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You might not associate ROI with the morale and overall 
well-being of employees, but this component provides 
both intrinsic value and far-reaching business benefits. 
Research shows that highly engaged employees perform 
20 percent better and are 87 percent less likely to leave 
the organization.1 Beyond the direct costs of employee 
attrition, high turnover indirectly contributes to an 
organization’s costs through lost selling time and the need 
for additional new-hire onboarding, training, and coaching.

A ‘Squishy’ ROI Component
Every sales training organization makes a positive 
impact on employee engagement, but many find 
it difficult to quantify this seemingly “squishy” ROI 
component. But assigning concrete numbers to your 
employee engagement initiatives is something you  
can’t afford to ignore. Fortunately, agile sales  
readiness can make a big difference.

Good sales readiness technologies can keep a remote 
team more connected and build a stronger culture. 
Among other things, managers can do more coaching in 
less time, with fewer in-person ride-alongs or classroom 
sessions required. Millennials, in particular, prefer 
more agile sales readiness practices over traditional 
classroom instruction. Recent research reveals that  
12 percent of Millennials would prefer less in-class 
learning, 18 percent want more coaching, and  
33 percent want more roleplaying time with managers.2 

In addition, creating a successful coaching culture 
can increase the impact of the other ROI components, 
reducing costs, decreasing risks, and increasing 
productivity. Sales enablement technology that 
empowers reps to help themselves, to help each other, 
and to receive recognition for their efforts will keep your 
salespeople more engaged and reduce your turnover.

What to Measure
Agile sales readiness increases employee engagement 
in five specific ways: (1) increasing manager visibility 
and efficiency, (2) improving team cohesiveness, (3) 
reducing sales managers’ travel burden, (4) enhancing 
training’s impact on Millennials, (5) employee 
empowerment and recognition. 

For example: the well-being of your managers has a 
direct impact on the well-being of the employees they 
supervise. Managers with better access to, and better 
control over, the skill and knowledge development 
process of their reps will acquire more confidence and 
certainty about reps’ capabilities because they’ll be able 
to quickly identify and fix any learning gaps. This will 
help managers become more engaged which, in turn, 
they will pass along to their reps. 

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/
https://www.allego.com/platform-services/agile-sales-readiness-platform/
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1. Increased manager visibility and efficiency: 
Agile sales readiness leads to more data-driven 
coaching because it allows managers to conduct 
coaching conversations remotely. The increased 
sense of certainty managers feel about rep 
capabilities and messaging leads to greater 
employee wellbeing among them. 

2. Improved team cohesiveness: 
Employees want to feel a sense of connectedness 
with their peers, but for the geographically dispersed 
teams of today, establishing team cohesiveness can 
be a challenge. Agile sales readiness establishes a 
stronger sense of connectedness among employees 
because they regularly see each other’s faces on video 
through day-to-day mobile video knowledge sharing. 
Training and enablement leaders can measure and 
demonstrate this impact through surveys.

3. Reducing sales managers’ travel burden: 
Establishing and maintaining strong relationships 
between reps and their direct managers is critical to 
sales success. Ride-alongs are a great way to bolster 
that relationship and provide reps with much needed 
guidance, but often comes at the cost of managers’ 
well-being: 70% of business travelers report adverse 
effects on their health. Agile sales readiness 
empowers managers to coach and collaborate with 
reps in complex ways remotely using video, so they 
don’t have to battle with travel nearly as much.

4. Enhancing training’s impact on Millennials: 
Promoting employee engagement among 
Millennials can be particularly challenging for 
training organizations. Agile sales readiness 
empowers them with more coaching from their 
managers, which reduces their likelihood of leaving 
the organization. The direct replacement cost of a 
new rep is 25% of salary before even factoring in 

for lost sales, and one of the number one reasons 
Millennials leave organizations is due to a lack of 
available development opportunities. A survey we 
conducted showed that Millennials also prefer less 
classroom learning in favor of more self-paced and 
remote learning activities, and agile sales readiness 
addresses this as well.

5. Employee empowerment and recognition. 
Agile sales readiness also incorporates friendly 
competition to empower employees and recognize 
successes. When salespeople see one of their 
own best-practice videos getting high levels of 
engagement among their peers, or watch a win story 
video they created suddenly circulating the company 
as a top example, they feel an intrinsic motivation to 
continue sharing their hard-won wisdom. This sense 
of accomplishment increases their engagement with 
learning, and improves morale. 

https://p.allego.com/Vw-LdPQTQ-cT
https://www.allego.com/resources/sales-learning-preferences-infographic/
https://www.allego.com/resources/sales-learning-preferences-infographic/
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A Case in Point
Qventus is a fast-growing company whose mission 
is to simplify how healthcare operates. As its growth 
accelerated, however, the demand for its solutions 
rapidly outstripped the capacity of its sales force, 
pushing it to hire new talent at a much faster rate. 

“In the early stages of our company, we never really put 
together a standard onboarding program,” says Pete 
Giliberti, Director of Sales Training and Enablement. “It 
was more baptism by fire.” But now, Giliberti realized, he 
needed a formal training program to quickly onboard 
a slew of new reps if the company was going to hit its 
sales goals. With an almost totally remote workforce, he 
needed a platform that would promote communication 
and collaboration among the reps without requiring 
them to be in the same location. 

He also knew that the key to attracting and retaining 
top talent was to boost engagement among new hires, 
so it was critical that the onboarding process quickly 
introduce them to the Qventus culture and make them 
feel right at home. 

After adopting Allego’s sales readiness platform, Giliberti 
was able to build an onboarding program almost 
overnight—one that leveraged videos to help salespeople 
to connect with one another from the moment they were 
hired. The platform also allowed Qventus to conduct 
ongoing training, coaching, and deal prep remotely.

To date, Giliberti has seen excellent engagement 
among the reps, enhanced collaboration, and a stronger 
company culture. The platform helps new hires feel 
at home faster and reassures them that they made a 
wise choice by joining this growing startup. It also gives 
Giliberti and other managers more presence with their 
teams by remotely introducing new hires to their bosses 
and colleagues before they meet in person.

“Salespeople know there’s a certain level of risk involved 
with joining a smaller company at an early stage of its 
life cycle,” said Giliberti. “Working with a platform like 
Allego for onboarding and continuous learning—and 
seeing the high-quality learning content and programs 
the platform lets you produce—promotes the idea that 
they made the right choice to join us. It helps reps feel 
more comfortable quickly because of the structure 
and level of professionalism that Allego brings to our 
onboarding and other learning programs.”
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https://p.allego.com/Vw-LdPQTQ-bT
https://p.allego.com/Vw-LdPQTQ-4T
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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

