
  
Is Your Talent Development Process Creating Winners? 

 (Part 6 of a 6-part series on Managing and Leading Others) 

Leaders are learners, and they inspire each team member to be one as well! The learning 
cycle is defined as the length of time that takes place between the introduction of a skill 
and the point at which it is internalized and effectively utilized by the team member. 

Anything we can do to keep the learning cycle short will pay handsome dividends since 
increasing the skills of a team member puts competence on the street sooner! In order to 
facilitate this goal, we need to understand and use the “Learning Development Model” 
which has five stages… 

The first is the Energized Beginner. These are the new people you have just on-boarded 
who are customarily excited about their new position and are eager to learn what must be 
done to succeed. Keep their enthusiasm high by giving them all they need to progress in a 
hastened manner. When they display a swift absorption rate, ramp it up a notch. If it 
moves too slowly they might well lose interest. 

The second stage of the model is the Reluctant Novice. Don’t be alarmed, but it is often 
the case that after an introduction to stage one, some beginners experience a bit of 
reluctance and can start thinking that the business is more complicated than they had 
anticipated. What they need from you is encouragement, assistance, and advice. Let them 
know that this is normal and work with them to progress.  

 



The third stage in the model is the Tentative Performer. Now they are starting to get it! 
Here’s where we encourage the “Practice, Drill and Rehearse” exercise. That will help them 
move more quickly to the next stage. 

The fourth stage is the Competent Producer. For example, if they are in sales, this is the 
point at which they have become knowledgeable enough about your product or service to 
perform without constant oversight in the marketplace. They have demonstrated the 
capability to get it done. Stay with them as they need your counsel. 

The fifth stage in the model is the Internalized Professional. These people are near or at 
the mastery level. It usually takes some time to get there, but your appropriate utilization 
of the Learning Development Model will increase the probability that they will become a 
high-level performer sooner.   

Their reflex actions and verbalizations are on time and on point. Their demonstrated 
confidence impresses their prospects and they know what to do to get results. We have 
probably all had the experience of losing a sale, and when driving away we realize within 
two minutes what we should have said instead of what we did say that would have 
cemented the deal! 

Jim Kleeman and I made a number of appearances together some years ago. At one 
meeting in Chicago, he was proclaiming the importance of training to the audience of 
entrepreneurs. He was interrupted by an audience member who said “Jim, what if I spend a 
lot of time and money training my people and they LEAVE?” Jim went down into the 
audience right up to the man and said, “What if you don’t and they STAY!” Everyone 
laughed but made notes – they got it. 

The Learning Development Model offers you the proven pathway to always be fine-tuning 
your training and development process. When you use it as your constant guide, you will 
be a more successful leader because you will have a more successful team! 

  

Please take two minutes and 
watch this short video on our 
newest deliverable at U.S. 
Learning – the Don Hutson 
“Dynacast”. 

 (Click on the image at left.) 

 

https://vimeo.com/318520598


Note: I suggest that you follow this link to The Don Hutson Report Library to review 

the previous issues. https://donhutson.com/dhreport-library/ 

 

 Here’s our latest approach to sales 

Promotion; The Don Hutson 

QuikLook Media Kit. If you are a 

Corporate or Association Meeting 

Planner, you will want to review 

Don Hutson’s Flipbook Press Kit 

and consider him for your 

upcoming events.  

Just click on the image below. 

The U.S. Learning Online 

Learning QuikLook allows you to 

review our four top-level 

programs on Sales, Negotiations, 

Sales Management and 

Leadership with sub-topics and 

video excerpts for educating you 

to be your best!  Just click on the 

image below.  

                         ▼                                                    ▼ ▼ 

 

 

 

 

 

 

Don Hutson is a #1 NY Times and Wall Street Journal 

International Best-selling author, a Hall of Fame speaker, 

and CEO of U.S. Learning based in Memphis, TN 

www.DonHutson.com 

 

https://donhutson.com/dhreport-library/
https://www.paperturn-view.com/us/usl/don-hutson-flipbook?pid=MjY26329&v=7.7
https://www.paperturn-view.com/us/usl/us-learning-flipbook?pid=Mjk29945&v=1.2

