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1.1 Who is BIZZCO? 

BIZZCO was founded in 2000 and our roots take us back to the early days when we were 

primarily a training provider for software.  As we became more involved in our clients’ 

businesses, we identified skills development needs that urgently needed attention and this led 

us to develop our product offering as it stands today.  Our investment over the years in time 

and effort has been to focus on developing the best product set to address the specific needs 

of businesses who have a Supply Chain and who need tools to develop the best skill in their 

workforce.  

 

The key to making any Supply Chain work effectively is to get the people to focus on the 

strategic objectives of the business.  This means getting the work-flow right, getting the 

competencies right, getting the performance measurement right and primarily to understand 

what skills are current in the business and what skills gaps exist that need to be met.  

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



 
Section 1: Maestro Programme Introduction 

 
   

 

6 

      

          

 

Who is in Charge? 

There are 2 key people who you need to know: 

 

 

 

 

Greta Froise  Ntombi Lungile 

Managing Director  Training Centre Manager  

 

The Maestro Product Offering: 

We have spent the past number of years developing products that address the needs of 

businesses which have a supply chain and have people who need development. The 

products and tools are now ready for market which is where you come into the picture. 

 

Our Accreditation: 

BIZZCO is registered to provide Unit Standard Aligned training including Learnerships and Skills 

Programmes in different aspects of the Supply Chain: Warehouse and Stock Management, 

Inventory Control, Purchasing and Procurement, Logistics and Transport, Planning and 

Scheduling (MRP) and Lean and JIT Manufacturing and Production Control and Strategic 

Supply Chain Management.  

 

Apart from South African accredited programs, through our association with CILTSA, CILT 

International, IABFM, APICS and SAPICS, we provide International certifications in all aspects 

Supply Chain Management and Strategy. As an accredited SAQA training provider with 

MERSETA and TETA, we provide a comprehensive solution to the training needs of businesses. 

  

https://www.linkedin.com/contacts/view?id=li_84861377&trk=contacts-contacts-list-contact_name-0
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BIZZCO also has a long association with SAPICS and APICS and these relationships have been 

instrumental in helping us define our service offering.  

 

Our philosophy has always been to build partnerships with our customers, and we strive to 

deliver a world-class service to develop the people that are employed to make businesses 

more productive and efficient. The natural extension of this is to build strong relationships with 

partners who represent our products and service in the marketplace. 

 

1.2 What is the Maestro Partner Programme? 

Maestro is the brand name given to the products and services offered by BIZZCO which 

address the needs of the supply chain industry.  The Maestro product offering can be grouped 

into 3 specific categories: 

 

 
 

The details of the products and their benefits will be uncovered and explained later in this 

document.  

 

1.2.1 Where do I as a Maestro Partner Fit In? 

You have been identified as a potential value-added 

reseller (VAR) and to participate in the Maestro Partner 

Programme because of your experience, leverage in the 

HR environment combined with your relationships with 

your clients. The Maestro Partners are our champions who 

through their relationships are able to identify needs that 

will be addressed through the Maestro Product range. 

 

The supply chain industry has typically ignored the development of skills of its people and in 

order for businesses to become globally competitive, this is a key element that needs to be 

incorporated into their corporate philosophy. Skills Development is often viewed as a grudge 

purchase but must be addressed in order to prevent productivity levels from continuing to 

deteriorate.   

 

  

Competency Assessments

Training and Development

Training Customisation

Skills Improvement Services

LMS Managed Services

http://www.brightpaths.co.za/wp-content/uploads/2012/08/SkillsDevelopment.png
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You will be given support throughout the client proposal phase to ensure that the correct 

solution is given to prospective clients. You will be given marketing material and tools to assist 

you in creating awareness on the product offering. In order to create structure and a 

professional image to the marketplace, we have put together this pack of information and a 

set of procedures to make it easier for you to work with our tools and our operational team at 

BIZZCO.  

 

1.2.2 When do I Start? 

This guide is intended to give you all the tools that you need to go out and talk to your contacts 

and clients and get them excited about the products. Marketing materials will be been made 

available to you and you have access to our office to request additional information should 

you need it. 

 

There is no limit to what your opportunities can deliver, the 

more you market the Maestro product offering, the greater 

your revenue success will be. Please be aware that we will be 

available for initial meetings with prospective clients in order to 

guide and boost confidence in selling the Maestro product 

range. 

1.2.3 How do I Start? 

This document serves as your guide to the Maestro Partnership Programme (MPP).  It is 

important that you understand and familiarise yourself with the processes of the programme 

in order to facilitate your success. 

 

The following procedures are outlined in this document: 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

  

  

  

 

   

  

 

  

  

 

 

  

  

  

Prospective Client Tagging 

Marketing Strategy and Materials 

Proposal Development 

Booking of Maestro Training 

Courses 

Assessment Procedure 

Trial Assessment / Samples Procedures 

Incentive Structure and Payment Terms 

Booking a Maestro Supply Chain Director or Contract Staff 

Booking Maestro Consulting 

Services 
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Maestro Product Range and Service Offering 
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This section will give you a summary of the Maestro range of products.  This is where your 

revenue opportunities are identified!! As mentioned above, BIZZCO’s Maestro Product Range 

and Service Offerings fall into 3 different areas, namely: 

 

 

 

 

2.1 Competency Assessments  

We have given a lot of thought to identifying the most effective way to measure skills and 

knowledge so that we can provide our clients with a tool that is easy to use and which gives 

meaningful results while being very comprehensive.  Working with our clients and identifying 

the real need has resulted in our Competency Assessment tool which has become the 

standard for many organisations when measuring the skills in their workforce. 

 

Through our web-based assessment process, areas of strengths 

and weaknesses are identified which are necessary to perform 

a job role.  The reports generated provide the opportunity 

to eliminate wasteful expenditure on the wrong training, and 

rather guide the client on exactly what training is needed. 

 

How Does it Work? 

Each assessment is based on the competencies required in 

order to perform a job role.  We have an extensive databank of 

questions which we use for developing assessments.  

Participants are given a login code which they use to access their assessment.  The range of 

competencies measured is determined by the skills level required for the role.  

 

 

  

Competency Assessments

Training and Development

Training Customisation

Skills Improvement Services

LMS Managed Services

Below is a summary of each of the 3 sections with a brief description of the products 

http://www.confidante.com/wp-content/uploads/14363549_m.jpg
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Assessments can be used for: 

 

 

We will provide a comprehensive set of reports on the skills that are current in the workforce 

and what growth opportunities exist for the individual and for the team. 

 

Available Assessments 

We have developed a set of generic assessments which are based on best practice for the 

Job role.  Competency is measured according to the level of skill required for a job and the 

focus is placed on the core competencies for the role. 

