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1. Introduction 
1.1. Challenges  

Even though they spend a lot on Customer Relationship Management (CRM) systems, there are still many companies that cannot 

get a really good adoption by their workforce. One of the biggest hurdles is really the resistance to change. Most of the time, people are 

used to the way they do things, and a new system seems like a big change, especially when the benefits are not obvious right away. This 

resistance gets worse with a lack of trust in new technologies or with a fear of being more monitored and held accountable. 

 

Abstract: 
 

Many companies invest heavily in Customer Relationship Management (CRM) systems to enhance 

customer interaction, make business operations more efficient and increase revenue, but customer 

adoption usually lags behind initial expectations due mainly to human, cultural and process-related 

issues and only to a very limited extent to technological constraints. Employees, for example, may 

resist changes, find the system complex or not recognize immediate value, which leads to the under-

use of the system and poor data quality. That is why great training programs should be considered 

a must step, not an addition in the process, if one wants a successful CRM implementation. This 

article discusses how major transformation through training can help close the gap from 

installation to effective adoption by focusing on designing for the user, learning continuously, and 

aligning with business goals. Besides role-based learning, this concept also suggests action-oriented 

simulations, real-world use cases, continuous reinforcement through coaching, and feedback loops. 

The method proposed here uses a formal training program complemented by informal support such 

as peer champions and just-in-time learning resources so that learning is not only situated and 

relevant but also sustained over time. Leadership involvement and effective communication are two 

other elements that influence positive user attitudes towards CRM systems, this paper also points 

out. As per these expectations, user engagement, data accuracy, users getting up to speed, and the 

overall return on CRM investments are some benefits expected to be derived from this approach. 

The transition from a single training event to ongoing capability development allows organizations 

to foster a CRM culture where the tools are not viewed as a burden but a success enabler. This paper 

adds a practical and human-oriented perspective on CRM adoption and gives enterprises some 

effective pointers for their digital transformation efforts. 
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Another big problem is low user engagement and system utilization. Sometimes, even when CRM systems are set up without 

technical problems, employees use only the minimum features. This results in incomplete data input, irregular use of the system and 

finally, the system losing its effectiveness. Making matters worse, CRM platforms are often quite complex and therefore a problem for 

users. Many systems come with tons of features, but users cannot always figure them out, which, in the end, makes it hard for them to 

make these systems a part of their daily work. Insufficient training approaches are also the main reason for the failure of CRM adoption. 

The traditional way of training, i.e., through one-time workshops or general onboarding sessions, usually does not cater to the 

individualized needs of different user groups. Most of the time, the employees get out of the training sessions quite confused or even feel 

that they have not been trained properly, which is aggravated because there is hardly any follow-up to the training " 

 

Further, organizational silos and poor communication can also hurt CRM adoption. Departments working independently without 

common goals or without consistent communication make it quite challenging to set up standardized procedures. The lack of alignment 

not only affects system use but also detracts from the team-building benefits that CRM systems are intended to provide. 

 
1.2. Problem Statement  

More often than not, CRM rollouts do not produce the desired results simply because hardly anybody uses the system, not due to 

any tech failures. Many companies put most of their efforts into picking and launching the right CRM software, but they do not give their 

users proper training to work with the system effectively. This leads to a scenario where technology is implemented, but users are not 

ready, so the system is there, but the good things that it can bring are basically ignored. 

 

Another reason for the low user adoption is conventional training methods. Many organizations use uniform training courses 

without considering that users have different roles, duties and training requirements. These kinds of training usually emphasize system 

features and do not give employees an understanding of how CRM is related to their daily work. When employees are given insufficient 

learning support and refresher training, they forget what they learned and continue to use solutions irregularly. 

 

Besides, many existing training methods do not effectively support scalability and adaptability. As organizations grow and change, 

their CRM needs change as well. However, fixed training programs that do not change with time result in users having stale knowledge, 

and the system being less efficient. Another issue is that there is very little focus on training to the point that it can be measured, so it is 

not easy to identify gaps or improve results. 

 

This shows that there is a requirement for a structured and role-based training framework that will help establish training with 

organizational goals and user expectations. That framework should be scalable, adaptable and designed to help users truly benefit from 

the CRM system. Filling this gap is crucial for making CRM implementations not just technological installations but effective business 

solutions. 

