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PERSONAL SELLING OPPORTUNITIES 
IN THE AGE OF INFORMATION 

 
EXTENDED PRESENTATION OUTLINE 
 
A major goal of this chapter is to describe how personal selling skills contribute to work 
performed by knowledge workers. Today’s workforce is made up of millions of 
knowledge workers who succeed only when they add value to information. Salespeople, 
and many other knowledge workers, add value to information when they collect it, 
organize it, clarify it, and present it in a convincing manner. 
 
I. Personal Selling in the Age of Information 
 

A. Everybody sells. 
B. Salespeople add value to information. 
C. Effective relationships aid information communication. 
D. Knowledgeable workers use selling skills. 
E. Managerial personnel. 

1. Some of the managers’ most valuable information comes from customers. 
2. Executive selling helps managers learn more from customers. 

F. Professionals. 
1. Doctors, accountants, lawyers, engineers, and other professionals need to 

use selling skills. 
2. Technical skills are not enough in the information age. 
3. Professionals need relationship skills to develop new business. 

G. Entrepreneurs. 
1. Entrepreneurs need to sell their new business plan to investors and others. 
2. Business owners rely on personal selling to build their business. 

H. Customer Service Representatives (CSR). 
1. CSRs have traditionally worked with customers in non-selling areas. 
2. CSRs are now learning and applying selling skills. 
3. CSRs often discover customer needs. 
 

 
II. Your Future in Personal Selling 
 

A. There are more than 1 million people employed in sales positions across 
Canada�nearly 10 percent of the Canadian workforce. 

B. Opportunities exist that match your interests, talents, and ambitions. 
C. Rewarding aspects of selling careers.   

1. Above average income. 
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a. Research indicates that salespeople involved in transactional sales 
earned the lowest compensation. Sales personnel involved in value-
added sales earned the highest compensation. 

2. Above average psychic income.  
a. Psychic income (psychological rewards) gained from a selling career 

may include recognition and security. 
b. In selling, recognition will come more frequently and with greater 

intensity than in most other occupations. 
c. Accomplishments of sales personnel seldom go unrecognized. 

3. Opportunity for advancement.  
a. High visibility affords opportunities for advancement. 
b. Sales experience is invaluable in many middle and high management 

positions. 
D. Opportunities for women. 

1. Sales offer women high income and flexible work schedules. 
2. There is a growing awareness that gender is not a barrier to success in 

selling. 
 
III. Employment Settings in Selling Today 
 

A. Three major settings include:  
1. Service Channel 
2. Business Goods Channel 
3. Consumer Goods Channel 

 
B. Service Channel 

1. Nearly 80 percent of the Canadian labour force is now employed in the 
service sector. 

2. Opportunities in the service field 
a. Hotel, motel, and convention centre services 

(1) Salespeople sell room space, food, beverages, and services related 
to hosting seminars, conferences, and meetings. 

(2) Competition for convention business is intense. 
b. Telecommunication services 

(1) Deregulation of telephone service has resulted in the fragmentation 
of major telephone companies and the creation of numerous new 
communication companies. 

c. Financial services 
(1) More than 3000 firms across Canada offer sales jobs in securities 

and financial services. 
d. Media sales 

(1) Sales force employed by radio/television stations sell broadcasting 
time to current and prospective advertisers. 

(2) Newspapers and magazines generate their main revenue from 
advertising rather than from subscriptions.   

(3) Media sales personnel help develop advertising campaigns. 
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e. Real Estate 
(1) Buying a home is usually the largest single expenditure in average 

consumer’s life. 
(2) Real estate salespeople play an important role. 

f. Insurance 
(1) One of the most rewarding careers in sales. 
(2) Policies sold include fire, liability, life, health, automobile, 

casualty, and homeowner’s. 
(3) Two broad types of insurance salespeople. 

(a) Those employed by major insurance companies. 
(b) Independent insurance agents who represent various 

companies. 
g. Business services. 

(1) Outsourcing of services is increasing. 
h. Other fields of service sales include home and business security, travel 

and recreation, pest control, and transportation. 
 

C. Business Goods Channel 
1. Common titles of  salespeople: 

a. Sales engineer or Applications Engineer—must have detailed and 
precise technical knowledge. 
1. Requires expertise in identifying, analyzing, and solving customer 

problems. 
2. May introduce new products and answer technical questions. 

b. Field salesperson—finds and meets needs. 
c. Detail salesperson—primary goal is to develop goodwill and stimulate 

product demand. 
1. Calls on wholesale, retail, and other customers to help improve 

their marketing. 
2. Collects information regarding customer acceptance of products. 
3. Must be able to offer advice on credit policies, pricing, displays, 

and so forth. 
 

D. Consumer Goods Channel 
1. Profile: Asbury Automotive Group 

a. Success due to expert staff. 
b. Customers are willing to pay higher prices because they value the 

quality products and assistance provided by salespeople. 
c. Well- trained salespeople add value to the shopping experience. 

 
IV. Learning to Sell 
 

A. Basic question: “Are salespeople made or are they born?” 
1. The principles of selling can be learned and applied by a variety of people. 
2. Hundreds of corporations spend millions of dollars to develop salespeople. 

B. Types of sales training. 
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1. Business training programs to develop their salespeople. 
2. Firms specializing in the development of sales personnel (see Table 2.1). 

a. Wilson Learning Corporation 
b. The Forum Corporation 
c. Dale Carnegie Training 
d. AchieveGlobal 
e. Sales Performance International 
f. Huthwaite, Inc. 

3. Courses to earn certification, such as CSP (Certified Sales Professional) or 
CPC (Certified Postal Consultant). 

4. University and college business departments. 
 

 


