
Monetizing Internal
Knowledge:



Organizations often sit on a goldmine of internal knowledge—training manuals, onboarding guides, 
sales playbooks, technical SOPs, and more. While originally designed for internal use, these materials 
can become powerful, revenue-generating assets if strategically repurposed for external audiences. This 
white paper outlines a practical framework for identifying, auditing, packaging, and monetizing internal 
training content. We’ll walk through real-world case examples, technology considerations—including the 
critical role of multi-tenant Learning Management Systems (LMS)—and how to set your business up to 
succeed in the growing knowledge economy.

THE UNTAPPED POTENTIAL 
OF INTERNAL CONTENT

Why Internal Training Materials Are High-Value IP

  Expert-driven –
  Field-tested –
  Cost-intensive to produce –

Who Wants Your Knowledge?

 Industry peers 

  Clients and customers 

  Channel partners 
  SMBs and startups 

If you have content that improves operational 



HOW TO AUDIT INTERNAL CONTENT 
FOR MONETIZATION

Turning training content into a sellable product starts with a thorough audit. Here’s a step-by-step approach to 
identifying what’s valuable, viable, and ready for repackaging.

  Slide decks and PDFs

Step 1: Inventory Everything

Create a centralized inventory of all internal 
training materials, including:

  Transferability –

  Evergreen value –

  Audience relevance –

  Content quality –

  What’s missing for an external audience?

  What needs updating or reformatting?

Step 2: Assess Content Viability

Step 3: Identify Gaps and Opportunities

Step 4: Prioritize by Potential

Evaluate each piece against the following criteria:

Flag content by monetization potential:



CASE STUDIES:
How Companies Monetized Their Internal IP

Case 1: A Cybersecurity Firm Builds a Client Training Suite

Case 2: A Marketing Agency Licenses Its Playbook

Case 3: A Manufacturing Company Trains Partners

THE STRATEGIC VALUE OF

What Is a Multi-Tenant LMS?

Monetization

Scalable Customer Segmentation

experiences for:

  Clients across industries
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Brand Customization for Resellers or 
Partners

License Management and Access 
Control

Centralized Management, Localized 
Delivery

Rich Reporting Per Tenant
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TECH STACK CHECKLIST FOR 
COURSE MONETIZATION

Here’s what you’ll need to transform internal content into a market-ready learning product.

LMS Platform1

Content Authoring Tools2

Ecommerce Capabilities3

CRM & Marketing Automation4

Analytics & Reporting

  Learner feedback tools

5

Legal and IP Protection6



NEXT STEPS:
Turning Strategy into Revenue

Start With These Actions:

LMS Portals, LLC

CONCLUSION


