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CommonLit Joint SOW for CRO Thinking Certification

Engagement Purpose – to survive short-term and thrive long-term requires an organization to Maximize value transferred and received. Maximizing value requires optimizing human capacity to transfer value, and that requires a low-frication Revenue Science™ context. This SOW supports CommonLit’s creation of that low-friction revenue context and the continued optimization of human capacity to transfer value CommonLit gets paid for.

The context uses Revenue Science™ to continually facilitate the unification, alignment, and optimization of the people to achieve maximizing value transfer for the long-term. CommonLit will know they are nearing optimization when those certified make smart value decisions 100% of the time.

SOW Assumptions

· The CommonLit cohort pursues CRO Thinking mastery as part of a long-term thought leader strategy.
· Cohort 1’s mastery will be followed by deploying the enabling a SmartRev context to support value transferring execution CommonLit will be paid for.
· The CommonLit cohort will be from across the silos that contribute to the value being transferred to students, teachers, and school districts.
· The CommonLit cohort 1 will include representatives from the Strategic and Operational leadership.
· Cohort members Purpose is to develop a "Revenue Culture" to maximize CommonLit value by optimizing people using a low-friction Revenue Science™ Context
· All cohort members are committed to doing the work required for mastery and certification in the short-term and to "Living a Revenue Culture" for the long-term
· The cohort 1 certification will start and finish in 2025 Q3.
· This cohort is a preview for how The Revenue Game® can support CommonLit’s long-term strategy as a partner

SOW Achievement Requires:
· A unified purpose and commitment from cohort members
· Cohort 1 Masters SmartRev content and achieves certification
· Cohort 1 to create a CommonLit Revenue Strategy that is deployable and executable with available resources as the context beginning
· There will be a "Revenue Culture" language across Cohort 1 for deployment and execution within the context
· The cohort will be the foundation for a long-term unified low-friction Revenue Generation context that will optimize value transfer
· Using a pre-post assessment that captures current state for the whole organization and Cohort 1 pre-mastery and Cohort 1 post-mastery.


Planning

This SOW is a result of the planning between the CommonLit team lead by Dorothy Hodges and The Revenue Game® team with Rick McPartlin. When the SOW is completed and signed future modifications will be jointly agreed to in writing in a change process described later.

SOW Overview

WHY Certification Is Critical Today
In a world driven by disruption, unifying and aligning your organization around a single, science-based Revenue Strategy is no longer optional — it’s essential. CRO Thinking Certification empowers your team to "Live a Revenue Culture," making your business more predictable, and more profitable, across every silo and department. This is not just consulting and training—it’s a transformation. When your team is certified, you gain a system that turns chaos into strategy and employees into value added revenue generators, because you will have a low friction revenue context to optimize your people for value maximization. See attachment 1

HOW Certification Works
This organizational certification is a 7-week virtual program structured around:
· 7 interactive Zoom sessions (3 hours each) from SmartRev Intellectual Property 
· Prework videos and reading assignments for each session
· Tools and templates provided via a centralized landing page platform
· Resulting in Mastery and CRO Thinking Certification for building a Revenue Science™ based low-friction context
· Working schedule Attachment 2

Each participant will:
· Demonstrate mastery of the foundational CRO Thinking elements
· Choose and master 5 out of 12 additional tools relevant to their role
· Submit reflections and deployment examples of real-world application throughout the sessions
· With a team complete a capstone project to show alignment of CRO Thinking across silos
· See Attachment 3 for more details.

Session recordings, feedback loops, and ongoing peer-to-peer collaboration are embedded in the process. Organizations will designate key department members as cross-functional cohorts to participate.



