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METHOD AND SYSTEM FOR DELIVERING EDUCATIONAL CONTENT
DESCRIPTION OF THE INVENTION

Field of the Invention

The present invention relates to a method and system for delivering educational content,

Background of the Invention

Conventional methods and techniques for delivering educational content often utilize
books, DVDs, CDs, websites, and other forms of media. These forms of media are generally
static (i.e., the contents do not change once published), and as such, the educational content
contained therein is typically written and presented for use by a wide and varied audience. Users
of such media are often overwhelmed when looking for specific information or educational
experiences from within a broad subject. The broad and standardized presentation of
conventional educational }nedia does not lend itself to providing customized solutions to users
with specific needs. Furthermore, as conventional educational media is often geared toward
teaching theoretical concepts learned by reading text, users seeking to learn how to accomplish a
specific goal are often left unsatisfied.

SUMMARY OF THE INVENTION

In view of the foregoing, the present invention provides a method, system and computer

program for delivering educational content. More specifically, the present invention provides a
method, system and computer program for delivering a customized exercise for accomplishing a
goal.

According to one aspect of the invention, a method for delivering a customized exercise
for accomplishing a goal includes an identification receiving step of receiving identification
information regarding a user, a goal receiving step of receiving goal information, and a
delivering step of delivering an exercise based on the identification information and the goal
information. Typically, the exercise includes a reading portion and an action portion. The action
portion allows for input of information by the user. Completion of the action portion produces a
deliverable document which aids the user in accomplishing his goal.

According to one aspect, identification information is received by displaying a list of
identification information that is then selectable by a user. The identification information
displayed may, for example, allow a user to indicate his skill level in the particular subject.

According to another aspect, goal information is received by displaying a list of goal
information that is then selectable by a user. According to one embodiment, the goal
information that is displayed is dependent on the identification information that is received from

the user. That is, the list of goals presented may be different for different types of users.
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According to yet another aspect, the display and selection of goal information may occur
in two or more steps. For examples, a first goal displaying step displays a list of selectable broad
goals and then a second goal displaying step displays a list of selectable narrow goals in response
to a selection of a broad goal. In this way, the invention allows for a user to more specifically
define the goal he wishes to accomplish.

It is to be understood that the descriptions of this invention herein are exemplary and
explanatory only and are not restrictive of the invention as claimed.

BRIEF DESCRIPTION OF THE DRAWINGS

Figure 1 shows method steps according to one embodiment of the invention.

Figure 2 shows system units that implements inventive method according to one
embodiment.

Figure 3A shows the method steps for receiving identification information according to
one embodiment of the invention.

Figure 3B shows a list of displayed identification information according to one
embodiment of the invention.

Figure 3C shows a list of displayed identification information for the marketing subject
area according to one embodiment of the invention.

Figure 4A shows the method steps for receiving goal information according to one
embodiment of the invention.

Figure 4B shows the method steps for displaying lists of goals according to one
embodiment of the invention.

Figure 4C shows a list of displayed broad goals according to one embodiment of the
invention.

Figure 4D shows a list of displayed narrow goals according to one embodiment of the
invention.

Figure 4E shows a list of displayed broad goals for the marketing subject area according
to one embodiment of the invention.

Figure 4F shows a list of displayed narrow goals for the marketing subject area according
to one embodiment of the invention.

Figure SA shows a sample project plan for the marketing subject area according to one
embodiment of the invention.

Figure 5B shows a sample detailed project plan for the marketing subject area according

to one embodiment of the invention.
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Figures 6A to 6F show a sample exercise for the marketing subject area according to one
embodiment of the invention.
DESCRIPTION OF THE EMBODIMENTS

Reference will now be made in detail to the present exemplary embodiments of the

invention, examples of which are illustrated in the accompanying drawings.

Figure 1 shows method steps according to one embodiment of the invention. Method 100
includes a receive identification information step 120, a receive goal information step 150, and a
deliver exercise step 180. The method is applicable for delivering a customized exercise for
accomplishing a goal with regard to any educational subject matter, Preferably, the subject
matter and goal are ones that lend themselves to a hands-on “learning-by-doing” approach rather
than a merely theoretical approach.

