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©
Maestro, Creators of Loop ‘ + O

Maestro is a learning innovation company with deep expertise in strategy, design, media,
and software engineering.

For more than 15 years, we have partnered with other innovative organizations to create
disruptive, strategy-led solutions that create effective experiences for internal teams and
external audiences.

With all this knowledge and passion, we created Loop. The industries most configurable
and extendable sales and enablement platform to date.
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What s
Loop?

Meet Loop, the only
configurable sales
training and enablement
platform that can be
tailored to your specific
sales support needs.
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Why do | care?

Loop helps your reps spend less time
searching, training, and practicing,
and more time selling.




How our customers
are using Loop

Our agendais centered around a handful of key sales use cases

Upcoming Training Advance
Product Launch Events Product Sales

Support Certification

Some others
customers love

Field Coaching Reports
Onboarding

Pitch Development

& Coaching

360° Feedback Tool
& Integration

Customer Education

& Product Training

ALSO...
Custom Front-ends with
Abbott & Southwest

Sales Application
Deployment

Delivers Custom ROI
Calculators and

Sales Support Apps

...and much more!
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Upcoming Product Launch Support

Inspire

Create custom launch pages
Make announcements

Automated emails

Prepare

Provide learning paths
Create training events and promotions
Create a certification

Leaderboards

Support

Provide ongoing access to critical
training and marketing material

Promote FAQs and quick access
resources

Shareable content controls

Collect feedback through surveys
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Get ready to win this year
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Easy Event

Setup

Event details
Location
Instructors
Event content
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Your team Content Admin

s
(E0)
Empower your teams with training events

Create, schedule, and manage virtual o in person instructor-led training.
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Rep
Enrollmen

e C[Lasilyenroll
your users

e |mportusersin
bulk
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Training events / Webinar: Hip replacement - @Report @&
Jun 29,2023 « 8:00 AM - 4:00
Webinar: Hip Replacement - Advanced Technologies

| Registrants Registrant

(& Training content

@ Eventdetails Add people to register them for this event.

Ince added, they will receive an email with the event detail
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User Accessing
Event and
Content Virtually

e [Email
notifications

e Quick access

e Complete
prework

<

You're registered for Hip replacement - A... D iax x

Loop <nareplyi@myloopaccount.com> 9:14 AM (8 hours ago)

tome +

~ Reply

Loop

Success! Your registration is
confirmed.

HiBessie, you've been registered for Webinar: Hip replacement -
Advanced technologies.

Here's what you need to know:

Event date: Fri, Jun 29, 2023 » 9:00 AM - 4:00 PM Add to calendar
Virtual attendance
Instructors: Brooklyn Simmons

This event has the following items pre-work. To make the most of
your % it lete this prior
to attending the event!

« Bloodborne pathogens

Access to this pre-work and additional details about this event are
available in Loop.

» Forward

2 0 ¢ b @ 1-50012619 <

& 2
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Prework?
Postwork?
No Problem!

e Assign Pre and
Post work to
attendees

e T[rackreal-time
progress

&lt

Do

» B

P @ @ @
o 9 » o

Training events
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Attendance
is a Breeze

e [asyattendance
management

e Bulkload
attendance
sheets
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Training events / Webinar: Hip replacement

Jun 29,2023 « 9:00 AM - 4:00
Webinar: Hip Replacement - Advanced Technologies
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Confidence that your message
Is being delivered as intended
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Build
Certification
Tracks

Establish criteriafor
Certifications
Internal content or
external activities
Gating criteria
Optional criteria

You

harte.

You > Expanse S Product Certifi..

Expanse S Product Certification

Incomplete
0/6items completed

Certification progress

Expanse § Brochure Review

e ﬂ Introduction to Expanse $ Shoulder Implant

“ Expanse S Features and Benefits

P ]
— 2 S Messaging Guid
e xpanse S Messaging Guide

- Expanse § Messaging Practice

- Expanse § Implant Cadaver Procedure Simulati...

+60f6 &

Expanse S Launch

Incomplete

Incomplete

Incomplete

Incomplete

Incomplete

Incomplete

Product Info

Q search

Content

Admin Your team

Description

Show the world that your an Expert on the Expanse $ Shoulder
Implant.

This certification demonstrates that you're qualified to enter
> the operating room on your own.

> Completion review

Require approval
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Award
Certifications

Customizable
certification
templates

Easily
print/download or
share

harte.

Certificate of '
Completion

AWARDED TO
Leslie Alexander

FOR COMPLETING
Expanse S Product

O N January 25th, 2023
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Certification
Maintenance

e Setcriteriafor
maintaining your
certification status

e Setmaintenance
timeframes and
requirements

X Edit certification

Maintenance
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ustomizable

ubric

e Facilitate, grade, and
track practical skill
assessments

e Recordand grade sales
messaging with video
scenarios

e  Customize and track field
coaching reports

=

Rubric entry

Rubric 12 POINTS NEEDED TO PASS ©

Rubric: Sales Rep Performance - Handling Objections for Expanse S

Please rate the sales representative's performance in handling objections for the Expanse S humeral implant
product based on the following criteria:

How i did the sales i ize with the customer's objection?* (3 points possible)

© Excellent - The sales representative demonstrated deep empathy and ing of th ‘s objection,
their concerns effectively.

Good - The sales representative showed some level of empathy and understanding, but could have delved deeper into
addressing the customer's objection.

Fair - The sales representative had limited empathy towards the customer's objection and did not adequately address their
concerns.

Poor - The sales representative lacked empathy and did not address the customer's objection appropriately.
How well did the sales representative provide a clear and concise response to the objection? *
Excellent - The sales representative provided a clear and concise response, effectively addressing the objection and providing

relevant information.

() Good- The sales representative gave a satisfactory response, but it could have been more concise and focused on addressing



€20C 1SVYOOW3a




Contact us

Dan Krasinski Nate Norman
Director of Product Partner

dan@maestrolearning.com nate@maestrolearning.com
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