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Introduction
Sales teams are the lifeblood of your enterprise.
Their ability to perform consistently at their peak
has a direct impact on your company’s bottom
line, as well as its long-term success.
%XWWRFRPSHWHHHFWLYHO\LQWRGD\ȇVPDUNHWSODFH
these key players must keep up-to-date on your
RUJDQL]DWLRQDQGLWVRHULQJVZKLOHFRQWLQXRXVO\
HOHYDWLQJWKHLUIXQFWLRQDOVNLOOVDQGFRPSHWHQFH
That’s a tall order. It’s why sales is arguably the
most important group your learning organization
VHUYHV$QG\HWVDOHVSHRSOHDUHRIWHQ\RXU
toughest training customers.
So where do you turn for help? This white
paper covers insights, tips and resources for
leveraging new LMS technology to provide
HDV\DQGHHFWLYHVROXWLRQV
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I. Smart Sales
Enablement: How
WR/HYHUDJH/06
Technology
For today’s sales professional, new tools and social channels
are opening doors to an endless stream of prospects. If not
done correctly, this abundant new technology and information
can also sink your sales team’s productivity by disrupting their
WORKÛOWANDREQUIRINGNAVIGATIONBETWEENAPPSTOCOMPLETEA
simple task.
This is especially true for learning. Even in modern enterprise
environments, account execs often cannot keep pace with the latest
sales updates and product releases. Inevitably, they struggle to pull
out the information they need with formal and informal training.

Sales enablement cannot be left to
FKDQFH$EXVLQHVVȇIXWXUHGHSHQGVRQ
WKHDELOLW\WRGHYHORSDQGVXVWDLQDQ
LQIRUPHGFRPSHWHQWDQGUHVSRQVLYH
sales team. The best way to do
this—share learning and knowledge
resources in a more intelligent way
with the help of a modern LMS.
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Recent research by the Corporate Executive Board (CEB) indicates

> As another example, many salespeople rely on a cloud-

that 57% of workers expect more “just-in-time” learning. Here are

based app like Salesforce as their “universal client,” so

ÙWFPUIFSTNBSU UFDIOPMPHZESJWFOTBMFTFOBCMFNFOUUBDUJDT

they can work productively on a desktop, laptop, tablet or
VPDUWSKRQH$Q/06VKRXOGȴWVHDPOHVVO\LQWRWKLVFRQWH[W

Personalize Content with Prescriptive Learning—

VROHDUQLQJDFWLYLWLHVEHFRPHSDUWRIGDLO\ZRUNȵRZ7KH

ΖPDJLQHKRZPXFKPRUHHHFWLYHLWZRXOGEHWRSURYLGH

EHQHȴWWRDVWDQGDORQH/06VXFKDV([SHUWXV21(ZLWKD

OHDUQLQJFRQWHQWG\QDPLFDOO\EDVHGRQHDFKVDOHVSHUVRQȇV

robust Salesforce integration is having a multipurpose system

XQLTXHFLUFXPVWDQFHVDQGSURIHVVLRQDODWWULEXWHV7KLVLV

that serves traditional learners, as well as Salesforce users,

SUHVFULSWLYHOHDUQLQJ

in context. (6HHȊ)DVW7UDFN<RXU7UDLQLQJ$GRSWLRQZLWK'HHS
Salesforce & LMS Integration”. )

> As an example, if someone is responsible for selling product
A and B in territory X, a next-gen LMS can prescribe training

With the ExpertusONE for Salesforce app, data from sales

and knowledge resources related to those products in that

automation and other ERP systems is dynamically exchanged

ORFDWLRQȃȴOWHUHGE\DQDFFRXQWH[HFȇVVSHFLȴFUROHDQG

with the LMS in the cloud, eliminating three legacy system

H[SHULHQFHOHYHOΖWȇVDOVRSRVVLEOHWRGHOLYHUFRQWHQWEDVHG

roadblocks:

on learning style and schedule, so the experience is more
personally engaging.
Deliver Learning at the Point of Least Resistance—

