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Shorten ramp time 
with mobile-friendly, 
media-rich lessons and 
immediate feedback.

New employees who go 
through a structured 
onboarding program are 
58% more likely to stay 
with the organization 
after three years.2

Find content easily 
with intuitive filters, AI 
recommendations, and 
curated collections.

Manage content e�ectively 
with a centralized library, 
permission controls, and 
OneNote/Google syncing.

Govern content lifecycles 
with approval workflows, 
content controls, and 
automatic expirations.

Leverage digital channels, 
including email, social, and 
text, to spark conversations 
and deepen relationships.

By 2025, Gartner 
expects 80% of B2B sales 
interactions between 
suppliers and buyers to 
occur in digital channels.4

Create memorable 
experiences with 
interactive content and 
digital sales rooms.

Marketers say interactive 
content is 93% e�ective 
in engaging consumers.5

Personalize engagement 
with hyper-relevant 
content and insights from 
interaction analytics.

O�er a single source of 
truth for all enablement 
e�orts and insights.

Provide continuous 
learning with practice 
scenarios, custom learning 
paths, and certifications. 

Produce content faster 
using dynamic templates 
with reusable components 
and in batches of thousands.

Improve team performance 
with a greater understanding 
of seller behavior and deal 
outcomes.

Optimize content strategy 
with insights on asset 
performance, complete with 
out-of-the-box dashboards. 

Unite data sources by 
layering Seismic metrics into 
existing data repositories.   

Keep content compliant 
with automated messaging 
and branding, and by 
drawing from integrated 
data sources.

Coach winning teams 
with data-driven programs 
and trackable progress.

48.2% of sales reps 
claim not to receive 
proper coaching, but 
82.1% of their leaders 
claim to be providing it.3
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Speak with one of Seismic’s Experts

Ready to learn more?

A cloud platform consolidates disparate 
applications, providing a uniform experience 
and comprehensive reporting. 

Marketing and sales teams have had their own 
cloud platforms for years, making their lives easier.

What Can an 
Enablement Cloud Do?

But enablement teams have been 
waiting for theirs…until now.

Modern workers regularly 
use more than 9 tools to
do their jobs—and 68% of 
them switch between tools 
10 times an hour.1

https://seismic.com/speak-with-our-team/

