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Psychobabble Disqualifier: The facilitators of 
this workshop do not participate in the  

neuro psychobabble that is peddled by  
unqualified people throughout the globe.   

All material offered is grounded in scientific  

research and sourced from reputable  

institutions. 

Services SETA Accreditation No: 12169  

The Strategic  
Training Institute 

WWW.PROVISIONRESEARCH.CO.ZA 

Promotional gifts 

All attendees will take home a Virtual 

Reality Headset suitable for Any  

Smart phone with a screen size  

between 4 to 6 inches.  

Refer any 3 delegates who 

books on this training and 

take home a FREE Virtual 

Reality headset. 
 

Why you cannot miss this training? 
 
More than 500 listed companies have mandated the use of  neuroscience  
principles in their companies. Why aren’t you? Its not too late to learn new trends for 
accelerating your marketing and sales ROI. 

 

This customized workshop offers easy to understand explanations of customer ‘mind’ 

functioning. With a wealth of practical exercises, you will take home your own toolkit 

for use in your unique environment. 

 

Expand your knowledge as sales professionals. Understand how the brain works: 
yours and our customers – and sell more products and services. The brain is no 

longer secret or difficult terrain. You can now learn how it operates without being a 

rocket science – in your field on your terms.  

 

Did you know that 95% of your decisions (and that of your customer) is made in  

micro seconds by the subconscious mind?  Learn from a reputable neuroscience 

institute, and reputable facilitator, what pushes the brains ‘buy’ button and give 

yourself the competitive edge in sales. Know how to handle disruptive markets.  

Understand the psychology of your buyer. 

From this strategic training you will be  
 

•Understanding the “Buyers” and the “Sellers” brain 

•Analysing your brain profile for high performance  

•Understanding what the 5 senses do in selling and how to use them 

•Body language in the sales environment 

•Applying the 7-drive model with the cold call 

•Understanding the “Buyers” and the “Sellers” brain 

•Best practices for motivating self and others 

•Creating your strategic business plan and road map to double your profit 

The Neuroscience of $elling  

Learn about the effective ‘$elling’ brain 

Discover the proven formula for doubling 

sales and attracting customers!  

Arusha Dasrath 
Tel: +27 11 7023327  
ad@provisionresearch.co.za 

   13 & 14 August 2018 – The Pivot, Monte Casino, Fourways, Johannesburg 

 

Early bird special - Book 
before the 20th July 2018 
and get a 10% discount  



 

 

Session one 
Understanding the “Buyers” and the “Sellers” brain 

People are more irrational than you think. Decisions are made 

that are based on deep seated needs which then align with 

the company’s mission and purpose. Get to know your needs 

as well as that of the customer 

•The important but basic parts of the brain 

•Old and new brain models – why some don’t work 

•Self-awareness – understanding you 

•The thinking brain, emotional and instinctive brain 

•Analysing your brain profile for high performance  

•The brainstem and limbic model  

•Recognising and meeting 7 Drives (subconscious/instinctive 

needs) 

 

Session two 
Understanding what the 5 senses do in selling and how to use 
them 

Underneath the buy button is a strong emotional field. The 

links to this emotional field lies in the senses. They help to  

create mood, desire to buy and interest. How to create ‘point 

of sale’ impact in the client’s physical environment is part of 

your tool box. 

•Sensory sales that engage perception, judgement and  

Behaviour 

•Smell – How smells consolidate brands, and open and close 

sales 

•Touch – building relationships and trust 

•Auditory (Hearing) – the voice, sounds and music. Voice 

pitch up voice down trust 

•Framing your words 

•Visual - How your eyes complete the picture 

•Taste and gustatory experiences.  

•The Physical environment and ‘objects’ 

 

Session three 
Body language in the sales environment 

Body language has become a popular discourse, but it is in-

fused with pop psychology and pseudo-science. This module 

focuses on hat is fact not fiction. Knowing how to use scientific 

body language to your advantage in the sales environment is 

a plus. 

