
Recorded Statement

Q = Skip Weeks


A = Gary Johnson

A: (Inaudible) Skip it’s Gary.

Q: I can’t believe we finally connected.  How are you?

A: (Inaudible).

Q: Excuse me?

A: I’m doing great.

Q: Good.  Well I’m glad you’re back safe.  Those those trips can be kinda long and hard.

A: It can be in fact I turn right around on Monday and I head back to Iowa.

Q: Oh my goodness.  Well I guess that’s why you get paid the big bucks.

A: That’s what they tell me.

Q: Well I appreciate you taking a few minutes with me to chat about the redesign of the website.  I I just felt like it was really important to have your input on this since I’m sure it has a a major bearing on uh on how you do your job and how you provide information to those whom you sell to.

A: Yeah.

Q: Uh I guess the place I’d like to start is uh if you can give me kinda some kind of a sense of if you could if you had your way and you had kind of a white sheet of paper uh what kinds of things would you like to see on the home page when uh state decision makers arrive at the website?

A: So uh okay so let me just kind of you you know that I’m thinking out loud so be...

Q: Sure of course yeah I am too.

A: Okay.  First my first thought is that in general uh I’m agreeing increasingly with Mark Johnson that we need to be more Pearson than Edustructures.

Q: Sure.

A: And so the the I’ve heard Pearson Data Solutions I’ve heard some other phrases whatever it is I’m increasingly inclined Skip that that I think I agree.

Q: Good.  Well think I think from a branding standpoint it it does give us a lot more power in in spite of the fact that there are some out there who have a bad taste in their mouth.

A: It’s true there are those it’ll mainly hurt the district team uh but it’s it’s primarily only good for the state team and right now I think that’s where we have to air is for the state team because our numbers are just so much bigger.

Q: Sure.

A: So okay so that’s just thought number one is that and by the way I was the most reluctant maybe because I was one of the early ones though I’ve had Edustructures kind of ingrained in me uh uh so the fact that I’m coming around tells you that pretty much everybody else has probably long since beat me there.

Q: Yeah well I think it’s a foregone conclusion once Steve(sp?) made the decision I think it just needed to percolate into everybody’s brains and uh he’s he’s very committed to it and I certainly support it.

A: So this would be the first uh you know really clear uh movement in that direction.  Right now I notice that when you called our 800 number I bet you it said uh Edustructures.

Q: Yeah.

A: Unless unless Amy(sp?) answered but if she hadn’t answered it would’ve said Edustructures.

Q: Right and when Amy answers she calls it Pearson Edustructures.

A: Oh okay so she’s a little bit better but the voicemail is just Edustructures.

Q: Yeah.  

A: Uh...

Q: So from a brand new perspective...

A: So that’s all...

Q: We’ve got to make sure that you know all of the collateral all of the messaging wherever it comes from you know in addition to the website is consistent as we roll this out.

A: I’m hopeful that that’s on somebody’s uh...

Q: It’s on Sandra’s(sp?) list.

A: (Inaudible) okay very good.  Okay secondly is uh we we kind of made our name with fifth but it’s becoming at least at the state level increasingly a liability.

Q: Correct.

A: Uh especially now that we’re seeing states there’s a movement afoot Skip where uh the DOE’s the departments of that are being consolidated into the state IT’s.

Q: Right.

A: So the states you know have juvenile justice and police and all these other agencies and to save money they’re consolidating the IT shops so Iowa just learned uh confidentially that their IT shop is about to be uh subsumed under the state uh IT group.

Q: Interesting.

A: So what that means is that to where it was at best neutral now it’s actually where state IT shops don’t even know how to spell SIFF.

Q: Right and and and that’s the conclusion that I’ve been drawing as well as I’ve been talking to everybody in the organization is that we need to really downplay the SIFF message and up play the interoperability the data collaboration the uh...

A: Exactly good.

Q: You know whatever and and so I don’t intend to lead with SIFF in terms of messaging and Sandra’s on board with that as well.