 

Assessments are continually being developed and additional questions are added to the 

databank.  Job role related assessments that are available include: 

 

Procurement Assessments Warehouse Assessments 

o Buyer 

o Procurement Administrator 

o Procurement Specialist 

o Purchasing Manger 

o Forklift and Machine operator 

o Picker/packer 

o Stock Clerk 

o Inventory Controller 

o Warehouse Team Leader 

o Warehouse Manager 

Commercial Assessments Planning Assessments 

o Contract Administrator 

o Contract Manager 

o Inventory Planner 

o Demand Planning 

o Senior Planner  

Customer Service Assessments Production Assessments 

o Customer Service Administrator 

o Customer Service Manager 

o Production Scheduler 

o Senior Scheduler / Master Production 

Scheduler 

Supply Chain Strategy Assessments Transportation and Logistics Assessments 

o Supply Chain Analyst 

o Supply Chain Manager 

 

o Logistics Manager 
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Reports provided include: 

o Individual results for each person 

o Summary results for a team 

o Results mapped to training recommendations 

o Phased approach to training and skills development.  This is a great tool to be used for 

budgeting purposes both for you and client 

 

We are constantly looking at new job roles in the supply chain and so the list of standard 

assessments is ever-growing.  We are currently working on the development of assessments for 

the Transportation and Logistics industry as well as roles in the Import/Export field. 

 

Customisation 

Through our extensive question databank, we are able to customise assessments to meet the 

specific requirements of our clients.  We can align assessments to company specific Job Roles 

with specific competencies and can include business specific questions that relate to a 

particular industry.  

 

We will host a workshop with the client to discuss each role. This workshop will be used to 

identify the competencies required for the roles and the weighting of the level of competency: 

basic, intermediate, advanced. The outcomes of the workshop will give us what we need to 

design assessments.  This will then go through a review phase with the client to ensure that the 

assessment accurately reflects the job role.  Once sign-off has been obtained, the assessment 

is published for the client to use. 
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2.2 Training and Development 

Companies do not randomly evolve into learning organisations, although this is the philosophy 

they need to adopt in order to become and remain competitive. To remain competitive, 

businesses need to learn faster than their competitors. The challenge is to change the 

approach so as to manage knowledge effectively and encourage finding new and creative 

solutions that take advantage of the full range of expertise and skills available to the business. 

Collaboration, trust, and open and reliable conversation are fundamental to incorporating a 

Culture of Learning within a company. 

 

This is the value that we can add to our customers. Much research and development has gone 

into the training programmes that we offer. This is done to ensure that the practical element is 

relevant, and the learning can be taken back to the workplace. All training is outcomes based 

which means that much of the learning happens outside of the classroom.  

 

 

 

 

 

Tip: 

The Assessment Competency Matrix is 

an excellent selling tool when talking to 

potential customers about these 

services. 
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Tip: 
 

The Training Ladder is an excellent 
selling tool when talking to potential 
customers about these services 
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2.2.1 On-Line Training 

 

All of our training programs; Learnerships, Skills Programs 

and Short Courses are available as digital e-learning 

courses. We have developed true online courses, not just 

webinars and online tutorials, our students can download 

all of their learning content and work offline. Our 

approach to digital learning is different in that it includes 

the following: 

• Downloadable Practitioners Guide for every lesson (sub-set of a module/unit) to any 

mobile device or computer via an App 

• Online Glossary of Terms 

• Self-help online quiz/revision questions for each lesson 

• Animation for each lesson to summarise the learning 

• Assignments and revision questions 

• Optional online tutorials and revision sessions with a facilitator/coach 

• Final exam 

 

Advantages of this methodology are: 

• Limited data usage because everything is downloadable (except for the optional 

sessions with facilitator/coach), making it highly suitable for countries where data is 

expensive and/or unreliable 

• Students are able to do their studies at a time which suits them, not restricted to 

attending classes or be online for webinars 

• Because there are no facilitator and printing costs, learning can be offered at a 

reduced price making it attractive for students in developing countries 

• Ability to reach a much wider audience who may be based away from r not have 

access to traditional training facilities (working on mines, at sea, different shifts, small 

towns, etc..) 

• Students have constant support through the LMS and are able to form chat groups 

where they can discuss content with fellow students 

• Assessment and moderation can take place online 

2.2.2 Skills Programmes 

As a registered training provider with MERSETA, we offer skills programmes focused on 

Warehouse and Operations Management and Supply Chain Management. A registered skills 

programme will attract the opportunity to apply for discretionary grants in the same way as a 

Learnership. A skills programme is designed to provide knowledge and skills related to a 

specific job role and comprises of approximately 50 credits.  
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Registered Skills Programmes:  

 
 

2.2.3 Learnerships and Qualifications 

Learnerships are based on a full qualification. 1 year or 18 months is typically allocated for 

completion. Learnerships can be implemented for people who are currently employed by an 

organisation or for unemployed people who are part of a social development initiative. We 

offer Learnerships focused on Warehouse and Operations Management.  

 

A registered Learnership will attract the opportunity to apply for discretionary grants in the 

same way as a Skills Programme. 

 

Registered Learnerships:  

 

 
 

2.2.4 International Certification 

International certification in Operational and Supply Chain Management is the cherry on the 

cake!  Obtaining a highly sought after certification that is recognised across the globe puts a 

business and their employees ahead of the race to achieve global competitiveness.  For many 

organisations, this is an entry level requirement for decision makers in the Supply Chain. 

 

As an Authorised Education Provider of SAPICS and APICS, we are able to assist in achieving 

this objective.  We offer training courses throughout the year on the following: 

NQF 3 - Warehouse Team Leader

NQF 4 - Supply Chain and Materials Management

NQF 4 - Inventory and Replenishment Skills

NQF4 – Demand Planning and Production Scheduling

NQF4 – Lean Manufacturing Controller

NQF5 - Purchasing and Procurement

NQF5 - Transport and Logistics

NQF3 – Learnership – Warehouse and Stock Management

NQF4 – Learnership – Inventory and Replenishment

NQF4 – Learnership – Planning and Scheduling

NQF4 – Learnership – Lean Manufacturing

NQF5 – Learnership – Strategic Supply Chain

NQF5 - Learnership - Procurement in the Supply Chain

NQF5 - Learnership - Supply Chain and Logistics
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2.2.5 Workshops 

Our Workshops have evolved over the years due to requirements from our clients to include 

topics that are relevant and current.  Workshops are interactive and can be hosted for larger 

groups of people or small intimate gatherings.  Workshops are not aligned to any unit standards 

but rather focus on a topic or subject where there is a big need.   

 

  

CPIM – Certified in Production and Inventory Management (Five exams, takes 
approximately 2 years to complete)

CSCP – Certified Supply Chain Professional (Instructor led, 16 x 3hour sessions, 1 
exam)
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Workshop Topics Include: 

 

 

 

2.2.6 Executive Workshops 

Supply Chain Management is so integral to the business that it should not be seen as a single 

responsibility. The management team of a business needs to be involved in the streamlining of 

the supply chain in order to be globally competitive. This applies to each person who 

represents the executive team of a company.  

 

To align the thinking of the whole executive team to achieving supply chain competitiveness, 

we have a series of workshops covering strategic topics: 

 

 
 

2.2.7 Supply Chain Simulation - Beer Game 

The Beer Game is a very simple yet totally 

realistic simulator of the Supply Chain.  The 

game has been played all over the world 

by thousands of people ranging from high 

school students to CEO’s and government 

officials.  Each participant plays a role in the 

production and distribution of a product.  

Their objective is to manage inventory to 

achieve optimal customer service at each 

of the Supply Chain Nodes, which turns out 

to be a challenging task.   

