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Systems oriented
Computer training helps
sales engineers, customers . ...

on Motis (IG Sales Training

Development manager) and Steve
Marriott (Sales Training Program
manager) are tying up the loose ends
on the Instrument Group Computer
Technology Training Program for the
U.S. Sales Force.

When the program began last
November, each member of the IG U.S.
sales force was provided with an IBM
portable personal computer with color
graphics card, 640K memory, Epson
printer, Framework business applica-
tion software, and associated computer
aided instruction courses developed by
IG sales training. Application engineers
received an equivalent IBM desktop
model with color monitor.

It was Ron and Steve’s job to hold
classes for the SE’s from the 48 field
offices to aid them in their quest to
become computer literate and
therefore more efficient at selling
controller-aided products.

Both instructors have spent a con-
siderable amount of time traveling
over the past year, but the end is in
sight. Only 11 field offices have not
yet received training and they are all
scheduled within the next month.

-7 © " The program consists of one day of

training on computer literacy, taught
by Steve, followed by computer-aided
instructional assignments, to be com-
pleted over the next two years. Par-
ticipants send to Beaverton completed
course disks containing the answered
questions.

About a month after the training on
computer literacy, another day of
training is given by Ron on a business
application package called Framework.

Ron said the Framework package
gives SE’s the power of database,
spread sheets, word processing,
telecommunications, and outlining to
better manage their territory. Various
Beaverton groups are taking advantage
of this training by using a Framework
format to supply information to the
sales engineers. The business applica-
tions package also parallels the com-
puter technology training.

The entire program is designed to
bring computer literacy of the field
sales force to the level needed to bet-
ter sell Tek’s systems-oriented pro-
ducts. Courses are to be completed on
personal time although many
assignments can be applied to the dai-
ly sales work environment.

AE’s who have trained on IBM PC’s
in Beaverton the past year have been
able to lend a hand to Ron and Steve
when they present classes to the SE’s.

“We feel this program is improving
our salespersons’ efficiency in inter-
facing with customers whose primary
concern is to increase productivity,”’
Ron said. ‘‘The response has been very
favorable and all the participants are
excited about the program.”’

Ron Motis (left) leads recent class on

An additional benefit is the chance
for program participants to eventually
own their PC by earning points. The
SE’s earn points for every sale of
system products. These accrue toward
a total point value required to assume
ownership of the IBM hardware and
software.

Although the program was initially
for IG sales people, other groups are
now involved. In March, Ron and
Steve traveled to Tek U.K. (Marlowe)
and trained 20 AE’s. Those AE’s in
turn will train SE’s throughout
Europe. Employees from Computer
Based Instrumentation (CBI), Portables
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and Lab Instruments Division are also
involved in the training program.

The product areas are also providing
hardware and/or software products to
allow use of the IBM PC as an instru-
ment controller.(]

Thoughts

P oets who make pretty rhymes
about falling leaves seldom spend
any time raking them. Pick and
PackO
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