COMM 333 ‑ Training Lab
Lab #4 – September 14, 2016
 "What is the content of our program and how will it help our clients?"

1. At the beginning of lab time today, the team needs to create an outline of the content that will make up the training program you will be developing this term.  I suggest you begin by talking about what you discovered in your “Needs Analysis” surveys.  What are the things trainees seem most in need of?  

Following that discussion, brainstorm two lists:

    A. A list of important “things trainees should KNOW (understand and remember).”  That list may include such elements as key terms/concepts and their definitions; facts, research and theories; processes and procedures (e.g. steps to follow), etc.
    B. A list of (communication) skills and abilities trainees should be proficient in (things they can do well) by the end of your program.

After creating your initial lists, narrow down the material to a set of knowledge and skills that seem to be most important to your potential trainees and that can be covered in a training program of a few hours (say 8-20 hours or 2-8 sessions).  Consider what material will go first in the program, second, etc.  Remember that you have to start with where the trainees are now and build on that and allow plenty of time to practice new skills.  

Between now and the beginning of lab next week, your team ( or representatives of your team) may meet with Professor McGaan to discuss your ideas for training program content (and get feedback on the revised draft of sections I. and II of the “pitch paper.” Your option!


2. Review the first two sections of the outline for your “product pitch” paper described below.  You will be completing those sections during today’s lab.  Throughout the first two sections of the pitch paper (esp. in the B sections) you will be making assertions AND providing evidence/support to “prove” those assertions.
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.   Some teams produce a sample brochure to include with their pitch paper.)
3.  During the next hour, your team should develop solid revised drafts for each of the two sections above.  Your content for I. above should be considerably clearer than last week after you complete the first part of lab today.  Feel free “invent” material that would require research in a real plan.  When you have finished a revised draft for Parts I. and II., send an electronic file copy to Professor McGaan BEFORE you meet with him to discuss it (and your content outline).   No specific deadline.
