
EDITOR’S EMPHASIS

Every
business has
training needs, but whether or

not they meet those needs is a different
issue. Nowadays, businesses need to
rethink the way they conduct training.
In addition to providing
correspondence-based learning, face-
to-face education and regional
seminars, the Water Quality
Association (WQA) recently put one
more tool in the toolbox for water
businesses in search of quality
training—online learning. This new
offering saves businesses time and
money while helping meet the demand
for in-house training.

Today’s Customer
Although your customers are more
aware of their water than ever before,
it does not mean they are better
informed about water. Much of the
information they receive on water
problems or issues comes from the
media. The majority of that
information is distilled down to a
popular “sound-bite.” They know
about water treatment technologies,
but do not necessarily understand the
differences between one technology or
another. To consumers, all treatment
devices tend to be “filters.” They also
have fears about the “stuff” in water—
some of which are well-founded, and
others not. However, this same
consumer does seeks information on
water and water treatment, and trusts
those who can explain things in a way
that is easily understood.

The customer’s appetite for
information demands that all water
treatment professionals stay ahead of
the water issues bombarding

consumers,
and become

capable of correcting, or
better directing, the

customer’s understanding of
the issue. It also demands staying

ahead of your competition—providing
better service to distinguish you from
“the others.” This, in turn, requires
that your staff understands many
issues and is able to convey them
during contact with the customer. 

Better Learning
Most of us remember very well the
better presentations or classes we 
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have taken on a subject. The best
presentations are those that touch on
as many of our five senses as possible
(or practical) while not droning on too
long. Presentations that contain text,
audio, periodic written quizzes and
illustrations, pictures or animations
tend to serve the widest audience of
learning types. These elements work
together to break up the monotony of
book learning or sitting in a classroom
and provide different way to keep the
learner “on his/her toes.”

E-learning
One way of pulling all of these elements
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together is electronic learning or 
E-learning. E-learning is one example
of better learning. Visuals, combined
with short bullet-points of information,
animations or step-wise visuals, which
show concepts better than the static
page. And short diversions, which
periodically check a student’s
understanding such as quizzes, are all
used to enhance the student’s recall of
information. These tactics are good
practice, especially compared to the
simple book alternative.  

Another welcome feature often used in
E-learning is links to “diversions” for

E-Learning gives the user access at any time.
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extra study on particular aspects of a
subject. These features are
incorporated for students wanting to
learn even more about a particular
facet and are very useful, but are not
necessarily required. 

E-learning educational modules go
beyond just the theoretical and can
also present real-world illustrations of
a concept. For example, in WQA’s
Basic Water Chemistry module, during
discussion of ions in water and
conductivity, a break-away segment
shows photos of a common experiment
where water is used to complete an
electrical circuit containing a light
bulb. The photos show that the circuit
is completed (light bulb glowing
brightly) by a saltwater solution (water
having high dissolved solids content)
much better than the case involving
distilled water (very low dissolved
solids content). The demonstration
helps deliver the concept of dissolved
ions and the idea of a TDS meter being
able to gauge dissolved solids content
of a water based on its conductivity.

In addition to being a more effective
type of learning, based on peoples’
varied learning types, E-learning is
more effective because it can be
completely self-paced. Users can access
it at any time of day or night as long as
a computer is available. Thus, the
student has more time to digest the
information and can re-visit the
information if something was not clear
the first time. This feature is much
better than having students leave a
classroom or session empty-handed.

Time and Money
In addition to the above benefits, the
recent launch of WQA’s E-learning
program is designed to save businesses
time and money. E-learning becomes
even more attractive when the high
cost of face-to-face learning is
considered (course fees, downtime and
productivity loss, travel expense, other
reimbursements, etc.).

Successful Implementation
As stated previously, E-learning should
be used as a tool for your business.
Despite its advantages, it should not
completely replace other forms of
learning and should be used in balance
with other training offerings (face-to-
face, workbooks, etc.). But based on
the inherent savings that come with E-
learning, consider giving students
(your employees) time to start modules
for a scheduled time in the office. They
will value the fact that you are willing
to invest in them and will take their
education more seriously.  

At first you may want to be present to
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answer questions as they use in-office
time. Over time, you will be able to
“cut them loose” during a regularly
scheduled time devoted to learning or
study. Even two hours a month at a
specific time is better than nothing.
Eventually, they will want to continue
their learning at home. Doing so will
help your organization run better both

internally and externally. 
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You have never seen such entertaining, powerful sales techniques for the water
treatment industry like those discussed at this seminar! Find out for yourself why
companies like Kinetico Inc., Hague Quality Water and USFilter have 
chosen Carl Davidson for their dealer seminars. You are not making all you
deserve if you aren’t attending this blockbuster sales seminar.

This two-day event will teach you hidden reasons why sales people fail to
prospect successfully and the secrets of lead generation through referrals and 
networking. Plus, learn how to punch up your demonstrations to turn 
uninterested prospects into enthusiastic and excited customers!  At the seminar
you will learn how to perfect four new powerful closes and great ways to 
overcome the top ten objections that stop the sale of water treatment supplies. If
you are serious about closing sales, you will definitely profit from this seminar.
Your satisfaction is 100% guaranteed. 

Full two-day seminar fee: $398 per person. Call for special discounts for three or
more tickets. Included with each ticket is a follow up training video valued at
$299! Seating is limited, so reserve your tickets today. 

Greatest 
Sales Training
Seminar Ever

Greatest 
Sales Training
Seminar Ever
for the Water Quality Industry featuring Carl Davidson.

Come to Las Vegas for the

Seminar sponsored by:

“I want to thank you for the
wonderful seminar in Las
Vegas. I am new to the water
treatment business. Both myself
and my sales manager learned
a lot of valuable information.
The black light sales tool was
terrific. We used it with great
results on our first call after
returning home.”

- Adolf Stankus
Nevada Quality Water

“The information you presented
was exactly what dealers like
me needed. You covered all the
ideas that would make a dealer
in any market successful.”

- Paul Hoogerheide
LA Water Purification

Seminar location:
Las Vegas, Nevada
October 21-22, 2004

Learn how to:
• Prospect
• Handle referrals
• Punch up your demo
• Overcome objections
• Close sales

LearnMore!
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go to www.wqpmag.com/lm.cfm/wq090415
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