
What Makes Sales Training 
Inevitable in 2025

Evolving Customer 
Expectations

(Salesforce)
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Don't Just Compete. Outperform.
Invest in Sales Training for 2025

Connect with Us

   

Today’s buyers are informed and tech-savvy 
and expect personalized experiences.

Sales training ensures sales reps adapt to 
these shifting expectations and deliver value. 

78% of customers expect sales reps 
to understand their unique needs. 

Virtual selling requires new skills: 
video communication, digital 
rapport-building, and more. 

Remote and Hybrid Selling 

(Gartner)

   

Training prepares sales teams for success 
in this evolving landscape. 

Chief Sales Officers (CSOs) expect that 
60% of the sales force to operate virtually.

   
Technology is reshaping how sales teams 
engage with customers and close deals. 

Rise of Technology 

(Gartner)

Training equips sales reps to use tech effectively 
and stay competitive in a digital world. 

Leveraging top sales technologies boosts 
buyer engagement.
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Stricter regulations and ethical expectations 
are shaping sales practices. 

Regulatory and 
Ethical Demands 

(ResearchGate)

   

Training ensures sales reps understand 
legal and ethical standards, reducing risk 
and building trust. 

Ethical behavior builds consumer trust, 
strengthens brand loyalty, and drives 
long-term success.

Buyers expect sales reps to provide 
data-backed solutions and insights. 

Demand for 
Data-Driven Selling 

(McKinsey)

   

Training teaches sales reps to interpret 
and leverage data for better decision-making  
and results. 

Data-driven organizations are 23 times more  
likely to acquire customers.

https://www.infoprolearning.com/sales-enablement-training/
https://www.salesforce.com/resources/research-reports/state-of-sales/
https://www.gartner.com/en/newsroom/press-releases/2023-05-16-gartner-identifies-top-sales-technologies-to-boost-buyer-engagement
https://www.gartner.com/en/sales/insights/virtual-selling#:~:text=While%20initially%20perceived%20as%20a,force%20will%20remain%20operating%20virtual.
https://www.mckinsey.com/~/media/McKinsey/Business%20Functions/Marketing%20and%20Sales/Our%20Insights/Five%20facts%20How%20customer%20analytics%20boosts%20corporate%20performance/Datamatics.pdf
https://www.researchgate.net/publication/385363150_ANALYZING_THE_ROLE_OF_ETHICAL_BUSINESS_PRACTICES_IN_BUILDING_CONSUMER_TRUST_AND_LONG-TERM_BRAND_LOYALTY_LEVERAGING_CORPORATE_ETHICS_AS_A_COMPETITIVE_ADVANTAGE
https://twitter.com/InfoProLearning
https://www.linkedin.com/company/infopro-learning/
https://open.spotify.com/show/5APJm5olhygniNE2o90j30
https://www.instagram.com/infoprolearning/
https://www.youtube.com/channel/UC37FjK30ykEJ1Uv95Lg76JA/



