
For most companies, video is an essential communications vehicle. It’s no longer  
just the best way to reach B2B buyers; it’s also the best way to communicate with  
your sellers--and for them to communicate with each other.

The challenge is that video content has traditionally taken a lot of time and resources 
to create. Why? Because most companies still treat video creation like a Hollywood 
production, either contracted to production houses, or done internally by a small team  
of experts. As a result, there isn’t enough video, and what’s available is often out of date 
shortly after it’s completed. 

Allego customers use video differently. For them, video is more ‘YouTube’ than ‘Hollywood,’ 
so instead of relying on a team of experts, they can empower anyone in the organization 
to create video content. Video captures, slide narrations, demo screen captures, and 
more--they’re all a click away. With Allego’s video creation capabilities:

  Training and sales enablement professionals can deliver compelling video training 
content--complete with questions, links, feedback, and more--quickly and easily for 
better onboarding that’s always up-to-date 

   Salespeople can create and share video content with their peers — promoting best 
practices, honing pitches for feedback, and more. Even better, peers can use point-in-
time feedback to provide their own insights inline during any point during the video

   Sales managers can coach reps to improve sales performance by assigning them 
video exercises to complete and submit for feedback. Managers than then provide 
point-in-time feedback and score videos based on custom criteria. Managers can 
even track how reps improve competencies over time by monitoring scores

   Subject-matter experts can quickly create videos to accompany product updates, 
regulatory changes, and other high-velocity events so that reps are always up-to-date 
with information they can view easily on their mobile devices 

  
  Marketing organizations can create greater volumes of up-to-date video content for 

buyers, partners, and customers using subject-matter experts, executives, and others. 
Instead of infrequent, highly produced videos, Allego content can be frequent, quick-hit 
information that keeps you in front of your key stakeholders with valuable information.
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Daily conversations with clients require sales reps to convey value effectively, recall information about a vast  

portfolio of products and services, respond to questions about rapidly changing competitive landscapes, and more. 

Research shows that 90% of sales reps’ learning is informal and experiential: activities that take place in the field as  

part of reps’ everyday sales activities. However, traditional formal learning (classroom training, eLearning courses, and 

lengthy webinars) represents only about 10% of how sales reps learn to do their jobs. This huge gap between the way 

learning is typically provided and the way that salespeople learn--whether or not you train them that way--means that  

your training may not be nearly as effective as you expect. The way to mitigate this risk is by choosing an approach  

and software platform that supports both the formal and informal learning that salespeople need to be successful. 

Please ensure your software vendor meets these requirements with the following questions: 

INFORMAL LEARNING 
Just-In-Time Learning. Instead of cramming all of your sales training upfront during onboarding or other  
one-time training events, support reps with key information from peers and internal experts in the form of  
bite-sized videos accessible at the moment of need. 

  How can reps access information on demand? Can they see libraries of short, bite-sized content to consume  

on both desktop and mobile devices?

  Can you create playbooks with key content created by peers and trusted subject matter experts in your CRM?  

Are they contextually delivered based on specific deal attributes?

  Can everyone in your organization share their knowledge by contributing video and text-based content?  

How can reps share best practices, subject matter experts communicate with the field, or executives and  

managers stay in touch with their teams?

  Is content easily discoverable through search, personalized recommendations, and notifications? 

  Can learners engage with content, and how? Examples might include ratings, voice and text comments,  

prompts and quiz questions, and video transcriptions.

Peer Sharing and Collaboration. Instead of relying solely on formal training content and courses, create  
a mechanism for sales reps to interact and share best practices with one another.

  How do reps create and share video and other content with their peers? Can they publish this content into  

peer-sourced collections? If so, how?

  How can users share ideas, provide commentary and feedback, and engage in discussion threads within videos?

  Can managers select learner-generated content as best-practice examples to share with the team or organization? 

How to Evaluate Modern Learning Platforms

SOLUTION BRIEF

1

Explore further at allego.com©
 Allego Software 

® Allego is a registered trademark of Allego Software 

www.allego.com | 781.400.5671 | salesinquiry@allego.com



For most companies, video is an essential communications vehicle. It’s no longer  
just the best way to reach B2B buyers; it’s also the best way to communicate with  
your sellers--and for them to communicate with each other.

The challenge is that video content has traditionally taken a lot of time and resources 
to create. Why? Because most companies still treat video creation like a Hollywood 
production, either contracted to production houses, or done internally by a small team  
of experts. As a result, there isn’t enough video, and what’s available is often out of date 
shortly after it’s completed. 

Allego customers use video differently. For them, video is more ‘YouTube’ than ‘Hollywood,’ 
so instead of relying on a team of experts, they can empower anyone in the organization 
to create video content. Video captures, slide narrations, demo screen captures, and 
more--they’re all a click away. With Allego’s video creation capabilities:

  Training and sales enablement professionals can deliver compelling video training 
content--complete with questions, links, feedback, and more--quickly and easily for 
better onboarding that’s always up-to-date 

   Salespeople can create and share video content with their peers — promoting best 
practices, honing pitches for feedback, and more. Even better, peers can use point-in-
time feedback to provide their own insights inline during any point during the video

   Sales managers can coach reps to improve sales performance by assigning them 
video exercises to complete and submit for feedback. Managers than then provide 
point-in-time feedback and score videos based on custom criteria. Managers can 
even track how reps improve competencies over time by monitoring scores

   Subject-matter experts can quickly create videos to accompany product updates, 
regulatory changes, and other high-velocity events so that reps are always up-to-date 
with information they can view easily on their mobile devices 

  
  Marketing organizations can create greater volumes of up-to-date video content for 

buyers, partners, and customers using subject-matter experts, executives, and others. 
Instead of infrequent, highly produced videos, Allego content can be frequent, quick-hit 
information that keeps you in front of your key stakeholders with valuable information.

