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Content Retention – Death by PowerPoint

CURRICULUM DEVELOPMENT

RETENTION PYRAMID

COMMON MISCONCEPTION #1:

“I POWERPOINT, THEREFORE, I TEACH”

Presentation vs. Course

• Subject Matter Expert “Brain Dump”

• “Run-on Sentence” For Student

• “Put Mouth Up To Firehose”

• No Stop or Break Between Topics

• “Need-to-Know” vs. “Nice-to-Know”
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Adult Learning Styles

BLUE LEARNER

“A-Type Leader"

“Sales Person”
“Get to the Point Quickly”

Summarize, Bullet Points

Need-To-Know vs Nice-To-Know

“Engineers”
Meticulous

"Detail-Oriented"

Wants to Read Everything

Nice-To-Know vs Need-To-Know

GREEN LEARNER

"Social, Interactive"

“Hand Raisers”  

Asks Questions

Talks in Class

Collaborative

Competitive

RED LEARNER

YELLOW LEARNER

"Passive"
Learns by “Being Shown"

Likes to be Entertained

PowerPoints

Summaries

Manuals

White Papers

Case Studies

Trade Publications 

Articles

Social Media 

Social Learning

Online Chats

Gamification

Pre-Tests

Videos  

Animations

Simulations

Demos

CURRICULUM DEVELOPMENT

Content Retention – Death by PowerPoint

POWERPOINT COVERS ONLY ONE LEARNING STYLE

THE MOST EFFECTIVE CURRICULUM COVERS AND ENCOMPASSES ALL LEARNING STYLES
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“POWERPOINT = CURRICULUM”

COMMON MISCONCEPTION #2:

Content Retention – Death by PowerPoint

http://www.aboutlearning.com/what‐is‐4mat

4MAT LEARNING MODEL

CURRICULUM DEVELOPMENT

PowerPoint Courses Are Built With 

No Instructional Design Structure
• No Lesson Structure (Entire 4MAT Model)

• No Interactive Activities (Practice)

• No Knowledge Checks (Perform)

• No Content Strategy

• No Competencies

• No Learning Objectives 

• No Assessments 

PowerPoint-based courses stay exclusively in Quadrant 2
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During Learning
100% Recall
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24% Recall

Content Retention – Death by PowerPoint
Retention Over Time – in Courses without Interactivity

Source: www.elearningindustry.com

• Human Brains = Physiological Limits 

• To Amount of Information Recall Without Interactivity

• Lack of Retention = Passive Participants

• Material Just Washes Over Them

• Interactive Learning Models/Strategies Reinforce Retention & Recall

• Makes the Student “Work” with the Material

• Passes Knowledge from Short-Term to Long-Term Memory

• Course Concepts Are Then Applied On-The-Job

• = Behavior Modification

CURRICULUM DEVELOPMENT
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POWERPOINTERS:

• START with Content

• No Learning Objectives / Assessments

• No Lessons / Knowledge Checking

• No Competency Support / Behavior ModificationLEARNING 
OBJECTIVES

ASSESSMENTS

Course And Content 
Not Based On 

Learning Objectives

In Many Cases, LO’s Have 
To Be “Reverse Engineered” Very Rarely Are

Assessments Part Of 
PowerPoint-Based Courses

No Knowledge Checking

No Guarantee Content 
Connects To Or Supports 
Competencies Or Leads 

To Behavior Modification

Starting With 
Content Creation

PowerPoint Presentation

COMPETENCIES

CONTENT

?

?

?

STARTING WITH A POWERPOINT PRESENTATION  =  TOTALLY BACKWARDS PROCESS!

Content Retention – Avoiding PowerPoint

Curriculum Development Process Flow

CURRICULUM DEVELOPMENT
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COMPETENCIES

LEARNING 
OBJECTIVES

ASSESSMENTS

CONTENT

What They Need To Know

How We Know They Know

Content

“The Snapshot”

ONLY AFTER 

1. Modeling a Job Role and its Competencies 

2. Developing Learning Objectives / Assessments 

3. Does CONTENT get developed.

Content Retention – Avoiding PowerPoint

Curriculum Development Process Flow

CURRICULUM DEVELOPMENT
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CURRICULUM DEVELOPMENT STARTS WITH ROLE MODELING & COMPETENCY MAPPING

Role Modeling Is A Combination Of

BUSINESS 

MODELING*
JOB TASK 

ANALYSIS**

COMPETENCY 

MAPPING

Creates A “Snapshot” Of A Job Role And Competency Families

* How a Role Fits in to Flow of Business

** Study of HR Job Description Documents

CURRICULUM DEVELOPMENT
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Role Modeling – Competency Mapping - Leads To: 

CURRICULUM DEVELOPMENT

Adding Learning Objectives & Assessments

Lesson Planning

Per Competency
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Learning Objectives LEARNING OBJECTIVES ARE NOT:

• Overviews

• Introductions

• Lists of Activities Within The Course

• Lists of Topics To Be Covered

• Statements of What Student Will Learn

CURRICULUM DEVELOPMENT
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KNOW

APPLY

ANALYZE

COMPREHEND

EVALUATE

SYNTHESIZE

Able to present and defend opinions by making judgments about  
information, validity of ideas or quality of work based on a set of criteria.

