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Sales Enablement 

 The Sales Enablement Training creates an opportunity for sales professionals to enhance 

their sales skills, grow the Unified Communications as a Service (UCaaS) product knowledge, 

and stay current on sales techniques in an environment that works in tandem with their sales 

quota requirements.  This is not only a training program but is also an ongoing resource where 

salespersons can learn from each other, share lessons learned, and grow their soft skills while 

maintaining their sales pipeline. 

Main Learning Goal 

This course’s main learning goal is to improve the performance of sales professionals in 

direct support of the organizational targets by providing the learners access to tools and resources 

while supporting the four components of sales enablement: 1) A coherent and effective process, 

2) Clear access to curated information, 3) An impactful learning strategy, and 4) Functional 

leadership that encourages success (Training Industry, 2017.)  

Knowledge to be Acquired 

Learners in this course will operational knowledge of the sales process used by the 

organization, Solution Selling.  They will understand how to engage a customer with a sales 

solution using the tools the process provides.  Learners will also gain access to the curated body 

of knowledge acquired by the organization in the form of FAQs, case studies, job aids, .pdfs, 

quick-hit learning content and more.  The learners will also have knowledge of their continued 

learning strategy and how the organization’s leadership supports their success.  Along the way, 

the learners will gain product knowledge that will help them to craft a solution sale for  
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Through a series of lectures and demonstrations the learners will be guided through the 

Solution Selling process, culminating in them performing a demonstration of their own for 

review by their peers.  Learners will engage in various self-paced tutorials covering topics 

ranging from organizational structure to sales process overviews as well as training on how to 

locate and use the sales tools provided by the company.  Learners will be given access to the 

body of knowledge and will access the content on their own to complete other learning 

objectives – these tools remain available to the learner for as long as they are employed by the 

company.  

Instructional Objectives 

The main learning goal is to improve the performance of sales professionals in direct support 
of the organizational targets by providing the learners access to tools and resources while 
supporting the four components of sales enablement 

Goal Objectives 
Understand a coherent 
and effective process 

• All participants will be able to accurately describe the 
organizations sales methods used by the company.  

• All participants will be able to demonstrate a successful sales 
encounter.  

• All participants will be able to correctly analyze a sales case study 
for its accuracy. 

Have clear access to 
curated information  

• All participants will be able to demonstrate successful access to 
the company sales body of knowledge. 

• Using the body of knowledge all participants will be able to 
construct sales a solution for a randomly selected customer type. 

Impactful learning 
strategy 

• All participants will develop an actionable continual learning 
plan. 

• All Participants will critique an existing piece of collateral in the 
body of knowledge. 

Functional leadership 
and success 

• All participants will appraise the program and provide feedback 
to the sales leadership team about potential improvements. 

• All participants will develop one, five, and ten year sales 
professional goals  

  

Sequencing Rationale 
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 The sequence of this training was originally to only have two learning events, however 

through assessment it has been found that multiple learning events are needed to meet the goals 

of the program.  This training now includes four learning events, an instructor led session, two 

self-paced learning events and a summative webinar.  The learning events with description are as 

follows: 

• Sales Enablement 101 – an instructor led session designed to introduce the core topics of 

sales and prepare sales professionals for success in the program and in their careers. 

• Sales Tools You Can Use – an interactive online self-paced course that gives the learners 

to interact with the sales body of knowledge and familiarizes them with the available 

tools at their disposal 

• Your Career and You.  What should you do? – this self-paced course containing internal 

videos from other sales professionals, case studies for review and goal planning tools 

helps learners to define a lifelong learning path. 

• Leadership review webinar – this capstone webinar provides the learners with the 

opportunity to hear from business leadership as well as present the business leaders with 

what they have learned throughout the programs 

Instructional Strategies Rationale 

Activities that encourage interaction, student group work, use visual representations, and 

are insulated against technical difficulties (Simonson, Smaldino, Zvacek, 2015) are primary 

considerations in the development of this course. Contextual analysis (orienting context, 

instructional context, and transfer context) was employed to keep the content relevant to the 

learner (Morrison, Ross, Kemp, Kalman, 2010.)  It will be imperative that the learners 
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understand the context of the learning experience (Simonson, Smaldino, Zvacek, 2015) while 

they are interacting with the content to not lose momentum or focus in the course.  Malcolm 

Knowles’ Theory of Andragogy’s seven elements apply in this instance (Simonson, Smaldino, 

Zvacek, 2015). The learners are highly motivated professionals who will build meaning from the 

content with an immediate impact in their daily efforts and the focus of this training is to 

enhance learner’s sales performance. 

