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Solutions Built for
Real-World Delivery
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WHY PRO-D LEARNING

One Partner.
Every Learning Asset.

Pro-D Learning designs complete learning systems
that can be delivered, licensed, customized,

or expanded.
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Complete learning solutions built for real delivery.




< Pro-D Learning

Learning Solutions Built for Real Impact

® — S

We don'’t just create content—we help organizations build, deliver, and scale learning that works.
Start with what you need today—then expand into a complete learning system over time.
Every solution is designed to support real delivery, not just content creation.

LEARNING

{ sosi ) R R / <\ | CREATE SCALABLE LEARNING LIBRARIES
oVo | Create structured, ready-to-deliver training (T ) ¥ g
k,‘ (F ) programs that support your team with G\/ ) Develc?p a library of learning coqtent that can
N e consistent, practical learning. . S be delivered across teams, locations, and roles.
VP DEN R EATEROHIDI GO NS /| TURN CONTENT INTO LEARNING PRODUCTS
[ 4 ( ‘ Build leadership and workplace training that (| p \ .. ;
\ N~ ) ; o I Transform your expertise into scalable learning
\ supports growth, consistency, and real-world \ =2 / : :
\. Y, s / content that can be delivered, licensed, or sold.
S application. N
CHOOSE WHERE TO BEGIN
Most clients begin with one of these approaches—then expand over time.
Start With E-Learning /o Build a Complete Program N License and Expand
4 Launch foundational digital \ i = Add slides, facilitator guides, \ /'\‘/ . ] Use existing content, customize it,
= = learning quickly. = workbooks, activities, and tools. and scale over time.

Start with one need. Expand into a complete learning system.
Every solution connects learning, delivery, practice, and workplace application.

Designed and developed by Pro-D Learning PRO-DLEARNING.COM
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— Pro-D Learning develops e-learning content

) ) ; : bt We don'’t just build training—we create
and learning solutions that organizations

structured, scalable learning solutions.

Com plete, practical lea rning can use internally or deliver through their
A e own platforms. Our focus is on practical Organizations can start with ready-to-use
SOlutlonS fOr rea l'World del|very- workplace learning that can be implemented e-learning and build out facilitator guides,
quickly and expanded over time. workbooks, and full programs as needed.

Pro-D Learning creates ready-to-use and customized
learning solutions for organizations, associations,
consultants, training providers, and continuing
education departments.

OUR APPROACH

. f . . Practical Scalable Flexible

Each learning solution can include e-learning, o @
facilitator-led workshops’ presentation decks, Focused on real workplace Designed to grow with your & Start with what's ready and
facilitator guides, participant WOI‘kbOOkS, activities, application, not theory. organization or platform. expand when needed.
job aids, assessments, and implementation tools.

The goal is simple: make high-quality learning easier [ E— R

to deliver, easier to apply, and more valuable to both I/,,;* Learn Apply Use

the organization and the learner. s N G S :

N Build knowledge Practice skills in Apply learning on
—_— and understanding. practical ways. the job for real results.

| |
P p r O - D ( ’ Start with one need. Expand into a complete learning system.

% % |_ E A R N | N G Every solution connects learning, delivery, practice, and workplace application—so learning leads to real-world results.

Designed and developed by Pro-D Learning | PRO-DLEARNING.COM




Portfolio Roadmap

A guided view of Pro-D Learning’s capabilities, learning pathways, and selected examples.

Discover Explore Review See the Work Choose

Pro-D Learning Complete Solutions Learning Pathways in Action an Approach
Our purpose, audience, The components that Structured leadership, Examples of e-learning, License existing content,
and learning-design support facilitated, workplace, and sales presentations, workbooks, customize a solution,
approach. blended, and digital development programs. activities, and job aids. or build something new.

delivery.

®

Start with a single learning need—or build a complete learning system over time.



