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Overview
Selecting the right Learning Solution and online training content platform involves engaging a 
diverse group of decision-makers. Each persona brings unique perspectives and criteria to the 
decision-making process. Understanding their distinct needs, roles, pain points, preferred 
content forms, psychological drivers, and motivations is essential to effectively influence their 
decisions.
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Market Conditions Overview

Market Landscape & Key Trends

Widespread Adoption & Rapid Growth
Nearly all L&D teams now use online training platforms, with 98% adoption among U.S. companies as of 2023. 
The global LMS and learning market is projected to reach ~$70B by 2030, growing at 19.9% annually. Key sectors 
adopting Learning platforms include education (21%), technology (12%), manufacturing (9%), healthcare (7%), 
and business services (~7%).

Regulatory Compliance
Compliance training is essential, especially for manufacturing, construction, healthcare, and finance sectors. 
90% of organizations deliver compliance training via cloud based Learning Platforms, with nearly 30% of leaders 
ranking compliance as a critical success factor. Effective compliance programs reduce incidents by up to 50%, 
significantly mitigating risks.
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Workforce Upskilling
Rapid technological advancements create urgent skill development needs. 81% of employees emphasize the 
importance of expanded training for new skills, especially digital and technical capabilities. With evolving roles 
and retiring workforces, personalized, skill-focused learning content is crucial for staying competitive and agile.

AI & Digital Transformation
Workplace adoption of AI tools increased from 8% in 2023 to 35% in late 2024, yet only 31% of employees 
currently receive AI-related training. With 77% anticipating significant job impacts from AI within 3–5 years, 
organizations are prioritizing AI readiness training and digital upskilling.
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Hybrid & Remote Work
Remote and hybrid working models demand scalable and accessible training solutions. Modern learning 
platforms offering mobile-friendly, on-demand content help maintain productivity, reduce training downtime 
by 40–60%, and improve knowledge retention.

Talent Retention & Engagement
Investing in professional development significantly enhances talent attraction, retention, and employee 
satisfaction. Companies with strong learning cultures experience 218% higher revenue per employee and 24% 
higher profit margins, with learning platforms contributing up to 92% improvement in employee retention rates.



Simplified Buying Cycle & Decision Dynamics

Typical Learning Solution Buying Cycle & Decision Dynamics
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Complex, Multi-Stakeholder Decisions
● Selecting learning solutions involves collaborative decision-making among 6–11 stakeholders, 

including L&D/HR leaders, IT, Finance, and operational leaders. Over half of buying groups involve VP 
or C-level executives, with the CFO making final decisions in 79% of cases.

Moderate-to-Extended Purchase Timeline
● The  learning solutions process typically spans 1–6 months for mid-sized companies, extending to 

over 12 months for larger, multinational enterprises. Approximately 86% of B2B tech purchases 
experience delays due to stakeholder alignment and complexity.

Buying Cycle Length: 3–12 months, influenced by complexity, stakeholder alignment, and 
urgency of organizational training needs.
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Typical Learning Solution Buying Cycle & Decision Dynamics
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Decision Dynamics:
● Collaborative decision-making across cross-functional stakeholders.
● Iterative evaluation and negotiation phases.
● Strong emphasis on aligning solution capabilities with organizational goals and stakeholder needs.
● Final financial and strategic sign-off typically rests with the CFO and HR leadership.

Decision-Making Stages
● Awareness: Identifying needs, compliance gaps, and skill development priorities.
● Consideration: Researching solutions, reviewing analyst reports, and peer recommendations.
● Evaluation: Conducting demos, stakeholder reviews, and pilot programs.
● Decision: Building consensus, developing a business case, and securing executive approvals.
● Purchase: Finalizing contracts, securing financial approval, and vendor onboarding.
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Primary Evaluator & Advocate

Learning & Development (L&D) Leader
Psychology:

Driven by curiosity and the need for novelty; seeks insightful, valuable, and 
digestible content addressing current challenges and trends.

Core Stats:

● 43% of large organizations want to replace their LMS/content due to 
poor user engagement.

