Skills, Service 

Excellence, Soft Skills), Motivational 

Speaker  

 

While you study this course, you will be 

supported by your head tutor Petri Gilbert, an industry leader and 

trainer extraordinaire. Petri will be your ‘go-to’ person, facilitating 

online discussions with your fellow students in your group, as well 

as, being available for individual queries and help if you need it. He’ll 

also be the one carefully marking your assignments. For any 
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content- or course-related questions, you can contact Petri on: 

petrig@imm.co.za 

 

Petri in a Nutshell 

Petri is an extraordinarily gifted public speaker and training facilitator. 

He inspires, is creative & through his unique training method, can 

simplify the most complex topic. His energy, enthusiasm and sense 

of humour is admirable as he makes every session a unique learning 

experience. Petri is the go-to-guy whether it is for Training, 

Workshop Development, Soft Skills and Management Training or as 

a Conference Speaker. His success is reflected in the client 

feedback which constantly averages 92-100%.  Petri is an accredited 

Constituent Assessor and facilitator with Service Seta. His client-list, 

among others include PSG Konsult, Kwelanga Training, Peniel 

Conferencing & Management, Mindspa Institute, Peer Group, The 

Foschini Group and Spectacle World.  Petri is a licensed Social Style 

specialist and practitioner. He also specialises in Professional Selling 

Skills, Presentation Skills and Management Training. 

 
 
Christa Kavungo 
Course Administrator 

Academic Liaison Expert 

 

As your Course Administrator, Christa 

Kavungo is the one who connects the 

dots and connects people. If you have 

any admin-related questions or concerns, she’s the one in the know 

who will be able to assist you. You can email her on 

shortcourses@immsc.co.za or call 011 628 2000. 

 

Christa in a Nutshell: 

Think of Christa as a professional liaison, bringing people and 

processes together. With a wealth of experience in academic 

sales, support and administration, she’s passionate about making 

sure things run smoothly for a business, particularly in the field of 

education. 

 

Although she’s an administration pro, her super skills go far beyond 

that... Christa thrives on keeping open channels of communication 

with students, as well as, professionals that collaborate to provide 

student services. She’s well-versed in sales, advising, counselling, 

Your Success Team 

mailto:petrig@imm.co.za
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supporting and consulting and has recently completed her BPhil 

Honours in Marketing Management. 

How to Register 

We’ve made registering for our professional short courses as easy 

as can be. Simply visit the IMM Graduate School website 

(www.imm.ac.za) and click on the Professional Short Courses button 

which will take you to our dedicated short course platform and 

register there. Click on the Register button and fill out the registration 

form, fast-tracking the sign-up process when you’ve decided on the 

short courses you’ll be taking. 

 

To sign up for any course, just click on the Add to Basket or Buy 

Now button, and when you’ve finished selecting your courses, 

proceed to make payment online. Once you’ve completed your 

payment, we’ll send you all the information you need outlining the 

way forward. Your course/s will be ready for access and 

commencement once payment or part payment has been made, 

launching you into your career-boosting adventure. 

Payment Details 

All short courses through the IMM Graduate School are to be paid 

via the website using the PayFast payment facility. PayFast is an 

easy, secure and instant payments processing service, offering you 

a variety of payment options making it more affordable for you to 

make this worthwhile investment in your future career. 

To make sure we’re all on the same page, we’d just like to highlight 

the fine print of the short course payment terms for you. 

 

Here’s the nitty-gritty: 

• All fees stated in the official website are inclusive of VAT. 

• Fees are fixed for each short course cycle, however, the IMM 

Graduate School reserves the right to change fees on a 

subsequent cycle without notice. 

• In order to commence the short course, a student must pay a 

minimum of 60% of the fee prior to the course commencement 

date. 

• The balance of the fee is payable within four (4) weeks after the 

course commencement date. 

• In the event that the balance is not paid, the student will not be 

allowed to access the balance of the modules to complete the 

short course. 
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We know that life can sometimes throw curveballs at us, so we do 

have a cancellation policy should you enrol and need to backpedal 

due to unforeseen circumstances. Here are the details of our 

cancellation policy – please read them carefully: 

 

• Students who have paid the minimum of 60% by 

commencement date will be granted a 75% refund of monies 

paid if the course is cancelled prior to the commencement date. 

• Students who have paid the minimum of 60% by 

commencement date will be granted a 50% refund of monies 

paid if the course is cancelled prior to the four (4) week cycle 

post the commencement date. 

• Any cancellation requests after the four (4) week cycle post the 

commencement date will not result in any refund of money 

whatsoever. 

Cancellations and subsequent refunds will only be considered if it is 

as a direct result of: 

➢ Death 

➢ Temporary/Permanent disability 

➢ Dread disease 

➢ Force majeure 

 

IMM Graduate School reserves the right to request information that 

supports the reason for cancellation. 

 

And that’s it! It was a mouthful wasn’t it, but very necessary to 

ensure a smooth, worthwhile and enjoyable learning experience all 

round. 

Payment Details 

 


