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The Institute of Sales & Marketing Management

The Institute of Sales & Marketing Management

Level 1 Award in Basic Sales Skills

Level 2 Award and Certificate in Sales and Marketing

Level 3 Award, Certificate and Diploma in Advanced Certificate in Sales & Marketing
Level 4 Award, Certificate and Diploma in Operational Sales Management

Level 4 Award, Certificate and Diploma in Account Management/Sales Management

Level 6 Executive Award, Certificate and Diploma in Strategic Sales and Account Management
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