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New Products

To gain access to courses that aren’t 
part of your library, please see your 
Account Manager.

Customer Experience Edition

Some very savvy 
developers thought about 
what consumers might 
need, their motivations 
for products, and 
developed something to 
meet a particular need. 
Next, it was up to the 
marketing team set communication objectives to reach their 
target audience and get their message out there. Ultimately, 
your marketing communications should answer the consumers 
question, “What’s in it for me?”

Duration: 10 minutes

Category: CX Marketing

Setting Communication Objectives (Global)

Most buyers run through 
a series of steps in 
deciding whether to 
purchase a particular 
product. Some purchases 
are made without much 
thought; other purchases, 
however, require 
considerable thought. Let’s revisit that decision as a means 
of examining the five steps that are involved in the consumer 
buying process.

Duration: 10 minutes

Category: CX Marketing

Consumer Behavior (Global)

In marketing, there are 
external forces at work, 
forces which marketers 
have little control over. 
To reminisce about Star 
Wars, marketers have as 
much control over these 
external factors, as Luke 
had resisting Darth Vader’s dark side. There are five factors that 
make up a company’s external marketing environment. The key 
to successful marketing is meeting the needs of customers. This 
means knowing what they want right now, not last year.

Duration: 10 minutes

Category: CX Marketing

Generational Differences (Global)

*The content in this library is only available to customer’s who have an active subscription to the Customer Experiece Edition.
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Translated Products

The legal content has 
changed, we recommend you 
assign learners to the new 
versions to ensure they have 
the updated course.

While the legal content hasn’t 
changed, we recommend 
you assign learners to the 
new versions to provide the 
updated version.

The legal content hasn’t 
changed, but the course 
has been translated to a 
specific language.

To gain access to courses that aren’t 
part of your library, please see your 
Account Manager.

Customer Experience Edition

Haben Sie einmal eine 
Idee präsentiert, die 
abgelehnt wurde, weil 
zu viele Fragen offen 
blieben? Die Zielsetzung 
ist ein sehr wichtiger 
Schritt, da sie Ihnen eine 
Orientierung darüber 
gibt, wie der Besuch verlaufen soll. Wie setzen Sie sich effektiv 
Verkaufsziele?

Duration: 10 minuten

Category: CX Sales

Besuchsvorbereitung mit SMART-Zielen 
(Global)

Verkauf benötigen Sie, 
selbst beim gleichen 
Produkt, je nach Kunde 
einen anderen Ansatz. 
Woran liegt das? Sie 
verkaufen nicht bloß ein 
Produkt, sondern eine 
Lösung für spezifische 
Kundenanforderungen.

Duration: 10 minuten

Category: CX Sales

Die Bedürfnisse Ihres Kunden erfüllen 
(Global)

Wurden Sie schon einmal 
falsch verstanden? Ein 
Freund oder Kollege 
hat Ihre Äußerung 
falsch verstanden. 
Fehlkommunikation 
kann zu Verwirrungen 
hinsichtlich eines Termins 
oder eines Treffpunkts führen. Schlimmer noch: Sie kann völlig 
missverstanden werden und sich negativ auf die Beziehung 
auswirken. 

Duration: 10 minuten

Category: CX Sales

Effektive Kommunikation im Verkauf (Global)

Der Verkauf ist in allen 
Geschäftsbereichen 
wie auch im Alltag 
entscheidend. Einige 
Leute stellen sich 
den Verkauf als eine 
angespannte Begegnung 
zwischen Verkäufer 
und Kunden vor. Aber in der heutigen Welt findet erfolgreiches 
Verkaufen nicht „am“ Kunden, sondern gemeinsam „mit“ dem 
Kunden statt. 

Duration: 10 minuten

Category: CX Sales

Erfolgreiche Verknüpfung von Verkauf und 
Branding (Global)

*The content in this library is only available to customer’s who have an active subscription to the Customer Experiece Edition.

© 2020 SAP SE or an SAP affiliate company. All rights reserved.
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Translated Products

The legal content has 
changed, we recommend you 
assign learners to the new 
versions to ensure they have 
the updated course.

While the legal content hasn’t 
changed, we recommend 
you assign learners to the 
new versions to provide the 
updated version.

The legal content hasn’t 
changed, but the course 
has been translated to a 
specific language.

To gain access to courses that aren’t 
part of your library, please see your 
Account Manager.

Customer Experience Edition

Das Verbraucherverhalten 
beschreibt, wie und 
warum Menschen 
einkaufen. Kluge 
Händler betrachten das 
Verbraucherverhalten 
und gestalten ihre Filialen 
und Waren so, dass mehr 
Käufer angesprochen werden. 