The exogenous perspective on constructivism where learners acquire knowledge based on 

the reconstruction of structures that exist in the external world (Ormrod, Schunk, Gredler, 2008) 

is key in this course; in the real world environment, the learners must create their own value from 

this training.  The goal is that the learner will construct their own meaning from the content 

while treating the information as an ever-growing resource they can return to as needed.  Situated 

and Cognitive perspectives will be employed during the development of this course.  The 

learners have a focus on their current situation with relation to their position in the world (Cobb, 

Bowers, 1999).  A cognitive perspective follows similar logic however applied to different 

context. 

Summary 

 The Sales Enablement training meets the needs of sales professionals by providing them 

not only the training necessary to do their jobs but also works to build a sustainable environment 

to support them throughout their careers.  By giving the learner access to a professional body of 

knowledge and training them on a sales methodology, this training program will serve as not just 

the beginning of their learning process but also gives them a continually evolving learning 

environment where they can help to create and maintain a body of knowledge that helps all other 

sales professionals. 
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Course Project Analysis Matrix 
Although you do not yet have the exact information to complete each cell of this matrix, you should be able 
to visualize your problem and solution adequately enough to make reasonable, educationally-sound 
assumptions to build your project design upon. 
 
Brief solution description: 
 
Sales Enablement  
I selected scenario 4b. where a web-facilitated corporate training is being developed and I am filling the role 
of instructional designer.  Technology will be used to enable the trainers to present training materials 
interactively in a live training session as well as allow the learners to interact with content individually (with 
instructor present) using a tablet and workstation creating a supportive multi-format environment for the 
learners to strengthen their grasp of the concepts, principles, and applications for what they are learning.  The 
goal is to leverage existing technology in a creative, interactive, and accessible ways to enhance the learner’s 
knowledge skills and abilities in an environment that is simple with content that is easily consumed – creating 
training that is part of their work process rather than an accumulation of outside events. 
 

Situation Analysis: 
 

Learner Analysis: 
 

Working Theory: 
 

What is the instructional 
problem your solution will 
address? 
 
The Sales Enablement 
Training creates an 
opportunity for sales 
professionals to enhance their 
sales skills, grow product 
knowledge, and stay current 
on sales techniques in an 
environment that works in 
tandem with their sales quota 
requirements.  Not only a 
training program but also an 
ongoing resource where 
salespersons can learn from 
each other, share lessons 
learned, and grow their soft 
skills while maintaining their 
sales pipeline. 

Who are the primary learners? 
Are there other potential learners 
involved? 
 
The target audience are internal 
and partner sales professionals 
selling in a channel marketing / 
partner sales model. The average 
learner education level is a 
bachelor’s degree – the highest 
level of education on average is 
an MBA.  These learners carry 
and must meet a sales quota or 
risk losing their jobs; and as such 
they see value only in learning 
events that directly relate to their 
ability to sell/meet their quota.  

How much structure will be necessary? 
Are the learners fully self-reliant 
(autonomous) or will they need step-by-
step guidance (course structure)? 
 
These adult learners are self-directing 
individuals and should be considered as 
such (Simonson, Smaldino, Zvacek, 
2015.)  
 
The learners will be self-reliant and need 
only enough structure to allow 
themselves the ability to interact with the 
content effectively  
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What is the nature of the 
content for your solution, and 
how much of the content will 
be delivered online? 
 
The content for this solution 
will include video, brochures, 
eBooks, interactive eLearning 
events, other multimedia 
devices, and will all be 
available online. 

What learning-related 
considerations will you need to 
make regarding gender, age, 
workplace experience, education, 
ethnicity, and potential 
disabilities? 
 
The ages of the learners will be 
from 22 and up (with an average 
in the mid-40s). 
 
No special considerations beyond 
the approved HR policies and 
procedures will need to be made 
with regards to gender, age, 
education and ethnicities. 
 
While this course will not be, a 
government contracted or 
federally required one 
compliance with Web Content 
Accessibility Guidelines will be 
adhered to. (WCAG, 2017)  
 

What types of resources (money, SME, 
talent, instructor training, licensing, 
infrastructure, etc.) will be necessary to 
implement the solution? 
 
A maintenance and development budget 
will be requested from the program office 
to cover all costs associated with this 
training, a financial business partner will 
be retained and a general ledger account 
will be created. 
 
SMEs will be identified and service level 
agreements will be created to capture 
external efforts and expectations.  This 
will also be given a budgetary 
consideration and ledger to be billed 
against. 
 
Dedicated instructors will be hired as 
needed. 
 
A blackboard license will be obtained to 
maintain the content. 
 
A steering committee will be appointed 
and shareholders identified to guide the 
business concerns for this content. 
 
Stakeholders will be identified and will 
be included in a communication plan. 
 

What is the best distance 
learning model for delivering 
your proposed solution? 
 
This solution consists of 
synchronous and 
asynchronous 
communication.  
Synchronous when the 
learners are attending initial 
training components or 
working with the instructor 
individually.  Asynchronous 
when the learner is 

What might be reasonable 
assumptions about entry 
competencies and prior 
knowledge? 
 
