
These programs comprise a complete package 
consisting of a sales training website; the 
ChannelSmartß Sales Training Management System 
(STMS), which serves as the software backbone to 
measure and manage program activity; e-Learning 
training courses and a sales toolbox containing 
performance-support materials. Options include 
promotional strategies and training incentive 
programs. These programs are tailored to serve a 
range of sales personnel, including enterprise-level 
sales personnel, VARs, retail, call centers and 
direct marketers.  

THE ROLE OF e-LEARNING SALES TRAINING 
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audience is large and geographically distributed, 
and when products and services change frequently. 
The most successful programs coordinate delivery 
of: 1) training, 2) a sales toolbox of performance-
support materials and  
3) related channel communications. They also serve 
as the foundation for blended programs. 

E-Learning training provides: 
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region or channel
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comprehensive reporting 
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and markets change

E-Learning programs are launched through a sales  
training website.

E-Learning programs increase sales by building 
stronger relationships with your channels and 
increasing their ability to sell an evolving portfolio 
of products and services.

THE BENEFIT OF A DEDICATED PROGRAM

Large corporate training programs managed by  
a human resources department are well suited  
to delivering training across the corporation. They 
are not set up to meet the fast-moving and very 
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personnel on new products, applied sales skills and 
sales operations. The need for a dedicated program 
becomes more acute when supporting training of 
indirect channels.

LAUNCH A CUSTOM PROGRAM IN 90 DAYS

Via Training has all the components and services to 
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e-Learning sales training program within  

e-Learning Training Programs

Major corporations worldwide use Via Training to develop, host and co-manage e-Learning 

sales training programs that help launch their products and increase sales and  

market share.
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and infrastructure, 2) courses and other content and 3) 
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to client branding guidelines. 

The program infrastructure includes a hosted sales 
training website and ChannelSmart STMS. Features 
include portals, a sales toolbox to house performance-
support materials, a reporting hub with 24/7 access to 
comprehensive reports and a variety of administrative 
ª¥¥¢©C V ¦¥¦«¢v¨ ¥¦ª~¥¤ ~© ª}z ª¨v~¤~¤| ^¤xz¤ª~¬z 
bv¤v|z£z¤ª h¯©ªz£ =^bh>A ­}~x} z¤vw¢z© ¨z­v¨y 
and redemption of incentive points or inclusion of 
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Content includes all Web pages, an initial group  
of custom courses and performance-support  
materials. Content may also include legacy and  
off-the-shelf courses. 
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success. Services include ongoing program management 
and strategy development, technical support, user 
support, user communication and promotion programs, 
and management of training incentive programs.

Whether your program trains an audience of 150 sales 
representatives on three products or 150,000 worldwide 
channel partners on multiple products, services and 
technologies, Via Training has the experience to meet 
your unique requirements.

Portals

Web portals enable content to be tailored for a variety 
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district managers to reach courses, sales tools and 
communications unique from, or overlapping with, 
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and channel partners. 

Reporting

The ability to measure and manage at a detailed level 
is an inherent strength of e-Learning programs. The 
ChannelSmart LMS provides 24/7 access to a suite of 
standard and optional custom reports used to sustain 

and improve program results. Standard reports include  
a management overview of key program metrics, 
including course completions, group reports, individual 
learner records and frequently missed questions.

Performance-Support Library

More than 50 percent of return visits to sales training 
websites are to access performance-support materials 
that extend the value of courses. Sales personnel are 
continually drawn to e-Learning programs that provide 
ready access to the most current data sheets, competitive 
comparisons, demo scripts and quick reference materials 
key to their success. 

The training websites at the core of Via Training  
e-Learning programs include a sales toolbox that 
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download sales tools. This one-stop shopping for 
courses and sales tools makes the best use of a sales 
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All Stores Sat Sun Mon Tue Wed Thu Fri Total

Earned on courses 892,000 929,000 888,000 2,566,000 959,000 1,021,000 1,039,000 8,294,000

Earned on registrations 56,500 65,000 56,055 49,995 60,000 65,650 64,635 417,835

Earned on referrals 5,900 6,200 7,000 5,500 8,500 7,500 7,500 48,100

Total Gross Points 954,400 1,000,200 951,055 2,621,495 1,027,500 1,094,150 1,111,135 8,759,935

Spent on orders 699,000 827,000 930,000 611,000 737,000 978,000 1,018,000 5,800,000

Total Net Points 255,400 173,200 21,055 2,010,495 290,500 116,150 93,135 2,959,935

POINTS

All Stores Sat Sun Mon Tue Wed Thu Fri Total

Unique Visitors 1,117 1,981 2,031 5,615 2,175 2,189 2,138 17,246

Passed at least one course 460 453 557 385 473 468 406 3,202

New Users 737 1,307 1,340 3,705 1,435 1,444 1,411 11,379

Deleted Users 0 0 0 0 143 37 0 180

USERS

All Stores Sat Sun Mon Tue Wed Thu Fri Total

Total courses passed 264 295 283 566 312 303 324 2,347 78%

Monitors 74 89 98 102 99 74 87 623 68%

Hard Drives, CPUs 56 61 52 99 56 61 54 439 91%

Home Printers 55 45 35 132 55 59 67 448 88%

Scanners 39 46 56 126 46 55 57 425 68%

Laptop Computers 40 54 42 107 56 54 59 412 71%

COURSES (courses passed | conversion rate)

Total Users:

26,713

Group:

All Stores

Date created: 02/20/2004
Printed by: Jane Wu

Weekly Summary Report
1/3/04 – 1/10/04
Provides quickest way for managers to monitor program performance or
identify potential problem areas

Conversion
Rate

Standard and optional custom reports give managers the 
ability to measure and manage e-Learning programs.



TRANSLATION AND LOCALIZATION FOR 
GLOBAL MARKETS

Our portal strategies ensure that each audience receives 
the right content in the right language from a single sales 
training website, without expensive redesign. Via has 
the technology, the experience and the relationships 
to support program and content localization in several 
ways: 1) our ChannelSmart LMS dynamically renders 
content and data in different languages, 2) courses 
are designed to load content dynamically using XML 
software, 3) ongoing relationships with language 
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requirements for training incentive programs. 

PROMOTION
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generate awareness and a sense of enthusiasm to draw 
people in. This is particularly true when the audience 
contains indirect sales channels. Via Training offers a 
variety of promotions designed to launch new programs 
and maintain participation in established ones. 

TRAINING INCENTIVE PROGRAMS
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participating in a program is great training that leads to 
increased sales. But sales representatives, particularly 
from independent channels, often need an additional 
motivation. Via provides turnkey training incentive 
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manage a points-based rewards system and online 
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The e-learning sales toolbox integrates performance support 
materials and makes them available in one place.

Training incentive programs integrated with training websites 
motivate sales personnel to complete training activities.