Inventory Nuts and Bolts for Warehouse Personnel

Receiving and Despatch for Warehouse Personnel

Supply Chain and Materials Management for Supervisors

Introduction to Supply Chain Management for Team Leaders and Divisional Managers 

Bills of Material and MRP for Team Leaders and Divisional Managers

Supply Chain Collaboration Throughout the Business

Setting and Maintaining Performance Standards

Implementing a Culture of Learning

Aligning Corporate Strategy with Performance Delivery

MIT Sloan's Beer Distribution Game 

http://supplychainalmanac.com/wp-content/uploads/2012/05/The-Beer-Game-MIT-Sloan-School-of-Business.jpg
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The players gain a deeper appreciation of the supplier and customer relationship and they 

learn how their decisions have an impact on the supply chain as a whole.  The game is played 

with 5 players in each team and the teams compete against each other.  As many as 7 teams 

can play the game and it is facilitated by a team leader who guides the players.  

 

The Beer Game is an excellent tool to highlight the effects of poor communication in the Supply 

Chain and is a powerful motivator in team building events.  It is also used very effectively in 

workshops to set the grounding for a deeper understanding of the Supply Chain. 

 

2.3 Training Customisation 

Excellent training material is a critical part of passing on knowledge. This training material must 

be able to provide the learner with sufficient information and examples to be able to grasp all 

the concepts being presented. 

 

We develop courses on behalf of our customers using the same approach, making the 

learning process much more engaging and interesting. 

 
Our highly skilled training material development team will produce training material 

incorporating functional skills in the supply chain with standard operating procedures within an 

organisation.   

 

 
Who Can Benefit? 

• Companies wanting to provide learning programs for their employees 

 

• Colleges and training institutions who find 

themselves falling behind the online training 

curve 

 

• Software vendors who need to offer their 

training courses to their clients online 

 

• Any business which needs to share 

knowledge with their customers, suppliers 

and business stakeholders 

 

Meeting a Need 

Such training material could match a need within 

an organisation to provide: 

• Training on internal procedures and policy 

 

• Training on industry specific legislation or 

requirements 

 

• Training linking internal operations to 

company specific culture 

 

Our highly skilled training material development team will produce training material 

incorporating functional skills in the supply chain with standard operating procedures within an 
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organisation. We also develop training material to bridge the gap between technology and 

ERP systems with the practical day to day functional requirements of a business. 

 

2.3.1 Training Materials for Software Vendors 

We develop training material on behalf of software vendors to support learners as they 

become familiar with the software programme. Training material is developed according to 

specific requirements of the software and can incorporate assessments and self-help checks.  

 

All of our training material development can be aligned to unit standards and registered with 

the appropriate SETA. 

 

2.3.2 Converting to Digital Training 

Circumstances have forced us into a position where working remotely is fast becoming a way 

of life. Learning new skills online is a natural extension of working remotely and Bizzco have 

become experts at developing online learning programs and short courses and converting 

classroom-based learning interventions into digital learning. 

 
Our methodology and approach is different to other providers and developers. Our courses 

are structured into lessons which are self-paced and allow you to learn on any device that 

connects to the internet. Each course is storyboarded with references to multiple sources to 

ensure that maximum transfer of knowledge and student engagement takes place. This is 

done through built-in animations, quizzes and application-based assignments. We don’t 

believe that the best method for transferring knowledge is simply providing a webinar which is 

hosted by a facilitator, although we do offer tutorials and videos to help explain certain key 

topics. 

 

We chose this methodology because a vast number of our students don’t have access to 

endless data and we are mindful that the learning experience may take place where no Wi-

Fi is available. 

 

Our digital learning development team is agile and experienced, having been in the business 

of converting materials to online for the past 3 years. Any organisation that want to move 

learning materials to an online platform can benefit from this service. 

 

 

2.4 Skills Improvement Services 

No business exists without people, the people are the business.  It therefore stands to reason 

that a skilled workforce is a key element to the success of a business.  The emphasis and 

attention placed on developing people will directly relate to the productivity and motivational 

levels experienced by the business. 

 

A structured approach to people development provides a business and its employees with 

tools to manage and grow this fundamental aspect.  
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Over the years we have identified problem areas which affect most businesses and we have 

designed services offerings to address these needs.  The methodologies that we use have 

been documented extensively within our company so that we can deploy a team to a client’s 

site with ease and very quickly get to the root cause of problems.  The range of services 

identified here are designed to meet these needs and consist of the following: 

1. Business Process Audit 

2. Development of Policy and Standard Operating Procedures 

3. Job Profiling and Performance Measurement  

4. Competency Frameworks 

5. Career Progression Maps 

 

 
 

Strategic Alignment 

Functional divisions in businesses often operate in silos and sharing of information and resources 

to meet the objectives of the business does not occur. 

 

The BIZZCO support team will help align the supply chain strategy to the business objectives.  

This is achieved through consultation with key decision makers in a workshop process to 

highlight the important objectives of the business.  We ask leading questions to help us 

understand the status of the businesses supply chain.   
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We will ascertain whether any of the following is in place? 

o Processes are aligned to global best practice 

o Policy and Quality Standards are aligned to business strategy 

o Standard Operating Procedures (SOP’s) are aligned to work flow and efficient use of 

resources 

o People are trained on how the processes work and what is expected of them 

o Measurement of performance happens at both the process level and the people level 

o Performance measurement in enforced and monitored 

o Skills assessment is conducted regularly 

 

Our Approach for Delivery Services 

Before embarking on any of these services, the BIZZCO support team will conduct a Project 

Scoping Workshop with the decision makers of the business to identify the scope of the project.  

We will discuss existing processes and documentation and map out the scope of the project. 

We use a Brown Paper Mapping technique to map the work flow as it exists.  We interview 

process owners to get to the root of problem areas and identify weakness in the process.  We 

use process mapping technology to provide a comprehensive view of the current state of the 

business.  We provide reports on the status and highlight quick fixes and present plans for long 

term fixes. 

 

 

 



 
Section 3:  Maestro Target Audience 

 
   

 

23 

      

          

 

 

 

 

 

 

 

 

 

 

 

2.4.1 Business Process Audit 

A common complaint expressed by managers is that they do not know what is happening at 

the grass roots of their operations.  This is particularly relevant when the operating plants and 

divisions for which they are responsible are based regionally.  Consistency in the processes 

used in each operation is very important, but so often does not happen.  

 

Personnel have a tendency to stick with what they know and will often find a work-around that 

suits them rather than using the processes that have been designed for the purpose.  This 

makes it exceptionally difficult to manage performance.  

 

An audit of the adherence to business processes will highlight these inconsistencies.  A visual 

display of all the detailed processes that are currently happening provides a powerful tool to 

managers to make empowered decisions. 

 

Process Audit 

The BIZZCO support team will identify problem areas within the Supply Chain and will very 

quickly get to the root of the problem.  The purpose of embarking on an exercise of this nature 

is to provide insight into the detailed tasks which are happening every day and to identify 

breakdowns in the communication channels.  This will also map the interactions between 

operations within the process-flow; identify duplications of work and identify bottlenecks and 

areas where unresolved issues are not dealt with.  Brown Papers identify and gain support for 

changes.  

