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ISMM Level 4 Award in Operational Sales Planning 
 

Overview 

“If you don’t plan then you are planning to fail” 

Putting a sales plan together is a vital activity that you need to accomplish as a Sales Leader. The plan 
becomes the blueprint for success for yourself and your team. 

This unit aims to provide the skills necessary for putting together an operational sales plan, and the 
knowledge for managing the implementation of the plan and for dealing with variances to the plan. 

Module 1: Understand how own organisation’s business and marketing strategies inform 
operational sales planning 

 Describe how own organisation’s business and marketing strategies inform operational Sales 
planning 

 
Module 2: Understand sales forecasting techniques 

 Describe how historical sales data informs sales forecasts 
 Explain a range of sales forecasting techniques 
 Describe how sales forecasts are used to set sales objectives and targets 
 
Module 3: Be able to set objectives and targets in a sales plan 

 Develop a time plan for the establishment of objectives and targets for sales plans 
 Use sales forecasts to set objectives and targets for a sales plan 

 
Module 4: Be able to write an operational sales plan 
 
 Write an operational sales plan to meet objectives and targets 
 Specify and allocate sales territories 
 Write a business case to obtain the resources to achieve the operational sales plan’s objectives 

and targets 
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Module 5: Understand how to manage the implementation of the operational sales plan through 
the sales team 

 Explain how to communicate the operational sales plan to all stakeholders and define individual 
roles and targets in the sales activity plan 

 Explain how to monitor and control the operational sales plan using agreed key performance 
indicators 
 

Module 6: Understand how to deal with variances to the operational sales plan 

 Describe variances that may occur in the implementation of the operational sales plan 
 Identify contingency plans to address variances 
 Explain the organisation’s procedure for dealing with unforeseen variances 

 
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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