EVALUATION: ASSESSING

Able to compile information in a different way to create new solutions.
SYNTHESIS: COMPILING INFO IN DIFFERENT WAY

Able to examine and break information into parts by identifying motives or  
causes; making inferences and finding evidence to support generalizations.

ANALYSIS: COMPARING AND CONTRASTING

Able to solve problems by applying acquired knowledge, facts, techniques  
and rules in a different way.

APPLICATION: ILLUSTRATING AND PRACTICING

Able to describe and explain the main ideas
COMPREHENSION: IDENTIFYING AND DESCRIBING

Able to recall facts, terms, basic concepts, answers.
KNOWLEDGE: REMEMBERING OR MEMORIZING

Learning Objectives = Blooms Taxonomy

What OUTCOMES (Behavior Modifications) 

should come from the Lesson / Course?

What Skills Learner Will Have After Taking The Course

After successfully completing this lesson, the learner will:

Possess knowledge of the five major sections that make up successful ALS 

Services Contracts

Be able to explain how each of the five major sections that make up ALS Services 

Contracts is important and how each helps define and encompass a closed sale

Apply knowledge of ALS Service Contract structure in order to negotiate and

problem solve contract issues with clients, leading to closed sales

Be able to compare and contrast different types and versions of ALS Services 

Contracts  - then - analyze how each contract is right for a specific deal and how 

they each will lead to a closed sale for a specific customer

Be able to compile and synthesize data from a variety of ALS Services Contracts 

to create new ALS Services Contracts that lead to closed sales for new customers

Be able to evaluate ALS Business Development personnel for their ability to

produce and promote contracts that regularly lead to closed sales for customers

Learning Objectives: Written to support the 

ANTICIPATED OUTCOME of Lesson / Course

CURRICULUM DEVELOPMENT
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Design / Develop Phases

SME & STAKEHOLDER ACCOUNTABILITY - REVIEW / REVISION CYCLES

REVIEW PROCESS

• To Manage Flow of Work

• Multiple people reviewing

SUBJECT MATTER EXPERTS

• Reviewing for Content Accuracy

ACCOUNTABILITY

• Approvals

• Sign Offs - Deliverables For Each Phase Need To Be Signed Off 

Before Going On To The Next Phase

OUTLINE

STORYBOARD

CONTENT DEVELOPMENT

To Piloting

User Testing                  

Course Request SME QAID/DEV

SME QAID/DEV

SME QAID/DEV

CURRICULUM DEVELOPMENT

Discover
• Raw Materials/Requirements Gathering
• Stakeholder & Gap Analysis
• SME Meetings

Design
• Role Modeling/Competency Mapping
• Create Course Outline / Lesson Structure
• Create Storyboards

Develop
• Develop Course Content
• Develop Corporate Communications

Deploy
• User Testing
• Course Pilot
• Deliver Corporate Communications

Deliver
• Go Live

5D Methodology

Each Deliverable for Each Phase
Will Have Revision Cycles and 
Sign Off From SME

Each Deliverable for Each Phase
Will Have Revision Cycles and 
Sign Off From SME
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CURRICULUM DEVELOPMENT

Overall Program Architecture

Competency Map Course Outline Course Storyboard

Content Development
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Management

Technologies

BUSINESS SKILLS

Relationships

Interaction

Persuasion

SOCIAL SKILLS

Research

Strategy

Messaging

INFORMATION SKILLS

EXECMGRPROADMIN

• Understanding The Customer Relationship
• Intro To Customer Service

• Intro To Collaboration & Negotiation

• Intro To Business Development

• Intro To Research And Business Intelligence

• Intro To Public Speaking
• Intro To Marketing & Communications

• BD Operations Support
• Intro To ALS Internal Processes & Policies

• Intro To BD Technologies

• New Client Development
• Advanced Customer Service

• The Persuasion Process
• Business Development Practicum – Hands-on

• Business Intelligence Best Practices 
• Mastery Of ALS Product Knowledge 

• Business Development Strategy Best Practices

• Advanced Messaging For BD

• BD Technologies Lab – Hands-on Tutorials
• Social Media Lab – Hands-on Project

• Business Development Management
• Region & Territory Management
• Driving Performance, Achieving Targets

• iLEAD Program
• EDP Program

• Bespoke Program

• iLEAD Program
• EDP Program

• Bespoke Program

• iLEAD Program
• EDP Program

• Bespoke Program

BUSINESS DEVELOPMENT CERTIFICATION PROGRAM

CURRICULUM DEVELOPMENT


