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 fi rst step in any business endeavor is to 
know your audience. In the realm of tech-
nical training, a bigger characterization of 

“audience” is necessary. Stakeholders at multiple 
levels throughout the organization must be engaged, 
beyond those who will receive training. Executives, 
technical leaders, technical experts, managers and 
employees all have diff erent expectations and needs 
regarding training as well as diff erent contributions 
to training. 

Th e “What’s in it for me?” is typically diff erent 
for each of these stakeholders depending on where 
they sit in the organization, their role and exper-
tise, among other factors. While there may be ex-
ceptions, executives want to know that technical 
training directly supports the business strategy and 
will yield tangible and cost eff ective results. Techni-
cal leaders want responsive and timely support for 
new products, technology and services during criti-
cal stages of development. Technical experts expect 
technical training to be detailed, high quality, ac-
curate and complete. Managers want their people 
to have the right skills at the right time, delivered in 
an eff ective manner with minimal time away from 
the job. Employees expect technical training to be 
highly relevant and immediately applicable to the 
job.

An organized eff ort to engage stakeholders yields 
many benefi ts:
•  Increased focus on business problems and priori-

ties
•  Assistance to obtain funding and resources, in-

cluding technical expertise

• Better access to new information and ideas
• Increased collaboration and innovation
• Enhanced decision making
•  Increased quality and relevance of technical train-

ing solutions
• Reduction in roadblocks to implementation

Proven methods for reaching out to stakeholders 
include structured interviews, focus groups, sur-
veys and needs assessment techniques. While these 
methods can yield highly valuable data and infor-
mation, ongoing relationship building and “deliv-
ering on the promise” of training are essential. 

As the training organization builds its credibility 
and delivers training, stakeholders will want to see 
the impact of training. Executives will be interested 
in strategic training programs, costs, projected fu-
ture costs and outcomes. Technical leaders and 
experts will want to see the training roadmap for 
a specifi c product line, technical area or function. 
Managers will want to know who needs to attend 
training. Employees will want to know their options 
for completing training.

Engaging stakeholders is just the beginning. If 
managed well, stakeholders can actively and vehe-
mently support technical training at every stage of 
the training life cycle from strategy, prioritization, 
funding, and content development to training de-
livery increasing its impact.

Wendy Combs and Bettina Davis are the co-au-
thors of “Demystifying Technical Training: Part-
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