
eBook:

Onboarding  
and Retention



Onboarding  
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Retention is the golden ticket to boosting 

revenue when it comes to direct sales. 

According to the Harvard Business Review, 

increasing customer retention by 5% can 

increase profits up to 95%. The success rate of 

selling to a customer you already have is 60-

70%, while the success rate of selling to a new 

customer is 5-20%.   

One of the best ways to increase retention 

of both your customer base AND your 

distributors is by providing valuable education 

and in-depth training, beginning with the 

onboarding phase. In this eBook, we’ll discuss 

how to adjust your onboarding strategy to 

increase overall retention (and, as a result, 

overall revenue).



Onboarding in the 
Pandemic and Beyond 

When the world changed in March 2020, nearly every aspect of the 

direct sales industry had to find a way to adapt—and fast. But while 

many companies were quick to find digital alternatives to prospecting, 

marketing, and product sharing, one essential aspect of building a 

successful business was often overlooked: onboarding and training. 

Our industry has long relied on belly-to-belly, face-to-face connections, 

especially when it comes to onboarding. New distributors are often used 

to having a direct relationship with the person responsible for training 

them—they shadow parties, observe presentations, and meet up frequently 

for one-on-one introductions. With in-person training at a standstill for 

most of the world, the onboarding and education experience has fallen 

on corporate shoulders. It’s never been more crucial for companies to 

find effective ways to train from a distance. The solution? A Learning 

Management System (LMS). 

An LMS can... 

1.   Provide product education to customers  

     that increases retention

 

2.  Introduce company lifestyle and perks to  

     potential distributors 

3.  Train employees or distributors on internal  

     processes and product benefits 

4.  Provide easily duplicable processes 

5.  Encourage sales 

 

Back in 2017, it was estimated that around 67 

percent of all organizations offered some form 

of a mobile learning platform, and that number 

has only grown since then.  To compete in 

today’s market, you need a system of reward-

based educational tools that will help you get 

everyone in your organization—from leadership 

to the customer—on the same page.



Learning 
Management 
Systems:  

A Universal Solution

An LMS is a platform or feature that allows your 

company to create and distribute educational and 

training materials, both internally and externally. 

In our industry, an LMS is typically a compilation 

of interactive direct sales training modules 

that feature a variety of multimedia assets to 

convey messages about products, processes, or 

organizations. Often, these modules conclude with 

a brief quiz to assess the user’s understanding of 

the material. An LMS can create an effective sales 

training and employee onboarding process that 

gets your distributors up to speed quickly to start 

selling—and provide a way for them to continue to 

learn as they are out in the field.



Is An LMS Right  
for You?
If your organization is looking for a way to virtually onboard 

and train or simply to enhance your current efforts, then an LMS 

is for you. Of course, many systems are customizable to fit your 

individual needs, but how do you decide which one is the best 

fit for you? 

When you’re doing your due diligence, do your best  
to choose one that has the following features  
and benefits: 

•  Easily Accessible: You should ensure that your  

    educational modules are straightforward, digestible,  

    and not overly time-consuming. Additionally, the interface  

    should be user-friendly, so there isn’t a huge learning  

    curve before distributors can get started. 

•  Share Insights: Without a way to keep track of progress,  

    having an LMS is kind of pointless. You’ll want access  

    to a variety of data that can help you analyze what’s  

    working and what’s not, plan for the future and  

    continue to adapt to your changing needs. 

•  Establishes Communication: Look for a platform that uses  

    features like push notifications to announce new products,  

    communicate directly to specific customers, and improve  

    your customer connections.  

•  Easy to Update: You’re busy running your business, so  

    chances are you don’t have time to deal with any hassles.  

    Choose an LMS that makes it easy to add/update content  

    (and provides access to on-the-ball customer support if  

    you’re ever having a difficult time).



Focusing on 
Compliance
Compliance has always been a concern in 

the direct sales industry, and the need for 

compliance training has only become more 

dire in recent months. The FTC has made it 

clear that direct sales companies—not just 

their distributors—will be held accountable for 

violations. An educated distributor is much 

less likely to make claims that can put you in 

jeopardy, which is why you owe it to yourself 

to thoroughly educate your sales field about 

what is and isn’t appropriate to say when 

discussing your company and products.



Play the Game
When it comes to an LMS, gamification is the process of using 

games, or game elements, to promote learning. Whether it’s 

fireworks on your screen when you’ve reached a goal or a  

shareable badge for completing a step, gamification is an easy  

way to give your audience something to anticipate. Gamification 

can be used for…

•  Improving engagement

•  Increasing motivation

•  Boosting creativity

•  Creating a more interactive experience

•  Increasing longevity of retained information

The idea of using game-formatted education has never 

been more popular.  Most target audiences have constant 

access to a mobile device, and our social network-based 

society makes it easier than ever to share game progress and 

accomplishments. Additionally, the success of digital games in 

the marketing industry makes for a natural progression to the 

internal education sector. 

As a leader in your organization, you need to find a way to 

present the necessary information to your customers and/or 

business builders in a way that encourages active, engaged 

learning. That’s where gamification comes in. A study by 

Traci Sitzmann, an assistant professor of management 

at the University of Colorado Denver Business School, 

found that “employees trained on video games learned 

more factual information, attained a higher skill level and 

retained information longer than workers who learned in less 

interactive environments.”  Utilizing an LMS with  

built-in gamification is a great way to take advantage  

of that phenomenon.



How It Works
Learning management systems that utilize  
gamification usually do so in one of three ways: 

1.  Badges:  

These awards are typically shareable via social 

media and are received by users who complete 

a certain step in their educational training. For 

example, a distributor might receive a digital 

trophy for completing an entire training module 

about a new product. They can share this trophy 

on Facebook to drum up interest in the product. 

2.  Rewards:  

Rewards can be anything but are most likely a 

special discount code or exclusive access to a  

new product or service. 

3.  Progress Bars:  

Progress bars are a visual way for users to track  

the time and effort they’ve put into learning. 

Tip: Be mindful of the length of each module. The point is to 

reinforce correct information, but today’s average employee 

has a shorter attention span than ever before. Seemingly 

endless progress bars can be more of a deterrent than a 

motivator. Focus your efforts on what you most want users to 

learn, or break up modules into multiple sections.

Using a combination of these elements is the most surefire 

way to ensure the effectiveness of your platform. For example, 

shareable badges can be used in conjunction with more 

tangible rewards if they aren’t typically enough of an incentive 

to motivate users to continue their educational journey.

verbLEARN

Our verbLEARN system is designed to provide an experience 

that will educate and reward your distributors, building 

confidence and loyalty to encourage them to stick around. 

Additionally, it provides them with a vital tool for sharing 

product information to boost sales—a win-win for everyone 

involved. In fact, one of our clients boasted that they doubled 

their retention rates in just six months by using our mobile LMS 

and onboarding system!



Conclusion
•  Using an LMS can create an effective sales  

    training and employee onboarding process  

    that gets your distributors up to speed quickly  

    to start selling—and provide a way for them to  

    continue to learn as they are out in the field. 

•  Gamifying your LMS can help you present the  

    necessary information to your customers and/ 

    or business builders in a way that encourages  

    active, engaged learning. 

•  Providing an effective onboarding and  

    education experience is an easy way to  

    increase retention and, in turn, boost sales.

Are you interested in learning how Verb Technology 

Company can help you streamline your  

onboarding strategy? 

Click here to schedule a demo!
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