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To compete in today’s economy — where new products, competitors,
and disruptions appear daily — organizations need the ability to
continuously improve the readiness of their sales teams. But while most
companies put a lot of emphasis on initial seller onboarding, few put
sufficient focus on ongoing learning and ensuring that reps consistently
apply knowledge in the field.

When sales teams don’t reinforce knowledge consistently, salespeople
don’t use it. According to Gartner research, B2B sales reps forget

70% of information within one week of training without some form of
reinforcement.

This problem is compounded by the number of changing variables in a
seller’s life: products, markets, sales strategies, regulations, and so on.
Salespeople constantly need to adapt, but it's really hard without your help.

Make sales training continuous and current.

With Mindtickle, modern sales enablement teams can evolve from a
one-and-done onboarding approach to a continuous learning culture.
Mindtickle empowers sales organizations to onboard new reps and
always ensure that both new and existing reps are able to meet evolving
market needs.

Leaders can build continuous learning programs based on the Ideal Rep
Profile™ (IRP) — a metric that isolates the behaviors that win deals —
to create content that specifically targets the skills and behaviors that
make a difference to revenue outcomes.

This means that both new and existing reps will be armed with the most
current enablement and skills to help them win deals.
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Three-
quarters of
employees
say their
existing
training and
knowledge
functions are
inadequate
for their
needs.

—HBR

To create a culture of
continuous learning
where salespeople
are always up-to-date,
sales teams need to:

+ Continuously hone and adapt
skills to changing needs.

+ Tie enablement programs
to revenue outcomes to
understand the impact of
their efforts.

+ Customize ongoing learning
to individual seller needs.
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Hone key skKills.

Each seller has unique strengths and weaknesses, so individualized
attention is required to hone the skills that matter. Mindtickle makes it
easy for enablement and front-line managers to identify and remediate
skill gaps on an ongoing basis.

+ Assess current competencies
by analyzing performance during
real-world sales interactions.
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Ensuring that reps are certified and ready to sell is essential, but
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Launch new programs.

When a new product, process, or mandate comes along, time is of the
essence. Mindtickle enables sales enablement leaders to pivot speedily
and launch new programs quickly and efficiently.
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+ Use how-to guides and step-by-step instructions to accelerate programs to production.

Engage sellers.

When sales leaders foster a culture of continuous learning, they send

a signal to sales reps that their success is a priority. With Mindtickle,
sellers know their leaders are committed to their ongoing development,
and supporting their efforts to achieve financial success.

+ Use gamification during

+Competiion : learning programs to
SCO Summary . .
QUEST SUMMARY - encourage team-building
12 Questicns and engagement.
9 Mastered
Not Mastered + Leverage leaderboards to
P spur friendly competition ‘
LEV and celebrate success.

1000 Intermediate Aoiieves | BthRank

Expert + Enable peer collaboration
in role-play exercises to
improve both skills and .

camaraderie.

A o

‘ Streak Badge

lc Mastery Badge
+ Empower sellers to

learn on the go, anytime
and anywhere with
mobile-friendly access.

RANK IN QUEST Next Module

8 oot 73

Trusted by World-Class Sales Teams

Cipld W"""‘S}’“’M"" JUDLR§£ ‘mongoDB @ MuleSoft

www.mindtickle.com | #1in G2's Top 50 Enterprise Products 3 m | nd tlc kl_e | Be Ready



http://mindtickle.com

