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These slides are provided as a courtesy to those who have
attended one of our classes or presentations.

These are for internal use within your organization only; all
rights reserved.

We thank you in advance for respecting our intellectual
property and refraining from duplicating, distributing,
selling, or otherwise using this presentation in whole or
part for your personal profit or promotion.

The following marks are the property of Kirkpatrick
Partners, LLC: The Kirkpatrick Business Partnership
ModelfM KBPMSM | Return on ExpectationsSM, ROESM,
and Chain of EvidenceSY
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Percentage of Learning Transfer

1975: Percentage of formal learning that is
actually applied to the job:

15%

2005: Percentage of formal learning that is
actually applied to the job:

15%

Dana Robinson, ASTD ICE, 2008
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Kirkpatrick Four Levels
Level I: REACTION

To what degree participants react favorably to the
training
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Kirkpatrick Four Levels
Level 2: LEARNING
To what degree participants acquire intended
knowledge, skills, and attitudes based on
participation in learning event
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Kirkpatrick Four Levels

Level 3: BEHAVIOR

To what degree participants apply what they
learned during training on the job
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Kirkpatrick Four Levels
Level 4: RESULTS

To what degree targeted outcomes occur, as a
result of the learning event(s) and subsequent
reinforcement
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The End is the Beginning
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The End is the Beginning

Learning
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Kirkpatrick Four Levels and
Objectives

Q. D

Level 1 Level 2 Level 3 Level 4
Reaction Learning Behavior Results

Environmental 1
Considerations Learning

Objectives
Performance

Objectives
Business
Objectives
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The Kirkpatrick Business Partnership ModelS"

-
| Business |

need

REFINE
expectations to
A define autcomes

Deterrrine

reqired KSAs, Consider necessary
Learting 1 tearming emiranment
Objectrves

PLEDGE towork [ ADDRESS jury
tagether issues

TARGET criical
behaviors and
reqired diivers

Initate ongoing
reinforcement and
mornitoring

Measure L3
Behavor

<F

Prepare Chain of Evidence™ to demonstrate ROE

Present L4 Results
findings

. Measure 12 Measure L1
Leaming Reaction
"

Present L3 Present 12 Present L1
Behavior findings [, Leaming findings [, Reaction findings

© 2000 Kirkpatrick Partners, LLC All nghts reserved




“What is your job here at the hotel?”
“I am a window washer.”
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“What is your job here at the resort?”

“I am part of a team that creates great experiences

»
for our guests!
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Business Objective
Level 4

» At the company level

» Key to the mission of your organization
— Sales
— Quality
— Costs / profitability
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Performance Objective
Level 3
What individuals need to do on the job to
accomplish the business objective

— Observable behavior
— Measurable
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Environmental Considerations
Level 1

Learning conditions most conducive to
individuals learning what they need to
know (or believe) to be able to perform the
required behaviors on-the-job
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The End is the Beginning

Results Measlrement

What will success look like? Methods/
Key shareholder ROEM Tools

Learning Measurement

What do people need to learn / believe to be Methods /
able and willing to perform the behaviors? Tools
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Your Chain of EvidencesM

+

(Necessary knowledge, skills, attitude)
+

g (Required environment / conditions)

(Critical behaviors and drivers)

(Key business objectives)
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