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Another Avenue of Training

Kevin Shopshire
President, FWPCOA

all is all around us here in Florida.

The other day I saw a palm frond had

browned and fallen from the tree; then,
the thermostat hesitated a couple of hours
before reaching the eighty-degree mark. I'd
say it was breathtaking, but that was due to
the ever-slightly-reduced humidity, laced
with pollen.

I've been writing this year mostly about
avenues of self-improvement. One of my
topics was the ability of utilizing networking
as a training source. Through in-person
networking, you have the ability to establish a
network of notjust colleagues, butfriends. Iam
happy to say I've established many friendships
over the years through networking events,
whether municipal colleagues, consultants,
salespersons, or other water personnel.

One such friendship is with a sampler
company’s sales representative. I won’t
mention the company by name, as I'm not
sure of their advertising status with this
publication. I've known of this company
almost the entirety of my pretreatment
career. I've seen the company change names,
representatives, etc. I use its products, and
our wastewater treatment plant currently uses
them, too.

At a recent conference, I ran into
my friend, Mike, the company’s sales
representative, and had a nice lengthy
conversation about workforce turnover these
days, and the current employees constantly
training new employees on day-to-day
operations. During our conversation, Mike
offered to come to our plant, to give refresher
training of their sampling equipment. I
told him, every year I assist our operators
setting up the automated samplers for my
annual pretreatment sampling event. They
are familiar with the sampler, and some are
proficient.

Our workplace recently had multiple
retirements and has a reasonably new staff
of operators and trainees. Our employees are
all trained in-house on sampler operations.
After discussion with the plant manager, we
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thought it would be a good idea to accept
Mike’s offer. Why turn down free training?
Mike, and another sales representative,
Jarrod, came out to our plant, from two
different Florida locations, on a day when
all the operators would be available. It was
a typical Florida fall day, humid and ninety
degrees, with a slight breeze. They provided
about an hour’s worth of full training for
the automated sampler. The operators were
able to learn—in-person and for free—the
full gamut of sampler operations, directly
from the company that sells the equipment.
They provided the standard operations,
troubleshooting, ~what-if ~scenarios, and
answered multiple questions. In addition to
the in-depth training, the operators now have
a direct contact to the sales representatives
to discuss purchase options for accessories,
replacement parts, and other issues.
Although no sales were made on this trip
to our plant, the sales representatives now
have an expanded networking circle of people
who can recommend them and their product
to colleagues, without paying for advertising.
We used to believe “word of mouth” is the best
advertising and this is how it gets established.
There are more avenues of training
besides classroom and online courses. Not
all training comes with continuing education
units and not every conversation with a sales
rep is to buy a product.
Lets utilize all possible avenues of
learning to continue to better ourselves—
especially when it’s free. le




