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DISTRIBUTOR TRAINING
FOR MANUFACTURERS

Build partner readiness that supports
sales, service, and your brand
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Introduction

Distributor training is among the hardest learning programs to manage
because the audience is outside the organization, while the business impact
stays inside it.

Dealer and distributor sales teams explain your products to customers,
handle objections, compare options, and often create the first real
impression of your brand.

For manufacturers, this makes training a channel performance issue. It
shapes how consistently products are positioned, how confidently partners
support sales, and how quickly the network can respond as products,
markets, or customer expectations change.

In this guide, we’ll examine where distributor training tends to break down -
and how manufacturers can move from ad hoc partner enablement to a
structured online training process that is easier to launch, track, and scale.



3cispring

Table of contents

What usually goes wrong with distributor training

Treat distributor training as channel sales enablement

Setting up distributor training from the ground up

O1. Choose the business prioritys

02. Map the distributor network

03. Prepare training content for the first rollout

04. Set up training in the LMS

05. Roll out training and track early results

06. Keep distributor training current after launch

In closing

Build distributor training that supports channel growth

il

13

19

20

24

25

26



3zispring

What usually goes wrong with
distributor training

Distributor training often starts with manual communication. Product
information is typically shared through launch calls, update PDFs, demo
recordings for new dealers, and follow-ups from regional managers.

For a small partner network, this may be enough to share key information on
time. But once the channel grows, this setup becomes fragile. More dealers,
product lines, and more frequent updates create gaps that are hard to see and
even harder to manage.

No direct control over distributors

Distributor reps have their own managers, sales targets, priorities, and often
several brands in their portfolio.

That changes the training dynamic. You can’t rely on the same drivers you
would use with an internal sales team. If training is not clearly tied to selling
better, staying certified, accessing product updates, or representing the
brand correctly, it can easily move down the priority list.

Knowledge spreads unevenly

In an informal model, every partner handles training differently. One dealer
may run a product session for the entire team, another may forward a deck
in a chat, and a third may rely on a senior salesperson to explain the product
to new hires.

This creates a consistency problem for the manufacturer. The product is the
same, but the quality of product consultation, positioning, and sales
guidance can vary from one dealer or region to another.
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Product updates get lost or outdated

Products and their specifics change frequently. Still, without a controlled
knowledge sharing system, older materials often remain in use.

A dealer rep may keep working from last quarter’s deck or an old demo
recording, even after the manufacturer has changed the guidance. This is
especially risky for technical or configurable products. Outdated information
can lead to wrong recommendations, unclear customer expectations, or extra
work for service teams later on.

Dealers know the product but can’t sell it

When distributor training is handled informally, it often stops at product
information: specs, demo recordings, and launch materials. This creates a gap
between knowing the product and selling it well. A rep might describe the
features correctly, but still struggle to turn them into a clear value story, handle
price objections, or show why the solution is worth choosing.

This is also why sales training remains

o a priority for distributors. In
O Distribution Strategy Group’s 2024
research findings, sales training

of distributors ranked as the most important tool

planned to increase sales training that distributors wanted to add to

ol 8vs pE e e improve sales rep performance.

No clear view of who is ready to sell

Manufacturers often see only the final sales results, not the team’s preparation:
who completed training, earned certification, or needed a refresher, and which
dealers are consistently falling behind.


https://distributionstrategy.com/wp-content/uploads/2025/01/DSG-Report-2024-State-of-Sales-in-Distribution.pdf
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Without this information, it’s hard to perceive the real issue: demand, the
product itself, pricing, partner motivation, or simply the fact that the team
doesn’t know the product well enough.

These problems usually show up as small gaps that quietly add up to
lost sales and uneven brand representation across the channel. The

common thread is simple: training is treated as a one-time information
drop, rather than an ongoing part of how the channel sells.

Treat distributor training as
channel sales enablement

Distributor training becomes more useful when it is treated as an integral
part of channel sales enablement.

