Cisco Learning Credits Program

Market Conditions

Deployment of new networking technologies demands a workforce with current skills.

Target for Message

Internal use: partner sales and support personnel needing/requiring certification, specialization or general technology training.

End user customers: IT Managers, Training Managers, and Network Administrators

Unique Customer Problem

Currently the Cisco sales team and many channel partners are unable to address their customers’ training needs at the time of their hardware purchase. When training is discussed, the choices are to: refer the customer to a Cisco Learning Partner, refer the customer to an unauthorized training provider, conduct training themselves or avoid discussing training because there is not a Cisco solution.

Evidence of Problem

A significant gray market, lack of Cisco Learning Partner brand recognition, system engineers’ time spent training instead of engaged in pre-sales activities, an increase of TAC calls for basic networking questions and overall, lower customer expertise.

Problems Competitors Solve

Competitors include training in the hardware purchase on one purchase order; some bury the training cost in the hardware cost, creating the perception that training is free; and others have a dedicated sales force focused on selling training.

Cisco Advantage

In addition to Cisco being # 1 in network market share, Cisco has certification and partner specialization programs, a channel of authorized training providers who offer training needs assessment and a training mapping tool to help identify appropriate training and estimate the cost of the selected training.
Cisco Solution

Cisco Learning Credit Program

Program components include the Training Needs Assessment, Training Mapping Tool, Learning Credit Management Tool, and authorized training delivered worldwide by Cisco Learning Partners.
Solution Benefits

 Complete Network Solution
o Integrates hardware, software, services and training

o Strengthens the linkage of training as an integral and indispensable piece of the networking solution purchase

o Encourages discussion about training at the point of technology purchase instead of as an afterthought

 Access to Training Experts
o Cisco Learning Partners are the only authorized channel for delivering curriculum developed by Cisco. They have access to Cisco labs, simulations and the latest products.


Cisco Learning Credit Program – Messaging cont.

o Cisco Learning Partners must meet stringent guidelines for authorization and their instructors must pass rigorous exams to become Cisco certified instructors. 
o Participating Learning Partners offer a training needs assessment to help their customers identify training needs and develop a training plan.

o A training mapping tool is available to assist customers in estimating the number of credits needed for selected training.

 Cisco Learning Credit Management Tool
o This online database, similar to those used for online banking, registers the customer’s learning credits, tracks transactions, validates redemptions and generates reports.

o The tool helps the customer maintain precise records of both collective and individual training statistics.

o Monthly statements make it easy for customers to manage their overall training purchase. 

 Administrative Efficiencies and Cost Savings
o Eliminates the need to allocate funds for training on an ad hoc basis by encouraging the purchase of training concurrent with initial purchase.

o Reduces the time, effort, and expense of generating purchase orders for training and student reimbursement systems by offering prepaid training and a tool for tracking usage. 

o Simplifies the administrative link between the customer, and the Cisco Learning Partner.

o Requires only one purchase order for the complete purchase.

Channel Specific Benefits

 To retain or promote channel status (premiere, silver, gold) partner staff must be trained; Learning Credits is a new purchase method for training
 Channel Partners that purchase directly from Cisco receive a 10% resale margin for selling to end users or for internal use
 Simple way to purchase training for internal use by channel partners. Credits provide payment to CLPs for authorized training including an on-line tool for managing the prepaid training dollars
 Offers opportunity for complete solution sale, meet customer needs, provide greater customer satisfaction
 Already making training referrals because customers ask for help; now can make a small profit on the pass through
 Network technology is complex; customers need training for successful deployment and maintenance of Cisco networks
 Training can speed the adoption of new technologies and assist in the operation of current solutions
 An educated customer is more self-reliant, understands the product and ultimately is more satisfied. A more satisfied customer is a repeat customer
Elevator Pitch

The Cisco Learning Credit Program is a way to simplify training procurement. 
The program allows customers to identify training requirements, develop a training plan and prepay for training in the form of credits. These credits provide access to high quality, authorized training delivered by participating Cisco Learning Partners worldwide. 
Now customers can purchase training at the same time as they purchase hardware, software and other services for an integrated network solution.

Learning Credits Quote Text for email Cover Letter

Choose one of these program descriptions in the quote to your customer to facilitate the discussion of need for Cisco training early in the sales cycle.

A.

What are your plans for taking the training you need to design, install and maintain your Cisco networks? Do you have employees preparing for a certification exam? Do you wish you had allocated capital equipment funds for training but now it’s too late?

Well Cisco has created a new training offering to help you. The Cisco Learning Credits Program streamlines the procurement of training at the point of purchase. For pricing, part numbers and program details please visit: www.cisco.com/go/learningcredits.

B.

Cisco now offers a simple way to add training to your purchase. The Cisco Learning Credits Program allows you to identify training requirements, develop a training plan and prepay for training in the form of credits. These credits provide access to high quality, authorized training delivered by participating Cisco Learning Partners worldwide.

For pricing, part numbers and program details please visit:  www.cisco.com/go/learningcredits.

C.

The successful deployment of networking technologies requires a well-trained workforce. Now, procuring that training need no longer be an afterthought to the technology purchase. With the Cisco Learning Credits Program, you can define your networking and training needs concurrently –and prepay for high quality training from authorized Cisco Learning Partners.

For pricing, part numbers and program details please visit: www.cisco.com/go/learningcredits.

D.

Cisco has recently announced a new training offering called the “Cisco Learning Credits Program”. This product enables you to plan for and purchase training at the time of your network purchase. We all recognize the value of training. If you are better trained to deploy your network solutions, you will be more satisfied and more successful. 
To find out more about adding training to your purchase, please visit: www.cisco.com/go/learningcredits.
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