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DEMOCAST:

Developing Virtual Selling
Skills Through 3D Immersive
Simulations & Gamification
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TODAY’S SPEAKER
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UPtick

Selling Intelligence Platform

Assessments Knowledge Game Roleplays
I

Cognitive Selling Business Selling
Ability Behaviors Knowledge Judgment
Problem solving, Key behaviors Knowledge of the Ability to sell Critical thinking skills
verbal and math specifically predicting company, its solutions, based on possessing in sales situations

reasoning skills sales success and marketscape sales skills

Data Collection, Development, Analytics
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Engagement

Relevance

Deep Scoring

Offer solution ideas  Investigate cost of pain

Individual Rep Skills Scores

Offer a demo

Data Collection

Feedback

Reporting

!

Rep

Dashboard
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Coaching
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Insights

Play | Progress ‘ Resources DAVIE INGRAM .

Play | Progress | Resources DAVIE INGRAM . L PrOVideS Sales I—eaders
Play ‘ Progress | Resources DAVIE INGRAM . deep understandlng Of
their entire team

< Dashboard Selling Intelligence Metrics for Diana Yefremova o

Selling

sl:lt:'l:;gence"‘score Achieverent Diive | 79 L Leverage Streng’[hs and
Competency™ score properly address
]Farmer e This individual is competitive. Weaknesses to Improve

Hunter Expected Behaviors
Self Starter e He/she is driven to be the best at whatever he/she does.

| cognitive Ability e Is constantly trying to surpass set goals.

o s likely to create competitive situations with coworkers. Sal eS pe rfO rm aﬂ Ce

Sales Behaviors
I [ | e - intive insi
N | score ol e Gives prescriptive insights

¢ To maintain the salesperson's drive and motivation, reward their winning attitude.
Knowledge Game . . i ;
Work with the individual to develop challenging goals and reward goal accomplishment.

While this characteristic is important for business success, care must be taken to make sure the individual's high level of Into the Sel | I ng D NA Of a

competitiveness does not affect team performance or relationships.
This individual's competitive energy needs to be focused on being the best he/she can be within the overall business Sal espe rSO N
plans and strategies.

=3 e Invest in the individual and
team with confidence

See Sales View
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Invest

s ¢ Integrated feedback &

UPtick Play | Progress | Resources DAVIE INGRAM . CoaChing a.t appropriate
Create a Syllabus I View Syllabus Progress | View User Progress times in the Sales
¢ Back . .
NewHiresSpring2019 simulations creates a
Failing Score: 60, Better Than Average Score; 80 Ieamlng cadence that
slEnimen earch Users... ' .
angamrﬁjlﬁrstlmpression s - prOVIdeS feed baCk at JUSt
User Conversations 1 ::::l the right time_
Birikti Omar Ead |76 [ 79 [8 [88 [80 8 [ [ 67 [0 [N " [ 8 [ 0 [ 75 | .
[ ]
Marcel Parent B o 84 [ 71 [ 836 [e8[8 [8a] s [B[8]6 |3 ][7 | Automa’ucally prompts
Robert Warner EEAEN EB DPDEEEREERErErE | reps to retumn & self
Ling Liao B« s [B]n|n[@[8B]n]|[nB]e [e [7]6]7n] develop
Stephanie Pfeffer B« n[s[oJo]n[u]ew][s][2]e]s]n )] e Clear maoning of sellin
Annabelle Torrance E] wi 75 | 72 | 72 - 94 | 78 pp g g
Seraphim Seleznyov E] wi 8 | 88 | 9N | 87 | 92 | 84 | 89 | 85 | 85 | 8 | 82 | 81 I 86 I Strengths & Weakness
feeds into a customized

learning path for growth
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Live Demo




Measurable
Results




Most Replayed
Presenting to a Retail Group
Negotiating for Performance in Annual Planning
Leveraging Shopper Insights for Results

Least Replayed
Leverging Your Retail Presence and Expertise
Leveraging Your Cross-Functional Expertise
Negotiating for Performance in Role Reversal
Become a Trusted Advisor
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Average First
56
26
19
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Average Best
71
73
73

Improvement
27%
181%
284%
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Adoption and Use

:‘j@: Sciolytix

Average Time Spent on
Roleplays

Average Number of
Repeat Roleplays /
Person

Greatest Number of
Returns to Roleplays

= PURINA

L]

Presenting to a
Retail Group

Annual Planning

Leveraging Shopper
Insights for Results

Negotiating for Performance in }

0006
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Adoption and Use =« PURINA|

Return to Improve 90
(with score <80) %

(overall)

Played Multiple Times J

Safe Way to Learn

Improves Ability to Sell J
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Summary

Change behavior through engagement and repetition
Sims can be applied broadly

Shorten time to ramp, sales cycles

Increase revenue

Individualized learning

Enhance sales kick-offs
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Thank you! :
Nick Rini

nick.rini@sciolytix.com
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