TRAINING BY GAMING

Burlington firm designs cutting edge interactive video program used to train sales people

BY DEIRDRE HEALEY

Instead of scolding employees
for playing video games at
their desk, bosses in the near
future will be encouraging
them.

Gaming is the latest tech-
nologyin career training and it
is expected to explode as peo-
ple brought up on Nintendo
and X Box continue to make
their way into the workforce.

A Burlington company,
e=mz2,isoneofthefirstinthe
area to capitalize on this trend
with a video game aimed at
turning sales people into sales
super heroes. The game simu-
lates the actual experience of
trying to win over a client, al-
lowing the user to practise
their skills without having a
door slammed in their face.

“Thisis ahugeleap forward
in sales training,” said Mc-
Master University business
school professor Mandeep
Malik, whois a consultant for
the video game. “I think it
will be a revolutionary con-
cept, not just in sales train-
ing, but training in general.
Gamingisthe future of train-
ing”

e=mz2’s cutting edge pro-
gram is called Momentium.
Before the program was de-
signed, the company spent
five years studying brain re-
search on how people learn,
absorb and retain informa-
tion. They also examined the
learning styles of baby
boomers, Generation Xers and
the echo generation as well as
the most effective sales tech-
niques based on client per-
sonality traits.

Theresult is a year-long in-
teractive game where the user
is a sales superhero, only the
cape and secret lair are re-

b N

HDMaE COACHING

T O D B, Toll B M i ot il Do e i 0 niial
ity Tl Pridutiyt 'y TIeel ET 500 a1 Caiy halp i

valtls wotil Sabes g oldetin

O peseanch shows T b adbiomal sales iraning
ihors mol ke Tod periect praction, which EZ Siees
deet. Gollers Boe Thpes Waals pa owe that if°'s not

pachicns Hial makes perfect - 0°'s pefedd pactice.

15 Mlnte gt wor kingg o e proddenn now?

Hatllo Clsalaise. Fm Sed rom EX Shesl. How o e o

[ -

EZ Strest bs a proven sales systein

b lapd
i onigh § yeans of pesea cli. Today, N B e
hebetinines i Tvet&™s o 8 etwaan X Shrast sl

Classic Prafession Travel

M oty from Classic Prolessional Travel has
waorked o tee pn oblem ye4, ¢l tellyon abott v
s fmation

EZ Stieed woald tackle T

1

Watould { D T T 5.0 voul e 2 mew saling
system, a8 your sales ore dawn, and His is
ingeacting hmmseser . Ghoen Bils, wival okl yon s

b e g nstel T

Wittinean a doulst. | now Tk Bee is o geed I
leteveen EZ Sheet awl Classic Prafessioml Trmeel

HELP

e=mz2 designed the program Momentum after five years of studying brain research on how people learn, absorb and retain information.

placed with alaptop and tow-
er office. The action begins
when the salespersonreceives
a phone call detailing their
next mission.

The user makes aquick vis-
it to the coaching academy to
be briefed on key sales con-
cepts and then is off to win
over their client. The client
changes from mission-to-
mission and personalities
may clash, but the superhero
must use the newly-learned
sales skills and choose the
appropriate dialogue to win
the sale.

This is a huge leap forward in sales ...

Gaming is the future of training.
MANDEEP MALIK

And of course this must all
be done within a time limit. If
the superhero fails, the client
kicks them out of their office
and a coach tells them what
they did wrong.

But if they succeed and
complete the mission, then

the superhero moves on to the
Circle of Excellence to be
quizzed by the sales master in
an effort to earn more points.
The total score at the end of
the mission is then relayed
back to their employer.

It costs about $100 amonth

per employee if a company
enrolls 100 employees. That is
cheap when you consider a
weekend training conference
can cost upwards of $800,
Malik said.

Liz Phillips, e=mz2 sales
representative, said the pro-
gramisideal for peopleinsales
because they can access the
programonthe Internet at any
time.

“Sales people need to be
making money and don’t want
to be taken off the road for
training,” she said.

Marc Prensky, owner of
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games2train.com, has been
developing video game train-
ing programs in the U.S. for
the past decade.

Prensky said gaming is ef-
fective because the memory
“muscles” used when playing
avideo game increase the re-
tention of the information.
The hands-on learning and
the visual and audio compo-
nents keep a person stimulat -
ed and interested in complet -
ing thetraining, he said. Video
games also adapt to a person’s
skill level so users never get
bored.

“People now entering the
workforce aren’t going to sit
through a PowerPoint presen-
tation,” he said. “They will be
checking their BlackBerrys,
cellphones or laptops and
tuning you out. Gaming offers
a world of simulation that
keeps them engaged and
learning.”
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