E-LEARNING MODULE

Building Trust 10% COMPLETE  enmm—

How We Build a
Complete Learning Solution

MENU TRUST INACTION
One learning strategy—developed across ever
. g = o gy P y Weicome Trust Strengthens
delivery and application tool. e Relationships and Results
We begin with the audience, business need, and desired outcomes, then build an Trustisn't built by intention—
integrated learning experience that moves from understanding to practice and it's built by what you consistently do.

workplace application.
p 0527222 »

Clarify - Design - Develop - Connect - Apply

Every component supports the same learning outcomes, @ @ 880:

visual language, and practical application.
Build Consistency Create Safety Drive Results
Follow through Encourage openness Improve collaboration

o e o o e and create reliability. and strengthen teamwork. and performance.
o B2, ) & &4
e n

' } Develop the } Connect the }

Clarify the Need Design the Support
Experience Components System Application
ience, goals,
del?:: comg:? : nd Learning flow, key E-learning, slides, Align content, branding, Provide tools learmers
desa::d P 4 concepts, activities, facilitator support, instructions, and can use after the
and application workbooks, and tools learner outputs leaming experience
SLIDE DECK WORKBOOK LEARNING TOOL
YOUR PERSONAL TRANSLATE INSIGHT INTO ACTION
What Is Trust? hiapralahipaes L : CIRCLE OF SAFETY
Trust is not built through intention alone;
Trust is bulit through consistent actions—over time, not in moments. Trust starts with you. Use this map to reflect on it is built through consistent, visible actions. o oié‘de Pres Sy, re.
$

how your actions, behaviors, and consistency This plan helps you turn insight into action,
sde the Tg
\0° "

influence othors’ trust in you,
a Porson/Tesrn | Action] Wil Teke Whet ‘"'D‘:"R"
v \' Trust Lead nd
eaders expal
Openness

the circle—so

Consistenc Transparency Reliability
y P: YOU PSYCHOLOGICAL people can focus
Following througt c icating openly Being dependable on the work, not
on commitments. and honestly. when it matters. Befors Yot Begk), Reflact: &
1. Desired O — What does ger trust look protecting
¥ike in the rolationahip or team? Ives.
1 dol oty bolkd Gt = 2. Current Roality — What's happening now? What themsel 3
Trust strengthens relationships, enables collaboration, . Where do | consistently build trust todey signals (octions. beherors, resulta) indicate the
: current level of trust?
and drives performance. 2. Where might | unintentionally weaken trust? 3. Priority Action — What is one high-impact
action you will take to close the gop?
3. What is one behavior | will strengthen starting now? What will you need to do consistently—even

when it's uncomfortablo—to bulld trust over time?




Leadership & Workplace Skills Academy

Practical development pathways for emerging leaders, experienced managers, and high-performing teams.

LEVEL 1

LEAD YOURSELF
Build the foundation
for effective leadership.

The Trust Leadership System

Conflict Resolution
for New Managers

Empowering Feedback:
Tools for Effective Leadership
Exploring Leadership Styles

Generational Dynamics -
Navigating Multigenerational
Workplaces

Setting and Communicating
Goals Effectively

The Listening Leadership
Pathway

Build confidence, strengthen
skills, and create trust-based
relationships.

w
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Core Leadership Essentials Lead People & Drive Performance

LEVEL 2
LEAD OTHERS

Strengthen influence,
communication, and
leadership impact.

Foundations of Listening

Barriers and Breakthroughs
Listening in Action

Listening for Leadership Presence
Leading Change with Clarity,
Empathy, and Action
Understanding Change
Management Models

Leading with Emotional Intelligence
Social Styles for Effective
Communication

High-Performance Teams Program
» Building and Sustaining a High-
Performing Team Culture

¢ Creating an Enviable
Team Culture

e The Four Stages of
Team Development

Lead with clarity, communicate
with impact, and build high-
performing teams.

DEVELOPMENT ROADMAP

LEVEL 2+
LEAD STRATEGICALLY

Align strategy, lead change,
and drive results.