For manufacturers, this means designing training based on the way
partners sell: how they explain the product, qualify the customer’s need,
compare options, recommend the right model, and avoid claims that
sales, service, or warranty teams will have to correct later.

This shifts the purpose of distributor training. Instead of treating product
information as the end point, manufacturers need to make sure partners
can use it consistently in real-life customer interactions - and see which
teams are ready to represent the product.

That’s why a structured partner training program should create value on
both sides of the channel:



https://www.ispring.com/knowledge-hub/partner-training?utm_source=ispring_guides&utm_medium=referral&utm_campaign=distributor-training-for-manufacturers
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Business outcomes for manufacturers

Faster product time &
to market

Structured training shortens
the gap between product
release and partner readiness
across the channel.

Fewer product [©)
mistakes

Ongoing training keeps teams
aligned on specs, product fit,
warranty terms, pricing logic,
and service expectations.

Reliable brand h
representation

Approved positioning and sales
guidelines reduce inaccurate
claims, overpromising, and

unrealistic customer expectations.

Consistent product [J
knowledge

Partners give customers the same
accurate pitch, so a weaker rep's
explanation doesn't quietly cost
you a sale.

Verified partner )
readiness

Clear assessment and
certification show whether
each distributor is prepared to
represent and sell the product.

Scalable channel @
support

Streamlined training reduces
routine follow-ups and manual
readiness checks from regional
managers.
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Business outcomes for distributors

Faster ramp-up for ®
new sales reps

New employees stop relying only
on shadowing and start handling
product conversations sooner.

Higher average 2,
deal value

Better product fit makes it easier
to sell add-ons, service options,
and premium configurations.

Stronger ™
customer trust

Good product guidance helps you
earn repeat sales, stronger loyalty,
and referrals.

Higher sales |~
conversion

Teams can match the product to
the buyer’s use case instead of
repeating generic specs.

Lower internal .,C:.]
training load

Ready-made vendor training
reduces internal effort and keeps
your team focused on customers.

Better manufacturer Yy
support

Certified dealers can unlock new
product lines, joint campaigns,
and preferred partner status.
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These outcomes are possible only with a structured distributor
training system. It provides manufacturers with clear readiness
standards, early visibility into gaps, targeted partner support, and
training analytics that can be connected with channel performance.

Ad hoc approach Structured approach

& Ssend product materials € Define what reps need to sell

Build a focused product

Q Run a launch webinar course

Add walkthroughs and

|
Q Share the recording model comparisons

Practice common customer

Store files in a shared folder questions

Test product and sales

Ask dealers knowledge

to “review everything”

Q-0

Certify reps who meet
the standard

Rely on manual follow-ups

QO <« 0«0 <« «<Q «0Q <«

Track readiness by dealer
or region
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Setting up distributor training
from the ground up

If the symptoms above look familiar, it’s time to rethink how distributor
training is managed. In this section, we'll break down how to set up a
transparent training process step by step. To keep the workflow practical,
we’ll use iSpring LMS and iSpring Suite Al for this.

01. Choose the business priority

If you're setting up structured distributor training for the first time, start with a
narrow business priority. A first launch that covers every dealer, role, product
line, and update usually becomes too broad to manage and measure.

Select a scenario where stronger partner readiness can remove a real business
constraint:

Prepare priority dealers in key regions to sell the new product
line before launch

Certify active dealer sales and service teams on the top-selling product line

Create a basic product readiness path for new sales reps at distributors

Run a short refresher path for existing dealers after a major product update

Train service teams on key installation mistakes for one product category

To do that, look at the business data that already shows where partner
knowledge may be affecting revenue, operations, or customer experience.


https://www.ispring.com/?utm_source=ispring_guides&utm_medium=referral&utm_campaign=distributor-training-for-manufacturers
https://www.ispringsolutions.com/?utm_source=ispring_guides&utm_medium=referral&utm_campaign=distributor-training-for-manufacturers
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Data group

