
 Your Ultimate ROI:  
How to Master Growth 
with Sales Readiness  
Success



ROI of Sales Learning and Readiness   |   2

While it may be clear that you need a solution that will improve sales learning 
and enablement, you often need to quantify its value to justify the expense. 
However, sales training isn’t the only lever to improve sales results, so its impact 
is hard to quantify by itself. Also, some organizations don’t keep or analyze key 
data that would help them measure ROI. 

To begin measuring the ROI of your sales learning investment, you have to 
know the right metrics to follow and how to get them. With experience helping 
hundreds of sales organizations deliver and measure ROI, Allego has put 
together this eBook to help you measure and quantify the impact of your sales 
learning investment. We’ll talk about the three categories of measurement— 
accelerating revenue growth, eliminating unnecessary costs, and reducing risk—
and how you can measure impact for each of them.

Annually, American companies spend over $20 billion  
on sales learning, with 16% of $750M+ revenue firms 
spending more than $20,000 per rep.

ATD, SiriusDecisions
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Accelerating revenue growth

Why do companies care about training their salespeople? To ensure that they 
maximize every revenue opportunity they encounter in a way that reflects the 
company’s positioning and values. Research shows that the best way to do this is 
through a combination of both formal and informal learning that helps reps be field-
ready quickly during their onboarding processes, supports them with informal content 
and timely coaching from managers and peers during everyday selling activities, and 
provides them with the ability to improve mastery and gain additional certifications in 
the field as the needs arise.  

How to Measure
One way to measure the impact of learning on revenue is to use discrete training 
methods on different cohorts, measuring results at agreed-upon intervals to determine 
comparative success. This way, you can not only look at lagging indicators (deals won or 
lost) but also drill into the process to determine, for example, how quickly deals advance 
in sales cycles or how opportunity advancement maps to competency attainment (cold-
calling, pitch delivery, objection handling, etc.) This deeper analysis helps you identify the 
competency gaps for underperforming reps so you can focus training on the areas of 
greatest need. 

Using separate approaches for different groups also neutralizes the impact of external 
influences, since the only difference is the training method used. 

How did investing in sales training technology  
affect revenue growth?

41%  
IMPROVEMENT

year-over-year performance growth for 
mid- and low-performing sales regions

And by the way, measurement is not just about formal 
learning. At Apptio, for example, they found that their 
most successful reps consume 3-4x the amount of 
Allego informal training content than their unsuccessful 
peers, and Legg Mason’s top salespeople are also their 
most voracious Allego content consumers.

55% FASTER NEW REP 
PRODUCTIVITY

new rep time to first deal decreased 
from 9 months to 5 months
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50% CERTIFICATION 
ACCELERATION

reps prepared to sell a key drug  
in half the time 

$1.6M REVENUE  
INCREASE

attributed to the first year of their sales 
learning and readiness program

Medical 
Device 
Company
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What to measure
For many organizations, citing anecdotal evidence isn’t enough to justify the 
investment in sales learning solutions. The good news is that many of the numbers 
you need are in your data and simply need to be compared over time as you 
implement new programs. All of these measurements will provide empirical before-
and-after evidence of revenue changes from sales learning initiatives:

• Time to first deal (for new reps)  Increasing time to productivity means that your 
cost of hiring goes down and your first-year revenue per rep goes up.

• Average selling price (ASP)  If you sell 500 deals annually with an ASP of $50,000, 
increasing that number by even 2% results in a revenue impact of $500,000.

• Average contract value (ACV)  Similar to ASP, ACV increases reflect a steadier 
stream of revenue, where a small percentage increase can have a huge  
revenue impact.

• Number (or percentage) of reps who make quota  While other metrics provide  
a more precise measure of financial impact, an increase in quota attainment  
leads to greater job satisfaction and lower turnover.

• Number of per capita deals per fiscal period  Another rough number, but the 
number of per capita deals—especially while maintaining or increasing your  
ASP—is a clear reflection of productivity.

Attrition is another key indicator, because it’s both closely related to sales success 
and an expensive problem when it’s too high. A key motivator for attrition is a lack of 
engagement, an increasingly important challenge with geographically dispersed sales 
forces. By engaging your sales reps better with methods like improved sales learning 
and readiness, you can improve performance by 20% and reduce attrition by 87%.1 
In rough numbers, a company with 100 sales people—each with a $1 million annual 
quota and 20% attrition—could see a revenue bump of up to $20 million by using a 
sales readiness platform to increase engagement. 

1  Corporate Leadership Council
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How do companies save annually by adopting  
sales learning and readiness solutions?

$4,100,000
A medical device maker saved  
millions in travel-related training costs

$300,000
Apptio decreased travel to corporate  
when training its 150-person sales team

$800,000
Clarabridge speeds up its sales 
boot camp by 1 week for 40 reps

Medical 
Device 
Company

$190,000
BD eliminated travel expenses for  
new launches for 55 of its thousands  
of reps through an initial roll-out of  
sales training technology

The easiest sales training ROI component to capture and quantify is cost reduction. 
Good sales training technologies make sales learning more efficient and effective. 
Fewer and shorter in-person meetings lower the price tags of onboarding, 
certifications, launches, and national sales meetings.

