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Every sales readiness initiative makes a positive impact 
in risk reduction, but unfortunately, most teams struggle 
to quantify it. Assigning hard numbers to your risk-
mitigation initiatives is something you can’t afford to 
ignore. At a minimum, you need to make a solid case 
for why current and proposed sales readiness programs 
should receive proper funding and management support. 

Four Types of Risk
To start, it’s imperative to classify the types of risk you’re 
seeking to mitigate:

Execution risk: Are your salespeople able to sell existing 
products and execute new product launches? Are they 
going to be successful in their customer conversations 
so the company’s assumptions and plans can be 
realized? Are new hires ramping up to peak productivity in 
a reasonable timeframe? Sales enablement professionals 
do everything in their power to set up reps for success, 

but there’s always a risk that salespeople won’t execute. 
If they don’t, then what is the cost of these “failures to 
launch” and how do you measure them?

According to the Medical Device Manufacturing Association, 
it takes (on average) $94 million1 to develop a new medical 
device. For a new drug, the figure is $1.4 billion2. You 
can use numbers like these to determine an approximate 
value for a well-trained sales rep. 

Planning risk. You’ve just launched a new product, and 
the sales reps are well-trained. Is the product messaging 
hitting the mark? If you incorporate agile sales readiness 
into the reps’ daily workflow, you establish a feedback 
loop—one that allows you, the reps, and the product and 
marketing personnel to share knowledge as it’s acquired 
in the field. This circular flow of information throughout 
the organization will, in itself, reduce the business risk of 
any given initiative. If the messaging isn’t spot on, you’ll 
hear about it—and develop solutions to address it—much 
faster than you otherwise would. 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.

Compliance risk. In heavily regulated industries, 
compliance violations caused by incomplete or improper 
training can generate hefty fines and settlements. To 
calculate the impact of a risk reduction program, look 
at the average cost per incident, and then multiply that 
number by the average number of incidents per year. 
Finally, take that figure and multiply it by the percentage 
reduction that better training could achieve (based on 
reasonable assumptions). 

1   Medical Device Manufacturing Association

2  Journal of Health Economics, Tufts Center for the Study of Drug 
Development
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https://www.allego.com/platform-services/agile-sales-readiness-platform/
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Brand and reputation risk. Sales interactions are 
responsible for the lion’s share of B2B brand equity, 
so it stands to reason that your company’s brand and 
reputation hinge on reps’ ability to engage in excellent 
customer conversations. What you don’t want are 
salespeople—the people responsible for promoting your 
brand—practicing on live customers. Although you’ll 
frequently hear salespeople say, “Give me more at bats,” 
or “Give me more chances in front of customers and I’ll 
articulate the messaging better,” this is the last thing you 
want to do. Without adequate and continuous practice 
and coaching, such “practice sessions” can quickly 
erode your brand.

What to Measure
The next step is to quantify the types of risks you’ve 
identified:

• Regulatory and compliance risk. 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? 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. Proper sales 
training is critical for ensuring that the sales force  
is highly productive.

• Planning risk. Business plans can go awry if 
products aren’t functionally competitive or aren’t 
perceived as solving 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 
the market’s needs. 

• 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 marketing3.

3 Journal of Product and Brand Management

How can better sales training technology reduce risks?

MFS reduced the need for 
remedial training for almost  

a quarter of its reps

23% reduction 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

Insurance 
Company
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https://p.allego.com/Vw-LdPQTQ02T
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A Case in Point
Not long ago, global medical technology company Becton 
Dickinson was preparing for a number of new product 
launches, but the rollouts were being put at risk because 
the training organization didn’t have the resources to 
provide their geographically dispersed reps with enough 
coaching and reinforcement. At one point, they sent the 
training team into the field to offer one-to-one coaching, 
but they simply couldn’t do enough of it. 

After adopting Allego’s sales readiness platform, the team 
was able to provide remote, just-in-time training and field-
generated best practice videos for the sales force, which 
the reps could instantly access at the point of need. This 
allowed the sales training team to certify the entire sales 
force for a lot less money. 

It also decreased risks during the product launch and, 
during the post-launch period, provided them with a 
critical feedback loop that enabled them to evaluate their 
progress—e.g., “We thought the surgeons would really 
respond to Part X of the messaging, but as it turns out, 
they’re actually responding to Part Y. Let’s change our 
approach. We can get that information back to marketing 
and put everybody on better footing.”
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https://www.allego.com/blog/allegos-modern-learning-platform-drives-stronger-messaging-for-becton-dickinson/
https://www.allego.com/blog/allegos-modern-learning-platform-drives-stronger-messaging-for-becton-dickinson/


How to Improve Sales Training and Reduce Risk   |   5

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

