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What we covered in module 1

™ What is microlearning and why

care about it

" When and how to set up

"' The effects and related learning

factors of spaced learning

" Spaced learning in action



Learning objectives of module 2

; ' By the end of this webinar,
| . you will have learned:

™ How staged learning
reinforcement delivers
meaningful coaching with data-
driven insights to know who,
what and when to coach

" How adding peer learning
increases retention and
adoption




Learning Pyramid - Retention after 25 hours

Modern Training & Coaching
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(Adopted from the NTL Institute of Applied Behavioral Science Learning Pyramid.)



SPACED &

MICROLEARNING:
BREAK IT DOWN, MIX IT UP




We therefore need a tool

showing where people are strong
and where they need help.




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

...but how to measure it?



Step 1: Engage learners

You have st frvsbeed presentng your
procksct or servce 10 a propectve
chont What would you sy rexi?

| How well does that address your
nescn’

UN— well yos b mruakang &
dmcmion?

Dlﬂwﬁ-lhhﬂl
soton tor you

L

00:05 seconds
Challenge

J

Congr JulIUon:., yous Miswor

00:15 seconds

Ackrowledqng what tha cutomer

{ has said, uning hin/her cwn words, to
ahew that you undenstood what
ha/she s s the bast chowce
Without the benefie of body
language, it & smportant to let the
customer know that you are Fatervng,
Verbsal acknowledgrnent 1 a key way
to do that over the phone

Pnsts serien g e 13 1) tn s rmaponns
-t

00:35 seconds

Explanation

atempted. 27 ot outof 27
of 22

Comments.

Al & Comment

00:45 seconds

The sales rep's rosponse is
porfect; you can see that it
rosonates with the prospoct

Mark Oficer on Apr 19. 2006

Aways a very sansitive stage,

“ Qstream

00:50 seconds

© Perpetos, confidential



Step 2: Capture dynamic data

Summary

Team proficiency

100%

o%
th America [20]

Performance Engagement Proficiency

Asia [6] South America (6] Adrica [7] Europe (28] Oceania [7]

Key dimensions:

Performance: individual or team
scores compared to average score
for all teams

Engagement: activity level by
individuals and by team

Proficiency: % of current
responses per question and for all
questions, by individuals and by
team
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Step 3: Identify weaknesses

g

Multi-Dimensional insights

Team Insights
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Manager Dashboards
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Step 4: Coach on the spot
Recommended T
coaching actions:

« click the individual links
provided in each category
to contact participants <

PERFORMANCE
ENGAGEMENT
PROFICIENCY

e access an on-screen email
template to contacting the
participants and suggest
learning or corrective
actions

Manager Dashboards
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Step 5: Track proficiency evolution

Multi-Dimensional insights

Results are compared:

« Over time between the initial (15t
attempt) and the current level

« Across teams, regions and any
other relevant dimension
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Some practical cases other
than sales skills



Help clinical Reps Retain Important Product Knowledge

“"With Qstream, we had the
answer to how people were
performing, and the data to

back it up.”

read full story on: _https://gstream.com/customer/intuitive-surgical/




Improving sales knowledge of critical product features

Philips’ Sales Operations team was
able to improve sales knowledge
of critical product features and
functions with 99% engagement

using Qstream.

read full story on: https://gstream.com/customer/philips-healthcare/
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Peer learning

Peer learning is an effective
method of knowledge transfer

Learners share similar
experiences, employees
understand the issues they face
on a day-to-day basis better
than any consultant or trainer
could
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Peer learning with technology
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To practice coaching
PitchlQ

Test your Knowledge: Filling the Funnel NEXT »
O TEST

Record your pitch
. Pitch 1Q

Target Time
2:00
[ ]

Score

75%

O Showpad
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And getting coaching on recorded & transcripted customer calls
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With analytics that show learning progress

w Showpad

Incomplete Users

200

Name

'_9 Meredith Birchfield
i Bert Holvoet

1 Kristof Orts

o

User Insights

Users with Failed Tests Users with Failed
Pitch IQs

Course Status Test Score Pitch 1Q Score

® Overdue - 85%

® Complete 95% 90%

® Overdue = 71%
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And a manager hub for the sales manager
e
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Applicable for multiple scenarios

1. On-boarding 5. Certifications
2. New product launch 6. Manager promotion
3- AchiSition (product and/or people) 7. Cr‘eOtiOﬂ Of COCIChiﬂg CUlture

4. Sales methodology change 8. Cross-sell / up-sell

nfidential
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Wrap up
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What you have learned in module 2

How spaced and micro
learning delivers meaningful
coaching with data-driven
insights to know who, what
and when to coach

How peer learning increases
retention and adoption of
new behaviors



Spaced & micro learning: benefits for leaders

" Supports learning without
distracting managers

" Delivers actionable, real-time
insights into the capabilities

" Provides actionable
recommendations on who,
what, and where to coach

" Includes easy-to-use templates
and communication tools




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
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