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Executive Summary

Our Understanding Of Your Needs
Black & Decker University’s mission for 2002 is to provide the Sales and Marketing Organization with the best-trained people in order to increase market share and profits worldwide. 

We recognize that Black & Decker is in a highly competitive marketplace where:

· Customers are becoming increasingly demanding, and

· Despite the quality of the products and the various brands, overall global sales have been flat for the last several years; therefore,

· The sales force must be focused on creating value for their customers’ businesses, and not just rely on communicating the value of Black & Decker’s products.

It’s our experience that the manager’s role is the most important and frequently the most overlooked role with respect to increasing sales productivity! Research from McKinsey and Advantage Alliance Partner, Huthwaite, supports our philosophy that it is the Sales and Marketing managers who will be most pivotal in helping the organization continuously enhance its position with strategic accounts like Home Depot, Lowe’s and Wal-Mart. A well-trained and developed Sales and Marketing management team will be most influential in helping Black & Decker move up the “Buy/Sell Hierarchy” in the eyes of the customer and be seen as strategic partners, contributing to your customers’ business and organizational issues (see Figure 1). Thus, Black & Decker will be increasing market share and profits by working at the highest levels within all of your strategic accounts.
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Figure 1: From Advantage Alliance Partner, Miller Heiman’s "Successful Large Account Management,"
To this end, you are seeking a partner(s) to develop and deliver a comprehensive training curriculum to address the following Critical Skill Areas that emerged from your competency assessment:

· Leadership / Coaching/ Mentoring

· Strategic Thinking / Problem Solving

· Financial Knowledge

· Prioritize Work Flow

· Communication Skills

· Teams

Your overall objective is to “provide managers with an understanding of the necessary competencies for their role and the means to achieve them.” Black and Decker is equally concerned about the process for delivering this training.   You desire to leverage technology to reduce costs, make the learning more accessible, and ensure the new knowledge and behaviors “stick.”  

The benefits of  “taking your management development curricula to the next level” are numerous for BDU and the Sales and Marketing organization, including:

· Increased enrollment,

· Enhanced participation, 

· Increased return on investment in your current product and sales training, 

· More strategic relationships with your key accounts,

· And ultimately improved share and profits.

Advantage Performance Group (APG) is a unique alliance of many “thought leadership” companies that can deliver tremendous ROI to BDU just as we have for so many other clients through the integration of several “best in class” solutions. For example we helped:

1. CNET, one of the few profitable Internet companies, cascade our Performance Mastery Suite through out the company. As a result CNET experienced significantly reduced turnover rates to below the industry average during a time of rapid change and growth as it flawlessly acquired and integrated four companies.

2. Kelly Services achieve $3 million in cost reductions and market growth opportunities as a result of a customized implementation of our Field Coaching solution.

3. Kinko’s sales managers lead more effectively when they implemented a new “Go To Market Strategy”. During the customized sales and sales management training, they identified $45 million in market opportunities and subsequently achieved their sales target for two consecutive quarters after having missed them for four consecutive quarters.

 We have expertise in both sales and management development. We recognize that while Sales and Marketing managers benefit from general leadership programs like Situational Leadership, (a program we are intimately familiar with and offer our clients through our alliance with Ninth House Network) it is their skill and commitment to lead, coach, and teach both the tactical and strategic elements of your sales process that will have the most impact on increasing sales, share, and profit. As such one solution we can confidently recommend is the integration of Porter Henry’s Field Coaching processes with whatever general coaching and leadership process you implement (ours or another’s) to address your specific requirement to “Travel on workwiths with employees and provide balanced feedback.”

In our response to Black & Decker’s RFP, we are making two specific recommendations based on our limited knowledge of your organization so far:

1. A context setting program (Tango) in which managers will gain the big picture around balancing the inter-relationships between customer satisfaction, profitability, and people development, and in the process have to demonstrate all of Critical Skills you’ve identified.

2. A customized version of a Porter Henry program (Field Coaching) in which managers will build their sales management-specific skills in coaching and people development.

In addition, there are other solutions we believe could link directly to the Black & Decker competencies.  We will briefly overview them below.

Recommended Solution

Who We Are

Unlike traditional training companies Advantage Performance Group represents a network of Alliance Partners who provide our clients access to a virtual library of thought leading content, instructional designers and facilitation resources. 

This means BDU can tap multiple design disciplines from some of the world’s leading Instructional System Association firms with the convenience of dealing with one firm. You get to choose talent to suit the scope and complexity of the project at hand. Some of these partners include Huthwaite, Porter Henry & Company, Miller Heiman, The Real Learning Company, Root Learning Inc., Celemi, Ninth House Network, Eagle's Flight, ThoughtBridge, SalesDriver, Frogkick, and others.

Additionally, we have relationships with more than a dozen independent custom writers; editors and designers who fulfill a wide array of custom development needs and project demands.

Our solution also takes into consideration that we have organized Advantage’s own large and growing facilitator network of more than 70 certified instructors who can be called upon to help you implement on a national or global basis.

Our Approach

Based on our experience we recognize that most sales and marketing managers have minimal tolerance for typical training programs.  While they are bright and quick to grasp new information, they are also busy, impatient and frequently multi-tasking.  Moreover experienced managers tend to approach training with a “been there, done that” attitude.  As a result, we strive to provide more learner driven, highly interactive programs that fully engage the learner. This provides them personal insights to skill deficiencies or new knowledge and helps them achieve “Ah-Ha’s” while they build skills.  We use more contemporary learning methods -- blended, experiential, team based, action-learning designs incorporating simulation, learning map technology, and where appropriate web based pre- and post-workshop tools and activities. 

Best Practices for Ensuring Successful Behavior Change 

Our work is guided by seven best practices that our experience indicates will deliver significant sales results from training initiatives.

1. Senior Management Involvement/Consequences – Training programs need what one Advantage client calls “air cover.” To get managers to change behavior in the in the field and perform differently you need to provide more than just a training curricula. 