 

Results that You Can Expect from a Process Audit Include: 

o Identifies the “as is” rather than the as “should be” 

o Highlights process weaknesses 

o Shows the “big picture” 

o Identifies strengths and weaknesses 

o Captures the complexity of key issues 

o Identify process owners 

o Highlights improvement opportunities 

  

Tip: 

The Supply Chain Silos is an excellent 

selling tool when talking to potential 

customers about these services. 
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2.4.2 Development of Policy and Standard Operating Procedures 

(SOPs) 

Robust Processes is a term used often when discussing events that happen in the operational 

environment, but what does it really mean?  The dictionary describes “Robust” as sturdy, strong 

and “Process” as a series of actions or changes, method of operation.  A combination of the 

2 words gives you a method of operations that is tried and tested and therefore is sturdy and 

resistant to defects.  

 

In our experience, processes in the Supply Chain environment that are mapped to systems 

and technology are often not adhered to, because there is a range of misunderstandings 

between the systems experts and skilful practitioners.  We believe, rather, that processes that 

add value can really only do so by addressing actual workflow and the tasks required by the 

people. 

 

Policy and Procedures 

 

This sentiment describes the common fault that many businesses make.  They forget to tell their 

employees how they will be measured and because of this they do not perform as they should.  

 

A set of Standard Operating Procedures that are linked to Key Performance Indicators (KPI’s) 

gives the employer the tools to manage their business and the tasks that need to be performed 

on a daily basis to achieve the objectives of a business.  The BIZZCO support team will write 

standard operating procedures, processes, policies, and instructional materials on new and 

existing business practices to meet this need.  

 

A set of procedures is often covered by a policy 

document.  The policy documents provide the structure 

in which to write the procedures and this takes into 

account the organisational structure and the 

uniqueness of the business.  

 

Procedure Mapped to Change Management 

Implementing new strategy and systems often results in 

a new way of doing things.  A mistake that is often made when embarking on change within 

an organisation is that the necessity for the change does not filter through to the people who 

actually need to do the job.  Relaying and implementing new systems and operational 

strategy requires a structured approach.  

 

The primary focus should be to ensure that proper instruction is given to the entire team on the 

reason for the change, the impact of the change and the expected outcomes of the change.  

The best route to achieving this is to design an instructional guide which combines all the 

elements of process, procedure, objects with fundamental learning necessary to make the 

project a success. 

  

Show me how you measure me and I’ll show you how I perform 

http://www.clementsgroupsecurity.com/wp-content/uploads/2013/10/sop-writing.jpg
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2.4.3 Job Profiling and Performance Measurement 

A job description or job role is traditionally a document that is seldom referred to and, in most 

cases, is certainly not used as a tool to empower the employee.  By changing the emphasis of 

this all important document into something that can be referred to on a regular basis and used 

to measure the performance of an employee, it becomes a much more meaningful 

document.  Identifying each task and providing a measurement of how a task should be done 

is what we do when designing an outcomes Based Job Description. 

 

 

Inputs to Task Orientated Job Roles 

The Competency Framework provides an outline for identifying the tasks for each Job Role 

and the detail for each task.  

o Matching the Job profiles/Role to Organisational Chart 

o Matching Internal Policies and Procedures to Job Profiles/Role 

o Designing Outcomes for each task on the Job Description 

o Assigning KPI’s and performance measurements 

 

 

Performance Measurements 

The simpler the performance measurement, the more robust it is.  Many businesses make the 

mistake of complicating their performance measurements, at both task and process level.  At 

task level, every aspect of the job role should be aligned to performance, using a single 

measure that encapsulates the desired business outcome.  Such expectations could be 

identified as;  

o Customer Service Levels 

o Inventory Turns 

o Perfect Order Rate 

o Back Order Rate 

o Inventory to Sales Ratio 

 

All performance measurements within an organisation 

should speak to the same common goal and should not be 

developed in isolation; this can create conflicting performance 

measurements which are counter-productive.  
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2.4.4 Competency Frameworks  

A competency Framework is a detailed description of the behaviours, attributes and skills 

required to be performed within a particular job function or working context.  

 

The competency framework enables us to map out the set of skills required for a particular 

role, which then provides a solid foundation for the development of the Outcomes Based Job 

Description and future Assessments.  All of these tools used together provide the business with 

the strong base for a skills development plan and takes the guesswork out of the equation. 

 

We focus on four tiers of competency: 

 
 

A Competency Framework is a valuable tool for managing the skills in your workforce.  This tool 

is used in conjunction with the Job Profile.  Our technique is to design a simple, graphical view 

which is also very comprehensive. 

 

2.4.5 Career Progression Mapping  

Mapping out the route that can be pursued within in the organisation will give inspiration to 

the people to achieve greatness.  A Career Progression Map highlights levels of job roles within 

an organisation and the path to take to reach the next level.  A source of required knowledge 

is identified making this an easy document to use by both the employee and the employer. 

 

Career Progression Maps are used in performance measurement, for career guidance and for 

strategic planning of resources. 

 

 

 

 

 

Personal Effectiveness Competency

Academic Competency

Workplace Competency

Core Competency
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2.5 LMS Managed Service 

A Learner Management System (LMS) can provide a single point of contact for all information 

regarding the progress of learners. An LMS can also provide a view of the amount of time it 

takes for someone to complete a course, how many courses they have completed and what 

they still need to achieve in order to reach the personal development goals. 

 

An LMS is software based so it can take away the reliance on paper-based reporting and 

learner management. Being online, it provides users with real-time access to information and 

can be a powerful tool for monitoring and managing the progress of employees. 

 

2.5.1 LMS Hosting  

All training materials can be hosted on an LMS as a single access point and storage facility. 

LMS’s which are cloud based provide the best security in terms of protecting your intellectual 

capital as well as revision control and proving access to learners. 

 

2.5.2 Using Your LMS For Competency Assessments 

A well-structured LMS can be used for a number of assessment purposes as well as the 

management of training interventions and student engagements. Assessments can relate to 

knowledge checks and application as a result of a learner taking a training intervention, but 

assessments can also be used to determine current skills levels. Using an assessment for this 

purpose can be an annual activity to determine how an employee has progressed, or can be 

used to determine skill levels for an internal promotion or even to shortlist candidates for 

recruitment. 

 

2.5.3 Monitoring Learner Progress 

LMS’s can provide you with a wealth of information about how learners are progressing. A 

digital signature is created every time a learner accesses their online study materials, every 

time they take a quiz, how many times they took the quiz before they succeeded, what time 

of day they are studying, how long they remain online plus a wealth of other information. 
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Maestro Target Audience 
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A key element to identifying the target audience is to identify where the pain is. There are 

certain scenarios which are common to many companies and highlighting these will help the 

sale of the products.  To get a customer to share this, there needs to be an element of trust.  

Below are some of the typical problems that may be encountered, opening a conversation 

around these will get your audience to become receptive.  If your audience does not see the 

value and/or the need for the services you will not open the door.  Ask questions about how 

their operation runs and how they currently handle typical problem areas and this will open 

doors for you. 