. Strategy & Organizational Impact

Strategic Learning Pathway

Strategic Planning Foundations:
Turning Vision into Action
Strategic Assessment

and Goal Setting

Strategic Alignment

and Execution

Strategic Execution and
Performance Measurement

Process Improvement Series

o

Part 1: Introduction, Why It Matters,

and Where to Begin

Part 2: Process Mapping and Analysis
Part 3: Metrics, Objectives, & Benchmarks
Part 4: Lean Thinking and Six Sigma

Part 5: Kaizen Continuous Improvement

Understanding Crisis Management:
Navigating Through Chaos

Al

Programs can be taken individually or combined into a customized learning pathway to meet your goals.

Think strategically, improve
processes, solve problems, and
lead your organization through
change and complexity.

LEVEL 3
SPECIALIZE & LEAD
THE FUTURE

Deepen expertise and
prepare for what's next.

Optional Leadership Tracks

Smarter Problem-Solving for Leaders

The Art of Effective Recruiting:

Hiring the Ideal Candidate
Mastering Digital Tools for
Corporate Success

Leveraging Al to Enhance
Workplace Efficiency

Cybersecurity Leadership Track

©)

All programs are available for in-person, virtual, and blended delivery.

Level 1: Cybersecurity Basics for the
Modern Workplace

Level 2: Cyber-Ready Leadership &
Risk Management

Level 3: Cyber-Ready Leadership:
Making Smart Decisions in a
Risk-Filled World

Introduction to Data Security

Develop advanced capabilities
to lead in a digital, fast-changing
world.




The Trust Leadership System

Trust is built, repaired, and sustained through visible action.

Understand Build
Trust Trust

Recognize what trust Take actions that
is and why it matters strengthen trust
in everyday leadership. through reliability,
transparency, and
follow-through.

Create
Safety

Foster an environment
where people feel
respected, heard, and
safe to speak up.

Repair Sustain
Breakdowns the Culture

Acknowledgee take Reinforce trust every
ownership, and act to day through consistent
rebuild trust when it behaviors and shared

has been broken. accountability.

A complete leadership-development solution designed to help leaders build credibility, create psychological safety, repair trust breakdowns, and

sustain trust through consistent everyday behavior.
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Five Behavior hat Build Trust

Practical actions that strengthen trust in everyday work and relationships.

® O 5

Demonstrate Communicate Listen Act with Follow
Reliability Transparently Actively Integrity Through

Be dependable, keep Share relevant information Give others your full Make honest, ethical Take ownership of

commitments, and openly, honestly, attention, ask questions, decisions and align your commitments, provide
deliver what you promise. and promptly. and confirm understanding. actions with your words. updates, and complete
agreed actions.

W3 J
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Trust is built through consistent everyday behavior.

A practical five-stage leadership development system that helps leaders understand how trust is experienced, strengthen everyday trust-building
behaviors, create psychological safety, repair breakdowns, and sustain trust through consistent leadership routines.




. Instructional Architecture -

The Trust Leadership System is designed to move learners from
understanding a concept to using it in the workplace.

S _ Follow
Reflect Practice Apply Through

Learn Reflect Practice Apply fﬁ'(')?l‘gh

Purpose Purpose Purpose Purpose Purpose
Build understanding Connect learning to Develop skill in a Use tools with real Sustain behavior

personal experience safe environment workplace situations after learning
Trust Leadership @ Trust Leadership Trust Leadership Trust Leadership smal) Irust Leadership
examples examples examples =l examples examples
Trust foundations, Self-assessments, Scenarios, language Conversation planners, Follow-Through Planner,
psychological safety, reflection questions, practice, trust-repair Trust Barrier analysis, commitments, check-ins
behaviors that build trust identifying trust conversations leadership action and trust-building
strengths and risks planning routines
- o - o - v} - ~ - o

® FROM UNDERSTANDING TO IMPACT ® >



Trust Leadership System

— — STRUCTURAL ARCHITECTURE

4
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Course e Module 1 — e Module 2 — e Module 3 — e Module 4 — e Module 5 —