•

1RQHHGWRORJLQWRDVHSDUDWH/06

•

1RPRUHQDYLJDWLQJWKURXJKDQXQIDPLOLDUȊOHDUQLQJȋ
HQYLURQPHQW

/HJDF\H/HDUQLQJV\VWHPVWDXJKWXVWKDWWKHPRUHHRUW
LWWDNHVWRȴQGFRQWHQWWKHOHVVOLNHO\EXV\SHRSOHZLOOXVH
LW%XWQRZFORXGFRPSXWLQJDQG/06LQQRYDWLRQPDNH

•

1RGDWDWUDQVIHUGHOD\VEHWZHHQYDULRXVV\VWHPVDQG
\RXU/06

LWSRVVLEOHWRFRPELQHWUDLQLQJPRGXOHVSHUIRUPDQFH
VXSSRUWDQGNQRZOHGJHVKDULQJLQWRRQHHDVLO\DFFHVVLEOH

Without these barriers to learning, your salespeople can focus on

HQYLURQPHQWWKDWDGGUHVVHV\RXUWHDPȇVOHDUQLQJQHHGV

what matters most—staying equipped to achieve their sales goals.

EXVLQHVVEHKDYLRUVDQGGHYLFHSUHIHUHQFHV7KLVPDNHV
LWSRVVLEOHIRUOHDUQLQJWRKDSSHQȊDWWKHSRLQWRIOHDVW
UHVLVWDQFHȋ
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([SHUWXV21(IRU6DOHVIRUFH

Centralize Communication—0DQ\VDOHVRUJDQL]DWLRQV
WKDWOHYHUDJH6DOHVIRUFHKHDYLO\UHO\RQ&KDWWHUDVDWHDP
FRPPXQLFDWLRQSODWIRUP:LWKPDQ\GLHUHQWDSSOLFDWLRQV

([SHUWXV21(IRU6DOHVIRUFHLVWKHOHDGLQJPRGHUQ
OHDUQLQJPDQDJHPHQWV\VWHPIRUHQWHUSULVHFODVV
OHDUQLQJZLWKLQ6DOHVIRUFH7UDLQPXOWLSOHDXGLHQFHV
ZLWKWKHEHQHȴWVRIDGYDQFHGJDPLȴFDWLRQVRFLDO
FROODERUDWLRQPHHWLQJVUHSRUWLQJDQGFRPPHUFH

DQGQRQVDOHVDFWLYLWLHVDOOFRPSHWLQJIRUDVDOHVSHUVRQȇV
DQGDVDOHVPDQDJHUȇVPLQGVKDUHFHQWUDOL]LQJ
FRPPXQLFDWLRQLVFULWLFDO
1RWLȴFDWLRQVDQGXSGDWHVIURPWKH/06W\SLFDOO\
JRLJQRUHGDQGDUHORVWLQWKHLQER[ZLWKLQDGD\%\

•

(DVLO\DFFHVVWUDLQLQJLQ6DOHVIRUFH

•

9LHZWUDLQLQJDFWLYLW\IHHGLQ&KDWWHU

•

$XWRHQUROO6DOHVIRUFHXVHUVLQWRWUDLQLQJ

FRQȴJXULQJQRWLȴFDWLRQVIURP([SHUWXV21(WRSRVWGLUHFWO\
LQWRRQHȇV&KDWWHUIHHGPDQDJHUVDQGVDOHVWHDPVKDYH
UHDOWLPHLQVLJKWLQWRWUDLQLQJSURJUHVVUHPLQGHUVDQG
XSGDWHV
0DQDJHPHQWFDQHYHQWDNHDGYDQWDJHRIDOORI6DOHVIRUFHȇV

