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Cost Benefit Analysis
Sales and PM Development at risk

S

aving money on training and development may not be the smartest thing we can do, despite the financial outlook.  This document describes the costs associated with the planned Sales and Project Management training as well as the benefits of that training.

C

An you imagine what the work place would be like if people were allowed to perform certain functions without proper development and training.  We might see the dentist that couldn’t afford the sessions on anesthesia, ouch.  Or the surgeon that got all classes except that final one on how to do sutures.  Now, granted, the consequences for Project Management and Sales professionals may not be as severe.  Only a missed multi-million dollar contract, or perhaps penalties in the same range for a delayed project.  So why don’t we see that a person who needs development can be more costly kept untrained than sent to a class?

Benefits/Savings

B

enefits of development can be divided in a possible increase in performance i.e., increased sales and improved projects.  Assume that your new Sales people will improve their performance with only 10% increase in closed deals after these courses.  That would lead to an increase in sales of approximately one million US Dollars assuming they would sell for ten million Dollars normally.  Ten percent is a very low figure compared to statistics that we have been provided by some leading sales development people.

P

roject management is another area where there still is a need to invest in training and competence development.  This includes both project management and risk management training.  The Kerzner Certificate Program (www.iil.com) is one of the highest regarded programs available on the market today.  The savings here are easily in the million-dollar range too, assuming the project managers make 10% fewer mistakes after having attended the training.  However, you have to look at Project Managers, Sales and Technical Sales together when we figure savings of the risk management training.

R

isk management is one of the areas that has been identified as weak in competence model in many companies.  Positive effects of this gap closure will improve your contract and implementation performance.  Remember that everyone always sell new technology before it is tested and ready?  Using proper risk management techniques you could work with the customer to mitigate these risks even if you cannot prevent problems from occurring.  Maybe there is an opportunity to use risk assessments to work out alternatives together with your customers.

I

t is quite possible that you are missing out on extra sales and additional implementation and contractual cost savings in excess of one million dollars annually because of lack of competence on the Core teams behalf.  This is where you build your current and future relationship based customer partnerships.  Do not skimp on these areas when it comes to development dollars.  Saving money in these areas is like trying to save a quarter in parking fees and have to pay a $50 fine instead.
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How much are we talking about?





US COMPANIES at Risk?
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