A: Okay.  So the the key buzz word or whatever now that’ll be a trickier I know that Enterprise Integrate wait EAI Enterprise Application Integration is an industry term for uh we’re kind of a subset SIFF is a subset of EAI...

Q: Right.

A: Uh I know that Web Services is also a subset but it’s a very very visible uh subset so anyway I don’t know exactly what we lead with that way uh but I guess my my second thought after the name brand was we need to be more in the Enterprise Integration business not in the SIFF business.

Q: Right.  Well we’ll you know I’m sure we’ll never abandon SIFF as a tool in our tool kit...

A: Right.

Q: But as far as messaging is concerned you know when uh as I talked to Rick(sp?) you know he he was quite an epiphany for me to to hear from him that over he and Dave actually that over 80 percent uh of the applications out there are not supporting SIFF still.  

A: Yeah.

Q: So wow.

A: It’s been yeah it’s been a slow a much slower adoption than than I guess I anticipated uh Web Services has just taken a lot of uh the thunder away so...

Q: Which you know we can play in that sandbox just as well that’s okay.

A: We can and we and we need to and just be broader I mean we’re now that’s one of the advantages of being Pearson they they expect a broader mission...

Q: Yeah.

A: Broader capability broader scope.

Q: Yep.  

A: So that would be number two uh number three is that uh before we get one I’m finding that the IT shops at the SIFF state are much more sophisticated than the IT shops in the districts.

Q: Okay.

A: And so when they go to a website uh it’s not enough to get a a PDF and some press releases uh they are looking for uh they’re looking ideally for for demonstrations of the various product capabilities uh...

Q: Right and in that regard I understand that you and uh Steve Setser(sp?) over the last year or two have put together some Power Points with some animations?

A: Yep.

Q: Could you e-mail those to me?

A: Yeah he might he’s actually o- let me work with him only ‘cause he he’s I’m always two versions below him.  

Q: Yeah if you can get that over to me that’d be awesome you know how many of them exist right now do you know?

A: Oh there’s a hodgepodge it’s hard to say.

Q: Okay.  Well shoot me whatever you can.

A: Okay.

Q: Or give it to Sandra and she can get it to me.

A: Okay.  And related to that uh so so there’s kind of different degrees of this Skip and that is there are there are animations...

Q: Yep.

A: Um like a Power Point there are there’s flash.

Q: Right.

A: Uh we have one of those it’s really stale...

Q: Yeah I’ve seen it.

A: Uh but Flash is a little bit one step up...

Q: Well it’s also...

A: (Inaudible)...

Q: Pure SIFF too.

A: What was that?

Q: The messaging is pure SIFF as well.

A: And and exactly right it’s pure SIFF so that the messaging’s wrong and all but flash is just a little bit more step up from a Power Point.  But uh a step up from both of those include actual uh being able to use the code in some way you know some kind of a demonstrable...

Q: Oh I’m glad you brought that up because uh I spoke to Mitch(sp?) about that in hopes that we could create a little uh sandbox or a demo set up and I wanted to make sure that you would you would support that notion?

A: Yeah no it’s Skip it’s a new world and these guys one they’re younger they’re used to they’re they’re used to digging into the website and getting their information long before they speak to a baggy pants salesman.

Q: Yep.

A: Uh they’re very comfortable with getting their knowledge through the web uh and they don’t want just fluff stuff they want real stuff and so NTC’s gonna be a really easy one to do ‘cause it’s just...

Q: Yeah.

A: It’s just beautiful that way SIFF the integration might be a little tougher but I still think we somehow need to come up with a demo...

Q: Yeah.

A: Not just an animation but a where they can go in and do somethin’.

Q: Yeah that’s that’s the intent.

A: What...

Q: And and uh Mitch is behind that concept so you’ll have it.

A: Good good.  Yeah well also so you know the sales team’s behind you.

Q: Wonderful that’s good to know.  I was a little bit concerned because I had I had gotten kinda mixed messages about your comfort or your potential comfort level with uh with that because I guess in the past some people had a perception that uh many of the clients had never even seen a a SIFF works screen...

