
What is it?

A challenging, high-level 
marketing qualification that 
demonstrates specialist 
professional knowledge  
across many areas. 

Ideal for…

Marketers working at a strategic 
level or aspiring to do so.
 
What will you learn?

By the end of this qualification you should 
be able to:

Contribute research and insights to inform 
strategic marketing decisions 
Influence strategic decisions in your 
organisation to create value for customers 
and other stakeholders 
Manage and measure marketing activities 
as part of a customer-focused strategy 
Formulate, present and justify a creative, 
customer-focused and innovative strategy 
for any given context 
Upon qualification you’ll be entitled to use 
the letters 'DipM ACIM' after your name 

Do you qualify?

This is a QCA Level 7 qualification, 
equivalent to a Masters degree, 
Postgraduate Certificate or Postgraduate 
Diploma. To take it, you must meet at least 
one of these criteria:

Hold a CIM Professional Diploma in 
Marketing/CIM Advanced Certificate in 
Marketing/CIM Advanced Certificate in 
Marketing Management Practice/CIM 
Diploma in Tourism Marketing 
Hold any undergraduate or postgraduate 
degree with significant marketing content 
(from a provider formally recognised by 
the appropriate official body and by CIM) 
or a non-marketing degree plus suitable 
competence in a marketing management role 
Have relevant marketing management 
experience, with senior level competence 
Hold other qualifications approved by CIM

If English isn’t your first language, you will 
also need to provide us with evidence of at 
least IELTS 6.5 proficiency or Trinity ISE III/IV. 
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How will you be assessed?

You’ll be tested on each module with  
a three-hour, closed book examination 
(there’s no assignment option for this 
qualification except for the Managing 
Marketing Performance module). 

 
Course content

This qualification contains four modules 
and to complete each one you’ll need to 
cover all the following tasks successfully:

1. Analysis and Evaluation

Explain the concept of business orientation 
and critically appraise the different 
orientations in management and planning, 
and the roles of marketing used by 
organisations 
Identify the business intelligence needed 
to inform the organisation's strategy in 
domestic and international markets 
Assess the impact of the major trends  
in the strategic and global context on the 
strategy making process 
Conduct and synthesise a detailed 
strategic audit of the organisation's internal 
and external environments, including an 
evaluation of business performance, using 
appropriate tools and models and analysis 
of numerical data and management 
information to support decisions on  
key strategic issues 
Appraise the nature of culture in 
organisations and the importance of its 
'fit' with strategy and operations across 
different cultures 
Synthesise a coherent and concise 
assessment of the situation facing an 
organisation, and develop alternative 
scenarios 

2. Strategic Marketing Decisions

Appraise a range of corporate and  
business visions, missions and objectives 
and the processes by which they are 
formulated in light of the changing 
bases of competitive advantage across 
geographically diverse markets 
Identify, compare and contrast strategic 
options and critically evaluate the 
implications of strategic marketing 
decisions in relation to the concept  
of 'shareholder value' 

Evaluate the role of brands, innovation, 
integrated marketing communications, 
alliances, customer relationships and 
service in decisions for developing 
a differentiated positioning to create 
exceptional value for the customer 
Demonstrate the ability to develop 
innovative and creative marketing solutions 
to enhance an organisation's global 
competitive position in the context of 
changing product, market and brand  
and customer life cycles 
Define and contribute to investment 
decisions concerning the marketing  
assets of an organisation 
Demonstrate the ability to re-orientate the 
formulation and control of cost-effective 
competitive strategies, appropriate for the 
objectives and context of an organisation 
operating in a dynamic global environment

 
3. Managing Marketing Performance

Critically evaluate the techniques available 
for both integrating teams and activities 
across the organisation, specifically relating 
to brands and customer-facing processes; 
and instilling learning within the organisation 
Identify the barriers to effective 
implementation of strategies and plans 
involving change (including communications) 
in the organisation – and develop measures 
to prevent or overcome them 
Demonstrate an ability to manage 
marketing activities as part of strategy 
implementation 
Assess an organisation's needs for 
marketing skills and resources and develop 
strategies for acquiring, developing and 
retaining them 
Initiate and critically evaluate systems for 
control of marketing activities undertaken 
as part of business and marketing plans

4. Strategic Marketing in Practice

Identify and critically evaluate marketing 
issues within various environments, using 
a wide variety of marketing techniques, 
concepts and models 
Assess the relevance of, and opportunities 
presented by, contemporary marketing 
issues within any given scenario including 
innovation in marketing

Professional Postgraduate  
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Business proposition

CIM professional marketing qualifications

Where can qualified 
marketers take  
your business?

