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The enablement era is here to stay

About Seismic



Enablement began in reaction to the emergence of a new kind of buyer: 
a buyer who, thanks to the internet, had an abundance of information 
at their fingertips, giving them unprecedented control of the sales 
cycle. As a result, buyers rarely reach out to a sales representative until 
they’re on the verge of a decision. But this doesn’t mean businesses 
and their sellers no longer have influence over the buyer’s journey; it 
just means they need a different approach.

To meet buyers where they are earlier in the sales cycle, sellers need 
to present them with the right content at the right time, ensuring it’s 
personalized and speaking to their specific needs and use cases. That’s 
where enablement comes in.

What does enablement mean, exactly?
 

Originally—and mistakenly—thought of as a synonym for training, 
enablement is so much more. While there’s no universally accepted 
definition, enablement can be summarized as the unification of 
everything go-to-market (GTM), including Sales, Marketing, Customer 
Success, and Operations, around the common goal of providing 
sellers—and any other personnel who engage with prospects 
and customers—with the right resources, content, processes, and 
technology they need to be successful throughout the buyer’s journey. 
However, despite its broad definition, what couldn’t be more clear is 
that enablement, and the technology that facilitates it, has become 
mission-critical, especially in this time of economic turmoil where “do 
more with less” has become a mantra across industries.
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Enablement technology offers capabilities that take crucial functions to the 
next level, including content management and automation, training and 
coaching, buyer engagement, strategy and planning, and analytics and 
intelligence. Of those who use enablement technology, 99% say it makes 
their jobs easier—and of them, 88% say it makes them more productive, 
89% say it makes them more confident, 88% say it drives better results, 
and 83% say it allows them to provide a stronger buyer experience.1

As the global leader in enablement technology, Seismic helped shape 
what enablement looks like today, revolutionizing GTM efficiency, 
buyer engagement, operational optimization, and speed-to-market. 
A foundational component of this success has been our utilization of 
artificial intelligence (AI) as far back as 2015 to make great strides in key 
enablement areas. These include: curated content, such as bespoke 
newsfeeds and asset recommendations; advanced upskilling via practice 
pitches, AI coaching, and voice analysis; as well as deep insights into 
buyer-seller meetings based on question detection, topic identification, 
and content usage.

Given the current economic climate and landscape, we reached out to 
several of our customers to learn how they’re leveraging our platform 
to realize critical business outcomes in the face of a more challenging 
era. While each of them uses Seismic in a variety of ways to meet their 
unique needs, four common undertakings emerged. There were those 
who primarily leveraged Seismic to break down silos and establish best 
practices, those who sought to maximize the impact of their engagements 
with buyers, and those who created digital-native learning experiences..

Let’s take a close look at these undertakings, and how these businesses 
pursued them successfully with Seismic.

1  https://seismic.com/resources/reports/seismic-value-of-enablement-report/ 

https://seismic.com/resources/reports/seismic-value-of-enablement-report/ 
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Silos are endemic across businesses and industries, and they 
come in a variety of forms. There are content silos, data silos, 
process silos, and more. Sometimes they’re incidental, but 
sometimes they’re the result of individuals or teams who are 
reluctant to share information for one reason or another. Either 
way, they’re major roadblocks to organizational efficiency that 
Seismic knocks down in the following ways.

Breaking down silos 
and establishing 
best practices
 

Source relevant content easily
With AI-powered recommendations, Seismic allows sellers to 
immediately surface the most relevant, up-to-date, and approved 
content based on the stage of the deal they’re working on for 
maximum engagement. Features include:

•	 A simple interface for GTM teams to search for and receive 
relevant and approved content.

•	 The ability for sellers to subscribe to content that matters 
most to their customers and prospects.

•	 An easy way for GTM teams to source learning and training 
content as well as answers to important questions at the 
moment of need.

Organize content effectively
Seismic centralizes and automates content management and 
workflows to support sellers and power GTM teams at scale by:

•	 Allowing sellers to search, discover, personalize, and share 
memorable, relevant content with prospects or clients.

•	 Automating time-consuming tasks around managing content 
and providing key insights they can leverage.