Duration: 10 minuten

Category: CX Sales

Die Wünsche und Bedürfnisse des Kunden 
erkennen (Global)

¿Alguna vez ha 
presentado una idea y 
la rechazaron porque 
no podía responder 
preguntas? Hablemos 
sobre la preparación para 
llamadas de ventas con 
metas SMART. Fijar metas 
le asegura el éxito al presentarse.

Duration: 10 minutos

Category: CX Sales

Prepararse para la llamada de ventas con 
metas SMART (Global)

En ventas, aunque venda 
el mismo producto, 
cada cliente requiere un 
enfoque distinto. ¿Por 
qué? Porque no solo 
vende un producto, sino 
una solución basada 
en las necesidades 
específicas del cliente. En este curso, analizaremos la 
importancia de adaptar su tono a clientes específicos. 

Duration: 10 minutos

Category: CX Sales

Resolver las necesidades del cliente (Global)

¿Alguna vez lo 
malinterpretaron? Quiso 
decir algo, pero su 
amigo o colega pensó 
que decía otra cosa. 
La mala comunicación 
puede causar confusión 
sobre la hora o el lugar 
de una reunión. O peor: pueden malinterpretarlo por completo 
y esto tener un impacto negativo en la relación. Hoy es aún 
más complejo con los negocios alrededor del mundo y con los 
distintos métodos de comunicación. 

Duration: 10 minutos

Category: CX Sales

Comunicación eficaz en las ventas (Global)

*The content in this library is only available to customer’s who have an active subscription to the Customer Experiece Edition.

© 2020 SAP SE or an SAP affiliate company. All rights reserved.
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Translated Products

The legal content has 
changed, we recommend you 
assign learners to the new 
versions to ensure they have 
the updated course.

While the legal content hasn’t 
changed, we recommend 
you assign learners to the 
new versions to provide the 
updated version.

The legal content hasn’t 
changed, but the course 
has been translated to a 
specific language.

To gain access to courses that aren’t 
part of your library, please see your 
Account Manager.

Customer Experience Edition

Vender es vital en todos 
los aspectos del negocio, 
como en la vida diaria. 
Algunas personas pueden 
pensar que vender es 
un encuentro estresante 
entre el vendedor y el 
cliente. El cliente tiene su 
voz y participa en la mayoría de las situaciones de venta. 

Duration: 10 minutos

Category: CX Sales

Vincular las ventas y la marca para tener 
éxito (Global)

La ciencia del 
comportamiento del 
consumidor describe 
y define cómo 
compra y por qué. Los 
comerciantes inteligentes 
estudian patrones de 
comportamiento y 
ordenan sus tiendas y mercadería para atraer más clientes que 
compren. 

Duration: 10 minutos

Category: CX Sales

Definir el deseo y la necesidad del cliente 
(Global)

*The content in this library is only available to customer’s who have an active subscription to the Customer Experiece Edition.

© 2020 SAP SE or an SAP affiliate company. All rights reserved.
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New Products

To gain access to courses that aren’t 
part of your library, please see your 
Account Manager.

Enterprise Edition

Contract management is 
a key business process, 
consisting of a range 
of activities across the 
different stages of the 
contract lifecycle. This 
course outlines the 
fundamental concepts 
of contract management, and explores the activities used to 
administer the contracts you have, or put, in place as part of your 
business agreements.

Duration: 20 minutes

Category: Policy and Compliance

Contract Management (Global)

YouTube has become 
a popular tool to grow 
brand awareness. This 
course will examine how 
the platform has become 
the preferred tool of 
marketers, what types of 
content you can create 
and what will work for you. We’ll also give you tips on how to use 
YouTube to increase your online presence, grow your channel and 
refine your brand.

Duration: 10 minutes

Category: Online Social Presence

YouTube - What is YouTube (Global)

InMail is a communication 
tool within the LinkedIn 
application, allowing 
connections to contact 
one another, in a way 
similar to email. This 
course will prepare you 
to write effective InMail’s 
and give you a rounded understanding of what to expect from the 
platform and increase your returns.

Duration: 5 minutes

Category: Online Social Presence

LinkedIn - Making the most of InMails 
(Global)

Facebook is one of the 
biggest social media 
platforms of all time.  But 
how did it get that way?  
From a dorm room in 
Harvard to a social media 
powerhouse, We’ll then 
examine how you can use 
Facebook to improve your online visibility and connect directly 
with your customers and target markets. 

Duration: 10 minutes

Category: Online Social Presence

Facebook - Facing the Facts (Global)

*The content in this library is only available to customer’s who have an active subscription to the Enterprise Edition.

© 2020 SAP SE or an SAP affiliate company. All rights reserved.
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New Products

To gain access to courses that aren’t 
part of your library, please see your 
Account Manager.

Enterprise Edition

LinkedIn is the top 
professional social 
networking site, but how 
do you use it to land your 
perfect job?  By focusing 
on a few important steps, 
you can start making an 
impression on some of 
the 133 million LinkedIn users.  This course will examine both the 
active and the passive ways you can go about making yourself an 
appealing prospect.

