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The line between “relationship seller” and “technical expert” is blurring fast. Buyers expect technical competence at every touchpoint, but SEs remain your
scarcest resource.

The most successful sales organizations bridge this gap by equipping AEs with just enough technical expertise to drive deals forward independently,
while allowing SEs to focus on complex challenges.

This guide provides the playbook for developing a sales team that combines relationship skills with the right level of technical confidence to accelerate
deals and improve the customer experience.

Why Scaling SE Knowledge Matters

When AEs can confidently handle technical conversations, deals move faster, customers receive consistent information, and valuable SE resources can be
deployed where they create the most impact.

“There are things that can be scaled to sales teams that decrease friction in the sales cycle and result in big and faster wins. If sellers are well trained,
they can run their part of the sales cycle, allowing the SEs to focus on just their jobs — not having to overfunction for a poorly enabled seller.”

(4  Shannon Trainor Stark
' Managing Director, Solutions Consulting, Google Marketing Platform

The Evolving AE Role
The traditional boundary between AE and SE responsibilities continues to blur. Today’s AEs regularly:

Conduct initial technical discovery calls without SE support

Deliver standard product demonstrations

Answer fundamental technical questions throughout the sales cycle
Navigate integration and implementation discussions

This evolution is driven by several factors: customer expectations for technical competence at every touchpoint, the need for greater sales efficiency, and
the reality that SEs remain a limited resource that must be deployed strategically.
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Impact on the Sales Organization
Organizations that successfully scale SE knowledge across their sales teams see measurable benefits:

* Reduced friction in the sales cycle: Technically confident AEs can address questions immediately rather than scheduling follow-up calls with SEs
Increased seller autonomy: AEs can independently progres deals through more stages of the sales cycle

Improved customer experience: Buyers receive accurate technical information earlier and more consistently

Better SE utilization: SEs can focus on complex opportunities and strategic initiatives rather than basic support

Enhanced team collaboration: Shared knowledge creates a common language between sales and technical teams

Challenges in Scaling SE Knowledge

The modern tech ecosystem presents an overwhelming amount of information for sellers to master:

o Product functionality across multiple use cases
 Industry-specific workflows and requirements

« Integration capabilities with various technologies
o Security and compliance considerations

o Competitive differentiation at a technical level

This complexity makes it difficult for SEs to package their knowledge in digestible formats for AEs who lack deep technical backgrounds.

“SEs need to understand how everything works together while also understanding the nuances of our own products and the onslaught of privacy and
data regulations. It is difficult to scale our knowledge because of the volume and the complexity.”

% Shannon Trainor Stark
Managing Director, Solutions Consulting, Google Marketing Platform

Organizations often struggle to define:

Question Challenge

Topic Ownership Which technical areas should AEs own vs. where SEs should lead?
Knowledge Depth How deep should AE technical knowledge go on specific subjects?
Engagement Triggers When exactly should SEs be brought into customer conversations?
Proficiency Standards What constitutes “good enough” technical understanding for AEs?
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Traditional approaches to technical enablement often fail because:

One-time training sessions don't create lasting knowledge

Static documentation quickly becomes outdated

Complex technical concepts don't translate well to written formats
Sellers prioritize learning that directly impacts immediate deals
Technical information without context feels abstract and unmemorable

Effective Strategies for Transferring SE Knowledge to Sales Teams

Success in scaling technical expertise requires more than traditional documentation or one-off training sessions. Effective organizations use multiple
reinforcement methods like the following.

Leverage Case Studies & Use Cases
Frame technical knowledge around customer problems rather than product features:

o Create industry-specific use case guides that connect technical capabilities to business outcomes
o Document customer stories that highlight technical implementation details and resulting value
o Develop question frameworks that help sellers uncover technical requirements through business-focused discovery

Example: Instead of training on “API integration capabilities,” frame the conversation around “how our platform connects with your existing tech stack to
eliminate manual data entry.”

“We rely heavily on case studies for upskilling sellers. Breaking down a technical concept by first connecting it to a customer problem allows sellers to
more quickly understand the ‘what’ and the ‘how.”

Shannon Trainor Stark
Managing Director, Solutions Consulting, Google Marketing Platform
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Adopt the 7-7-1 Rule

For critical technical knowledge to stick,communicate it seven times in seven way to reinforce learning.

Approach Description

Formal training Interactive sessions focused on hands-on practice
Peer coaching Experienced AEs mentor newer team members

Video tutorials Short, focused demonstrations of key concepts
Messaging updates Regular Slack/Teams highlights of technical wins
Quick references Cheat sheets and guides for immediate deal support
Role-playing Simulated scenarios with customer technical questions
Gamification Knowledge-testing activities that make learning fun

“You have to say something seven times seven different ways for it to be internalized once. That means when you’re educating a seller on something,
you need to present it to them in an email, a training, a recording, peer coaching, etc. Make your message fun, inviting, and in their language. Connect
it to why they care and how they can make more money with this knowledge.”

