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pacity and capability, 41-60fig; of
client needs, 27-58, 143—144¢;
measuring and reporting results,
138-141¢; test quality control
guidelines for, 48(—49¢

Asset protection, 15

ASTD 2004 State of the Industry
Report, 8

ASTD: as outsourcing training re-
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with, 137-138¢; test learners
knowledge, 33

Clients: assessing capacity/capability
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vice level statement of, 95-96

Core competencies focus, 12-13

Cost issues. See Financial issues
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able, 90
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89; setting up process of, 105-
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Improving processes, 143—-144¢
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Influence: Science and practice
(Cialdini), 127
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building, 13-14

International Board of Standards for
Training, Performance, and In-
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44; job task analysis by, 50-53; re-
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Skill Capability Matrix for assess-
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edge of, 33; training to service ex-
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ployees to get up-to-speed
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study, 29
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LMS (learning management sys-
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veloping plan and schedule for,
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nication impact on, 132-136t;
engagement process for, 128fig;
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of, 143-144¢; missteps and over-
sights during, 38-39
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Objectives. See Goals

“Off shoring,” 22
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ment team, 131-132¢
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process for, 24fig; guidelines for
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Quality statement, 94-95
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chart), 114-115¢
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relationships

Reporting requirements, 90
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Responsibilities: accountability pro-
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43; governance structure of, 107;
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firms, 74; selecting outsourcing
firm, 71
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ing, 61; defining outsourcing
relationship, 65; guidelines for
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63, 80-81; recruiting potential

outsourcing firms with, 74;
requirements/criteria forming
basis of, 63, 65fig
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defining, 61; defining outsourcing
relationship, 65; issuing the,
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criteria forming basis of, 63, 65fig;
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issues, 15
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92-93; job task analysis by, 49-50;
during selection of outsource
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ment specifying, 95-96

Rosenbaum, S., 146

Rosenberg, M., 57

Rossett, A., 57

RWD, 21
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the requirements, 63; define
roles and responsibilities, 62—63;
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RFQ, 75, 76-78; missteps and
oversights during process of, 81;
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firms, 74, 75¢t-76t; resources on,
82; set the baseline, 62; steps
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definitions related to, 61
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ments, 68-69, 70-71
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for deliverable, 116-118; consid-
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firms, 63, 65fig; deliverable and
contract provisions on, 97ﬁg—98t;
scope of work defining deliver-
able, 90

Shorten cycle times, 28-29

SHRM (Society for Human Re-
source Management), 56

Skills. See Knowledge/skills

Source One, 21

Sourcing, 3

Sourcing agent outsourcing, 20

Special requirements, 68-69, 70-71

Staffing levels, 95

Stakeholders: communicating with,
132-133, 135¢t—136¢; deﬁning, 61;
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tee, 63

Standards: assessing, 47, 48t—49¢; ca-
pability resulting from, 44; scope
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file, 103t—104¢; contract start-up

process, 102fig; create dispute res-
olution process, 123-124fig, 125¢;
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cols, 111-115¢; creating transition
plan, 120-123; develop document
standards and controls, 116; de-
veloping management plan and
schedule, 108-110; engagement
process of, 100fig; governance
process, 105f1g—108; guidelines
for, 125t—126t; identify intellectual
property, 118-120t; implications
for, 127; missteps and oversights
during, 127; resources on, 127

Statement of commitment (RFQ),
76, 77

Statement of intent (RFQ), 76, 77

Statement of work, 87

The suite of skills case study, 51

Svenson, R., 160

Swiss Rules of International Arbi-
tration, 99
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Task forces, 107

Task Skill Capability Matrix,
54fig-56fig

Technological capability, 68

Technology: HRIS (human resource
information systems), 12, 31, 33;
LCMS (learning content man-
agement system), 19, 29; LMS
(learning management systems),
14, 18, 29, 31, 33, 46

Technology-based training: e-learn-
ing, 29, 39, 46, 51; emergence of,
7-8; outsourcing to gain access
to, 16. See also IT (information
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The Telecom company case studies:
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firm, 72
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Termination provision, 91

Test development workbook (Hale),
57

Test quality control guidelines,
48t—-49¢

Tier-one contractors, 21

Tier-one vendors, 3

Tier-three vendors, 3, 21

Tier-two vendors, 3, 21

Timeliness provision, 91

Tracking CEUS case study, 32
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place drivers of, Sfig, 29-32;
emergence of technology-based,
7-8; estimating annual expendi-
tures on, 7; failure to demon-
strate value of, 8; low percentage
of evaluations on value of, 8-9:;
providing greater access to,
32-33; as support function, 13;
technology-based, 7-8, 16, 29,
39, 46, 51. See also Courseware;
Outsourcing training
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competence, 13-15; contract pro-
vision on budget and, 93-94;
managing, 15-16

The training and development
strategic plan workbook (Svenson
and Rinderer), 160
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ployee turnover, 32; listed, 8fig;
regulation and documentation,
30-31
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standards (IBSTPI), 146

Transferring intellectual property,
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Transition plans, 120-123
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encyclopedia), 5n.1
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