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ISMM Level 4 Award in Managing Responsible Selling 
 
Overview 

As a Sales Leader within your company you need to ensure that you are managing your sales team 
and the process in the right way. 

This unit aims to cover the knowledge involved in managing an organisation’s operations in ways that 
are consistent with its social and ethical principles, and which fulfil legal and regulatory requirements. 

For the purposes of this unit, “organisation‟ can mean a self-contained entity such as a private sector 
company, a charity or a local authority, or a significant operating unit, with a relative degree of 
autonomy, within a larger organisation. 

Module 1: Know legal, regulatory, ethical and social requirements pertaining to the sales function 

 Explain sales-related legal and regulatory requirements and Codes of Practice 
 Understand the principles of contract law and the penalties for misrepresentation 
 Analyse the potential impact of social and ethical concerns relating to the sales function 
 Explain how processes and policies in the organisation meet ethical and social requirements and 

comply with legal and regulatory requirements 
 
Module 2: Understand how to manage the sales function in a way that complies with legislation 

 Describe how to ensure that sales employees have a clear understanding of the organisation’s 
legal, regulatory, ethical and social policies and procedures and the importance of putting them 
into practice 

 Explain how to monitor the way that legal, regulatory, ethical and social policies and procedures 
are put into practice 

 Describe how to provide support to the sales team in putting legal, regulatory, ethical and social 
policies and procedures into practice 
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Module 3: Know how to deal with non-compliance 

 Explain how to identify and correct any failures to meet the legal and regulatory requirements 
 Explain how and when to provide full reports about any failures to meet requirements to senior 

management 
 Explain how to monitor and manage complaints regarding legal, regulatory, ethical and social 

requirements 
 

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. 

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. 
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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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