THE CURRENT STATE OF

SALES TRAINING

of the total training b
improving the skils of sale:

CORPORATE TRAINING IS ALSO
FACING CHALLENGES
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On average, people forget 707% of what is taught
within 24 hours of the training experience

50% of line managers believe shutting down L&D
‘would have no impact on employee performance

75% of training programs fail to contribute
to the success of the business

WHEN DONE RIGHT,
SALES TRAINING DRIVES GROWTH

Continuous training gives 50% higher net sales.
per employee

Companies deploying formal sales training initiatives
lead non-adopters in:

Attainment Of Sales Quota

—— 78%

THE MOBILE SALES
TRAINING IMPERATIVE:

99% of mobile learners.
believe the mobile format
enhanced their learning

80+ of corporate
learning professionals
say mobile learning will
increase employee

100% say they would
engagement

complete more training
if it were delivered in
mobile formats

5 STEPS TO MORE
EFFECTIVE SALES TRAINING:

Align Desired Continuous Individual Learning
Outcomes with Learning Program Tracks
Learning Needs

Mobile first & Mix skills &
Coaching Knowledge