Ideally, this means Executive level “participation in”, “understanding of” and “use of” program content, language and tools. Particularly in the areas of “Developing People” and “Leadership/Management” it’s important to create a common management “Operating System” that is understood and supported throughout the hierarchy of the organization.  Finally, management must establish the positive and negative consequences of behavior modification. Expectations must be set and reinforced through compensation plans, incentive systems, performance appraisals, developmental plans, and promotion eligibility criteria.

2. Relevance - Today’s generation of learner will not stand for material that is not related to the mission they are charged with carrying out. Content needs to reflect your culture, your products, your markets, your competition and your strategy. If it isn’t real it won’t be remembered or embraced. We emphasize extensive customization, applications exercises, and connections throughout to ensure relevance to the learner.

3. Content - Training content today falls in three categories: Heavily borrowed, well thought up, or well researched. We choose to work with providers who have well-researched, proven, and tested content. We look for thought leading, breakthrough, concepts to help address our client’s business issues. Our experience suggests researched content that is properly implemented, applied and reinforced bring predictable, measurable results.

4. Methodology - Learning Design – Elegant, modular, flexible, interactive and learner driven. All of these specifications suggest a blended learning approach that utilizes a variety of learning methods to communicate the essence of what is to be learned in the most time efficient manner that still achieves the learning objectives, changes behavior and gets results. That said, we firmly believe that “less is more.”

5. Facilitation - You can have the best training program in the world delivered by a poor facilitator and end up with a terrible result. You can also have a pretty ordinary program delivered by an outstanding facilitator and have tremendous results. Facilitators are critical to program success, and we take great care in selecting and certifying our staff.

6. Reinforcement – The best results from Sales and Marketing management training we know are achieved because the program is driven by senior management and “drip-fed.” Many organizations have drifted away from this cornerstone concept of reinforcement. We design implementations that incorporate reinforcement tools and processes to ensure the training sticks! 

Additionally, companies that are serious about behavior change make sure that training content is integrated into the corporate “plumbing” – the regular team meetings, coaching sessions, planning processes, appraisal systems, product launches, and other activities that make the organization run.

When senior management drives the initiative and adapts company processes to reflect desired behaviors, companies prove they mean business and managers and employees see the change as genuine and permanent.

7. Measurement – Kirkpatrick’s “four levels” are the standard in training measurement. The best part of sales and sales management training is that the fourth level metrics are clear. Whether it is the sales forecast growth, revenue versus plan, number of new accounts, new product sales, productivity per rep, win/loss ratios, quote to order ratios, fast start cycles, sales cycles, turnover rates, what have you, we can help you design and track the metrics at every level.

These best practices have proven effective with similar large-scale management / leadership development implementations with industry leaders such as:

1. Toyota’s Toyota University - APG is one of 3 strategic partners that they credit as having helped them expand their thinking in the development of their management curricula. The partnership has led to the co-development of a new APG offering call Team Power. 

2. Microsoft - APG’s implementation of Tango to help both executive and middle managers think more strategically has more than doubled this year, while all other programs are being scaled back.

3. Genentech – APG’s development of  their Early Leader Development program is highlighted in  Sales & Marketing Management. A reprint in the Appendix.
4. Edward Jones - Credits our Performance Mastery Suite management development curricula as playing a role in their being named “The best company to work for” by Fortune Magazine.

 These serve as references on our ability to deliver quality training products on time. They and many others will be made available for direct contact upon request.

Initial Recommendation Based On Our Understanding: Stage 1 – Building the Overall Context 

Our approach is built upon the belief that ongoing competency development is most effective when the participants understand the larger business context.  Their understanding of the overall business context will increase their personal commitment to the development of critical leadership competencies going forward.

Too often we see organizations create a list of competencies and then simply match management and executive programs to support each of the competencies.  This approach leads to a long “laundry list” of workshops that participants must attend, resulting in either redundancy or programs that seem disconnected.  Managers go to these workshops reluctantly and consider that time spent as something they are required to do in addition to their “real job.”  They don’t see the connection between this development and the impact they can make on their business.

Advantage Performance Group takes a “less is more” strategy in the area of competency development, providing a more holistic approach.  We strongly advocate providing an opportunity for participants to understand the contextual use of these competencies as they relate to Black & Decker’s business and to select a few outstanding programs and implement them extremely well.  Given our business model we could provide programs that match to all of the Critical Skill Areas, but we strongly believe that would not be the best way to develop your people and reach your business objectives.

Therefore, we strongly advocate the use of a business simulation as the introductory and context setting event.  The use of a business simulation will yield several benefits to Black & Decker, the participants and your training organization.  Some of these benefits include:

· Participants will see how the competencies are applied in a business situation

· They will make the connection between their use of the competencies and their contributions to the organization

· Black & Decker and the participants will better understand their strengths and developmental needs and will be able to diagnose which areas of improvement will have the biggest return for the business

· Participants will leave the simulation with more energy and commitment for further development within the Critical Skill Areas, and

· The training organization will differentiate itself by approaching learning and development from a business results perspective versus a training perspective.

To deliver these benefits we recommend the use of a powerful simulation, Tango as the foundation piece for this initiative.  This 2-day simulation puts people in the middle of running a fast moving, high-energy company where all of the Black & Decker Critical Skill Areas are required to be successful in a highly competitive marketplace.  Tango has received accolades in publications such as Fortune Magazine (See reprint in the Appendix) and has been used effectively at the manager and executive levels by organizations all around the world in a wide variety of industries and in North American companies, such as Microsoft, The Gap, Hewlett Packard, Pricewaterhouse Coopers, and the Principal Financial Group. Additionally Tango is currently translated and available in English, Spanish, German, French, Danish, Portuguese, Swedish, and Japanese. It is also available in a web-based format.

