A journey

¥ GET MAP AND DIRECTIONS Clear

ﬂ From: Delivering Physical Classroom Training -

To: Fadilitating a Continuous Learning Environment
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The stampede

NAs they continue to see t hebaseskemand | fo
training falling off the cliff, some training firms are scrambling to get their
content online. Some are taking shortcuts. Others are going about it the
right way. Even during these challenging times.

We know of several very large corporations that have announced internally
that they wil/l of fer no more classroon
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Objective and agenda

Share experience & best practices

The starting point

The destination
Notes from the road

A roadmap
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Travelogue
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1. The starting point

"
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Instructor Led Training
v For:
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Instructor Led Training
v For:
A Immersion
A Peer-to-peer discussion
A Dedicated time
A Physical environment
v Against:
A Travel
A Time
A Pace
A Fire hose
A Single event
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Virtual classroom
v For:

v Against:
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Virtual classroom
v For:
A No travel
A Possibly less timeaway from the job
A Cost
A Reach
v Against:
A Engaging
A Not physical
A Often lacking peer-to-peer
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2. The destination

The vision is not to simply save money! \‘/

Let 0s provide a

better learning environment,
motivate people, &

change behavior

0 and of course, reduce costs
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Knowing is not enough,

we must apply.
Eo %,,,

Being willing is not enough,

AN INSPIRATIONALI EXHIBITION We mUSt dO

LeonarddaVinci
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3. Notes from the road
N i
Early days

The need to rethink
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Early days: Moving from ILT to VLC

v Turbo PowerPoint
v Getting interactive

v Big classesi because we can

Struggling with technology f&
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Results

v Travel costs decreased
v Participants:
A Liked
A No travel

A Stories
A That they could do other things

A Disliked
A Presentation
A Forced interactivity
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Expanding the view

v A new world of learning
v New technologies

v New social learning

v New interactive styles

v _Just Iin time
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Expanding the view

v A new world of learning

v New technologies Exploratory

v New social learning Learnlng

v New interactive styles

v _Just In time
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The need to rethink

D’ D ey
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Compelling
Engaging

Motivational
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Efficacy of exploratory learning

v Environmental
A Speed to required change
A Ability to accommodate trial and error
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Efficacy of exploratory learning

v Learner
A Knowledge of what to learn
A Motivation to learn
AUnderstanding of whatos | m
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Efficacy of exploratory learning

v Learning Resources
A Quality

A Accessibility

A Relevancy
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Applicability of exploratory learning

Directed ey Exploratorv

Environmental;

_ Faster Slower
Speed to requ|red Change T —
N _ Lower Higher
Ability to accommodate trial and error
Learner:
Lower Higher
Knowledge of what to learn
o Lower Higher
Motivation to learn FRRRR—

L High
Understanding of whgﬂﬂﬁn—i—%er

Learning Resources:

_ Lower Higher
Quality
Lower Higher
Accessibility N
Lower Higher
Relevancy
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Balance between directed and exploratory

Exploratory
Learning

Directed
Learning
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The PowerPoint Dilemma