In step 120, identification information regarding the user is received. Preferably, the
identification information is information that indicates the skill level of the user with regard to
the particular subject matter. In this way, the exercise delivered to the user can be customized to
the skill, ability, and/or specific needs of a particular user. The identification information may be
received in any manner. For example, the identification information may be received via
interaction with a computer program using a pointing device (e.g., a mouse), via interaction with
a touch screen, via an e-mail, via a magnetic card swipe, via biometrics (e.g., fingerprint
identification), or via voice recognition. The process for receiving identification information and
examples of types of identification information utilized will be discussed in more detail with
reference to Figures 3A to 3C below.

In step 150, goal information is received. For example, the goal information may be a
goal, problem, challenge, or task that the user is seeking aid in completing or solving. In one
embodiment of the invention, the goal information that the user may enter is dependent on the
identification information received. That is, the specific goals or challenges that the user may
select are tailored to the type of person the user is (e.g., high or low skill level in a particular
subject). Again, the goal information may be received in any manner. The process for receiving
goal information and examples of types of goals will be discussed in more detail with reference
to Figures 4A to 4F below.

In step 180, an exercise for accomplishing the goal is delivered to the user. The exercise
that is delivered is dependent on one or both of the received identification information and goal
information. In this way, the exercise for accomplishing the goal may be customized both for the
type of user (e.g., skill level) and/or the goal the user wishes to accomplish. In one embodiment,

the exercise includes both a reading portion and an action portion. The reading portion may
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provide the user with relevant information regarding the subject and the specific goal to be
accomplished as well as cites to other sources of information. The action portion allows the user
to interact with the exercise and may allow the user to input information. Completion of the
action portion produces a “deliverable” document. The deliverable itself may be the
accomplishment of the goal or may be a tool used to accomplish the goal. The process for
generating and interacting with the exercise and examples of types of exercises will be discussed
in more detail below with reference to Figures 5A, 5B, and 6A to 6F below.

As such, the present invention provides a method for delivering a customized exercise for
accomplishing a goal that includes an identification receiving step of receiving identification
information regarding a user, a goal receiving step of receiving goal information, and a
delivering step of delivering an exercise based on the identification information and the goal
information.

Preferably, the method of the present invention is performed in a computing environment
utilizing either a dedicated hardware system, software, or a combination of both. The method
steps described above and below may be implemented in separate hardware units (e.g., ASIC
chips), in one or more microprocessors, in computer program code, or in any combination of
separate hardware units, microprocessors, and code.

Figure 2 depicts an example of a typical operating environment of the invention. System
200 may include a user computer 210, a local server 230, and an internet server 260. User
computer 210 may be connected to local server 230 through local network 240. Local network
240 may be any type of network including LAN/WAN, Ethernet, or wireless. User computer
210 may also be connected to Internet server 260 through network 250 (e.g., the Internet). Each
of the method steps may be carried out by local server 230 or Internet 260 through hardware
and/or software, the relevant results of the steps then being displayed on user computer 210.
Alternatively, some or all of the method steps may be carried out utilizing hardware and/or
software on user computer 210.

Program code that performs the method of the invention may be stored on computer-
readable media contained in user computer 210, local server 230 or Internet server 260. For
example, program code may be stored on removable media (e.g., a CD) readable by removable
media 215. In addition, program code may be stored on a hard drive 220. As-such, program
code may be resident on the user computer 210 or may be accessible via a network. According
to one embodiment, the method is web-based whereby a user utilizing user computer 210
accesses a web page stored on an Internet server 260. The webpage includes program code

and/or a link to program code that performs the method of the invention.
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Figure 3A depicts one embodiment of receive identification step 120 in more detail. Step
120 may include a display step 125 and a receive step 140. In step 125, a list of identification
information is displayed to the user. Preferably, each piece of identification information in the
list is selectable by the user. Selection of the information may be made using any technique, for
example, a mouse or a toucﬂ screen.

The identification information displayed may differ depending on what subject matter or
field of educational content is to be delivered. The identification information that is displayed
allows the user to indicate what “type” of user they are so that exercises and content in the
subject matter may be tailored to their user type. Preferably, the identification information
displayed is different skill levels of the user. For example, the skill levels displayed may be
based on job/position, intelligence level, years of experience, age, budget, role or relationship.
All that is required in step 125 is a display of one or more pieces of selectable identification
information that allows the user to identify themselves in a way that allows for delivery of a
more customized exercise in a given subject area. When the user selects a piece of identification
information that identification information is received in step 140.

