


PRESENTED TO



1 OUR TEAM: We are #bettertogether 

2 Growth Opportunities: Direct and Indirect Channel Activation   

3 GROWTH STRATEGIES

4 IMPLEMENTATION

AGENDA

Hyper Growth Program Overview



OUR TEAM



Margy Saben leads Edtech Growth’s strategic vision and long-term growth as 
President and Co-Founder. She co-founded and has served as President of 
Edtech Growth since 2008, and has extensive experience in higher education, 
education technology, compliance and policy. Prior to Edtech Growth, Mrs. 
Quinones Saben served the Keiser University System as Director of Admissions 
and President of the Keiser Career Colleges (now Southeastern Colleges). Mrs. 
Quinones Saben managed a team that supported thousands of students 
across 10 diploma programs, 8 associate degrees, and one bachelor's degree 
in Allied Health.  A natural change agent, Margy improved enrollments by 43%, 
graduation rates by 31%, NCLEX pass rates by 17% and was awarded two 
programmatic accreditations. She has worked as a Director for both Kaplan 
Higher Education and The Art Institutes.
 
As President, Margy is focused on ensuring Edtech Growth services and 
products empower educators, improve organizations and engage learners.  
Margy lives by the credo create positive relationships to create positive 
outcomes.

Margy is an active member of her community, providing mentorship, speaking, 
and leading through a variety of volunteer opportunities and board 
memberships. She is actively engaged in social justice reform and educational 
equality issues with a keen focus on disenfranchised communities.

Margy Saben 
Co-Founder &  President



7 years experience as a Program Manager with large scale implementations in 
higher education, end-of-course and k-8 in both high- and low-stakes testing

Master of Arts in Industrial/Organizational Psychology from Austin Peay State 
University, Clarksville, TN

Bachelor of Science in Social Work and a minor in Business Administration 
from Bemidji State University, Bemidji, MN

Certified Project Management Professional 

Kat Stanley
VP Operations, Senior Advisor



Global Growth Strategy & Business Technology Transformation/ Channel and Direct 
Partner Development / Product and Technology Management/Leadership/Pipeline & 
Forecast Management

Dave Saben is an author, dad, husband, technology optimist and visionary growth 
leader who possesses a unique ability to connect and commercialize technology in 
global markets. For the past 20 years, he has worked with organizations to establish 
and commercialize cloud-based software platforms in countries across the world. He is 
a respected global leader and trusted advisor to ministries of education, higher 
education institutions, learning organizations, and financiers. 

A charismatic data-driven professional he has over 15 years experience in driving 
revenue with cloud-based SaaS, No Code and Low Code design, .API architectural 
frameworks and AI/IA data patterns. Product experience and knowledge in ideation to 
creation via Aglie/Scrum practices in Java, Python and .net environments. 

Dave serves as the Chief Experience Officer (CXO) and Executive Vice President of New 
Horizons Worldwide, the world's largest IT training franchisor with over 200 locations in 
37 countries. Mr. Saben is responsible for the Product, Technology, and Growth efforts 
across the global organization. He is the former Chief Executive Officer (CEO) and 
President of Assessment Systems Corp, where he facilitated thousands of mid-market 
business transactions with educational institutions and government agencies. He 
achieves success through an inspirational servant- leadership style that offers partners 
an unprecedented amount of transparency and accountability. He has a passion for 
connecting data to quantitative data analysis, artificial intelligence, and intelligent 
algorithms that improve educational outcomes. 

Dave Saben



GROWTH OPPORTUNITIES
Direct & Channel Activation



CATEGORY         CRITERIA

MANDATORY

California (LA, San Diego, Oakland, and similar cities)
Texas (Houston, Dallas)
Illinois (Chicago)
New York (5-Boroughs)
Florida (Miami-Dade)
Georgia (Atlanta)
Ohio (Cleveland)
Michigan (Detroit) 
Pennsylvania (Philly)
North Carolina (Raleigh)
Mass. (Boston)
Arizona (Phoenix)
New Orleans (Louisiana)
Mississippi (Biloxi) 

DESIRABLE
COVID Relief Funds
Grants

Direct Primary Prospect Criteria:
Minority Majority District Leader



Indirect Primary Prospect Criteria:
K12 Content Providers

CATEGORY         CRITERIA

MANDATORY
Pearson
McGraw
Renaissance Learning

DESIRABLE
Existing Relationship/Sales History 
Partner Network Referral(s)
Vendor Learning Credit(s) Available