Stage 2 – Developing People and Leadership/Management

Based on our experience in working with other sales and marketing organizations, we believe there are general leadership and performance management skills that apply across all functional areas.  They are as important for Sales or Marketing Managers as they are for Engineering, IT, or Finance Managers.  These skills include behaviors, such as giving feedback, developing trust, leading by example, and providing clear direction.  In addition to the general leadership and coaching skills, we recognize that there are also tactical and strategic skills in the areas of Developing People and Leadership/Management that are specific to Sales and Marketing.   These sales-specific Leadership and People Development Skills include observing sales calls and providing specific feedback linked to Black & Decker’s sales process; setting sales goals and monitoring progress against those goals; creating developmental plans which are linked to the sales process and sales goals; and coaching around account strategy

From the Training Summit we understand that Black & Decker currently uses Blanchard’s Situational Leadership as the core program for teaching Developing People and Leadership/Management skills areas.  We believe that Situational Leadership is a quality program that can help mangers develop general leadership and people development skills.  It is also available in an e-learning version through one of our strategic Alliance Partners, Ninth House Network. We combine the Ninth House Network version of Situational Leadership with a one-day learning map based workshop, Symphony to create a powerful blended solution that reinforces and then extend one’s leadership and people development skills.

In addition to the Situational Leadership program for developing the general leadership and People development skills, we recommend integrating Porter Henry’s Field Coaching program to turbo charge those principles by providing sales-specific management skills in these areas. Participants in Porter Henry’s Field Coaching program learn how to develop sales coaching plans for each sales person on their team. Sales managers also receive feedback about their current approach to coaching to serve as a benchmark in their development.

This program stands alone, can be tied to any single sales language, and is easily customized to support Black & Decker’s terminology and other existing processes.  It provides a solid template for implementing a field coaching initiative and reinforcing and measuring the impact of the training through the Field Coaching Assessment tool associated with the program. 

We also frequently use a suite of programs from The Real Learning Company to help sales managers develop a consistent language and process around the leadership and development of their teams. Their “Performance Mastery” system includes highly interactive, learning map based modules on performance management, coaching, developmental planning and recruiting.  Each module is customized to your unique culture and situation. They all include custom case studies, your sales management competencies, web based 360° measurement processes, and post-workshop, web-based job application aids and reinforcement tools.

Stage 3 – Additional Skill Development

The following matrix represents potential solutions we might offer to address your needs.

	Black & Decker Skill Area
	Potential Solution *

	Keystone Event That Covers All Competencies
	· Celemi’s Tango

	
	

	Developing People
	· Symphony, Conductor, and Performer by Real Learning

· Field Coaching by Porter Henry

· From The Ground Up Customized Program by Frogkick

	
	

	Leadership/Management
	· Symphony and Dress Rehearsal by Real Learning

	
	

	Prioritize Work Flow
	· From The Ground Up Customized Program by Frogkick

	
	

	Financial Knowledge
	· Apples & Oranges by Celemi

· Decision Base by Celemi

· From The Ground Up Customized Program by Frogkick or Root Learning

	
	

	Strategic Thinking
	· Tango and Decision Base by Celemi

· From The Ground Up Customized Program by Frogkick

	
	

	Comm. Skills (written & oral)
	· Knock Their Sox Off Presentations by Ovation Studios

	
	

	Teams
	· Gold of the Desert Kings by Eagles Flight

· Seven Cornerstones of Teamwork by Eagles Flight

· Team Power – Co-developed by Toyota University and Real Learning 

· From The Ground Up Customized Program by Frogkick

	
	

	Problem Solving
	· From The Ground Up Customized Program by Frogkick 


* Celemi’s Tango is a comprehensive business simulation that provides learning in all eight skill areas.

We passionately believe that our independent business model offers significant value to BDU for this initiative. Advantage does not own or develop any proprietary content for resale. So, what does this mean to BDU? We are unbiased about our recommendations - because we don't own any of the products we sell - we can put your interests first - we aren't thinking about a square peg when we examine your Critical Skill Areas- we are trying to determine the shape of the hole...then find the right fit for you. We provide multiple solutions to many of your needs and have made a few specific recommendations based on specific criteria outlined in the RFP. However, to provide you with a greater level of specificity, our way of doing business dictates that we must dialog with you in greater detail, one-on-one to be confident that we design and deliver exactly what you want and need. Prescription without diagnosis = malpractice!
Request For Information

Contact Information

Vendor Name: 

Advantage Performance Group

Vendor Address: 

98 Main Street





Tiburon, CA 94920

Vendor Web Address:
www.AdvantagePerformance.com
Primary Contact Name: 
Kelvin Yao

Primary Contact Phone:
703-566-0289

Primary Contact Fax:
413-825-8521

Primary Contact Email:
KZYao@AdvantagePerformance.com
Customer Base

Please provide a general profile of customers that are currently using your solution.

We have a very diverse client base representing various industries. Our ideal customers are ones that value long-term partnerships, commit to quality strategic implementations, value strong relationships, are open and honest in exchanging information, and encourage mutual plan sharing. Examples of such clients include: Toyota's University of Toyota, York International, Genentech, Inc., Hewlett Packard, Brown-Forman Beverages Worldwide, Beckman Coulter, Ralston Purina Co., California Bank & Trust, Kinko’s,  Novo Nordisk , Deluxe Financial Services, Microsoft Corp,  Oracle, Amgen, Dunn Edwards,  Edward Jones, American Water Works, Mercedes Benz Credit Corp, Avery Dennison, Anheuser-Busch, CNET , and Daimler Chrysler. Each of the above links directs you to an overview of a client implementation of one of our solutions.

Additionally our Alliance Partners have implemented the solutions we offer to thousands of their direct clients around the world.

What is your total number of customers?

Over the 12-year history of our firm we have partnered with over 1000 total customers.

