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Every organization recognizes that there is a huge 
difference between their best salespeople and the 
rest of the team. This is about more than a sales 
gap—it’s a performance gap.

What’s the difference? A sales gap is purely about 
the numbers. A performance gap acknowledges 
the differing behaviors, skills, and actions of the 
very best sales reps and the rest of the pack. 

Closing sales performance gaps is a huge 
challenge for many organizations. The same is 
true for finding, engaging, and retaining the most 
talented salespeople. So what if you turn your 
learning tracks and coaching into something that 
is fun, exciting, and entertaining and that actually 
fixes sales performance issues?

Enter gamification.
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A Working Definition 
  
Gamification has grown significantly both in interest and usage in 
recent years—though it’s often misunderstood or seen as little more 
than a buzzword. 

So, what is gamification? According to the Oxford Online Dictionary: 

“Gamification is the application of typical elements of game playing 
(e.g., point scoring, competition with others, and rules of play) to other 
areas of activity… [in order] to encourage engagement.” 

Put simply, gamification uses gaming principles in a non-game 
context. For instance, participants can engage in activities to 
gather points and earn badges. Gamification taps into our inherent 
competitive spirit and desire to win. The result is an increase in 
attentiveness and engagement, resulting in a higher level of learning 
and behavior change.
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Gamification in Real Life
If you’re a Starbucks drinker and collect “stars” toward a free meal or drink,  
you’re participating in a game designed to get you to consume more Starbucks.  
These reward programs work and are pervasive within the retail industry. 

Duolingo is another popular example of gamification in action. Every time you take five 
minutes out of your day to complete your Spanish lesson, you are engaging in gamification, 
where you work to win points, climb your weekly leaderboard, and earn rewards in the form of 
in-app currency.

The millions of smartwatch wearers worldwide will be very familiar with gamification in action. 
The activity tracker reminds you to keep moving to hit your daily step count, and it tells you 
when your friends have completed a run or a cycle, motivating you to keep up with your peers 
and maintain your own activity goals.

Why Does Gamification Work?
Gamification is a powerful tool because of how the human brain works. It stimulates the 
brain, causing the release of dopamine (the hormone that generates good feelings when 
we complete specific actions) and endorphins (a natural chemical that reduces stress and 
anxiety). Achieving goals, receiving badges or points, and moving up a leaderboard triggers 
the release of these chemicals, compelling participants to return to engage with the content.

Gamification is effective because it creates a story around a topic. And stories help create 
an emotional connection with the content. When you present content as a story, it’s easier 
to recall. Think about the countless fables and parables that you know. It’s much easier to 
visualize and internalize the story of the tortoise and the hare than an abstract concept from a 
textbook. Gamification goes one step further by inviting the player to actively participate in the 
story, making it an even more memorable, immersive learning experience.

CHAPTER 1 | What is Gamification?



50% IMPROVEMENT IN EMPLOYEE PRODUCTIVITY50% IMPROVEMENT IN EMPLOYEE PRODUCTIVITY

There are dozens of statistics to back this up in the professional world. Here are just a few:

60% INCREASE IN EMPLOYEE ENGAGEMENT60% INCREASE IN EMPLOYEE ENGAGEMENT

83% OF EMPLOYEES WITH HIGHER MOTIVATION83% OF EMPLOYEES WITH HIGHER MOTIVATION

14% HIGHER SCORES IN SKILL-BASED ASSESSMENTS14% HIGHER SCORES IN SKILL-BASED ASSESSMENTS

CHAPTER 1 |  What is Gamification?

Source: (https://review42.com/resources/gamification-statistics/) 

COMPANIES WITH EFFECTIVE GAMIFICTION HAVE EXPERIENCED:COMPANIES WITH EFFECTIVE GAMIFICTION HAVE EXPERIENCED:
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Busting the Myths Around Gamification
Gamification doesn’t always have the best reputation—though this isn’t necessarily fair. Some of the common myths around gamification, and the reality, include: 

 � Gamification is a distraction. If you reach your organizational goals, does it really matter how you get there? A formal training workshop may be more 
recognizable as a way to develop skills, but if gamification imparts the right skills and knowledge to the right audience, it’s a powerful tool—not just a distraction. 

