APPRENTICESHIP TELESALES MARKETING PROJECT

JANUARY REPORT

1.I have been speaking to speaking to providers in all regions involved with the project,(although not in particular depth regarding Cheshire & Manchester yet.)  There appears to be regional differences with the success rates regarding lead conversion to appointment, with Cumbria unfortunately looking like it is the least successful. Due however, my research is not as yet conclusive, I cannot produce stats for this, but hope to have more detailed information for next month’s report.
2. Generally, Providers are suggesting that employers are 'holding back' due to the economic situation, There appears to be a ‘wait and see’ attitude.  I also received several comments that more support is needed, particularly for the SME's, and is needed now.
3. There is also regional differences within sectors, for example, hair dressing and retail is very slow in Merseyside, yet buoyant in Lancashire.

 

4. There are many providers that have been happy with the leads that Smart have generated for them, but where I received comments from  describing  the lead quality as 'poor' or 'disappointing' this can be unpicked as either:
· Employer didn't know anything about being contacted by Smart. (They'd possibly spoken to someone else)
· Employer had changed their mind, Providers suggesting had they said yes to Smart to get rid of them?
· Employer recognised they needed training but not at the moment/this year etc.
· Employer  repeatedly unavailable

· Employers had miss-understood the ‘funded training’ information, assuming that this also covered wages
· Employer didn't have enough to provide evidence for an NVQ
I am going to do some research by contacting a control group of employers from all regions to further verify the above.
5. Some leads have led to appointments with employers who require potential multiple sign ups, which I am monitoring.
6. Providers also suggested there was more interest in train to gain than apprenticeships. With the age group predominately 19+
7. I have given updates to all sub regional network meetings at least once, further updates will be given to Cheshire & Warrington on 19th February and Manchester beginning of March.

8. I am continuing to monitor the lead allocation, with direction to smart to ‘discourage’ lead allocation to Protocol Skills due to the large number they have received, Myersclough College as they need to follow up leads generated for them, and TWL who are having IT issues and requested they don’t receive any more to prevent a back log.

9. From comments received from Smart and Providers, new business is going to the big nationals that are better known than smaller local providers.  I am trying to balance this as detailed in point 8, but the employer ultimately has choice.

10.  Smart have now generated 1,668 leads against the target of 1,200 and will continue for another week.  The daily lead average is now 30.9 against the target of 12.7.  there are 14 Apprentice starts and 3 T2G. They are still generating, despite hitting their target.  Apprenticeship starts are still low, there are some in the pipe line, having spoken to a number of providers, but as of yet, nowhere near the target of 500
Planned February activity.

1. Continue to monitor lead allocation.

2. Monitor and help providers convert leads to appointments.

3. Research into the value and need of lead closure workshops for providers

4. Continue to speak to providers to build accurate report on starts and progress
5. Contact random selection of employers from each Sub Region to verify providers comments.

6. Continue to gather information on the economic situation

7. Produce press release for Right Angle

8. Continue to update at network meetings and LSC

9. Continued daily liaison with Smart

10. Weekly stats reports.

11. Support NWPN other business