A: Yeah.

Q: Until after they bought.

A: Right.

Q: And that you had wanted to make it kind of whatever they needed it to be and didn’t want to restrict their perceptions by showing them the real deal.

A: Yeah it’s the whole idea of at least at the district level we turned off a lotta people by showing water going through a pipe and they’re like you know this is $100,000.  

Q: We’ll make it a lot more compelling than that.

A: Uh well and now we can especially with the State Solutions and and NTC but I mean the ability to put in a unique identifier and watch it kind of move through you know there’s there’s stuff that I think we could do that would be cool.

Q: Oh absolutely and and from an animation standpoint I think we can do some really exciting things in terms of you know showing all of the silos of information and how disconnected and indesparate they are...

A: Right.

Q: And then all of a sudden we come to town and all of a sudden everything is completely it’s transparent it’s automatic it’s instant it’s real time and it really works you can actually watch a student record go in one place and appear in another and we’ll have some fun with that.

A: Good.  That’s an excellent id- that’s perfect.  The other two then that come to mind is uh a a landing page or a place to demonstrate uh thought leadership and that is not just pure product uh companies that get a reputation for merely being product peddlers don’t get the number of hits...

Q: Yeah.

A: As those that are a little broader.  So for example in it so so one tab could be you know our products and here’s specifically what we have but if we had another tab that was that included white papers and maybe even a blog where there were very intelligent discussions going on about you know the differences between uh uh Web Service and and SIFF and just things like that uh what we would find is we’d find that it would have spill over the credibility would spill over side just because we’re demonstrating general thought leadership.

Q: Yeah let me kinda give you some insight on what we’re thinking in that area.  Uh we’re gonna be setting up some uh video interviews with some of the uh opinion leaders in the industry...

A: Right.

Q: And in the education space and I’d like to get you involved in those where we actually sit down with some of these guys and video a conversation and then we uh post that on the on the website you know where people can actually go and listen and observe and download transcripts and all that kind of stuff.  I think it makes it so much more uh interesting to people when it’s a video piece...

A: Yep.

Q: Than if it’s just a more text.

A: Right.  So so you’ve jumped to my last one then and I had that same idea but I had pegged it perhaps too narrowly in a references section...

Q: Testimonial kinds of things?

A: Yeah the the our industry very much are sheep uh...

Q: Yeah yeah.

A: Nobody wants to be first.  So so the same uh media approach the modality approach but with references or state saying we love Edustructures you know the...

Q: Yeah we’ve already started that discussion with uh several of these people with Sandra’s trip this week.

A: Okay.

Q: So yeah we’re definitely on that bandwagon.

A: On okay so so the distinction...

Q: And in fact our intention by the way is to have uh a rotating series of these on the front page that people can click on to actually listen to these testimonials you know right up top on the website.

A: Oh that that’s God that’s a great idea Skip.  There uh so the subtle distinction then between references though and thought leadership is uh in the thought leadership there would be uh very very thoughtful white papers my my the example of this the the group that does it the best is ESP.

Q: Right.

A: Uh the the group that we bought NTC from...

Q: Right.

A: They they they produce a white paper at least a month.

Q: Good.

A: And these white papers are just they’re good and it gives them so much credibility and it’s not always about their products it’s not necessarily stuff that they’re selling or doing it’s just very thoughtful white papers.

Q: Nice.

A: And so just things like that that would establish us as leaders thought leaders in this in the field in general in the integration en- Enterprise Integration field uh and yeah you could it could be testimonials but it could also just be a white paper but you know what I mean that as opposed to a glossy...

Q: Certainly.

A: (inaudible) you know it’s 20 pages on one narrowly defined subject and it really plumbs the issues and people come away saying man that was val- that was valuable that kept me from making a big mistake.

Q: Yeah that can help a lot.  Let me ask you a question about this conference that’s coming up in late July.  Do you know which one I’m talking about?

A: NCES?

Q: Yeah.

A: I mean uh yeah that one yep.

