Tracking to Results: from Workshops & Training
Many non-profit organizations undertake some form of education, whether for advocacy, direct service, capacity building or another purpose.  While groups start by saying that they are in the informing business - educating others to some problem or potential most realize that they are in the persuading business.  They don’t just want people to get information.  They want them to do something with it!  

Here’s a sequence of steps you can take to define, track & verify results from educating.

1. Say the target as the program begins.  Good morning. This training is shaped to hit a target. Of the 30 of you in this program at least 20 will remember something in three weeks and that of those 15 will try something new to become a better parent.  A target is far more useful in shaping a program than is an agenda or even a purpose. 

2. Share the target.   Ask the group is the target is reasonable, reminding participants that if they are not prepared to make any change in what they do after the session that they should not agree with the target since they can’t be part of it.  The group’s affirmation means the target has been shared.  Co-ownership of the target is a great way to increase success.  

3. Do milestone check one hour into the workshop pause to ask this question:    How many of you have already picked up on something that you think you will want to remember and use?   My own milestone for training is that I need to reach half of my target in the first hour of a full day. It’s my best content and the freshest hour for everyone.  Even if I hit the milestone, here’s the second question:  For those who did not raise their hand, I would really appreciated knowing why so that I can make some adjustments in what we are doing to be more responsive to you.  This step integrates presentation and tracking, a key part of verification.  It not only prompts course corrections but reminds participants of the target and how seriously it is being taken.  

4. At the end of the day, establish intention to remember and use learnings. You know our target so let’s see where we are with it. How many of you as you leave here believe that you will remember and do something differently as a result of participation?  Hands will go up.  If there is time, ask if some people will share what they think will stick with them and what they will do with it.  This can be infectious.  Then note that they will be contacted in three weeks to learn what value the program may have had for them with their children.  The action of sharing the means and timing of verification also works to increase results. People who say they will do something and know they will be asked if they did so are more likely to be part of your success. 

5. Pass out a brief feedback form at the end of the meeting.  (We often combine feedback with a chance to request free articles or something, which helps insure high response rate.)  Include these three questions:

· Do you think you will remember anything from this session that should prove useful to you later?  If so, what? 

· Do you think you will do anything differently as a result of what sticks with you?  If so, what do you think you will do or try?

· How can we contact you in three weeks to learn if you have used anything learned today?  E -mail me at… phone me at …

We suggest going light on such questions as whether people liked the training. The proof of value is what they do with it. 

A highly useful technique for getting these forms is for the presenter to stand at the back of the room and personally thank each person for coming, collecting the forms (face down) as an obvious part of departure. If a large group, have several persons so stationed.  

6. Make those calls and e-mails. This should be done by a person who was not involved in the program which biases responses.  Greetings. I am Sue Johnson, a student at George Lincoln College. I have been hired by Great Parents to learn what people are doing with their program for the training.  Please know that no one outside of this group will be given any information you provide. Its sole purposes are to see what impact the program had and to help Great Parents improve their training.  The e-mail can be set up with a master list for efficiency and can be formatted with your questions such that a person can enter their responses and hit reply.  In most cases, we do not suggest confidentiality of individual response. It does not seem necessary and you keep the sense of direct communication that increases results and your ability to learn from them.  

The questions are again very simple:

· What if anything do you remember from the workshop? Please be   specific.

· And have you used that information in any way?  If so, what have you done or tried that is different for you?

· If you have done something, how would you say it worked for you?  Did it make any difference or likely difference later and, if so, what?

· If you have not yet done anything with what you remember, do you think you will later?  If so, what do you think you will do and what will prompt you to do that?

7. Flag unusual responses for follow up.  If someone has not tried anything new, you might want to call them both to learn why nothing happened and if someone has made major changes that also suggests a call.  In the former case, you will learn how to improve your program and in the latter case you will gain a result story for your records.  This step might use the format of the ResultReach covered in Section 36. 

This approach integrates verification in the delivery of the program and is remarkably inexpensive.  Typically, the cost for additional time is less than $500 for up to 25 persons in a program. Further, you can use it in flexible ways. An example is choosing to follow up in three or six month increments to learn what effects really seem to last.  It is also a great learning tool, as you compare how certain kinds of participants do on using information to how others do.  Virtually no program is an equal success with all kinds of participants. 

