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The Sales Enablement Playlist

Replacing multi-day workshops with Al-driven,
hyper-personalized micro-learning.
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Drowning in content,
starving for skills

The Deluge

The Training Deluge

Bombardment of product updates, new

methodologies, and dense multi-day workshops.
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The Drain

The Ultimate Cost

A direct drain on valuable selling time, leaving
reps wondering where to even begin.
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The shift from a deluge to a targeted drip

Format

Delivery

Target
Focus

Business
Impact

Legacy Training

Multi-day workshops & dense
manuals

Push: One-size-fits-all
bombardment

Generic team-wide updates

Drains valuable selling time

~ Short, focused, bite-sized

modules

o Pull: Just-in-time, customized

delivery

» largets specific individual
weaknesses

~ Highly efficient, preserves selling

time
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Turning performdormance data into a
customized conneted curriculum

Data Ingestion

Al continuously analyzes
the unique performance
data and sales metrics of
the individual
representative.

é

Diagnostic

The system pinpoints
specific skill gaps,
isolating the rep's distinct
weaknesses and areas
for improvement.

Curation

An automated, bite-sized
curriculum is instantly
generated, pointing the
rep directly to the exact
knowledge they need.
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Bite-sized modules for every skill gap
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Objection Handling Negotiation Skills CRM & Process
Navigating client pushback Securing favorable terms Mastering pipeline hygiene
effectively. without compromising value. and system workflows.
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Product Knowledge Sales Techniques
Targeted updates on specific Advanced methodologies
new features. and closing tactics.
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Expanding the rep’s performance footprint

Technique

Al is no longer a buzzword,; it
is an indispensable partner in
Al Playlist professional development.

Precision

Objections

Negotiation Targeted learning experiences

addressing precise weaknesses.

Efficiency
c More effective training with
preserved selling time.

Legacy Training /

Scale

Individual productivity that

Process Product compounds into sales team success.
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