STRATEGIES

PROVEN METHODS NEW METHODS POSITIONING STRATEGY

★ Chat Conversion 

★ E-Mail Campaigns 

★ Cold Calling

★ Webinar

★ User Groups

★ Conferences

★ Proactive Sales Efforts

★ Growth Hacking

★ Automated Prospecting

★ Experimentation 

★ Public Outreach

★ ROE

★ Pedagogical Approach

★ Learn by Doing

★ Completion Rates

★ Your Next First Day



Maximize Selling Time,  Increase Opportunities, Conversation 
optimization, activity optimization and application integration

Tactic
Public Relations and Social Engagement

Identifying Anonymous Visitors, Managed Chat
Data Mining Suspect Database, Data Amen and Hygiene, Improving 
Landing Pages, Implementing Experimentation,  Prospecting 
Automation. 

Sales Growth

GROWTH PATH

Growth Hacking

Identity Growth

Growth 
Path



HIGH LEVEL GROWN PROGRAM PLANNING

                 Social

Webinars

                                                                                  PPC

Paid Programs

Nurturing & DB Emails

APRIL

Marketing & 
Sales 
Orientation

ARCS & 
PILLARS

Indirect Stake Holders

Captial Partnerships

Direct Stake Holders

MARCH MAY JUNE JULY AUGUST SEPT

EVENTS

AUDIENCE & 
SEGMENTS

ONGOING

P/S Outreach
Sales Call Down 
Email 
Campaigns
Web Optimized

P/S Outreach
Sales Call Down
Email Campaigns
PPC
Web Optimization

P/S Outreach
Sales Call Down
Email Campaigns
PPC
Web Optimization

P/S Outreach
Sales Call Down
Email Campaigns
PPC
Web Optimization

P/S Outreach
Sales Call Down 
Email Campaign
Social Campaigns

Webinar

Email Campaign
Social Campaigns
Sales Call Down 

Identity Growth

Sales Growth

Growth Hacking



PRODUCT LAUNCHES TREND RELATED THOUGHTS LEADERSHIP

E-mail Campaign

Landing Page

Public / Social Outreach

Paid Programs

List Communication

E-mail Campaign

Landing Page

PPC

Public / Social Outreach

Podcast

Radio

Youtube

MESSAGING ARC

Email Campaign

Landing Page

Webinars

Public / Social Outreach

Conversational AI

4 Social Campaign 
per month

1 Video per 
month4 Email Campaign 

per month

CONTENT PROGRAM

GOALS
2 Landing Pages per 
month

1 PR Piece per 
month



Q4 2022 Q1 2023 Q2 2023Q3 2022

12 Email Campaigns

12 Social Campaigns

Local SEO

PPC

Display

Local PR

YEARLY GROWTH VIEW BY QUARTER

12 Email Campaigns

12 Social Campaigns

Local SEO

Display

Public Outreach

Social Outreach

12 Email Campaigns

12 Social Campaigns

Local SEO

PPC

Display

Social Outreach

12 Email Campaigns

12 Social Campaigns

Local SEO

Paid Programs

Public Outreach

Social Outreach



WHERE ARE THERE OPPORTUNITIES?

Current List for Program Send
(50,000 number of leads)

Landing Page
(750 suspects)

Attendees 
(99 suspects) 

Webinar Follow Up Includes Offer for 
Presentation (20 Prospects)

Attend Presentation
(16 Prospects)

Opportunities
(8 Prospects)

Won
(3 Partners)

Program Launch Date: 08/01/20
Goals: 16 Opportunities and 3 New Partners
List Size: 50,000

1.5% reach landing page

(33% CTR)(40% Attendance Rate)
 =Projected Attendees 

20% Register for Demo 

80% Fit the Partner Profile

50% Fit the Partner Profile

33% become Partners



LEARN ON
YOUR TERMS COMPLETION Q2 2023ROE

Email Copy 

Landing Page Copy

Video

Social posts

CONTENT PLANNING DRILL DOWN

Email Copy 

Landing Page Copy

Video

Social posts

Email Copy 

Landing Page Copy

Video

Social posts

Email Copy 

Landing Page Copy

Video

Social posts

ONGOING INITIATIVE

ONGOING INITIATIVE

ONGOING INITIATIVE

Q3 2022 Q4 2022 Q1 2023 Q2 2023



1 Establishing Growth Culture through inspiration leadership

2 Establish Growth Process

3 Refine Activity Expectations

4 Refine Career Pathways

GROWTH TEAM OPTIMIZATION-PEOPLE

5 Refine Hiring Practices





THANK
YOU




