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Introduction

In this eBook, you’ll learn how to put together an eff,
not only convince decision-makers to sponsor yo,
budget but will also provide evidence—and gi
confidence—that what you're planning to d

posal that

Going through this process will enable you
return on investment (ROl)—not just hypotheti
The Rockstar Learning Proof-of-Co

specific measures of organizati

inefficiency; increasing empl|

elevating Net Promoter S

What Should an Eff« Business
Case Inc
1. State the purpos “tive of

what is being propos
2. Provide justification

|dentify costs and expected ROI

t optior Idered and
" lons

5. C sks and benefits

Support the argument with facts
and numbers
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Typical Process for Buying & Implementing a Learning |

Issues Surface During Implementation

Although the RFP and evaluation process does a decent job of screening out
obviously bad investments you wouldn’t want to make, it doesn’t allow you to
go deep enough nor sharpen your focus enough to see some of the critical
things you need to experience BEFORE you make the purchase.

Despite best efforts during the RFP and evaluation process, what often ends
up happening is that some pretty big risks, issues, and problems surface
during implementation. As in...

...After you’ve signed the contract.
...After you’ve made the purchase.
ARV PIEMISEe! e, u didn’t identify or assign the right p,

hnical administration; first-tier su
nization; content management a

...After you’ve already set things in motion in your organizatio

And you’re standing there... professionally exposed rable. All

are on you. didn’t realize how long some of the work to stand

e system for rollout might take.

“Ok. You convinced us this is going to be the

) o - No one ever tested w.
bread. Let’s see it.

were expecting to
successfully load i ithi rm and provide the

And then the bumps start, and the screechin
and maybe even grind to a halt, just as you're

readiness as a team—

What you thought would be a do jobs you've never

small and scaling up, ends
team.

as an organiz
done before.

You dont look good, rollout—is not an ideal time to

results they hoped for.

Robody is getting the

At this point, D blame the™V

0 X, Y,and Z but it really can’t”
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A Better Process for Buying &
Implementing a Learning Platform

Ok, so here’s our alternative. Instea
to a high-stakes business case ba
comes down to hypothetical as
five things:

1. Assemble Your Tea

2. Decide What / =i

3. Find Your

4. Conduct a Pr
5. Tk

@ )f these

e |
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A Better Process for Buying & Implementing a Lea

sections, we’ll talk about how to present your results and make your

proposal.

First, some key terms.

Most vendors have a few different ways for you to experience their product.
Demo, Trial, Proof of Concept, Pilot—what’s the difference between all the

options?

DEMO

An overview of
product features
and capabilities.

Includes a live
demonstration of
tasks, provided by
the vendor.

Typically the first
time that you’re
seeing the product
in action.

No more than 1to 2
hours.

TRIAL

An opportunity to
use the product
in your own
environment.

A hands-on
experience to
validate the

4. Conduct a Proof of Concept

In this section, we’ll cover what a learning platform proof of concept looks
like, how you plan it, and how you execute your plan. Then, in the following

Typically preceded
urchase of a

lidation against a
sample.

Conducted with the
understanding t
the customer
already decided
to purchase the
produc i

Get on the i
Rockstar Lea ] Proof-of-
ConceptMod 'orkshop
to i planning
process with -3

I

“our next

SIGN UP
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A Better Process for Buying & Implementing a Learning Plati
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2. Specify Objectives

The next step is to specify objectives for each of your target use cases. As an
example, let’s look at possible objectives for each of the four target use case
examples described above.

Virtual Onboarding

How do you create a meaningful and effective experience for bringing new
employees into your organization when everyone is working from home?
That’s a question many organizations are asking themselves.

If this is your use case, your virtual onboarding POC might include these
specific objectives:

» Posting a welcome video into an onboarding learning t
the learning platform

- Providing a virtual office tour

Alternatively, or maybe in addition to that, you
safety training (remember though, you want
cases, max, per team). The objectives for

- Adding a Fire Safety course to the learni
« Enrolling learners in the cours
« Having learners take and

Don’t forget to consider
Safety course may be
or one that’s part of t
you’re working with.

sarning platform

Enrolling usg S, an automated process, or a batch
apletion of the training, you’ll wa

bsers and all users.

g them through will help
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A Better Process for Buying & Implementing a Learning Plati
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5. Prepare Your Case

At the end of your POC, you should have a defined business case argument
and results from a targeted implementation of the learning platform during
which product functionality was evaluated against specific use cases, critical
to your learning program initiatives.

Review With Your Team

Before you make a presentation, make sure you’ve spent enough time

reviewing and discussing POC results as a team so you're all on the same
page when you make your recommendation. You don’t want to be blindside
by unresolved concerns. You also don’t want to overlook any value that was
discovered during the POC.

Sit down with your team and talk about what went well (bot
and better than expected); what didn’t go so well or was di
thought it would be; and understand and address con
You should also take time to highlight team and indi cesses and
achievements, and recognize contributions.
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Present POC Findings in the Context of the Business C:

“In the process of working through this recommendation, we considered a
few different options, such as...” ' ovide evidence of what

List the solutions you considered. business ca indj d make your recommendation.

“Ultimately, we felt a learning platform would be the best solution as it had the

following advantages...” conclusion by saying something like:

Here you summarize the advantages and state your recommendation to
purchase a learning platform.

=ria in our proof-of-concept exercise, we
ce the results
,and we’re in

get the'return on investment we
at we should move forward.”

“We recognize the risk, time, and money that this could cost the company
and also the potential benefits of being able to address both our immediate
needs and future growth, with regard to compliance, training, and and just by
professional development needs in our organization. We have an most—
into consideration the following facts and numbers..” ail through the rest of the meeting

approval for your new learning

You lay out the numbers.
And then, here is where the POC comes in.

“As a group, we recently conducted a proof-of-
validate key assumptions, mitigate risk, and
stakeholders in our company have been

This is where you talk about the stakeholder
cases you identified for exploration
you were after, and how you m
Sheet can really come in han
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