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ISMM Level 4 Award in Writing & Delivering a Sales Proposal 
 

Overview 

If you’re in B2B sales, chances are that you will be required to prepare some kind of proposal or 
quotation. 

This unit aims to provide the skills for preparing sales proposals for customers. 

The preparation of sales proposals involves identifying your customer’s requirements and matching 
them with the objectives and requirements of your organisation. Sales proposals need to include 
sufficient detail of the products or services to be provided and timescales. A sales proposal is 
expected to conform to an organisation’s house-style. The sales proposals need to be competitive 
and to have any necessary conditions and constraints built into them to protect the interests of the 
organisation. 

Module 1: Be able to develop a sales proposal 

 Ensure that the customer’s requirements are understood 
 Ensure that all identified issues requiring clarification are resolved before the proposal is finalised 
 Identify the conditions and constraints which need to be included within the proposal in order to 

protect the organisation’s interests 
 Develop the content of the proposal in house style and within legal and ethical constraints 
 Provide the required level of detail as briefed by the customer and supply the proposal within the 

agreed time-scales 
 

Module 2: Be able to deliver a sales proposal to a customer 

 Deliver the proposal to the customer within an agreed timescale 
 Ensure the customer is happy with the proposal, addressing any issues and amending it as 

required 
 Ensure that information is stored and managed according to Data Protection legislation 
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Module 3: Be able to develop a plan to manage sales within a sales territory 

 Evaluate the outcome of the proposal and recommend improvements for the future 
 

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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