Rosetta Training 1.20.10

There will be changes with promotion schedule this year.

Presenter:  Alfredo Valesquez, sales and product trainer at Rosetta

Rosetta unlocks our natural ability to learn a language. Learners surprised at how quickly they learn with our method.

4 Pillars allows learner to
1. learn naturally
2. engage interactively
3. speak confidently
4. have fun
a. going to want to come back 
b. becomes a cycle that reinforces
c. encourages a desire to continue using the program
d. some kids view it as a game, ‘ can I play Rosetta stone’

Features/Benefits (terms don’t mean anything to customers, but we want to be sure we understand their meaning in case they ask)
1. dynamic immersion
a. all learning done in target language – completely surrounded by target language
b. if you learn by translating when you use it in real life you will probably continue to translate
c. rosetta teaches how we learned our primary language
d. benefit of dynamic immersion – 
i. better memory and recall, 
ii. don’t have to worry about translation
2. Contextual formation
a. Through pictures – add meaning to new vocabulary, learn new word by what you see in pictures
b. You are able to figure it out, to put the pieces together
c. We do this all the time in our primary language – if someone says a word you don’t know you often will look for clues in what they are talking about before and after that word; you then add meaning to that word, if you are correct it is reinforced, if you are wrong it is corrected;
d. When you can’t think of a word in English you may verbally paint a picture, describe what it is – this is contextual information
3. Adaptive Recall
a. Our way of bringing back information in a way to make sure the learner remembers it
b. We do this through little quizzes that test what you have learned
c. 85% or higher tells the program you remember the information
d. Below that score you are telling the program that you may not recall the information
e. The program will then repeat and reinforce the knowledge you need
f. Builds long term retention
4. Speech recognition
a. Allows you to have a language tutor in the privacy of your own home
b. You may be all confident, attempt to use the target language, but you mispronounce words – this would make the learner reluctant to try again
c. This feature builds confidence
d. No choice but to speak the language if you follow the program
5. Milestones
a. At the end of each unit, simulated conversations that you might potentially have out in the real world
b. You get to use some of what you’ve learned
c. Level 1, unit 1 – takes you down a path, see people out camping, you say hello, the program responds, they ask you questions
d. You practice the accent, intonation, etc – provides opportunities
e. Helps to engage learner and get you to participate in your learning


Version 2
Does work differently – doesn’t have milestones
Does not include audio companion
Pashto spoken in northern Afghanistan

Version 3
Conversationally driven, don’t have to use your mouse
Using dynamic immersion
Content slightly different from v 2
Much greater variety of languages available from what is currently available in v2
Learn from the beginning how to participate in everyday conversations
More robust program

In dec 09 new releases – French, Italian, Spanish (spain version – ESC), and German – levels 4 & 5; also these levels available in US English and Spanish (ESP – latin american version)

Ancillary Materials (supplemental educational materials) available – quizzes, workbooks, answer keys, and tests
Unique to home school edition
www.rosettastone.com/homeschool/SEM - downloadable versions of materials available here, not necessarily public, this is for the customer who has purchased the program, version found there is up to date
Don’t plan on increasing availability on other levels/languages unless there is interest indicated by customers
There was a card in the box from anyone who purchased in the last few months letting them know the supplemental materials are now available
Not available in all languages
	Spanish levels 1 -5
	English (Brit) 1-3
	American English 1-5
	French (1-3)
	German (1-3)
	Latin (1-3)

Licensing information
	Includes 2 activations per purchase
	Can use up to 5 users per activation
	For individual families only
	Not licensed for use in a school setting

Parent Administrative Tools
	Sets homeschool edition apart from personal edition
	When you log in you will see start up screen
Launch rosetta stone home school takes you into parent tools
	shows you users, access to progress reports
	in curriculum – another feature unique to personal edition
		8 curriculum paths versus 4 paths in personal edition
		Full year curriculum
		Speaking & listening focus
		Standard
		Extended with reading intro
		Features here can be used for placement – 
Must own material to use this placement feature, 
Can take advantage of 6 month return
Can see how long they spent in each lesson, helps you to evaluate progress 
There are core lessons, pronunciation, vocabulary, and grammar lessons
Ability to export progress report to excel – provides record keeping abilities
Can’t say it applies for a certain amount of credits, but it does give parent a guide
Parents guide book
	Sample cultural activities
	Sample lesson plans
	Helps on how to use program