Percentage of customers that are Fortune 500 firms

Approximately 20%

Please give examples of non-technology firms that utilize your solution

Toyota's University of Toyota, York International, Standard Register, Genentech, Inc., Brown-Forman Beverages Worldwide, Beckman Coulter, Ralston Purina Co., California Bank & Trust, Kinko’s,  Novo Nordisk , Deluxe Financial Services, Amgen, Dunn Edwards,  Edward Jones, American Water Works, Mercedes Benz Credit Corp, Avery Dennison, Anheuser-Busch, Daimler Chrysler , and others. Each of the above links directs you to an overview of a client implementation of one of our solutions.
Additionally our Alliance Partners have implemented our solutions in hundreds of non-technology firms. As an example click here to view Real Learning’s, Porter Henry’s, and Celemi’s sample client base.

How many customers are active users of your solution?

Advantage has over 350 active clients. In addition, each of our Alliance Partners have up to several hundred active users of these solutions.
How many employees do you currently have?

John Hoskins and Glenn Jackson founded Advantage Performance Group in May of 1990. They both had previously held sales and sales management positions with Xerox Learning Systems, Omega Performance Group, and Alamo Learning Systems. Four managing partners hold practice area responsibility as well as account management and sales support roles. The Co-founders share the sales management and marketing roles. An independent consultant with over 20 years experience in the instructional systems industry fills a CFO/COO role. Since 1990, the organization has grown from a regional boutique firm to a national corporation with offices in 20 major US cities and Canada. 

Advantage Performance Group is unique in that we are the world’s largest and fastest growing performance consulting and training solutions network of its kind. Unlike a traditional company, Advantage Performance Group is predominantly structured as a franchise system. Today, 30 franchise partners and their affiliates serve over 350 active relationships. 

In addition to the partners and their affiliates, Advantage has 8 full time employees and 1 part time employee. Yet the corporate phone directory lists more than 100 people in our franchise network. Franchise partners are 25% of the total network base and facilitators, consultants, and alliance channel managers represent the remainder. Additionally when we engage an Alliance Partner to implement a solution we are free to draw upon the full support and resources of its organization. 

As a testimony to this forward-thinking business model, we have experienced no turnover of full time employees, franchise partners or Alliance Partners since adopting this model.

Evaluation Tools / Metrics

Does your solution utilize the Kirkpatrick Model?

Yes, we believe measurement is critical as part of an overall process for achieving sales results and as stated above in the Recommended Solution section we utilize Kirkpatrick’s model. 

Level 1 and 2 analyses are what our clients typically request. Use of Real Learning’s Return on People survey, Porter Henry’s Field Coaching Assessment, or custom assessments built to clients’ specifications allow us to address level 3 and level 4.

As an example, a biological products company implemented Real Learning’s Symphony with a group of about 50 managers.  We administered the ROP survey prior to the program and the results were fairly typical.   Alignment scores average = 3.93 and Engagement Scores average = 3.99.  We administered the ROP to the same group of people 6 months after all went through Symphony.  No incentives were tied to improved results.  Scores on all but 2 questions improved.  The improvement ranged from .15 to .49 (on a 5 point scale). From our experience, any change in overall scores greater than .2 in either direction is a high indicator of behavior change.

At the same time we brought in a new group of managers/employees within the same reporting structure.  These people had not been through Symphony.  The ROP survey was administered to them for the first time.  The results from this group were lower than the group that had been through Symphony on almost every question.  The client believes the difference in scores is a direct result of the Symphony training and their reinforcement efforts.  They are planning to continue Symphony implementation throughout the organization.

A vary detailed example of a level 4 study conducted for Advantage Alliance Partner, Huthwaite, for a major financial institution is available upon request.  The study illustrates that a return on investment can be calculated for an extensive training program, even when other change initiatives are also influencing performance. 

What level of Kirkpatrick’s Model does your solution support: Level 1, 2, 3, or 4?

As stated above, the best part of sales and sales management training is that the fourth level metrics are clear. Whether it is the sales forecast growth, revenue versus plan, number of new accounts, new product sales, productivity per rep, win/loss ratios, quote to order ratios, fast start cycles, sales cycles, turnover rates, what have you, we can help you design and track the metrics at every level.

Does your solution utilize a 1800 / 3600 evaluation framework?

Yes, the Real Learning ROP survey and the Porter Henry Field Coaching Assessments are examples. We also create customized tools.

Does your tool measure students’ completion rates?

Yes, as an example, our e-learning blended solutions from Huthwaite, Miller Heiman, Frogkick, and Ninth House Network measure completion rates.

Does your tool measure time spent on a course?

Yes, as an example, our e-learning blended solutions from Huthwaite, Miller Heiman, Frogkick, and Ninth House Network measure time spent on a course.

Does your tool test mastery of the course material?

Yes, as an example, our e-learning blended solutions from Huthwaite, Miller Heiman, Frogkick, and Ninth House Network measure mastery of course material.

Content

Do you have examples of custom developed sales and marketing courses?

Yes, several! Two of our Alliance Partners, The Real Learning Company and Frog Kick specialize in creating custom sales and marketing courses. Three examples are sited below and additional examples are available upon request. 

1. One of the largest projects we undertook recently was the Kinko’s program. It was developed with our Alliance Partner The Real Learning Company. In the Appendix we have attached a reprint of the article that appeared in Sales & Marketing Management magazine about the project. (Also see link to Newsletter Article)

The story describes an initiative to revamp the entire go-to-market strategy of the organization. After extensive work with The Alexander Group, a San Francisco based sales management consulting firm. We were referred to Kinko’s by Alexander Group to help them execute their new strategy. 

Training was a part of the overall initiative, but a very important part, as it became the vehicle and forum to get the sales team to understand not just the “how” but the “why” behind the new sales strategy. Working closely with the client under intense time pressures, we helped re-engineer their sales and sales management process. We then trained over 1,500 participants in two compressed cycles. The article illustrates our ability to partner and muster resources when large-scale projects must be delivered with speed to produce sales results.

