
Less than half of companies provide 
post-training reinforcement, but organizations 
who focus on sustaining change through 
post-training reinforcement see 34% more 
first-year sales reps achieve quota.

ROI on training quadruples when followed up by 
in-field coaching and reinforcement.

REINFORCEMENT VIA
MICROLEARNING WORKS:

REFERENCES

LEARN MORE: 
GOMODUS.COM/MICROLEARNING

59.8%

NOT EFFECTIVE: 

of sales leaders say sales 
training only moderately 

helps to meet sales goals.

42% OF SALES

reps say their sales 
training is ineffective.

26% OF SALES

firms describe their 
current sales training 

programs as effective. 

ONLY 32% OF

42%
32%
26%

THE SECRET TO
SALES TRAINING SUCCESS

THE PROBLEM WITH SALES TRAINING

More than $2.5B is spent annually on sales training. Unfortunately, sales reps are still considered 

one of the least valuable resources during purchasing by buyers. Sales enablement tools and 

just-in-time training can be used to reinforce your sales training to make the knowledge transfer 

from classroom to field/virtual sales stick.

Microlearning replaces the just-in-case nature of sales training to the just-in-time model where 

your sales reps access learning just when they need to use the information. 

The tool provides a way to reinforce your classroom learning as bite-sized chunks that help a rep 

solve a current need. For example, answering a buyer’s objection or understanding the 

capabilities of a new product a buyer asks about, or how to use a specific content asset to 

engage a buyer or support a sales conversation.

https://www.nasp.com/blog/the-one-two-punch-for-selling/

https://www.td.org/videos/atd-research-presents-2019-state-of-sales-training

https://www.nasp.com/blog/the-one-two-punch-for-selling/

https://trainingindustry.com/articles/sales/the-salespersons-perspective-on-the-impact-of-sales-training/

https://www.csoinsights.com/wp-content/uploads/sites/5/2019/11/CSO-Insights-5th-Annual-Sales-Enablement-Study-3.pdf

https://www.shiftelearning.com/blog/numbers-dont-lie-why-bite-sized-learning-is-better-for-your-learners-and-you-too

https://learning.linkedin.com/resources/workplace-learning-report-2018

https://www.brainshark.com/sites/default/files/sales-readiness-technology-buyers-guide.pdf

https://hbr.org/2017/06/your-sales-training-is-probably-lackluster-heres-how-to-fix-it

https://www.menemshagroup.com/blog/embracing-sales-excellence-10-statistics-to-compel-you-to-invest-in-your-people

https://customerthink.com/reinforcement-learning-how-to-make-your-sales-training-stick/

59.8% of organizations will increase 
investment in E-learning as a format 
for sales training. 

THE NEED 
IS RECOGNIZED:

84% of sales training content is forgotten within 30 days
RETENTION IS FLEETING:

Reps receive an average of 31.5 hours of training per year and 63%
say it’s not enough.

NOT ENOUGH:

66% store training materials on an LMS not integrated with the CRM.
LACK OF EASY ACCESS:

42% of training professionals say sales training is only updated annually.
OUTDATED:

THE SECRET TO SALES TRAINING SUCCESS:

SALES TRAINING REINFORCEMENT
WITH 

58% of your total employees (not just 
millennials) prefer self-paced training. 

ON-DEMAND IS 
IN DEMAND:

58%
Learning in bite-sized pieces makes the 
transfer of learning from the classroom 
to the desk 17% more efficient.

MICROLEARNING 
IS EFFICIENT:

17%

49% want to learn in the flow 
of  work .

LEARN ON THE JOB:

49%
75% of salespeople are more likely to 
check out video lessons than read a 
document, email, or web article.

VIDEO IS COMPELLING:

75%
When someone hears information, they 
remember about 10% of it three days later, 
but, when a picture is added, retention 
increases to 65%.

VIDEO IS EFFECTIVE:

65%

MICROLEARNING


