
Elmo Motion Control Enables Remote Onboarding, 
Ramps Coaching with Data-Driven Sales Enablement

Challenges

• Small sales enablement team 
stretched thin by global sales 
operations

• Traveling to instructor-led 
onboarding delayed new reps’ 
productivity

• Managers lacked enablement 
support and guidance for 
coaching opportunities

• Enterprise information portal 
lacked communication, training 
and analytics capabilities

About Elmo Motion Control

• Global leading provider of high 
precision servo drives and multi-
axis motion controllers

• Dedicated presence in eight 
countries; 300+ staff worldwide

Solution

• Maximize sales enablement’s 
reach and effectiveness with a 
data-driven platform

Impact

• Accessible and streamlined sales 
enablement and communication 
with reps in the field

• Personalized, effective field 
coaching sessions for better 
reps and front-line managers

• Greater visibility of reps’ 
improvement and engagement 
with training content over time

Small, Smart & Simple is the driving force behind Elmo Motion 
Control’s success. The Israel-based company designs, manufactures 
and implements comprehensive, field-proven motion control 
solutions that enhance precision and speed in advanced machinery 
and robotics. Elmo’s 55 sales and applications people serve a global 
market, with the support of a full-time sales enablement staff of four.

Just three years ago, the sales enablement function at Elmo was only 
beginning to come together. “We were trying all sorts of things to 
kick-off our sales-enablement efforts,” recalls Tomer Goldenberg, 
Director of Marketing and Strategy. “Our CEO just knew that we 
needed something to ensure our sales people were continually 
advancing, getting smarter and being better prepared to be in the 
field in front of the customer.” 

Establishing Enablement at Elmo

“MindTickle is a great onboarding 
tool because we can send new 

reps the course, see how they're 
doing with the content, and have 

them complete some tests – all 
remotely from the field.”

Tomer Goldenberg, 
Director of Marketing and Strategy, 

Elmo Motion Control

CASE STUDY

Increased Front-Line Manager 
Coaching Effectiveness

Improved peer-to-
peer learning



Streamlining onboarding was the foremost priority among the 
immediate challenges facing Elmo. Initial training was based at 
the company’s headquarters in Israel, requiring new sales reps 
to travel in from all over the world. Onboarding at Elmo was 
complex and difficult as the sales enablement team navigated 
around travel delays, coordinating schedules and speakers, and 
running the in-person training sessions. The company needed a 
way to help its reps reach full sales readiness faster and more 
accessibly. Onboarding needed to start on day 1, not in month 2 
when they could finally make it to HQ. 

Communicating effectively with reps in the field was another 
critical challenge. While Elmo leveraged an enterprise data 
platform, the company used it “as a place to store content and 
data; it wasn't very effective at all.” Tomer explains, “If we wanted 
to send out training, we would send it by email,” making it 
difficult to track consumption and comprehension.

The enablement team quickly realized that in order to deliver the 
support that Elmo’s far-flung sales staff needed, they required 
the help of a modern sales enablement solution. “We realized 
that we needed to get involved with a platform that would serve 
as a communications and training hub for us,” revealed Tomer. 

But as the team researched solutions, it discovered that those 
goals were just a launching point for what Elmo could achieve 
with MindTickle’s data-driven sales readiness platform.

Delivering Enablement to a Global 
Sales Team

Implementing MindTickle was fast and smooth. “The support 
from MindTickle was tremendous,” recalls Tomer. “Whenever we 
needed anything, we’d get a response within minutes, no matter 
the time of day.”

The platform quickly enabled new reps to access onboarding 
activities on their first day. “MindTickle is a great onboarding tool 
because we can send the new hire the course, see how they're 
doing with the content, and have them complete some tests – all 
remotely from the field instead of traveling [to headquarters] 
immediately.”

MindTickle enables the sales enablement team to deliver content 
that’s highly relevant and engaging. For example, MindTickle
Missions, a role-play feature, allows Elmo’s reps to practice how 
they’d handle certain customer-facing scenarios, providing a low-
stress, confidence-building way to gather suggestions and learn 
best practices from their peers. The rep provides some 
information about an upcoming meeting with a customer and 
how they plan to handle it, then other reps around the world 
contribute their suggestions and tips and tricks. “For example, if 
a rep is going to see a customer that's building a unique surgical 
robot in China, then the folks in the U.S. or Germany can share 
their ideas if they have anything to add.”

Relevant, Engaging Content from 
Day One



MindTickle Missions have been one of the most 
valuable capabilities of the platform, and Elmo 
intends to extend the use of this feature. In fact, 
Elmo is currently using almost all of the tools on the 
platform, “everything from the Quick Updates to 
Checklists” and sees more applications for the 
solution.

For the first eighteen months, the focus of sales 
enablement was delivering the right courses and 
content and making them accessible for their teams 
around the world. However, “it’s common 
knowledge in the world of learning that only 10 
percent of what people can learn is acquired that 
way,” points out Tomer. The enablement team 
wanted to expand the range of channels for learning 
by helping their front-line managers become better 
coaches. 

Managers now use MindTickle’s field coaching 
capabilities to help sales reps improve their 
performance and skills. “A manager will use the 
coaching template in MindTickle to review a team 
member’s performance during a customer meeting. 
It provides a framework for their discussion after the 
meeting and makes it easy to track how much the 
rep is improving with these structured coaching 
sessions,” Tomer explains. Not only are the sales 
reps getting better, but the front-line managers are 
now more effective coaches and can focus on 
certain aspects of training and remediation for each 
individual rep for a more personalized coaching 
approach.

Coaching the Coach for a 
Personalized Enablement 
Experience

“The support from MindTickle was 
tremendous. Whenever we needed anything, 

we’d get a response within minutes, no 
matter what time of day it was.”

Tomer Goldenberg,
Director of Marketing and Strategy

Among other benefits, Tomer appreciates the 
ability to measure and track results in 
MindTickle. “We’re measuring engagement in the 
platform, responsiveness to what we are sending 
out. Before we started using MindTickle, we 
didn’t have a way to track any measurable 
results.” The company is currently laying the 
groundwork for enablement analytics that will 
include quarterly challenges to monitor 
improvement for the whole sales team over 
time.

That ongoing improvement is crucial for the 
future of Elmo Motion Control’s sales efforts. 
“The sales enablement team is essentially 
responsible for helping reps be more successful 
when interacting with the customer, whether it's 
through better skills, deeper knowledge of best 
practices, or just a more effective way to deliver 
their presentations,” remarks Tomer. “MindTickle
is helping us ensure that our reps are as 
prepared as possible to be in front of our 
customers.”

Enablement Succeeds When 
Sales Succeeds
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About MindTickle

MindTickle provides a comprehensive, data-driven solution for sales readiness and enablement that fuels 
revenue growth and brand affinity. Its purpose-built applications, proven methodologies, and best practices are 
designed to drive effective sales onboarding and ongoing readiness. With MindTickle, company leaders and 
sellers can continually assess, diagnose and develop the knowledge, skills, and behaviors required to effectively 
engage customers and drive growth. 

Companies across a wide range of industries use MindTickle's innovative capabilities for on-demand, online 
training, bite-sized mobile updates, gamification-based learning, coaching and role-play to ensure world-class 
sales performance. MindTickle is a global, privately-held company headquartered in San Francisco, CA.


