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With as much as half of a company’s value 
creation resting with the sales force, (1)

Sales-team effectiveness is crucial for growth.

In the U.S., salespeople have a 20% bigger 
budget for training than average. (2) 

But popular misconceptions on sales and 
training keep standing in the way of growth and 

business development.



Beware of 
popular 
misconceptions
Explanations point by point



"There is no time !"

My salespeople are really busy, it's better than 
they spend time with customers rather than in 

training. Wrong

48 % of fast-growing organizations agree 
that significant resources are allocated 
on sales-force training, versus 29% of 
low-growing companies.(3)

New online training solutions avoid 
this problem by leveraging the 
new usages of Internet and mobile.

• What we can observe with our clients

Average duration of online 
training sessions
21 Minutes

Content Consumption
10% Microlearning

• Mobile is the preferred solution for the
sales assistants on the L’Oréal platform.(4)

2/3 of sales assistants train 
ont their smartphones

% of companies allocating significant 
resources to sales force training



"No adequate training 
program!

My salespeople are too specialized, there are no 
adapted training programs for them. Wrong

High-performing companies have better 
knowledge of their products. 
It may seem obvious, but whatever the 
product or service you sell, knowing it 
well is one of the most differentiating 
elements between low-performing and 
high performing organizations.(1)

At Coorpacademy, the online training 
programs which are followed are at the 
same time extremely diverse and 
always highly specialized.(4) For example:

• Genepoc, a company that develops
medical equipment for the rapid
diagnosis of genetic diseases, trains
their salespeople and retailers on their
products.

• A company in food industry trains its
salespeople about products preventing
undernourishment of the elderly.

• The Schmidt Group trains their in-store
salespeople so they can improve the
way they meet the needs of customers
looking for equipped kitchens.

% of salespeople who have good 
knowledge of the products



"Selling, it's not that complicated."

We train salespeople when they arrive, and field experience does the 
rest. Anyway, a good seller can sell anything.  Wrong

The better a company is able to 
identify the training needs and 
salespeople profiles it requires, the better 
it will perform. Because 40% of new 
recruits are among the least performing 
salespeople, to identify quickly the most 
useful skills and develop them is key,  
especially when it comes to standing out 
from competition.(1)

Furthermore, sales processes are getting 
more complex and require, especially  
for B2B companies, the intervention 
of technical experts before the sales 
process can actually begin. B2B 
companies with qualified pre-sales 
have success rates 10 to 15 points higher 
than those usually observed.(5)



Three more factors contribute to make 
continuous training more relevant.

1. The complexification of offerings
and products and the rapid evolution
of markets

At Architas, a subsidiary of the 
leading insurance company AXA, 
agents are trained via a 
Coorpacademy platform on new 
financial services that have been 
added to the traditional insurance 
products, which yields have decreased 
in recent years. This global evolution 
requires the rapid transformation of 
sales teams and to train them on new 
and complex products.

2. Sometimes, customers know the
products better than salespeople.

It’s true in retail, but also in B2B, where 
prospects have been exposed to an 
average of 3 to 5 messages from the 
company before their first contact with a 
sales representative(7).

3. Increasingly externalized sales forces

This trend is accelerating, and many 
companies already depend on external 
retailers. What's at stake here is the need to 
address them directly and quickly for 
stronger impact.

Tag Heuer, one of Coorpacademy's 
clients, trains their retailers' sales force 
online. For everyone to have the same 
level of knowledge on lines of products 
and collections, in real time, the platform 
addresses both sellers and retailers.(8) 

Colette Vullierat-Chrigui, Head of 
Training at TAG Heuer, 

" It’s a modern way to reach out to 
salespeople in real time (…) and if 
we see that a salesperson has gone 
through all the modules, we can go 
further and offer hiem or her new 
content.”  

“Old-school” training, implying 
onboarding sessions with a colleague, 
followed by kick-off presentations 
for new products for example, just 
doesn’t match today's evolutions 
anymore.



“Selling will never change: it’s always 
the same job.” 

  For many reasons ... Wrong

By 2020, customers will manage 85 
percent of their relationship with an 
enterprise without interacting with a 
human, and 40 percent of sales activities 
could be automated using technology 
that already exists(5). 

