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• Standard trainings (3 training blocks/year):
1 training block consists:
- SPC basic training (1,5days)

- SiPass integrated base training (2,5days)

- ACT - Eventys solutions (1day)

• Only on request:
- SiPass Entro training (2days)
- SiPass integrated advanced training (3days)
- Video (Eventysrange / Vectis iX / basics) (2days)
- Aliro training (1days)
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Training offer in 2018
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Training dates in 2018
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From Till Duration (days) Location Training

VI IS 12.03.18 13.03.18 1,5 Karlsruhe SPC

VI IS 13.03.18 15.03.18 2,5 Karlsruhe SiPass integrated

VI IS 16.03.18 16.03.18 1,0 Karlsruhe ACT - Eventys solutions

VI IS 25.06.18 26.06.18 1,5 Karlsruhe SPC

VI IS 26.06.18 28.06.18 2,5 Karlsruhe SiPass integrated

VI IS 29.06.18 29.06.18 1,0 Karlsruhe ACT - Eventys solutions

VI IS 22.10.18 23.10.18 1,5 Karlsruhe SPC

VI IS 23.10.18 25.10.18 2,5 Karlsruhe SiPass integrated

VI IS 26.10.18 26.10.18 1,0 Karlsruhe ACT - Eventys solutions
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Standard training details:
Training location: Karlsruhe (Germany)
Training related information available on SPIAP homepage:

- Training dates
- Training description
- Online registration via SPIAP homepage 
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Standard trainings
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Training Duration 
/ days

Costs/training Voucher value* Effectiv
costs

SPC basic 1,5 300€ 150 150

SiPass integrated base 2,5 500€ 250 250

ACT - Eventys solutions 1 200€ 100 100

*(Each participant will receive a voucher of 50% of the training costs for the next purchase at Vanderbilt.)
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Standard trainings – How to book
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• wants to join a training• wants to join a trainingCustomer

• presents general SP standard training offer (Training leaflet) 
• Standard Training descriptions are available

Standard Trainings are chargeable – Location in Karlsruhe

• presents general SP standard training offer (Training leaflet) 
• Standard Training descriptions are available

Standard Trainings are chargeable – Location in Karlsruhe
Area Sales 

Manager (ASM)

• Customer wants to join a standard training in Karlsruhe• Customer wants to join a standard training in KarlsruheCustomer

• Customer has to register online via SPIAP homepage• Customer has to register online via SPIAP homepageCustomer

• send out official registration confirmation and offers VISA support if needed• send out official registration confirmation and offers VISA support if neededCS

• 3 weeks before the training: CS send out official announcement of the training (cancelation or 
confirmation)

• 3 weeks before the training: CS send out official announcement of the training (cancelation or 
confirmation)CS
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Information:
- Standard trainings
- Webinars
- Podcasts

- Click on courses
- Select a training
- Click on join the training

International Sales training offer click here

01.01.2018 7

How to find the IS training offer on web
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Information:
- Fill in your personal data
- If you need VISA support, please add your personal details in the comment 

field.
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Registration form for standard training (web)

Copyright © Vanderbilt 2018 



International Sales Training Offer 2018

Costs per customized training:

- Depending on the customer requirements, CS can offer a customized training 
based on the SP standard training portfolio.

- CS provides estimated costs to Area Sales Manager (see example below)

- Area Sales Manager has final decision about margin and discount options and create 
official offer and send it to the customer

Example of a costs calculation:

(Customer requests SPC standard basic training (2days) in Dubai)
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Customized trainings – How to request
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Training Costs No. of days Costs/training

Trainer day rate Internal 1.250,00€/ day 2 2.500,00

Training material shipment 600,00 600,00

Travel expenses:

Flight 700,00 700,00

Travel time 20h x 120€/h 2.400,00

Others (transfer,…) 120,00 120,00

Hotel 400,00 400,00

Overall: = 4.320,00€
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Customized trainings
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• wants to join a training• wants to join a trainingCustomer

• presents general SP standard training offer 
• Standard Training descriptions are available

Standard Trainings are chargeable – Location in Karlsruhe

• presents general SP standard training offer 
• Standard Training descriptions are available

Standard Trainings are chargeable – Location in Karlsruhe
Area Sales Manager 

(ASM)

• Customer wants to have a customized training • Customer wants to have a customized training Customer

• ASM inform customer about approx costs (~1000€/day + approx. additional costs, travelling costs, shipment, travel expenses, 
etc.)

• ASM inform customer about approx costs (~1000€/day + approx. additional costs, travelling costs, shipment, travel expenses, 
etc.)

Area Sales Manager 
(ASM)

• Takes decision go or no-go• Takes decision go or no-goCustomer

• Sales manager collect information about customer wishes and send it to CS (What should be trained, where, when, how many 
people, who is contact person, etc.)

• Sales manager collect information about customer wishes and send it to CS (What should be trained, where, when, how many 
people, who is contact person, etc.)

Area Sales Manager 
(ASM)

• Training Manager starts to allocate possibilities
• Availability of trainer with required knowledge
• Availability of training equipment
• Training Manager provides estimated costs to Sales (Travel arrangement, shipment, trainings costs)

• Training Manager starts to allocate possibilities
• Availability of trainer with required knowledge
• Availability of training equipment
• Training Manager provides estimated costs to Sales (Travel arrangement, shipment, trainings costs)

CS

• ASM create official offer with margin/discount and send it to the customer • ASM create official offer with margin/discount and send it to the customer Area Sales Manager 
(ASM)

•Customer place an official order to start the training administration process•Customer place an official order to start the training administration processCustomer
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Customized Training details questionnaire (mandatory information):
• Requestor: ASM name

• Participants: estimated no. of participants

• Location: Where should the training taking place

• Training type: customized / standard classroom training/ project training 

• Topics: Standard training /+ additional topics (to be specified by customer)

• Language: English, ....

• Duration: related to standard training description 

• Date: Enter a period of time

• Contact person (Customer)

• Contact person (training location)

Glossary: ASM = Area Sales Manager / TM = Training Manager

01.01.2018 11

Requesting a customized training
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After providing this mandatory information:
 Feasibility study will be done from Training Management
 ASM get estimated costs with training offer
 ASM will send out official offer to customer
 Customer has to place a order to start the training preparations

Glossary: ASM = Area Sales Manager / TM = Training Manager
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Requesting a customized training
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• Training Management

André Zschaubitz
Phone: +49 (721) 95881-25
E-mail: andrezschaubitz@vanderbiltindustries.com

• Booking & VISA support
TBD
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