 

1.3. Motivation  

It is now more crucial than ever to successfully adopt CRM solutions as they play an essential role in business success. Today's 

businesses depend on CRM solutions not only for handling customer information but also for providing tailor-made customer 

experiences, boosting sales performance and decision-making through analytics. The more customer-centric a company is, the greater 

the impact CRM systems can have on gaining a competitive edge. 

 

Another major aspect of making money from CRM tools is getting users on board. A system, no matter how smart or deeply 

integrated it is, will only be as good as the extent to which employees use it. Greater use means more accurate data, enhanced teamwork 

and better strategic decisions. On the other hand, less use causes disjointed data, inefficiencies and lost chances, thereby defeating the 

reason for investing. 

 

By all means, orgs have to design not only structured but also measurable training programs that can go quite a long way beyond 

mere user familiarization with the system. Particularly, in orgs, major attention should be paid to user training, whereby their skills and 

confidence levels are gradually enhanced. Training, indeed, is not a one-time thing that is done and then forgotten; it is a continual 

process that is adapted in line with the company's needs and users' feedback. On the other hand, setting measurable targets, such as 

user engagement and skills enhancement, can be really instrumental in measuring the success of training programs. 
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Besides, there is a big chance for the training program to be the one sector that meets broad business outcomes. Organizations 

need to align their training objectives with their key performance indicators such as profit, sales, and operational efficiency. This way, 

they can ensure that their learning initiatives directly contribute to the business. Giving training programs that focus on business 

objectives also motivates employees to use CRM systems, which can greatly contribute to the achievement of organizational goals. 

 

2. Literature Review 
The deployment of Customer Relationship Management (CRM) systems in businesses has been extensively researched through 

theoretical and practical lenses. A significant focus has been placed on the analysis of user behavior, the efficiency of training, and the 

concept of organizational change. The main viewpoint in this field stems from technology adoption theories such as the Technology 

Acceptance Model (TAM) and the Unified Theory of Acceptance and Use of Technology (UTAUT). According to TAM, perceived usefulness 

and perceived ease of use are the two key factors that influence technology adoption. In the case of CRM systems, this means that staff 

members will be more willing to use the system if they perceive it as a tool that can improve their work performance and if it is user-

friendly. UTAUT goes further by adding other elements like social influence and facilitating conditions, which emphasize the significance 

of organizational support and peers' behavior in determining adoption. These frameworks remind us that the rollout of CRM systems is 

more than the mere availability of the technology; it focuses on user perceptions and interactions with the system. 

 

Beyond just conceptual frameworks, a large volume of published work has focused on measuring the effectiveness of corporate 

training programs. Still, the analysis continues to show that training represents a primary lever for upgrading the users' skills, confidence 

and system usage level. On the other hand, conventional training tools such as classroom instruction or passive e-learning modules, in 

most instances, cannot guarantee long-term results. Research shows that, of all factors, training is the one that yields the best outcomes 

when it is continuous, context-sensitive, and aligned with actual job tasks. Experiential learning techniques like practical work and 

scenario-based games have been found to enhance both knowledge retention and comprehension significantly. Besides that, introducing 

feedback mechanisms along with performance evaluation not only enhances the ability to measure training effectiveness but also 

identifies the top areas that require further development. In a nutshell, contemporary training should really be regarded as an ongoing 

process rather than a one-offevent. 

 

Change management's contribution to CRM's success is an important point in the discussion. Conversations on this topic agree 

that a CRM rollout is not just deploying the system, but introducing new ways of doing things, new communication patterns, and often, 

a new attitude in the organization. Any change in the human factor, such as the change to the work organization, communication, and 

culture, if not carried out with the appropriate change management strategy, may result in a well-designed system that fails to gain the 

desired traction. Leadership support, clear communication, and stakeholder involvement are, according to research, the major 

prerequisites for a successful adoption drive. 

 

CRM training is meant not only to explain to users how to operate the system but also to demonstrate why it is being deployed 

and what benefits it brings to both them and the organization. Change management models emphasize the need for early involvement, 

regular communication, and a positive atmosphere that encourages users to adopt new ways of doing things. Having a change champion 

or internal advocate has been shown to influence user attitudes and speed adoption positively. Organizations are increasingly inclined 

to offer digital learning as a way to fit in with the changes of the modern world. Online platforms, for instance, permit learners to interact 

with their educational material whenever they want and at their own pace, which means greater accessibility and independence. 

