Infopro
Learning

The Skills That Set
Top-Performing Sales

Teams Apart in 2026

Buyer expectations have shifted. Deal complexity has grown. Al has
entered the selling floor. The organizations winning in 2026 are the
ones building the right sales skills, deliberately.

Sales training investment jumped 178% in a single year. Yet most
programs still aren't delivering real behavior change. The gap
between high-performing and average sales
teams isn't talent. It's how consistently skills are being built.

Over 72% of global enterprises run formal sales training programs,
yet only 55% of sales leaders say those programs deliver more than
limited results.

Sources: Research Reports World, 2026 | The Sales Collective, 2025

4 Skills Priorities Shaping

High-Performing Sales Teams in 2026

+,

Al-Powered Coaching for Every
Rep, Not Just the Top Ones

Al now analyzes real sales conversations,
flags skill gaps, and delivers

personalized feedback at scale, giving
every rep the development that was once
reserved for the few.

Al coaching adoption has grown 40%
among enterprises, with a 25% lift in sales
performance reported by organizations
using it.

Sources: 360 Research Reports, 2026 | Deloitte, 2025

Learning in the Flow of Work

The best sales training does not pull reps
away from their pipeline. It meets them
inside it, surfacing the right coaching
nudge, competitive insight, or product
update exactly when needed.

Reps forget 50% of new information within

one hour. 77% say information overload is
already hurting their performance.

Sources: Retorio / Ebbinghaus Forgetting Curve
Research, 2026

By the Numbers

Simulation Over Slides

Reps learn by doing, not watching.
Scenario-based practice with real
objections, real buyer personas, and real
pressure builds skills before they are
needed in a live deal.

42% of B2B sales teams now use
simulation-based training, cutting new hire
ramp-up time by 30% on average.

Sources: Research Reports World, 2026

Human Skills: The Advantage
Al Cannot Replicate

Empathy, active listening, and consultative
selling are now the

true sales differentiators. Top teams in
2026 are not choosing between Al and
human capability. They are building both.

74% of sales leaders now prioritize
upskilling at the intersection of human
capability and Al fluency.

Sources: Gartner, 2025
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What Should You Prioritize in 20267?

Move from one-time
training events to
always-on learning.

Build Al-supported
coaching into your
enablement strategy.

Measure behavior
change, not just course
completions.

The organizations that invest in their sales capabilities today will lead

their markets tomorrow.

Ready to build a future-ready sales
team? Connect with us.
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