 

 

3.1 Typical Problem Areas in the Supply Chain 

Here are some typical problems which many supply chains experience: 

o Stock write-off due to lack of control over stock returns, damages and inaccurate stock 

counting practices 

o Insufficient planning which results in too much of the wrong stock and not enough of the 

right stock 

o Insufficient information relating to performance of people, production, deliveries etc. 

o Customer Service Levels not being met 

o Stock inaccuracies and write-offs 

o Excess stock holdings 

o Forecast inaccuracies 

o Excessive customer returns 

o Non-adherence to delivery times 

o Lack of accountability and ownership 

o Planned operations not adhered to 

 

 

 

 

 

 

 

 

 

 

 

 

 

The Boeing 787 Dreamliner:  A tale of terrible supply chain management  
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3.1.1 What is a Supply Chain? 

The term Supply Chain Management is widely used by different industry sectors and may mean 

different things to different people. To us it means the following: 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

© 2012 APICS The Association for Operations Management.  All rights reserved 

 

 

Our service offering covers the whole supply chain: 

o Raw Material Planning According to Demand 

o Sourcing of Raw Materials (Procurement And Purchasing) 

o Stocking and Issuing Raw Materials to Production 

o Manufacturing Control and Scheduling 

o Stock of Finished Goods 

o Forecasting Management 

o Distribution and Transportation 

o Customer Service Management 

 

These functions do not always fall under the management of 1 person, for example:  

production is often separated from the management of the supply chain.  For many 

companies, Supply Chain management is just logistics and warehousing or just the 

procurement aspects of the supply chain.  You may encounter confusion when having a 

conversation with a potential client which is why we highlight this here. 
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3.2 Human Resources (HR) vs Supply Chain 

Decisions around skills development can be made by HR and training functions or they can 

be made by the operational department heads or by the Supply Chain Executive.  

 

Selling to HR 

Gaining enthusiasm from HR for the services that we offer will require that you address their 

specific needs.  The easiest way to do this is through the Competency Assessment.  The results 

from an assessment will provide the HR team with reports that they need for budgeting and 

planning of skills development.  

 

Paint a picture of how the outputs from the assessment process will give them valuable 

information and also ensure that they are not sending the wrong people on training and 

therefore give them a much better return on investment from the money spent on training. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

KEY Benefits of Selling to HR: 

o These tools will ensure that their life is made easier 

o The tools provide a clear road map for candidates which is what they are looking for 

o The tools will assist them to tick the required boxes 

o They can use the tools to ensure they put square pegs in square holes 

o These tools will form part of their KPI list 

o HR needs to ascertain the strengths and weaknesses of all employees and these tools will 

do just that 

o Planning early will allow them to adjust for their training / learnership pipeline 

o Acquiring funding from the SETA'S is a big appeal to them, freeing up budget 

  

Important Note: 

Another key factor for HR is that all of our training 

material is outcomes based. What this means is 

that all training must have a workplace 

application element to it.   
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Selling to Supply Chain and Operational Functional Heads 

Functional heads are more receptive to the services that we offer because they are the ones 

that feel the pain.  Functional heads will have first-hand information on the day to day 

problems that occur in supply chain management.  They will often look for guidance from us 

on how to sell our services to HR or to an executive.  It is always a good idea to offer assistance 

in this process as it will give you excellent insight into the dynamics of the company. 

 

KEY Benefits of Selling to Functional Heads: 

o You will be talking his/her language 

o This approach can be seen to create a direct impact on their business  

o Matching challenges with skilled people 

o An overview of competencies from which they can re-organise their business 

o Cost savings from better management of stock 

o Increased productivity 

o Exposing weaknesses in various departments by exposing training requirements 

o The competency Matrix guide will cover most of the competencies and allow integration 

training 

 

 

 

 

 

 

 

 

 

 

 

3.3 Using the Marketing Material 

There is a set of selling aids which have been designed. These can be used effectively for you 

to emphasise your point graphically, with clever illustrations and key selling points.   

Please take note that these selling tools must not be printed by anyone other than the 

designated administrative person at the BIZZCO office. This is to ensure that no degradation of 

the brand happens due to inferior print quality. Marketing material will be distributed to you as 

and when you need it. 
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The marketing material which has been made available to you includes the following: 

 

Case Studies 

These are typically used when trying to ascertain whether or not the client has a similar case 

existing in his/her company.  We have documented case studies for a Production environment 

and a Distribution environment.  These documents will outline the typical issues on the floor and 

provide a solution, which can be used in rectifying the situation using the Maestro programme.  

Additional case studies are on the cards and any insight you can provide to a scenario would 

be welcomed. 

 

Product Brochures 

These will guide the client in a more thorough way in order for them to view the product being 

used in a scenario they may have or need. They outline exactly what the service offering is 

and provide a detailed outlook of the product and its benefits.  Product sheets available: 

o Competency Assessments 

o Business Process Audit 

o Job Profiling and Competency Frameworks 

o Career Progression Maps 

o Hire a Supply Chain Director 

 

Selling Props 

These are available to be used as tools in the selling process to open doors for you to sell the 

Maestro offerings. 

1. High altitude supply chain view – this is an effective tool to highlight the divide between the 

thinkers and the doers in a business.  It very neatly explains where the services that we offer 

fit. 

2. BIZZCO service offering – this is a single page document with a list of all the services that 

are available under the Maestro banner 

3. Training ladder – a quick easy view into the levels of training that we can offer 

4. Pricelist for all Maestro Products 
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A1 Poster.  

This has been designed for you to have in your office to provide a quick glance offering on the 

maestro programme.  It will highlight the following: 

o Assessment Matrix 

o BIZZCO service offering and  

o The Training ladder) 

 

Course Summary Brochures 

A course summary is available for each training course that is on offer.  These will be made 

available to you in an electronic format. 

 

3.4 Funding Opportunities Available to a Client 

There are benefits available to prospective clients for spending money on training. It is valuable 

to know about this when in the selling phase and introduce this to the client.  If there is a benefit 

to them, it will make it easier for them to spend the money on training. These are specifically 

aimed at the South African market. 

 

3.4.1 SETA Mandatory Grants 

"Mandatory Grant" means funds designated as mandatory grants contemplated in regulation 

4 to fund the education and training programmes as contained in the Workplace Skills Plan 

(WSP) and ATR (Annual Training Report) of a SETA. 

 

Disbursement of Mandatory Grants: 

Equals to 20% of levies paid by the company 

 

Examples of Mandatory Grant Programmes: 

o Workplace Skills Plan (WSP) and ATR (Annual Training Report) to be submitted and 

approved by the relevant SETA 

o All non-PIVOTAL Programmes 

o Professional, Vocational, Technical and Academic Learning Programmes 

o Training committee nominated Union/labour Representative to sign off on application. 
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3.4.2 SETA PIVOTAL / Discretionary Grants 

PIVOTAL Grants 

“PIVOTAL” is an acronym which means Professional, Vocational, Technical and Academic 

Learning programmes that result in qualifications or part qualifications on the National 

Qualifications Framework as contemplated in regulations 3(6) and (7) as read with regulations 

6(11) to (15). 