Metric to check

What it signals

10

First training focus

Sales and
revenue

Support
and service

Customer
and
partner
feedback

Sales mix: Share

of high-margin, complex,
or new products

in distributor sales

Target vs. actual

by distributor: Gap
between top-performing
and underperforming
partners

Technical support load:
Distributors’ questions
on basic product topics

Defects, returns,

or service issues: Errors
during installation,
setup, or maintenance

Order errors:

Incorrect specifications,
configurations, or
product selections

NPS comments/
customer complaints:
Repeated issues with
distributor consultations

Lead response time:
Time from lead handoff
to first partner contact

Partners rely on basic
products and avoid
higher-value lines

Some partners lack the
sales standards used
by stronger dealers

Partners depend on
your team for routine
product answers

Product knowledge
breaks down after
the sale

Partners struggle with
catalog, configuration,
or ordering workflow

Customers get
weak or inconsistent
product advice

Warm leads lose
momentum before
partner follow-up

Upselling, cross-
selling, positioning,
and value explanation

Core commercial
standards and sales
conversation training

Core product course
and quick-reference
materials

Technical training
and certification for
service teams

Catalog, configurator,
and ordering workflow
training

Product-fit guidance
and sales/service
standards

Lead handling,
qualification, and
response workflow

Use these signals to separate training problems from broader channel
problems. Pricing, supply delays, weak demand, or poor partner motivation
may require a commercial fix. Repeated product misunderstandings,
configuration errors, missed updates, slow onboarding, and inconsistent
customer conversations are stronger candidates for the first training launch.
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The more specific the goal is, the easier it is to judge whether the
launch worked. Define the goal through five elements: partner group,
product areq, expected behavior, readiness signal, and the business
metric you’ll review after rollout.

Michael Keller,
Senior eLearning Officer

\\),r,

02. Map the distributor network

At a manufacturing company, the partner network is usually mixed: large
dealers, small regional partners, sales reps, service teams, dealer principals,
regional managers, and sometimes product specialists or partner admins.

For distributor training, it's important to define your audience structure from the
start. Think about how you’ll want to track results later (by dealer, region, role, or
product line) and set up those categories before launch. Map three things:

e Partner companies. Choose which dealers or distributors are
included in the first rollout based on your launch goal and business
priority.

« Roles inside each partner company. Define which partner roles need
training, such as sales, service, product specialists, managers, or
partner admins.

 Local responsibility. Decide who on the partner side will help
manage users, progress checks, and coordination with your team.

Once this structure is clear, you can recreate the distributor network in an LMS.

An LMS, or learning management system, is software that helps you manage
training programs and learning data in a single place, automate routine work,
and track real-time progress with less manual follow-up.



https://www.ispring.com/knowledge-hub/what-is-lms?utm_source=ispring_guides&utm_medium=referral&utm_campaign=distributor-training-for-manufacturers
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A platform like iSpring LMS lets you mirror your partner structure inside the
system. For distributor training, this means you can organize learners by region,
dealer company, branch, role, product focus, or certification program.

For example, you can use departments for the main hierarchy, such as region >
distributor - branch. Then you can use groups for segments that cut across
that hierarchy, such as sales teams, service teams, launch partners, or core
product certification.

3e ispring Ims My Courses My Trainings Catalog News Org Chart 360" m

Org Chart Q: = Print

Harrison Jones

Construction company "Eco” HR manager

E Nick Moore Department:
: CEQ HR department

2, Employee supervisor:

Eh21 v Donald Johnson
HR department Legal department Production department Contacts
r@ Donald Johnson e Nina Rodriguez @ Brian Phillips B4 harrison.jones@company.com
HR director Chief legal officer Chief engineer % +1 800 123 4567
Eh2 v~ Eh5 v

Smart groups can automatically collect users who match selected criteria, while
roles help define who can manage users, assign training, or view reports.

