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A software rep turns a corner while driving to one of 
the biggest calls of the year when a jolt from under his 
car forces a change of plans: he just ran over a pothole 
and now needs to swap out his tire, except he’s never 
actually done a tire change by himself before. What 
does he do? In 2019, he calmly pulls up YouTube and 
absorbs a user-generated video demonstration of 
exactly how to perform the tire change on the make, 
model, and year of his car before turning around, 
grabbing his tools, and successfully executing the task 
himself. Within twenty minutes he’s back on the road 
driving toward the meeting feeling ready for anything. 

This is what it feels like to be ready in a world where you 
can pull a device out of your pocket and extract whatever 
day-to-day lessons you need from somebody else’s life 
experiences. Sales reps already use consumer apps like 
Waze to learn about open routes in real time based on 
other drivers’ experience of current road conditions, or 
Duolingo so they can practice and learn new languages 
using friendly competition with other would-be travelers. 
But what about the tasks involving the actual substance 
of salespeople’s work? What if our rep were to hit a 
different kind of “pothole” that day: one in the form of 
a text message from his internal champion letting him 
know that the company’s CFO would be joining the call 
unexpectedly? He doesn’t normally call on CFOs, and 
would need a five-minute debrief with a colleague to 
understand the pertinent discussion points to use, but  
no one is available right now.
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But what if our rep could pull up a peer video 
demonstration of how to perform this task too? 
He could open an app and receive deal-specific 
recommendations of system-curated example videos 
featuring real-life salespeople at his company giving  
him guidance on how to position the solution against 
this buyer persona’s current set of challenges. He’d 
watch one and absorb internal best practices while 
scanning recommendations for supporting collateral 
and other prospect-facing content that scroll by 
throughout the video. He’d take ten minutes to “bone up” 
in the parking lot before turning around, walking in, and 
articulating value to the CFO. Within 90 minutes he’d 
be back in the parking lot creating a two-minute recap 
video for the team, himself.

Agile approaches to sales readiness ensures reps are 
“ready“ even in instances where conventional definitions 
of the word would say they are not. With a small bit of 
additional context from colleagues, our rep can walk 
into that meeting without needing to wing it. Instead of 
relying solely on formal learning, agile approaches to 
sales readiness empower wholesalers with learning in 
the flow of their daily work. Traditional learning content 
and sales collateral takes weeks or months to create, so 
agile approaches to sales readiness empower reps with 
content captured “in the wild” by other reps and SMEs 
at their company. And instead of only collaborating 
through formally scheduled conference calls that are 
too difficult to coordinate—or through messaging apps 
that memorialize the conversation but lack the richness 
of information conveyed in face-to-face interactions—
agile approaches to sales readiness bridge the gap 
with collaboration that uses video to enable reps, 
managers, and SMEs to work together in complex ways 
asynchronously. Sales readiness today demands more 
than just any of these three elements of agile  learning, 
agile content, or agile collaboration by itself; it demands 

a combination of all three to drive measurable behavior 
change and business impact. 

But what does the research say? Sales organizations 
whose reps consistently hit quota enable those 
reps with a combination of these three elements. 
SiriusDecisions’ 2018 Sales Talent Study revealed 
that high-performing sales reps—those who have 
made quota for at least the last two years—list in-field 
observation of others, on-the-job informal learning, 
and peer collaboration as their top three sources of 
learning. According to recent McKinsey research, top-
performing sales organizations are 67% more likely 
to provide frequent sales capability training than their 
underperforming peers, while providing ongoing access 
to coaching, reinforcement, and short videos of top 
performers demonstrating their approaches. 

Read on to explore a real-life examples of an IT business 
management software provider using Allego’s sales 
learning and readiness platform to combine these three 
elements for better performance. Consider the tactics 
discussed in these case studies when formulating your 
readiness strategy.