2. BUILDING VALUE, from The Real Learning Company, is an innovative

experiential learning program based on documented research into the

ranks of leading executives at global organizations from a variety of

industries. BUILDING VALUE develops awareness in sales professionals

and their leaders about how executives think. It then builds skill in how to get in sync with that thinking, add value and improve the strategic relevance of their products and services to their customers. This program is customized and tied to real prospects/accounts. Building on existing skills in presentation, questioning, strategic selling and coaching, BUILDING VALUE will become an important component in your sales organization's array of tools. BUILDING VALUE helps salespeople:

· Understand at what point(s) key executives, including those

representative of their actual customers, are involved in the sales cycle.

· Understand how to build their credibility with the key executives in their own accounts.

· Learn the most effective methods for gaining access to an executive.

· Assess their ability to partner effectively at all levels of their target

customers and discover any gaps in their skills.

· Determine the goals of their target customers' executives’.

· Master an easy-to-remember model for assessing, planning and

coaching an executive-focused sales strategy.

· Develop an understanding of why it is essential to call at all levels in their targeted accounts and what happens when they increase their strategic relevance in those accounts.

· Create a specific account plan for their highest potential opportunity accounts.
3. Additionally, our Alliance Partner Frog Kick creates customized blended solutions (simulation, e-learning, workshop, etc.) from the ground up. Click here for an overview of several client applications.

Have you developed “off-the shelf” sales and marketing courses?

We offer many proven options for varying client needs. However, we believe all “off-the-shelf” programs need to be customized to the client’s environment to ensure relevance. Our leading “off-the-shelf” sales and marketing courses have been developed by the following Advantage Alliance Partners:

1. Huthwaite creators of S.P.I.N Selling and Managing Major Sales based on the best selling books by Huthwaite founder, Neil Rackham.

2. Miller Heiman , the preeminent provider of the industry leading Strategic Selling( program and Large Account Management Process (LAMP). These off-the-shelf programs are the standard in sales training for developing repeatable sales processes, a common language and tools around sales strategy and large account management.

3. Celemi provides access to the best content and learning methods available in financial knowledge training, marketing and strategic thinking. Their solutions include:

a. Apples & Oranges is a powerful-and fun-way to learn how companies make money. In a hands-on simulation that takes the "mystery" out of business finance, participants learn how cash circulates through companies and affects scarce resources. They gain a better understanding of how purchasing decisions, changes in productivity, and resource management affect companies' profitability and financial condition.  

b. Decision Base is an advanced hands-on simulation that teaches your sales team how their customers make decisions. During a two-day robust simulation, participants "run" their own company. They learn how and why clients make the decisions that maximize return on investment. When your sales team understands how customers make business decisions, they will demonstrate increased confidence and professionalism in calling higher in accounts. As a result, your sales team will sell at more profitable margins.

c. Livon is a marketing simulation that helps your organization communicate a consistent marketing message internally-throughout divisions and subsidiaries, and externally-among retailers and distributors. This dynamic team simulation challenges professionals charged with promoting and selling your products and services to compete in a hypothetical marketplace. By developing and projecting their own marketing plans and strategies, participants experience the crucial relationship between consistent, targeted marketing and competitive success

d. Celesta teaches the sales techniques and strategies needed to sell successfully against competitors. In an interactive, competitive team simulation, your sales and marketing staff learn how to analyze customers' perceptions of your offerings and use the selling techniques that differentiate your products and services from those of competitors

4. ThoughtBridge. With ThoughtBridge we provide a sales negotiations skills program based on the research from the Harvard Negotiating Project and best selling book Getting To Yes!
5. Eagle's Flight specializes in developing high energy, experiential learning tools for improving teamwork. Their simulations are designed to model real world conditions and challenge intact or cross functional groups to learn to work together more effectively. The modules are useful tools as stand alone programs or when integrated with other more traditional methods and content. They provide critical, philosophical “reason why” underpinnings for skill building or process oriented programs.

For example we frequently conduct Eagle’s Flight’s Gold of the Desert Kings simulation in conjunction with a sales strategy program. The simulation drives home key object lessons around the value of planning, establishing goals, resource allocation, assigning clear roles and responsibilities. Teams that are able to apply these concepts are more productive in the simulation and the lessons then carry over as connections to the strategic account-planning program.

Seven Corner Stones of Teamwork is a self-diagnostic tool that teams use to diagnose those areas in which they are excelling and those in which they need to improve.
We have conducted successful team building programs for groups as small as 6 and as large as 1000.

Do you have examples of custom developed management / leadership development courses?

Yes, several! Two of our Alliance Partners, The Real Learning Company and Frog Kick specialize in creating custom management/leadership development courses. A few examples are list here. Additional examples are available upon request. 

1. “Tools For Great Managers”, a custom program by The Real Learning Company developed for Toyota Motor Sales gives managers a process for planning and exceeding individual, team, and corporate goals. Each program module is customized to the critical business issues and strategic goals of participants’ actual work environments. A companion desktop toolbox, containing index reference cards to use for reinforcement, was created to keep new skills alive. This, combined with a rich set of Web tools, makes the learning easy to apply back in the real world. 

2. “Achieving Business Results” is a custom program being developed by The Real Learning Company for the sales management of a major U.S. package-delivery company. The program helps improve sales productivity through sales coaching of the critical competencies known in their environment to impact bottom line results. 
The program consists of a pre-course component, a two-day in-class experience, plus post program application activities.  A fundamental design premise is to maximize the degree to which the classroom time is spent on those activities that uniquely require classroom time.  Because of the significant opportunity costs associated with the out-of-the-field time of Sales Managers, the importance of maximizing the efficiency of the classroom experience is particularly important for this target audience. 

The program will comprehensively provide sales managers with the specific strategies and skills for planning and executing a sustained coaching effort and recognize it is critical to transfer the learning from the classroom to real-world application.  