 

Disbursement of PIVOTAL Grants: 

PIVOTAL Programmes (80% of available Discretionary Grants) 

 

Examples of Pivotal Programmes 

o Learnerships, Apprenticeships, Workplace Experience, Recognition of Prior Learning Skills 

Programmes, Graduate Development, Public Further Education and Training College 

Graduates, Bursaries for universities of technology, public further education and training 

colleges and university studies 

o Any other programme not listed above but registered on the NQF will be regarded as a 

PIVOTAL Programme. 

 

SETA Discretionary Grants 

"Discretionary Grant" means the money allocated within the SETA to be spent on the 

discretionary grants and projects contemplated in regulation 3(2)(c) to (9) as read with 

regulation 6. 

 

Disbursement of Discretionary Grants: 

Equals to 49.5% of levies paid by the company 

 

Examples of Discretionary Grant Programmes 

o All PIVOTAL Programmes 

o MOA is signed between merSETA and Company 

o Training to be verified and monitored by merSETA 
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merSETA Grants Policy (Due for review by 15 Jan 2016) 
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There are also significant financial incentives for employers offering learnerships. These take 

the form of: 

 

3.4.3 Cash Grants 

A cash grant reflecting the basic cost that will be incurred for the learnership will be provided 

to an employer by their SETA.  The employer must contact their SETA first to determine if they 

are eligible for a learnership grant.  The learnership grants are discretionary, and a SETA will 

only pay these to an 

employer if they have adequate funds available. 

 

3.4.4 Tax rebates 

Employers will be able to utilise the incentive by reducing the employees’ tax payable in that 

month by the incentive amount.  Note that the incentive is not applicable to domestic workers, 

government employees, employees at parastatals and employees connected or related to 

the employer.  It is aimed at Private Sectors employers 

 

An employer also qualifies for tax incentives if the learnership agreement is registered formally 

with their SETA.  Employers are eligible for two tax incentives, one at the beginning of the 

learnership and one at the successful completion of the learnership.   

 

Employers should consult the SARS website: www.sars.gov.za or their SETAs for further 

information on the tax incentives available. 

 

3.4.5 B-BBEE Scorecard Benefits 

Overview 

The objectives of B-BBEE, as per Section 2 of the B-BBEE Bill, include: 

o promoting economic transformation in order to enable meaningful participation of black 

people in the economy 

o achieving a substantial change in the racial composition of ownership and management 

structures of existing and new enterprises 

o increasing the extent to which communities, workers, cooperatives and other collective 

enterprises own and manage existing and new enterprises and increasing their access to 

economic activities, infrastructure and skills training 

o promoting investment programmes that lead to broad-based and meaningful 

participation in the economy by black people in order to achieve sustainable 

development and general prosperity 

 

The benefits of B-BBEE are not applicable only to larger companies but to companies of all 

sizes as all companies that fall under the ambit of the B-BBEE Act (Act 53 of 2003). 
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BEE Benefits 

Some of the benefits of and reasons for embracing the process are: 

1. It will safeguard existing business. The ripple effect that preferential procurement will have 

down the supply chain will eventually affect almost all business entities. An acceptable 

scorecard will ensure that business is not lost to competitors that are BEE compliant. 

2. If done quickly and efficiently the opportunity will be there to gain business from non-

compliant competitor business entities. 

3. Being part of a transforming and vibrant economy. The burgeoning motor and building 

industries exemplify the positive effect black purchasing power can have on stimulating 

the economy.  

4. As economic growth takes effect, escalating profits of business entities, and the 

broadening of the tax base due to increased black participation in the formal business 

sector, will lead to lower tax rates for all. 

5. Skills development, one of the seven BEE scorecard elements, will lead to greater efficiency 

and competitiveness, increased productivity, and improved customer relationships. 

6. Increased investment in South Africa by foreign investors. 

7. Unemployment, and therefore poverty and crime, will be reduced1. 

Businesses with a turnover below R10 million are not required to be B-BBEE certified. 

 

 

 

 

 

 

 

 

 
1Broad Based Black Economic Empowerment (BBBEE) Act No.53 of 2003 and the BBBEE Codes of good practice gazetted in 

February 2007 
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Revenue Opportunities 
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Through your participation in the Maestro Partner Programme, you will have the opportunity to 

earn a commission on each sale that you make. The commission is based on the selling price 

to the client and different commission structures are in place for different products and 

services.  

4.1 Pricing and Discount Structures 

All products have a selling price which is based on a product being sold in isolation. Pricing 

can be very flexible when dealing with multiple products being offered to a client to provide 

a solution.  Selling a solution, rather than just a single product, is very common and pricing is 

therefore a very important matter. The standard pricelist then becomes a guide rather than 

the only source of pricing for products. 

 

Pricing can be flexible when big volumes are sold for training and/or assessments. Pricing may 

also be flexible when multiple services are sold to a customer and the sale is combined into a 

project rather than individual products.   

 

In all instances when pricing will differ from the pricelist, the MPP will discuss the pricing options 

with the BIZZCO channel manager. The price given to the customer will be agreed before a 

proposal is given to the prospective client.  

 

A structured discount pricelist is available for training programmes and assessments. This can 

be used to prepare proposals and quotations without having to consult with the BIZZCO 

Training Manager. 

 

 

4.2 Commission Structures and Best Case Sample Earnings 

Commission will be paid for the sale of all Maestro products that are sold by an MPP.  

Commission is calculated as a percentage of the selling price.   

 

Maestro’s compensation plan offers commission specifically structured to create continuous 

cash flow for years to come. 

 

With business opportunities in various global markets, Maestro’s product range and offerings 

provides a substantial opportunity for sharing our product range around the world. No matter 

where you choose to do business, you will receive a consolidated commission payable to you 

in South African Rand currency (ZAR). 

 

To maximize earnings, we’ve created a unique Tiered Commission Structure. As you sell 

Maestro’s products, you will naturally increase other selling opportunities. Maestro pays 

commission, up to 3 levels.  
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A deal over R1 000 000 will attract a 20% Commission. 

 

 

 

  

Super Accelerator (Tier 3) 15%

R 500 001 R 1 000 000 

Accelerator (Tier 2) 12.5%

R 100 001 R 500 000

Momentum (Tier 1) 10%

R 0 R 100 000
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4.2.1 Potential Earnings 

 

Earning Potential - Rate Table based on Tiered % 

 

Rep Name Sales R 

Total 

Payout % Total Payout R 

John Smith 0 100,000 10.0% 10,000 

  100,000 499,999 12.5% 62,500 

  500,000 1,000,000 15.0% 150,000 

  1,000,000 3,000,000 15.0% 450,000 

  3,000,000 4,999,999 15.0% 750,000 

 

 

  



 
Section 4:  Revenue Opportunities 

 
   

 

43 

      

          

4.3 When do I get paid? 

 

BIZZCO will take care of the invoicing and the collections from the clients freeing the MPP up 

from the administration of selling the products. The administration function will be performed 

by the BIZZCO support team. MPPs will be paid commission when BIZZCO is paid, so it is in your 

interest to ensure that the correct information is given to the BIZZCO support team to speed up 

the collection process.   