This is also useful for local responsibility. For example, you can give a partner-side
manager or regional coordinator limited admin access, so they can help manage
their team without getting full control over the entire LMS account.
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3zispring Ims Q Search Q B e
2]
Manage Users
B Users Create custom user roles with a specific set of capabilities Lo .
JzispringIms Q
o Roles
s Role name
Departments
@ o
Account Administrator 8 The user will have fu & Edituser
d& Groups E
o Sign up Profiles Account Owner & Account Ownerhas =
o Taylor Beck
Course Authar The user will get acc .
Department Administrato Course Author
Department Administr. The user will manag: ]
Learner The user will have ac r91‘-| Personal Information Group Memberships Access Level Enrolled Learning Achievements
Supervisor The supervisor can € |j
Select the user role to set the access permissions to the system
]
85
n % *Role: Der nt Administrator Course Author Learner
-+ Addrole

Ainistrator

Department Administrator

Custom roles let you adjust permissions more precisely, including what users
can manage and which reports they can access.

CASE STUDY

“We got an LMS that perfectly mirrors our distribution
chain of 100 local retailers

Read the full case study >

03. Prepare training content for the first rollout

Once the goal and audience segmentation are clear, prepare the content for
the first rollout. The point is not to build a full partner academy from day one.
The first content set should support the business scenario you chose, fit the
partner roles, and give you something concrete to assign, test, and monitor in
the LMS.


https://www.ispring.com/knowledge-hub/an-lms-for-100-local-retailers?utm_source=ispring_guides&utm_medium=referral&utm_campaign=distributor-training-for-manufacturers
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Chances are, you already have enough source materials for the first rollout:
PowerPoint presentations, PDFs, manuals, sales sheets, demo recordings,
and product update notes.

With an authoring tool like iSpring Suite Al, you can convert existing
materials into the SCORM format, which makes learning assets trackable,
and upload it to any learning platform, including iSpring LMS.

Static files LMS-ready course
PowerPoint, PDFs, webinar recordings SCORM package uploaded to an LMS

o Shared by email or link Assigned to the right partner groups

* Hard to know who reviewed them e Real-time progress tracking

* No built-in knowledge check ¢ Quizzes check understanding

* No completion tracking e Completion and scores are visible
¢ No clear proof of readiness e Readiness is easier to verify

The tool has desktop and cloud versions. The desktop version works right
inside MS PowerPoint, which makes it highly intuitive, even if you’re new to
creating courses.

Let’s take a closer look at what training content can look like when you build
it with iSpring Suite Al.

Product knowledge

This is a huge part of distributor training. iSpring Suite offers a wide range of
capabilities to help introduce partners to product specifics in depth, explain
complex information in a structured manner, and avoid overwhelming
learners with too much detail at once.

14


https://www.ispringsolutions.com/blog/scorm-course?utm_source=ispring_guides&utm_medium=referral&utm_campaign=distributor-training-for-manufacturers
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= Slide-based courses

Building slide-based courses is the fastest way to turn a product presentation
into online training. Just take your existing presentation, clean up the slides,
add interactivity, narration, knowledge checks, and provide distributors with
a structured course they can complete — and that you can track in the LMS.

©gen

@ rResources R Presenter Info »

Your first week
onboarding plan

Which core manufacturing step Slides Notes Q
" creates the chemical bond that
prevents SIP composite delamination? -~

p ——e—— 0105 ufy

fivnitwider 2 Welcome to the
il team!

= 3. How to hit your
i first-week goals
gg- 4.Howwe
ccccccccc te
= ‘ 5. Team KPIs
ﬂ I CC | +os 40f6 < Next >

(»] Training videos

Some product details are easier to show than explain. Use walkthrough videos
for equipment setup, product demos, catalog navigation, configurator use,
installation prerequisites, or step-by-step explanations of how a feature works.