•	 Laying a strong foundation for smart growth by giving 
enablement teams unparalleled flexibility and control.
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Seismic has revolutionized how we empower 
our global sales teams. By centralizing content, 
aligning messaging, and enhancing efficiency, 
we’ve not just sold products but transformed 
client experiences, driving unparalleled value 
and cohesion across our organization.

R E S U LT S

C A S E  I N  P O I N T

After more than 135 years in business, Manulife/John Hancock has established 
itself as a leading global financial group with multiple lines of business, operating 
in various regions and offering numerous services. They wanted to find and 
implement an enablement solution that would give their global sales teams one 
place to go for compliant, consistent, on-brand content, and relevant training 
based on their roles and regions. But it wasn’t just consistent messaging the 
company was after; they also had a bad case of tech sprawl. An overabundance 
of software made their day-to-day operations feel more convoluted and 
confusing than efficient and easy, mainly because sales and marketing content 
lived in one place, training in another, and their CRM in yet another.

With Seismic, Manulife/John Hancock organizes its content and aligns its global 
client-facing teams with a powerful, on-brand, and compliant content library. 
They can search, find, and customize pitch sheets, PDFs, slide decks, reports, 
and more, and tailor them in seconds to speak to their clients’ needs. They also 
needed an all-in-one platform that would eliminate tech sprawl, integrating with 
their most frequently used tools, like Microsoft and Zoom, and which would 
leverage AI for the purposes of content recommendations and other guidance. 
Seismic is that platform. Additionally, since robust governance, regulatory 
compliance, and risk management are must-haves in financial services, Seismic’s 
SOC2 Type II, ISO 27001, and ISO 27701 certifications reinforce it as the best fit 
for Manulife/John Hancock’s needs.

HEADQUARTERS
Toronto, Canada

INDUSTRY
Insurance

Katie McKay
Head of Global Distribution 
and Enablement

40,000+

2

1

global 
employees

crucial integrations with 
Microsoft and Zoom

place for all reps in the U.S. and 
Canada to find content

     G E T  T H E  F U L L  S T O R Y

https://seismic.com/customer-stories/manulife-john-hancock/
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Seismic has fundamentally transformed how 
we curate and deliver content at BBH Private 
Banking. Its intuitive platform and dynamic 
capabilities have empowered our teams to craft 
personalized, client-centric materials seamlessly. 
This innovative tool saved us thousands of 
work hours and reinforced our commitment to 
providing unparalleled service and staying at the 
forefront of the industry.

R E S U LT S

The oldest investment bank in the US, BBH has an illustrious history 
of helping clients achieve their family, wealth, and business goals. But 
in 2019, they had to address growing challenges with the content they 
produced for their client-facing teams. While they had an in-house client 
presentation generator, it wasn’t user-friendly, and there wasn’t an 
effective way for their relationship teams to find the pitch decks, PDFs, or 
research they needed because it all lived across different systems and 
wasn’t regulated or governed in any strategic way. What’s more, they had 
several mostly similar decks, and when one needed a minor change, they 
all did—a tedious task to say the least. What BBH wanted was a solution 
where anyone who needed to create, customize, or send content could 
find the template they needed for the industry they were serving and feel 
confident it was an up-to-date piece they could share with a client.

With Seismic, BBH can create templates that automatically add pre-
approved, up-to-date, compliant information to custom fields within 
presentations and other documents in minutes. Surfacing these templates 
also couldn’t be easier because Seismic’s search capabilities can 
recognize multiple terms that refer to the same thing, ensuring users find 
what they’re looking for even if they’re using the second or fifth variation 
of what something is called. And it all came together smoothly with the aid 
of Professional Services Team who provided support in terms of customer 
success, solution consultation, and implementation expertise.

HEADQUARTERS
New York, New York

INDUSTRY
Private Investment Banking

Joy Smith
Seismic Platform Manager 
for Private Banking

60,000+

10,000

200+

personalized content 
assets sent

hours of work saved in 
the first seven months

active users, with plans to 
double that in 2024

C A S E  I N  P O I N T

     G E T  T H E  F U L L  S T O R Y

https://seismic.com/customer-stories/bbh-private-banking/
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To capture buyers’ interests, sellers have to meet them where they’re at with the most relevant content 
possible. And that means taking ownership of the buyer experience. Of course, this is easier said than 
done and can involve a multitude of manual tasks that get in the way of sellers doing what they do best: 
selling. Leveraging AI, Seismic simultaneously optimizes seller productivity and empowers them to 
create the experiences modern buyers respond to.