•The neuroscience of nonverbal behaviour in sales 

•Why previous body language training did not rock the world 

•The myth of the 7/38/55% model – what we know now 

•NLP myths and history - Fact and fiction 

•Context based body language for confidence, certainty 

and trust 

•Emotional word loading  

•Multi-Tasking with body language 

•Taking command and control and driving purpose 
 

 

Agenda day 1 
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Session four 
The cold call – Why everyone dreads it how to overcome the 
fear 

You are not alone. Most sales professionals experience fear,  

self-doubt and anxiety when making a cold call. Can you  

convince your brain to think otherwise? Brain based science 

says ‘yes’ 

•The brain of the cold call experience 

•How childhood experiences create this dynamic  

•Re-programming the brain by convincing the body 

•The Neuro-transmitter approach (thread or reward) 

•The known and the unknown conversion method 

•Why we are attracted to confident people (you) 

•Applying the 7-drive model with the cold call 

•Grooming and priming (using all media) 

•Creating the desire  

•Tele calls – personalizing the phone into an ogre or tool of 

achievement  

 
End of day one 

PROFESSIONAL TRAINING 

Provision Research  would like to thank everyone who has helped with the  
research and organisation of this event, particularly the speaker who has kindly  
committed and supported the event. 

The Strategic  
Training Institute 
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Training timings for the two days 
 

0800   Welcome and registration 

0830     Morning session begins 

1000 – 10:30   Morning refreshments and break 

1200    Luncheon 

1300     Afternoon session begins 

1500 - 1530  Afternoon refreshments and break 

1630     Course concludes 

What past delegates had to say? 

 

“The presenter was outstanding! This course is a whole new 
level on how you should be selling” MMI Holdings 
 

“(Presentation 10/10),  This is a higher level course!  (Knowledge 

10/10), Brilliant. (Learnt something valuable 10/10),  
Absolutely will be able to implement! Astral Food 
 

“New research to help you double profits, adapted to suit all  

industries. Denise was brilliant – professional, fun & experienced. 
Time and money well spent (and I’ve done a lot of courses).” 
Tecmed 
 

Arusha Dasrath 
Tel: +27 11 7023327  
ad@provisionresearch.co.za 
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Session five 
Fear of self promotion and how to beat it  

Fear of self-promotion is a global phenomenon. Would you 

vote for a ‘quiet mouse’ as a leader or someone with visible  

confidence? Self-promotion gets all people into office. Few  

people will do it for you. You can do it ethically.  

•Mixed messages from childhood again 

•Neuroplasticity of the brain 

•The imposter syndrome and how to get rid of it 

•The credibility index - just how credible are you and what 

must you change 

•How to use the neuro-brain profile to identify areas of 

change and growth 

•Personal influence and changing the world 

•Deep brain stimulation options 

•The ethics and non-ethics of self-promotion – what is not too 

much or not too little 

•Breaking through the barrier to discover a new person of 

value 
 

Session six 
Mastering the client/sales professional relationship  

Managing relationships is now recognized by neuroscience as 

the key to a professional and personal life.  We need people. 
Everyone does. We are defined by our relationships with 

friends, colleagues, clients, stakeholders, bosses, mentors and 

resource people. So are your clients. The key to life and overall 

health is managing these relationships effectively.  

•The neuroscience of relationships – what goes on in the brain 

•Pressing the ‘connecting’ button 

•How to analyse relationships  

•Blue Zone factors 

•What builds bonds and trust and confidence in you 

•The 7-factor model of selling applied  

•The ‘You are right’ – Factor 
  

Session seven 
Best practices for motivating self and others 
It’s true you cannot motivate anyone – they can only  

motivate themselves. But you can certain provide the triggers 

which enable self-motivation and drive change. 

