Symantec Sales Transformation through Aventi Enablement Solutions
Company Profile:
Symantec Corporation is a global leader in enterprise security and information management solutions with over 11,000 employees in 35 countries.
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"The Aventi team has been a critical partner in my team's success in driving Symantec sales transformation. We set very aggressive targets
and timelines to improve the global salesforce’s effectiveness and productivity. The Aventi team provided us with insights, guidance, and high
quality solutions that enabled us to realize significant gains in our sales team's ability to execute. I highly recommend Aventi Group for any
sales or marketing executive looking to drive sales enablement." – Matt Weaver, Sr. Director, Global Sales Enablement, Symantec