Microlearning, which creates short, specific lessons, is a great way to eliminate the faults of traditional ones. With this method, learners 

can digest only a little of the information, which leads to less cognitive overload and better memory retention. Blended learning methods, 

along with incorporating online and face-to-face training, provide a well-rounded solution by utilizing the advantages of both types. Such 

methods are highly appropriate in the scenario of CRM training, with the users getting the best of both worlds, i.e., the theoretical part 

and the hands-on one. Studies have shown that digital learning methods not only make learning more interesting for users but are also 

capable of helping them keep up with changes, which is very important for them to adapt to new CRM features. Despite these advances, 

the literature on CRM adoption and training is still riddled with several major gaps. One of the most glaring oversights, for instance, is 

the failure to incorporate personalization into the training processes. In fact, most firms still stick to a one-size-fits-all training scheme 

that is not fine-tuned to the distinct needs of different user roles. Therefore, this single method leads participants to lose motivation and 

consider the content as irrelevant. The concept of tailoring learning tracks based on roles and mastery levels has been suggested by some 

as a way forward. 
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Nevertheless, their implementation is very limited at present. Also, the absence of good training impact assessment metrics is still 

a huge flaw. Although some companies might be tracking very basic measures like completion rates, they usually lack a better emphasis 

on quantifying actual changes in behavior, use of the system, or business results. Consequently, the real measurement of the worth of 

the training industry ends up being a matter of luck. 

 

3. Proposed Methodology 

This section explains the systematic, practical approach in designing high-quality training programs that really help increase CRM 

adoption in businesses. The approach stresses matching training to user needs, alignment with business objectives, and continuous 

improvements. It blends the basics of instructional design, modern learning aids, and measurable performance outcomes for a long-

term impact. 

 

3.1. Framework for Designing High-Impact CRM Training Programs 

Rather than a one-time training delivery, the proposed framework is based on a cyclical and iterative model that promotes 

continuous learning and adaptation. It is composed of six major phases: Needs Assessment, Stakeholder Alignment, Role-Based Design, 

Learning Delivery, Technology Enablement, and Continuous Improvement. 

 

 
Figure 1. High-Impact CRM Training Framework 

 

This framework ensures that training is not static but evolves with user behavior, system updates, and business needs. 

 

3.2. Needs Assessment and Stakeholder Analysis 

The first step to organizing a successful CRM training project is conducting a comprehensive needs analysis. It involves 

determining the gap between the current skill levels of users and the desired output levels. Companies need to survey how their 

employees are operating the CRM system, what problems they are facing, and which functionalities are hardly being used. 

 

An effective way of collecting information for the needs analysis is through questionnaires, face-to-face talks, system usage data 

and performance documentation, for instance. Occasionally, data is recorded, and the sales pipeline is updated at scattered intervals, 

which might be a signal that people do not understand the concept properly or are not motivated enough. Therefore, this method of 

evaluating the situation you are in is a highlight of your training issue and a way of making it a more personalized one. Stakeholder 

analysis is just as important. CRM adoption affects several groups such as sales teams, marketing professionals, customer support staff, 

and top management. Each group will have different expectations and responsibilities and will need to learn different things. Including 

stakeholders from the beginning is a great way to align training with business goals and secure support from the whole organization. 

 

Leadership is, in fact, the most influential element when it comes to adoption. If leaders use the CRM system most visibly and also 

take the training, this makes the system more important to the rest of the organization. Also, it can be very beneficial to select 'CRM 

champions' in teams, as they can lead peer-to-peer learning and boost acceptance. 
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3.3. Role-Based Training Design 

Role-based training design is one of the key elements of our methodology. We propose a shift away from conducting generic 

training sessions, towards customizing the training program to the distinct needs of different user roles. This not only adds to the 

relevance of the training but also results in higher levels of learner engagement. 

 

For instance, different departments make use of the CRM software in quite diverse manners. Salespeople, for example, are mostly 

interested in handling leads, monitoring purchasing opportunities, and estimating income. The marketers, however, concentrate on such 

things as organizing marketing campaigns, dividing customers into groups, and analyzing the results. Likewise, the support staff is 

highly dependent on CRM systems for case management, problem solving, and recording customer contact history. 

