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Establish a Partnership 
When you engage the right sales training 
provider, you establish a partnership that can 
serve your sales organization for years to come. 

 

 

2 Selecting the Right Sales Training Provider: An Overview 

 
Evaluating and selecting a sales training provider is likely one of the most challenging tasks that 

your business faces today, especially in the current economic climate. Preparing for the 

selection process requires more time and 

energy than decision makers and leaders 

may feel they have to spare. 

Implementing a strategic approach—

which should involve a formal evaluation 

process—is relatively straightforward, but it is not easy. It means facing certain internal issues 

and establishing guidelines. It means defining objectives and setting expectations in advance. 

Sometimes, it means making difficult personnel decisions. And, much of the process must take 

place before the trainer even walks through your door. 

 

Companies that do not take the time to properly inform and prepare themselves to benefit 

from sales training can miss out on the benefits that the right third-party, outsourced provider 

is perfectly positioned to offer, including industry-specific, competitive innovations, updated 

instructional design, and new learning, delivery, and sales enablement technologies.  

 

Clearly, spending time up front to make an informed decision about the training provider you 

select will save you time and money in the long run, and its value will extend well beyond those 

standard 90 to 120 days that the effects of the average training experience have been shown to 

last. When you engage the right training provider, you establish a partnership that can serve 

your sales organization for years to come. 

 

3 How ESR Evaluates Sales Training Providers 

 
ES Research Group, or ESR, provides timely, easily-accessible, authoritative, independent, and 
high-quality research, analysis, assessment, insight, and advice to sales organizations regarding 
the evaluation, acquisition, implementation, and management of effectiveness solutions. We 
serve as a trusted resource for premier, unique, independent research, insight, and advice to 
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Research, Analysis, Assessment 
ESR’s goal is to help you understand your own 
requirements, evaluate prospective providers, 
and find the best third-party, outsourced sales 
training partner for your needs. 

enable informed decisions on selecting, implementing, and managing sales solutions, a term we 
use to encompass sales training, sales methodology, sales consulting, and related supporting 
programs, functions, tools, services, and products. 
 

ESR’s goal is to help you understand your own 

requirements, evaluate prospective providers, 

and find the best third-party, outsourced sales 

training partner for your needs. 

 

In the broadest sense, we compare trainers by looking at two criteria: breadth and depth of 

solution and solution effectiveness. We gather data from a variety of sources, which fall into 

roughly six categories; the quality and quantity of information varies significantly from one 

source to another. 

 

1. Conversations with sales training company executives via formal briefings, informal 
discussions, and other forms of ongoing communication. 

 
2. Trainers’ marketing materials, articles, blog posts, press releases, white papers, and 

other publicly available sources of information. This information, which tends to be 
subjective, is used more to understand how a provider positions itself than as a means 
for interpreting strengths and challenges. 

 
3. A network of sales training buyers, successful salespeople, managers and executives, 

consultants, former sales training company employees, journalists, and other experts 
who can speak with authority about the capabilities of a training company or trainer. 

 
4. Other trainers who share their perspectives. We focus on separating fact from opinion, 

because competitive emotions run very high in this business and objectivity is essential 
to ESR’s mission to serve as a fully independent, authoritative resource for our clients. 
 

5. Checking and confirming references provided by training providers. Again, we seek facts 
rather than opinions. 

 
6. Responses to RFPs that we have written and distributed on behalf of clients. The 

responses give us the ability to assess a provider’s capabilities against client 
requirements and observe how a provider displays its strengths, minimizes its 
challenges, and generally positions itself. 
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Make an Informed Decision 
Spending time up front to make an informed decision 
about the training provider you select will save you time 
and money in the long run, and its value will extend well 
beyond the standard 90-120 day jump. 

 

4 Sobering Facts about Sales Training 

 

 In 2008 (pre-recession), U.S. corporations spent approximately $6 billion on sales 
performance improvement, yet sales productivity was down. 

 

 Eighty-five percent of sales 
training delivered by a third 
party results in no more 
than a 90-120 day blip in 
productivity. 
 

 When they come to us, ESR’s clients have switched sales training providers, on average, 
every three years. 

 

 The sales training industry, comprised of hundreds of providers of all sizes and 
philosophies, is highly fragmented, with no single dominant industry leader that has all 
the right answers. Your needs may be served more effectively by a one-, two-, or three-
person enterprise than by one of the larger players. 

 

 No governmental bodies oversee the sales training industry. No professional 
certification, accreditation, or licensed is required. As a result, the barrier to entry for 
trainers is minimal. Essentially, someone who has never sold anything can spend a small 
sum of cash on a website and Internet advertising, and they are in the sales training 
business.  
 

 Fewer than 10 percent of sales training providers will include a credible ROI as part of 
their proposal. 

 
We have found that some training providers simply do not understand their customers’ training 
requirements. The discovery they perform is perfunctory. They do not take the time or have the 
experience to understand the deeper issues that affect your business. As a result of this 
insufficient discovery, too many trainers “customize” by making a few superficial changes to 
their course materials, ultimately leaving you to seek out a new, more effective provider next 
year and the year after that. 
 
Too many sales training buyers want to believe that tips and tricks alone will get the job 
done. They will not. 
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Although there are wonderful training firms that provide significant value to their clients, no 
single sales performance improvement provider is right for every company’s requirements. If  

  

5 The Good News 

 

In many ways, sales training is evolving to meet the changing needs of clients. 
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6 How Sales Training Providers Differentiate Themselves 

 

As industry observers, ESR is a front row witness to how some trainers and training companies 

position themselves. Your search will most likely reveal providers who fall into the following 

categories:  
 

 

  
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Know What You Need 
If everyone on your sales team is following the same 
process, but that process does not match customer 
buying patterns and preferences, you are likely 
heading toward a dead end. 