The outcomes from CRO Thinking Certification

1. The cohort will develop the common language, metrics, and methodology to maximize Revenue Generation 
2. The cohort will complete a Revenue Strategy that transfers the maximum value to the market CommonLit will get paid for
3. The cohort will be unified and aligned to deliver and execute the Revenue Strategy across all silos
4. The cohort will be making smart decisions about value transfer at a percentage approaching 100%
5. The  cohort will be deploying and executing in the short term to assure long-term success
6. The cohort will always engage with the market in alignment with the organization’s purpose (a context principal)
7. The cohort in partnership with The Revenue Game® or independently will have a continual improvement plan for the context and optimizing human capacity

Business Questions Answered

Fee: $5,000 per cohort  member (up to 16 people) and the purchase of the SmartRev book for each member. There is a specific fee option for organizations intending a long-term partnership
Certification Duration: 7 weeks (21 instructional hours + prework)
Post Certification Options: Ongoing group support – once per month masterminds, coaching, Revenue Urgent Care, Revenue Strategy deployment, additional cohorts, etc. based on unique SOWs
Delivery: Online (Zoom) + async video,  weekly surveys, and optional group or individual  assignments
Intellectual Property: Licensed for internal use; materials may not be resold or redistributed outside the organization.
Certification Validity: 2 years; renewal via CEUs, Post Certification Options, or real-world case updates
Necessary: Complete list of cohort members with contact information, firm dates, leadership facilitating the importance and need for cohort members to be unified and committed, insights, data, other information to support The Revenue Game® understanding the organization and individuals, and strategic commitment to the work now and for the long-term.




SOW Business Considerations 

1. Review, sign and return a signed copy of the final SOW to rick.mcpartlin@therevenuegame.com  immediately to assure the start date goal. Your signed copy of the final version will be signed and returned.
2. The fee for 
a. Cohort Certification is $5,000 per cohort  member (up to 16 people) and the purchase of the SmartRev book (from any source) for each member. There is a special fee option for long-term partners. The total for this Certification (attachment 2 Cohort list (assumed 16) x $5,000) is $80,000.00.
b. Long-term Deployment and Executions Steps that continue building and deploying the low-friction context will be based on separate SOWs.
c. The first of two equal payments for the cohort is due immediately upon agreement signatures and invoice. The second payment is due 10 days before the start of certification.
3. All travel or expenses will be pre-approved and payable at the end of the month of travel or the next billing, whichever is sooner.
4. If during the life of this SOW there are any issues, concerns, changes, or surprises, contact Rick McPartlin in writing within 24 hours.
5. During this engagement, all additions or other changes requested by either party needs to be shared in writing and agreed to by both parties within 2 business days, or both parties will have a person-to-person conversation within 3 business days to decide next steps.
6. All the required Intellectual Property from The Revenue Game® LLC will be a grant to CommonLit under a “nonexclusive license agreement” for personal and professional internal use only. This Intellectual Property remains the property of The Revenue Game® LLC and cannot be sold, granted, licensed or in any other way transferred without written permission of The Revenue Game® LLC.

Thanks for the opportunity, and please call or email with any questions.

Accepted by:	                            
CommonLit 				           The Revenue Game® LLC

Print____________Sign_______________  Print_Rick McPartlin___Sign_____________
Date ______________	       	          Date ____________




Attachment 1

CRO Thinking – The 21st Century Six Sigma

Sustainable business success in the 21st Century will be a result of establishing a relationship between buyer and seller were working together their businesses are “better than any other option.”

The faster and more chaotic the world becomes, the more this partnership is critical for both.

The deployment of CRO Thinking intentionally creates this “better than any other option” relationship much the way Six Sigma transformed manufacturing, supply chain and logistics in the 20th Century. Those who did not deploy Six Sigma, or a similar discipline became insignificant and disappeared. Today any organization who does not learn and deploy CRO Thinking will suffer the same fate.

History

Starting in 1985, The Revenue Game founder, Rick McPartlin watched the steady deployment of Six Sigma and Lean in the automotive and related manufacturing industries and asked, why won’t this type of discipline transform sales. It immediately became clear that was the wrong question, and it was about "Revenue Generation" not just sales (a subset of the "Revenue Generation" process).