Q: Would it be possible for us to sponsor a uh panel discussion at that conference or is would it be too late to orchestrate something like that?

A: Well today’s the deadline for all presentations and but we do have uh one panel and three pres- three or four presentations.

Q: Okay.

A: That customers are doing and the panel is on uh transcripts and we have Iowa California and Wyoming on the panel no and Virginia too on that panel and then we have I believe four separate presentations.

Q: And those presentations are...

A: Now...

Q: Geared to what?

A: And so the presentations are subject specific so one is like SIFF or Vertical Integration or maybe it’s Unique ID uh and it’s given by the customer.  Vendors are only allowed to sit there in support of (inaudible) the customers the the state people have to do the talking.

Q: And and is that a a rule of the convention or...

A: Yeah.  It’s a rule of the convention.  It makes...

Q: So no vendor can sponsor any any kind of uh dispense of information?

A: No none.

Q: What?

A: Well what we yeah no we can’t ‘cause they just feel that that’s peddling uh so what they do is they we can have Iowa present and oh by the way during their presentation they they’re talking about their wonderful partner Edustructers and they can reference my products and all those things and I can be sitting on the front row with them in case there’s a question they can’t answer but these presentations are SCA only.

Q: What would happen...

A: State education.

Q: Well would would there be a possibility of us sponsoring a side bar sort of a deal for a dinner or a lunch where we could...

A: Well...

Q: Bring in some maybe even governmental education uh competitors whatever and put them on a a a board where we can have a panel discussion that would be not directly affiliated with the convention but in the same hotel?

A: Uh I don’t know about the same hotel it can’t compete with any ongoing events including like a reception that the uh organization is hosting...

Q: Sure you wouldn’t wanna...

A: It can’t compete in anyway and you might have to also be at another hotel.

Q: Well what I you you can kinda tell where I’m going with this...

A: Yep.

Q: I’d like to obviously video tape that and I’d like it to be a guided discussion that where we could put that on the website where we talk about and demonstrate the thought leadership and give some you know some specific conversation about our perspective and and where we think the future is and you know all the thought leadership kinds of things we could we could achieve really effectively in a panel discussion.

A: We could I don’t know that they would I think that’d be a little risky at this conference they are uh...

Q: Okay.  Well maybe...

A: Kind of Nazi’s...

Q: It’s wrong ven- ven- venue then.

A: It is it’s very tightly structured venue.

Q: Okay.

A: Now the other thing though (inaudible) if you’re wanting and it’s I think it’s probably a good idea none of these get video taped so if you’re wanting (inaudible) presentations in the one panel that we are doing video taped we need to make sure that that gets communicated to Sandra and she makes that happen.

Q: We absolutely wanna do that.  Yeah we’re gonna build...

A: A...

Q: A a whole suite of video resources that uh potential customers can come in and look at.

A: Oh.  Is that then on your list Skip...

Q: Yeah.

A: Or...

Q: Yeah yeah yeah...

A: Okay.

Q: Definitely.

A: Okay.  Okay.

Q: Okay.  Uh let’s shift rears just briefly can you tell me uh from a navigational or look and feel or design perspective uh what your favorite websites are?

A: My favorite websites?  Uh let me think here.  

Q: Could even be competitive websites...

A: Right right.

Q: That you’ve seen out there (inaudible)...

A: No yeah I don’t like CTSI I don’t really like IBM.  Uh Novel(sp?) used to have a good one.  Uh but that was you know two years ago when they were uh since then I bet it’s deteriorated significantly.  

Q: Like the rest of the business?

A: Uh right exactly.  Uh you know Skip I I it’s hard for me to give you a a superb example.  Uh...

Q: Well keep it in the back of your mind and and you will encounter some some cool looking uh compelling websites over the next month or so and when you do if you could just send me a link I’d appreciate it.

A: Okay.  You bet that’s a good idea I’ll make a note of that.

Q: And if there are websites that you particularly hate uh and things that you’d like to avoid I’d like to know about those as well.