 

The table below makes an attempt to depict clarity and alignment by showing role-wise training structures:  

Table 1. Role-Based CRM Training Structure 
User Role Key CRM Functions Training Focus Areas Learning Approach 

Sales Team Lead & Opportunity 
Management 

Pipeline tracking, forecasting, deal 
updates 

Hands-on simulations, 
scenarios 

Marketing Team Campaign Management Segmentation, automation, analytics Blended learning, case 
studies 

Customer Support Case & Ticket Management Issue tracking, response workflows Role-play, guided exercises 

Managers/Leaders Reporting & Dashboards Performance tracking, decision 
insights 

Workshops, analytics 
training 

New Employees CRM Basics Navigation, data entry fundamentals E-learning + onboarding 
labs 

 

Such systematic mapping enables a firm to connect job requirements with training materials. This helps to make training content 

more relevant and targeted. At the same time, it reduces trainees' cognitive load, as they are not exposed to features unrelated to their 

jobs. 

 

Skill-level segmentation is another essential part. Users can be divided into three levels: beginners, intermediate users, and 

advanced users. Training materials can be adapted to each group, so that users can learn at their own pace and gain confidence gradually. 

 

If an organization integrates role-based and skill-based tailoring of the courses, they will be able to offer learners a highly 

individualized learning experience. Besides enhancing knowledge retention, it also leads to faster CRM adoption in the various 

departments within the organization. 

 

3.4. Learning Models: Blended and Experiential Learning 

The methodology implements contemporary learning models such as blended learning and experiential learning to double the 

effectiveness of the work. 

 

Blended learning merges various ways of delivering training, for example: face-to-face workshops, computer-based training, and 

follow-your-own-pace materials. On the one hand, this modality will make it convenient but still structured. On the one hand, through 

the blended learning approach, employees can first attend workshops to get firsthand knowledge and later use digital materials to review 

and strengthen their knowledge. 

 

Besides, experiential learning is primarily about getting knowledge from experience. CRM training activities should be centered 

on practicing tasks, presenting different real-life cases to trainees, and using pilot environments that reflect different work situations. 

For instance, learners can draft and insert new leads, update customer profiles, or create reports while using the sandbox environment." 

 

This teaching method enhances users' memory of the content and helps them gain confidence. Rather than users memorizing 

product features, they become capable of figuring out how to use the features in any situation. Besides, adding game elements such as 

quizzes, challenges, and rewards can really boost engagement. Microlearning could be integrated into your training plan as well. 
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Providing a series of short and focused lessons is a great way to keep learners' knowledge fresh without overwhelming them. Besides, 

microlearning modules are also very useful for either tweaking the system or extending the learning experience. 

 

4. Case Study 
To describe the real-life application of the proposed method, we use a made-up story of a medium-sized company getting a 

customer relationship management (CRM) system. The story shows the problems that came up, the training strategy that was agreed 

on, and the results achieved through a method that is both systematic and customer-oriented. 

 

4.1. Overview of the Enterprise 

TechSolutions Ltd. is a mid-size tech service company with about 1, 200 employees working mainly in sales, marketing, and 

customer support areas. This company grew very quickly over the last five years, which led to scattered customer data, different 

communication styles between departments, and difficulties in measuring sales and service performance. 

 

As the heads thought about these problems, they realized that to fix them, they had to install a CRM system that would give a 

single view of customers, help simplify processes and allow them to make decisions based on the data. The CRM system they chose could 

automate sales, manage marketing campaigns, and keep a record of customer support. 

 
4.2. CRM Implementation Background 

Department TechSolutions Ltd. implemented the CRM system in eight stages over a period of six months. During the first stage, 

the focus was on system configuration and data migration, with the rest of the work going on in parallel with the integration of existing 

tools such as email platforms and analytics systems. 

 

Nevertheless, the CRM user interface was complicated enough to confuse people. As a result, user adoption was low, and there 

was a lot of confusion about how to use the system. Even though employees were trained, they did not really get to know the system 

well. Many employees relied on their old tools, such as spreadsheets and emails, for tracking. Training sessions were first given in a 

traditional classroom setting, but they were general and did not address role-specific needs. 

 

Therefore, the system turned out to be underused, with less than 40% of staff being active users of the CRM system during the 

first two months after the rollout. This led to recognition of the necessity for a structured and powerful training approach. 