Figure 3B shows one example of the display of identification information in step 125.
Two or more selectable skill levels 121-123 (skill level 1, skill level 2, skill level N) may be
displayed to the user (e.g., on a computer screen). Skill levels 121-123 may be selected using
any technique.

Figure 3C shows a more specific example of the display of selectable identification
information for use generating an exercise in the field of marketing. For the marketing field, the
list of identification information displayed may include such selections as entrepreneur 121,
executive 122, marketing director & manager, consultant, and aspiring marketer or current
marketer 123. As shown in Figure 3C, each skill level shown may also include additional text
126 to aid the user in making a selection. By allowing the user to identify himself in some way,
the invention can tailor the exercise to his needs. For example, a marketing director may need
more specific detail and less background information in an exercise geared for him, while an
executive, who may have little marketing experience, may need considerably more background
information. On the other hand, selection of entrepreneur may gear the delivered exercises to
content applicable for early stage companies.

As another example, in the field of wedding planning it may be useful to identify the user
by role or relationship. Exercises for planning the wedding may then be tailored to, for example,
the father of the bride, mother of the groom, bride, maid of honor, or best man. Years of

experience may be helpful for tailoring exercises for users in some fields, such as photography.
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Users with fewer years of experience may receive exercises with more deﬁniiions of technical
jargon than a more seasoned photographer with greater years of experience. Exercises
concerning advertising may be more accurately tailored to a specific user if the user identifies
themselves by budget. For example, users with large budgets may be given exercises on creating
television commercial scripts, while users with smaller budgets may be given exercises on
drafting newspaper ad copy.

As showed in Figures 3A to 3C the identification process may only include one round of
selection. However, two or more rounds of selection of identification information may be
employed. For example, for certain subject matters the user may be first asked to identify
himself by job position, then by years of experience, and then by budget. The selection and
reception of identification information is not limited to one step, but may be any number of steps
desired to tailor an exercise to a specific user.

Figure 4A shows one embodiment of the receive goal information step 150. Step 150
may include a display step 155 and receive step 170. In step 155, a list of goals is displayed to
the user for selection. A goal may be any challenge, process, need, desire or task that the user
wishes to accomplish and/or solve. The goal information may be any information that allows the
method to create an exercise that targets a specific problem, need or desire the user has for
learning material in a certain subject area and/or accomplishing tasks within a certain subject
area. In one embodiment of the invention, the lists of goals presented to the user are based on
the identification information received in step 120. However, the list of goals displayed may be
independent of the identification information for a particular subject.

As with the selection of identification information, the selection of goal information is
not limited to one step, but may involve two or more steps. Figure 4B shows one embodiment of
display step 155 where goals are displayed and selected in two steps. In step 160, a list of broad
goals is displayed. The list of broad goals defines broad areas that may be of concern to a user
within a certain subject area. As with the identification information, each goal in the list of ;goals
is selectable by the user using any technique. Based on the selection of a broad goal in step 160,
a list of narrow goals is displayed in step 165. The narrow goals further define a goal or need
within the subject area of the broad goal selected in step 160. Further specificity of the user’s
goal may be accomplished by adding additional goal displaying and selecting steps that further
define the narrow goals.

Figure 4C shows one example of the display of broad goal information in step 160. Two
or more selectable goals 161-163 (broad goal 1, broad goal 2, broad goal N) may be displayed to

the user (e.g., on a computer screen). Broad goals 161-163 may be selected using any technique.
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Figure 4D shows one example of a display of narrow goal information of step 165. Two
or more selectable goals 166-168 (narrow goal 1, narrow goal 2, narrow goal N) may be
displayed to the user (e.g., on a computer screen). Narrow goals 166-168 may be selected using
any technique. As indicated above, the list of narrow goals displayed is based on the broad goal
selected from the display in step 160. To reinforce this feature with the user, the selected broad
goal 164 may be shown on the same page as the list of narrow goals.

To improve interaction with user, the list of goals is preferably presented as direct
dialogue. Figure 4E is an example of broad goals that may be displayed to a user in the
marketing subject area. For example, a user may be presented with statements or questions
concerning problems he may be facing such as: “I need to improve the way I market my
services”, “My client isn't hitting goals™, “We’re not hitting our revenue goals”, “Do you need to
generate revenue quickly?”, “Nobody has heard of our company, so we need to get our name
heard in the market.” Figure 4F shows one example of a list of narrow goals based on the
selection of broad goal 164 from Figure 4E.

