COMM 333 ‑ Training Lab
Lab #3 – September 7, 2016
 "Who Will Buy This Program and What Are Their Needs?"

1. Review the descriptions of the first two sections of your “product pitch” paper described below.  You will be developing an outline of those sections during today’s lab.
I. Introduction - 
An overview of the organizational communication subject matter your group has focused on and a brief overview of the training package you will produce.  [Be sure it is clear who will be our CLIENTS and who will be trained to do what].

II. Market Potential - 
   A. Indicate the type(s) of organization(s) or individuals who maybe potential clients. (Clients are those organizations or individuals who pay MC Consulting to conduct training.  "Clients" does not refer to trainees who are typically employees of the client.  Are there enough clients to make developing this product worthwhile?) 

  B.  Provide evidence/support showing that training in this area of communication is likely to improve organizational/ individual effectiveness and thus theclients bottom line.  We must be able to show we can improve their revenues or cut their expenses.  (The only way organizations can afford to pay MC Consulting to provide training is if the training has a “bottom line” value added payoff that merits the costs our clients absorb in paying MCC for the training program).

 C. Present a “selling strategy” for this product indicating how you think the company President can sell this program to potential clients.   Here you will be identifying key features of the training program that should appeal to clients (USPs) and how we will communicate that to potential clients.  (Your client needs assessment information may be helpful here.  Also, including a sample "sales brochure" with "ad" copy may be helpful.).
2.  During the next hour, your team should develop rough draft/outline for each of the two sections above.  Your content for I.A. above may be vague at this point but lay out what you can.  For the other three sections, you will need to be creative and speculate a bit.  Feel free “invent” material that in a real plan would require research.  When you have finished a preliminary draft for Part I., meet with Professor McGaan to discuss it.  Then move on to Part II. and also confer with him on that draft.


Submit your first draft outline of sections I. and II. by Thursday, along with your team’s weekly report.  This draft will be graded.

3.  After your team has finished the preliminary section I & II rough drafts, develop a brief needs analysis interview guide which you could use for determining the training needs of your clients in the training program you are proposing.  

1. List the types of people you would interview at the organization which might employ MC Consulting to conduct your training.

2. Review the sample needs analysis forms provided for question ideas

3. Draft an interview guide of 5 - 8 questions that would assist you in determining training needs for your clients.  Do not limit yourselves only to questions from the sample forms.  If you have other ideas, use them!  Then, get approval for your interview guide from Prof. McGaan.

4. Make copies of the final version for each member of the team.

4.  Over the next week, each member of the team should conduct a needs interview with at least one ‘proxy client.”  This person could be someone who actually does work for an organization that might employ your team.  Or, this person could be someone who is familiar with the kinds of people you want to train and is willing to “play” at being a proxy client (e.g., a faculty member in COMM, Business, or some other appropriate department, a member of your family or a friend, someone in the local business community you could contact).  Bring the results of your interview(s) with you to lab next week.                 (over)

5.  Between now and the end of next week, each team should arrange a meeting with Professor McGaan to discuss your concept for the training program, especially the content you will provide to the trainees.  The meeting will take approximately 20 minutes or so.  
6. After completing the tasks above, spend some time individually and as a team preparing for the impending visit (next week or the week after in lab) by Chet Amagan, CEO of MC Consulting.  This will be the first time you have met Chet and he has met you.  (You were hired by Prof. McGaan who works as a consultant to Chet.)  As new employees, what do you want to know about MCC and about THE BOSS? Remember, you will be making your first impression on Chet.  How do you want to handle that?

DO NOT LEAVE LAB UNTIL YOUR TEAM HAS CHECKED OUT WITH PROF. MCGAAN