Easy Content Creation with Allego

SOLUTION BRIEF

Explore further at allego.com©
 Allego Software 

® Allego is a registered trademark of Allego Software 
www.allego.com | 781.400.5671 | salesinquiry@allego.com

SOLUTION BRIEF

Ad Hoc Practice and Coaching. Instead of relying solely on in-person coaching and knowledge sharing, enable 
asynchronous coaching interactions to overcome time and distance barriers.

  How can managers, SMEs and other non-admins record and create content such as videos, audio, video with embedded 
documents, screen-shares, and voice-over documents? How easy is it? Can it be done on virtually any device?

 How easy is this content creation? Can all content recording be done within the application? 

  How long does content take to upload? Is content creation dependent upon stable internet connections?

  Do users have a private “safe space” for practice?

  How can users share personal content with others? Can they  receive contextual feedback? Is feedback embedded  
at specific points within their videos and audio? 

FORMAL LEARNING 
Curriculum. Instead of putting reps through static training courses consisting of formal eLearning content, impart 
foundational knowledge using personalized learning paths with interactive learning content, peer-generated videos, 
video exercise simulations, and knowledge checks.

  Can you create learning paths with unlimited content types like video, audio, documents, quizzes and assessments, 
video role-play assignments, document submission assignments, hyperlinks, SCORM eLearning objects, and task 
checklists? Please describe the process by which learning paths are built.

  Can you include field-sourced content from top performers, subject matter experts, and management within learning 
paths? Please describe this process.

Reinforcement. Instead of expecting the typical 80% retention loss within 30 days of training, reinforce learning with 
personalized quizzes and knowledge checks delivered to reps’ mobile devices on a daily basis.  

   Is there a mechanism to reinforce training so that knowledge isn’t lost? Does it make use of scientifically proven 
spaced repetition learning? Can reinforcement exercises be automatically sent to learners for a few minutes per day 
over several weeks or months?

   Is reinforcement personalized to each learner based on their mastery of specific concepts and training topics?

  What are the options for delivery formats? Can they include video, audio, images, and text?

Sales certification. Instead of testing for rote knowledge rather than how it will be used in the field, test for real-life, 
customer-facing competencies using interactive video pitch certifications and simulations.

  Can you perform asynchronous video exercises for “stand and deliver” messaging and product launch certifications? 
Please describe the workflow for creating and administering a certification.

  Can you perform asynchronous video coaching for simulated client conversations through scenario-based exercises? 
How does it work?

  How do managers, coaches, trainers, and peer mentors provide coaching and feedback? Can they embed voice and text 
commentary within the playback of a video role-play submission?

  How do managers, coaches, trainers, and peer mentors provide quantitative scoring of exercise submissions? Can they 
use customizable evaluation criteria? Can you automate the process of determining whether someone has passed or 
requires additional attempts?

  Can video exercise submissions be repurposed as best-practice learning content for courses and playbooks? 
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USER EXPERIENCE

Ease of Use. Instead of providing a platform that’s designed so that only training administrators can use it,  
give your organization something that’s easy for learners, too. 

  How easy is it to access content and training on mobile devices? Is there a dedicated app that was purpose-built  
for mobile use? Is internet access required? 

  How is the mobile user experience? Does it offer easy navigation similar to familiar consumer apps with a  
simple interface and optimization for one-hand use?

  Can you perform large video file transfers and playback? Is the supporting technology optimized for high 
availability and performance?

‘Just for Me’ Learning. Instead of providing the same learning experience for each rep, give them personalized 
learning tailored to each learner’s unique needs. 

  How do you tailor training activities, content, and learning journeys for each user’s needs? 
 Is training delivered based on their role, competencies, client base, or products and services?

  Can users personalize their experiences? Can they ‘follow’ specific authors and topics to discover content,  
opt-in for various training programs, and organize their favorite content?

Managerial Reporting and Enablement. Instead of providing no visibility into sales reps’ learning progress 
outside the training organization, empower sales managers with information and tools to help customize learning  
to reps’ individual needs even after they hit the field.

  How can each manager monitor individual and team learning progress, and then easily take action where it’s needed? 

  Can executives to see whether front-line managers are providing proper coaching and engaging with their team?

  Can various levels of management see distributed and personalized reporting, dashboards, and analytics 
depending upon their responsibilities? How does it work?

  How can different levels of management to provide coaching, training, and enablement to their teams? 

ADMINISTRATION AND OTHER CAPABILITIES
 How easy and scalable is content management?

 How easy and scalable is user provisioning and management?

 What compliance and security features are offered?

SELECTING A PARTNER
 What experience does your company have in working with organizations in my industry?

 What services do you provide to ensure implementation and ongoing project success?

  Does your organization provide content or content curation services to complement our internal content?

 How do you help me drive high levels of user adoption?
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