Introduction Understand Trust Build Trust Create Safety Repair Breakdowns Sustain the Culture
S el > JEEE @ - - @ @ - ®
Set the foundation Recognize how Practice the Create an environment Use the 4A Model to Build routines and
for the learning trust shapes behaviors that where people car‘1 speak acknowledge, own, leadership habits
journey. everyday work. strengthen credibility hongstlx Vyhtle address, and repair that make trust
and confidence. maintaining trust issues. consistent and
accountability. repeatable.
e 2 N g N N J % .
© LEARN ¢ APPLY ¢ LEAD ¢ SUSTAIN

() A connected learning pathway that builds understanding, strengthens behavior, and sustains a culture of trust.



Sales Academy: Unlocking Sales Excellence

A three-level pathway for building core selling skills, advanced sales impact, and strategic sales leadership.

LEVEL 1
Build the Foundation

Core selling skills for professionals building
confidence, credibility, and consistency.

Build Credibility

e Selling With Trust

¢ Selling with Ethics & Professionalism
e Listening to Win

Build the Pipeline

¢ |deal Customer Characteristics
¢ Sales Prospecting Essentials
e Leveraging LinkedIn for Sales Success

Understand the Buyer

¢ Discovery Sessions
* Mastering Sales Through Storytelling

Build trust, focus effort, and lead better buyer conversations.

LEVEL 2
Elevate Your Impact

Advanced sales strategies for strengthening
influence, value communication, and account
growth.

Strengthen Buyer Engagement

¢ Building Emotional Intelligence for Sales
e Customized Sales Presentations
* Objection Handling

Expand Customer Value

* Cross-Selling & Upselling Strategies
e Strategic Account Planning

Move Toward Agreement

* Negotiation in Sales
¢ Closing the Sale

Communicate value, handle resistance, and secure

commitment.

Strategic sales leadership for team capability,
sales strategy, and sustainable growth.

e Coaching & Mentoring High-Performing Sales Teams
e Data-Driven Decision-Making for Sales Leaders

e Strategic Planning for Sales Leaders

* Innovative Sales Success: Growth Mindset

¢ Additional leadership topics can be added as the academy
expands.

Develop sales leaders who can coach, align, and grow
results.

Programs can be taken individually or combined into a customized sales-development pathway. | Available for facilitated, virtual, blended, and digital delivery.
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orkbook Sal Iﬂl,p_le : Activity: Map an Opportunity
Sales Negotiation: From Conversation to Commitment 2 e
Through the Sales Negotiation Journey n

A participant workbook sequence that moves from journey awareness
>
Journey Stage What Has Happened So Far? What Is Still Needed? My Next Question or Action Consider:
@ Journey Model g

to application, reflection, and playbook capture.
¢ Where is the opportunity currently in the journey?

Clarify Objectives * Which stage contains the greatest gap or uncertainty?
and Boundaries ¢ Where might you have moved ahead too quickly?

* What assumption still needs to be confirmed?

* What is your most useful next question or action?

Negotiation Journey Model

Use this simplified model: Prepare = Priorities = Value -
Options and Terms -+ Commitment and Follow-Up

e S o dentyBuyer

Prepare Clarify outcomes, limits, BATNA, trade-offs, and next step. Priorities &
Priorities Understand what matters most to the buyer. Use what you noticed to identify one buyer signal,
Value Connect the solution to outcomes and decision criteria. noxt-sten qt{es'tlon, orjoumey practice to:carty into your
z : Emphasize Sales Negotiation Playbook.
Options and Terms Explore adjustments while protecting value. Solution Value 5

Commitment and Follow-Up Confirm owner, date, decision, agreement, and documentation.