Once the identification information and the goal information are received, an exercise is
created based on one or both of the identification and goal information. The exercises that are
created are ones that are linked or associated with the identification and/or goal information. The
exercises may be linked to the identification and goal information in any manner. For instance, a
database of exercises may contain fields that list what goals and identification information match
that exercise. In addition, exercise may be combined together to form a larger exercise based on
the identification and/or goal information that is received.

In one embodiment of the invention a project plan 185 is created before delivering the
actual exercise(s). Figure SA shows a sample project plan for recommended marketing exercises
based on receipt of identification and goal information. In this case, the selected identification
information (skill level) 124 is marketing manager/ director and the selected narrow goal 169 is
“Our salespeople aren’t hitting their goals.” The sample project plan may show the number of
recommended steps (exercises) 186 to solve the goal and/or a timetable to complete each
exercise. In this way, the user is formed of the level commitment on his part needed to complete
each exercise.

The steps or exercises may be separated by general sections 187 that guide the user to
general areas of content. Typically, the general sections 187 include an outline of specific
exercises 188 that are recommended for completion. Next to each specific exercise 188 there
may be a checkbox 189. The checkbox 189 allows the user to unselect a specific exercise before

delivery if that exercise is unwanted or has already been completed. Project plan 185 also
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includes a generate plan button 197 which delivers the selected (i.e., checked) exercises from the
recommended plan to the user.

Figure 5B, shows another embodiment of a project plan according to the invention.
Detailed project plan 195 is similar to project plan 185, but also includes chapters 196 that point
the user to the specific chapters of a larger group of materials on a subject from which the
exercises will be generated. In this way, a user may consult a larger body of materials he may
already own (e.g., a book or anthology) without having to have an individual exercise delivered
to him. However, recommended and selected exercises are preferably delivered to the user on
selection of generate plan button 197.

As discussed above, the invention may be implemented as a Web-based service. In such
a case, delivery of the exercises may be made by e-mail or by download from a webpage. The

exercises may be in any format including a text document format such as Microsoft Word®, a

fillable postscript format, an .html webpage with fillable forms, spreadsheets such as Microsoft

Excel®, a web-based java program, or other proprietary software applications that allow for user
interaction with the exercise.

In addition to the exercises themselves, a user of the invention will also preferably
receive a map showing the sub-sections of the selected subject, instructions on how to use the
system, definitions of system terms, and a binder to hold exercises and plans. The map will
function to show how all of the subjects of the material interact with each other. The invention
will include an electronic version of the map that will allow users to view the typical subjects to
complete prior to and after completing their subject of choice (e.g., through Flash or other
graphical programming). The map will preferably delivered in the binder and electronically -
(e.g., on a website). Clicking on a subject graphic contained in the map will allow users to
download all of the exercises within a subject - which is another way to navigate the material.

The exercise delivered to the user provides a tool for accomplishing a goal or solving a
problem. The exercise will typically include two portions, a reading portion and an action
portion. The reading portion provides the user with background information and relevant
educational content useful in solving/accomplishing the user’s goal. In addition, the reading
portion may also include citations to sources of other information. These citations may direct the
user to books, websites, articles or other sources of information. The citations may be text cites
or may be direct links to electronic sources of information. .

The exercise will also include an action portion. The action portion allows the user to
interact with the exercise. The exercise may prompt the user to fill in lists, rank areas of

expertise, input figures, conduct brainstorming sessions, narrow and define a problem, answer
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questions based on personal knowledge, conduct research, or direct user how to obtain unknown
information. By interacting with the exercise and inputting information into the action portions
of the exercise the user creates a “deliverable” document that may be a tool for accomplishing
the user’s goal or may be the accomplished goal in and of itself.

For example, an exercise in the marketing subject area may allow input of ﬁ‘gures to
create an advertising budget. Completion of the action portion may produce a completed budget
that may be the user’s goal. On other hand, completion of the action portion of a marketing
exercise designed to help you “Understand your prospect’s problems” may create a deliverable
document that becomes a plan of action for dealing with prospects. Examples of possible
deliverables include strategies, plans for action, figures, spreadsheets, calculators, evaluations for
hiring, evaluations for employees, requests for proposal, timetables, budgets, telemarketing
scripts etc. The exercise and associated deliverable created by completing the exercise may be
any exercise or document that is applicable to solving a user’s problem or accomplishing his goal
with a hands-on, learning-by-doing approach.