TIME

YOUR COMPANY

PROJECTED TARGETS

YOUR COMPETITORS

Could your business do with a lift?

Putting your employees through internationally 
recognised CIM qualifications gives them  
practical skills and knowledge that will help your 
business grow, help you to understand and serve 
your customers better and therefore to improve  
on the bottom line.

The result will be the very best return from your 
marketing and training budgets.
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What do you need to succeed?

Formal qualifications are all very well in theory but 
the bottom line for any business is performance.

At The Chartered Institute of Marketing (CIM) 
we are committed to giving your marketing 
professionals the relevant skills and knowledge 
they need to make a real difference in the 
workplace, through a unique set of qualifications 
that is simply unrivalled in the market.

Our marketing qualifications:

Are industry standard – each qualification contains 
content developed from feedback from employers 
who have stated what skills and competencies 
they expect marketers to have. The qualifications 
are also mapped to the new Government 
Occupational Standards in Marketing as defined 
by the Marketing & Sales Standards Setting Body 
(MSSSB) www.cim.co.uk/standards  
 
Give you a better return on your training 
investment by improving results for your business. 
We can help your staff to master practical skills 
ranging from how to navigate their way through 
modern technology, to legislation, ethics, project 
management, planning and consumer insight

Our marketing qualifications:

Help you to increase staff loyalty and satisfaction 
through achievement in an industry famed for its 
high churn rate

Are suitable for all your marketing staff – 
whether they are just starting out in marketing, 
senior marketers with responsibility for entire 
departments…or somewhere in between

While studying and once qualified, your staff will 
have access to a range of services available to 
CIM Members which, in turn, can be of significant 
benefit to your business. Your organisation will 
have access to the world’s most comprehensive 
portal of marketing information and be able to 
make use of an invaluable legal service providing 
guidance on marketing law.

CIM professional marketing qualifications

‘
‘

How does it work?

Whether you work in B2B, B2C, the not-for-profit or public  
sectors, our qualifications are internationally recognised and  
based on constant and detailed feedback we receive from 
employers all over the world. Most importantly, the return can 
amount to many times the initial investment.  

Flexible study

We make studying for CIM qualifications as flexible as possible:

Employees can study in a way that suits them – and you.  
As well as part time evening classes we also offer residential 
courses, intensive weekend classes and blended or distance 
learning options

The amount of time it takes to get qualified depends on the study 
method, but can be as little as a few months for the Introductory 
Certificate or one year for the higher level qualifications

Those taking CIM qualifications are assessed either by exam or 
a project based assessment which can involve solving specific 
challenges within your own company – providing you with a good 
return on investment. We have seen many organisations change 
their practices and improve their business as a result of a work 
based assignment 

What are you waiting for?

To find out more about the qualifications we offer and how they  
can help your business, contact us today. 

Call our customer contact team on +44 (0) 1628 427120  
or Email: qualifications@cim.co.uk

As an employer with a large marketing team,  
we find that those with CIM qualifications have a 
much better understanding of the wider impacts of 
their roles, and of marketing in the bigger business 
picture. They are more capable of thinking through 
the impacts of both tactical and strategic work,  
and are usually better at determining appropriate 
ROI measures.

Whichever method chosen, the work is grounded 
in good theory, but shows practical applications, 
making it very relevant and useful within the 
business context.’ 
 
Dawn Holmes FCIM Chartered Marketer,  
Marketing Manager, Brother UK

CIM’s courses are simply the best value for money 
around and our company has put all our sales  
and marketing team on various certified and  
non-certified courses... feedback from our staff  
is extremely positive.’ 
 
John Angus MCIM, Sales Director, Shetland Catch Ltd
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Tuition fees and the relevant text books 
you’ll need are by far the biggest expense 
These fees do vary, depending on how 
you study, so we suggest you contact 
Accredited Study Centres directly to 
compare different costs 

Turn straight to page 29 and sign up now

Typically, our courses run twice a year –  
in September and January. Why not sign  
up right now and get yourself enrolled?