Rick was fortunate to spend the next 15 years working with the world’s largest companies (Siemens, Johnson & Johnson, E&Y, AT&T, Sun Microsystems, etc.) to perfect the technology of CRO Thinking. After 15 years of enterprise success, CRO Thinking was deployed to the SMB world through a 15-year relationship with www.vistage.com and the Vistage member CEOs.

The Revenue Game has perfected CRO Thinking Intellectual Property to the point where it is teachable, trainable, measurable, and transferable to any organization of any size and in any industry. This transfer, like other methodologies, has at the core science, language, metrics, and tools that apply to all the stakeholders in an organization (The C-suite, the operational leadership, and the execution level) so they all engage from a common platform with role specific Intellectual Property.

CRO Thinking has an immediate impact on every organization willing to deploy. Examples are:
· Immediate reduction is the "Cost of Chaos" (10 to 40% of top line) releasing top line growth and dropping the savings to EBITDA.
· All future growth investments are reviewed for leverage, which makes them dollar for dollar comparable to all other possible investments and supports continuous improvement.
· Forecasting is both accurate and supports improvement in both workflow and outcomes.
· The major "Revenue Generation" elements become aligned (Marketing, Selling, Delivery) in operations, budget, and outcomes.
· There are behavioral metrics for the Revenue RoadMap that assure accountability and outcomes.
· As a result of the Revenue Strategy, there is a measurable True North, which results in saying NO to bad clients, deals, staff, and partners, while attracting the near ideal clients, deals, and partners (with less effort and resource).
 
Next Steps

CRO Thinking works for the largest organizations, the best SMBs, startups starved for success and every employed individual. It is teachable, trainable, measurable, and transferable to any organization. CRO Thinking has been presented to the world through the SmartRev book, the Conference Board, Vistage CEO groups, Trade and Professional Association keynotes as well as Business Journals, Fortune, YouTube, and hundreds of posts shared around the world by The Revenue Game, Vistage, Executive Forums and thought leaders.

Based on the speed of adoption for elements of CRO Thinking like CRO (Chief Revenue Officer), Challenger Selling, technology, metrics, and training, it is time for Intellectual Property to pull all of them together in a single body of knowledge and deployment model. Any organization that tries to create this for themselves will waste time, money, and opportunity. No organization can build their version of CRO Thinking and keep current while doing their core business.

The power of CRO Thinking certification is the market gets the benefits and outcomes without the years and cost of figuring it all out. The three levels, C-Suite, Operational Leadership and Execution, need to be delivered as a unifying core of science and language as well as the individual deep dives. The initial certification is for 2 years. To keep certification current requires continual application or CEU (Continuing Education Units).

As “CRO Thinking and certification spreads, there will be enterprises who build and deploy their science-based strategy supported by certified staff, partners, suppliers, and vendors. All these groups will have common language, models, processes, metrics, and tools to deliver high returns on investments with rapid aligned deployment staying in front of client and market change.

Those who apply CRO Thinking have control over their growth of sales and profitable revenue.
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The purpose of CRO Thinking Certification:

The deployment of CRO Thinking intentionally creates a “better than any other option” relationship between Marketing, Selling, and the Delivery of Customer Value based on available resources. CRO Thinking acts in the way Six Sigma acted when it transformed manufacturing, supply chain and logistics in the 20th Century.

Those who didn’t deploy Six Sigma, or a similar discipline became insignificant and disappeared. Today any organization who does not learn and deploy CRO Thinking will suffer the same fate.

Unlike other areas of business that have narrow certification applications like Microsoft technicians, tax accountants, HR professions, CRO Thinking impacts and is impacted by every person in the company. It is rare that there is any employee who does not have an impact on "Revenue Generation."

"Revenue Generation" is an organization-wide effort that governs the level of success achieved, so it is important that CRO Thinking become cultural.