I @ Explore Agreement
‘4@ > _"4‘_’._" Options
"9 Sales Playbook Capture
o o o o o o 4 ybook Cap

Prepare Priorities Value Options Comtoms Commitment  Follow-Up n— -
and Terms Define Terms and | Sales Playbook Capture: Negotiation Journey Signals

@ Apply the Journey
What | already do well: Where do |

usually recognize the stage of the

Recognizing the buyer's stage is only the beginning. The next step is applying the Secure Buyer
full journey to a current, recent, or realistic opportunity. = negotiation well?
Commitment .
Use the worksheet to identify what has already happened, what remains unresolved,
and what question or action would help move the opportunity forward. What | want to improve: Where do |
Instructions sometimes jump ahead or miss a
@ Choose one current, recent, or realistic buyer opportunity. Document and signaty
For each relevant stage: Follow Up
EZ * Record what has already happened. What | learned or want to carry
« Identify what is still missing, unclear, or unresolved, forward to Section 10: What buyer
* Write the next question, action, or confirmation that would help PREPARE signal or next-step question should
::nove the opplom.;my fohrwmd. e ) : TIP: Use this map to keep the negotiation on track, create value, (.-“ ASK. be included in the Sales Negotiation
t sta > e 2 3
21 FOcVS Ost C1008ly 9N the $1a 58 Wito/9 the. ORPOrtunity curently and move the opportunity forward with confidence. - CREATE VALUE. Playbook?
sits and the stages that are likely to come next, CLOSE
"g‘ You do not need to complete every stage in equal detail.
The goal is to identify where the opportunity stands and what needs to happen next.

PREPARE PRIORITIES @VALUE > \Qj OPTIONS & TERMS @COMMITMENT $ <@ FOLLOW-UP




PowerPoint Sample

Sales Negotiation Journey How The Journey Is Shown

A consistent PowerPoint storyline that moves learners from the overall journey, to

real-world loop backs, to buyer signals, and finally to opportunity application. ° Introduces the full negotiation path

1 Journey Map 2 Loop Back Preparation - priorities - value - options > terms >

commitment > follow-up.

Section 2: The Sales Negotiation Journey Negotiation May Loop Back

/ @ \'Z Q \J @ ‘ (B)- ‘1.(_' i e A Shows that negotiation is not always linear

—— =" =) == |
Pwitim ¢ aitewrt  PolowAp ‘. “.\ s )

L Learners see that conversations can move back to value,
( 6 SLrmg regotetirn move o preparahon 10 mutudl Agreement ’ . Linnparg) 1oai 8 ta root Satice N mmans D s e o et Lo ol fy terms’ or Optlons'

POL T PIESSUTE 10 Lot

Naw buyer quastions, COrCerma, of Condtions may Mova the COTVersetion Back to an sarder stage.
Examplas:

A pricing concam may Mmeove the Comenation back to valse.

Uses buyer language as the trigger

journey step.

. - ; i Cpmrtnty Apply the J 1
Buyer Signals Help Sellers Choose the Next Step S i YR Oﬂignu:it;u ot ol
“We are still figuring out . = ur-u:.-u.cm:r.un|?:uﬂﬁrriu-ngg_a;.;u:cﬂ:;.:zqg. - . .
@ e @ ron- = Ty e Turns the model into practice
e ")::-e.d::“:l'u:aﬂmtn 3 e Value —
e ~Can we adjuet the ' e — s The final activity maps a real opportunity through the
timing or s¢ ™ ——— .
-w...:.x nm = journey.
G nwlm;"" . 0 Terms
c -l-mo\::r:e"u‘ 3 e Commitment e - * Wmmrw iyt pcetuniy sy e Salas Hepsacn
Q@ ==z ) @ e R ——