 � Gamification isn’t for adults. There are more than 3.24 billion gamers (that is, people who play any video games) worldwide, a significant proportion of which 
are adults. Gamification is a fantastic tool for engaging adults and tapping into their intrinsic motivational drivers.

 � “Gamification” is just a fancy word for games. Not true! Just look at the examples above. Do you feel like you’re playing a game when you’re collecting stars 
for your morning macchiato? Or when your smartwatch vibrates to remind you to go for a walk?

 � Gamification is just a fad. Duolingo was founded in 2011 and now has over 500 million users worldwide. When it’s done right, gamification is one of the most 
powerful tools in your arsenal for engaging your audience and keeping them inspired.

 � Gamification is a quick fix for low engagement. When it comes to changing behaviors and significantly transforming the skills and capabilities of a team, there 
is no quick fix. However, gamification can take place in short, sharp bursts—just five minutes a day can be enough to embed new habits and behaviors into 
someone’s daily activities. 

CHAPTER 1 | What is Gamification?



The start of a new year means fresh goals for your sales 
team and a renewed sense of purpose. “Tabula rasa,” 
it is called, or a blank slate. There is so much potential 
in front of your sales team with a new budget, new 
training, new sales operations, new sales enablement, 
new sales tools, and a great CRM… what more could 
you need to help you on your journey to success?  
Yet, research shows that likelihood of hitting your sales 
target is the flip of a coin. That’s right—a 50/50 chance 
of hitting the target. More than half of all sales reps do 
not achieve their annual goals. All that time and money 
invested, and yet so little success. But why is this so 
common? How could it be that we hire capable people, 
we spend a lot of money and resources on them, and 
yet many, (if not most) don’t meet their goals?
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People Are Creatures of Habit
In the sales world, almost everything we do has a goal. Why 
should our games be any different? Whether it’s to win all the 
money, own all the properties, rescue the princess, or capture 
the king, good games have goals and many challenges to 
overcome to reach them.

The year is 1902—Albert Einstein is born on September 23. 
Who knew he would grow up to be such an amazing predictor 
of sales performance? In his later years, Albert coined a phrase: 
“Insanity is doing the same thing over and over again and 
expecting a different result.” That phrase sums up why more 
than half of sales professionals fail to meet quota.  

Humans are creatures of habit. Salespeople are stuck in a 
pattern of habits that don’t create success. Top performers do 
what they are supposed to do when they are supposed to do 
it, with whom they are supposed to do it—and therefore, create 
success. Those who are not at the top, know they should be 
and yet aren’t. Worse yet, they create excuses as to why they 
are not doing the behaviors. Time is the number one excuse 
given. They are too busy stuck in “insanity,” doing things over 
and over again, that do not produce results. They end up 
working really hard and yet do not achieve their quota.

As a sales leader, what are the habits of your top performers 
that your middle performers can’t seem to do? Take those vital 
few behaviors and create systems of accountability to ensure 
your middle performers replicate those behaviors. It sounds so 
simple and yet in reality, it is hard—so hard in fact that most of 
your salespeople aren’t doing what they’re supposed to do, or 
aren’t doing it consistently.

Sales Gaps vs. Performance Gaps

This is a tricky question, which often takes an average sales leader down the wrong path. Many 
sales leaders would say this is fundamentally a silly question. The gap is obvious—many members 
of the sales team are just not hitting their quota! That is not the gap we are trying to close. A 
salesperson’s quota attainment is a lagging measure. It is a measurement of something that 
happened in the past. It is like trying to lose weight by simply stepping on the scale. “Yep, still at 
190 lbs.” 

The gap we are trying to close isn’t a sales gap at all—it is the performance gap. These are the 
activities, behaviors, and habits that set apart your top salespeople and the rest of the pack. Your 
top sales reps are doing things consistently that your under-performing reps are not doing. What 
are those few things, how do you measure them, and how do you then hold people accountable?

Transferring Good Habits

The secret to success in closing the performance gap is discovering what your top salespeople 
are doing differently from everyone else. What is the special ingredient that helps them hit and 
exceed their quotas? How do they find and close more opportunities? How do they build more 
profitable relationships? Letting the rest of your sales team in on the habits of your top performers 
will help you increase performance across the board. Upskill your team through new behaviors and 
mannerisms not just through formal training.

