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Learning Stage
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Before Action Review (30 11%)

Pre-Test (15 W1#)

Teaching & Case Study (130 w17)
Pop-up Quiz (20 W)

Role Play (45 un)

Group Discussion (90 u1)
Self-Assessment (15 17%)
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Post Test (15 w1#)

Follow Up Stage

Assignment (90 U7 luian 14 4w)
Call to Action (120 11# 1 2 A9)
After Action Review (60 41#1)

Group Sharing & Mentoring (180 w1#)

Reskill (60 W% lunan 7 5u)

Interview: Checklist Evaluation (30 141#)
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