Duration: 10 minutes

Category: Online Social Presence

LinkedIn - Finding a Job (Global)

LinkedIn is more than the 
top professional social 
networking site, with 
features that connect you 
to individuals you may not 
meet otherwise. LinkedIn 
Groups are forums where 
you can connect with 
people who have similar interests and discuss topics within your 
group.  Groups allow you to show off your expertise around a 
subject and develop relationships with like-minded people.

Duration: 10 minutes

Category: Online Social Presence

LinkedIn - Understanding Groups (Global)

YouTube has become an 
impactful social media 
site that gives you the 
freedom to post live 
videos and increase brand 
awareness.  This course 
will look at some YouTube 
tips, tricks and best 
practice, as well as how to make money from it. 

Duration: 10 minute

Category: Online Social Presence

YouTube - Tips and Best Practice (Global)

Not all video content is 
created equal.  There 
are a variety of video 
types you can make for 
YouTube.  Learn best 
practices and how to 
make your content, 
engaging, entertaining 
and watchable. Through killer content, you can continue building 
up your followers and engaging those you currently have.

Duration: 10 minute

Category: Online Social Presence

YouTube - Creating Content (Global)

*The content in this library is only available to customer’s who have an active subscription to the Enterprise Edition.

© 2020 SAP SE or an SAP affiliate company. All rights reserved.
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Translated Products

The legal content has 
changed, we recommend you 
assign learners to the new 
versions to ensure they have 
the updated course.

While the legal content hasn’t 
changed, we recommend 
you assign learners to the 
new versions to provide the 
updated version.

The legal content hasn’t 
changed, but the course 
has been translated to a 
specific language.

To gain access to courses that aren’t 
part of your library, please see your 
Account Manager.

Enterprise Edition

Si usted trabaja con 
computadoras - y, 
debemos reconocer, casi 
todos lo hacemos hoy en 
día, en alguna medida-, 
debe saber al respecto. 
Si no lo hace, se coloca 
a usted mismo y a su 
equipo en riesgo. Este curso le brindará una perspectiva general 
del panorama de ciberseguridad y sus elementos clave.

Ciberseguridad (Global)

Debido a que la 
delegación es una 
de las habilidades 
de negocio más 
importantes, es 
extraño que la gente 
no lo haga con mayor 
frecuencia. Este 
curso está diseñado para brindarle los conocimientos, las 
habilidades y la confianza necesarios para que delegue de 
inmediato y comience a beneficiarse de esta habilidad de 
negocio fundamental.

Duration: 10 minutos

Category: Cyber Security

Duration: 20 minutos

Category: Management and Leadership

Delegación Efectiva (Global)

*The content in this library is only available to customer’s who have an active subscription to the Enterprise Edition.

© 2020 SAP SE or an SAP affiliate company. All rights reserved.
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Updated Products

The legal content has 
changed, we recommend you 
assign learners to the new 
versions to ensure they have 
the updated course.

While the legal content hasn’t 
changed, we recommend 
you assign learners to the 
new versions to provide the 
updated version.

The legal content hasn’t 
changed, but the course 
has been translated to a 
specific language.

To gain access to courses that aren’t 
part of your library, please see your 
Account Manager.

Enterprise Edition

Learners will discover 
the major types of 
international employee 
compensation plans 
and discuss other 
international employee 
compensation 
considerations that help 
inform which compensation plan to employ. Finally, the course 
covers international employee performance evaluations that 
affect salary.

Duration: 15 minutes

Category: Human Resources

Determining International Employee 
Compensation in the U.S. (U.S.)

Hazard and risk. You’ll no 
doubt hear these terms 
at lot when at work. Often 
“hazard” and “risk” are 
freely used to mean the 
same thing. Discover why 
they’re not.

Duration: 10 minutes

Category: Health and Safety

Hazard Identification and Risk Control 2.0 
(UK/EU)

Display screen awareness 
(DSE) such as computers 
can be found in almost 
every workplace. This DSE 
awareness course will 
help you to understand 
how to do this and 
minimise any future 
health risks.

Duration: 10 minutes

Category: Health and Safety

DSE Awareness (UK/EU)

Duration: 10 minutes

Category: Policy and Compliance

Most of us think of slavery 
as an issue confined to 
history, or an issue that 
only exists in certain 
countries. But the truth 
is that slavery is closer 
than you think and is 
something that is still 
happening today. Find out all about Modern Slavery with this 
course.

Modern Slavery (UK/EU)

*The content in this library is only available to customer’s who have an active subscription to the Enterprise Edition.

© 2020 SAP SE or an SAP affiliate company. All rights reserved.
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Updated Products

The legal content has 
changed, we recommend you 
assign learners to the new 
versions to ensure they have 
the updated course.

