
How to Use IBM SkillsBuild AI Level Up 
as a Lead Segmentation Funnel for Paid 
Cohorts
IBM SkillsBuild AI Level Up is a free AI readiness assessment that outputs learner profiles and 
next steps. This article shows how to use that assessment as a segmentation lead magnet and 
convert the results into paid cohorts, workshops, and career-pivot offers.

Source https://yetyield.com/blog/ibm-skillsbuild-ai-level-up-as-a-lead-segmentation-funnel/

Most AI education funnels leak revenue at the first step:

they attract curious learners who never convert because they do not know what to do next.

IBM SkillsBuild AI Level Up is interesting because it starts with a different primitive:

an assessment that assigns a learner profile and then recommends next steps.

Official entry point:

• IBM SkillsBuild AI Level Up: https://skillsbuild.org/ai-level-up

This is not a “course monetization” story.

It is a segmentation story.

The monetization angle

If you sell AI training, enablement, coaching, or career pivot offers, your job is not to teach AI 

facts.

Your job is to:

• diagnose where a learner actually is

• prescribe a path they can finish

• sell the applied layer (accountability, feedback, implementation)

The assessment becomes a lead magnet that qualifies buyers.

Then the paid offer is the execution gap around the recommended path.

Why an assessment beats a generic free guide

Generic lead magnets fail because they do not:

https://yetyield.com/blog/ibm-skillsbuild-ai-level-up-as-a-lead-segmentation-funnel/


• tell the reader what they should do next

• create a reason to talk to you

• generate a “result” that can be reviewed and improved

An assessment produces a result by design.

That result can be:

• reviewed in a paid session

• used to place someone into a cohort

• used to justify a higher-ticket package (“you are not a beginner, you need workflow execution”)

A funnel you can copy

Step 1: give away the assessment + one promise

Your promise should be narrow:

Take the free assessment. If you share your result, I’ll tell you the next 30-day move that 

creates measurable output.

This is not “AI transformation.”

It is one month of progress.

Step 2: sell a paid “result review” (entry offer)

This can be a 45–90 minute paid call where you:

• interpret the profile

• identify one realistic use case or learning project

• select the minimum learning plan needed

• define a deliverable the learner must ship

The deliverable matters more than the modules.

Step 3: convert into a cohort (repeatable revenue)

Once you have a segmentation mechanism, cohorts become easier:

• Explorer cohort: build AI fluency + one workflow SOP

• Practitioner cohort: build one repeatable workflow + evaluation checklist

• Trailblazer cohort: build an agentic workflow + monitoring + cost guardrails

The cohort is not “watch content together.”



The cohort is:

ship one thing, with feedback, under time pressure.

Step 4: upsell into a retainer or membership

Learners finish a cohort and then face the real problem:

their work environment changes, and their workflows decay.

Retainers and memberships can include:

• monthly workflow teardown

• prompt and template updates

• KPI tracking (time saved, output quality, adoption)

• office hours for edge cases

This is how AI education becomes yield infrastructure.

How to connect this to official learning ecosystems

IBM SkillsBuild is one ecosystem.

But the pattern generalizes across vendors:

• official learning reduces trust friction

• your business is the applied layer

For adjacent plays, see:

• IBM SkillsBuild AI: How to Package Free Courses Into a Paid Cohort Offer (/blog/ibm-

skillsbuild-ai-how-to-package-free-courses-into-a-paid-cohort/)

• Google Cloud Skills Boost: How to Turn Official GenAI Learning Paths Into a Paid Cohort (/

blog/google-cloud-skills-boost-how-to-turn-learning-paths-into-a-paid-cohort/)

• How to Turn OpenAI Academy Content Collections Into an AI Lead Magnet Funnel (/blog/

openai-academy-content-collections-as-an-ai-lead-magnet-funnel/)

What to avoid

• selling the assessment result as if it is a credential

• turning segmentation into a personality quiz with no outcome

• promising job outcomes you cannot control

• building a cohort without a shipping deliverable

Assessments are only valuable when they change what the learner does next.


