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As a rule, it’s easier for an organization to improve its 
bottom line by cutting costs than by increasing revenues. 
This is particularly true for sales training and enablement 
organizations, where certain expense categories — e.g., 
T&E and facilities rental — are obvious targets for “trim-
the-fat” efforts. Also: cost savings are often the simplest 
ROI component to capture and quantify.

When skillfully planned and implemented, sales 
readiness cost-reduction initiatives, whether launched 
because of budget constraints or to free resources for 
other programs, can eliminate expenses that weigh you 
down. For example, new sales training technologies can 
make sales readiness far more efficient, as well as more 
cost-effective. Fewer and shorter in-person meetings 
will lower the price tags of onboarding, certifications, 
product launches, and national sales meetings. 

By contrast, a poorly planned and executed cost-
reduction effort could actually hinder your company’s 

revenue goals by decreasing employee engagement  
and sparking higher turnover. Although an expense  
may be easy to trim, it’s not always advisable to trim it.

How to Measure
Many sales training and enablement organizations 
are able to streamline their training programs without 
sacrificing quality. Unfortunately, many also struggle to 
accurately quantify certain cost savings. And without 
hard data to showcase the actual dollar amounts saved, 
leaders may find it difficult to obtain adequate resources 
for future programs and ideas. 

In some cases, obtaining accurate data is relatively 
straightforward. For example, a number of organizations 
we work with either use industry averages as 
benchmarks for their cost-reduction measurement,  
or have their finance departments crunch the numbers 
using the actual costs associated with the previous 
year’s training. This allows them to report, “We saved 
X dollars by reducing the length of new employee 
onboarding from two weeks to one; we saved Y dollars 
by spending less training days in an expensive venue  
for the national sales meeting; and we saved  
Z dollars by substituting mobile video instruction for  
live presentations from subject matter experts.” 

In other cases, agile sales readiness platforms make 
it easier to achieve (and measure) harder-to-quantify 
savings—such as opportunity costs. 

Sales reps, trainers, product marketers and other 
subject matter experts… what else could these 
employees be doing with the time they currently spend 
in training sessions? And what’s the dollar value of the 
other activities they could be doing? If you can replace 

2   |   How to Cut Costs Without Sacrificing Quality

https://p.allego.com/Gs0Pe_ZF1IZF
https://p.allego.com/Gs0Pe_ZF1IZF
https://www.allego.com/platform-services/agile-sales-readiness-platform/


How to Cut Costs Without Sacrificing Quality   |   3

some of your live training sessions with agile sales 
readiness approaches, how much additional revenue 
could be generated by freeing up 10 SMEs and all of 
your sales reps to engage in sales- and marketing-
related activities for X number of days each year? 

For example, if your reps have an annual quota of 
$1 million, this averages out to $4,000 of revenue 
production per day. If you pull every rep out of the field 
for five fewer days a year for training, that will create 
massive savings. Depending on the size of your sales 
force, you could be looking at millions—even tens of 
millions—of dollars in recaptured opportunity costs.

This is not a theoretical exercise. We’ve worked 
with several large sales training and enablement 
organizations that, after performing an analysis of 
this metric, were able to assign actual numbers to the 
opportunity costs they recovered. As a result, they were 
awarded higher budgets in subsequent years. 

A Case in Point
We recently worked with what’s now the largest FinTech 
provider in the world, UK-based Finastra, which needed to 
cut its training costs. But in the wake of a merger, the firm 
also needed to certify the entire sales force by putting 
everybody through a new onboarding boot camp. 

To accomplish the training while simultaneously 
trimming costs, they decided to reduce the amount of 
the time that reps were spending in boot camp from two 
weeks to one week by by bringing much of the face-to-
face training and certification into Allego’s agile sales 
readiness platform. As a result, the training team was 
able to quantify $170,000 in annual T&E savings. 

So successful was Finastra’s new agile readiness 
program that the head of sales enablement received a 
training excellence award from the British Royal Family 
in a ceremony at St James’s Palace. 

How do companies save annually by adopting sales learning  
and readiness solutions?

$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

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

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

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

Medical 
Device 
Company
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What to Measure
Make sure your ROI analysis includes these components:

• Remote or recorded training sessions can reduce 
travel expenses by as much as $2,000 per 
person, per event.1 Don’t forget to include SMEs 
and facilitators in your personnel count when 
determining total cost. For a 100-person sales  
team, that equals $200,000 or more in savings.

• Offsite training location rentals typically cost 
$2,500 per person (or more), plus about $100 
in T&E expenses per person for each day. For 
our 100-person sales force, that comes to over 
$250,000. Even on-site training can still cost  
more than $1,000 per person.

• 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 readiness technologies 
boost ROI for dispersed sales teams by not only 
requiring less travel and time out of the field, but also 
by increasing reps’ ability to interact with managers 
remotely, which can lead to enhanced rep productivity 
and improve your bottom line.

1  American Society of Training and Development, Sirius Decisions
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Allego’s agile learning and readiness platform elevates performance by 
combining training, practice, coaching and knowledge sharing into one app, 
streamlined for the wealth management industry. With Allego, advisors 
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. Find out more at www.allego.com.

Allego provides:

• The only agile sales readiness platform, supporting 
learning, content, and collaboration in the flow of work.

• Standard and live certifications that demonstrate 
both rote knowledge and the utilization 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 easily create content 
from virtually any device.

• The ability to share feedback or gather insights from 
peers, and obtain access to just-in-time content so 
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. You can also 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 prospects.

Allego Makes It Easy to Justify Your Investment in Sales Training
Creating and demonstrating a healthy ROI for your sales readiness efforts requires not only careful planning and 
execution, but also the right software to help you get it done. Allego’s sales readiness solution is designed  
to help you achieve optimal results in each area described in this business brief. 

http://www.allego.com

