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SUCCESS STORY CCIONaSU!:A
Modernizing Sales Training Through

Interactive elLearning for Fortune 500
Health Benefits Company

The Challenge

Converting PowerPoint Sales < )
best practices into dynamic

eLearning modules —

Our client, a leading health benefits organization, serves eLearning Modules

more than 50 million people through their network. The
company is known for their focus on meaningful and

industry leading training and wanted to convert existing —

sales training courses to more dynamic and technology 07_—

inclusive eLearning modules to reinvigorate their sales force. ' | |

When our client’s sales training manager was tasked

: : . . Instructional Design
with revamping four existing sales training courses from

PowerPoint and Word formats to eLearning modules, she

knew she needed a partner that could deliver the results her

team needed on a tight timeframe. Referred from an internal —_
contact who had partnered successfully with Clarity, she E Q/

reached out for support and solutions.

Timeline

Learn how Clarity can create future-ready employees through expertly-designed and

delivered L&D solutions. Visit our website clarityconsultants.com or call 800.330.6558.




The Solution

Tenured learning development
specialists focused on delivery

A compressed timeline and a focus on
delivering and reenergizing their sales team,
created a need for an experienced team that
could deliver a comprehensive eLearning

solution.

Clarity worked closely to identify and place
five specialized consultants comprising four
instructional designers and one web developer.
The project required professionals who could
deadlines, work autonomously adapt to
evolving needs and deliver high-quality results
within and accelerated timeframe.

Recognizing the client’s rigorous standards
for talent, Clarity took a highly consultative
approach to the selection process, aligning
each candidate’s skills and experience with
the project’s specific needs. The result was a
team equipped to integrate quickly, maintain
momentum and deliver against critical

business objectives.

Once onboard, Clarity’s instructional designers
worked collaboratively with the client’s

subject matter experts and sales training

team to analyze existing material, storyboard
and design the new content. The team then
developed four eLearning modules in Articulate

Storyline 360 creating more than 60 minutes of

interactive and engaging content.



The Results

Empowering and energizing our client’s salesforce

The four 15-minute eLearning modules were successfully launched during the an annual sales
kick-off meeting. The new interactive training aligned to corporate branding and messaging, while
including the authentic sales messaging the sales team appreciated in a new and dynamic format.

Clarity’s responsiveness and consultative approach proved valuable throughout the engagement.

When a key stakeholder questioned the effectiveness of eLearning, a Clarity consultant developed
a working eLearning simulation within 48 hours, providing a tangible demonstration of the learner
experience and helping secure stakeholder buy-in.

Throughout the project, Clarity consistently adapted to evolving client needs, delivered high-quality
work on accelerated timelines and provided the specialized expertise to keep the initiative on track.
The result was a trusted partnership that enabled the client to move forward with confidence and
maintain their industry leading sales training standards.

Clarity responded quickly to client needs, delivered on
expectations and delivered the specialized professionals
that were needed for the job.

Learn how Clarity can create future-ready employees through expertly-designed and

delivered L&D solutions. Visit our website clarityconsultants.com or call 800.330.6558.




