Proposed distance learning solution for FFM:

Problem definition:  7/24/365 anywhere access to product data, training modules, pricing, customer history, travel expense accounts, etc..

Analysis:  Sales engineers are on-the-go:  carrying PDAs, cellphones and laptops with wireless access.  They need instantaneous access anytime anywhere – in order to make the “big” sale and to provide continued QOS to their customers.  GM historically proved that archival videotapes w/ satellite transmission provided an ineffective model.  Ford showed that on-site training was economically unviable.  Sales engineers need entirely asynchronous approaches to training needs as well as unfettered access to real-time product design and sales data.

Proposed Initial Design:  Dissemination via website/DBMS/listserv, real-time internet videoconferencing, real-time audioconferencing, video-on-demand modules archived for new employees/retraining, interactive CD-ROMs and DVDs as well as interactive website training components, onsite training in use of equipment and DE solutions to be provided by vendor. Initial recommendation would be to outsource and subcontract implementation of technology component to iPlanet.  Total cost of project NTE $1M.

Implementation:  90-120 days after acceptance of initial acceptance of solution, all components and connectivity based on off-the –shelf componentry and software.  Annual maintenance cost NTE $100K.  Solution would require 2 additional FTEs.

According to Bela Banathy, 