The best way to make CRO Thinking cultural is to make the deployment of CRO Thinking habitual for the people. The best way to do that is to first certify the core team members in CRO Thinking.

Level 1 certification of CRO Thinking covers the specific language and body of knowledge practiced by CRO Thinking professionals in the same way doctors, astronauts, football teams and lawyers use certain words, models, metrics, and methods to be sure their work is delivered as perfectly as possible at every execution point organization wide. This creates specific outcomes in the short-term and predictable strategic outcomes for the long-term.

CRO Thinking is the foundation for universal language, tools, metrics, and models. But thinking alone does not ensure the required strategic outcomes. CRO Thinking execution like in medical, legal and the NFL requires a lot of practice for the individuals and the team. Level 2 certification is aligned deployment of CRO Thinking in the real world to achieve the required outcomes.



Those certified in CRO Thinking like those in Medicine and Accountancy, learn to apply the foundation elements guided by norms and ethics. Level 2 is where each person practices the deployment aligned with the customer, patient, or client to learn the real-world application of the science. Doctors have internships, accountants do audits to learn all phases of organizational accounting, and those in CRO Thinking do Level 2 certification to learn real-time application of the science.

CROs, just like other professions, attain certification by demonstrating mastery of the science in the real-world within the norms, methodologies, principles, and ethics of the profession. Since the business world is in constant and rapid change, certification needs to be continually refreshed.

The 3 functions requiring certification are the c-suite (the strategic leadership team), the deployment / operational leadership team (head of sales, marketing, controllers, customer service, product development, etc.) and execution teams (sales, marketing, product engineering, proposal development, etc.). This is where making CRO Thinking habitual happens.

After these 3 functions have been certified in Levels 1 & 2, there are immediate benefits like reduced "Cost of Chaos" and predictable top-line growth with a higher margin requiring less investment.

Based on that short-term outcome, many organizations not only require the CEUs but expect the staff to be certified and additional certification areas based on opportunities or challenges.

The answer to Why CRO Thinking Certification and for WHO is – WHY is it to survive and thrive. The WHO are those 3 functional groups across the whole organization.





Attachment 2

CRO Thinking Certification Weekly Syllabus

All the CRO Thinking content will be covered in the 7-week period. Assignments and the order of the material will sometimes move between weeks to maximize the specific session member’s learning and experience.

Week 1
1. SmartRev
2. Buyer Seller Gap
3. Purpose Matters

Week 2
1. Strategic Journey
2. Simon Says
3. Purpose Driven Revenue Strategy 

Week 3
1. Power of Words
2. Infinite Game
3. Myth of Strategy

Week 4
1. True North
2. BellCurve 2.0

Week 5
1. Three Rules
2. Challenger Customer

Week 6
1. "Dumb Stuff" and “Smart Stuff”
2. Science, Silos, and Chaos
3. Three Levels of Everything

Week 7

1. Flow Management
2. Revenue Resources


Calendar and Business Considerations

“SmartRev Delivery Partners” Mastery Schedule

“Example” Class February 2025
					All times in US East Coast
Prework provided  by 02/17/25
February 26th 		3.0 hours	10AM TO 1PM   	Wednesday 
March 5th   		3.0 hours	10AM TO 1PM   	Wednesday 
March 12th  		3.0 hours	10AM TO 1PM   	Wednesday 
March 19th  		3.0 hours	10AM TO 1PM   	Wednesday 
March 26th 		3.0 hours	10AM TO 1PM   	Wednesday 
April 2nd  		3.0 hours	10AM TO 1PM   	Wednesday 
April 9th  		3.0 hours	10AM TO 1PM   	Wednesday 
Total Hours		21 hours

I. Missed sessions must be communicated in advance and require acquiring the material in another way starting with the video of the session.

II. Certification is based on mastery of CRO Thinking and the ways to demonstrate mastery are part of the first two weeks and will be reinforced during the sessions. Keep all notes and work examples of CRO Thinking for yourself or your work.