Maximizing the impact of 
buyer engagements
 

Streamline manual tasks
Seismic reduces the time users spend on 
administrative tasks, freeing up time to spend 
with customers and prospects by:

•	 Standardizing, automating, and enhancing 
the creation and delivery of personalized 
client presentations.

•	 Easily identifying and surfacing verified 
answers to common questions to boost 
productivity, build resource confidence, 
and increase client satisfaction.

•	 Providing visibility and insights in a single 
place to show the impact of training 
programs, content, and client outreach 
efforts.

Automate content production
Seismic gives enablers the tools to automate 
manual workflows and streamline content 
production at scale by:

•	 Mixing and matching the latest Marketing-
approved content from different sources to 
craft targeted assets that tell the right story 
for customers and prospects in minutes.

•	 Pulling data from the company’s CRM 
and other sources directly into content to 
create charts, tables, and other materials 
automatically .

•	 Generating hundreds or thousands of 
documents at the push of a button.

Deliver impactful meetings
Seismic powers better customer experiences by:

•	 Ensuring sales teams can more effectively 
prepare, present, and follow up on every 
meeting to accelerate and win more deals.

•	 Providing AI-derived insights to enablers 
and marketers so they can drive smarter 
content and more focused training.
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Here at Aerogen, we have a great working 
relationship between marketing and sales, 
and Seismic brought us even closer.

R E S U LT S

Aerogen, who specializes in the development and commercialization of 
aerosol drug delivery systems, determined during an evaluation of their 
technology stack that their content management system not only had limited 
usage and data collection capabilities but had also been piloted in very 
few countries. As such, they decided to switch to a fully integrated platform 
where tools and data were connected in order to derive actionable insights.

After a rigorous evaluation process, Seismic became their vendor of 
choice. Part of Aerogen’s new sales process required sellers to share 
digital materials with customers during every interaction. To track this 
activity, sellers had to share content using Seismic LiveSend links (which 
capture engagement data) or Digital Sales Rooms (which are secure online 
environments that act as hubs for buyer-seller interaction). Seismic also 
pushed content to the opportunity, account, and contact pages in Salesforce. 
This integration provided data readbacks, recording seller and customer 
engagement with said content, which was then gamified so sellers could 
accrue points, further incentivizing content usage. In addition to training that 
covers how to interpret and act on engagement data, Aerogen’s marketing 
and sales teams hold workshops where they conduct role-plays using 
Seismic to communicate with customers and where they collaborate on 
content to ensure it meets the needs of both teams.

HEADQUARTERS
Galway, Ireland

INDUSTRY
Medical devices

Sam Buitendag
Global Head of 
Commercial Excellence

56%

48%

54%

39%

reduction in sales 
cycle length

increase in time 
spent selling

increase in sellers reaching 
and exceeding target

increase in average 
deal size

C A S E  I N  P O I N T

     G E T  T H E  F U L L  S T O R Y

https://seismic.com/customer-stories/aerogen/
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Seismic has revolutionized our approach to sales 
enablement, serving as the cornerstone of our 
strategy. The platform’s intuitive interface and 
centralized content hub have empowered our 
sales teams, ensuring they have the right tools and 
information at their fingertips. It’s not just a solution; 
it’s our catalyst for aligning content, insights, and 
sales execution, truly transforming how we engage 
with our customers and drive results.

R E S U LT S

Founded in 1897, Jostens is synonymous with class rings, yearbooks, 
graduation caps, gowns, and diplomas. In 2016, the company faced 
significant challenges in organizing its seller learning and development 
processes. The absence of a streamlined system led to scattered content 
across shared platforms, hindering practical onboarding and training. 
They also relied on outdated systems like Dropbox and SharePoint to 
disseminate information and training materials.

Recognizing the need for a robust partner, Jostens turned to Seismic to 
enhance its training and onboarding processes. They wanted a centralized 
hub, offering sales teams easy access to marketing collateral, talk tracks, 
practice opportunities, and learning resources—a one-stop destination for 
essential resources, enhancing seller efficiency and performance. Seismic 
revolutionized how Jostens engages both with its sellers and customers 
because it acted as a unifying force, integrating various standalone 
platforms like Salesforce for centralized access to everything sellers need, 
and by providing Digital Sales Rooms, which empower sellers to have 
more meaningful and tailored interactions with buyers.