With iSpring Suite Al, you can
create training videos, add
narration, captions, and visual
cues, and embed them in the
course. This works well when
partners need to see the
product logic in action.

2 ispring
You can add:

expandable chorts,
graphs, tables

animations that appear
in small chunks.
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@ Interactions

These are small interactive blocks inside a course. Instead of reading a long slide
full of product details, learners can click through a diagram, open specific
sections, compare items, or move through a process step by step.

In iSpring Suite Al, there are 14 types of interactions: steps, labeled graphics,
pyramids, FAQ, and more. They help avoid overloaded slides, keep details easy
to find, and let learners focus on one element or comparison, one point at a time.

Hotspots

For product images with clickable
— areas: control panels, installation
e~ points, safety zones, labels, or key
components. Partners click on an area

Cleaner Pro-15 Wet&Dry

< to see what it is and why it matters.
— T X . Drag-and-drop
s £ 7 600 GOS8 For practicing product logic: matching
A AR pAaR ARAR ies t tibl t
a 9 . "" "“ occ:fassorles o compatible products,
= s S sorting models by use case, or
//LIY choosing the correct configuration.
Tabs and accordions

Commuter Bikes

For reference-heavy content. Tabs work
for parallel categories like models or
comparison criteria. Accordions work for
longer sections like limitations, warranty
rules, or FAQs.

untain Bikes

balances the speed of o road
Thesa bikes halp you beat traffi

Road Bikes

Mot



3zispring

Turn raw materials into a

structured course with iSpring Al 4

17

When product rollout is already moving fast,
course creation shouldn’t hold it back. With
iSpring Al, you can turn specs, manuals, and
sales sheets into a structured course draft with

slide text, activities, visuals, and quiz questions.

Your experts review the details, make final
edits, and the course is ready to assign.

Client communications

i Generate voiceover

o
& oo

4 Askal

[ Generate questions

() Generate image

This is mostly about sales skills, but it also covers service, support, and post-

sale conversation.

In iSpring Suite Al, you can train decision-making with branching role-play

simulations.

Choose a character and location, create the dialogue, add several response
options, and decide where each choice leads. As the conversation develops,
the character’s emotion can change, so partners see how different

responses affect the customer’s reaction.

Hi, 1 just installed your antivirus on my laptop, and now
everything is so slow. I've done exactly what the manual says,
but something's wrong. I've got a lot of work to do, and | need
my computer to work...

@ Hil 'm really sorry to hear that. It's certainly not the norm, so let's get to
the bottom of this fogether. First, give me some details about your laptop,
like the model number and what version of Windows you're running.

€ Well, our software shouldn't do that. Are you sure you installed it right?
These things can happen with computers. Just give it some time, and it
might sort itself out.

Each response can include
points, penalties, and instant
feedback. This lets you explain
why an answer works, what risk
it creates, or how the learner
should handle the situation
next time.

The same simulation can work as practice inside a course or as part of a final
readiness check before certification. Once published to the LMS, it becomes a
trackable activity with scores and completion data.


https://www.ispringsolutions.com/?utm_source=ispring_guides&utm_medium=referral&utm_campaign=distributor-training-for-manufacturers
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Certifications

In iSpring Suite Al, you can also use 14 types of quiz questions for self-check,
practice, and final tests for certifications. Use different question types to
check different levels of readiness:

« multiple-choice for core product facts, warranty rules, and approved claims

« matching for components and functions, models and use cases, or accessories
and compatible products

« sequence for installation steps, service procedures, or lead-handling workflows

 hotspot for product diagrams, control panels, labels, or areas that require
visual recognition

« fillin the blank for key terms, product codes, required phrases,
or process details.

O oosp To make the quiz results
trustworthy, set a passing score,
limit the time and number of
attempts allowed, and shuffle the
questions and answer options.
This is what turns a simple quiz
into a certification-style
assessment.

Part 1. Check your knowledge

So what’s the purpose of sales =
presentation? o

®) To offer information about your products or services
to the potential client.