III. You will receive a calendar invitation for each class with a link to the technology and should test the connection before the session.

IV. Learning information and homework will be on the Revenue Game website landing page for easy access.

V. Questions, problems, or suggestions emailed to rick.mcpartlin@therevenuegame.com or phoned to Rick at 800-757-8377 x701.

Attendees – TBD
· Cohort 1 assumed at 16







SOW for CRO Thinking Certification Details

CRO Thinking unless changed in writing later in this SOW uses seven zoom sessions and video assigned for the virtual group sessions. These videos help students participate in the sessions,  master the material, and get certified. CRO Thinking is for those business leaders committed to applying Revenue Science™ to "Live a Revenue Culture" to achieve predictable growth of sales and profits no matter what is happening in the world.

Session members will receive invites that include prework and content for study. Then after each session, there will be an online survey, a video of the session with session content and next session homework provided. The surveys at the end of each session are to determine mastery and learnings regarding the sessions teaching and are due 48 hours before the following session.

Preparation for week 1 prework consists of reviewing the pre-work videos plus reviewing the  Simon Sinek TED video “How Great Leaders Inspire”. If there is additional pre-work it will be provided at least a week before the first session. 

The Simon Sinek video is 18 minutes long. Please watch it at least twice and be prepared to talk about your learnings as they apply to you today and going forward. Value from the learnings will recur at various times during the sessions as students apply to the Revenue Strategy, tools, diagnostic aids, deployment, and field execution in conversations.

In session 1, there will be 5 to 10 minutes to:
· introduce yourself (Share why your passion for business).
· share background and greatest skills that apply to Revenue Generation.
· tell WHY (think the Simon video) CRO Thinking is important to you.
· Share your learning goals for the 7 weeks.

The following SOW Elements are required elements of the certification process:

· Certification will cover 7 weeks, and each session will be 3 hours. Each session has 60 to 90 minutes of independent work assigned preparing for the next session.	Comment by Rejena Turner: 

· All sessions will be using virtual technology. A computer with high-speed internet, a camera, and a headset (USB connected is best) with a microphone is required.

· In addition to participating in the sessions, the demonstration of the mastery of CRO Thinking with the intent to deploy and monetize is required for certification.

· There are 10 foundation elements everyone must demonstrate mastery of. In addition, there are another 14 tool elements, and 5 of those are chosen by each individual to be mastered for certification. (Since CRO Thinking™ is the context for business, so the principle is Concept first and then monetize.)

· The demonstration of mastery can take many forms and is not intended to be documentation intensive. Anyone with questions or concerns about their path to mastery should speak with Rick no later than the 5th week.

· Demonstration of mastery will be taken seriously since it determines the enterprise’s ability to monetize and the quality of our certified community.

Session attendees will get the first agenda and prework at least a week prior to the first session.

This agenda will be continuously improved based on student purpose, progress, and outcomes from previous sessions, to ensure everything is covered and mastered.

If at any time the calendar (below) for this session becomes impossible for the attendee, they should email rick.mcpartlin@therevenuegame.com to make arrangements.  (All sessions will be recorded. Recordings and consultation with any other team members who were in the sessions will get the absent member caught up and will help their fellow team members practice teaching the science to others.)




Attachment 3


CROs Who Have Mastered CRO Thinking
Own 6 Survival Responsibilities

1. CRO’s own – the Revenue Strategy that fulfills the purpose of business, creating and keeping customers by transferring unique value that monetizes for both the buyer and seller.
2. CRO’s own – deploying the 3-level Revenue Generation platform that transfers unique value monetized by buyer and seller.
3. CRO’s own – the offers that compel buyers to buy to experience the value as well as owning the continuous improvement of those value producing offers over the long-term.
4. CRO’s own – the allocation of the Revenue Resources Required, the removal of Cost of Chaos and achieving predictable strategic results.
5. CRO’s own - the business continually producing more sales and profits sustaining the business at a Six Sigma level.
6. CRO’s own – the organization "Living a Revenue Culture".