•The brain on motivation – what it looks like inside 

•Engaging the buyers brain 

•Your customers brain on motivation – what it looks like inside 

•Triggers that create personal motivation 

•The psychology of goals and purpose 

•What develops personal drive and sustains it 

•Lighting the light at the end of the tunnel 

•The role of influence in motivation 

Agenda day 2 
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PROFESSIONAL TRAINING 

Provision Research  would like to thank everyone who has helped with the  
research and organisation of this event, particularly the speaker who has kindly  
committed and supported the event. 

Session eight 
How to use pricing to your advantage 

Your selling price is a direct indicator of your customer’s level of 

desire to own it for himself or his company. Customers are not 

driven by low prices but rather its intrinsic value to them.  

•Price is governed by psychological perception 

•Pricing and decision-making processes – how the customer 

thinks 

•Understanding Thinking Slow and Fast Models 

•Anchoring factors: understand your buyer 

•Changing the anchor in your favour but with bilateral  

satisfaction 

 

Session nine 
Crafting your roadmap 

•Preparing your takeaway and roadmap for personal use and 

reference 

•Committing to sustainable change 

 
End of training 

Training methodology 
 

•The most up to date Neuroscience learning principles and  

methods are used. 

•The role of the facilitator is to ensure that participants  

integrate facts, concepts, principles, techniques, strategies, 

actions, responses and all other elements into effective job  

performance. 

•The course facilitator will lead the participants through  

The facts, concepts and principles, and provide guidance to 

encourage the participants to apply them until their ability to 

solve specific problems has been permanently improved. 

•Certificate of attendance upon completion of the course 

About Dr Denise 
 

Denise Bjorkman is the CEO of the Neuro Business Institute. She is 

a ‘business’ neuroscientist specializing brain-based selling,  

social media design, marketing and changing healthcare/

wellness in business models. Denise is qualified in 9 different  

industry fields and therefore can customize training from hands 

on experience. She has been recognized as a global authority 

on body language and all aspects of nonverbal  

communication for 30 years. (on which she had her own TV 

programme) ln her practical easy to follow, ‘brain based’  
training has earned her accolades in 16 countries across 4  

continents. She can add value to your existing sales knowledge 

that will change the way you approach your selling profession. 

 

Denise is known for her brain-based coaching: helping sales  

professionals and executives change behaviour, thinking  

patterns and styles of interacting – for the better. She is a media  

personality and an opinion leader for leading global television 

channels. She is also a published author and writer for several 

magazines and she has shared her knowledge and wisdom 

with more than 70 000 delegates worldwide. Her client base 

includes leading listed multinational companies globally. 

  

Who should attend? 
 

Sales managers and sales teams, business decision-makers, 

influencers and strategists involved in getting a product or  

service to market; anyone wanting to connect with their  

customer or consumer; anyone needing to increase share of  

market, share of voice and share of wallet. Marketing  

executives, directors and strategists; product owners and  

designers; media, creative, digital, production and 

communications agencies; media owners; media buyers; 

board members, partners and executives in any size  
enterprise. 

Arusha Dasrath 
Tel: +27 11 7023327  
ad@provisionresearch.co.za 



 

 

Neuro Selling 

 Code: ST05 
To register for the course please review the programme,  

complete this form immediately and fax or email back to our: 

Register now contact: Arusha  Tel: +27 11 7023327 
Fax: +27 (0) 86 501 0472 
Email: ad@provisionresearch.co.za 

@Provision_1 Provision Research and Events 

Registration Form 

Provision Research and 
Events 

Reg no. 2009/159390/23 
409 Baobab Close, Carlswald  

North Estate, Carlswald,  

Midrand, 1684  

Johannesburg South Africa 

www.provisionresearch.co.za  

Authorisation: 

Signatory must be authorised to 

sign on behalf of contracting  

Name:    

Company:   

Job Title:   

No of delegates:   

Contact no:   

Email address :   

Date:   

Company VAT no:   

Training Location   

Signature:   

1. Delegate name:    

Job Title:   

Contact no:   

Email address :   

2. Delegate name:    

Job Title:   