While the legal content hasn’t 
changed, we recommend 
you assign learners to the 
new versions to provide the 
updated version.

The legal content hasn’t 
changed, but the course 
has been translated to a 
specific language.

To gain access to courses that aren’t 
part of your library, please see your 
Account Manager.

Enterprise Edition

Listening may be the 
most underrated skill in 
selling. Good listening 
skills are a must in 
developing strong 
customer relationships. 
Poor listening is a flaw 
that’s often fatal to long-
term success. Learn four listening techniques that will enhance 
your ability to establish trust and openness with your customers.

Listening Skills - Transform Your Customer 
Interactions (Global)

Create a healthy and 
sustainable sales 
funnel by developing an 
effective prospecting 
game plan and approach. 
This course helps you 
minimize prospecting 
anxiety by keeping the 
process simple and systematic. Learn tips on how to prepare for 
a prospecting call, leave a voice message and send emails.

Prospecting with Ease (Global)

Engage your customers in 
productive and interesting 
conversations by asking 
a variety of question 
types. You can take the 
guesswork out of sales 
just by asking thoughtful 
questions. Here, we’ll 
look at 12 question types that’ll help you gain a competitive 
advantage.

Effective Questioning for Sales (Global)

Some estimates claim 
a person loses over 60 
percent of their ability to 
communicate over the 
phone. After all, all you 
can work with is your 
voice—no body language 
or facial expressions to 
fall back on. However, your voice can still be a powerful tool when 
used properly. Learn how to make the most of your phone selling 
by incorporating five voice techniques.

How to Engage Customers in Telephone 
Conversations (Global)

Duration: 10 minutes

Category: Sales Mastery

Duration: 10 minutes

Category: Sales Mastery

Duration: 10 minutes

Category: Sales Mastery

Duration: 10 minutes

Category: Sales Mastery

*The content in this library is only available to customer’s who have an active subscription to the Enterprise Edition.

© 2020 SAP SE or an SAP affiliate company. All rights reserved.
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Updated Products

The legal content has 
changed, we recommend you 
assign learners to the new 
versions to ensure they have 
the updated course.

While the legal content hasn’t 
changed, we recommend 
you assign learners to the 
new versions to provide the 
updated version.

The legal content hasn’t 
changed, but the course 
has been translated to a 
specific language.

To gain access to courses that aren’t 
part of your library, please see your 
Account Manager.

This course will take you 
through the history of 
consents and give you an 
understanding not only 
of why the practice began 
but also of important 
information such as 
which items are typically 
covered in a consent.

Duration: 30 minutes

Category: Healthcare Compliance

Informed Consent - Demystifying This 
Important Document (US)

Enterprise Edition
*The content in this library is only available to customer’s who have an active subscription to the Enterprise Edition.

© 2020 SAP SE or an SAP affiliate company. All rights reserved.
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No part of this publication may be reproduced or transmitted in any 
form or for any purpose without the express permission of SAP SE or 
an SAP affiliate company.

The information contained herein may be changed without prior 
notice. Some software products marketed by SAP SE and its 
distributors contain proprietary software components of other 
software vendors. National product specifications may vary.

These materials are provided by SAP SE or an SAP affiliate company 
for informational purposes only, without representation or warranty 
of any kind, and SAP or its affiliated companies shall not be liable for 
errors or omissions with respect to the materials. The only warranties 
for SAP or SAP affiliate company products and services are those that 
are set forth  
in the express warranty statements accompanying such products and 
services, if any. Nothing herein should be construed as constituting an 
additional warranty. 

In particular, SAP SE or its affiliated companies have no obligation to 
pursue any course of business outlined in this document or any related 
presentation, or to develop or release any functionality mentioned 
therein. This document, or any related presentation, and SAP SE’s or 
its affiliated companies’ strategy and possible future developments, 
products, and/or platforms, directions, and functionality are all 
subject to change and may be changed by SAP SE or its affiliated 
companies at any time for any reason without notice. The 
information in this document is not a commitment, promise, or legal 
obligation to deliver any material, code, or functionality. All forward-
looking statements are subject to various risks and uncertainties 
that could cause actual results to differ materially from expectations. 
Readers are cautioned not to place undue reliance on these forward-
looking statements, and they should not be relied upon in making 
purchasing decisions.

SAP and other SAP products and services mentioned herein as well  
as their respective logos are trademarks or registered trademarks of  
SAP SE (or an SAP affiliate company) in Germany and other countries.  
All other product and service names mentioned are the trademarks  
of their respective companies. 

See www.sap.com/copyright for additional trademark information  
and notices.

Follow us

https://www.sap.com/copyright
https://twitter.com/litmos
https://www.facebook.com/litmos
https://www.linkedin.com/company/litmos/
https://www.youtube.com/user/LitmosLMS
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