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ISMM Level 4 Award in Sales Negotiations 
 

Overview 

The modern day buyer wants “something for nothing” nowadays but how do you respond to 
requests for discount and can you negotiate in such a way so you don’t erode your margins to 
nothing! 

This unit aims to provide the knowledge and skills for negotiating effectively in sales settings. The unit 
focuses on the various stages of negotiation including planning, preparing, negotiating and closing 
sales negotiations with customers. 

The unit covers establishing customer requirements and your organisational objectives, clarifying the 
customer’s understanding of the proposal and coming to an agreement that is mutually acceptable. 

Module 1: Understand what is involved in a sales negotiation 

 Describe how to assess own organisation’s negotiating power and stance 
 Describe how to research and assess the customer’s negotiating power and likely stance 
 Explain the types of customer objections that might arise and how to handle these 
 Explain the concept of „win-win‟ in Sales situations and how this is achieved and managed during 

sales negotiations 
 Explain what happens when a “win-win‟ is not achieved 
 Explain why it is important to record and confirm details of a sales negotiation and the method to 

do this in own organisation 
 
Module 2: Be able to prepare for a sales negotiation 

 Identify the customer’s main requirements from a negotiation 
 Research and assess the bargaining power of the customer to identify their overall negotiating 

stance 
 Identify personal and organisational weaknesses that could be exploited by the customer in a 

negotiation and prepare strategies for responding 
 Research main competitor strengths and weaknesses 
 Define objectives for the negotiation and identify own organisation’s desired outcomes 
 Assess the resource requirements for the sales negotiation 
 Identify key variables and set parameters for them including potential concessions and trade- offs 
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 Cost the variables, including potential concessions and trade- offs, in order to identify the best 
price and terms for your organisation as well as the minimum price and terms acceptable to own 
organisation 

 Identify potential problems that could arise during the negotiation and how you will formulate 
solutions to overcome them 

 
Module 3: Be able to carry out a sales negotiation with a customer 

 Create a “win-win‟ situation during the negotiation by balancing the needs of own organisation 
with those of the customer 

 Agree on the terms and conditions for the supply of the product or service 
 Record, store and confirm outcomes of the negotiation both internally and with the customer 
 Evaluate the outcomes of the negotiation using a Win/Loss analysis 
 
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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