3. Our Alliance Partner Frog Kick also creates customized blended management/leadership solutions (simulation, e-learning, workshop, etc.) from the ground up. 

Have you developed “off-the shelf” management/leadership development courses?

We offer many proven options for varying client needs and customize these offering to the client’s environment for relevance. Our leading “off-the-shelf” management/leadership courses have been developed by the following Advantage Alliance Partners:

1. Porter Henry , creators of  the Field Coaching sales management process, which is used as a framework for providing balanced feedback on workwiths, developing sales focused coaching plans and providing feedback to the managers about their current coaching skills. This program stands alone and is not tied to any single sales language.

2. The Real Learning Company.  Advantage utilizes a suite of programs from The Real Learning Company to help sales managers develop a consistent language and process around the leadership and development of their teams. Their “Performance Mastery” system includes highly interactive, team based, learning modules on performance management, coaching, developmental planning, recruiting, and teamwork.

Each of these programs is customized to your unique culture and situation. This includes custom case studies, your sales management competencies, web based 360( measurement processes, and post workshop web based job application aids and reinforcement tools. The “Performance Mastery” suite also incorporates an optional interactive simulation. Dress Rehearsal can be used as a pre course or post course practice field for applying the principles of performance management to teamwork. For sales organizations that are competitive in nature, this highly energizing simulation has great appeal.

3. Celemi’s Tango is a robust business simulation that’s ranked as the best program at Microsoft for helping middle managers and executive management learn to think more strategically about managing its complex business. 
During a two-day simulation, participants learn to think more strategically about the critical importance of balancing customers, process, people and profitability.
Decision Base-The C-Level Experience is another Celemi simulation that’s used to help sales teams better understand how senior executives think and make decisions. Unlike traditional lecture based training, Decision Base is a complex two-day business simulation that allows participants to run their own company. They learn how and why top executives make decisions that maximize return on investment. When your sales consultants and sales management understand how executives make decisions, they will demonstrate increased confidence and professionalism in calling higher in accounts and selling at more profitable margins. 

Do you have examples of courses you have developed for specific product launches?

Yes.  Our Alliance Partners and we have done extensive work in this area. For example, one of the main applications for Huthwaite’s programs is helping to improve the effectiveness of product launches. The linked white paper, Why Bad Things Happen to Good New Products examines the issue and our perspective. Two examples of specific implementations are:

1. We recently helped a leading biotech firm implement a customized version of Huthwaite’s Achieving Sales Excellence (ASE) program to boost sales skills in support of a major product launch. The company ran ASE concurrently in four U.S. locations.  We completely customized the ASE program around the company’s new product. Implementation involved 23 facilitators, rigorous preparatory training for company district managers who co-facilitated, and dry runs with distribution managers who provided valuable feedback.

2. Apollo 13 is an innovative, action-packed team and leadership simulation that uses the Universal Studios movie "Apollo 13" as a stunning illustration of the power of effective leadership and teamwork.  A Fortune 200 company recently used the Apollo 13 team and leadership simulation, from Advantage Alliance Partner, JCH Associates, to blast off an extensive product launch initiative. 

The action-packed behavior change experience emphasized how leadership, teamwork, and trust are essential for successful product launches. It was presented to 120 field sales managers, and then to 100 marketing managers. 

Does your solution make use of learner communities?

Yes, our e-learning solutions from Huthwaite, Strategic Spin and Ninth House Network make use of learner communities. 

Additionally the Real Learning solutions make use of many web-based tools that are just as powerful if not more so at extending the learning after the workshop than learner communities. Examples of these tools are:

1. ROP SURVEY - To obtain a desired return on its investment in training, an organization must be aware of and currently informed of its staff's attitudes, views and opinions. The online ROP SURVEY provides a baseline assessment that identifies gaps between the current state of the organization and its desired state. Then, the most appropriate learning investments can be made to close the gaps and drive critical business results. Periodic surveys to measure progress and identify key next steps are recommended. The intelligence gleaned from the ROP SURVEY is vital to charting the organizations past, present and future state. With e-mail and the Internet, this type of tool is cost effective and easy to use.
2. ADVISOR - Most of our clients have said no to three-ring binders and training manuals. We're glad! In collaboration with leading HR consultants, behavioral psychologists and management consultants, The Real Learning Company and several of its clients have created a simple, comprehensive and powerful online tool called ADVISOR. ADVISOR is a 460-page online resource guide and PERFORMANCE MASTERY SYSTEM reinforcement tool in which managers can find creative ideas for practical actions to take for improving individual and team performance. The suggested actions are applicable from either the manager's or the performer's perspective and enable them to take personal responsibility for performance planning and improvement. ADVISOR is designed to support the PERFORMANCE MASTERY SYSTEM suite of learning programs.
3. PEAK PERFORMER - PEAK PERFORMER is an interactive tool designed to help participants use the knowledge gained during the SYMPHONY workshop. With a set of more than 200 key management diagnostic questions, PEAK PERFORMER aids in the identification and assessment of performance gaps and the creation of action plans designed to manage, monitor and close those gaps. Leveraging the learning in the SYMPHONY and CONDUCTOR workshops, PEAK PERFORMER provides a tool for analyzing employee or team performance and reveals areas of opportunities for improvement. Presenting diagnostic questions for each SYMPHONY intervention selected, PEAK PERFORMER builds specific and practical time-bound action plans.
4. INSPIRATION - is a highly experiential self-discovery learning program that helps individuals and organizations achieve higher levels of engagement and alignment. The program is solidly aligned with Real Learning's recognition and understanding of what great managers consistently do well. INSPIRATION taps into the power of a leading edge Web-based assessment system with an easy-to-use, reliable measurement instrument to identify gaps between current and desired performance. Program participants use a state-of-the-art, online 360-degree assessment tool to solicit feedback about their personal performance from their managers, peers, and subordinates and/or customers. The key feedback areas that are measured are research-based and characteristic of consistently high-performing individuals, teams and organizations across industries. This online data collection portion of the INSPIRATION program is implemented in phases to ensure continuity and monitor response activity. 