•

•

0DNHGHFLVLRQVZLWKWUDLQLQJGDWDLQ6DOHVIRUFH
Reporting

&KDWWHUIHDWXUHVHYHQH[WHQGHGYLVLELOLW\LQWRWKHHQWLUH

&RQQHFWPXOWLSOH6DOHVIRUFHRUJVWR([SHUWXV21(

Learn from the Bestȃ6DOHVSHRSOHSUHIHUWROHDUQE\

RUJDQL]DWLRQWKURXJK&KDWWHU)UHHOLFHQVHV

VSHQGLQJWLPHZLWKWRSSHUIRUPHUVDQGOLVWHQLQJWRWKHLU

•

7UDFNDQGPDQDJHOHDUQLQJLQDSRZHUIXO/06

VWRULHVDQGDGYLFH7KHLUYDOXDEOHLQVLJKWVFDQKHOSQHZ
KLUHVFRPHXSWRVSHHGDQGSHUIRUPDWDKLJKHUOHYHOPRUH

> /HDUQ0RUH

TXLFNO\ZKLOHDYRLGLQJFRVWO\WLPHFRQVXPLQJHUURUV
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New LMS technology makes it possible
WRFDSWXUHDQGFDWDORJYDOXDEOH
knowledge from your best people,
SUHVHUYLQJLWIRUIXWXUHRQGHPDQG
DFFHVV9LGHRFOLSV4 $GRFVFDVH
briefs, bite-sized “how-to” modules
and more can easily be found, shared
and discussed using built-in search
DQGVRFLDOWRROV7KLVPHDQVȴHOGUHSV
KDYHLQVWDQWDFFHVVWRUHOLDEOHDGYLFH
ZKHQHYHUWKH\QHHGLGHDVJXLGDQFH
RUYDOLGDWLRQ

Drive Training Progress with Dynamic Reporting—
7RGD\ȇVVDOHVPDQDJHUVDUHMXVWDVEXV\DVWKHLUWHDPV7KH
IDVWHUWKH\FDQLGHQWLI\ZHDNQHVVHVDQGDVVLJQDSSURSULDWH
OHDUQLQJUHPHGLHVWKHEHWWHU0DQDJHUVDOVRQHHGTXLFN
VLPSOHZD\VWRPRQLWRULQGLYLGXDODQGWHDPSURJUHVV
"DMPVE-.4XJUISPCVTU CVJMUJOSFQPSUJOHJTBOFYDFMMFOUTPMVUJPO
•

0DQDJHUVFDQHDVLO\FRQȴJXUHUHSRUWVWRDOLJQZLWKVDOHV
PHWKRGRORJ\SURGXFWGLHUHQWLDWRUVGHVLUHGFDSDELOLWLHV
RURWKHUIDFWRUVȃDQGWKHQDVVLJQDSSURSULDWHOHDUQLQJ
DFWLYLWLHV

•

$XWRPDWHGDOHUWVWHOOVDOHVSHRSOHZKHQOHDUQLQJDFWLYLWLHV
DUHDVVLJQHGDQGRHULPPHGLDWHDFFHVVWRFRQWHQW

•

$VVRRQDVVDOHVSHRSOHFRPSOHWHOHDUQLQJDVVLJQPHQWV
PDQDJHUVDUHQRWLȴHGIRUIXUWKHUDFWLRQ

Next-gen LMS platforms empower sales teams to be more
EFÚCIENTANDEFFECTIVETHANEVER4HEBETTERPREPAREDYOURSALES
teams are, the better their performance, and the more revenue
they will generate for your company.
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II. Four Ways to
'ULYH5HYHQXH
from a Next-Gen
LMS

)FSFBSFGPVSFYBNQMFT
Sales Team Enablementȃ%\RHULQJPRELOHIULHQGO\
YLUWXDOFODVVURRPVDQGRQGHPDQGOHDUQLQJFRQWHQW\RX
FDQLQFUHDVHVDOHVUHDGLQHVVZKLOHPLQLPL]LQJWLPHDZD\
IURPWKHȴHOG0RUHNQRZOHGJHDEOHVDOHVSHRSOHVSHQGLQJ
PRUHWLPHLQWKHȴHOGPHDQVPRUHEXVLQHVVUHYHQXH
Just-in-Time Workforce Learningȃ(PSOR\HHVLQ
IXQFWLRQVVXFKDVHQJLQHHULQJPDUNHWLQJDQGFXVWRPHU

Now that you see how sales enablement can bolster your company’s

VHUYLFHGHSHQGRQLPPHGLDWHDFFHVVWRUHOHYDQWXVHIXO

bottom line, let’s explore other ways to generate revenue from a

LQIRUPDWLRQ(VSHFLDOO\LQȵXLGDQGIDVWSDFHGWHFKQRORJ\

modern LMS.

