CEdMA Workshop, 13 March 2007
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“Basic Financials and ROI for the Customer Training Business”

Welcome and Introduction

Mike Dowsey
Business Development Manager
CEdMA Europe

mike@dowsey.net



CEdMA Europe - Who are we?

The Managers of Training Businesses that exist to support

the hardware and software products manufactured by our
companies.

Note: there is very little competition in the room!
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Agenda — Tuesday 13t March

Coffee and Networking

Introduction

Financials for the Training Business - Mike

Break and Networking

Taking the Mystery out of Training ROl — Mike and Norman

Break and Networking

The CEdAMA Europe Toolkit for Measuring Training ROI - Norman

Discussion and Summary

Close and Networking
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Forthcoming Event

“How to Define and Sell the Value of Training”

10-11 May 2007

Marriott Meon Valley Hotel and Country Club

“Hot Topics™

Who are our audiences?

Internal Selling Experiences
What are our Value Propositions?
Expressing our Value Propositions

Building Customer Case Studies

Selling Value Internally and

Externally (Huthwaite)
More Issues/Hot Topics
Planning the rest of 2007
AGM