To persu

Correct

You're right! All three options are correc

2 !

& 1ttums it \ypenyou deliverasales pres want to respond to your client's
needs, let them know what you offer, and convince them that your company is
their best choice. n

You can also add points, penalties, and feedback at the question level. For
example, an incorrect answer can reduce the score, and immediate feedback
can explain why the selected option is risky or incorrect.

Branching lets you send learners to different questions or sections depending
on their answers, which is useful when you want to check different levels of
product knowledge or add remediation before the final result.
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04. Set up training in the LMS

Once the content is ready, turn it into a structured rollout in the LMS. The goal is
to make the first program easy to assign, complete, verify, and track across the
partner network. In iSpring LMS, you can organize the core program as a
learning track.

A distributor certification path can include a brand overview, a product-line
course, use cases, customer communication practice, and a final quiz. You can
set a deadline and assign the track to specific departments, groups, or all
learners in the selected rollout.

'2ispring @] @)

Learning Track « P Complete before Jan 25, 2026, 12:00'AM -

The Complete Product Knowledge Prograﬁ'L:-* : [ v @B o)
" o T A B~ | My Courses 9

Assigned 5 Offline  Completed 3

Outline About Learning Track  Reviews (15) Question and Responses

Chapter 1. The ials of the pany's prod
2 Course 1. Key product features, benefits, and use cases
)
m Course 2. Market trends, positioning, and key
ed)
Team Progress Employee Results

Courses and Trainings
L] 78.5%
‘80.2% - 3% f 45/50 '

2.6%
2%

As proof of completion and assessment results, you can issue a certificate.
In iSpring LMS, it can be awarded automatically once the learner completes
the learning track and meets the required score.

This gives partners a clear route through the program and gives the
manufacturer a place to monitor progress, deadlines, completion, and
readiness status.
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To verify readiness in real work conditions, use the On-the-Job Training
module. Supervisors or partner-side training leads can assess sales,
service, or installation standards with observation checklists, leave
comments, attach photos when needed, and keep the entire
observation history in the LMS.

Michael Keller,
Senior eLearning Officer

For materials that partners use daily, but don't need to complete as formal
training, there's an interactive knowledge base. This can include product
catalogs, warranty rules, installation and troubleshooting guides, service
instructions, FAQs, and sales aids.

sispringins wowes wmnw s we wowmss - ® o 5 @ YOU CAN Organize content into
Roquindoatiate spaces and folders, add tags,

e set access by role or group, and
make everything searchable.

Partners can quickly find approved materials from the web portal or mobile
app, while sales, service, and technical teams see only the resources that are
relevant to their work.

Mobile access can make a real difference in distributor training. Partner teams
often work away from a desk — whether they’re in showrooms, at job sites, on
service visits, or between customer meetings.


https://www.ispring.com/knowledge-hub/internal-knowledge-base?utm_source=ispring_guides&utm_medium=referral&utm_campaign=distributor-training-for-manufacturers
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ﬂ MNas

When selecting an LMS, make sure .., I

that learners can take courses, rting based on eviews rom S

11,000 Android and iOS users %mp\e\adn

complete assignments, and access
key materials from a smartphone.

Offline learning is also worth
considering, especially for teams
that work in the field or in locations
with unstable internet access.

Company Product Line

\eadership Master Class
\
\

05. Roll out training and track early results

As we covered earlier, the first structured distributor training rollout should

support a focused goal. At this stage, your job is to see how the setup works in

practice. Track four things during the first rollout:

e Network coverage. Check whether the rollout actually reaches the

partner segment you targeted. Low activation or missing users can show

that the issue is not the course itself, but partner coordination.

« Partner engagement. Look at starts, progress, completions, overdue
learners, and drop-off points. This shows whether the timeline works and
where regional or partner managers need to step in.