PDUNHWVUHDOWLPHSURGXFWWUDLQLQJUHIHUHQFHWRROVDQG
SHUIRUPDQFHVXSSRUWFDQLPSURYHWKHTXDOLW\RISURGXFWV

While many see training as a cost center, it can, in fact, drive

DQGVHUYLFHVZKLOHDFFHOHUDWLQJWLPHWRPDUNHW

REALREVENUEANDEVENBECOMEAPROÚTCENTER-ANYSUCCESSFUL
companies rely on training to generate revenue streams—and a

Partner Educationȃ0DQ\RUJDQL]DWLRQVVHOOWKURXJK

cloud-based LMS makes this goal much easier to achieve.

UHVHOOHUVDQGGLVWULEXWRUV$QGVXFFHVVIXOSDUWQHU
VWUDWHJLHVUHO\KHDYLO\RQWUDLQLQJWRGHYHORSFKDQQHO
FRPSHWHQFHDQGSURȴWDEOHUHODWLRQVKLSV
Customer TrainingȃΖQWKHVDPHZD\WKDWSDUWQHU
HGXFDWLRQUHDFKHVEH\RQGWKHHQWHUSULVHIRUIHHFXVWRPHU
HGXFDWLRQSURJUDPVGHOLYHULPPHGLDWHWUDLQLQJUHYHQXH
HQFRXUDJHSURGXFWDGRSWLRQDQGSDYHWKHZD\IRUORQJ
WHUPFXVWRPHUOR\DOW\
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+RZWR(DUQ0RUHIURP<RXU
&XVWRPHU7UDLQLQJ

How the LMS Extends Engagement
More than simply driving training revenue, the LMS indirectly impacts

ΖI\RXU/06KDVUREXVWUHSRUWLQJWRROVDQGVRFLDO
FDSDELOLWLHV\RXFDQJDLQLQYDOXDEOHLQVLJKWVWRVKDSH
\RXUFXVWRPHUOHDUQLQJSURJUDPV

the bottom line by engaging your core audiences. Beyond catalog,

> For example, you can track content usage patterns, along
ZLWKEHVWDQGZRUVWUDWLQJVDQGUHFRPPHQGDWLRQV7KHVH
PHWULFVFDQKHOS\RXFDOLEUDWHWUDLQLQJHHFWLYHQHVVDQG
UHȴQHRHULQJVRYHUWLPH

accessible to any audience. This leads to greater engagement with

<RXFDQDOVRKHOS\RXUFXVWRPHUVJDLQQHZLQVLJKWV
DERXWWKHLUZRUNIRUFHE\H[DPLQLQJEHKDYLRUZLWKLQ
WKHLUOHDUQLQJFRPPXQLWLHV

product knowledge. Not only does training improve the customer’s

!)RUH[DPSOH\RXFDQSURȴOHWKHPRVW DQGOHDVW DFWLYH
engaged learners. And you can pinpoint topics that are hot,
as well as those that are unpopular or quickly abandoned.

identify new opportunities in existing customer accounts based on

:KHQWKHVHLQVLJKWVKHOS\RXLQIRUPFXVWRPHUV
DERXWWKHLUZRUNIRUFHOHDUQLQJDFWLYLW\DQGWUHQGV
\RXU/06EHFRPHVSDUWRI\RXUFXVWRPHUUHODWLRQVKLS
PDQDJHPHQWSURFHVVȃZKLFKXOWLPDWHO\EHQHȴWVVDOHV
JURZWK

content and course management, advanced features such as
social, mobile, collaboration, conferencing, analytics and commerce
improve the effectiveness of training and make learning more
learning and improved overall performance.
When used to train customers, the learning data tracked in the
LMS can unveil useful insights into customer growth areas and
experience of the products already purchased, the training analytics
also tends to express the areas where customers want to focus
and strengthen their knowledge base. This lets account managers
actions taken by the customer.
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)$&76

Following are the three essential factors to consider when
choosing an LMS that can help you drive training revenue:

Nearly 60% of corporate learning
organizations are only “moderately
VDWLVȴHGȋZLWKWKHLUFXUUHQW/06

