SALES SIMULATION - CASE STUDY

In Brief
• Learners were the new
joinees in the sales team
• The requirement was
to provide a learning
solution that would help
the learners practice all the
steps in the sales process
• This was the last
component of their
12-week rigorous induction
training program

Challenge
• Provide a platform to practice all the concepts learned in the
induction training
• Quick turnaround time

Overview
A global logistics provider needed to train their new sales force on
how to apply their sales process to close a profitable deal.
Indecomm proposed a sales simulation in which the learners identify
an opportunity, pitch an appropriate solution, and then close the deal
successfully. The proposed sales simulation used an effective blend
of classroom study and eLearning.
The simulation made the learners apply the models, principles,
strategies, and behaviors acquired during their induction training
to successfully negotiate with the various contacts in the client
organization.
In the simulation, learners moved to the higher level of contact
and closed bigger deals with more profits on the basis of their
performance. Like in real life, the outcome of each negotiation was
dependent on the ability of the learners to apply their skills.
The time the learners took to negotiate and close a deal, and the
profitability of the deal, were captured as velocity and yield in the
simulation. This ensured that no two learners could close the sales
with the same value.

Elements of the Indecomm Solution
• The entire sales simulation was built around the various steps
of the sales process
• A real-life scenario was created. Multiple levels of contacts
were introduced. The learners needed to start by negotiating
with the base level contact and move to higher level contacts
through successful negotiations
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• The negotiations with the base level
contacts were implemented in the eLearning
component by using multiple-level, multipleoutcome interactivities

• The output of each interactivity was
dependent on how the learners “applied”
their sales and negotiation skills, thereby
making each output unique

• The instructors played the roles of the upper
management contacts

• The result at the end clearly displayed the
learner’s performance in each step of the
sales process and facilitated in planning
further specific learning interventions for
the learner

• Apart from multiple-level interactivities,
the simulation also had inline activities,
classroom activities, single-level questions
and answers, and multiple-level questions
and answers
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Value Proposition
• The solution provided an apt ending for the induction training for learners, because they were
applying all that they had learned
• No two learners got the same results; this made the learners rise up to the challenge and to deliver
the required results
• The velocity and yield that was captured gave an indication of the performance of the learners,
thereby keeping their motivation levels high and the learning experience topnotch
• The management appreciated the value add the simulation brought to their induction training and
considered it as a learning solution with a long shelf life
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