 

4.3. Training Strategy Applied 

To boost the adoption rate, the company changed its training strategy to a role-based, continuous-learning focus. The main 

concept of this new approach was to make training content relevant to the user's work and to provide continuous support. 

 

The structured training consisted of three major phases, with each phase designed to enhance the user's capabilities and 

confidence progressively. 

Table 2. CRM Training Phases and Approach 
Training Phase Focus Area Key Activities 

Foundation Training Basic system understanding CRM navigation, data entry, core features 

Role-Specific Training Job-related functionalities Sales pipeline, campaigns, case handling 

Advanced & Reinforcement Performance and optimization Reporting, analytics, continuous learning 
 

The first phase was very important to lay a foundation by educating all the users about the overview, main functions, and expected 

benefits of the CRM system. This was a great way to level-set the whole organization. 

    

In the Role Specific Training stage, different materials were prepared for each group, like sales, marketing, and customer support, 

so the training was not only relevant but also directly usable for running daily activities. 
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Ultimately, the Advanced and Reinforcement stages centered on fostering a lifetime learning mindset through the use of analytics, 

performance monitoring, and refresher courses. These approaches ensured that users could trust the CRM system entirely, benefit from 

the latest features, and keep up with updates. 

 

Moreover, the training sessions were further improved by slices of real work, identifying users' experiences, and a sandbox 

environment that allowed users to experiment with the application risk-free. Also, CRM champions were assigned to the groups to 

provide peer support and help deepen the learning. 

 

4.4. Tools and Techniques Used 

Using a mix of digital tools and up-to-date educational methods, the training was imparted most efficiently. The training content 

was made available, and the learners' progress and performance were monitored through a Learning Management System (LMS). 

 

With interactive simulations, learners could do CRM exercises in a non-committal and safe environment, with no change to the 

real data. To break the content into small, focused pieces, microlearning modules were rolled out, which users could familiarize 

themselves with at their own convenience. Through these modules, specific features such as lead creation, report generation, and 

customer interaction tracking were demonstrated. 

 

AI-powered suggestions in the learning management system made it possible to tailor individual learning journeys based on how 

well and how much users were performing and engaging. For example, learners finding it difficult to do certain tasks were instantly 

given extra training units. 

 

Similarly, to keep the learners more interested and motivated, a few gamification strategies, including short tests, display of 

highest scorers and giving out of prizes, were added as well. 

 

5. Results and Discussion 
The methodical, role-tailored CRM training at TechSolutions Ltd brought quantifiable improvements in system adoption, 

employee engagement and overall business performance. Therefore, this part discusses the results of the training program and contrasts 

them with traditional training methods to point out the main insights and lessons learned. 

 

5.1. Analysis of Training Effectiveness 

Both quantitative and qualitative metrics were used to measure the success of the training program. Assessment results, system 

activity logs, and staff opinions were considered to evaluate user comprehension and application of CRM functional capabilities. 

 

Implementing role-based and experiential learning led to a big jump in memory retention. Staff had a much better grasp of how 

the different features of the CRM matched up with the things they do every day. Compared with the earlier standard training, users 

generally had a higher level of self-confidence when carrying out main activities such as updating customer records, handling leads and 

producing reports. 

 

Besides, various learning continuity strategies such as short learning episodes and AI-based suggestions greatly helped maintain 

users' progress. Staff could review the lessons anytime, making the learning more solid and firm. Gradually, changing from just a training 

event to a continual learning habit turned out to be an important element that led to better training outcomes. 

 

5.2. Improvement in CRM Adoption Rates 

CRM adoption rates have been one of the biggest successes of the new training strategy. For starters, only around 40% of 

employees were active users of the system at that time. However, just 3 months after adoption of the new training plan, the adoption 

rate was up to 78%, almost doubling the initial figure. 

 

The significant change may be explained by a few factors, such as training better aligned with users' roles, increased use of 

learning resources, and strong leadership support. Staff members recognized the CRM as a handy resource, not just an imposed load. 
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A clear rising trend in adoption rates after the introduction of the new training strategy is visible on the graph above, thereby 

providing evidence of the direct influence of training on user behavior. 

