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High-performing SaaS organizations use their LMS to enable learning in 
rhythm with the buyer journey and the sales cycle.

Modern sales enablement aligns training to:

Foundation
Build credibility from the first conversation

The LMS delivers structured onboarding and foundational learning. 
Sales teams use the LMS to:

• Speak the customer’s business language
• Understand SaaS workflows
• Position solutions with confidence

Value Mapping
Move beyond features to outcomes

The LMS enables just-in-time learning that helps reps connect 
solutions to measurable business value. They learn to:

•Translate features into outcomes
•Frame ROI in buyer-relevant terms
•Align value to stakeholder priorities

Expansion
Turn customers into long-term partners

The LMS extends learning beyond the sale, enabling account growth 
and long-term value creation. Teams learn to:

• Drive post-sale value
• Spot expansion opportunities
• Grow accounts strategically

Discovery
Sell with insight, not assumptions

The LMS reinforces consultative selling skills through scenario-based 
learning and guided practice. Reps learn to

• Ask consultative questions
• Identify real business pain
• Listen beyond the demo

Objection Handling
Build confidence at critical moments

The LMS prepares reps for real objections through simulations, 
playbooks, and reinforcement. Sales team learn to:

• Address pricing, security, and risk
• Respond with clarity and empathy
• Reduce late-stage friction

See how Tenneo LMS powers 
scalable, high-impact sales 
enablement.

Powered by Tenneo LMS
Stage-by-stage sales enablement—built to scale

Tenneo LMS helps you:

Deliver role-based, 
journey-aligned 
training

Reinforce skills 
continuously

Track readiness, 
engagement, and 
impact

The Business Impact

Sales becomes a trust engine.

Faster ramp-up
Higher win rates
Stronger retention
Predictable growth

The Shift L&D Leaders Are Making

Buyer decision 
stages 

Everyday moments 
of selling

Real-world 
deal scenarios