Digitalization is deeply changing 
customer relationships and requires to: 

1. Develop one’s abillity to sell using
online tools.

Social selling is a new way of selling online 
by positioning oneself as an expert rather 
than a simple salesperson on a topic, 
using LinkedIn and other online channels 
to do so. According to a study by Sales for 
Life, sales associates who leverage social 
selling meet a 31% ROI  higher than those 
who stick to traditional methods.(6)

At Coorpacademy, we have developed a 
collection of online courses on the Future 
of Sales to make the best of off- and 
online techniques, with one course 
specifically dedicated to Social Selling.

2. Know how to use new digital tools
(such as CRM tools)

Entreprises et Collectivités (a subsidiary 
of utilities company Engie) reorganized 
its teams and implemented a new CRM 
tool. Coorpacademy’s platform helped 
the company to quickly and efficiently 
deploy this new tool for its sales and 
support teams.(9)

3. Know how to manage data.

Salespeople will have more and more data 
available on their prospects or clients' 
digital activity (visits, downloads, online 
actions). The main issue here is to analyse 
and use that information in a way that’s 
relevant to the sales process.



The digitalization of sales, in particular via social selling, 
goes hand in hand with the reinforcement of empathy and 
communication skills. And it's not contradictiory: the idea 
is to build the most personalized and richest relationship 

with the customer.

The sales representative becomes an expert or a product 
ambassador.

Luxury goods, jewellery or spirits brands have well 
understood this principle. They want their salespeople 

and retailers to know and share the history and values of 
the brand, while having good knowledge of the expertise 

involved.

That’s the way the courses on their Coorpacademy 
platforms are oriented, as well as the certificates 

delivered at the end of the training programs.

So why not get your salespeople to obtain passports, 
ranking them among the highest potential collaborators, 

and allowing your financial results be improved in the 
process?



Coorpacademy trains sales teams online.

Sectors :

Luxury – Energy – Cosmetics – FMCG – Healthcare – 

Bank & Insurance - Spirits

Some of our customers:

Number of salespeople 
trained(4) :

40 000 
salespeople

85 % 
complete a full training program 

3,1 
connections per month on 

average 

11
 
,1

media contents watched on 
average



Courses available in our catalog:

Future of sales

Negotiation Techniques



1 Find out about the latest trends in digital learning 
(microlearning, gaming, mobile)

What Coorpacademy 
can do for YOU! 

No matter how advanced you are in 
your project, we can help you to: 

Access our courses  for free on the Future of 
Sales and Negotiation  

Roll out a personalized platform within 2 weeks 
after defining your needs

2

3
Contact US!

To speak to one of our experts or to request a demo

antoine.poincare@coorpacademy.com 
+44 7846 630 518



Additional Resources

Studies on sales forces

(1) https://www.mckinsey.com/business-functions/marketing-and-sales/our-
insights/for-top-sales-force-performance-treat-your-reps-like-customers
(2) https://hbr.org/2017/06/your-sales-training-is-probably-lackluster-heres- how-
to-fix-it
(3) https://www.mckinsey.com/business-functions/marketing-and-sales/our-
insights/the-sales-secrets-of-high-growth-companies
(4) Sources internes Coorpacademy
(5) https://www.mckinsey.com/business-functions/marketing-and-sales/our-
insights/the-new-world-of-sales-growth
(6) https://learning.linkedin.com/blog/future-skills/want-to-be-a-great-
salesperson-in-5-years--master-these-4-skills
(7) https://blog.hubspot.com/sales/skills-every-salesperson-will-need-in-2020

Articles about our Clients

(8) http://www.actionco.fr/Thematique/rh-1217/Breves/TAG-Heuer-forme-ses-
vendeurs-via-Mooc-314178.htm
(9) https://blog-fr.coorpacademy.com/2017/07/20/se-moderniser-avec-le-
digital-learning-et-debusquer-les-petits-malins/

Our collections of dedicated online 
courses (free access to basic levels)

(10) Collection Future of Sales
https://up.coorpacademy.com/catalog?theme=them_N17JD1Jn7
(11) Collection Techniques de Négociation
https://up.coorpacademy.com/catalog?theme=them_41Rov3izm

coorpacademy.com 
antoine.poincare@coorpacademy.com 

+44 7846 630 518
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