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ISMM Level 4 Award in Understanding  
Segmentation, Targeting & Positioning 

 
Overview 

To be successful in sales it’s prudent to segment your targeted customers so you can be more 
focused and driven in your approach. 

This unit aims to provide the knowledge necessary to understand the process of breaking down the 
total market for a product or service into distinct segments and target the most likely purchasers of 
an organisation’s products using the extended marketing mix to support the positioning of the 
product. 

Module 1: Understand segmentation in consumer and business markets 

 Explain how to define a market 
 Explain how to map a market and decide at which level to segment 
 Explain bases for segmentation in consumer and business markets 
 Explain criteria for meaningful and measurable segments 
 Explain the benefits of segmentation 
 

Module 2: Understand how to target market segments for an organisation 

 Explain own organisation’s business strategy and implications for target market 
 Explain how to identify segments that are most likely to purchase an organisation’s products 
 Explain a system to assist targeting, based on objective criteria and including a weighting and 

scoring mechanism 
 

Module 3: Understanding the process of positioning a product 

 Explain positioning in the context of own organisation’s brand values 
 Explain how the elements of the extended marketing mix are used to support product positioning 
 Explain positioning problems 
 Explain the particular challenges of repositioning 
 Explain how to de-position competitors 
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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. 

 

How much will it cost? 

£195 + vat 
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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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