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Isolating the effects
importance of evaluation, 186

methods for, 188189

J

Japan Management Association, 87
Job or task analysis, 84
Judgmental sampling, 81

K

Kirkpatrick, D. J., 1-2, 4, 166
Kirkpatrick’s evaluation model
four levels of, 4
Phillips’ Return on Investment
(Level 5) addition to, 4
Knowles, M., 1

L

Learners
assessing readiness of, 151-153
building confidence of], 12, 13,
28, 141-142
relevance to, 22, 231,
26-27, 141
surveys on initial reaction of,
152-153
willingness of, 12, 13,
28-29, 143
See also Active Management
Reinforcement (AMR); Habits;
Performance readiness;
Performers
Learning
assessing readiness for, 41-42
ineffective habits as deterrent
to, 28
key factors for, 141-143
Learning and Performance Action
Plan, 179-180¢
Learning and Performance
Contract, 147-148¢, 153
Learning transfer
follow-up action and strategy for,
153-159
guiding principle on focusing
the, 149
Solution Proposal Format
on, 117¢
triggering, 42

See also Follow-up performance
evaluation; Performance
transfer

Learning transfer strategy

AMR as part of, 158-159

developing an effective,
154-158

importance of developing,
153-154

Lewin, K., 1

M

Mager, R. E, 1, 135
Management Performance
program, 202
Managers
aligning design and development
role of, 143
ensuring training professional’s
knowledge, 40
training professional partnering
with clients and, 209
See also Active Management
Reinforcement (AMR);
Organizations
Measures
developing performance, 26
guiding objectives and, 43¢,
97-98
linking readiness and
execution, 134
Proposed Solution Format on,
1154-116¢
Meier, D., 1, 141

N

National Association of
Manufacturers, 87

Needs assessment. See Situational
Needs Assessment

New expectation signal, 544, 60-61

Newstrom, J., 157

Nominal group technique
(NGT), 83

o

Objectives
development of training and
performance, 26

Index

guiding measures and, 43¢,
97-98
linking readiness and execution,
134-135
Proposed Solution Format on,
1156-116¢
Observation of work, 84-85
Organization records
data collection from, 85,
181-182
flawed data, team data, and
cautions about, 181-182
Organizations
handling the outside view of
training in, 203-206
training function must align with
philosophy of, 204¢
See also Managers
Outcome Report, 193¢-194¢

P

Pareto, V, 12
Pareto’s Principle, 12
Per person costs, 117¢
Performance
key factors for, 141-143
objectives and measures of, 26
theoretical and practical
influences on, 1-2
Performance Alignment and
Linkage (PAL) guidelines
1. verifying business drivers, 431,
55, 114¢
2. gathering data from credible
sources for assessment, 434, 86
3. identifying performance,
requirements, performance
gaps, root cause, related needs,
guiding objectives, 43¢, 89
4. ensuring the guiding objectives
and measure guide selection/
design of solution, 43¢, 97-98
5. propose solution in context of
Five Key Factors and secure
client contract, 43¢, 112
6. performance consultant
role when presenting
recommendations, 43¢, 113
. continually educating clients

~

on performance solution
design value, 43¢, 125



Index

8. getting client’s evaluating
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See also Data analysis; Risk
assessment; Situational Needs
Assessment
Six Signals
Big Sky Medical Group scenario
on process of, 54-55
overview of, 36-37, 52, 53fig,
544-58
signal 1: business deficiency, 54,
58-59
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developing/acquiring means of,
140-141
enabling the performer,
145, 147
guiding principle on focusing the,
149-151
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