RICHARDSON ACCELERATE™

Digital Learning Platform
Built to Inspire Sellers
and Drive Results
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BUILT FOR
SALES

Richardson Accelerate™ is flexible and
built to fit your selling teams, no matter
who they are, where they are, or what
they need to know. As a standalone online
solution, Accelerate reaches remote users
and improves the skills of your distributed
teams. When a more centralized approach
is practical, combine Accelerate with
classroom training to deliver a highly
effective blended-learning
experience.

SOLUTIONS
FOR A MULTI-
GENERATIONAL
ORGANIZATION

It's very likely that boomers, Gen Xers, and
millennials are all selling side-by-side in your
organization, and that might be a problem if
predicable results and a consistent customer
experience are important. Accelerate adapts

to the learning style of every seller,
allowing you to create a consistent
set of skills across your multi-
generational sales team.
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RELATING “ .ﬁ@

Use Acknowledgement

INSTRUCTIONS + ABOUT SEE IT —

Extend your knowledge of the
®SELLING SCENARIO
. concepts and approaches of

Relating in Consultative Selling.
Additionally, the intent of “See
It" is to establish common
language and thinking around
what Relating is within the
organization, and why it is
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Self-contained
lessons deliver
BITE-SIZED CHUNKS
———————————————————— of learning to new sellers,
making it easier and faster
for them to understand
and apply in practice.

Accelerate uses a variety of learning
techniques to reduce the cognitive
load on learners, making concepts easier
to absorb and recall.



KEEP - ,
SELLING

Today, building loyal customer
‘ relationships is increasingly

sellers spend in the classroom. challenging; it requires effort,

patience, and empathy.”’
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ANIMATED
INSTRUCTIONAL
MODELS
6 teach learners the definitions
crmcAL and components behind key

selling concepts, giving them
N an engaging way to see the
‘ | model in action.
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LEARN

:celerateis builton mobile-firsttechnology,
Aenabling you to meet learners where they
are. Sellers learn when and where they want on
whatever device they choose.




ACCELERATEINABLENEDED SOLUTION

BEFORE

Awareness | Learn Concepts | Practice Concepts
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ADAPTIVE LEARNING LEARNING BASELINE LEARNING

DASHBOARD PATH CHECK MODULES

Keep track of sellers’ Users always know Prepare sellers for Video-based scenarios,

progress, milestones, and where they are, learning and track animated models, games,

daily learning goals. Real- what's next, and how progress. and several other interactive

time sliders visualize skill they are doing. elements form an active

development. learning module, allowing
learners to practice skills
online before walking into
the classroom.




DURING

Role Play | Feedback

SKILLS
WORKSHOP

by Richardson'’s
sales experts

by learner data
from Accelerate.

AFTER

Coach | Check | Sustain

Workshops are led

and are supported

SOCIAL LEARNING
AND GAMEFICATION

Sellers collaborate
and compete with
peers as they learn.

FINAL
CHECK

Validates learning
and shows how far
the learner has come.

SUSTAIN

On-demand modules
are searchable and
always available.

MANAGER
REPORTING

Learner — and
group-level
analytics inform
managers and
promote coaching
interventions where
and when needed.




TRAIN
EVERYONE

As selling environments become more
complex to accommodate aggressive

growth strategies, selling teams are more
integrated than ever. Inside sales, outside
sales, product specialists, SMEs, and
customer support all interact with clients
and are all potential points-of-failure.
Accelerate is flexible and built to extend
budgets so that learning reaches the

people who need it.
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Today's Knowledge Goal

20/3 v
Study Plan Progress
28% b 4

Build Your Critical Skill on Relating:

See It

Build Your Critical Skill on Relating:
Try It

o Build Your Critical Skill on Relating:
Check It

@ Build Your Critical Skill on Relating:
Apply It

@ Build Your Skill to Recommend: See
It
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Relating - Check It
Questions Taken

10 of 10
Avg. Answer Time
0 min 25 sec
70% Avg. Correct Answer Time
0 min 24 sec
Avg. Incorrect Answer Time
0 min 27 sec

Questions

Review All

Question 1 - Correct >
| Unrated

Relating Build Rapport Instructions Read the question.
Identify a best response from the Response Choices

below the question. C...

Question 2 - Correct >
| Unrated

Relating Build Rapport Instructions Read the question.
Identify a best response from the Response Choices

below the question. C...

Question 3 - Correct >
Unrated

Relating Build Rapport Instructions Read the question.

Vo
~
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Accelerate’s learning
methodology is built on
independent blocks of content
that can be scaled and targeted as
needed. Accelerate adapts learning
to the needs of sellers, allowing
them to dive deeper into the
content when and where they
choose.

Sellers maintain a good
understanding of how well
they are learning and where
they need to apply more effort.
Accelerate uses adaptive technology
that knows the learner’s knowledge
goals and progressively adapts
their daily work efforts needed
to keep them on track.
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ADAPT TO
ANYONE
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Is the ability to capture data and :
transform it into actionable insight. e e
Richardson Accelerate™ takes advantage | o oo T A
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objective story and promote coaching o . A >
interventions where and when they are RESPONSE CHOICES
Sellers can miss opportunities to relate RE LATI NG
needed. because ____.

A. they find it to be difficult
B. they prefer to focus on the business

C. they struggle with being genuine in
their relating

INSTRUCTIONS G
D. All of the above

Build Rapport

Click your choice in Scenario Response
to proceed to the next question!
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RESPONSE CHOICES
Sellers can miss opportunities to relate
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The baseline assessment
benchmarks sellers’ starting
points and prepares them to

learn, while the end of course
assessment shows exactly
how far they have come.

Formative quizzes check
progress and redirect
learning to areas in need of

improvement.




INSPIRE
SELLERS

Accelerate inspires sellers through

a highly personalized learning
experience. It is a learner-centered
approach where video-based scenarios,
game mechanics, and interactive activities
teach sellers essential skills and deliver
learning when and where it works for the
learner.

Video-based coaching
shows sellers the
difference between
good and great selling
behaviors.
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RELATING

Use Acknowledgement

INSTRUCTIONS +

®SELLING SCENARIO

» Done reviewing

()

Leaderboards
and badges
motivate learners,
showing them how they
are doing compared to
their benchmarks and
to others across the
organization.
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Game Center Dashboard

Card Picker
@ Your highest score: 0

Your rank: Not yet determined

Leaderboard
Card Hunter I
Your highest score: 764
Your rank: 1
Leaderboard
< MmO




Learners always
know where they stand.
Confidence Scoring
allows sellers to revisit
topics that need more
attention.
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Low

RELATING

REFLECTION

Relating

You've leared a lot about what building effective
Relating looks like. Now, stop and reflect on how you
will enhance your Relating skills to use
acknowledgement, build rapport, and express
empathy to connect the next time you speak with a
customer. In the green box below, you willfind a
reminder of the Best Practices for establishing
effective Relating.

Using the discussion thread below, post at least two

sentences to answer the following questions:

* What new insights did you gain from this module about
increasing your Relating with customers?

= How will you apply what you have leamed on an
upcoming customer call or meeting?

When you've created your post, click Submit. Peers
will be able to see what you've written, and you can
reply to their posts as well. Discussion is not available
in mobile; please complete the assignment on
desktop.
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Contact the Richardson Team at 215.940.9255
Visit us on the web at www.richardson.com



