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ISMM Level 3 Award 
 

                     Understanding Customer Segmentation & Profiling 
 

Overview 

Getting to the decision maker and influencing the main decision maker is the name of the game in 
sales. 

You will need to work out how to find and approach the decision makers you need and then know 
how to influence them. Whether they make the decisions themselves or as part of a team (the 
decision-making unit) you will need techniques and strategies to accomplish your goals. 

Knowledge of buyer behaviour will enable you to identify appropriate methods of contact and 
present appropriate solutions depending on who is involved in the sales decision. 

This qualification aims to provide you with the knowledge and understanding necessary so you can 
respond to different members of the decision-making unit, whether in consumer markets or 
organisational markets. 

Module 1: Understand buyer decision making processes and their impact on the sales cycle 

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

 Explain how the consumer buying decision-making process affects the sales cycle 
 Explain how the organisational buying decision-making process affects the sales cycle 
 Explain how each role of the decision-making unit impacts on the sales cycle 
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Module 2: Understand how to respond to the buyer at each stage of the decision making process 

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

 Describe how to differentiate between and respond to each member of the decision-making unit 
in a sales situation 

 Describe how to present solution(s) to meet the needs and wants of each member of the decision-
making unit 

 
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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