A: Okay.  Okay.

Q: All right.

A: I’ll do that.

Q: Uh anything else come to mind that we ought to make sure that we are aware of as we move forward?

A: Uh no uh uh do remember I mean this will probably come up we do have we always think of our products in terms of you know this particular software package ‘cause we are we kind of think of ourselves as a software company but increasingly we’re a service and consulting (inaudible) Skip.

Q: Right.  Well just...

A: And let’s...

Q: To that point uh we’re gonna kinda flip the whole paradime on it’s head in terms of how we’re organizing navigation and and we’ll be navigating based on solutions and needs rather than on products.

A: Okay.  Very good ‘cause it it’s just it’s not a healthy way to position us as purely just product uh...

Q: Yeah the problem with that is...

A: Meaning software product.

Q: Nobody knows what our products mean nobody knows what our acronyms mean for that matter.

A: Right right.

Q: So we’ve gotta we’ve gotta think in terms of of what they’re seeing and what they’re needed what their needs are and what their perceptions are not what we’re used to.

A: Right.  Very good because increasingly our differentiation is becoming our our services it’s a lot of the soft stuff.

Q: Yeah.

A: And yet as I look at our materials we’re really strong on hardcore product literature at least in terms of glossy stuff.  Really weak on service kind of glossy stuff.

Q: Right.  Okay.  Uh what about intranet kinds of things?  Tools that can help you uh collaborate with other members of the Edustructure’s team or the NTC team or Andy Almhorst(sp?) and what he’s doing uh or I I know that Pearson has a number of sites and tools and one of the things we’re intending to do is to aggregate all of that so that all of the Edustructure’s people and the NTC people will have a very easy way to get to all of those links...

A: Uh...

Q: On a personal page where they can you know just go go easily...

A: Right.

Q: And have everything they need.

A: Well that’d be great.  So the main site I mean uh Pearson in general has confluence I know you’ve heard about that.

Q: Yep.

A: It’s very static uh nevertheless being able to get to it easily and readily would be an an advantage.  We also have uh demo sites NTC has a demo site SIFF doesn’t so much but it’d be nice if we had um easily uh access to various demo sites so for a VRF demo...

Q: Sure.

A: Or whatever it is we wanted to show...

Q: Good.

A: That’d be very helpful.

Q: Good.

A: Sales Force uh of course is our CRM...

Q: Sure.  Right.

A: Files One.

Q: Right.

A: Is our in- is our internal database uh and then a collaboration tool ‘cause Confluence is not collaboration right now our collaboration uh really is e-mail.

Q: Yeah.  Yeah.  Which doesn’t have any uh...

A: Well it has no thread.

Q: Organizational (inaudible).

A: It has no thread so uh so a collaboration tool which does not exist would be uh valuable to have discussions and and threads and branching off of each other and...

Q: Right.

A: You know what I mean.

Q: Yeah kind of a uh social network really.

A: Like a social network but just for us.

Q: Yes.

A: And we can start a new discussion and then have it grow and you can break off branches and turn those into the entirely separate but keeping the history so we don’t reinvent the wheel and say you know now why did we decide to do this we can actually go back to that thread and see ah this was the critical point.

Q: Yeah.  It helps to develop...

A: They’re...

Q: The institutional memory.

A: Institutional memory and ul- a product up developed up in (inaudible) was called uh Thought Ware.

Q: Okay.  Did you like it?

A: Yeah it was beautiful beautiful...

Q: Okay.  (Inaudible).

A: It was and it’s visual meaning literally the initial discussion was (inaudible) and then it literally had branches as you would respond to that node your message was a branch and it was a small node so you would get this spider web you you can you visualize that?

Q: Yeah yeah definitely kind of like mind map- mind mapping.

A: Yeah it was exac- a lot like Mind Map only cooler much more sophisticated and uh...

Q: Is it web enabled or is it an application?

A: I think Thought Ware might be the name actually of the application but you’ll but you’ll find it with that term.

Q: Yeah I’ll check it out.  Uh let me share one other philosophical issue with you.  Uh...

