
Microlearning 
Consumption –
Sales Department

Updated: April 11, 2024

Learning Team



4/15/2024 Annual Review 2

▪ Short (1-3 minutes)

▪ Targeted (single 

topic/learning objective)

▪ Accessible (mobile-friendly)

▪ Relevant (just-in-time 

learning)

What is 
Microlearning?
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How to Take Advantage of 
Website Updates

Overcoming Objections and 
Questions

Common Target Use Cases

New Feature Highlight

Pitching Products to 
Customers

What is Network Slicing?

Product Line #1

Example Microlearning Categories

Product Line #2 Troubleshooting Marketing Launches Employee Onboarding

Coverage to Security: 
Comparing Wi-Fi 6 and 5G

Customer Conversations 
for Vehicle Use Cases

Decision Making with the 
Product Portfolio

Portfolio Partnerships

How to Install a New 
Antenna

Initial Password Assistance

Solving Internet Connection 
Problems

Local Username Assistance

Measurements of Signal 
Strength and Quality

Security Setup

Getting Started with 
XYZ Corporation

Common FAQs

Logging into Your 
Account

Navigating the 
Company Website

New Marketing Package

Quick Tips for the New 
Product Line

Selling Sustainability

What are key benefits for 
customers?
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Total technical sales agents = 45.7% (64 of 140)

• Average completed by those 64 individuals = 4.6 microlearning assets

• Average completed across all technical sales = 2.1 microlearning assets

Total sales agents (non-technical) = 29.4% (121 of 412)

• Average completed by those 121 individuals = 6.6 microlearning assets

• Average completed across all non-technical sales = 1.9 microlearning assets

Microlearning Consumption by Sales

The sales department is the biggest majority of our microlearning consumers at approx. 43% of all internal users

Total microlearning assets currently available to sales: 74

Percentage of sales department that has completed at least 1 microlearning asset: 33.5% (185 of 552)
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0 1 2 3 4 5 6+

Average Number of Completed Microlearning Assets for 
Non-Technical Sales 

Microlearning Consumption - Range

Average Number of Completed Microlearning Assets for 
Technical Sales 

0 1 2 3 4 5 6+
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• # of Highest Performers (10 or more completed): 31 
(5.6%)

Sales and SEs Statistics – By Employee

“ P O W E R  U S E R S ”
1 . M i y a  B o w e r s  ( 7 2 )

2 . K a e l  M c K e n z i e  ( 6 1 )

3 . A h m a n  S o s a  ( 5 0 )

4 . Z o e y  S o l i s  ( 4 7 )

5 . J o n a t h a n  H u b e r  ( 4 0 )

6 . J o y c e  V i l l a  ( 2 2 )

7 . A d o n i s  H a r d i n g  ( 2 1 )

8 . J o s e l y n  B a x t e r  ( 2 0 )

9 . L o r e l a i  L l o y d  ( 1 9 )

1 0 . A l i s h a  D i c k e r s o n  ( 1 9 )

1 1 . J u s t i c e  J o h n s o n  ( 1 7 )

1 2 . E d w a r d  V e r a c r u z  ( 1 6 )

1 3 . R o l a n d  R o s a r i o  ( 1 6 )

1 4 . M a t t h i a s  D u a r t e  ( 1 5 )

1 5 . F l e t c h e r  v a n  S o u z a  ( 1 5 )

1 6 . R e n e e  L i u  ( 1 5 )

1 7 . K e n d r a  B u c h a n a n  ( 1 5 )

1 8 . O m a r  W e b b  ( 1 5 )
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16%

6%

14%

38%

26%

Average Completions by Topic

Product Line #1 Product Line #2

Troubleshooting Marketing Launches

Employee Onboarding

Sales Statistics – by Microlearning Asset & Category

Most Completed Microlearning Assets:

1. Customer Conversations for Vehicle Use 
Cases (9.2%)

2. Selling Sustainability (7.4%)

3. Common Target Use Cases (7.2%)

4. Quick Tips for the New Product Line 
(6.2%)

5. What are key benefits for customers? 
(6%)
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