« Readiness signals. Review scores, attempts, certificates, role-play results,
and OJT checklists to confirm that partners achieved the required level of

readiness.

« Support priorities. Identify dealers, roles, regions, or product topics that

keep underperforming. This gives your team a practical follow-up list: who
needs reminders, who needs extra support, and what content needs to be

clarified before the rollout expands.

21
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In iSpring LMS, you can use 25+ reports to evaluate training effectiveness. Start
with the big picture: progress by learning track, course, department, group, or
partner segment. Then drill down to individual learners when you need to see
scores, attempts, overdue items, certificates, or completion status.

szispring lms s o0 @20
] « Learner Progress
& = addFiner  [2) Enolmenttype AN v [2) Leaming em Nome Al [ Stant Dote- Last 90 days 4 #tapringims Q ‘P 9
() A « Participant Details

Trained Passed Failod In Progress Nott  [@ = AddFiter () Session Session? pBN. O @ -
A ¥ 65.3% 213 28 28 17 =
oo

B
Learners selected: 1 @ Leamer Results ® Le E
m L
I Full Name Department Trained 4 Enrol
Rabert Donovan zispring Ims
Michelle Norman
Y & Report «Answer Breakdowns
Alisha Mills

Kristina Hunt

8
o:] ehse wells

The Basic Rules of Merchandising

26 3

9 Helen Colman 1000 @16
&) Arthur S

& Arthur Simon 800 @14
£ James Mathers 600 @12

Reports also show how the training content performs, helping you spot
unclear lessons, weak practice, or assessments that need adjustment before

you scale the rollout.

& Positive Responses

o
Q search .
Content Analytics
82 Overvi
(D Recent ~ ent item = Add Filte I8 Location: All
i Analyti
@ Trash tal Views © Content I
spaces 2 v 7 100%
> @ Al Content
> @ Ho no.
Created by Views 4
Nick Moore: 2 1
Nick Moore: 2 1
Nick Moore: 1 1
Nick Moore:
Nick Moore:
Nick Moore:

Knowledge Base reports show
whether partners actually use the
materials you publish. If an
important product sheet, warranty
rule, or service update gets little
attention, you can fix the issue
before missed information affects
customer conversations or service
performance.


https://www.ispring.com/knowledge-hub/lms-reports?utm_source=ispring_guides&utm_medium=referral&utm_campaign=distributor-training-for-manufacturers
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As a manufacturer, you don’t have to piece together rollout status from reports,

emails, and manager updates. The Supervisor Dashboard gives you a quick
read on partner readiness across the network:

s¢ispring Ims My Courses My Trainings  Catalog

My Team Knowledge Base --- & Q a 'a

Courses and Trainings Observation Checklists

My Team

5 Training title: All ~ T Enroliment type: Required Period: Last 90 days ~

Team Progress @ Employee Results @

User Issues
,‘ Courses and Trainings [5] Have failed enroliments: 4
e C leted 78% (374,
s (37 7/9 ¢4 Have overdue enrcliments: 3
80% ® In Progress 2% (44)
i H 't I din: 2
® Failed 4% (20) employees have completed all i Faventiogacdin
Not Started 40% (307) enrollments
Employees: 6 Q T4 Less progress Group List
8 Helen Colman 100%
< Sales Europe / Sales / Sample Company, LLC
¢

5/5 completed

= Completed

Here, you can see the rollout status across the network: teams on track,

overdue training, failed attempts, and follow-up priorities. Then you only drill
down into the areas that need attention.

CASE STUDY

“We trained 100% of our selling dealers’ technical and

sales staff on a new model motorcycle throughout
Australia, thanks to iSpring”

Read the full case study - SUZUKI



https://www.ispring.com/knowledge-hub/suzuki-australia-we-trained-all-of-our-selling-dealers-thanks-to-ispring?utm_source=ispring_guides&utm_medium=referral&utm_campaign=distributor-training-for-manufacturers
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05. Keep distributor training current after launch

Products change, product lines expand, new dealers join the network, and
partner teams change over time. Build a simple maintenance rhythm from the
start, so training stays current without turning into another manual process.