 

These steps will be followed: 

 

o Upon signing of the deal, ensure you receive a purchase order from your 

client, this must be sent electronically to the BIZZCO support team for record 

keeping 

o The BIZZCO support team will send the invoice to the client and a copy will 

be sent to the MPP 

o Based on this, BIZZCO will determine your commission and send you a 

commission statement 

o You will then need to invoice BIZZCO for the statement amount 

o This will be paid to you within 7 days of receipt of the client’s final payment 
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Potential Barriers 
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5.1 Competitors 
The Maestro service offering is unique in that it is a very 

comprehensive service offering and we do not aim to be all things 

to all people. Our speciality is in the supply chain arena and we 

know this environment very well. There are other companies who 

may compete with some of the Maestro service offering but there 

is no competitor who provides the full suite of products that are the 

Maestro Products and a fully online offering. 

 

Competitors in Assessments:  

There are many other companies who provide assessment services; some web-based, some 

paper-based. There are training providers who have developed assessments to measure the 

skills levels of a person prior to them being accepted onto a training programme. This is a very 

specific application and does not provide what we do which is a role-based assessment 

measuring all competencies to perform a job role. 

 

There are many international web-based assessment providers who measure competency 

and skills, mostly in the soft skill or interpersonal skill area. These are very popular and do 

compete with the Maestro assessment, but only on a small scale because of the 

comprehensive nature of our assessment. 

 

The unique selling feature of our assessments is that they measure multiple competencies to 

perform a job role and that they are fully customisable.  No one else does this. 

 

Competitors in Training: 

There are many competitors who provide training that compete with our offering. Most 

universities, colleges and FET’s will have a training programme that competes with one of ours 

in the field of supply chain management. The way we remain competitive in this area is 

through the continual updating of our training programmes and the practical application 

elements which are built into the programmes. 

 

5.2 FAQ’s 

We have put together a set of frequently asked questions. These are questions that you may 

encounter in the sales process or alternatively, you may have questions that related to your 

interaction with BIZZCO which is not covered in the procedures for MPP’s.  We hope that we 

have covered most of the areas of concern, but if you have questions which are not answered 

in this document, you always have access to the BIZZCO support team. 

 

5.2.1 What Funding Opportunities Exist?  

The SETA’s (Sector Education and Training Authorities) collect 1% (Skills Development Levy) of 

the salary bill for each employer.  Employers have the opportunity to claim back the money 

that they spend on skills development by submitting Workplace Skills Plans (WSP’s) and Annual 

Training Reports (ATR’s).  2 avenues for funding exist:  Mandatory grants and Pivotal grants:  

o Mandatory grants are refunds according to the spending on training which is indicated in 

the mandatory reports (WSP’s and ATR’s).  

o Pivotal (or sometimes called discretionary) grants are given for Learnerships and Skills 

Programmes and are allocated on an annual basis. They are granted at the discretion of 

the SETA and according to the annual applications from employees. An employer could 
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apply for a grant and be allocated 70% of their requirement, but if they don’t apply they 

will not have access to the funding. 

 

Tax rebates also exist for companies embarking on Learnerships and Skills programmes and B-

BBEE points are awarded. 

 

5.2.2 What is a Learnership? 

A Learnership is linked to a qualification and typically takes a year to complete.  A 

Qualification is based on unit standards which are either Core, Fundamental or Elective unit 

standards and consist of a minimum of 130 credits.  Each unit standard is assigned a number 

of credits which is based on the complexity of the subject matter and the detail of the topic 

being covered through Specific Outcomes and Assessment Criteria.   

 

What differentiates a Learnership from a Qualification is the 

workplace application of the learning.  Learners are required to 

provide evidence that they can apply what they have learnt in 

the workplace.  A workplace based mentor must be assigned to 

monitor the learning and provide input to the Portfolio of 

Evidence (PoE).  Each learner completing a Learnership is 

required to submit evidence of their learning by preparing a PoE.  

This must be assessed by a qualified assessor and submitted to the 

registering SETA for moderation and review.  

 

5.2.3 What is a Skills Programme? 

A registered Skills Programme consisted of a maximum of 50 credits and must be aligned to a 

Job Role such as an Inventory Controller or a Customer Service Administrator.  Skills 

Programmes must be registered with a SETA in the same manner as a Learnership and the 

same funding opportunities exist for Skills Programmes.  The learner is also required to complete 

and submit a PoE in the same manner as a learner who is undertaking a Learnership. 

 

5.2.4 What is a Portfolio of Evidence? 

A Portfolio of Evidence (PoE) is a collection of evidence represented as assignments by the 

learner.  A PoE must consist of workplace assignments signed off by the designated mentor, 

classroom assignments – both individual and group assignments – and a final assessment which 

is presented as results from an examination (this is called the Final Summative Assessment – 

FSA). 

 

The PoE must be assessed by a registered and qualified Assessor and 1 in 10 PoE’s must be 

moderated by a registered and qualified Moderator.  
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5.2.5 When are Certificates Issued? 

Certificates are issued for unit standard aligned training by BIZZCO once approval has been 

received from the SETA. This approval is only given once PoE’s are moderated and reviewed 

at the SETA and this process can take as long as 6 months to complete.  Learners are required 

to submit original certified copies of all their documentation and need to be assessed as 

competent before their documents are submitted to the SETA. This process can take multiple 

attempts before there is success.  

 

Certificates are issued by APICS for the international certificates. This is sent directly from the 

APICS office on completion of the examinations. 

 

5.2.6 What is a Public Training Course? 

Public training courses can be conducted in each region. The definition of a public course is 

where a course date is advertised for a specific course and employers and individuals can 

book delegates on this training course. A venue will be decided on based on where the 

demand is and bookings will be made through the BIZZCO office.  A minimum of 8 delegates 

are required for a BIZZCO public course to be conducted in order to remain profitable.  

 

5.2.7 How Many Delegates are Necessary for a Training Programme? 

A minimum of 8 delegates are required for a training course to go ahead.  This will ensure that 

we get the margins necessary to be profitable and to reward our Partners adequately for their 

effort.  In the event that a client has 7 or less delegates that they want to book on a training 

course, they will be quoted for the minimum of 8. 

 

5.2.8 Phased approach to training 

The reports that are produced as a result of conducting assessments will include a list of all 

training recommended for the participants. This information should be built into a phased 

approach report for discussion with the client. The phased approach report will be prepared 

by the BIZZCO support team but this will be a guideline for the MPP to use as a tool to secure 

long term planning sales for training. 

 

5.2.9 How Often Should Assessments be Conducted? 

Assessments can be done to support the performance reviews that a company performs.  It is 

recommended that assessments are conducted annually or when an employee is moving into 

a new role within the organisation. The assessment database will keep records of all 

assessments taken and reports can be produced for clients showing comparative results.  
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5.2.10 Can BIZZCO Compete with me at a Client? 

All leads that are introduced to BIZZCO will be allocated to the MPP. It is not the intention of 

BIZZCO to compete on sales with a Partner. Only in extreme circumstances, such as if an MPP 

is unable to complete the sales process, will BIZZCO step in and take over the sales process. 

 

5.2.11 What Will Disqualify me as a Maestro Partner? 

A Maestro Partner may be disqualified if there is a breach of contract as stipulated in the 

Memorandum of Understanding, or if the MPP is guilty of bringing the reputation of the Maestro 

Programme and/or BIZZCO into disrepute. 
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6.1 Prospective Client Recording 

The Maestro Partnership Programme allows for any one partner to exercise the right to protect 

their existing client base through a form that will be used to record potential client information. 