 

7 Common Mistakes 

 

When ESR conducts postmortems on failed sales training initiatives, we often find a significant 

disparity between the client’s sales performance improvement requirements and the provider’s 

capabilities. It is not the only reason that these initiatives fail, but it is very common. If, for  
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8 The Solution? A Proven Strategic Approach 

 
Most sales training providers work very hard, and many are successful—under the right 

circumstances and with the right customers. Yet nearly every major leading provider, as well as 

mid- and lower-tier trainers, has been replaced at one time or another because they were 

unable to deliver.  

 

Employing a long-term, rational, and comprehensive strategic process, like the ESR model, 

empowers you to match precisely an individual sales training provider’s capabilities to your 

requirements and measure the results of that initiative.  

 
Briefly, the strategy encompasses the following steps: 
 
1. Assess Customer Buying Tendencies 
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The safest way to ensure that you match individual sales training provider capabilities to your 

specific requirements is through a formal evaluation and selection process. Some aspects to 

consider when evaluating providers:  

 

 
 
A normal RFP process should consist, at a minimum, of the following steps: 
 

 
Note: ESR strongly recommends investing in our popular ESR/Report: Understanding, Defining, 
and Meeting Your Sales Training Requirements 

http://www.esresearch.com/e/home/document.php?dA=Report001
http://www.esresearch.com/e/home/document.php?dA=Report001
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A Quantitative and Qualitative Analysis  
Finding the right sales training provider is not only 
reasonable; it is something you should expect to be 
able to do. 

9 How to Read this Report 

 
This provider evaluation is broken into several sections, each with a brief description to 

enhance your understanding of the information it contains. In developing this report, ESR’s 

objective is to provide you with both a quantitative and qualitative analysis of each provider. In 

our experience working with a wide range of sales training firms, we have found very few that 

could be classified as “bad.” The market itself tends to make that correction—poor or 

unqualified trainers typically go out of business very rapidly, regardless of whether or not they 

have undergone an evaluation process. Our objective is not to expose poorly performing 

trainers, but rather to help training 

buyers identify their requirements and 

find a training partner whose offerings 

most precisely meet those needs. 

 

A good or bad experience with a sales trainer often has more to do with matching offerings to 

needs than with the quality of the training or provider. 

 
Every client wants to know, “Who is the best sales training provider?” That question is 

misleading, and the answer is highly dependent upon the client’s training needs and 

requirements. ESR’s objective is to answer a slightly different question, “Which training 

provider is best for my organization?” We approach that question in two ways. 

 

In this evaluation, ESR analyzes and positions the strengths and challenges of an individual 

provider. Our goal is to furnish a set of classifications and relevant criteria to organize the 

various training firms, to help you identify which providers should be considered, given your 

unique requirements.  

 

ESR has defined numerous factors that we recommend your company use to evaluate how well 

a sales training/consulting provider and its sales training programs match your company's 

requirements.  
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10 Provider Overview 

The content contained in Sections 10-16 of this report was furnished by the provider and edited by ESR. 

 
Synopsis: 
 

 
Mailing Address: 901 N. Glebe Road  

Suite 200  
Arlington, Virginia 22203  
USA 
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11 Clients and Revenue 

In Clients and Revenue, you will gain perspective on the scale of the sales training provider’s 
business. Does the firm do business locally or globally? What kinds of training is this provider 
positioned to offer?  

  
  
  

 

 

  
**Many privately held companies, including most sales training providers, do not share their annual 
revenue publicly. This should not be interpreted in a negative way. 
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12 Courses 

Understanding the focus of the sales training provider’s offerings is more than just knowing 
what courses the firm makes available to its clients, it can also provide insights on the 
organization’s instructional design capabilities. 
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13 Measurement 

Measurement focuses on how a provider evaluates the effectiveness of its sales training 
initiatives. By looking at both pre- and post-training statistics, you will be better equipped to 
determine whether the provider is in fact able to measure a net gain in knowledge. In addition 
to examining whether or not the provider measures its effectiveness, ESR also reviews how 
objective and empirical those measures are. 
 

 

14 Technology 

Many levels of technology can be linked by sales training. These range from live but remote 
sessions to pre-recorded sessions to online testing. Very often, technology is used for learning 
reinforcement. This section takes an in-depth look at what technologies are provided by the 
training firm. 
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CRM interface/integration approach and technology description: Huthwaite Dealmaker is a 

 
 

15 Learning Reinforcement 

In Learning Reinforcement, you are given an opportunity to review how the sales training 
provider continues knowledge reinforcement after the formal class has ended. In the absence of 
reinforcement, behavior changes that have come about as a result of training typically die out 
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over a 90- to 120-day period. This section captures the tools, techniques, and processes that the 
provider uses for both formal and informal reinforcement. 
 

  

16 References 

 
As part of the evaluation process, providers are asked to submit the names of references who 
are familiar with the firm’s offerings. ESR has contacted each reference on the provider’s list to 
confirm, to the best of our ability, that the information furnished is complete and accurate. 
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17 Analyst Evaluation 

The ESR Analyst Evaluation offers a detailed view of the training provider, its products and 
services, and qualitative and quantitative observations from the analyst’s perspective. 
 
Overview 
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   Strengths 
  

 
 
 
Capabilities Ratings: 
The ratings below are based on a scale of 1 through 5, as follows: 
 
(5) Industry leading  (4) Very strong  (3) Competitive  (2) Adequate  (1) Inadequate or not available 
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Effectiveness Analysis: These ratings reveal how sticky, long-lived, and effective the company's 
training programs are in general. (Scores redacted for this sample report.) 

  
Summary 

 
(Summary continues on next page.)  
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