Simplicityȃ/RRNIRUV\VWHPVWKDWZRUNOLNHSRSXODU
VHOIVHUYLFHH&RPPHUFHVLWHV $PD]RQ([SHGLDHWF 7KH
HDVLHU\RXPDNHLWIRUFXVWRPHUVDQGSDUWQHUVWRȴQGDQG
EX\WUDLQLQJIURP\RXWKHPRUHOLNHO\\RXȇOOHDUQWKHLU
EXVLQHVV

More than a quarter of these
organizations intend to buy a new
learning system by 2017.
ȃ([SHUWXV/066XUYH\

Completenessȃ0LQLPL]HWKHWLPHDQGH[SHQVHRI
/06FXVWRPL]DWLRQDQGXSJUDGHVE\FKRRVLQJDȊWRWDO
SDFNDJHȋȃZKLFKVKRXOGLQFOXGHWKHIROORZLQJIHDWXUHV

Must Have Features for a Complete LMS
•

$IXOO\LQWHJUDWHGJOREDOVKRSSLQJFDUW

•

$FDWDORJWKDWVXSSRUWVDOOFRQWHQWDQGGHOLYHU\W\SHV
H/HDUQLQJYLUWXDOFODVVHVZHELQDUVHWF

•

7KHDELOLW\WRDFFHSWPXOWLSOHFXUUHQFLHVDQGSD\PHQW
PHWKRGVDQGPDQDJHWD[HVIRUDQ\ORFDWLRQ

•

7KHDELOLW\WREXQGOHDQGXQEXQGOHFRQWHQWDSSO\
FXVWRPSULFLQJDQGDFFHSWPXOWLSOHGLVFRXQWFRGHV
SURPRWLRQVDQGOLFHQVLQJ

•

$SURJUDPIRUVHFXUHO\PDQDJLQJDFFHVVDFURVV
EXVLQHVVXQLWVGLYLVLRQVUHJLRQVVWDWHVDQGFRXQWULHV

•

6XSSRUWIRUGLVWULEXWHGOHDUQLQJRQWKHGHVNWRSDQG
RQPRELOH
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6WUHDPOLQHG:RUNȵRZVȃ$LPIRUFRQQHFWHGVWUHDPOLQHG
ZRUNȵRZVWKDWVLPSOLI\RUGHUPDQDJHPHQW/RRNIRUDV
PXFKDXWRPDWLRQDVSRVVLEOH HJUHIXQGSURFHVVLQJ WKDW
PDNHVOLIHHDVLHUZLWKRQJRLQJJURZWK$QGNHHSLQPLQG
WKHQHHGIRUVDOHVUHFRJQLWLRQDQGUHSRUWLQJZLWKHDV\
UHDOWLPHDFFHVVWRVDOHVGDWDDQGWKHDELOLW\WRGULOOGRZQ
IURPJURXSLQIRUPDWLRQWRLQGLYLGXDOUHFRUGV

III. Fast-Track Your
7UDLQLQJ$GRSWLRQ
with Deep
Salesforce & LMS
Integration
Now that we’ve covered some opportunities to drive revenue and
sales with your LMS, what are the best ways to quickly get up and
running with deep LMS integration in Salesforce?
Since the fastest way to dramatically improve sales training
adoption is to make it easy, make it relevant and make it readily
accessible, choosing an LMS with deep Salesforce integration
MAKESTHEMOSTSENSE4RAINSALESTEAMS CHANNELPARTNERSOR
customers with an LMS in Salesforce.
When combining LMS and Salesforce CRM data to deliver training
at the point of least resistance, learning becomes a seamless part of
UIFEBJMZXPSLÚPX
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Salesforce is the ideal environment for embedded sales training,

In particular, your LMS should let you store your organization’s

since it is where your salespeople spend most of their time. Your

training history and activity in your Salesforce system. This helps

account execs, solutions specialists, help desk staff—everyone who

ZPVSMFBEFSTBOETBMFTUFBNJOTFWFSBMXBZT

works with prospects and customers—depends on Salesforce as a
business tool. So integrating the most useful LMS learner interfaces

>

When analyzing sales performance, you can overlay
training insights

with the CRM platform makes it easy for your entire organization to
stay skilled, informed and on-track.

Let’s say you believe your top salespeople are also the most
educated, and they use your LMS most actively as a resource.