Figures 6A to 6F show one example of an exercise 600. In particular, exercise 600 is in
the marketing subject area and is geared toward helping a user understand his prospect’s
problems. As shown in Figure 6A, the first page of exercise 600 includes a reading portion 610
and an action portion 620. The reading and action portion may be interspersed throughout an
exercise in any order. The particular action portion in Figure 6A allows the user to create a list
of customers, assign persons responsible for contact, and set a due date for contact.

Turning to Figure 6B, exercise 600 may also include various icons that help the user
navigate the exercise. Figure 6B shows tip icon 630 and deliverable icons 640. Tip icon 630
gives the user a visual cue for sources of help in completing an action section. In Figure 6B, the
tip suggests that for businesses that have yet to launch you should estimate customer’s response
to questions in the action portion at the bottom of the page. Deliverable icon 640 indicates the
start of portion of the action that may be printed as a sub-deliverable

Figure 6C shows two additional icons that may be present in an exercise. Print icon 650
allows the user to print a specific section of the exercise. Print icon 650 marks the end of the
section that is printable as a sub-deliverable (deliverable icon 640 marks the start of the section).
Effectively, this allows the user to create a “sub-deliverable.” As shown in Figure 6C, print icon
650 allows the user to print out the action section where the user entered customer responses to
questions concerning the user’s company’s marketing. Figure 6C also includes a research icon
660. Selection of research icons presents the user with citations to additional sources of

information concerning a subject. As shown in the example in Figure 6C, research icon 660 is a
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link to Online Library that contains additional resources on how to create surveys. As shown in
the Figure 6F, suggestions for additional exercises may be included at the end of the exercise.
Figure 6D shows research icon 670 which present the user with definitions of terms used in the
exercise.

One embodiment of the invention méy include a knowledgebase database fhét may be
utilized to analyze a user’s completed action portion of the exercise and offer suggestions.
Referring back to Figure 2, such a database is preferably resident on Internet server 260, but may
also be resident in user computer 210 or local server 230. The knowledgebase database would
contain common answers or responses to action portions of the exercises. Information input by
the user into the action portions may be compared to the common answers contained in the
knowledgebase database. A user's answers, based on his user profile (experience level, or
defined much further), can be matched to other answers for the same profile, or "common" or
"typical” responses. In this way, the learning progress of the user can be measured by comparing
the user’s input to common answers for his skill level.

In addition, suggestions on how to use the exercise or what information to input into the
exercise can be given to the user if the information the' user input in the action portion does not
match the common answers in the kﬁowledgebase. In this way, the combination of an interactive
exercise with a knowledgebase database creates for a virtual tutor to guide the user in
accomplishing his goal and/or solving his problem.

Other embodiments of the invention will be apparent to those skilled in the art from
consideration of the specification and embodiments disclosed herein. Thus, the specification and
examples are exemplary only, with the true scope and spirit of the invention set forth in the

following claims and legal equivalents thereof.
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WHAT IS CLAIMED ]IS:

1. A method for delivering a customized exercise for accomplishing a goal comprising:
an identification receiving step of receiving identification information regarding a user;
a goal receiving step of receiving goal information; and

a delivering step of delivering an exercise based on the identification information and/or

the goal information.

2. The method of claim 1 further including:

an identification displaying step of displaying a list of identification information, the
identification information being selectable,

wherein the identification receiving step receives identification information in response to

a selection of identification information from the list.

3. The method of claim 1 further including:
a goal displaying step of displaying a list of goals, the goals being selectable,
wherein the goal receiving step receives goal information in response to a selection of a

goal from the list:

4. The method of claim 3 wherein the goals include broad goals and narrow goals and
wherein the goal displaying step comprises:

a first goal displaying step of displaying a list of broad goals, the broad goals being
selectable; and

a second goal displaying step of displaying a list of narrow goals in response to a
selection of a broad goal, the narrow goals being selectable,

.wherein the goal receiving step receives goal information in response to a selection of a

narrow goal from the list.

5. The method of claim 3 wherein the list of goals displayed in the goal displaying step is

based on the identification information received in the identification information receiving step.