In Sum

Closing the gap in activity leads to quota attainment. Lead measures are the key to quota 
attainment. What are the vital few activities, that when done consistently, lead to success? First, 
understand the lead measures and then create systems and accountability to ensure those vital 
few things are done. Sharing these good habits will ensure your sales team achieves its quota.



The past two and a half years have really challenged a lot 
of people, both as professionals and as humans. One of 
the greatest pandemics of all time. Catastrophic failures in 
the supply chain. The great resignation. The list goes on 
and on.

For many salespeople, this has created an entirely new 
reality. As one highly successful sales professional recently 
said: “I never realized how good I had it. I drove a nice 
car. Traveled a lot. Ate breakfast, lunch, and dinner at 
great restaurants—many times on my client’s tab. I had it 
all.” Then he said, “Now I live in a cage!” referring to his 
home office that he never leaves. While many people are 
embracing the new normal of remote and hybrid work with 
open arms, for extroverted, go-getting salespeople, the 
way we work today is proving difficult.
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Checking In With Your Team
How is your team doing? Not based on numbers. Numbers flow 
when the team member is doing well and is engaged. Instead, 
ask yourself: How is Melissa doing? How is Steve doing?  
How is Suzanne doing? Not their performance but their being.

Data shows that people are struggling with the current new 
reality. From parents juggling childcare while working from 
home and widespread workplace burnout to a sharp increase in 
people seeking treatment for stress, anxiety, and insomnia. 
People have found the last couple of years hard.  
And if employers don’t act now, it’s going to get a whole lot 
harder to retain and attract top talent.

Avoiding a Mass Exodus of Top Salespeople

Employee engagement is at a critical juncture. Why are people 
leaving seemingly ‘good’ jobs? Because they can. After years 
of being at the mercy of their employers, employees suddenly 
have the upper hand. Organizations are crying out for fresh 
talent and employees are calling the shots for getting what they 
want. Never has the saying “people don’t quit companies, they 
quit managers” been so true. And never has this been such a 
pressing issue for employers.

Each member of your sales team is unique. They have different 
skills and talents and abilities and attitudes. If any member of 
your team is not hitting quota, do you know why? Is it a skills 
issue? It’s possible but unlikely. Organizations understand the 
value of a well-trained sales team, and they will invest heavily in 
high-quality sales training. Most professionals in the sales world 
know what to do, so knowledge isn’t the issue—the issue is the 
application of that knowledge.

Focusing on the Right Challenges

Application of knowledge only happens when people are engaged in the systems and culture of 
the organization. They want to be a part of it, and they want to win. Do you know what is getting 
in the way of your sales team member from achieving their quota? It’s almost certainly not their 
knowledge or training—so what is it?

Instead of immediately rushing to address a sales slump with more training, consider your team 
as individuals and the challenges they may be facing in their lives outside work. Ask: Is Melissa 
caring for a sick relative? Is Steve grappling with health concerns? Is Suzanne struggling to find 
childcare for when she’s away on sales trips? 

This is where sales managers need to step up and get to know their people as human beings, not 
just employees. Nobody wants to do poorly at work. Salespeople in particular pride themselves 
on hitting their targets and making sales. If performance isn’t where it needs to be, don’t assume 
it’s because of a lack of skills or knowledge—it’s highly likely it’s a matter of engagement. Sales 
managers need the skills to identify low engagement, understand how to talk to their employees 
on a one-to-one level, and create a plan to get back on track.

Employee engagement is at a critical 
juncture. Why are people leaving seemingly 
‘good’ jobs? Because they can.

In Sum

Anyone who is not achieving their sales quota has a reason for not achieving it. Not one member 
of the team signed up to fail. Ask yourself why this is happening. Realize that it has nothing to do 
with sales, product knowledge, or skills gaps. Something is standing in the way of their success. 
Until you can help your team identify what it is and then create the systems and culture to 
remove the obstacle, they will stay stuck.

CHAPTER 3 | Understand Your Talent and the Different Needs of Your Sales Team



Sales performance gaps have a considerable 
financial impact on an organization. When reps don’t 
follow processes, are unprepared for calls, and do 
not listen well, they consistently fail to reach their 
sales goals. This causes a negative ripple effect 
throughout the organization.

