Submission Form

Please submit the following information by e-mail to:  ELW2011@astdatlanta.org
For more information, visit the Employee Learning Week section of our Website at:

www.astdatlanta.org/ELW2011    
Organization Name: (as will be printed on the award)

Contact Person: Keith Newport
Email: Newport@locumtenens.com

Phone: 770-643-5699
Address: 2655 Northwinds Parkway Alpharetta, GA 30009
Name and title of person authorizing the sharing of this story/report on our website and to metro Atlanta and Georgia media outlets such as print, online, radio, TV.
Keith Newport, vice president, sales training
Your Learning Story:  Limited to 350 words describing commitment example/s. 

LocumTenens.com, a physician staffing company, started its sales training program seven years ago to help associates who did not have a healthcare background to acclimate to the nuances of healthcare staffing. The program is unique in our industry and combines an intensive one-week formal training program with long-term hands-on apprenticeship-style learning. They receive a combination of classroom training, self-guided exercises, job shadowing and mentorship. In other words, we leverage all three learning styles: visual, auditory and kinesthetic. 

In spite of the fact that they are officially account executives in training, our research consultants, as they’re formally titled, can be productive within their first week or even their first day thanks to the format of our hands-on training program. From their first week, they are actively calling prospects and generating leads and contributing to the company’s revenue. Trainees remain in the RC program until they are ready to be promoted to account executives. There’s no fixed transition timeline.

Initially, we funneled people through the RC program if they didn’t have relevant experience, but we’ve since made the program mandatory for all aspiring account executives regardless of their experience level. We did so because we discovered a few years into the program that RCs who were promoted to account executives were more successful as a group than employees who had been hired straight into an account executive position and hadn’t completed the RC program. The difference in performance between the two groups proved in dollars and cents that our training program was not only a great investment, it paid for itself and then some.

 In addition to sales training, we also have training for our support staff through our parent company. Each employee receives a personalized training program that corresponds to their career path.  We’ve observed an ancillary benefit of having a strong training program at LocumTenens.com—the company has a very high retention rate in our industry. That helps us to form strong relationships with our customers that we wouldn’t otherwise be able to do.

Please attach any available materials supporting your submission that could be used by others to implement similar events, programs in their organizations.  These will be posted on the website (i.e. the annual learning report, sample of enhanced learning plans, actual learning reward criteria, flyer from the learning fair, sample learning communications etc.) 

Please also submit a corporate logo that will appear on our Website with your story in the listing of organizations who are being recognized as Champions of Learning.

Submission deadline is November 21, 2011

For any questions or comments, please contact us by e-mail:

ELW2011@astdatlanta.org  