6. The method of claim 1 wherein the identification information includes information

relating to a skill level of the user.
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7. The method of claim 1 wherein the exercise includes a reading portion and an action

portion, the action portion allowing for input of information by the user.

8. A computer-readable medium storing a computer program for delivering a customized
exercise for accomplishing a goal, the computer program comprising:

an identification receiving code for receiving identification information regarding a user;

a goal receiving code for receiving goal information, the goal information including at
least information relating to a problem the user desires to solve; and

a delivering code for delivering an exercise based on the identification information and/or

the goal information.

9. The computer-readable medium of claim 8 further including:

an identification displaying code for displaying a list of identification information, the
identification information being selectable,

wherein the identification receiving code receives identification information in response

to a selection of identification information from the list.

10. The computer-readable medium of claim 8 further including:
a goal displaying code for displaying a list of goals, the goals being selectable,
wherein the goal receiving code receives goal information in response to a selection of a

goal from the list.

11. The computer-readable medium of claim 10 wherein the goals include broad goals
and narrow goals and wherein the goal displaying code comprises:

a first goal displaying code for displaying a list of broad goals, the broad goals being
selectable; and

a second goal displaying code for displaying a list of narrow goals in responseto a
selection of a broad goal, the narrow goals being selectable,

wherein the goal receiving code receives goal information in response to a selection of a

narrow goal from the list.

12. The computer-readable medium of claim 10 wherein the list of goals displayed by
the goal displaying code is based on the identification information received by the identification

information receiving code.

12
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13. The computer-readable medium of claim 8 wherein the identification information

includes information relating to a skill level of the user.

14. The computer-readable medium of claim 8 wherein the exercise includes a reading

portion and an action portion, the action portion allowing for input of information by the user.

15. A system for delivering a customized exercise for accomplishing a goal comprising:

an identification receiving unit for receiving identification information regarding a user;

a goal receiving unit for receiving goal information, the goal information including at
least information relating to a problem the user desires to solve; and

a delivering unit for delivering an exercise based on the identification information and/or

the goal information.

16. The system of claim 15 further including:

an identification displaying unit for displaying a list of identification information, the
identification information being selectable,

wherein the identification receiving unit receives identification information in response to

a selection of identification information from the list.

17. The system of claim 15 further including:
a goal displaying unit for displaying a list of goals, the goals being selectable,
wherein the goal receiving unit receives goal information in response to a selection of a

goal from the list.

18. The system of claim 17 wherein the goals include broad goals and narrow goals and
wherein the goal displaying unit comprises:

a first goal displaying unit for displaying a list of broad goals, the broad goals being
selectable; and

a second goal displaying unit for displaying a list of narrow goals in response to a
selection of a broad goal, the narrow goals being selectable,

wherein the goal receiving unit receives goal information in response to a selection of a

narrow goal from the list.

13
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- 19. The system claim 17 wherein the list of goals displayed by the goal displaying unit is

based on the identification information received by the identification information receiving unit.

20. The system of claim 15 wherein the identification information includes information

5 relating to a skill level of the user.

21. The system of claim 26 wherein the exercise includes a reading portion and an action

portion, the action portion allowing for input of information by the user.

14
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Challenge you face:

We're not hitting our revenue goals—" 164

Can you define your problem further?

We need to improve our sales effort across the board—"" 166
Our salespeople aren't hitting their goals — 167

Our sales team is having trouble closing deals

Our sales team isn't getting enough appointments 168
All of a sudden my sales have fallen and | don't know why

Our product is undervalued in the marketplace and salespeople
Sub-challenge

YEYEYRVEVEY)
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Presentation to 124 MARKETING
Marketing managers / directors — ooooo M . O .
Challenge you face: 169 185
Our salespeople aren't hitting their goals—" 1
Recommended Plan: _Jlﬁgps L3 4]

187 Here's the recommended process, Review the tasks and uncheck any that don't apply to your situation.

[Start by working with your sales team. ]

& 1 Talk with your sales force; ask for their feedback and ideas.
flf ¥ou ask them why they aren’ hiting their numbers and to provide ideas to help them get there, you'l gt
188~ valuable nfo that you can use lo solve the problem,

2 Focus on coaching and improving their performance. .
These exercises wil hega l%/ou to identify problem areas and coach your team, Pe,rha'%sjhey‘re not closing slronli;ly
enough, or you may find that the problem lies elsewhere. If some people are hiting thelr gaals and others arenf,

189 EIU may need to restrucure your team,

® 3 Evaluate your headcount & quotas. .
Make sure yoi've set the rigt quotas and have the right headcoun! fo meet your v%)als. If's possible that you're
trygtdgtdudu too much with too litle resources; this exércise wil help you anag'ze al's reasonable and adjust if
needed,

& 4 Consider hiring new reps.