Contact no:   

Email address :   

3. Delegate name:    

Job Title:   

Contact no:   

Email address :   

4. Delegate name:    

Job Title:   

Contact no:   

Email address :   

Payment Method: 

Please indicate your choice of payment method 

■ Cheque 
Made payable to Provision Research and Events -  
This should be a bank guaranteed cheque 

or 

■ Bank Transfer 

Training fees 

Per delegate @ R6 995 

 

Book before 20 July 2018 and get a 10% discount 

Bring 3 delegates and get a 15% discount 

Bring 5 delegates and get a 20% discount 
Payment: 

An Invoice will be issued once the registration of the delegate/s is  

completed. Full payment is then required from receipt of invoice. 

Terms & Conditions: 
1. Fees are inclusive of programme materials, refreshments, lunch and gifts and NOT accommodation. 
2. Payment Terms: Following completion and return of the registration form, full payment is required within 5 days from receipt of invoice. After signing this registration form this  
becomes a legal and binding contract between your organisation and Provision Research and Events. A receipt will be issued on payment. Due to limited conference space, we advise 
early registration to avoid disappointment. A 50% cancellation fee will be charged under the terms outlined below. We reserve the right to refuse admission if payment is not received on 
time. 
3. Cancellation/Substitution: Provided the total fee has been paid, substitutions at no extra charge up to 14 days before the event are allowed. Substitutions between 14 days and the 
date of the event will be allowed subject to an administration fee of equal to 10% of the total fee that is to be transferred. Otherwise all bookings carry a 50% cancellation liability  
immediately after a signed sales contract has been received by Provision Research and Events (as defined above). Cancellations must be received in writing by mail or fax four (4) weeks 
before the conference/training is to be held in order to obtain a full credit for any future Provision Research and Events. Thereafter, the full training fee is payable and is non refund-
able. The service charge is completely non-refundable and non-creditable.  Payment terms are five days and payment must be made prior to the start of the conference. Non payment or 
non-attendance does not constitute cancellation. By signing this contract, the client agrees that in case of dispute or cancellation of this contract that Provision Research and Events will 
not be able to mitigate its losses for any less than that of the total contract value. If, for any reason, Provision Research and Events decides to cancel or postpone this training, Provi-
sion Research and Events is not responsible for covering airfare, hotel, or other travel costs incurred by clients. The training fee will not be refunded, but can be credited to a future 
training. Event program content is subject to change without notice. 
4. Copyright etc: All intellectual property rights in all materials produced or distributed by Provision Research and Events in connection with this event is expressly reserved and any 
unauthorized duplication, publication or distribution is prohibited. 
5. Data Protection: Client confirms that it has requested and consented to Provision Research and Events retaining client information on Provision Research and Events database to 
be used by Provision Research and Events and passed to selected third parties, to assist in communicating products and services which may be of interest to the client.  
6. Important note. While every reasonable effort will be made to adhere to the advertised package, Provision Research and Events reserves the right to change event dates, speakers, 
sites or location or omit event features, or merge the event with another event, as it deems necessary without penalty and in such situations no refunds, part refunds or alternative offers 
shall be made. In the event that Provision Research and Events permanently cancels the event for any reason whatsoever, (including, but not limited to any force majeure occurrence) 
and provided that the event is not postponed to a later date nor is merged with another event, the Client shall receive a credit note for the amount that the Client has paid to such  
permanently cancelled event, valid for up to 12 months to be used at another  Provision event. No refunds, part refunds or alternative offers shall be made. 
7. Governing law: This Agreement shall be governed and construed in accordance with the law of Gauteng and the parties submit to the exclusive jurisdiction of the South African Courts 

in Gauteng. However, Provision Research and Events only is entitled to waive this right and submit to the jurisdiction of the courts in which the Client's office is located. 

TRAINING 
The Strategic  
Training Institute 

WWW.PROVISIONRESEARCH.CO.ZA 

Arusha Dasrath 
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