FACILITATION FLOW STAGE-BY-STAGE FACILITATION GUIDE

o Prepare
Stage Purpote Teme Koy Activity

Facilltator Guide Purpose: 5ot tha Soundston ko
o isia Set the founde o ontn Our ’

succonsdul negotiaton

Facilitator Guide Preview

Sales Negotiation Journey - Facilitator Guide Sections

The Sales Negotiation Journey

Facittator Telking Points
. P

" . . I e R Lo rioriies u»d:\l’m.a‘ndnhalmul 38 ovin : 2, BATNA, and Dade-offs
A ready-to-use facilitator guide that provides everything e s S erogts S e B s, . U SR N I
i ; . v fotlow-up Discussion Promgpts
you need to confidently deliver this section. © - v o b & Wnde v naea IO RS 4 sogdidont
By the end of this s0ction, laarmers will be abie to:
o identity the seven stages of the Sales Negetiation Jourmey o Opticns 1Smin -’:«.:.' mr——
*  Understand the h ot
Purpose and Outcomes - Rocognizehowthe stages connect and 3upgeort s successhul outcome o <
Termra 5o 15 e
Clear learning goals and what learners -
- Negotiotion ks more than dimcussng price. 11 is 2 structured process that helps both
pREEEs e 0
° o o ° ° o o o Foliow-Up oy 10 mn
Section OVerview Pepare Piormies Vatis Commane Yoo Comertirmet Fobon-Lp
High-level summary of the journey Q e e e ot e e e e i oo
and key concepts. oy

Step-by-Step Facilitation Guide
Talking points, timing, learner activities,

e Value e Terms ° Follow-Up

PArPoser Emphesias 1he sok/ion vekus and ouAcemes Purpose: Define terms and conditions of agresment <
Purpose: Document the agrotment and next steps

and suggested questions. O S ok v e e b e e Fociiator Teking Poiets

whot in nchadod. onciuded, and requined
M4 DUCH 08 ACOPS, CAICING. BAMing. 36 payrment

«  Ensure mutual understancing

Discussion Prompta

ories? 10 the koy terma weo neod to agree on?

Discussion Prompts « Whatoutoom

o Mowcon we reirdorce that velse?

Engaging questions to encourage
reflection and application. o ORtions

Purpoos: Exploro possidle agreament cotcns.

Purpose: Sacuro Huyer COMIMEMent to Mave forward

Faciitator Talking Points

«  Confem the truyer's decision. approvel, Of Hest acton.

« Ensure all approvals are in

Materials and References

= Koop the conversation colial

*  Agree on the nest step and timing 2} sorses Seages Ao, Wotzhest
. . Discussion Prompts V' Farmdanion poreet! »of D actvies and s
List of materials, tools, and resources TR A - Discursion Prompts S P o
. A 5 ) o What could we djuot that sl meess thei needs? © What i tho docision o¢ Naxt SLop we are agreeng 107 v
included in this section. « Whatwould be a fa rade for both sides? o Who needs 10 appove, and by when? | Feckmeter otes ang Tabing Poiet T =
o What will success look ke from here?

A complete facilitator guide that saves time, builds confidence, and delivers consistent learning experiences.




T COMEYEIon 10 MOVE BACEAME Of Nevisd 32 Qe 81200 FOr exanghe, 3 nirw Dyps
COmCen ey nigaes the seber 1o ety pricelsc, rerforce sdoe, of egiore Sl feent opbors

E-Learning Sample

Salzee comPRtrme can Se sacired.

B
Negotiation in Sales: Moving from

Fevew the joutray Selow Lo wee hom 115000 segotisions progoess Som cesr osecthe and

Deyn prication 30 Msteal 3geeenant and fokow-un

Conversation to Commitment
As yau acpions the Josrmery, consider whers yosr = today

A self-directed learning experience that introduces a visual [ e ) auestien, resppanse, o 361k mowhd ety Mo B Sprmsnd

model, guides learner reflection, and connects course
concepts to practical workplace application.

The Sales Negotiation Journey

<

0,0 0, 0 0, 0 —0-
Pn»pm“l Priorities \'ahn—l Options J Terms t(:mnnmm Fellow-Up

v

Design features shown

¢ Branded course introduction
e Custom negotiation journey model 1 Eanren el a
e Guided application activity
¢ Downloadable worksheet/tool

* Real-world transfer to a buyer opportunity kst shanpla i, soprops ecedsanit, o Beyar ComcRPTS i W ety Bepr

COMMGTSATION 10 PALSe OF Mtum 10 an sarfiar stage.