Today, the salesperson’s job has become 
increasingly tricky. The global pandemic, supply 
chain issues, and skyrocketing inflation have created 
complexities that were not there before. Therefore, 
fixing performance issues is paramount. But how 
do you do that in a way that makes learning and 
behaviors stick? 

Gamification may be the answer.
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Gamification and Sales Team Development
Gamification is a powerful teaching tool that can effectively close sales 
performance gaps—here’s why:

 � Gamification increases motivation and engagement. 
Once a sales team loses motivation and disengages, productivity comes 
to a screeching halt. Gamification effectively motivates because it relies 
on positive reinforcement. For example, when participants earn badges 
and are awarded top positions on leader boards, this triggers a positive 
chemical reaction in the brain, motivating them to perform an otherwise 
mundane activity.

 � Gamification allows you to track success. With gamification, key 
performance indicators (KPIs) are easier to track. While participants 
consume content and earn rewards, leaders can easily track their 
progress. Leaders can see which reps are the most engaged by following 
the points, badges, and leader boards. These data points will also indicate 
which activities appear to be the most and least engaging, which helps to 
improve the program further. 

 � Gamification creates healthy competition. People are competitive by 
nature. Gamification provides a positive outlet to feed competition. Reps 
can encourage each other to perform better and achieve higher results. 
Consequently, individuals feel more effective and accomplished since they 
experience consistent growth.

 � Gamification is fun. Introducing an element of fun to an otherwise routine 
task is extremely important. Gamification adds an element of lightness 
and joy to otherwise mundane tasks. Gamification makes the work 
environment more relaxed, positive, and considerably more productive.

 � How Gamification helps close sales performance gaps. 
Sales performance gaps can’t be fixed overnight, but gamification is a 
terrific tool for chipping away at them over time.

 � Spaced practice. Spaced practice is all about spreading out the learning 
process so that desired behaviors are practiced little and often. Duolingo is 
a great example of this. Instead of spending two hours in a Spanish class, 
the user engages in five minutes of practice every day, with gamification 
techniques (such as maintaining a streak, earning points, and climbing a 
leader board) designed to keep users coming back each day. 

 � Learning on the go. For busy salespeople, a full-day workshop just means a 
full day not selling. Gamification is an effective way to respect their time and 
allow them to engage with learning material when it suits them. This might be 
learning about cultural differences in the car before they meet a new client or 
brushing up on their presentation skills just before they go into a big pitch. 
This is a great example of just-in-time performance support, as it gives reps 
the exact information they need at the exact point of need.

 � Personalized learning opportunities. The very nature of gamification means 
that it will personalize the learning experience for each salesperson. If they 
are already a skilled presenter, they will fly through these “levels,” but if they 
struggle with finding new sales opportunities, they will naturally take longer to 
get through these tasks in the game, ensuring they spend more time on the 
skills that will make the biggest difference. 

In Sum

Sales performance is critical to the overall health of an organization. As sales 
leaders look to improve the performance of their teams, gamification is a helpful 
tool to close skills gaps. Gamification techniques engage, encourage, and 
motivate participants in powerful ways. Sales leaders will do well in incorporating 
gamification into their developmental programs.



Not all salespeople perform equally. Generally, an 
organization’s top salespeople will generate the 
most sales, but this sales gap means you’re leaving 
a lot of money on the table. 

How can teams close the sales gap for good?
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The Pareto Principle in Sales
Many of us are familiar with the Pareto principle. 
It’s an idea that comes from the early 20th-
century Italian economist Vilfredo Pareto. 
Pareto noticed that roughly 80% of Italy’s 
wealth was controlled by 20% of its citizens. As 
Pareto tested this idea, he found that it applied 
everywhere.

Like most organizations, 20% of your reps drive 
80% of your sales. This is great for that 20% but 
highlights a problem for sales leaders. How do 
you close the gap between the 20% and the 80% 
and keep it closed?

Often, sales leaders think the answer is to hire 
better salespeople. This isn’t easy, and it’s very 
costly. Replacing a team member costs 200% 
of a sales rep’s annual salary plus benefits. Too 
often, sales leaders throw more sales training at 
under performers. Sometimes this works, but it 
typically results in a version of the whack-a-mole 
game—maybe you close one performance gap, 
but then another one pops up, then another, etc.