● Only 8% of organizations measure the ROI of their learning initiatives 
effectively.

Tracked KPIs & ROI:

● Course completion rates, learner satisfaction scores, assessment 
scores.

● Employee retention and internal promotion rates.
● Business Impact: Reduced turnover costs, increased productivity.

Explore 
Solutions
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Learning & Development 
(L&D) Leader

Primary Evaluator & Advocate

Role: Leads the evaluation process, 
aligns training initiatives with 
organizational objectives.

Goals:

● High user adoption and 
engagement.

● Measurable learning impact 
and clear ROI.

● Effective compliance 
tracking.

● Improved employee 
development and retention.

Pain Points:

● Limited budget and resources.
● Demonstrating clear ROI to stakeholders.
● Ensuring content is engaging, relevant, and easily accessible.
● Administrative burdens due to manual processes.

Messaging Tips:

● Highlight ease-of-use and learner engagement.
● Clearly demonstrate measurable benefits and ROI.
● Showcase robust reporting and analytics capabilities.
● Provide success stories or case studies demonstrating 

effectiveness.

Effective Content Forms:

● Interactive and engaging multimedia (video, animations, 
quizzes).

● Microlearning modules.
● Blended learning options (online plus instructor-led).

11



Executive Sponsor & Decision Maker

Human Resources (HR) Executive 

Psychology:

● Needs validation and reassurance; prefers credible evidence such as case studies 
and peer success stories.

Core Stats:

● Companies with strong L&D programs experience up to 218% higher revenue per 
employee.

● Companies with strong learning cultures have up to 50% higher employee 
engagement.

● Effective compliance training programs reduce compliance incidents by up to 50%

Tracked KPIs & ROI:

● Compliance completion rates, leadership competency development.
● Employee engagement scores, turnover rates.
● Business Impact: Improved regulatory compliance, reduced recruitment and training 

costs. 12
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Human Resources 
(HR) Executive 

Executive Sponsor & Decision Maker

Role: Aligns training strategy with 
broader HR and talent development 
initiatives, finalizes strategic approval.

Goals:

● Enhancing employee 
performance and productivity.

● Meeting compliance and 
regulatory requirements.

● Driving talent retention and 
employee engagement.

● Achieving strategic HR 
objectives (e.g., leadership 
development, diversity & 
inclusion).

Pain Points:

● Demonstrating clear ROI and value to senior leadership.
● Managing risk and ensuring compliance.
● Avoiding adoption pitfalls or underutilization.

Messaging Tips:

● Link training outcomes directly to HR strategic goals.
● Demonstrate clear, quantifiable ROI and business impact.
● Emphasize robust compliance tracking and risk 

management.
● Provide examples of successful deployments in similar 

organizations.

Effective Content Forms:

● Compliance and regulatory training modules with 
assessments.

● Leadership and soft skills development courses.
● Content with certification tracking capabilities.
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Technical Gatekeeper

Information Technology (IT) Leader 

Psychology:

● Experiences heightened cognitive dissonance; needs clarity and reassurance 
through objective comparisons and detailed technical documentation.

Core Stats:

● 82% of organizations have experienced data breaches due to poor vendor 
security practices.

● 61% of IT projects face integration challenges.

Tracked KPIs & ROI:
● System uptime, integration efficiency, support ticket volumes.
● Security incident rates.
● Business Impact: Reduced IT overhead, enhanced data security and 

compliance.

Test It
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Information Technology 
(IT) Leader 

Technical Gatekeeper

Role: Evaluates technical 
compatibility, security, and 
integration feasibility.

Goals:

● Ensuring data security and 
compliance.

● Smooth integration with 
existing systems (HRIS, CRM, 
etc.).

● Minimizing IT maintenance 
and support overhead.

● Scalability and system 
performance.

Pain Points:

● Complex integration requirements.
● Potential security vulnerabilities.
● Resource-intensive maintenance or support.

Messaging Tips:

● Clearly outline security protocols and compliance certifications.
● Demonstrate easy integration and strong API capabilities.
● Showcase minimal maintenance and support requirements.
● Provide references or examples demonstrating reliability and 

technical performance.