Collaborative learning, often referred to as D2 in educational contexts, refers to learning approaches where individuals work together to achieve a shared understanding or goal. It emphasizes interaction, shared responsibility, and the reorganization of individual knowledge through social processes. 

HQIM stands for High-Quality Instructional Materials. It refers to educational resources that are designed to be rigorous, aligned with standards, and effective for teaching and learning. HQIM are not just about the materials themselves, but also about the professional learning and support provided to teachers to effectively implement them. 
Here's a more detailed look at what HQIM entails:
Key Characteristics of HQIM:
· Alignment with Standards:
HQIM are developed to meet specific state and/or national academic standards. 
· Evidence-Based Practices:
HQIM are based on research and best practices in education, often incorporating strategies like the Science of Reading. 
· Clear Learning Outcomes:
HQIM clearly articulate what students are expected to learn and how they will be assessed. 
· Differentiated Instruction:
HQIM are designed to be accessible and adaptable for a variety of learners, including those with diverse learning needs. 
· Content-Rich and Engaging:
HQIM provide rich and engaging content that motivates students and fosters deeper learning. 
· Teacher Support and Professional Development:
HQIM are often accompanied by resources and professional development opportunities for teachers to effectively implement the materials. 
Why are HQIM important?
· Improved Student Outcomes:
High-quality instructional materials can lead to greater student achievement and engagement. 
· Increased Teacher Effectiveness:
HQIM can empower teachers with the resources and knowledge they need to effectively teach. 
· Equity and Access:
HQIM can help ensure that all students have access to high-quality education, regardless of their background or abilities. 
· Alignment with Standards:
HQIM ensure that curriculum is aligned with the state or national standards, which helps with assessment and accountability. 
Examples of HQIM:
· Curriculum materials (textbooks, workbooks, lesson plans, etc.)
· Digital resources and tools
· Teacher guides and support materials
· Assessments
· Professional development opportunities for teachers. 


CBPL stands for Curriculum-Based Professional Learning. It refers to a type of professional development for teachers that focuses on the implementation of high-quality instructional materials (HQIM) and connects content knowledge and instructional strategies to those materials. CBPL is characterized by being collaborative, supported by instructional coaches, intensive, and sustained. 
Here's a more detailed breakdown:
· Focus on Implementation:
CBPL centers on helping educators effectively use the specific curriculum and instructional materials they are using in their classrooms. 
· Inquiry-Based Learning:
Teachers are encouraged to engage in a type of inquiry-based learning that mirrors what they are expected to deliver to their students. 
· Ongoing and Sustained Support:
It goes beyond one-time workshops and provides continuous, job-embedded support. 
· Collaborative and Collaborative:
Teachers work together to share knowledge, build a shared understanding of expectations, and collaboratively implement the curriculum. 
· Coaching Role:
Instructional coaches play a crucial role in supporting teachers through modeling lessons, facilitating reflection, and providing feedback. 
· Focus on Rigor and Impact:
CBPL aims to improve the rigor and impact of teachers' lessons by focusing on how they implement high-quality instructional materials. 
· Measurable Improvement:
Data and feedback are used to continuously improve both at the classroom level and system-wide. 
· Leadership Driven:
School and district leaders play a crucial role in setting the vision, allocating resources, and fostering a culture of learning. 



What is the ELA Program? The English Language ...
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The English Language Acquisition (ELA) Program is designed to teach students who speak languages other than English how to understand, speak, read and write in .
 
Transforming ELA Programs: A Focus on Deeper Learning and Student Empowerment
"Transforming English Language Arts (ELA) programs" refers to a shift in how ELA is taught and experienced, focusing on a more student-centered and meaningful approach that aims for deeper learning and better prepares students for college and careers. This involves making a departure from traditional, teacher-directed methods and moving towards student-driven learning experiences. 
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