2 Visual learning model

a . Lrgranie
In this actwity, you will appty the Sales Negotlation Joumey to one curment, recent, of realistic
v, you will appty Y Seation Vet

CRPAIunEy, MEping P8 Sppaniunily Will TRiD you recognias wihat Ris drascy Sean

accomplzhed. identify what is stl missing, and determine the most usedul guestion or action

% Move tre conversation forward. ;’;m
Learning design stor
g g y Instructions
Defive Terms and
Choose one buyer opportunity and review sach stage of the ourmney. Conciions
Explain the concept > show the model > guide application > o onchiieca .
provide a reusable tool. Nu——
« Note weat has happened 5o for
« |dentify what is stil neoded, unciedr, or unresolved. Documen ane
Follow Up

o RRCO0d I 1Rl GUEALIon OF RCLION IRAT would Pals Mow the cpportunity forwand.

T
This example demonstrates how Pro-D Learning builds e-learning Sy W SSSOR MOME ¥R 2RO FOUR U SOMT MR B EN AV 88 e st it ooty = e AR
coss

Hely to come next

that is visual, practical, and connected to workbook and on-the-

job use. 3 Guided activity 4 Downloadable tool

THE COURSE MOVES LEARNERS FROM UNDERSTANDING THE NEGOTIATION JOURNEY TO APPLYING IT TO A REAL OR REALISTIC BUYER OPPORTUNITY.




About Linda Guenette

Learning designer, content developer, and founder of Pro-D Learning.

Complete learning solutions — not just courses.

Linda designs ready-to-use training solutions that help organizations deliver
practical, engaging learning with confidence.

Her work spans leadership, communication, sales, and workplace development.
She is known for turning complex content into clear, professional learning
experiences that are easy to facilitate, relevant to the audience, and designed for

real-world application.

Specialty: e-learning, slide decks, facilitator guides, workbooks, job aids, and implementation tools.

CLEAR CONTENT ¢ PRACTICAL TOOLS « REAL-WORLD APPLICATION




Three Ways to Work With
Pro-D Learning

Flexible options. Complete learning solutions.
Choose the approach that fits your needs, your audience, and your goals.

PProD

LEARNING

Every solution is designed for real delivery and real impact.

LICENSE

Use it. Deliver it. Grow with it.

CREATE

Design it. Build it. Own it.

rj CUSTOMIZE

Adapt it. Make it yours.

Choose from our ready-to-use library of
learning programs.

Start delivering quickly with
everything you need.

Ideal for in-house training, member

education, and professional development.

Best for organizations that want
high-quality content they can
implement right away.

9 |

Adapt an existing program to fit your
audience, industry, language, or brand.

') Keep the proven structure while

making it your own.

/) Faster and more cost-effective than

building from scratch.

A"'ﬁ,ﬁ?‘”ﬁ Best for organizations that want
=7 atailored solution that reflects

¥ their unique needs.

Whether you license, customize, or create, you get a complete

learning solution that is practical, engaging, and ready to deliver.

() Start from the ground up with a completely
custom learning solution.

(@ Built around your goals, learners,
and business outcomes.

@ Ideal for complex initiatives and
strategic learning programs.

Best for organizations that want
a unique solution built for their
specific goals and challenges.

Let’s build learning that works.
EQ Start the conversation today.




Let’s Make Learning Easier to Deliver
and More Valuable to Your Audience.

Pro-D Learning creates complete learning systems for facilitated,
virtual, blended, and digital delivery.

Ready-to-Use Programs Content Customization Custom Learning Development
License proven learning content Adapt existing content for your Build a complete learning solution
and begin delivering quickly. audience, brand, language, and from the ground up.

goals.

y)) Let’s Start a Conversation ———
PRO-DLEARNING.COM
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