Effective Content Forms:

● Securely hosted SCORM/xAPI compliant modules.
● Content that integrates smoothly into existing platforms.
● Vendor-provided security and compliance training modules.

Core Stats:

● 72% of enterprise tech decisions involve detailed security and 
compliance evaluations.

● 82% of organizations have experienced data breaches due to poor 
vendor security practices.

● 61% of IT projects face challenges related to system integrations.15



CFO/Procurement Manager

Finance & Procurement Leader

Psychology:

● Risk-averse and analytical; prioritizes objective data and transparent evidence 
to minimize perceived financial and operational risks.

Core Stats:

● CFOs have final decision-making authority in 79% of technology purchases.
● 71% of CFOs report difficulty in clearly demonstrating ROI for learning technology 

investments.

Tracked KPIs & ROI:

● Cost per learner, total training costs.
● Savings from reduced compliance penalties, increased operational efficiency.
● Business Impact: Improved budget utilization, reduced financial risk.

Prove ROI
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Finance & 
Procurement Leader

CFO/Procurement Manager

Role: Ensures financial justification, 
vendor management, and 
contractual terms.

Goals:

● Clear, demonstrable ROI 
and cost control.

● Compliance with 
procurement policies and 
vendor standards.

● Minimizing financial and 
contractual risks.

Pain Points:

● Justifying high costs or long-term financial commitments.
● Negotiating favorable contract terms.
● Ensuring predictable and manageable costs.

Messaging Tips:

● Provide detailed cost-benefit analyses and ROI calculations.
● Ensure pricing transparency and predictability.
● Offer flexible, clear, and favorable contract terms.
● Present case studies demonstrating strong financial 

outcomes and risk management.

Effective Content Forms:

● Cost-effective e-learning modules that reduce training 
expenses.

● Content demonstrating clear financial impact and 
efficiency.

● ROI-focused case studies and financial impact reports.
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Operational Stakeholder

Business Unit Leader

Psychology:

● Seeks practical solutions that directly improve daily workflow; desires 
simplicity, minimal disruption, and straightforward clarity.

Core Stats:

● Effective training can reduce employee turnover by up to 92% and significantly 
improve productivity.

● Organizations with engaging training see up to 17% higher productivity and 21% 
higher profitability.

● Ineffective training content leads to 40% lower employee adoption rates.

Tracked KPIs & ROI:

● Productivity rates.
● Safety incident rates.
● Customer satisfaction scores.
● Training adoption and engagement rates.

Drive 
Results
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Business Unit Leader
Operational Stakeholder

Role: Validates practical 
applicability, frontline user 
adoption, and alignment with 
operational needs.

Goals:

● Improving operational KPIs 
(productivity, safety, 
customer satisfaction).

● Easy adoption by frontline 
employees.

● Compliance and risk 
reduction in operational 
contexts.

Pain Points:

● Disruption to daily operations.
● Irrelevant or overly generic training content.
● Ensuring frontline engagement and practical benefits.

Messaging Tips:

● Tailor communication to specific operational use-cases and 
benefits.

● Demonstrate ease-of-use and minimal operational 
disruption.

● Provide examples of operational improvements and 
measurable outcomes.

● Highlight customizable content that meets specific 
operational needs.

Effective Content Forms:

● Mobile-friendly, accessible microlearning.
● Short, practical videos and scenario-based training.
● Customizable, operationally-specific training modules.
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Don’t Forget! 

Quick Tips for Successful Engagement:
● Understand and Align with Stakeholder Priorities: Clearly demonstrate how the solution 

supports each stakeholder’s specific objectives and addresses their pain points.
● Communicate Clear Value and ROI: Use data-driven examples, case studies, and clear 

ROI frameworks.
● Offer Customization and Support: Highlight capabilities for easy integration, 

customization, and strong vendor support services.

● Address Operational and Technical Concerns Proactively: Ensure messaging around 
ease-of-use, minimal disruption, and robust technical and security compliance.
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