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WHITE PAPER 

Why is Bite-Sized 
        the Right Size?
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Annually businesses in the U.S. spend in 
excess of $160 billion on training, yet  
less than 15% of trainees are able to 
apply what they’ve “learned” during this 
process. In addition, it is estimated that 
a one–hour training event requires nearly 
one hundred hours of preparation and  
research to develop. These costs increase 
exponentially when you factor in an  
inability to close the deal at the point- 
of-sale. This is not a profitable return- 
on-investment for your company. 

Why Does Training Fail?

• Ineffective talent selection process

• Poor content

• Poor facilitation

• Lack of participant reinforcement

• Lack of executive reinforcement

• Lack of continuous self-development process  
 & resources, treated as an “event” 

• Lack of skill information at the time of need  
 (point-of-sale)

• Lack of tracking results, dashboard metrics,  
 revenue metrics

• Lack of understanding the difference between 
  “knowing”and “doing”

Training efforts have to be elevated to compete with 
shrinking attention spans and constant in-field challenges 
facing sales teams. While traditional training methods 
are still useful, training managers must embrace new 
technology to counteract these situations. Technology is 
all around us, so make it work for your team to refresh and 
reinforce their skills daily or weekly. 

Through the course of their customer interaction, Matrix 
Achievement executives identified a growing frustration 
with the lack of engagement and follow-up post-training 
“events.” Corporations were spending copious amounts of 
money hosting training seminars, but without appropriate 
follow-up and refresh, that budget was being wasted.  
Matrix commissioned behavioral scientists to study the core 
competencies of professional selling and developed tools to 
address these needs. 

Why is Bite-Sized the Right Size?
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The solution to this training quandary is closer than you 
might think. In fact, it could be in your pocket right now. Easy 
access to smartphones, tablets, and computers, coupled with 
microlearning techniques, can make all the difference for  
your training your team and help your company achieve  
their sales goals. 

PROBLEM OUTLINED:
• Are you frustrated with the lack of training skill and  
 memory retention shown by your team? 

• Are you searching for a cost effective and efficient 
 program to help sharpen those techniques? 

• Are you convinced that large-scale training “events”  
 are impractical and ineffective against the daily grind 
 your sales team faces? 

• Are you wondering why the traditional training  
 methods are no longer working?

The answer is a scientific link between increased reliance on 
technology and shrinking attention spans.  According to a 
recent study conducted by Microsoft, the human attention 
span has shortened from 12 seconds to 8 seconds, reducing 
our ability to focus to less than that of a goldfish. If you 
think this doesn’t apply to your sales force consider this: 
with nearly two-thirds of Americans owning smartphones, 

these findings were true across all age groups and genders. 
ZenithOptimedia shared the results of a recent study on 
media consumption that showed the average person 
spends more than 490 minutes, which is more than eight 
hours, a day with some type of media.  The upside to the 
increase in digital technology is a significant improvement 
of the ability to multitask.

How can your company utilize this new understanding 
of the shift in cognitive development? An integrated 
approach that combines microlearning with technology. By 
definition, mircolearning is a way of teaching and delivering 
content to learners in small, very specific bursts.  Put into 
everyday context, it’s the concept of how Internet users 
turn to YouTube to learn specific skills for do-it-yourself 
projects. If you need to replace the grout in your tile or 
install a ceiling fan, you don’t have to rely on a handyman 
to do that, you can learn to manage those tasks yourself by 
watching brief instructional videos. 

Why Does This Approach Work?
• It forces companies to reevaluate their outdated 
 training manuals and strip them down to the key  
 core elements that are fundamental for their staff  
 to understand.  
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• It appeals to all types of learning styles with an 
 integrated visual and interactive options, rather than 
 the traditional listening to a speaker and reading to 
 comprehend the lesson approach. 

• Brief, but highly focused, sessions decrease the chances 
 of burnout, information overload, and boredom. 

• It is exceptionally flexible and doesn’t require excess 
 scheduling or travel. Participants can complete 
 training around their own schedules, without 
 interrupting work flow. 

• It is customizable to yield the best results for the 
 trainee and the trainer. 

• It is easily updated and therefore the perfect vehicle 
 for delivering the most up-to-date instruction. 

• It’s easily trackable and measurable, which was 
 definitively missing in more traditional training plans.  

Yes, you could tell if someone 
attended the session, but 
did they comprehend the 
intended instruction?

Solutions
We know that delivering 
bite-sized information is 
the right way to train our 
staff, but how do you deliver 
this knowledge? Matrix 
Achievement has invested 
in the research and creation 

of customizable sales tools that pairs the snackable training 
approach with the mobile revolution. 

MX Sales Coach 
Sales Managers know the importance of ongoing skill 
building for their teams but are faced with the constant 
challenge of determining who needs what and when. This 
is often followed by a lack of access to relevant training 
resources and certainly not enough time in the day to create 
them from scratch. Recognizing this challenge, Matrix 
created MX Sales Coach as a turn-key, mobile solution to 
meet these needs. Behavioral scientist, commissioned 
by Matrix studied the process of professional selling and 
identified 20 core competencies needed for successful 
sales efforts. The next step was to build an assessment that 
accurately measured individual strengths and weaknesses 
and deliver a tailored development plan based upon those 
results. The tool needed to provide managers the training 
content to get the right information to the right person at the 
right time and increases training outcomes by focusing on 
the individual’s needs. 