This can include short product update courses, quarterly refresher quizzes,
annual recertification, and a standard onboarding path for new dealers or new
partner employees.

For frequent product updates, keep the format light. In iSpring LMS, you can
create structured scrollable courses right inside the platform.

This is enough for many routine
updates: revised specs, warranty
changes, service reminders, new
product notes, or short sales
guidance.

Just publish the update, add a
quick knowledge check, assign it to
the right partner groups, and track
completion without building a
complete course from scratch.

Automation also helps keep routine training from becoming manual admin
work. In iSpring LMS, you can set automatic enrollment rules so new users in a
specific department or group receive the right onboarding path as soon as they
join the platform. For example, new dealer employees can automatically get a
starter path with brand basics, core products, customer communication rules,
and a final readiness check.

@ Automated training: how to streamline employee development -


https://www.ispring.com/knowledge-hub/automated-training?utm_source=ispring_guides&utm_medium=referral&utm_campaign=distributor-training-for-manufacturers
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For certification programs, set an expiration period and use automatic
re-enrollment for the certification course. Learners can be reassigned before
the certificate expires, to ensure that recertification occurs on schedule

and partner readiness doesn’t rely on manual reminders.

With this setup, distributor training becomes easier to maintain over time.
Updates, recertification, and onboarding become part of the normal channel
workflow, so partner readiness remains visible as your products

and network change.

In Closing

Distributor training is part of your route to market. If partners are the people
who are explaining, selling, installing, or supporting your products, their
readiness directly affects how fast new lines gain traction and how much trust
your brand earns outside of your direct control.

A structured training system gives manufacturers a way to manage that
readiness across the channel. It turns partner knowledge into something visible,
measurable, and easier to improve as products, teams, and dealer networks
change.

To see how this can work for your distributor network,

book a personalized iSpring demo. We’ll walk you through a practical setup
based on your training goals, partner structure, and business priorities -
and show you how iSpring can support them.



https://www.ispring.com/demo?utm_source=ispring_guides&utm_medium=referral&utm_campaign=distributor-training-for-manufacturers
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y&ispring lms

Build distributor training
that supports channel growth

>

Faster partner readiness
for product launches

Turn product decks and update notes
into interactive training content with
no production headache.

((

Fewer costly sales and
service mistakes

I

Use quizzes, role-plays, and on-the-job
(OJT) checks to catch gaps early, before
they affect customer experience.

Less manual follow-up for your

internal team

Keep routine tasks moving
automatically, from new partner
onboarding to certification renewals.

Book a free live demo

Consistent knowledge across
the channel

Help partners speak from the same
playbook when they explain value and
answer customer questions.

Clear visibility into channel o
readiness

See real-time progress, scores, expired
certificates, overdue training, and
weak areas across the channel.

Training that stays current D_
as you grow °

Keep onboarding, quick-reference
materials, and product updates on
schedule and always at hand.

Try free for 30 days



https://www.ispring.com/demo?utm_source=ispring_guides&utm_medium=referral&utm_campaign=distributor-training-for-manufacturers
https://www.ispring.com/trial?utm_source=ispring_guides&utm_medium=referral&utm_campaign=distributor-training-for-manufacturers
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2D

Get more practical
eLearning ideas

YouTube > Guides & templates -
Watch quick tutorials, Get free, step-by-step

expert tips, and course resources you can reuse in
design breakdowns. your own training projects
Webinars - eLearning blog »
Attend live sessions from Read practical articles on
ISpring experts and instructional design, employee
guest L&D and ID training, authoring tools, LMSs,
speakers. and Al in learning.

iISpring Learning Exchange -

Join a community of 16K+ L&D and ID professionals to ask questions,
share ideas, and learn from real course creation challenges.
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