Sales performance gaps cannot be permanently 
closed by hiring better talent or training. To close 
gaps permanently, sales leaders need to instill 
three things in their teams: 

1. A System of Success

2. A Culture of Improvement

3. Accountability 

A System of Success

Sales performance gaps are rarely present because of a knowledge gap. Everyone receives the same training, but 
the difference lies in attitudes and behaviors. The top 20% have the internal drive and know-how to get where they 
need to go, while the other 80% do not. This is where a system of success is critical. Sales training is crucial but 
throwing more training at people who aren’t practicing it won’t close the gap. A system of success shows teams how 
and when to use the tools already in their kit and how it fits into the broader sales plan.  

A Culture of Improvement
Culture drives organizations. It provides identity and defines a protocol to behave within the organization. Sales 
leaders who create a culture of continuous improvement will more consistently hit their goals. Why? 

The basic idea behind this principle is simple: “We get better; that’s just what we do.” All the best salespeople 
intrinsically understand this, so the goal is to instill this culture in the other 80%. This isn’t easy, but the results are 
worth it. Encourage your team to identify new opportunities, markets, and efficiencies and evaluate their processes 
and outcomes. Drive a culture of continuous improvement and watch the sales gaps close.  

Accountability
A great system and a culture of improvement are great and necessary things for permanently closing sales 
gaps. However, without accountability, performance gaps will persist. The term accountability often has negative 
connotations. Most people relate accountability with punishment. When employees feel like they are walking on 
eggshells, you create a fear-based culture. This works against the gaps you’re trying to close. Accountability needs 
to be holding your team responsible when things go wrong, but it also means recognizing and broadcasting their 
successes. 

Accountability isn’t just an individual’s responsibility—it’s systematic and cultural. Sales organizations need to set 
goals and establish paths to success together. Corrective action must focus on attacking the problem, not the 
person. Rewards must also be in place to recognize strong performance and encourage those who hit goals,  
and inspire others to follow suit.   

In Sum
Sales performance gaps plague most organizations. Sales leaders are constantly watching top performers and 
looking for ways to get the rest of the team to catch up. Hiring ‘better’ or more training does not fix the problem. 
The only way to close sales performance gaps for good is to design a system of success, create a culture of 
improvement, and generate proper accountability within your team. 



We all know the old saying: if a tree falls in the forest and nobody is 
there to hear it, does it make a sound? There’s a version of that for 
sales skill development: if you create a great selling skills program 
and nobody uses it, does it make a difference?

Sales reps are expected to learn and remember a lot of information: 
product and service features, industry data, regulatory rules, selling 
models—the list goes on and on. They can’t pay attention to 
everything, so how do you get them to pay attention to what really 
matters? 

The answer is engagement.
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What is Engagement?
Engagement is critical to building an effective sales 
team. You can’t change someone’s behavior if you 
can’t get their attention. Think of your salespeople 
the same way you think about your customers: 
Why should they listen to you? Why should they be 
learning new skills when they have other things to 
do? What’s the value proposition? What’s in it for 
them? Engagement is about gaining meaningful, 
deliberate, and purposeful attention.

Winning Hearts and Minds
Engagement is also about winning hearts and minds. 
This means—gaining trust. When introducing a new 
protocol, process, or coaching technique, the first 
question that may come to mind is, “Will this help me 
do my job better?

Activities and content that provide value need to be:

 � Relevant. Addresses current challenges and 
opportunities

 � Practical. The approach is achievable and 
repeatable 

 � Useful. The technique or tool may be applied to 
an existing opportunity, prospect, or pipeline

 � Timely. It is content that reps can use right now 

The challenge with engaging just the mind is that we often know something is good for us, but we still don’t 
act on it. We wouldn’t need New Year’s resolutions if it were easy to stick with our most challenging goals. 
This is where engaging the heart comes in. The heart is about our hopes, dreams, aspirations, excitement, 
and accomplishments. And this is where gamification shines because it can build engagement like no other 
approach. 