A: Yeah.

Q: WE we intend to create a customer centric page so every customer would basically be able to log in and once they’ve logged in the first time we’d put a cookie on their machine so anytime they’d come back it would automatically take them to their personal page.  And on their personal page they of course would have access to every every application that they’ve purchased but they’d also we’re contemplating showing them all of the applications and services that they haven’t bought.

A: Um hum.

Q: So that they would be able to envision within more a more holistic context what’s possible not just what they’ve done up ‘til now.

A: Yeah and that’s a great idea.

Q: Are you okay with that?

A: Oh very very it’s espec- I think I uh I think the nature of the district products will lend itself to that a little bit easier the state products will probably always require well you know I wanna be wrong here yes I love the idea an upsell a vision a vision uh landing page for them that shows what they can do with what they’ve got would be brilliant.

Q: It would also give them access to they could click on a link to initiate a a text chat or a video chat with the CSR’s and it would allow them to see all of what they need to see out of Sales Force.

A: I think that’s beautiful and in fact if we really take this into it’s extension of course there’s all the we’re thinking the Edustructure’s products and additional services but you know we’ve got brothers and sisters out there that have a very viable solutions that we could link to and point to like tapestry and so forth.

Q: That’s (inaudible) yeah.  Absolutely.  WE wanna provide...

A: So...

Q: The whole enchilada and be kind of a destination portal.

A: Yeah so that’s a great idea.  That’s um so that’s just taking Andy’s current uh customer system and using it to for some upsell capability which is brilliant I mean I notice I just tried to re- reactivate my credit card today and you know how it used to be you just entered your phone number and the number and then you hung up?

Q: Right.

A: Now they make you talk to somebody and the person asks you about insurance...

Q: Um hum.

A: In case you don’t pay uh uh they’ll pay your bill for you I mean they now identity theft they do not activate your card ‘til you’ve listened to about five schpeals.

Q: Yeah I’ve had the same experience it’s interesting.  Yeah we’re...

A: It is interesting.

Q: Leaving money on the table and we’re leaving a weaker relationship on the table...

A: Yeah.

Q: Than we ought to have...

A: Yeah.

Q: If you know if we’re smart about this we can really build something.

A: It’s it’s really true.

Q: Okay.  Well I’m glad to see that we’re thinking the same way in that area.  Uh...

A: You’re you’re yeah.

Q: The other side of it is we’re gonna be building out a an integration with the phone system for Andy’s people so when the phone call comes in it’ll automatically bring and present the uh CRM screen from Sales Force for the person that’s calling so that they’ll have all the information internally so they can really speak intelligently and no matter who they get on the inside they can feel like you know it’s it’s the person they talked to last time.

A: Right.  Well it sounds like we’re growin’ up Skip.

Q: Well we’re tryin’ and again what I’m trying to do right now is envision the ideal and you know we’ll do what we can do immediately and then we’ll phase it over time if we have some other things that are more difficult or more expensive.

A: Um hum sure.

Q: And at least we’ll know where we’re going to do it right.

A: Well this is how the big boys this is how this is you know best practices.

Q: Yep.  Absolutely.

A: Um and it’s time we do that I mean we’re we’re not going away so we mine as you’re right let’s get the ideal and start workin’ there.  You’re you’re I think it’s fabulous Skip I’m so glad you’re doin’ this.

Q: Well good.  Well if you’ll just keep noodling on and if you come up with some additional brain storms you know give me a call or...

A: Okay.

Q: Shoot me an e-mail and we’ll just continue the dialogue.

A: Very good.

Q: Well thank you very very much for taking this block of time I know you’re busy and I really really appreciate your insights and your perspective I’ve always respected your ideas as we’ve met together and and I’m just grateful that we can work together on this too.

A: Thank you Skip the feeling is very mutual.

Q: Okay my friend...

A: Hey...

Q: We’ll talk to you soon.

A: But yeah.

Q: Take care bye bye.

A: Bye.

TEMH/07071301.507
27