If you current quotas are too high'or you don't have enough reps, this exercise will help you manage the hiring
prOcESS.

@ 5 Take alook at your compensation plan. _ o
187 When reps don't it their numbers, if's possible that your comp ‘ﬁlan Is either too generous or is disincentivizing
them from working harcer, This exercise will help you see whether your comp plan is i line with your goals.

Next, focus on generating more leads and improving your close rates for existing
prospects.

® 1 Do you have a defined sales process? If not, create one.
You'llbe able to Improve your reporiing capabiltes, see where botllenecks arise, project how many prospects you
need at all limes, and See how improvements can increase your revene,

® 2 You mae/ be able to improve your sales process.

For exam? e, i you improve your conversions, Speed up your process, or make your team more efficient, you could
dramatically Imjrove your fesuls.

| Generate Plan |..r‘197

FIGURE 5A
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Presentation to
MARKETING
Marketing managers / directors ooo g o M . O -
Challenge you face: 195
- Our salespeople aren't hitting their goals ;
A\ Your Marketing M.O.
17_steps ____ exercises 7Y

Here's your project plan. Confirm your email at the bottom of the page and you'll receive a Word
' document with your plan and a file"containing all the exercises listed.

(Start by working with your sales team. |

B 1 Talk with your sales force; ask for their feedback and ideas.
I )fou ask them why they arentt hiting thelr numbers and to provide ideas fo help them get there, you'l get
valuable info that you can use to slve the problem,

& 2 Focus on coaching and improving their performance. _

These exercises will help you to identity problem areas and coach your feam, Pgrha&s Theyhe not closing slroné;ly
196 enough, or you may find that the problem lies elsewhere. If some people are hiting their goals and ofhers arenf,
\Lyou may need to restructure your team,

{356 Sales Management: Manage & improve performance |
& 3 Evaluate your headcount & quotas.

Make sure you've selthe right quotas and have the right headcount o meet P/our pals, I's possible that you're
nggeg) do'oo much with too litle resources; this exercise will help you analyze whal's reasonable and adjust if
needsd.

1352 Sales Management: Headeount & quota caloulator |

& 4 Consider hiring new reps. . 3y
If ytélé current quotas are too high or you don't have enough reps, this exercise will help you manage the hiring
IOCESS,

1353 Sales Management: Hire Your reps |

B & Take a look at your compensation plan. - T
When reps don't it their numbers, its possible that your comp lﬁlan is either too generous or is disincentivizing
them from working harder, This exercise will helb ol ses whether your comp plan is in fine with your goals.

1350 Sales Management: Design your compensation plan i
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600
e
a Understand your prospects’ problems

How well do you understand your prospects' needs and what are your compefitors doing to meet
35’}‘;@‘33%?‘ thing to do: Xsk! go m%ny busingsses assume th}e’lt they ur?derstand thgir customers

Of course, somefimes the market doesn't recognize Pain until Jlou educate them - for example,
software and high tech products often tap into Unrealized needs. But talking with the market can

610 e still provide valuable data that could make the difference between success and failure. A small fime
investment can reap huge rewards and build better refationships at the same fime,

Your goal is to understand how your prospects & customers think: what are their true problems, how
do thgy attempt to solve them a%d hopw dg you fitinto the solution? P

Your sales team is a great resource for gathering this information - not only will they gather
important feedback, lgut they also show%rospec?s & customers their comrr)alitment. v

Your team should talk with:

CURRENT CUSTOMERS (LIST) PERSON.me | DUEDATE

620

COMPANIES THAT CONSIDERED YOU | PERSON
501 BOUGHT FROMA COVELTITOR. | RESPONSIBLE DUE DATE

FIGURE 6A
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COMPANIES THAT.CONSIDERED YOU | PERSON
BUT BOUGHT FROM A COMPETITOR __| RESPONSIBLE DUE DATE

620/

Your qoal is to gain a better understanding of your customer's problems and how you and the market
solve them. You'll need to interpret the reSporises from your customers and prospecls to determing
this, and you'll probably get the best results if you ask these questions during a friendly conversation,

K(:) If you've yet to launch your company/product/service, estimate your market's
630 re)s,ponseY y panyp y

640

QUESTIONS TO ASK CURRENT
GUSTOMERS

Why did you make the decision to buy
from us?

