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SECTION A — (10 × 2 = 20 marks)

Answer any TEN questions.
1. What do you understand by training?

2. What is learning process?

3. What are In-basket exercises?

4. Write a short note on job rotation.

5. What is cost benefit analysis?

6. List out the training functions.

7. What do you mean by sharing intellectual capital?

8. Write a note on focus in context of training and development.

9. What is time management?

10. List out the need for employee training in business organization.

11. What is Mentoring?

12. Distinguish Training from Development.
SECTION B — (5 × 5 = 25 marks)
Answer any FIVE questions.

13. List out the importance of training. 
14. Discuss about the on the job training techniques.
15. Briefly explain vestibule training.
16. Overview of training evaluation process?
17. What are the delivery methods used to design the future of training and development?
18. Discuss about the importance of time factor.
19. What do you mean by case study method of training?
SECTION C (3 x 10 = 30)

20. I. COMPULSORY QUESTION :                
          
     (1 × 10 = 10)
Few years ago, ABC Company developed a training strategy for training its global sales force. An important feature of the strategy was to create a master training plan for each year. The organization’s strategic plans, objectives, and functional tactics would drive this plan. Once an initial procedure was designed it was then evaluated and critiqued by the top management, different units, and training council. The input from these stakeholders would be summarized and transferred into a master training plan. The major question that was asked by the designers of training program was, "what results do we want from salespeople after the training program is over?" Answer to this question becomes the objective of the training program.  Then training content was designed, videos were made. 

The videos took 3 to 6 months to produce. Video contains live production plants, clients’ offices, partner offices, suppliers, manufacturers’ locations, and other locations. Videos were used to train sales people in various areas, such as: Market information, Sales Process, Product information, Policies and procedures. Around thousands of sales persons were getting a specific video training. The sales people were getting training material along with the video. Sales representatives then watch video, follow the directions, and refer to the material if faces any problem. When salespeople feel they have mastered the material, they would take an exam and call a toll-free number to transmit responses to exam. Salespeople who successfully passed an exam were factored into performance and merit reviews as well as promotional opportunities. Those who couldn’t pass the exam were asked to go through the material and video again before retaking the exam. If the salesperson failed an exam again, the reporting manager was notified. 

Questions:
a) Is video the most effective way to achieve training objectives?  In today’s technological world, is video still the best way to deliver the training – Discuss.
II 
Answer any TWO questions 

                         (2 × 10 = 20)
21. Explain the process of strategic training and development?

22. How to design a 5’S quality training program for non technical employees?

23. Explain the Krik patrick’s training evaluation.

24. Explain the future of training and development.
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