The 360-degree survey results and comparisons to self-evaluations and overall company scores are distributed to the performers during a one-day workshop in which they interpret the survey data, identify their talents and areas of greatest strength, better understand their roles and responsibilities and, finally, create a Web-supported personal development plan. As with all Real Learning programs, the workshop is highly engaging and based on proven adult learning principles to ensure participants understand the information, take action on the feedback and make use of the opportunities for group and individual reflection.

5. SMART GOALS - is a powerful Web-based tool utilized by managers and their team members to create and communicate goals, accomplishments and tasks. The system provides an effective, flexible mechanism for cascading goals through the organization and communicating accomplishments to team leaders and team members. Managers can set, assign and track goals for their team members, as well as monitor dates and provide goal approval when necessary. SMART GOALS can also be utilized for project teams and cross-functional teams as well as traditional manager/direct report goal-setting activities. The system can further be utilized to create personal and private goals for each individual. SMART GOALS has several e-mail triggers that notify team members of new or updated goals and provide reminders to support timely completion of objectives.

Describe the level of interactivity in your course offerings.

Given the dismal completion rates of most e-learning components, we’ve chosen partners (Porter Henry, Miller Heiman, Huthwaite, Ninth House Network) that understand this reality of elearning and are able to provide varying degrees of interactivity. Frogkick designs its level of interactivity to client specifications.  

Briefly describe your instructional design methodology

Our process for the design, development and delivery of courseware is driven by a five-phased approach to ensure that we deliver tangible business results.

1. Assessment 

· Meet with management and target audience to define strategy and assess performance needs

· Examine any specific constraints and/or technical requirements that may exist

· Conduct additional background research as required

2. Design 

· Create an Instructional Design "blueprint" for the program

· Design segment-by-segment learning objectives

· Develop content outline, instructional strategies and associated learning activities

· Describe each assessment exercise

· Detail all job aids and reference materials

· Provide technical design specifications

· Plan strategies for post-implementation evaluation

· Review and Revise 

3. Development 

· Develop course materials as defined by design document

· Internal alpha testing

· Review and Revise

· Client beta testing

· Review and Revise

4. Pilot Test 

· Deliver the program to a representative sub-set of the intended audience

· Make post-test modifications, based on learner feedback

5. Implementation and Evaluation\

· Conduct post-implementation evaluation

· Assess results 

Technical Issues

What different delivery methods are available (e.g., Internet, CD-ROM, other)

Different solutions have different delivery methods including both Internet and CD-ROM.

What is the minimum bandwidth required to run your solution? (28.8, 56k, DSL, Cable Modem, T1, etc.)

Typically 28.8. Frogkick builds to specification.

Is your solution SCORM compliant?

Yes.

Is your solution AICC compliant?

Yes.

Customer Support and Service

Please describe the support and service options available for your solution.

Our corporate commitment to customer service

Our business model is predicated on creating long-term relationships with a handful of clients and really understanding their business issues. As a business owner, I’m dedicated to your success and pride myself on taking “the buck stops here” approach to serving my clients.

As a company we bend over backwards to exceed customer expectations. Our strategy is based on customer loyalty and we know dissatisfied customers on average tell 16 others about their displeasure. We teach other organizations about quality service and the cost of customer acquisition versus the value of customer retention. Our entire sales strategy is based on customer life value. In the 12-year history of our company, a client has never fired us!

Our customer service organization 

Ultimate responsibility and accountability for customer service lies with me. My customer service team headquarters in Tiburon, California supports me in this effort. We have two Client Service Managers who are assigned to specific partners and accounts. They are responsible for order entry, billing, purchasing, and scheduling facilitators and consultants. They are critical to our operations as an important liaison between our alliances, franchise partners, and clients.

Each person in our organization has been through training to identify their internal and external customers and to itemize their customer requirements. We have trained incumbents in our Delighting Customers program and continue to schedule sessions for new employees in finance and accounting.

Our team is empowered and our processes are streamlined. Individuals are given authority to make decisions without having to go through elaborate chains of command to resolve problems or seize opportunities. We are guided by our organizational values and don’t rely on policy manuals to do what is common sense and right. 

Additionally our Alliance Partners have excellent support and service options available to address micro-level issues of design, technology, etc.

Can your solution effectively support international operations?

Yes. We serve several clients that implement our solutions internationally including Microsoft, Oracle, and CNET.  Additionally many of our Alliance Partners (Huthwaite, Miller Heiman, Celemi, etc.) have significant international operations and have solutions in many languages. For example Celemi’s headquarters are in Sweden and they have offices in Norway, Denmark, Finland, The UK, Ireland, Belgium, Germany, Luxembourg, USA, Canada, Australia, and New Zealand. Miller Heiman is similarly represented around the world.

Additionally we have a sophisticated facilitation network experienced at delivering our solutions internationally. 

Do you have translation capabilities?

Yes, for solutions that require translation, we are able to contract with various translation firms that our Alliance Partners such as Celemi, Huthwaite, and Miller Heiman have successfully used in the past to translate a majority of their flagship programs. Miller Heiman’s programs have been translated in to 15 different languages. Celemi’s Decision Base Simulation has been translated in English, Spanish, German, French, Italian, Danish, Dutch, Finnish, Mandarin, Portuguese, and Swedish.

Cost

Please describe your pricing structure.

We understand and respect your need to get a gauge our fees for designing and delivering the solutions you’ve described. The fees are good faith estimates given your current assumptions and our level of understanding of your needs. It is our desire to have a more in-depth dialog as partners before finalizing a firm fixed fee. 

We scope projects and bid projects on a firm fixed pricing model against agreed to deliverables. Scope changes can only be submitted with client approval. 

Our pricing consist of three parts:

1. Customization/Design – billed on a time and material basis against mutually agreed upon specific deliverables. The rate for our developers range between $2,000 and $3,000 per day.

