I. Q1 sales workshops
Goals

Foster revenue and opportunity focused learning
Enhance integrated teamwork
Enable execution at the local level
Core sessions

Philosophy behind core sessions

Core segment topics which will be covered at a high level.  Not product specific.
Description of each session

Executive kickoff

Key priorities & GTM strategies

Future Roadmap
How to tell the IOD story

Financial Selling (tbd) (Requested by NEIOT sales leader)

Product sessions

Philosophy behind product sessions

Education on net new products. Product lectures will be conducted only for core net-new products or functionality.

Description of each session

Data Governance 

Includes Optim, Encryption Expert, Data Studio, AME
Data Studio

Includes Info 2.0, Mashup Builder Starter Kit

Warehousing/BI Tools

Includes Cognos

Facilitated modules

Philosophy behind module approach 
Action-based learning.  Students walk away with clear actions they will take and apply.
Facilitator led, interactive sessions.  Scenario based selling.   

Sessions facilitated by selected First Line Managers (who will receive advance training in facilitation)
Sessions guided by Coach/SME who helps the FLM Facilitator achieve the module goals

Outcomes of facilitated sessions: 
Apply product knowledge to real life sales situations

Address topic from the customer perspective

Ability to identify opportunities

Pinpoint key business drivers

Articulate business value

Understand and overcome common objections

Position module topic/content in context of the IOD story
Ability to provide client with information on the most relevant offerings. Understand areas where IBM can add significant value.

Ability to position IBM capabilities and solutions

Know where to go to research/find info

Articulate how IBM differentiates themselves in this area

Become better at collaborating internally and externally

Common approach across all modules

Module Concept Introduced in Main Session

Why did we do this and what are they

What we will do in the breakout modules

Our expectations of their commitments coming out of breakout modules

Overall system through which we will manage progress

Six modules will focus on 

Introducing team to the module topic

Ensuring commitment to action among the team upon return to territory

Consistency across modules: 

Consistent format: Learning modules, discussion, action commitment.  

Common leaning module template
Target audience, industries, value proposition, key questions, etc) 

Common action item form for all modules
Action forms are something that sellers  will take away with them and use to drive more business.  They will have prioritized actions.  An FLM can then follow up with the sellers on these specific actions, and coach them to results.
Trained Coach/SME, Facilitator

Module Breakouts - timing

120 min - TOTAL

5 min - Facilitator Overview

30 min - Coach/SME presents module foundation

60 min - Team action

20 min - Review action plans with Coach & Facilitator

5 min - Wrap up, commitment to next steps
Description of each module

1. Warehousing & BI Tools
Includes DWE, Cognos, aspects of BOBJ, Data Mirror

2. Data Governance

Includes Optim, Encryption Expert, some Data Studio, AME

3. DB2 + features

4. Informix

5. Application Development / Tools

Includes some Data Studio, XML,  RDA

6. SAP

