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learning new skills, knowledge, tools and processes.
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IMPORTANT PRODUCT ATTRIBUTES, NOR HOW TO SELLIT  fom oge in bk, biowsng e e fon

a column in a magazine, from a short radio buHeiin,
AND THE CUSTOMER LEFT WITHOUT BUYING. or from TV news clip. Technology has advanced
to the point where "Snack Learning™" can occur
in a few moments via a mobile device whilst, for
example, in a work breck, on the bus fo work, over
coffee, or just before an important meeting. O,

Contrast this situation with Sandy, a Beauty Encouraging people fo learn and apply new Hemativels whist siting af o PC
Consultant who was frained on another beauty skills, knowledge, tools and processes can be a (lamo vely w ‘? lsé mg‘ arafi-. )
product. During the first two weeks postiraining, challenging for any organisation. Old habits die magine your field saies feps receiving ongeing
every day at 12.30 pm Sandy and the other hard. Changing selling
éiAgToE\e frohm the TEJ;nmgli course,hrehceived an Eepoviour cf>r cusTome‘r service |magine your field sales reps receiving

ink on their mobile phones which gave ehaviour, for example, can B H
them instant access via their phone's web browser require intensive coaching ongomg development and COOChIng support
to helpful hints and fips from the fraining course, support and reinforcement for dally or weekly for several months post-
new sdoles co[cch}lng kTips, ‘keg/ prodéd informolioT, %eeksl fo fmomhslpoeroinihg. training via their mobile device or PCs. This
reminders, refresher knowledge and motivafiona e plea from sales managers . .
encouragement. Every week for a further 6 weeks can be, "Why aren't people will r.epeate.dly encom!rage them to put into
on a Wednesday at 8.30am they all received using what we have trained practice their new skills and kHOWIedge
a further SMS link prompting them to read short them on2 Why hasn't the gained in the classroom.
product and sales updates. During the eight week learning stuck® Why isn't the
period some of the learners chose fo receive these training producing resultse” Do
learning snacks via email on their PC as well as via these sound familiar woes? devel tand i ' dail "
an SMS link. From personal experience of working closely with evelopment and coaching support datly or weekly

for several months postraining via their mobile
device or PCs. This will repeatedly encourage them
fo put info practice their new skills and knowledge

sales leaders and their sales teams across the
Sound far-fetched? It's not. Thislearning  world in delivering classroom training and then

scenario is now possible. supporting learning transfer to the workplace, it is ) i v ¢ ’

P never as easy as you expect, even with structured gmdned_ 'F the classroom. Thhls mnovcmvz c;oﬂwmg q
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reinforcement and encouragement for every learner It is said that necessity is the mother of invention. i automoieg resoUICes Forgso\es manacers
24 hours a day for weeks to months after training In the present uncertain economic climate this has and 18D orofossionals and maximise the r%fum on
events? never been more true. Using currently available P

larger screen mobile phone and PC fechnologies, investment.

© What if you could do this without increasing your email and SMS messaging and the Internet, many

resources and do it automatically via a learner’s of these learning and development worries can be For more cornp:ihenswe information on

mobile device, their laptop or PC2 reduced. Snack Learning™ please cg” Rob Anderson on
Snack Learning™ is a mobile phone and +61 410 476 724 or email him at:

© What if this could improve the return on PC-based platform which can both provide 24x7 rob@metriss.com.au

investment from all of your training events? webbased access fo, and automatically deliver

sequenced, bite-sized snacks of your important
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