2. Facilitation – The range for our facilitation fees is $2,750 to $3,500 per day. The rates are based on facilitator/consultant expertise and content complexity. We’re open to discussing discounts based upon a commitment to a large volume of facilitation days.

3. Participant Materials / License Fee - $200-$400 per day of training. The fee frequently includes pre-course work, assessments, and classroom materials. 

NOTE: Our customers pay the same prices on programs they buy from Advantage as they would if they bought directly from our Alliance Partners (e.g., Porter Henry, Celemi, Miller Heiman).

ROI

While a true and complete calculation of ROI is premature without an agreement on BDU’s part as to what specific savings or increases in share and profits or other business metrics are or could be realized, working with Advantage provide the following benefits that will positively impact your long-term ROI:

1. Increased Return On Your Current Ninth House Network Investment. Ninth House Network is an Advantage Alliance Partner. One of the main reasons we formed this alliance was to take advantage of the opportunity to supplement their e-learning content with APG offerings and services to create more effective blended solutions.  In the Appendix is the “Advantage/Ninth House Blended Solutions” Map showing which of our offering form strong blended solutions with the Ninth House Network. 

2. Powerful, Proven Management Development Simulations. Our business simulations, Tango and Decision Base are practice fields that cover multiple critical skill areas you want to address. Thus by implementing one program you save time and money for managers to learn or reinforce multiple skills. Additionally, these programs are so well received in the management and executive ranks at companies like Microsoft, Hewlett Packard, and others that they will not only make a positive impact on your Vision and Mission for 2002, but because they are already translated into the languages you require, you can  also achieve speed to execution globally.

3. Our Solutions Can Help You Create Value For Your Clients. Apples & Oranges Distribution is a powerful one-day simulation that shows the cause-and-effect relationships that govern the company's balance sheet and income statement. Not only is it a creative way for your managers to obtain financial knowledge of their customer’s business, but you can offer it as an easy and unique way for Black & Decker to create value for your strategic accounts by offering your customers a powerful way for their employees to gain financial knowledge of their own industry.

4. We Integrate Contemporary And Traditional Behavioral Learning Methods To Accelerate Learning. We use web based e-learning tools, learning maps, board and computer-based simulations, strong processes and behavioral skill models. As such we are able to offer blended learning solutions that go beyond any other firm's capabilities for matching learning methods to learning style and culture.

As an example, Learning Maps and Simulations from Real Learning, Root Learning, and Celemi truncate the time required in workshops and increases learning. A core tenant of these methodologies is that all learning programs and modules are built around experiential adult learning principles.  Unlike traditional training methodologies, we recognize that good teaching does not necessarily translate to effective learning and behavioral change. Unfortunately most training is teacher-driven (expert in front of the room) vs. learner-driven. Learner-driven programs are more effective and differ in many ways from traditional teacher-driven learning. Instead of basing the time requirements on the teaching pace, they are based on the learning pace. Instead of being a victim of the instructor’s “teaching style”, each learner can make use of his or her own “learning style”. Instead of being a passive spectator and listening to the conclusions of others, learners actively participate and draw their own conclusions.

This methodology accelerates the learning, increases retention, captures best practices, and makes the learning more fun and interesting.  We believe it validates the knowledge and experience each participant brings to the workshop and creates an environment where each participant benefits from the interaction and information contained in the group.





5. Pay For Performance. We offer our clients an option to pay us based on the ROI we help them achieve. If the ROI is below, meets, or exceeds expectations, pay us accordingly. 

6. Access To Thought Leaders Worldwide. The breadth of intellectual property that we bring to BDU from recognized experts in their field that Advantage can access through its network makes any other single firm’s R&D lab pale in comparison. This translates into more variety and choices for BDU.

7. Neutral / Unbiased View Toward Solutions. We do not have pre-ordained product solutions in mind when we listen to your needs and we are not bound to use any one solution. In many cases we can offer multiple approaches to solve a particular problem. 

8. We Remove The Mass From The Supply Chain. Most clients do not have time to wade through the myriad of possible programs and tools they could use. We are in the business of finding the "state of the art" approaches as part of our fundamental business model. 

9. We Bring A Continuous Stream Of Fresh Innovative Ideas And People. Launching new capabilities and recruiting top talent is both a strength and a constant focus for Advantage. For BDU it means you can rely on us first to know what possibilities exist to help them solve a problem.

10. We Are Doing Life Not Business.  You do not buy a revolving door of representation when you choose Advantage. Our people are committed to owning their own business. We have a passion for the work we do versus climbing a corporate ladder. As independent business people we stand behind our work and build our reputation by applying our own high standards for quality of results.

Financial Overview

Although revenues were down in 2001, we are financially strong. Advantage’s revenue has doubled since 1998 while our industry’s major players have been struggling to grow and in many instances had flat or declining revenues over this extended period. We believe this speaks to the power of our business model, our strength and ability to attract the right partners. We also enjoy a strong repeat business model. We have no long-term debt and maintain an open line of credit with our bank for $1,000,000.00. That line is currently zero balanced.  Our cash position remains strong and we will not need to borrow funds for the foreseeable future. Income Statements and Balance Sheets for the last two fiscal years are attached in the Appendix. We do not produce statements of cash flow. We are audited annually by and would happily provide you a bank reference from Wells Fargo.
Appendix

Income Statements and Balance Sheets 

Fortune Article On Tango

Sales & Marketing Management Reprint Of Genentech And Kinko’s Success

When Teaching Fails





Try Learning!
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Contribute to Organizational Issues

Contribute to Business Issues

Provide “Good” Service and Support

Deliver “Good” Product and/or Services

Deliver Commodity that Meets Specifications

Levels of Buy/Sell Relationship

Increase

Decrease

Make an important contribution

Sell Product

Competition

Price Sensitivity

Importance of Features