Here are just a few of the ways gamification satisfies our aspirations:

 � Storytelling. If you can’t remember what you had for breakfast, but you can remember a story you heard 
ten years ago—there’s a reason for that. Our brains are wired to remember stories more than ordinary 
facts. Effective gamification tells a good story, which drives engagement and memory retention.

 � Competition and Achievement. There’s no better way to a salesperson’s heart than a little healthy 
competition. Gamification creates competitive environments where participants vie against other team 
members, districts, or regions. Competition alone doesn’t make people more intelligent, but the desire to 
win means they’ll pay closer attention—and attention is the first step in building engagement. 

 � Recognition. Recognition is an intrinsic motivator. Participation in gamification activities is the perfect 
environment to recognize participants for their achievements. No longer is learning just a compulsory 
exercise; it’s part of a sales culture of achievement.

 � Rewards. For most salespeople, landing a new piece of business is exhilarating. Likewise, offering rewards 
for engaging with your gamification program is a great way to tap into competitive natures, whether it’s a 
digital badge, a certificate, or a gift card.

 � Improving Performance. If you get your gamification program right, your sales team will experience an 
improvement in their performance, naturally leading to an uplift in sales. This newfound confidence will 
motivate them to continue engaging with gamification to keep improving.  

In Sum
Some sales leaders see gamification as a gimmick, and it’s easy to understand why. Frankly, too much 
gamification is just a test surrounded by flash graphics. Gamification is an art as well as a science.  
When done effectively, gamification builds engagement, wins hearts and minds, and becomes an exciting 
part of a sales culture. 



Gamification is a method, not a solution, 
and it’s no substitute for good content. Here 
are some key considerations for developing 
successful gamification and a few mistakes 
that can hinder success.
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CHAPTER 7 | Implementing Gamification Successfully

Eight Drivers to Successful Gamification

1. Set a clear goal.  
 
Goals are an inherent part of the sales process; why should games be 
different? Whether it’s to win money, own all the properties, or capture the 
king, well-crafted games have goals—and several challenges to overcome 
to reach them.

2. Be smart about using time.  
 
Sales reps want to be spending their time talking to customers and finding 
new business. Make sure the gamification is something they can do in 
short bursts between activities.

3. Keep the rules simple.  
 
When it comes to corporate gamification, the rules need to be simple so 
that players can learn them quickly or as they play the game.

4. Have many levels of winning. 
 
Levels are a common concept in gaming—you win one challenge, and 
then you level up to the next challenge. Having multiple challenges helps 
establish a journey and gives your players numerous opportunities to win.

5. Drive competition. 

Salespeople love to compete, so make the competitive aspect front and center in the 
game by using a leader board.

6. Ensure learning content is solid.  
 
Vet your content with sales leaders and follow your own rules when designing. 
Engagement will wan the second a player feels the game didn’t work the way it was 
supposed to, or the content is not consistent with how it is done in the field. 

7. Embrace the unexpected.  
 
Change things up to keep it interesting. For example, in a sales game focused on 
earning access to an executive, you work diligently with a gatekeeper to gain access—
only to discover late in the game that your gatekeeper has been fired and you need to 
find another way in. It was a gut punch, it was real, and most of all, it was interesting.

8. Highlight successes and downplay failures.  
 
In most games, there are winners and losers. In gamification, minimize “losing” so that 
players don’t become discouraged. Focus on what the player has achieved and provide 
opportunities to replay bad choices (even if those replays don’t earn them any points).
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Six Mistakes that Impede Gamification Success
1. Too complex. While there are exceptions, it’s rare for a sales audience to be full of hardcore 

gamers. If the rules or structures of the game are too complex or too hard to remember,  
your audience may be reluctant to engage.

2. Unclear goals. Well-constructed games have goals or levels that players achieve to advance. 
Whether rescuing the princess or capturing the king, games are more engaging when you know 
what you’re trying to accomplish. 

3. Too time-consuming. If the game takes too long to advance or finish, you’ll lose your 
audience. Design your game in small chunks—5-10 minutes a day over several days is a good 
cadence.

4. Missing motivators. Achievement drives many people. If your game is boring, your audience 
will lose interest. Change things up—move to a different level or a different challenge— 
and your audience will come with you.

5. The game isn’t fun. Much gamification is just ‘dressing up’ a test. Tests aren’t fun. No fun 
equals no engagement. Scrutinize the design of your game and beta-test it with a similar 
audience to see if it passes the ‘fun’ test.

