     Thoughts on Educating Executives
· Decide the most important points (perhaps 5-6) you want adults to remember, then throw out your other material.  

· Adult students want practical, usable information that they can remember.

· Allow some flexibility in your session to provide for discussion of issues of special concern.

· It's not how much you put in; it's how much they get out.  Forget coverage, think insight.  They'll never know what you didn't cover.

· Adults learn best in an interactive environment and appreciate variety in format.

· Lecturing, even good lecturing, does not allow as much learning by adults.

· The best teachers of adults don't just hope that students get involved, they structure it (e.g. 
exercises, mini-tests, key questions).

· Thinking of yourself as part facilitator, part instructor will help.

· Use all the listening skills you can muster.  Restate questions to let them know you understand.  Answer those questions or deflect them carefully.
· The use of flip charts, slides and a limited number of overheads helps the presentation. Remember to provide copies of the visuals as part of the handout.

· Executives are already successful; their opinions are important.

· Never criticize the input/comments of any participant.  Instead, probe for more information, reframe the answer, note that it may be another point of view.

· Don't argue with your audience.  Even when you win, you lose.  Acknowledge their point of view and move on.

· When appropriate, use their expertise with small breakout groups with specific tasks or 

assignments.

· Listen to praise and criticism from adult audiences, even if not really justified. Assume that they are the best judges of what meets their needs.

· It's hard to have too much enthusiasm for your subject.

· If you're not visibly interested, they won't be either.

· The perception of high energy is admired by adult students.

· Their need to know is crucial.  Make sure they understand why they need to know this material.

· Always start and end on time.

· Evaluations fall dramatically when even the best session goes beyond the announced close, even if it's not the speaker's fault and even if that audience seems to want the speaker to continue.  In the latter case, close the session and offer the option to stay for those who want to continue the discussion.

· Seek feedback during and after your presentation.

· Read non-verbal signals as well as comments.

· Ask for reactions/responses mid-session or at any other logical time during the session.

*Adapted from Dr. Pat Stocker and Eva D. Zang, Office of Executive Programs, College of Business and Management, University of Maryland

Average Retention Levels for Adult Learners
10% of what we read

20% of what we hear

30% of what we see

50% of what we see and hear

Adult Learning Modes
	Most Common
	Preferred

	Listening
	Talking

	Answers
	Questions

	Watching
	Doing

	Tense
	Relaxed

	Bored
	Interested

	Old Information
	New Information

	Technical
	Practical


*Adapted from Catherine Price, The AMA Guide for Meeting and Event Planners, 1989.
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