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Abstract

In order to determine if sales simulations could predict future sales success, Sciolytix partnered with 
researchers at the Stephen Stagner Sales Excellence Institute at the University of Houston to analyze 
data collected from nearly 200 salespeople. Performance in 13 simulated sales conversations was 
compared to the ability of the salespeople to hit quota, and to their overall sales effectiveness. The 
results showed that eight of the simulations were able to predict sales success. Additionally, there 
was evidence that different simulations tap into different skillsets, which suggests that success in 
different types of sales roles could be predicted with a smaller set of sims than the full 13. Future 
research should focus on refining simulations for quantifiably predicting sales success.

Purpose

The goal of the partnership between Sciolytix and the Stephen Stagner Sales Excellence Institute at 
the University of Houston was to determine to what degree different elements of sales simulations, 
used primarily for training and assessment purposes, can predict success in a sales role. If there are 
predictive correlations, are they qualitative in nature (i.e., the relative likelihood of attaining quota) 
or is it also possible to quantitatively predict actual levels of success (i.e., that quota attainment 
will be within a specific range). Furthermore, the study was commissioned to evaluate which 
elements of these simulations (e.g. overall score, improvement over time, individual sales skills) 
have the greatest impact on sales ability.

Methodology

Sales data was gathered for 198 individuals currently working in sales roles at two different 
companies. This data consisted primarily of lagging indicators of sales success, including three 
years of percent of quota achieved (taken directly from the companies’ CRM system), success 
in meeting prior year’s quota (rating supplied by the manager), and overall selling ability of each 
salesperson (rating supplied by the manager).

Participants played an average of six of the simulations offered by Sciolytix. These simulations 
covered six areas of sales ability: Sales Foundations, Prospecting, Discovery (Needs Analysis), 
Presenting, Objection Management, and Closing & Negotiating. Participants were allowed to play 
each sim as often as they liked---in fact, they were encouraged by a virtual “coach” to learn from 
each playthrough and then try the simulation again.
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Scores were recorded from each participant for each playthrough of a simulation (the overall 
simulation score), along with their scores on the individual skills (the deeper skill score) that were 
assessed within each simulation. There are 14 skill categories which include Qualifying, Building 
Trust, Identifying Pain Points, Persuasion, Reading the Customer and Communicating Benefits, 
among others.

Results

The three indicators of sales success (Quota Achieved, Prior Year Quota, and Selling Ability) were 
compared to each participant’s initial score on each simulation (before practicing), their best 
score on each simulation (after practicing), and their deep scores on the skills in each simulation.
Overall, performance on the Pre-Call Planning simulation and the Cold Calling simulation were 
significant predictors of overall sales success. This suggests that these two simulations are directly 
measuring key skills necessary in order to meet and exceed sales quotas. These skills include 
Managing the Gatekeeper and Developing a Compelling Benefits Statement that are common to 
both simulations

Additionally, for participants from one of the companies (a major financial institution), performance 
on six different additional simulations (Making a Powerful First Impression, Securing the Buy-In, 
Preparing for Negotiation, Recognizing and Responding to Objections, Preparing & Reviewing a 
Proposal and Presenting to a Group) were significantly predictive of overall sales success.

Conclusions

The simulations created by Sciolytix are effective at predicting sales success---both on a qualitive 
basis and also at a quantitative level. The simulations measure and train on a wide range of skills 
that are critical for effective selling. The Pre-Call Planning and Cold-Calling simulations appear to 
tap into essential skills that are applicable across several different types of sales jobs (e.g., internal 
sales, new logo sales, etc.), while six additional simulations tap into skills that are likely to be needed 
in a specific type of sales role (e.g., account development). Also, it was determined that the skill 
scores were more predictive than the simulation scores---with the simulation scores tending 
to be qualitative predictors while the skill scores are more quantitative. This suggests that skill 
scores taken in combinations amongst multiple simulations might be the best overall predictor 
which further suggests that a smaller set of sims could be constructed that focuses specifically 
on predictability.

Overall, the data supports the simulation-based approach for sales assessment and development 
taken by Sciolytix. More research is indicated to further identify which simulations are the most 
predictive and to determine which skills in each simulation correlate the most strongly with quota 
attainment on a quantitative basis. This will require more data across non-homogenous sources 
to refine the predictive models while also distinguishing between different types of sales roles.

For more information about this study, please contact us by visiting www.sciolytix.com.


