
How Hilton Achieved 
55.5% Skills Growth 
with a Custom Sales 
Skills Program

Hilton, the renowned hospitality company with a globally 

distributed workforce, needed to ensure all salespeople, 

regardless of experience or region, could deliver a consistent 

Hilton-branded sales experience. In partnership with Unboxed, 

Hilton implemented the Hilton Core Sales Skills (HCSS) 

program, resulting in measurable skill development and 

improved sales performance outcomes.

Key results

55.5% average 

skills growth

28% higher SIP 

goal achievement 

in Q1

Award-winning 

sales training 

program

unboxedtechnology.com



Snapshot

Company 

Hilton, global hospitality organization

Industry 

Hospitality

Use cases 

Sales standardization through training

The problem

Hilton needed a unified sales training approach to bring its 

global workforce around consistent sales practices. They 

needed to standardize sales conversations across the 

company with shared skills and processes to effectively meet 

customer needs and drive business.



Main challenges included:

A global, distributed workforce without a consistent 

approach to sales

The inability to deliver a consistent Hilton-branded sales 

experience across regions and experience levels

The results

55.5% average skills growth across participants

28% higher SIP goal achievement for account-based 

sellers in Q1

Improved sales performance among participants who 

completed the program, compared to those who did not 

complete HCSS.

Brandon Hall Excellence Awards recipients:


Gold award in Excellence in Learning for Best 

Advance in Competencies and Skill Development.


Silver award in Excellence in Sales Performance for 

Best Sales Onboarding Program.

The solution

Hilton partnered with Unboxed to co-create the Hilton Core 

Sales Skills (HCSS) program, a global initiative to standardize 

sales training. The program provided live virtual sessions 

focused on each step of the sales process, supplemented by 

extensive preparation and follow-up materials.



Key components of Hilton’s HCSS program with Unboxed:

Delivered live, interactive training sessions

Introduced a condensed version of the program to 

ensure scalability

Provided facilitator guides and supporting materials for 

six sales stages

Reinforced skills through realistic scenarios, ongoing 

reinforcement, and applied demonstrations

Key insight
Standardizing sales training across a distributed 

workforce enables consistent skill development, a 

unified branded sales experience, and measurable 

performance improvement.
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