HEADQUARTERS
Minneapolis, Minnesota

INDUSTRY
Manufacturing

Mark Bussell
Sr. Director of Revenue Enablement

33,000+

$2.6M

seller hours 
saved yearly

in annual 
efficiency savings

C A S E  I N  P O I N T

     G E T  T H E  F U L L  S T O R Y

https://seismic.com/customer-stories/jostens/ 
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We found that advisors using our Seismic solution 
are growing faster than advisors who are not. All in 
all, it has been a great success story for us.

R E S U LT S

Ameriprise Financial was looking for ways to improve efficiency in 
its wealth management practices. A key area of focus to enhance 
efficiencies began with advisor meetings. Most advisors’ time was 
consumed by meetings, including prepping for, conducting, and 
following up on meetings. These activities were largely manual, with 
advisors logging into various systems, downloading reports, and 
aggregating materials. Furthermore, with thousands of advisors using 
different methods for meeting preparation, the content they delivered to 
clients could have been more consistent, on-brand, and compliant.

Ameriprise collaborated with Seismic to design an incredible digital 
client experience that included templates, presentation materials, 
and tools that ensured a consistent and professional look and feel for 
all client meetings. By pulling in account, opportunity, and industry 
data from Ameriprise’s CRM and other sources, advisors can update 
templatized fields, embed logos, and more. This integration makes it 
easier for advisors to use Seismic’s tools without the need to learn and 
navigate a separate system, significantly reducing the time required to 
prepare for meetings from hours to minutes.

HEADQUARTERS
Minneapolis, Minnesota

INDUSTRY
Financial Services

Dean Heltemes
Vice President of Business 
Architecture

70%

90%+

reduction in 
administrative tasks

increase in advisor efficiency by 
reducing the time to prepare for 
meetings from hours to minutes

C A S E  I N  P O I N T

     G E T  T H E  F U L L  S T O R Y

https://seismic.com/customer-stories/ameriprise-financial-2/ 
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Of course, a major component of enablement is onboarding new hires and coaching 
current employees so they can hone their skills and develop new ones both for their own 
career advancement and for the strength of their organization. Seismic streamlines and 
scales these goals by providing educational experiences that present the knowledge and 
best practices that span generations in ways that appeal to digital natives.

Providing a digital-native 
learning experience
 

Onboard new team members
In addition to easy-to-build, bite-sized, mobile-friendly 
lessons, Seismic significantly improves the speed-to-
competency for new hires by offering:

•	 A hybrid learning journey that includes both live and 
virtual sessions, and the flexibility to do both.

•	 Industry- and company-required certifications.

•	 Easy-to-build, custom pages can help centralize key 
content and tools for new-hire success.

Coach team members
Seismic helps enablers and sales managers build prepared, 
knowledgeable sales teams with holistic coaching plans and 
skill development by providing capabilities that:

•	 Improve retention with interactive micro-learning modules 
that allow sellers to effectively consume training topics in 
small increments during their busy schedules.

•	 Offer real-life scenario practice training through video, 
audio, chat, and email.

•	 Uncover opportunities by assessing individuals and 
creating actionable, trackable coaching plans.
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GTM and Revenue Enablement have been strategic 
drivers for this initiative to ensure our teams are 
telling the same story. The Seismic Enablement 
Cloud has allowed them to transition to value 
selling across the GTM organization.

R E S U LT S

C A S E  I N  P O I N T

To increase revenue, drive predictability, and reduce costs, Salesloft, the 
provider of a leading revenue workflow platform, needed to streamline 
new messaging and initiatives, including their new sales methodology. 
They also needed to consolidate and standardize their content and 
learning resources. As such, they required a hub environment that 
would act as a single source of truth for their entire salesforce, ensuring 
everyone could speak in a consistent manner to the goals Salesloft’s 
customers were trying to achieve and how Salesloft could get them there.