Three Tips for Finding a Deep LMS App
for Salesforce
When companies want a full LMS and Salesforce solution, they look
for a deep LMS app in the Salesforce AppExchange to make the

Imagine how useful it would be to see statistics that support
those assumptions.
>

When making business decisions, you’ll be better
informed

NPTUPGUIJTBQQSPBDI)FSFBSFUISFFUJQTUPCPMTUFSZPVSTVDDFTT
.BOZDPNQBOJFTUSBDLDVTUPNFSBOEQBSUOFSQSPÙMFTJO
4IP3YNC$ATA"ETWEEN3YSTEMS

Salesforce. But what if, in addition to all the interaction data
Salesforce makes available to help maximize relationship

To get actionable intelligence from your analytics, you need the

revenue and loyalty, you could also know which customers

right underlying data. It must be complete, accurate, accessible and

IBWFFBSOFEQSPEVDUDFSUJÙDBUJPO PSXIJDIQBSUOFSTIBWF

up-to-date. It’s not enough to simply link Salesforce to your LMS

completed their annual training requirements?

by setting up single sign-on (SSO). You need to go beyond that by
setting up a process to sync real-time data between systems.

12

4IP,EVERAGE9OUR3YSTEMOF2ECORDTO%XTEND

&XVWRPHUVDQGSDUWQHUVRIWHQZDQWWRVWDUWWUDLQLQJ

4RAINING2EACH

$6$3:LWKUHDOWLPHDFFHVVWR6DOHVIRUFHGDWD\RXFDQ
LPPHGLDWHO\VHWXSQHZDFFRXQWVLQ\RXU/06VRSHRSOH

If your company is like many today, Salesforce is critical to your

FDQEHJLQWUDLQLQJWKHPRPHQWWKH\ȇUHUHDG\

success. All of your customer, partner and marketing data lives
there. It makes perfect sense to be sure all of this business-critical
information is also captured in downstream systems—especially in
your LMS.
Make sure that you don’t settle for an LMS app that only lets
YOUFOCUSONONEAUDIENCE9OUSHOULDNTHAVETOCHOOSE
between your sales team, your partners or your customers.
)NSTEAD LOOKFORAN,-3THATISROBUSTANDÛEXIBLEENOUGHTO
handle all of your training intelligence from across multiple,
DIVERSEGROUPS4HISMULTIDIMENSIONALCAPACITYHELPSYOUMAKE
better-informed decisions, and improve learning outcomes
across-the-board.
)FSFBSFUISFFSFBMXPSMEFYBNQMFT
:LWKDOORI\RXUFXVWRPHULQIRUPDWLRQLQ\RXU/06\RXFDQ
QRWLI\WKHULJKWFRQWDFWVTXLFNO\HDVLO\DQGUHOLDEO\DERXW
WUDLQLQJUHTXLUHPHQWVQHZFRQWHQWDQGHYHQWV
ΖI\RXJDLQRUORVHSDUWQHUVȃRULIWKH\EHFRPHFHUWLȴHG
WRRHUQHZSURGXFWVDQGVHUYLFHVȃWKHFKDQJHVDUH
LPPHGLDWHO\UHȵHFWHGLQ\RXU/06<RXFDQVHHWKHVH
XSGDWHVLQUHODWHGUHSRUWVDQGTXLFNO\PRGLI\SDUWQHU
WUDLQLQJSDWKV

Organizations that embrace twoZD\LQWHJUDWLRQEHWZHHQWKHLU&50
DQGWKHLUOHDUQLQJKXEKDYHEHWWHU
LQVLJKWLQWRFXVWRPHUEHKDYLRU
DQGWKH\RSHUDWHPRUHHɝFLHQWO\
because their sales team, support
group and channel partners get the
right information at the right time.
$VDUHVXOWVDOHVF\FOHVVKULQNKHOS
desk ticket turnaround accelerates,
FXVWRPHUVDWLVIDFWLRQOHYHOVULVHFKXUQ
GHFOLQHVDQGFKDQQHOUHYHQXHVJURZ
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4IP-AKE7ORKÛOWS7ORK(ARDER

