= Performitiv Case Study

How One Fortune 1000 Financial Services Leader Boosted
Sales Team Performance by 30% Using Performitiv

Challenge

A large global Fortune 1000 financial services organization
developed a new training program for its global sales force
to help drive sales and improve the quality of customer
experience. Given the strategic nature of the program, the
company needed to be able to ensure program impact to
these key outcomes. Detailed analysis was needed to
ensure that the impact was optimized.
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Results
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With improved processes and increased leadership engagement,
they were able to dramatically optimize the impact of this program Increased Sales
on sales results and increased customer experience. Those agents Team Performance
who engaged in the training pre-work suggested by the Performitiv
insights performed 30% better than their peers who only 30%
participated in the training.
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