The result of this comprehensive research and development 
is the leading edge web-based technology platform that auto 
generates assessment driven competency based development 
plans for the individual and/or team, followed by tailored 
selling insights from a library of 96 microlearning modules 
to reinforce the training. Training is reinforced across the 
team through Skill Lab activities – the content for which is all 
provided through the platform. The process timeline includes:
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• Individual completes web-based assessment

• A personalized development plan is created  
 automatically, based on the assessment

• A plan is created from 96 microlearning modules 
 focused on teaching key selling competencies

• This progress can be easily and efficiently monitored 
 by a manager, as the platform provides all the tools 
 necessary for individual and team development

MX Mobile Video Coaching 
A virtual coaching and training mobile app that minimizes 
failure due to unforeseen sales challenges through 
the creation of muscle memory and repetitive practice. This 
tool was developed to provide sales training managers a 
fresh approach towards resolving the problems of retention, 
behavioral change, and transfer. It can be used to share 
best sales tactics, management development, competency 
assessment, and capturing feedback at the tactical level. 

Proof
You don’t have to take our word for it. Matrix Achievement 
has earned more than 90% client retention rate over 14 
years. Biomedical engineering company, Medtronic, put this 
concept to the test this summer at their Cardiac and Vascular 
Group Meeting for sales team members. They set out to 
compare the benefits of mobile learning role play with the 
traditional role play exercise used in the past. Their findings 
support the inclusion of mobile technology in the training 
process for accelerating sales force effectiveness. 

• Mobile video shows greatest effectiveness  
 for mobile learning

• Short video is 10 times more effective for  
 leaning absorption

• Mobile devices enable teams to capture,  
 consumer and socialize the best ideas  
 in the field

• Sales skill development requires continuous 
 practice and timely coaching

• Role play continues to be viewed as the  
 most effective method for practice, but 
 challenges abound with traditional role play.

While most participants acknowledge the benefits  

of role play, very few want to practice role playing  

techniques in front of the crowd. Mobile training provides 

immediate feedback and role playing in a comfortable  

setting, and engages on a one-on-one level. 

From this exercise they identified the following requests  

from their participants of “What Learners Want” that were 

satisfied by the new technology: 

• On demand – when they need it and can access it

• Snack-Bites

• Peer-to-Peer best practices

• Video – best way to learn quickly

• They want to be engaged

1. Employee has a 
need for training, 

access best practice, 
or get feedback.

2. User connects 
independently and at 

their convenience.

3. User 
watches 

appropriate 
video.

4. User has an option to  
record the role play in the 
privacy of their location,  

     office or car.

5. User 
watches 

their own 
play.

           6. User submits 
         and manager 
       provides  
    coaching,  
  shares, or  
approves.

Value of steps 1 & 2: A week or two after 
a talent development event, user wants 
to be refreshed on content. Adult learners 
value learning when it helps them with their 
immediate duty or task. The platform enables 
just-in-time performance..

Value of steps 3 & 4: Users can select 
employees within their own network to learn 
from, or have the option to learn from top 
performers. They can reflect and assimilate 
the messaging to fit their own personality so 
messaging is authentic.

Value of steps 5 & 6: Users are now practicing. 
Retention is bolstered, attainment of behavioral 
change is rehearsed, and ability to transfer 
increased. Watching themselves offers enhanced 
levels of self-awareness towards skill mastery.

Added Value of steps 5 & 6: Under stress, new 
learning is lost. This is why in the military, law 
enforcement, and in athletics, professionals 
constantly practice. In the adult brain new  
neuro pathways are formed only with repetition. 
This is how new growth, and new connections 
are made.
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Why Matrix Achievement?
With 14 years of high-level corporate training 
experience, Matrix Achievement Group is a 
boutique, global sales force effectiveness and 
performance improvement consulting firm. 
Our mission is to assist companies in creating a 
sustainable competitive advantage.  

• Data Indicates Rapid Growth in Mobile Learning

• Mobile devices about to outnumber humans

• Average sales rep utilizes 2.6 mobile devices

• Bring Your Own Device (BYOD)

• Over 50% of mobile traffic is video streaming

What is the Mobile Learning Opportunity?

Retention rates for training content are higher when learners can 
see and hear the information.

How is Video Content Impacting Training
Best-in-Class Remote Sellers Take Better Advantage of Video Content and Training

46% 46%

28%

44%
40%

33%

Pe
rc

en
ta

ge
 o

f R
es

po
nd

en
ts

50% -

45% -

40% -

35% -

30% -

25% -

20% -

Best-in-Class Industry Average Laggard

Mobile access to sales 
training content

Video tools for sales and 
marketing

How Does Mobile Sales Training = Better Results
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Matrix leverages an innovative, 
comprehensive world-class portfolio of 
solutions based upon human behavior 
research in order to inspire and accelerate 
talent development. The Matrix network has 
trained thousands of sales people and sales 
managers at Fortune 500, Fortune 1000, and 
start-up companies. 

Our expertise includes sales force diagnostics, 
hiring instruments, live training, coaching, 
and a growing list of training technology 
incorporating the gadgets used by your sales 
team in their everyday lives. 

Call to Action:
Take the pressure off of your sales team and 
their managers. Arm them with tools that will 
help create muscle memory, create an efficient 
and cost effective avenue for refreshing their 
training without taking them in off their 
assignment. Reach them in the field, at the 
point of sale. Learn more about elevating your 
training methods with innovative technology. 
For a free consultation or demo, please call 
or email Stephannie Bailey, Sr. Vice President, 
sbailey@matrixachievement.com, 317.979.7469.




