The FRACTURED STATE of

ENTERPRISE SALES ENABLEMENT

and TRAINING

THE “PEER FACTOR"” OF LEARNING

Sales reps say learning directly from a peer and
discussing sales techniques and strategies with
others are the most effective training techniques.

say trading advice with peers is helping
them succeed

0
91Al of sales managers agree

of sales reps agree that sales pitch advice
from peers is more effective than training
from the corporation

Sales reps want training materials to be more widely
available and want to be able to access them on their
mobile devices.

0/ agree they would like their sales training and
59 0 enablement to be more accessible for when
they need it
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0 always have consistent access to sales

15 AI enablement materials on their mobile device

The FACTS

The biggest pain point is information retention.

Coaching and reinforcement are critical to
achieving sales success.

“"THE INFORMATION DRAIN"

84% of information conveyed at a sales training event is

“"PRACTICE PAYS DIVIDENDS"”

when reinforced by in-field
to coaching by sales managers

ROI on sales training
quadruples from

Ongoing coaching and feedback
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