
 

2 days of interactive training on professional selling skills 
 

Overview 
The field of Personal Selling has matured into a 
professional endeavor. To-day, selling may be a stronger 
profession because of the obstacles it has overcome and 
sometimes still battles. 
 
Today, and in the years ahead, salespeople will be 
guided by a new principle of personal selling: 
Partnerships are established and maintained only 
when the salesperson creates customer value.  
 
Customers have fundamentally changed their 
expectations. They want to partner with salespeople who 
can create value, not just communicate it. Value creation 
involves a series of improvements in the sales process 
that enhance the customer experience. 
 
The course is designed in modular form to equip you 
with all the necessary tools of professional selling i.e. 
creating relationship, making strategy, planning calls, 
giving presentations and follow-ups.  

Learning Outcomes 
 Understand the effect of selling in a marketing 

economy 
 Creating a prospecting plan 
 Know the importance of a positive self-image. 
 Develop complete pre-approach information. 
 Design an approach. 
 Determine wants/needs of the customer. 
 Prepare and present a value added solution. 
 Anticipate and negotiate sales resistance. 
 Develop and use closing techniques 
 Demonstrate techniques of servicing the sale 

Module 1: 
Selling as a 
profession 

Creating Value & 
relationship 
Ethics first 

Module 2: 
Communication... 

It's NOT all talk 
Why people buy? 
Customer strategy  

Module 3:  
Prospecting 

Planning the sales 
call 

Module 4: 
Strategic 

presentation 
Elements of a great 

presentation 
 

Module 5: 
Prospect's 
objections 

Closing begins the 
relationship 
Follow-up 

Target Audience 
 

Experienced sales professionals who want to refresh 
their skills 
New sales professionals who want to learn new 
techniques

 

October 25-26, 2014 (Saturday & Sunday) |9:00 am-5:00 pm | @IBA City Campus 
 



  

Trainer’s Profile: 
ZAFAR AHMED SIDDIQUI 
Mr. Siddiqui has an MBA degree from the Institute of Business 
Administration.  He also holds a degree of M.S. in Marketing 
Communications from Chicago.  He has more than 30 years of experience 
with the F.M.C.G. sector both in the field of Sales, Marketing and General 
Management.  He was associated with Gillette for 15 years in Pakistan and 
Overseas.  His last assignment with Gillette was as Chief Executive for 
Gillette Pakistan (Pvt.) Ltd., and Area Director for Afghanistan, Sri Lanka, 
Bangladesh, Nepal & Maldives. 
 
Mr. Siddiqui is also on the Board of Engro Foods Limited, Inbox Business 
Technologies (Pvt.) Ltd., Mind Sports of Pakistan & Zulfiqar Industries Ltd. 
 
Mr. Siddiqui has over 27 years of teaching experience at the following 
colleges and universities: Institute of Business Administration, College of 
Business Management, Baharia University, University of Illinois Chicago, 
& Moscow State University.  He is also a member of Rotary Metropolitan, 
Management Association of Pakistan, & Marketing Association of Pakistan. 
 
He has conducted numerous workshop and training courses for various 
companies. He was instrumental in setting up the Centre for Entrepreneurial 
Development at IBA with the collaboration of Babson College, Boston. 
 
Mr. Siddiqui is currently Professor of Practice at IBA 

 

 

 
 

 

 
 

For information & registration: 
 

021-111 422 422; 021-38104700-
01 Ext. 1541

BESDP@iba.edu.pk 
 

http://cee.iba.edu.pk/BEnSDP.shtml 
 

https://www.facebook.com/IbaBusines
senglish 
 
Contact Person: 
Sumera Muhammad 
Manager, Center for Executive 
Education  
Institute of Business Administration. 
Tel: 021-111 422 422; 021-38104700-
01 Ext. 1801  
Fax: 021 38103008 
Email: smuhammad@iba.edu.pk; 
sumera.muhammad@gmail.com 

 
 
 

 

Registration forms & fee challans 
are available at our website.  
 
Fee is to be deposited in cash / 
pay order in any branch of 
FAYSAL BANK Ltd., A/C No. 
110-2162113-006. No fee will be 
accepted in cash/cheque at our 
office. 

Training Investment:  

PKR 18,000/- 
(Inclusive of  t rain ing m aterial, 

lunch &  cert if icate) 
 

 Bank Al Habib Ltd. 
 Biogenics Pakistan (Pvt) Ltd. 
 Burque Corporation 
 Global Oil Industries 
 HBL 
 HBL Asset Management 
 IFFCO Pakistan (Pvt) Ltd. 
 KASB Securities 
 Mazen Pakistan 
 Merck (Pvt) Ltd. 
 Mima Knit (Pvt) Ltd. 
 Orient Energy Systems 
 Packages Ltd. 
 Rubex Petroleum 
 Shaddan Enterprises 
 Singer Pakistan 
 Suzuki Nadeem International 
 Sybrid Pvt. Ltd. 
 Terra Biz 
 Thal Engineering 
 Tradekey (Pvt) Ltd. 
 Transways Forwarders 

 

Learning from a person with such a high profile is itself a great 
opportunity as they tell you those important techniques to manage people 
& teams which you can’t get from books.        

------Waqar Abbas (Senior Manager Finance & 
Operations Global Oil Industries) 

 

Participating 
organizations in the 

same course (Jan 2014 
& May 2014) 
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