If you have a UK bank account you can pay 
your annual CIM membership fee by setting 
up an annual direct debit – which gives you 
a discount of £20. Alternatively, you can pay 
monthly or by quarterly direct debit 
Our assessment and examination fees  
can be paid by cheque (made payable  
to The Chartered Institute of Marketing)  
or by credit card 
Your tuition fees are paid directly to your 
chosen Accredited Study Centre once  
you are confirmed on the course

 
For your information

Contact your chosen Accredited  
Study Centres.

Contact CIM by:  
emailing qualifications@cim.co.uk  
or telephone +44 (0)1628 427120.

Complete the application forms at the back 
of this booklet.

Sign up online at www.cim.co.uk/joinonline

Identify and critically evaluate various 
options available within given constraints 
and apply competitive positioning 
strategies, justifying any decisions taken 
Formulate and present a creative, 
customer-focused and innovative 
competitive strategy for any given 
context, incorporating relevant investment 
decisions, appropriate control aspects and 
contingency plans 
Demonstrate an understanding of the 
direction and management of marketing 
activities as part of the implementation 
of strategic direction, taking into account 
business intelligence requirements, 
marketing processes, resources,  
markets and the company vision 
Promote and facilitate the adoption  
and maintenance of a strong market and 
customer orientation with measurable 
marketing metrics 
Synthesise various strands of knowledge 
and skills from the different syllabus 
modules effectively in developing an 
effective solution for any given context

 
How and where can you study?

Our qualifications are taught through  
a global network of Accredited Study 
Centres – where you can learn full-time, 
part-time or via distance learning.  
To find the study centres closest  
to you visit www.cim.co.uk/studycentres  
or email qualifications@cim.co.uk  
or call +44 (0)1628 427120.

 
What does it cost?

Why not persuade your employer to pay  
for the qualification? The pull-out section  
in the centre spread will help you with this.

To take this qualification you need to be  
a CIM Studying Member. Cost: £200 per 
year (£165 if you live outside of the UK  
and Western Europe) 
Assessment fees for the four modules are: 

Examination (E) Assignment (A)    E      A

Analysis and Evaluation	 £55	 N/A

Strategic Marketing Decisions	 £55	 N/A

Managing Marketing  
Performance	 £55	 £70

Strategic Marketing in Practice	 £70	 N/A

Where will it take me?
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It’s an objective endorsement of  
a level of knowledge and ability – 
you can’t bluff a qualification!’ 

‘

William Grobel

?
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William’s story

Name: William Grobel

Job: Marketing Director, Intangible 
Business

CIM qualification: CIM Postgraduate 
Diploma in Marketing  

What motivated you to start studying  
for the Postgraduate Diploma?

Career development and additional 
knowledge. I was stuck in a bit of a rut, I 
wanted to gain more experience working  
for consumer-facing brands and needed  
to differentiate myself from other 
candidates to do this. Undertaking the 
diploma demonstrated my commitment  
to marketing. 

Has the qualification helped in 
understanding processes in a working 
environment?

Yes, and a lot more besides! It gave me the 
experience I was looking for with a broader 
understanding of the commercial world and 
marketing’s involvement. It taught me how 
to apply a number of models to different 
situations, examples to draw upon, tools to 
use and strategies to implement. It’s really 
helped a tremendous amount. 
 

How was it returning to studying after  
all those years?

I hadn’t studied for nearly five years but 
when I started it wasn’t a problem at all. If 
anything it was easier than I imagined as I 
had made the commitment to study out of 
choice. I also had a clear goal as to what I 
wanted and was using what I learnt in my 
everyday life.  

Did being qualified help with job 
searching? 
 
Definitely! Studying for CIM helped me 
gain my current job as well as helping me 
progress considerably. It’s an objective 
endorsement of a level of knowledge and 
ability – you can’t bluff a qualification!

CIM Qualifications

CIM professional marketing qualifications

The Chartered Institute of Marketing
Moor Hall
Cookham
Maidenhead
Berkshire SL6 9QH, UK
www.cim.co.uk

Land Rover Kenya is proud to support 
the high qualifications, standards and 
ethics set by The Chartered Institute 
of Marketing. Many top East African 
companies that are quoted on the stock 
exchange, like ours, recruit top CIM 
qualified marketers to contribute to  
the pool of high quality achievers.’

‘
Where will it take my company?

Chris Diaz DipM FCIM Chartered Marketer  
Director, CMC Land Rover, Kenya.


