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Why are you attending this demo? (select one)

A. Currently using simulations and want to expand their use

B. Not currently using simulations but considering for 2021

C. Not currently using simulations but just curious

D. Other (?)
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What problems do you want simulations to 

solve in your company? (choose all that apply)

A. Hiring

B. Onboarding

C. Sales Coaching

D. Customer Empathy

E. Specific Business Problems

F. Virtual Sales Kick-off

G. Engagement

H. Other (?)
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OnboardingHiring

Selling Intelligence Platform

Practice 
&

Ongoing Development
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Behaviors Judgment Practice



Business
Knowledge

Selling 
Judgment

Roleplays

Ability to sell based on 
possessing sales skills

Critical thinking skills in 
sales situations

Cognitive 
Ability

Selling 
Behaviors

Assessments

Problem solving verbal 
and math reasoning 

skills

Key behaviors specifically 
predicting sales success

Data Collection, Development, Analytics

Selling Intelligence Platform

Selling 
Skills

Knowledge Game

Knowledge about the 
company, its solutions, 
and the marketscape
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Roleplay Data Collection and Output 

Individual Rep Skills Scores

Rep 
Dashboard

Leaderboard Coaching
Management 

Reports
Learning 
Cadence

Management 
Dashboard

Selling 
Intelligence

Score
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• Provides Sales Leaders deep 

understanding of their entire team

• Leverage strengths and properly 

address weaknesses to improve 

sales performance

• Gives prescriptive insights into 

the selling DNA of a salesperson

• Invest in the individual and team 

with confidence

Insights 
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Sales Rep Name

• UPtick integrates feedback and 

coaching at appropriate times in 

the sales simulations to create a 

learning cadence that provides 

feedback at just the right time.

• Automatically prompts ps to 

return and self develop

• Clear mapping of selling strengths 

and weakness feeds into a 

customized learning path for 

growth

Invest 
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Live Demo



What Do Others Say About UPtick?

Take a Look at Nestlé Purina 
Results, Adoption
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Purina QBR Results

Average Selling Judgment score improvement:

+27%

Average Selling Intelligence score improvement:

+15%

Improvement on most played roleplays:

284%, 181%, 27%

Improvement on least played roleplays:

13%, 30%, 37%, 74%
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Average Time Spent on 

Roleplays
2:40:00

Average Number of 

Roleplays / Person9

Greatest Number of 

Returns to Roleplays78

Presenting to a 

Retail Group78

Negotiating for Performance 

in Annual Planning74

Leveraging Shopper 

Insights for Results68

Roleplays Repeated the Most

Purina User Results
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Return to Improve
(with score <80)

94
%

Safe Way to Learn92
%

Played Multiple Times
(overall)

90
%

Improves Ability to Sell91
%

Adoption
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How to use simulations in your company
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Next Step –
Personalized UPtick Demo

Contact: Brett.Trainor@sciolytix.com