$GGLQJ/06ΖQWHOOLJHQFHWR6DOHVIRUFH

When you take advantage of the unique architecture of the
Salesforce platform, using a deep LMS app for Salesforce, the
payoff can be huge.
The genius of Salesforce is that you can easily build software

$PRGHUQ/06ZLWKDGHHS6DOHVIRUFHDSSVXFK
DV([SHUWXV21(LVQRWRQO\DEOHWRSXOOGDWDIURP
6DOHVIRUFHEXWDOVRGHOLYHUXQLTXHOHDUQLQJIXQFWLRQDOLW\
DQGUHFRUGVLQVLGHWKH6DOHVIRUFH&50

and applications on top of it to satisfy almost any business need.
But even Salesforce has its limits—and that’s where logic from a
well-designed LMS adds tremendous value. (See “Adding LMS
Intelligence to Salesforce” callout.)

)RUH[DPSOHOHWȇVVD\\RXZDQWWRVLPSOLI\SDUWQHU
PDQDJHPHQWDQGHQWLWOHPHQWVE\HVWDEOLVKLQJWKUHH
GLVWLQFWUHODWLRQVKLSOHYHOV 6LOYHU*ROGDQG3ODWLQXP 
<RXFDQXVHWKHSDUWQHULQIRUPDWLRQIURP6DOHVIRUFH
DQGWKH*URXSVFDSDELOLW\IURP([SHUWXV21(WR
DXWRPDWLFDOO\WDLORUSUHVFULEHDQGJXLGHOHDUQLQJSDWKV
IRUSDUWQHUVLQHDFKUHODWLRQVKLSOHYHO7KLVLQFOXGHV
•

(VWDEOLVKLQJJURXSVSHFLȴFWUDLQLQJ
UHFRPPHQGDWLRQV

•

&XVWRPL]LQJWUDLQLQJDOHUWVDQGEDQQHUV

•

'LVWULEXWLQJUHOHYDQWHPDLOSURPRWLRQVDQG
FRXUVHDQGHYHQWQRWLFHV

•

0DSSLQJHDFKSDUWQHUȇVVWDWXVDQGSURJUHVVRQ
WKHURDGWRFHUWLȴFDWLRQ

•

(QIRUFLQJSDUWQHUOHYHOUHTXLUHPHQWV

•

6KDULQJOHDUQLQJDFWLYLW\LQ&KDWWHU
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IV. Sustaining Sales
Training: How
to Successfully
5HLQIRUFH/HDUQLQJ
Once your LMS is up and running in Salesforce, you’re on your way
to success. If you’ve selected an easy to use and engaging LMS
platform that appeals to learners, you’re ahead of the game.
&!#4/NLYOFLEARNINGPROFESSIONALSSAYTHEIR
organizations are “effective” or “very effective” at sustaining
SALESTRAINING7HATABOUTTHEOTHER
If you want to make your learning last, you need to address two core
JTTVFT

In other words, how can you deliver meaningful learning that
continuously propels sales success? Fortunately, LMS innovation
makes easy solutions attainable.

Capture & Leverage Informal Learning
Only 20% of learning is packaged in formal training courses. That
means the lion’s share of your team’s expertise is gained through
JOGPSNBMMFBSOJOHrGPSFYBNQMFSFBEJOHBSUJDMFT TIBSJOHnXBSoTUPSJFT
with mentors and peers, sharing online videos and audio how-tos,
exchanging unstructured email and text messages to seek advice
BOETVQQPSUPSVTJOH(PPHMFUPÙOENBSLFUOFXT DPNQFUJUJWF
information and other intelligence.
It’s what your salespeople must constantly do outside of the LMS
box to learn what traditional classroom training can’t teach them.
And now, there’s a better way to support both informal and formal
learning.
$MPVE-.4TQSPWJEFBNPSFÚFYJCMF FGÙDJFOUXBZUPTVQQPSUGPSNBM

