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ISMM Level 4 Award in Finance for Sales Managers 
 

Overview 

Being a Sales Leader is more than just motivating your team. You need to have an awareness of the 
commercial aspects of your role, setting budgets and ensuring that you maximize profitability at 
every occasion. 

This unit aims to introduce the knowledge and skills needed to calculate profitability and also to 
assess customer creditworthiness with the view to formalising the terms of trade with the customer. 

It also aims to provide the knowledge to set and manage a sales budget for a defined area of sales 
activity or the whole sales function. It involves knowing how to prepare, submit and agree a budget 
for a set operating period. It also involves knowing how to set bonuses for sales team members. 

Module 1: Be able to calculate profitability ratios for sales-related decisions 

 Calculate gross profit margin 
 Calculate net profit ratio 
 Explain the difference between margin and mark-up and when each of these are used in practice 
 Calculate return on capital employed 
 
Module 2: Know how to set a sales budget 

 Identify different methods used for setting budgets 
 Explain how to establish information needs and identify information sources for setting a sales 

budget 
 Describe the different approaches to effective consultation and negotiation when setting a sales 

budget 
 Explain how to develop budget frameworks 
 Explain how to set a contingency plan for variances to a budget 
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Module 3: Understand how to manage a sales budget 

 Explain how to use the budget to monitor and control performance against budget parameters 
 Explain how to identify the causes of variances between budget and actual expenditure 
 Explain how to implement the actions needed to deal with the causes of variances between 

budget and actual expenditure. 
 Explain how to provide information on performance against the sales budget to others in the 

organization 
 Explain how to monitor the sales budget to identify unethical practice or potential fraud 
 
Module 4: Understand bonus systems for sales team members 

 Explain how to evaluate the need for a bonus system 
 Explain how to choose bonus options for sales team members 
 Explain methods of setting bonuses 
 Explain how to calculate the cost of bonuses 
 Explain how to negotiate bonuses with sales team members 
 Describe how to evaluate the effectiveness of a bonus system 
 

Module 5: Understand how to assess creditworthiness of customers in order to 

 Explain organisation policy for credit agreements with customers 
 Explain the process for approving the granting of credit 
 Explain how to check creditworthiness of a customer 
 Explain how to complete a formal agreement with the customer and the financial basis for future 

trading 
 

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 12 
months to complete the course. 
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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 

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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