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ISMM Level 3 Award 
 

                 Handling Objections, Negotiating & Closing Sales 
 

Overview 

You will most likely be faced with resistance, excuses and objections on a daily occurrence! 
 
They come in all shapes, sizes and in different guises – some are more obvious than others. 
 
The way that you approach and handle objections and the way that you can negotiate and close 
down a deal will ultimately lead to your success as a sales person so it’s an area that needs a lot of 
work on. 
 
This qualification aims to provide you with the skills to handle and overcome sales objections and to 
negotiate in order to be able to close the sale effectively in a way that is mutually beneficial to both 
the customer and your own organisation. 
 
Module 1: Being able to prepare to handle objections, negotiate and close the sale 

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

 Plan to deal with a range of sales objections prior to dealing with the customer 
 Confirm authorisation to negotiate and prepare a negotiation plan 
 Identify methods of closing the sale 

 
Module 2: Being able to handle objections 

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

 Identify any issues that are preventing the customer agreeing the sale 
 Explore issues with the customer to identify and prioritise concerns 
 Provide evidence to the customer of the strengths of the company’s products or services 
 Confirm that the customer is in agreement with how the objection(s) can be overcome 
 Respond to verbal and non- verbal buying signals 

 



 

                                                   Web: www.mtdsalestraining.com         Telephone:   0800 849 6732                                 3 

Module 3: Being able to negotiate with the customer 

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

 Carry out negotiation according to plan 
 Inform the customer when no further adjustment is available 

 

Module 4: Be able to close the sale 

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

 Apply a trial close 
 Respond to any further objections and concerns 
 Use questions to identify potential opportunities for add-ons, up-selling or cross-selling 
 Close the sale and summarise agreements 

 

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. 
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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  

mailto:enquiries@mtdsalestraining.com

