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How Cummins
Achieved 89% Sales
Training Adoption
with Unboxed

Cummins, a global power technology leader, creator of some of
the most recognizable diesel engines in the world, partnered
with Unboxed to standardize its sales methodology through the
“Driving Toward Success” program. By delivering customized,
blended, scalable training that evolved with advanced selling
skills, the initiative achieved an 89% completion rate among its
North American Cummins sales force, effectively aligning the
team around a unified path to sales success.

Key results

89% program Unified global Scalable
completion across sales framework for
North American methodology ongoing skill
sales teams development
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Snapshot

&Gummins

Company
Cummins. Global enterprise specialized in diesel and
alternative fuel engines and generators (100+ years)

Industry
Power Technology (Manufacturing)

Use cases
Sales enablement & training standardization

The problem The solution
Sales teams opera‘[ed across business units with no Cummins partnered with Unboxed to build a custom sales
unified approach training program: Driving Toward Success, a tiered training

o ) - system with a theme aligned to the company’s engine-
Training lacked consistency and scalability building identity

Limited ability to systematically build modern selling

skills What Unboxed delivered:
Consequently, they faced fragmented execution and uneven Four-tier content structure (“first gear” - “fourth
capability development. gear”)

Blended training: self-paced e-learning, animation and

video, virtual live sessions, workbooks, and
The results assessments.

Scenario-based learning tied to real sales situations

Manager-led reinforcement via a continuous feedback
loop, check-ins and assessments

89% completion of Consistent sales
"Driving Toward Success" methodology across Training for advanced skills (Virtual Sel”ng, Cross-
by the Cummins sales teams. selling, negotiation)
audience.
Foundation for Expanded skillset, with Key insight
continuous skill integrated virtual sellin . -

9 ) g The breakthrough, far beyond just training, created a
development at scale. cross-selling, and . . .

o shared sales system with progression, reinforcement,
negotiation.

and real-world application.
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