RESPONSE

What is the greatest value we provide?

What additional things could we do to
keep your business long term?

What is the main problem we solve for
you?

FIGURE 6B
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QUESTIONS T0.ASK PROSPECTS T
RTINS T SOSPECTS THAT | ReSpONSE

What was the reason you selected (your
competitor) instead of us?

What could we have done differently to
earn your business?

What problem are they solving for you?

650
It's a good idea to meet with your sales reps, or the ﬁeople who will speak to your customers, and let
{hem Understand the purpose for the questions, so theyl be able o do a good job gathering
information. 860

Visit the Online Library for more resources on creating stirveys. @/

Read through the respanses and group them bg typical problems that they're having. Depending on
Four productiservice/industry, ?ur market could fiave a few as one or two problems or as man)i as
ive to ten, Then, for each problem ¥ou identify, answer these questions to summarize the resulis.

You can copy this box for each problem.

/’,@ It's tempting to slip into a "sales mode" when thinking about these issues.

Instead, be very objective and put yourself in the shoes of a prospect who doesn't
know all of your features and benefits as well as you do. Think "tangible,
recognizable.”

For example, you may say that the prospect will get "better service” from you versus
the alternative. Yet how will the prospect know that up front? And is it TRULY the
reason they will buy in the first place? Be honest and tough. You'll end up with a better
positioning strategy for it.

TYPICAL PROBLEM

RELEVANT
REREVANT |DETAIL RESULTS

How do companies in our market
attempt to solve this problem?

'FIGURE 6C
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O

How are our competitors solvin
these problems for the market

O

Is there a difference between how
we solve the problem and how our
competfitors solve the problem? If
yes, what is it?

What do our prospects and
customers value most?

How valuable are we o our
customers (in their mind, not
yours)

What additional things can we do to
earn/continue to earn business?

O O 0O O

Why do they buy from us?

These results will help you segment your markel,

Market Segmentation

Market Segmentation: Grouping your market into smaller homogeneous
670 subgroups,

Because of the similarities of each segment, the segments are likely to respond in a similar manner to
a specific markefing stralegg. Market segmentation is completed to create efficiencies in marketing
messages and campaigns. Segments can cross industry, company size and geographic lines.

~—D
640 WAYS YOU CAN SEGMENT YOUR MARKET | EXAMPLE
Readiness to buy
Usage rate (Frequency)
PRODUCT USAGE Usage rate (size or Volume of order)
Brand loyaity
[% of budget p/s accounts for
DS rTaRT

ecision-making uni

DEMOGRAPHICS Beneil soughl
Company size
Stage of growih

FIGURE 6D
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Think about your market segments, They may fall into those from the table above, or possibly
others. Review your responses fo your marke{'s typical problems to find similanties among different
customer groups. This can help you defermine your market segments,

[ YOUR MARKET SEGMENTS

il:ljg\#ﬁ E’roﬁle each segment, You can copy these boxes for each different segment that you

Market segment

Describe a typical company in this
segment

What are their pains?

What do they need fo solve thelr
pain?

Who in the organization is
impacted by the pain?

Who is ult mate,l)y making the
decision to buy?

Who else influences that decision?

How will they make the decision?

What are their altematives to
buying from us?

What will they ﬂ?t from us that they
won't get from the alternative
options? (Again, be honest and
toughl)

Now, think about your answers to come up with conclusions about the
"psychographic” fraits of your market,

FIGURE 6E
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What's the a-ha factor with your
roduct/service and the market?

EMeanmg, how quncklx will they

Understand our valug?)

What are the habits of the decision-
makers?

What are their emotional triggers?

What is their primary motivation
to purchase’?p i

It's important to understand your market segments when determining your
competitive position. You'll réfer to these segments throughout your marketing

efforts, including the following exercises:

230-239

250-269

Campaign Strate:
Direcq ail o

Print Ads

FIGURE 6F
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