% Shannon Trainor Stark
Managing Director, Solutions Consulting, Google Marketing Platform

Use Engaging Formats
Avoid dense technical documentation in favor of formats that drive retention:

» Metaphors and analogies that connect complex concepts to familiar ideas
Visual learning aids including diagrams, flowcharts, and infographics
Interactive workshops where sellers practice explaining technical concepts
Scenario-based learning that simulates real customer situations

Peer demonstrations where sellers teach one another with SE guidance
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“What works worst? Giving sellers a 30-page PDF of technical information and expecting them to turn that into a compelling sales story for their
customers.”

Shannon Trainor Stark
Managing Director, Solutions Consulting, Google Marketing Platform

Create Scalable Knowledge Hubs
Implement systems that make SE knowledge accessible on-demand, like:

+ GenAl-powered tools to answer common technical questions

Searchable video libraries with bite-sized technical explanations

Internal wiki systems with regularly updated technical content

Deal support channels where SEs can provide quick guidance to multiple AEs
Tagged conversation libraries that categorize previous technical discussions

Balancing Depth with Simplicity
Remember that not all technical knowledge needs to be transferred to AEs. Prioritize based on:

» Frequency: Topics that arise in the majority of sales cycles

* Revenue impact: Technical areas that directly influence buying decisions

o Complexity: Concepts that are straightforward enough to explain without deep expertise
« Differentiation: Technical capabilities that set your solution apart from competitors

“Some of this comes down to prioritization or opportunity. Where are our biggest opportunities and how does it intersect with the need for
specialized knowledge or client risk? Another consideration: What is the current make-up of the SE team, and what specialized knowledge exists
within the team? If we have a core group of SEs that can help focus ons calling up sellers, we can tackle this challenge. On the other hand, if we have
one or two experts that are already stretched, we need to find another way around the mountain.”

(4  Shannon Trainor Stark
Managing Director, Solutions Consulting, Google Marketing Platform
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Implement Tiered Learning Tracks

Create progressive knowledge paths that meet sellers at different levels:

101 (Fundamentals)
Core concepts every AE must understand

e Basic product architecture
e Essential use cases

e Common objection handling

201 (Intermediate)
Deeper knowledge for AEs in specific verticals

e Industry-specific workflows
e Vertical compliance requirements

e Competitive technical differentiation

301 (Advanced)

Specialized knowledge for AEs who handle complex technical sales

e API capabilities
e Advanced integrations

e Custom implementation options

Allow sellers to self-select into advanced tracks based on their interests and customer needs.
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Focus on “Why” Before “How”

Help sellers understand the business value before diving into technical details.

0 Begin with the customer problem and desired outcome
e Explain why a particular technical approach matters to customers
e Only then introduce how the technology works

o Provide just enough detail for sellers to have credible conversations

“Don’t jump too quickly into ‘how’ a solution works without anchoring on ‘why’ it is valuable — if the sales team doesn’t walk away knowing why a
feature will benefit their customers, they won'’t be able to sell it effectively.”

Shannon Trainor Stark
Managing Director, Solutions Consulting, Google Marketing Platform

Measuring Success & Continuous Improvement

Transferring knowledge isn't a one-time event — its an ongoing process. Consistent measurement helps you identify which approaches drive the greatest
impact and evolve your strategy to meet changing demands.

Quantitative Metrics

Effort Indicators: Impact Indicators:

o Hours spent on SE knowledge transfer activities Deal velocity

o Number of enablement assets created o SE involvement ratio

« Training completion rates by knowledge tier o Technical qualification efficiency
Question deflection rate

o Time to technical competence

Use CRM data to understand how certain deal types move through the sales cycle.
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Qualitative Feedback

Implement feedback loops with both prospects and internal teams:

From SEs From Sales Leaders From Customers
 Where are AEs demonstrating + What technical topics create friction? e Do they perceive sellers as technically
confidence? o Are AEs raising technical topics earlier? credible?
o Which concepts need reinforcement? o Has deal velocity improved? * Is the sales process more efficient?
 What new enabling content is needed? e Has technical credibility improved?

Example: Conduct quarterly surveys asking SEs to rate AE technical confidence across key topic areas, identifying trends and gaps.

lteration & Refinement

Establish regular knowledge-sharing rituals like weekly technical tips in sales meetings, monthly deep-dive sessions on specific technical topics, or
quarterly refreshers aligned with product updates.

Try some of these implementation tips:

o Create just-in-time enablement aligned with product releases
* Implement continuous content improvement based on usage data
o Celebrate technical win stories from AEs handling discussions independently

Developing a Technical Sales Team

Building hybrid sellers who combine relationship skills with technical expertise is a competitive necessity in today’s complex sales environment. Effectively
scaling AEs’ knowledge enables SEs to focus on complex technical challenges, increases deal velocity, and improves the customer buying experience.

The goal isn't to turn your sellers into SEs. You just need to teach them enough technical information to facilitate confident and productive customer
conversations. Start small, measure often, and iterate. The result will be a sales organization equipped to thrive.

“The best sellers of tomorrow will be more technically apt than the best sellers of yesterday.”

(4  Shannon Trainor Stark
V Managing Director, Solutions Consulting, Google Marketing Platform
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Stop Selling Promises. Start Proving Value.

Deliver demos that build trust, close deals, and drive results.
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https://www.testbox.com/demo

