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Learning objectives

By the end of this webinar,
you will have learned:

" Why spaced learning is so
important
" When and how to set up

" Spaced learning in action



Why you should care about spaced learning
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How spaced and microlearning reinforces knowledge

Concept and On-the-Job Continuous
Task Mastery Competence Improvement

Realize the TRUE
Value of Efforts

Random Acts Extends
Time to competency
or produces
Failure

TIME TO COMPETENCY—>
TRANSFER SUSTAIN
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Facilitated delivery formats
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What is microlearning

Microlearning is a holistic approach for
skill based learning and education which
deals with relatively small learning units.

It involves short-term-focused strategies
especially designed for skill based
understanding — learning - education.

(Wikipedia)




Overcoming the curve: Snackable Learning™
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The spacing effect*

. Repetitions support learning

. Spaced repetitions are more effective than non-spaced
repetitions

. Spaced repetitions of learning material produce better
knowledge retention

. Spacing is ideal for long term remembering (after the
learning events)

. Wider spacings are generally more effective than
narrower spacings

. Expanding the length of spacings does not outperform
consistent spacing intervals but makes it more
affordable

. Real learning doesn’t occur in one-time events

"

(*) Spacing Learning Over Time, Work-Learning Research, inc. March 2006



Delivery formats
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It is all about proficiency

Proficiency is the mastery of specific
behaviors or skills demonstrated by
consistently superior performance
measured against established
standards.

But how to measure it?



Staged learning
reinforcement in action



It is all about proficiency
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Qstream

A scientifically-proven
microlearning solution to increase
knowledge, develop skills and
change behaviors at scale



PARTICIPANTS

Get 2 questions each 2 days with explanations and leaderboard

827

Wednesday, January 27

Qstream

You finally get a meeting with a key
decision-maker at a hot new
prospect. When you ask about his
needs it appears as..

Qstream

Q Prospects often put up purchase
barriers when there is internal
resistance to change. What are the
best ways to overc...

& Sales Mtg Prep

You have just finished presenting your
product or service to a prospective
client. What would you say next?

Choices
— How well does that address your
L needs?
When will you be making a
— decision?

~ | am convinced this is the best

U solution for you

- How do you feel about movin

Qstream ’ Qstream

Choices Explanation

You Key Choices Acknowledging what the customer

has said, using his/her own words, to
How well does that show that you understood what
address your needs? :
he/she said is the best choice

Without the benefit of body
language, it is important to let the

When will you be
making a decision?
customer know that you are listening.
I am convinced this is ) i g
the best solution for ] Verbal acknowledgment is a key way
you to do that over the phone

How do you feel about l
moving forward?

ions, your answe

This question will be resent on

02/09/17 P
For more information on sales skills

’

Simple and Engaging, Built for Mobile Workers [ ¢

Qstream
sa Parr
eah Ogden
Karen King
Hannah Jones
Your ranking

Mark Officer (demo) North

Questions Questions retired: 0
attempted: 27 out  out of 27
of 27

0%
Comments

Add a Comment

- %
." salesforce
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PARTICIPANTS

Simple, engaging video scenarios = video pitching

10:33

Thursday, 9 February

Q Qstream

& Overcoming objections s a critical skill. You
are meeting with a client who says, "this is not ...
Press for more

38m ago

Video Challenge

Overcoming objections is a critical skill. You are
meeting with a client who says, “this is not a
priority for me this year.” How would you
respond?

This challenge requires a video response. You
will be measured on your levels of proficiency
and confidence as observed by your manager.g

ording Tips & Tricks

mit 1 min

RECORD YOUR RESPON!

Your video response has been sent

Video Response Sent

30 points earned

You'll be notified immediately after your video
has been reviewed by your manager.

Next question

r video has been reviewed

Feedback

a Jack Ahlers 15 Feb 2017

Excellent job Stacy in your line of thinking. By
finding out how the client sees the situation,
you can avoid making assumptions, learn more
and you can position your response
persuasively, Moreover, acknowledgment of the
objection encourages a more complete
response from the client

Points & Ratings

30 “

Points earned

Proficiency ' & b & &

@ )
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PARTICIPANTS
With a gamification effect through the leaderboard

/

Rank ~ Name Team Points

1 Lauren North East 1300

Fiona Jackson North 1280
3 Emma Hughes South

Emily Hudson North

Sonia Pullman West

Sarah Powell East

Samantha Poole South

Rose Peake East

Lillian Oliver North

Madeleine Parsons West 100X




What it is used for

" Sales enablement

™" Onboarding

" Training reinforcement
" Talent development

™" Product knowledge

" Regulatory compliance
" Field training

" Process change



The positive impact in numbers*

17% 93% +400 +350k +10k

average proficiency average participant customers participants Qstreams
gains engagement completed

* Qstream



When and how setting up
learning paths combining
delivery formats.



Learning path design decisions

" Depending on content complexity — required behavioral change -
Competence gap to close - knowing versus doing

Delivery options to be combined case by case
™" E-learning

™ Classroom

™ Snackable learning (Nuggets)

™ Qstream staged learning reinforcement

™" Peer learning

™ Implementation assignments with program follow-up
"™* Electronic and or paper based reminder cards

™ Coaching

"™ Coach 2 Coach
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Development process steps
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Qstream buying cycle principles — From business goals to take away messages

Primary Goal: Strategy:

Increase control on Doing the right thing at the
right time

Success metric:

opportunities Opportunity win rate

Topics:

" _ . IMPORTANT
» Ability to detect buying readiness

Topics will be used as
Tags to analyse results

« Action alignment
« Win strategy (objective setting)

-

TAKE HOME MESSAGES:

Buying Readiness Action alignment Win strategy

Why important Right action at right moment - Defining next objective
Time stamp detection » Looking Vs Not looking + DMU buying cycle alignment
Customer focus during the mental Why Change - Why Us - Why Stay « How to document in CRM

buying phases + Sales assets - when to use
Motivational drivers

NEXT
1 sentence challenge per message
1-2 question per challenge
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Wrap up
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What you will learn in module 2

How staged reinforcement
learning supports managers
by delivering meaningful
coaching with data-driven
insights to know who, what
and when to coach




Download our know-how for free on https://perpetos.com/resource-center/

Sharpen
Proficiency

Increase knowledge retention
and change behaviors to impact

performance

Download E-book

Enable Precision
Coaching

Data-driven insights to know

who, what and when to coach

Watch Video

4

Impact Performance
Continuously

Identify proficiency gaps and
insights to improve training and
enablement program

effectiveness and measure ROI

Download Checklist