Seismic was chosen to be that single source of truth. Using Seismic, 
Salesloft created a curated homepage featuring all the information sellers 
needed for this new solutions-focused initiative. By linking lessons and 
corresponding content together, they eliminated any confusion about 
where sellers should go to find the latest and greatest material. Seismic 
also provided the perfect platform for Salesloft to implement and track 
– via page interaction, lesson completion, and knowledge checks – a 
certification program that required sellers to complete specific training 
and submit a recorded pitch for evaluation. As a result, Salesloft saw more 
pipeline, shorter deal cycles, and more closed deals.

HEADQUARTERS
Atlanta, Georgia

INDUSTRY
Technology

Steve Goldberg
CRO

11%

84%

52%

higher average new deal win 
rate at the enterprise level

more pipeline generated by sales 
development representatives

shorter average deal cycle 
in the commercial space     G E T  T H E  F U L L  S T O R Y

https://seismic.com/customer-stories/salesloft/
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At OneSource Virtual, the strategic integration of 
Seismic has been nothing short of transformative. It’s 
empowered our teams, streamlined our processes, 
and elevated our ability to serve our customers 
effectively, reinforcing our commitment to delivering 
unparalleled solutions in the Workday ecosystem.

R E S U LT S

C A S E  I N  P O I N T

For more than 15 years, OneSource Virtual has worked exclusively with 
Workday customers to help them maximize their investment in Workday 
and save time on the tedious tasks that often come with HR, Finance, 
and Accounting. However, in all that time, their sales leadership team 
had no visibility into which sales assets or collateral reps were sending to 
their customers and prospects—or if they were sending anything at all. 
Furthermore, new sellers received simply a day and a half of training on how 
to set up their computers, log into Workday, and perform basic tasks; there 
was no training to set them up for success.

Implementing Seismic helped establish several enablement practices, 
transforming how OneSource Virtual’s sellers learn, work, and perform. 
Having a single library makes surfacing relevant documents easy, while 
Seismic’s content-sharing technology, LiveSend, shows precisely when a 
content asset is opened and how long it was engaged with it, revealing over 
time what resonates at different deal stages and what should be retired. 
Furthermore, by taking advantage of Seismic’s Digital Sales Rooms, endless 
email threads became a thing of the past. When it comes to seller education, 
OneSource Virtual now has formalized onboarding for new hires and focused 
learning paths for all. But perhaps the most crucial aspect of this success 
story is Seismic’s integration with Salesforce because it allows Seismic 
to recommend content based on what’s worked well in past deals in the 
environment where sellers spend the majority of their time.

HEADQUARTERS
Dallas, Texas

INDUSTRY
IT services and consulting

Courtny Cloeter
CRO

29%

47%

88%

increase in 
average deal size

quicker time-to-first 
opportunity for new reps

boost in MQL/SQL 
conversion

     G E T  T H E  F U L L  S T O R Y

https://seismic.com/customer-stories/onesource-virtual/
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Seismic makes for more productive workdays 
all around…and stronger productivity means we 
can spend more time with customers, helping 
them grow better with HubSpot.

C A S E  I N  P O I N T

HubSpot, a leading customer relationship management (CRM) platform that provides 
marketing, sales, service, operations, and website management for any stage of 
growth, found that each of their sellers was spending an average of five hours per 
week searching for marketing and training content to do their jobs. What’s more, 
they knew that sellers would copy files to their personal folders and continue to 
use those versions without knowing if updates had been made to the original. What 
HubSpot needed was a solution that could centralize and organize their content, 
preventing the dissemination of out-of-date information and giving their sellers more 
time to nurture customer relationships. In fact, HubSpot calculated that if they could 
reduce the time spent on searching for content by just two hours per week, they 
would generate an extra $15 million in productivity gains — the equivalent of hiring 
100 more sellers.

HubSpot turned to Seismic not just because of Seismic’s advanced capabilities to 
store and organize content but also because of its ability to facilitate decreased 
ramp times for new hires. With Seismic, new hires could easily surface all the 
material they needed to get up to speed on HubSpot’s product, and gain clarity 
about the expectations of their roles. They could also receive more immediate 
guidance from their managers based on actionable analytics, including course 
completion data and other grading metrics. Ultimately, by being able to get the latest 
and greatest marketing content, training material, and expert guidance they needed 
when they needed it, HubSpot’s sellers were able to save the average two hours per 
week the company was aiming for — and that was in addition to many other rewards.