Make sure your ROI analysis includes these components:

• Remote or recorded sessions can reduce travel expenses by as much as $2,000 per 
person.2 Don’t forget to include SMEs and facilitators in your personnel count when 
determining total cost. For a 100-person sales team, that’s $200,000 or more.

• Offsite training location rentals are typically $2,500 or more, plus about $100 per 
person for each day. Even an onsite training can still cost over $1,000.  
For our 100-person salesforce, that’s $12,500. 

• The opportunity cost of taking a rep out of the field can be up to $20,000 per  
week (based on a $1 million annual quota), so a week of lost selling time for  
our 100-person team could translate into an opportunity cost of as much as  
$2 million annually.

• You should also consider the opportunity costs for internal training resources; 
typically subject matter experts. There’s an implicit cost for their dedicated  
training time. And if you use outside experts, they can charge anywhere from 
$3,500 to $25,000 daily for on-site training, while you can typically license 
recorded content for far less.

Finally, geographically dispersed sales teams make it increasingly difficult and 
expensive to deliver personalized training and coaching experiences for each 
salesperson.  Effective sales learning technologies boost ROI for dispersed sales 
teams by not only requiring less travel and time out of the field, but also increasing 
the ability for reps to interact with managers remotely, with asynchronous role-play 
exercises that have been proven to improve productivity.  

Eliminate costs that drag you down

2  American Society of Training and Development, Sirius Decisions ROI of Sales Learning and Readiness   |   5
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Reduce risks that threaten success

Effective sales learning and readiness programs can be expensive, but the risks posed 
by a poorly trained sales force can be vastly more expensive. Consider these risk 
factors when considering ROI:

• Regulatory and compliance risk  In regulated industries, compliance violations 
due to incomplete or improper training generate hefty fines and settlements. 
Calculate your company’s annual cost by multiplying your incidents per year by the 
average expense of each. Then estimate how much an improved training program 
might reduce that number.

• Execution risk  How much does it cost to launch and market your products? New  
medical devices can cost $94 million3  to build and market, while a new drug can 
cost as much as $1.4 billion.4 With so much riding on these investments, business 
plans rely on sales execution—sellers staying on message, armed with the right 
content—to hit their targets, so proper sales training is critical to ensure that the 
sales force is highly productive.

• Planning risk  Similarly, business plans can go awry if products aren’t functionally 
competitive, or aren’t perceived to solve buyers’ problems. An effective sales 
training solution incorporates feedback from the field, ensuring that the 
development of product functionality and messaging is highly correlated to 
market needs. Tableau, for example was able to attribute a significant increase 
in their win rates against a top competitor to a newly implemented remote sales 
certification process, based on competitive feedback from the field.

• Brand and reputation risk  What’s the value of your firm’s brand? Public relations 
disasters have cost United Airlines $770 million in market capitalization, and the 
Tylenol scare cost Johnson & Johnson $665 million in over-the-counter sales. 
Keep in mind that your in-person sales interactions account for 74% of your B2B 
brand equity, overshadowing elements like product quality or marketing.5

How can better sales training technology reduce risks?

100%
Clarabridge now certifies all employees 

on information security procedures

0
number of problems an insurance 

company had after certifying 300 users 
on Personal Injury Protection

3  Medical Device Manufacturing Association

4 Journal of Health Economics, Tufts Center for the Study of Drug Development

5 Journal of Product and Brand Management

MFS reduced the need for remedial 
training for almost a quarter of its reps

23%    0%

Insurance 
Company
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Allego makes it easy to justify your  
investment in sales training

Creating an ROI for your sales learning and readiness efforts requires not only careful 
planning and execution, but also the right software to help you get it done. Allego’s 
sales learning and readiness solution is built to help you achieve optimal results in 
each area described in this eBook. Allego provides: 

• The only complete sales learning and readiness platform, supporting agile formal 
and informal learning, content, and collaboration across your sales organization.

• Standard and live certifications that demonstrate both rote knowledge and the  
use of it in live selling situations. 

• Spaced learning reinforcement to ensure that learning is internalized and used 
over time rather than learned once and forgotten

• Both formal and ad hoc, point-in-time coaching between reps and their  
managers to hone skills or prepare for selling situations.

• The ability for salespeople, subject matter experts, sales leaders, and others  
to create content easily from virtually any device

• The ability to share feedback or gather insights from peers, and access to  
just-in-time content so that reps are always up-to-date--anytime and anywhere.

• An intuitive, mobile-first user experience with online and offline access.

With Allego, you can help your sales teams accelerate revenue growth by improving 
training effectiveness and expanding support for reps in their everyday selling 
activities, eliminate unnecessary costs by enabling reps to receive high-impact 
training in the field rather than at HQ or offsite meetings, and reduce risk by ensuring 
that they’ve got the message nailed before they take it to your buyers. 

About Allego

Allego’s modern 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, coach and practice more frequently, and collaborate better with  
peers and the home office.

Find out more at www.allego.com.

http://www.allego.com