3URYLGHUHOHYDQWWUDLQLQJFRQWHQWDQGSHUIRUPDQFH
VXSSRUWȃZKHQDQGZKHUHLWEULQJVWKHJUHDWHVWYDOXHWR
participants
$SSURSULDWHOHDUQLQJUHLQIRUFHPHQWWRPDNHVXUHLWVWLFNV
DQGH[WHQGVWKHXVHIXOOLIHRIWUDLQLQJ

classroom training and eLearning. More importantly, these platforms
extend your learning environment to incorporate all of the relevant,
WBMVBCMFJOGPSNBMMFBSOJOHDPOUFOUBOEDIBOOFMTJOPOFVOJÙFE 
dynamic interface.
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Optimize Time-to-Competency for
New Hires
With everything your sales team needs to learn available under one
-.4nSPPG oZPVDBOTQFFEPOCPBSEJOHBOEUJNFUPQSPÙDJFODZ 

$YRLG'XSOLFDWLRQV:K\'LUHFW
ΖQWHJUDWLRQ0DWWHUV

and reduce the time your salespeople spend in classrooms. Also
consider that a portion of most new-hire curricula focuses on topics
that are simply unnecessary for sales professionals to absorb

'LUHFWDFFHVVWR/06GDWDIURPWKH&50LVDQLPSRUWDQW
GLVWLQFWLRQWRXQGHUVWDQG

immediately (for example, general corporate information and
methodologies).
Imagine how much faster new sales employees could be

0DQ\YHQGRUVRHU/06&50GDWDH[FKDQJHEDVHGRQ
DGXSOLFDWHFRS\RIWKH/06ZKLFKRSHQVWKHGRRUIRU
PXOWLSOHSUREOHPV

QSPEVDUJWFJGPOCPBSEJOHGPDVTFEÙSTUPOOFDFTTBSZTBMFTTLJMMT
and information—followed in subsequent weeks and months by

•

6ORZFRQWHQWGHOLYHU\DQGV\VWHPSHUIRUPDQFH

•

'DWDHUURUVDQGUHGXQGDQF\

•

8QQHFHVVDULO\FRPSOH[SODWIRUPPDQDJHPHQW

non-critical training and information. A modern cloud LMS can
make it easier to automate custom learning paths for all new sales
employees.

Sales Training & Your CRM—A Perfect Match
Meaningful training experiences happen when you bring learning
to learners on their terms. The best way to connect with sales
professionals is through their Salesforce CRM platform of choice.
Thanks to standards-based REST APIs, it takes only minutes to
embed a remarkably robust, real-time learning experience directly
into the familiar Salesforce interface. And this results in dynamic,
DPOUJOVPVTMFBSOJOHUIBUÙUTTFBNMFTTMZJOUPEBJMZTBMFTXPSLÚPXT

'LUHFWGDWDV\QFLVWKHEHWWHUFKRLFHEHFDXVH\RXU
VDOHVSHRSOHDUHDOZD\VRQHFOLFNDZD\IURPȴQGLQJ
DQGODXQFKLQJWKHPRVWUHOHYDQWXSWRGDWHOHDUQLQJ
DFWLYLWLHVȃDQ\WLPHIURPDQ\ZKHUHRQDQ\GHYLFHWKH\
SUHIHU1RGHOD\V1RGDWDGLVWRUWLRQV1RGRZQWLPH
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A direct LMS-CRM approach is the easiest way to reinforce sales
training. It opens your sales organization to a whole new level of LMS
access, convenience and personal control. And this true point-ofwork solution means less time away from selling activities, sustained
learning engagement and, ultimately, improved sales productivity
and performance.

Conclusion
4YPICALLY SALESPEOPLECANBEONEOFTHEHARDESTGROUPSTOTRAIN
4HEIRTIMEISLIMITED ANDTHEIRATTENTIONISHARDTOGET LETALONE
KEEP4HATSWHYITSSOIMPORTANTTOADDNEW,-3TECHNOLOGY
to your training arsenal—that embeds learning into the sales
WORKÛOW)TMAKESLEARNINGAVAILABLEWHERESALESPEOPLEWORK
and supports fast, mobile access to perfectly suit their on-thego work life.
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About ExpertusONE
As a trusted learning technology partner, Expertus has built ExpertusONE—
the most powerful and intuitive LMS for training any learning audience.
The enterprise-class system engages and empowers learners and admins,
enhances learning effectiveness and enables distributed learning at scale.
ExpertusONE is built on a modern, cloud architecture for continued innovation.
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