HEADQUARTERS
Cambridge, Massachusetts

INDUSTRY
Technology

Rob Giglio
Chief Customer Officer

     G E T  T H E  F U L L  S T O R Y

R E S U LT S

~$18M

126+

3,596+

~2

annual efficiency savings from 
increased rep productivity

full-time employees gained 
without additional headcount

sales and success team 
members enabled

hours saved per 
rep per week

https://seismic.com/customer-stories/hubspot/
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Change is strategic when it’s driven by insights. Everything from the methods sellers utilize to the 
introduction of new initiatives across the GTM organization should be derived from and backed 
up by data and analysis. Seismic provides those insights and the ability to measure how GTM 
activities impact the business so it’s clear what should be repeated, altered, and halted.

Proactively driving 
strategic change
 

Activate sales methodology
Seismic equips client-facing professionals with 
the training, content, and processes required 
to deliver consistent, predictable revenue 
impact by offering:

•	 Content and training in the context of 
the seller’s work so it’s easy for them to 
consume and retain.

•	 Blended learning elements that support 
a range of learning styles (e.g., lessons, 
interactive knowledge checks, and 
offline tasks) that encourage knowledge 
retention.

•	 Sales methodology success measures 
(e.g., win rates, quota attainment, and 
more) that can be tracked, reported on, 
and refined.

Introduce new initiatives
Enablement teams leverage insights that help 
craft the entire GTM strategy, which includes 
sales methodologies and how sellers are 
supported. Powered by AI, Seismic equips 
enablers to do that at scale by:

•	 Aligning teams to plan and repeat 
initiatives, and analyze the impact.

•	 Uniting data sources with a view to 
improving team performance and 
optimizing content strategy.

•	 Providing executive teams with visibility 
into team activity, opportunity influence, 
and adoption across individual sales and 
marketing teams.

Demonstrate and measure impact
Seismic easily generates visually rich, interactive 
reports on everything from content usage to 
learning initiatives to product launches, informing 
how programs should be adjusted even while in 
flight and providing an end-to-end view of how 
effectively teams are working towards goals that 
ultimately contribute to win rates and revenue. 
These analytics include:

•	 Usage data across all sales assets which 
provides insights on which content to 
highlight, update, or expire.

•	 Category drill-downs, such as segment, asset 
type, status, and more.

•	 Operational efficiency data, such as planned 
vs. actual task duration.
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Innovation is not just about creating something new; 
it is about empowering our teams with the tools that 
redefine efficiency. Seismic has transformed how we 
sell. Enabling us to meet and exceed our goals. It is 
a testament to the power of strategic enablement 
contributing to our success.

R E S U LT S

C A S E  I N  P O I N T

Advantive’s mission is to modernize and optimize the manufacturing 
distribution lifecycle. They experienced rapid growth in their first 
year, acquiring six companies. But multiple acquisitions meant a 
flood of new brands and products each requiring unique content 
that needed to be distributed to a constant influx of new employees, 
including sales reps. Furthermore, they needed to reduce the time 
it took for their sellers to find the right resources to share with 
prospects and customers.

Advantive migrated their content to Seismic, so it all lives within 
a single platform. Not only is content quick and easy for sellers to 
find on their own, but they can tell when a prospect engages with 
a specific piece of content due to Seismic’s LiveSend technology. 
Furthermore, Seismic has been instrumental in aligning their new 
employees, so many of whom were used to how things were done 
at their previous companies, to Advantive’s processes via learning 
paths that provide new hires with the resources they need at the 
appropriate time in their acquisition timeline.

HEADQUARTERS
Tampa, Florida

INDUSTRY
Software development

Phil Burroughs
CRO

50%

80%

22%

decrease in the 
sales cycle

of sellers hit or exceeded quota 
within the first half of the year

increase in booked meetings with 
the business development team     G E T  T H E  F U L L  S T O R Y

https://seismic.com/customer-stories/advantive/ 
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Seismic enables our field and partner teams to 
sell more effectively. Seismic’s unified enablement 
experience and usability streamline our processes, 
allowing reps to find and deliver content more 
efficiently, and now access all of their learning in 
one place. By increasing productivity through this 
improved rep experience, we’re able to provide 
more tailored and value-driven experiences to our 
customers during the sales process.