6. The impenetrable leaderboard. In some games, once players reach the top of the 
leaderboard, it’s nearly impossible to knock them off. This can be frustrating for other players. 
Design your game so there’s mobility on the leaderboard; one way is to have more points 
awarded for later challenges so it’s easier to knock the leaders off.  

In Sum
Gamification is an engaging way to drive engagement. 
Some of the traditional rules of game design apply.  
Keep your games simple, easy to understand, and fun to 
play to build engagement and enhance performance. 

While there are exceptions,  
it’s rare for a sales audience to 
be full of hardcore gamers. If the 
rules or structures of the game 
are too complex or too hard 
to remember, your audience 
may be reluctant to engage.
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You’re ready to implement gamification, but do you build it yourself 
or work with a partner? In either case, you’ll need to work with a 
knowledgeable, creative, and talented team to create an effective 
solution. 

If you decide to build your own solution, you’ll need a team of designers 
who are user experience experts. You’ll also need a game developer 
who can produce a fun and engaging game. Then there are the technical 
aspects of game implementation, such as app development and 
integration. There are a host of other skill sets you’ll need to pull off a 
viable solution—the point is that building gamification yourself can be the 
riskier avenue to take.

The time and effort it takes to create an effective solution is not realistic 
for most organizations. Thankfully some companies specialize in custom 
learning tools and can bring the right strategy, knowledge, and skills to 
the table. 
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There are six essential factors to consider ensuring you’re picking a professional partner to help 
you build an effective gamification solution, specifically for sales. 

1. Sales Content Experience

Has the potential partner worked with sales content previously? Do they 
understand how an organization like yours sells? Do they bring their 
own understanding of the selling process, or will you have to spoon-
feed them information? Can they share their results for their current 
clients—not just around the gamification but also how it impacted their 
sales figures? 

2. Industry Experience

Has the partner worked in your industry before, and do they understand 
the intricacies of how you sell? Furthermore, do they understand the 
organizations and roles you sell to? What do they know about the 
guardrails and regulations unique to your industry?

3. Measurement Strategy

Does your potential partner have a methodology for measuring the 
impact of their solution? How will you know for sure that the solution is 
effective? What if you need to measure more specialized data?  
What data matters to your organization specifically?

4. Technology and Reporting

Does your partner bring a proprietary platform? If so, are you locked into using it, 
or can you select a different platform? Alternatively, can they leverage your existing 
technology and delivery systems? Regardless of the platform, can they report on 
the data you need to support your measurement strategy? Can you integrate your 
gamification platform with your organization’s other systems for a more holistic 
understanding of your impact on sales?

5. Gamification Experience

What is the partner’s “gamification story” that backs up their claims?  
Hundreds of organizations claim to “do gamification,” but what credentials do they 
have to set them apart from their competitors? Do they keep up to date with the 
latest gamification trends? What’s their process for creating effective gamification?

6. Case Studies 

Any experienced gamification partner should come armed with samples of their 
work in this area. While they may not be able to show finished client deliverables 
due to confidentiality agreements, they should be able to show you examples of 
previous gamification projects or projects with confidential information redacted.
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Is Your Solutions Provider Listening?
For many organizations, gamification is new territory, so you 
need to feel confident that your potential partner is listening 
to your goals and plans and that they can address any 
concerns to your satisfaction. 

However, this doesn’t mean that your solutions partner 
should just be taking orders. The right partner will have the 
expertise and experience to add value, offer insights, and 
guide you in the right direction to ensure that your solution is 
targeted to close your sales performance gaps.

As the project progresses, ensure you get status reports from your solutions partner.  
You should agree on the frequency of reports, the data captured within your reports, and how 
to get back on track if you’re not getting the results you had hoped for. If possible, ensure that 
the gamification platform integrates with other enterprise systems, such as your sales portal, 
enabling you to connect the dots between your gamification efforts and sales quotas.

In Sum
Choosing a solutions partner can be overwhelming. This is an important decision—there is a 
lot at stake. By focusing on how the partner fits with your organization, ensuring they listen to 
and understand your needs, and laying out a clear, value-based budget, you will find the right 
partner. 
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