Rosettas 3-D Sales Process

Discovery phase

Using conversational techniques to achieve sales objectives
Open ended versus closed ended questions to get the conversation started
Assessing and confirming needs
Probing questions
	Find out why the caller has contacted us
	What age, what language, what levels available for that customer, etc?
	How do you see yourself using the language?
	Use questions to build additional need to justify cost
		Multiple students
		Longer use, bigger use
	Figure out what they really want to do
	Allows you to personalize the choices 
	Probe, probe, probe – asking questions is essential to provide a solution
If a customer is hesitant to purchase, remind them of why they were interested in the program
	A discount and guarantee don’t always provide best rebuttal	
Personalized rebuttal
Use the answers to your prior questions to show the customer why your product is the best for them
Have you used other methods? How did that work for you? 
What prevented success? 
If you get down to an emotional reason, you can help them see how your product  is the solution

Discussion phase

Rosetta Stone blurb
2-3 feature/benefits based on needs
Confirming the solution
	What makes rosetta different/unique
	Easy, fun, success stories
	Guarantee says this might not work for you, but it gives it a positive spin; we know it will work for you if you give it a chance
	Describe how it works
	Can throw in some points as to how it will satisfy the needs you identified in the discovery phase
	
Buying signals –
	Examples – How soon can I get it? That sounds great?
	What should we do when we hear these? 
STOP selling
EXPAND on what triggered the buying signal
OFFER – can I help you with your order? Close the deal
If you continue selling you may give too much information, you may trigger a need in the customer to do more research, etc.

Decision phase

Make the offer
5 level set/down sell
	Not all customers need every level, offer what is suitable to THEM
Doesn’t mean you don’t offer upsells, but start the offer with what will satisfy their immediate needs
Handling objections
	Price objection
		How much you save on set (1-3 versus 1)
		Spend less money on something that doesn’t work, doesn’t really save $$
		Cost per student lowers overall cost
		You get a lot for your money
	Prohibited from selling objection
		Remind them it can be used for multiple children in their family
They can’t network onto more than 2 computers – there isn’t a good answer for that at this point
They can’t resell it – the worker is worth their hire
Can say publicly up to 10 users at any given time
Use the customer’s need to provide a personalized rebuttal
Point out immediate and long term benefits – can’t put a cost on all future benefits of a good education, of a 2nd language, etc.
We aren’t just offering a product; we are offering the ability to communicate
Highlight customers’ need, remind them why other methods didn’t work, remind them of the guarantee – we are so confident, create a sense of urgency – how fast we can get it to them
Customers don’t like to be ‘sold’ – they want to know the product is really going to benefit them. 
Using lifelines
Highlight customers’ need, remind them why other methods didn’t work, remind them of the guarantee – we are so confident, create a sense of urgency – how fast we can get it to them
Customers don’t like to be ‘sold’ – they want to know the product is really going to benefit them. 

Homeschool parent tends to have many more questions, they have detailed questions. The conversation tends to take much longer than the typical customer.  The fact that the customer is doing their research does indicate buying signals, which is a good thing. To deal with the home school market you must be much more knowledgeable about your product and have more patience for the time required.  

No price difference between personal edition

Recommend 5 days a week 30 min a day
No plans for an additional version, version 2 was available for about 13 years
Do not have to upgrade if they don’t want to
FAQ document will be sent out to us
High school credit – typically each level used as one year course
How old to use it – basic proficiency in reading to use all features, can use listening and speaking only
Version 3 more conversationally based versus version 2
What’s included – keyboard stickers only come with the appropriate languages (Spanish for accent marks, etc.); customer will still see the keyboard onscreen
Homeschool version is not networkable
How long it will take will depend on the student’s abilities and motivation. The product is flexible and allows you to move at your pace.  The supplemental materials will take some additional time. 45 weeks with those materials, 36 weeks without – scheduled in parent materials. 

WebEx recording of the session will be uploaded into Rosetta’s system and Sandy will send info on how to access both the recording and power point.

New online reseller order portal – will start systematically having each one of us using this program.  Expect to have everyone up and running by April.  

Next week’s – demoing product, how to close sale onsite, etc.  More demo samples, more marketing materials that they will want you to use, so it will be a bit different.  