R E S U LT S

C A S E  I N  P O I N T

Genesys is in the business of providing tech to help its enterprise 
customers with empathy and deliver great customer experiences 
via call centers and other customer touchpoints. So, it’s no surprise 
they would want to provide similarly empathetic experiences for 
their own sales teams. Unfortunately, for years Genesys grappled 
with a legacy learning platform offering a disunified, clunky 
experience that, in addition to frustrating sellers, did not provide 
useful data and analytics.

With a vision to consolidate their tech stack, unifying their content 
and learning experiences, Genesys leveraged Seismic, allowing 
their sellers to gather the content they need, share that content with 
customers, and get trained on how to pitch better, all in one place. 
As such, Genesys migrated all their sales-related content from 
SharePoint to Seismic and initiated adoption campaigns promoting 
the use of Seismic, including Digital Sales Rooms and LiveSend.

HEADQUARTERS
Menlo Park, California

INDUSTRY
Cloud-based call center solutions

Cathy Rowell
VP of Field & Partner Enablement

99%

90%

field user adoption rate

user engagement rate     G E T  T H E  F U L L  S T O R Y

https://seismic.com/customer-stories/genesys-story/
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Seismic has done an excellent job of staying 
ahead of the market. With their acquisitions 
and continuous building, they have allowed 
us to keep using the platform for more 
without finding new partnerships.

R E S U LT S

C A S E  I N  P O I N T

In pursuit of operational excellence, Allianz Global Investors encountered 
challenges in consolidating and streamlining processes. Eliminating 
reliance on various platforms and tools, meeting salespeople where they 
worked, and simplifying content management posed significant hurdles 
for the Business Services group. Allianz sought a flexible solution to 
seamlessly train salespeople, provide robust analytics, and empower the 
Business Services group to make more informed decisions.

Seismic became the catalyst for Allianz’s transformation by offering 
flexibility in training and analytics and unlocking new customer 
opportunities previously deemed inaccessible. Seismic assisted Allianz 
in consolidating and streamlining processes, eliminating the need for 
multiple training platforms. Seismic’s Email Blast feature allowed Allianz 
to efficiently reach a broader audience, granting access to previously 
untapped customer segments. Seismic’s ease of use facilitates efficient 
sales training and provides invaluable analytics, enabling Allianz to 
simplify document management. Furthermore, Allianz advises new 
customers to integrate their documents into Seismic swiftly. This 
proactive approach ensures a quicker influx of data, facilitating better 
decision-making from the outset.

HEADQUARTERS
Munich, Germany

INDUSTRY
Financial services

Joseph Scull
Head of Business Services

8+ years as a Seismic customer

     G E T  T H E  F U L L  S T O R Y

https://seismic.com/customer-stories/allianz/  
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Just as we’ve entered a new era of economic uncertainty, where 
businesses have had to become more agile, efficient, and productive 
to adapt, we’ve also entered a new era of enablement. That’s because 
enablement as a function offers the best practices and technology 
businesses need to achieve those adaptive outcomes.

As so many of our customers can attest, there’s a reason Seismic is 
the global leader in enablement. Offering a single source of truth for 
everything content and learning along with innovative features like Digital 
Sales Rooms, which make personalized interactions with buyers easier 
than ever, and AI-powered capabilities that offer groundbreaking insights 
into customer meetings and immediate feedback on coaching sessions, 
Seismic is the perfect partner to have in any era.

The enablement era 
is here to stay

Speak with our team to get started.

https://seismic.com/demo/
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About Seismic
Seismic is the global leader in enablement, helping organizations engage 

customers, enable teams, and ignite revenue growth. The Seismic 

Enablement CloudTM is the most powerful, unified enablement platform 

that equips customer-facing teams with the right skills, content, tools, and 

insights to grow and win. From the world’s largest enterprises to startups 

and small businesses, more than 2,000 organizations around the globe 

trust Seismic for their enablement needs. Seismic is headquartered in  

San Diego with offices across North America, Europe, and Australia.

To learn more, visit Seismic.com and follow us on LinkedIn,  

X (formerly Twitter) and Instagram.

https://seismic.com/
https://www.linkedin.com/company/seismic/
https://twitter.com/seismicsoftware
https://www.instagram.com/seismicsoftware/