Agile learning, agile content 
and agile collaboration at work

https://intelligentgrowth.siriusdecisions.com/sales-enablement-leader/sales-enablement-for-the-first-line-sales-manager
https://www.mckinsey.com/business-functions/marketing-and-sales/our-insights/the-five-things-sales-growth-winners-do-to-invest-in-their-people
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Traditional training subjects everyone to the same material 
and ignores learners’ individual needs. Knowledgeable 
reps tune out and then miss new information, while needy 
ones are overwhelmed with content they can’t possibly 
remember. Agile learning programs employ content that is 
tailored to reflect individual strengths and weaknesses so 
that reps gain relevant knowledge without wasting time on 
things they already know. 

When a global IT business management software 
provider needed to revamp their training and enablement 
programs to address a fundamental shift in their offering 
from a platform suite to individual SaaS products, the 
Sales Enablement Director had to contend with re-
training an almost entirely remote sales force. Historically, 
the company ran a centralized training and coaching 
program that put every rep through the same courses 

and exercises. The only personalized component 
consisted of the company’s managers devoting a portion 
of their time each month to getting on the phone with 
each seller for role playing.  

The company implemented an agile approach to deliver 
personalized learning and empower managers to provide 
more frequent one-to-one coaching and collaboration 
remotely. The Sales Enablement Director crowdsourced 
powerful content from top sellers and subject matter 
experts to build sequenced learning paths tailored to 
individuals based on role, region, and demonstrated 
competencies. “For example, we’ll hear that an objection 
came up a couple times which we don’t have a good 
answer for. So we’ll fire it off to a top rep who does and 
they’ll produce a two-minute video recording. We proof it, 
put it into the appropriate learning paths and on-demand 
video channels, and then push it out.” The Director also 
used this content to assemble video playbooks accessible 
from the CRM that surfaced key learning content with 
corresponding sales collateral for specific deals.

According to the Director, the most successful 
salespeople consume three to four times more content 
than their less successful peers. The company has 
been able to shorten the length of the sales cycle for 
the individualized products by 50%, while increasing 
average deal size by 21%. Sales reps are more engaged 
with learning, and the consensus opinion of the training 
department’s work has never been higher.

Employees have come to expect personalized 
experiences in their digital lives and when they come to 
work it’s no different. Applying these tactics ensures that 
every rep remains engaged so that readiness initiatives 
can make the greatest possible impact. Personalized 
readiness programs also empower the training 
organization with the means to bring development 
opportunities to previously underserved learners.

Sales readiness programs, content and experiences  
should be tailored ‘just for me’
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https://www.allego.com/blog/harness-informal-learning-and-drive-roi-with-agile-video-content/
https://www.allego.com/blog/harness-informal-learning-and-drive-roi-with-agile-video-content/
https://www.allego.com/resources/agile-learning-for-high-tech-tool-kit/
https://www.allego.com/resources/agile-learning-for-high-tech-tool-kit/
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Allego’s agile sales learning and readiness platform elevates sales team 
performance by combining training, practice, coaching and knowledge 
sharing into one app, streamlined for the rapid pace of sales. With Allego, 
sales teams onboard faster, confidently deliver the right messaging, rapidly 
adopt best practices, as well as coach, practice, and collaborate more 
broadly among peers and the home office.

Conclusion
It’s not enough to ‘set it and forget it’ when it comes to sales readiness. 
Learning must be agile and continuous to ensure salespeople remain 
equipped in an ever-evolving world. Harnessing the power of agile content 
gives organizations the ability to supply salespeople and their buyers 
with an ongoing stream of system-curated information and collateral 
that they naturally engage with because the content simulates face time 
with real players in the arena. Empowering reps and managers with agile 
collaboration provides training and enablement organizations with the 
means to help teams leverage the full richness of their collective knowledge 
at a velocity not possible before. The best approaches to sales readiness 
incorporate all three of these elements of agile learning, agile content, and 
agile collaboration to produce compelling ROI for sales organizations.

For more information about how Allego can help your organization take an 
agile approach to sales readiness, or to see the platform in action, click here.

https://www.allego.com/keep-in-touch/request-a-demo/