 

The following conditions apply when tagging prospective clients: 

o In order to record a prospective client, you must have made verbal or 

written contact with the client with regards to the Maestro Product offering 

and the prospective client has expressed interest 

o A client can be recorded for a maximum period of 6 months providing 

there is evidence of sales activity during this period 

o There will be an opportunity to recapture the client should there be a delay 

in the sales closure providing the above criteria have been met or if the 

MPP is still actively working on the account 

o Once the deal has been closed, or gone cold, the client will be recorded 

as a lost sale.  

 

 

6.2 Marketing Materials 

An electronic starter pack of marketing materials will be made available to you once you sign 

up as an MPP. This will include a product sheet for each of our services, course outlines and 

marketing materials which can be sent to prospective clients. 

 

 

6.3 Quotation and Proposal Development 

 

BIZZCO commits to preparing the quotation within 24 hours for a simple service offering and 48 

hours for a detailed proposal document. Consultation will be made with the MPP during the 

quotation/proposal stage to ensure that the elements reflected on the proposal or quotation 

are correct.  

 

 

 

 

 

 

 

 

 

  

Important Note: 

BIZZCO is here to assist with quotations and 

proposals. We understand our product offering 

and can give you the best advise on what 

would be the best solution to sell. 
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Booking of Maestro Classroom-based Training Courses: 

The Maestro Partnership Programme has an extensive offering of skills development and 

learnership courses which can be individually customised for our clients. These courses are 

identified on the pricelist and a summary of each course is available.  

 

BIZZCO does not expect our Maestro Partners to manage the logistics for training courses.  

Therefore, in the event that training courses are required for a client, please use the following 

process. 

 

o At proposal stage, the MPP must work with BIZZCO so that the 

implementation of the training programme is clear for all parties. 

o You will be contacted by a member of the BIZZCO team to ascertain the 

nature of the training required. Please ensure you have the following 

information to hand: 

o The reasons why you have proposed training and the training course/s you 

have recommended 

o The number of delegates attending the training 

o The area where the training will take place 

o Thereafter, all training logistics will be arranged and carried out by BIZZCO 

Administration including the client interaction  

o BIZZCO will provide you with the training details and quotes to include in your 

final client proposal and quotation 

o On acceptance from the client, the Purchase Order should be forwarded to 

BIZZCO. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Important Note: 

A minimum of 8 delegates need to attend a 

classroom-based training course to make the 

intervention viable. There is however no limitation 

for online training which can begin at any time for 

any number of learners. 
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6.4 Assessment procedure: 

As part of the Maestro Partnership Programme, BIZZCO offers the use of web-based 

assessments used to determine skills gaps. 

 

In the event that a client requests access to Maestro Knowledge Assessments please adhere 

to the following process: 

o At proposal stage, you will be in contact with a member of the BIZZCO team 

to ascertain the details of the assessments required. Please ensure you have 

the following information to hand: 

o Number of assessments required for each job role 

o Whether any customisation is required 

o On acceptance from the client, the Purchase Order should be forwarded to 

BIZZCO. 

o Thereafter, all Assessment logistics will be arranged and carried out by 

BIZZCO including the client interaction and you will be notified of the 

progress. 

o When assessments have been completed, BIZZCO will forward the reports to 

the MPP with recommendations 

 

 

6.4.1 What Happens if there is Customisation – How Does this get Handled? 

IN the event that customisation of assessments is required by the client, the MPP should notify 

BIZZCO. Through discussion with the BIZZCO Admin team, the extent of the customisation will 

be determined and thus the duration. On acceptance of the quotation from the prospective 

client, a workshop will be scheduled with the client to design the new assessments. The BIZZCO 

development team will prepare the assessments for publication and obtain sign-off from the 

client. The assessments will then be activated and made ready for use. 

 

6.4.2 Lead Time for Customisation 

Time allocated for the final activation of assessments will be determined by size of the project, 

the number of assessments to be developed and the availability of the client. The following 

elements should be taken into account: 

o The customisation workshop will takes an average 30 minutes per assessment 

o The design phase takes approximately 1 day per assessment 

o The client will need to review each assessment prior to sign-off, this could add extra days 

depending on the availability of the client 

 

The publication phase takes approximately 2 hours per assessment. 
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6.4.3 Technical Back-up for Assessments 

In the event that a client has technical problems when taking assessments, the BIZZCO Admin 

Team will provide working hour support to the client. 

 

6.4.4 Reporting – How is it Accessed? 

Reports on the assessment results are prepared by the BIZZCO team and they will be sent 

directly to the MPP.  The MPP will present the reports to the client, this will open discussions 

about training requirements based on the assessment results. 

 

6.5 Trial Assessment Procedures / Samples for MPPs 

You may find that some of your clients request to see examples of the products and services 

you are offering as part of the MPP. In this case, you can access samples of the Assessments 

as well as the training material. 

 

A sample of both training courses and assessments will be made available through our LMS.  

This will provide the client with a good idea of the nature and quality of the training materials 

and assessment tools. 

 

To arrange a trial assessment or access to a free training course, please adhere to the following 

process: 

o At proposal stage please liaise with BIZZCO team 

o You will be in contact with a member of the BIZZCO team to ascertain the 

details of the trial assessments or free course required. Please ensure you 

have the following information to hand: 

o The title of the trial assessment to be allocated or the free training course 

o Thereafter, all access to the LMS will be arranged and carried out by BIZZCO 

including the client interaction  

o The results of the trail assessment will be sent to the MPP for discussion with 

the client 

 

 

Trial Assessments will be issued at the discretion of the BIZZCO Admin team. There is a cost 

associated with each assessment and whilst this is an excellent tool to use in the selling phase, 

this service should be offered with caution. 
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6.6 Advisory Services Procedures 

When offering Advisory Services to a client, a proposal document will be prepared which gives 

details regarding the services being offered. On completion of the Proposal document and 

through discussion with the MPP on the details regarding the services being offered, the 

document will be provided to the MPP. 

 

The MPP will obtain sign-off from the client on the proposal inform the BIZZCO team once this 

has been obtained. 

 

The BIZZCO Administration team will make all arrangements with the client for the delivery of 

the services and the MPP will be informed of the progress. 

 

6.7 BIZZCO support structure 

 

6.7.1 Support for Administrative Issues 

The BIZZCO Administration team will provide full back up to the MPP for any post sale 

administration issues. They can be contacted via email or by phone. 

 

6.7.2 Invoicing to Clients 

All invoices will be raised by BIZZCO and sent directly to the client. The BIZZCO team will be 

responsible for debt collection from the client. The MPP will be notified when payment has 

been made by the client so that he/she can raise the invoice for commission. 

 

6.7.3 Website and Social Media 

 Our website is updated frequently with articles, news and product information. The website is 

aimed at the customer and will showcase the Maestro product range as well as highlight the 

key benefits of partnering with BIZZCO. 

We have a Facebook site which is aimed at the learners where they share their learning 

experience as well give them access to a facilitator who can give them advice on their career 

steps and opportunities. 

 

 

 


