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ISMM Level 3 Award 
 

              Understanding Sales & Marketing In Organisations 
 

Overview 
Sales and Marketing departments need to work more closely together to achieve the objective of 
greater revenues. 

This qualification aims to provide you with the knowledge and understanding about the factors that 
can cause conflict between sales and marketing departments. 

It also provides an understanding of the ways in which collaboration can benefit both departments 
and the organisation. 

A win win! 

Module 1: Understand various organisational structures and their impact on the roles of those in 
sales and marketing 

With the help of this module you will be able to: 

 Explain a range of business orientations 
 Differentiate between various organisational structures 
 Explain the impact of organisational structure and business orientation on the relationship 

between sales and marketing roles 
 

Module 2: Understand the roles of sales and marketing personnel 

With the help of this module you will be able to: 

 Explain the roles of sales personnel 
 Explain the roles of marketing personnel 
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Module 3: Understand the importance of collaboration between sales and marketing departments 

With the help of this module you will be able to: 

 Explain the factors that can cause conflict between sales and marketing departments 
 Explain the consequences to the organisation of sales and marketing departments not working 

collaboratively 
 Explain the ways in which sales and marketing departments can support each other 
 Explain the benefits of sales and marketing departments working collaboratively 

 
How is this course delivered? 

This course is delivered online. You will need an internet connection to access the material and you 
can work through the material when and where you like. 

How will I be assessed? 

If you are currently in a sales position then you will be required to provide work based evidence to 
demonstrate your understanding. If you are not currently in a sales role, you will be required to 
complete a case study assignment. 

How long will I have to complete the course? 

Upon receiving access to the materials and your login to complete the course you will have up to 8 
weeks to complete the course. 

How long is the course? 

The course will take you approximately 4-6 hours to complete to include the online learning sessions, 
exercises and work based evidence/assignment. 

 

How much will it cost? 

£195 + vat 
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What qualification will I receive? 

Upon successfully passing the qualification you will receive: 

 

Next steps: 

If you have got any questions please: 

Call:     0800 849 6732 
Email: enquiries@mtdsalestraining.com  
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