The participants will be sales 
professionals with quotas to 
meet.  Most will have a 
background in inside and outside 
sales and will understand and use 
some type of sales methodologies 
and techniques (Solution Selling, 
SPIN selling, SNAP Selling, The 
Challenger Sale, Value Selling 

What are the facilitator’s familiarity with 
technology, teaching experiences related 
to the audience, skill level with the 
content, instructional style, and 
administrative demands? 
 
As Palloff and Pratt point out, developing 
and sustaining a learning community is 
an important competency for online 
instructors (2007).  The facilitator will be 
responsible for reinforcing the learning 
community and culture of learning. 
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interacting with content at 
their own pace (Simonson, 
Smaldino, & 
Zvacek, 2015). 
 

Framework, The Sandler System, 
etc.)  

The facilitators will have to be familiar 
with the content as well as maintain a 
relationship with the program SMEs and 
developers to ensure that the content and 
context they are teaching is relevant to 
the learners.   
 
The online content should be treated as  

What technology tools 
(devices, apps, software, etc.) 
will the learner need to 
engage and how will they be 
used? 
 
The learners will need 
computer access to the 
internet (P.C. or Mac) with a 
stable connection will be 
needed to access course 
content; a tablet is 
encouraged as well, but does 
not supersede the need for a 
computer with internet; 
Microsoft office is 
encouraged for written 
assignments and to access 
course files; a .pdf reader will 
be used to read required 
documents; up to date flash, 
html5 and other programs 
will be necessary to access 
content as well.  The course 
will be hosted on a 
Blackboard CourseSites CMS 
instance – learners will 
interact with announcements, 
assignments, discussions, 
assessments, and other course 
objects through this platform.  

What might be reasonable 
assumptions about learner 
attitudes toward the proposed 
solution? 
 
With the learners having a “quota 
focus” they may feel that the 
training is distracting them from 
winning sales.  It is imperative 
the content can be directly 
related to their needs and 
concerns.   
 
Content should be easily 
accessible and available when the 
learner needs it – and it should 
not be assumed that the learner 
knows how to navigate the 
system.  A primer of how to 
interact with the system may be 
necessary.  
 
The learners in this course would 
be considered “white-collar” and 
access to this format will be 
easier and more flexible 
(Simonson, Smaldino, Zvacek, 
2015).   

What are the considerations for fitting the 
distance learning model for delivering 
the solution to the environment of the 
learners? 
 
Activities that encourage interaction, 
student group work, use visual 
representations, and are insulated against 
technical difficulties (Simonson, 
Smaldino, Zvacek, 2015) will be primary 
considerations in the development of this 
course. 
 
Contextual analysis (orienting context, 
instructional context, and transfer 
context) will be necessary to help keep 
the content relevant to the learner 
(Morrison, Ross, Kemp, Kalman, 2010.)  
It will be imperative that the learners 
understand the context of the learning 
experience (Simonson, Smaldino, 
Zvacek, 2015) while they are interacting 
with the content to not lose momentum 
or focus in the course. 
 

What other important 
learning environment or 
contextual factors need to be 
planned for? 
 

What other considerations 
regarding learner needs and 
attributes should you consider? 
 
As stated previously the learners 
carry a quota (many work on 

Which of the course theories do you plan 
to apply? 
 
Malcolm Knowles’ Theory of 
Andragogy’s seven elements apply in 
this instance (Simonson, Smaldino, 
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This course and its 
components will be used to 
create a body of knowledge 
(BOK) for the learners to 
continually access and in 
some cases update (FAQs) 
and could be used in 
conjunction with a CRM 
(Customer Relationship 
Management) system such as 
SalesForce.  As such this 
content will should be 
continually maintained and 
reviewed by third parties.  
Stakeholder management will 
become a part of the 
development and upkeep. 

commission alone) so any time 
spent away from the sales cycle 
is potentially costly to them, 
consequently sales professionals 
can be viewed as demanding and 
pushy. 
 
It will be difficult to keep the 
sales person away from 
responding to clients and time 
should be allotted to any training 
event to ensure that they can 
meet their client obligations 
should the need arise.   

Zvacek, 2015). The learners are highly 
motivated professionals who will build 
meaning from the content with an 
immediate impact in their daily efforts.   
 
The exogenous perspective on 
constructivism where learners acquire 
knowledge based on the reconstruction of 
structures that exist in the external world 
(Ormrod, Schunk, Gredler, 2008).  The 
goal is that the learner will construct their 
own meaning from the content while 
treating the information as an ever-
growing resource they can return to as 
needed. 
 
Situated and Cognitive perspectives will 
also be beneficial to the development of 
this course and should be considered.  
The learners will have a focus on their 
current situation with relation to their 
position in the world (Cobb, Bowers, 
1999).  A cognitive perspective follows 
similar logic however applied to different 
context. 
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