Apprenticeships Telesales Marketing Project
December Report

1. The Telesales campaign is now active in all sub regions.  The last weekly stats report on the 19th December showed the average daily lead generation had risen to 18.1 leads against the target of 12.7, which is encouraging. There are also 195 leads that are deferred as future prospects for 2009. Smart Closed for Christmas from the 19th December to the 5th January.  By close, they had comfortably reached their target for achieving ½ of the 1200 leads by Christmas with just over 700, these have been generated from 9,440 phone calls which equates to one lead for every 13.5 calls across the NW. During January I will look to see if there are sub regional differences regarding this figure.
2.  Many appointments have been made for the New Year, so I'm expecting a marked increase regarding the conversion rates by the end of January. Currently we have 9 apprenticeship starts in Lancashire, and 2 T2G in Merseyside and Cumbria. I will be looking at the conversion of leads in January, as currently we only have 9 out of 700 which is only 1.3%.  See point 4.
3. Quality of the leads appears to be good from the feedback obtained, with appointments being generated from 50% - 100% (quote Smart) this is particularly marked with involvement by smaller employers (5-25 bracket) which is interesting.
4. For all regions with the exception of Cheshire, (as they only started on the 15th December)  I've identified those providers who haven't as yet given feedback regarding their leads, this is detailed on the wk 7 report, table titled ‘leads passed to providers’, column titled ‘feedback’. I am particularly concerned with Runshaw Training who hasn’t sent in their feedback despite gaining 27 leads across 3 regions. These identified providers  have all been emailed on several occasions, and Smart have rung them, but  I have decided to telephone these providers personally, starting with Runshaw, in the New Year to establish what the problem is, so hopefully ensure we get full data. 
More accurate information regarding the conversion figures will be available when I obtain feedback from all providers who have been given leads.

5. Meetings :

 3 meetings with Smart,  
LSC: Tony Kay (apologies from John Warham), on the 8th Dec, discussed ways that the project could help with the development of NAS. The benefits of having a contact responsible with each provider. Tony was given the master data sheet for provider information to help with his role. 
Manchester Provider Network meeting on the 10th Dec. Gave project update, dealt with queries (Bury College raised an issue whereby they had received a lead with an employer who dealt with another provider through a different person, Smart were advised.) 
Meetings planned for January so far; 8th Jan, Sub Regional Managers update, 9th Jan Project review with GP, 14th Jan Lancashire Network Provider Meeting.  Meeting with Graham McKenzie (LSC Project Manager) to be arranged.  Meetings with Smart to be arranged.
6. Progress case study as detailed in the November report will now be a much more detailed report, taking in all the views of the providers involved.  Therefore, I will be contacting everyone for their feedback on the project from a spread sheet of questions which I am presently drafting.  This will also be used as a bench mark for the final report in April.
7. Further news articles planned.

January planned activity

1. Meetings as stated.

2. Progress report involving all participating providers.

3. Continued liaison with the NAS and VMA team.
4. Continued monitoring of the lead allocation and weekly reports.

5. Statistical data gathering – regional differences as mentioned in point 1, age of apprentice and other, as asked for.
6. Personal and quick response to any calls and emails I receive about the project.

7. Other NWPN activity to run along side; marketing (of NWPN), World Skills Event, Leadership and Management Course.
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