 

 
Figure 2. CRM Adoption Rate Improvement 

 

5.3. Employee Feedback and Engagement Levels 

One of the critical elements in gauging the effectiveness of the training program was employee feedback. Surveys and interviews 

revealed that users' attitudes had visibly changed. According to employees, the newly delivered training was more connected to job 

demands, hands-on, and simpler to understand than the old method. However, they might not remember the previous training course. 

 

There was also a remarkable upsurge in interest. The number of people taking part in training programs increased, and learners 

engaged with microlearning units and simulations. The integration of gamification through quizzes and prizes increased motivation, and 

the learning process became interactive and fun. 

 

Among the great changes observed was the influence of the CRM champion in raising the level of employee involvement. The 

presence of peer support led to a more collaborative environment for learning, as employees became more willing to share their 

knowledge and collectively work on resolving problems. This way of learning not only enhanced knowledge but also strengthened team 

collaboration. 

 

5.4. Business Impact  

Proper usage of the CRM system was directly tied to business gains. The main output was an increase in staff efficiency. Employees 

were able to complete their tasks in a shorter time, hence reducing the time taken for data entry, report generation, and other work-

related communications. 

 

Moreover, the company significantly improved its customer service levels. Because the agents knew customers' likes and issues, 

they were able to come up with very personalized solutions and provide support at the right time, which resulted in happy and loyal 

customers. 

 

Likewise, sales operations became a lot more efficient. Sales staff had better, more up-to-date data about customers and sales 

opportunities, which made it easier for them to make good decisions. This led to an increase in successful sales, and at the same time, 

sales forecasting became more dependable. 

 

Customer satisfaction rose as a result of the CRM system being able to track customer interactions more effectively. This led to 

quicker responses and more personalized service. The support teams had better means to solve customer issues, and as a result, the 

overall customer experience was improved. 
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Data  quality was improved hugely. Well-structured and accurately recorded data helped leaders to generate reliable insights, 

which in turn enabled them to make strategic decisions and plan. 

 

5.5. Comparison with Traditional Training Approaches 

The suggested method revealed significant benefits over conventional training approaches. Usually, traditional training consists 

of a single session during which the system features are highlighted; however, their practical use is ignored. As a result, users remember 

little, and their behavior hardly changes. 

 

On the other hand, the innovative approach focused on constant learning, differentiating the training content according to roles 

and practice. It made the training very close to the reality of the users and their situation at work. Also, the use of electronic resources, 

such as learning management system (LMS) tools, role-playing exercises, and AI-based suggestions, helped to a great extent in expansion 

and ease of use. 

 

6. Conclusion and Future Scope 
6.1. Conclusion  

This research points to the fact that training is the only effective way to implement CRM in businesses successfully. It shows that 

companies might spend a lot of money on very costly CRM software, but the true benefits of these systems are released only when users 

are very skilled in their use. Issues such as employee resistance to change, lack of user involvement and low training levels may, according 

to the study, greatly obstruct the success of CRM. It is unlikely that simple, one-off training sessions could solve these problems; rather, 

they call for more thorough, continuous and learner-centered training in programs. 

 

This study has revealed one major surprise: role-based and experiential training methods turned out to be very effective. Training 

content should be well aligned with an individual's job role and, if feasible, should integrate real-life learning experiences so that an 

organization can measure increases in users' self-confidence, system utilization, and data accuracy. In addition, using mixed learning 

and digital tools like Learning Management Systems, simulations, and AI-based recommendations improves accessibility and adoption. 

 

The research underscores the importance of providing regular feedback and monitoring performance. Educational activities that 

offer immediate feedback, monitor users' actions, and support gradual improvement can adapt more effectively to evolving business and 

technology requirements. Moreover, the dedication of top executives and the involvement of co-workers, with the help of CRM 

champions, play a significant role in forming a culture that is open, cooperative and willing to change. 

 

6.2. Future Scope 

Moving forward, through emerging technologies and creative methods, many approaches to effective CRM training can be 

identified. One of the best ways to train employees for the future is to use AI and adaptive learning systems. By understanding users' 

behaviors, AI can provide a customized learning environment and change the educational content in real time according to a learner's 

needs and progress.  

 

One of the most exciting areas to look forward to is the gamification industry. Adding game elements such as rewards, challenges, 

and leaderboards might change learning from a dull task to a very interesting and enjoyable activity. Besides, this strategy can greatly 

enhance the efficiency of training sessions in big corporations where it is often a challenge to hold people's attention. 
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