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With sales being so important in most 
organisations, it is always helpful if 
people who are not actually in a sales 
role help with the selling effort.

Typical scenarios are trying to convince 
a manager to develop a new product, 
introduce a new system into a team, 
or even coming into contact with 
clients and having the opportunity to 
sell products and services. For these 
occasions it helps to have a basic 
understanding of the sales process; but 
without all the pushy sales tricks, even if 
you don’t work in a formal sales role.

Knowing how to sell is a great ability 
to have, and it’s one that’s sure to be 
respected strongly within your company. 
In The Real World Everyone Sells is a 
course that teaches a Solution Selling 
approach for all Non-Sales People to 
help them through the minefield of 
successful selling. The course is suitable 
for all types of professional executives.
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‘In The Real World Everyone Sells’
Selling For Non-Salespeople

N o n - S a l e s  S e l l i n g

Virtual Workshop With Pre & Post Modules

Using the Wiztango Digital Learning Platform

A Cu s to m i s a b l e  Di g i ta l ly Bl e n d e d 
TWO Weeks  Vi r t ua l Co l l a b o r at i o n Le a r n i n g Ex p e r i e n c e


