
     

Tying Learning To Business Objectives 
Bob Cancalosi–Director of Leadership Development & Culture, GE Healthcare 
 
Lesson Summary 
 
Bob Cancalosi illustrates how and why successful CLOs tie learn to business performance. 
 

Lesson Transcript 
 
When I look at the key characteristics of a chief learning officer, what I really always see is what I call a two-
dimensional triangle. And let me just explain both of those different parts. 
 
For one part of the triangle, all CLO activities really have to make a connection to the business metrics. I 
really feel those three parts are tying it to the income statement, tying to the balance sheet, and the cash 
flow of an organization. 
 
The second triangle, then, is that all leadership development really has to touch three different areas of 
focus. One of the areas is, how do you develop yourself as a leader. The second area is, how do you 
develop teams of high performing organizations. And then the last one relates to the culture. And when you 
can tie together self, team, organizational culture, and overlay that with making it touch income statement, 
balance sheet, cash flow, I think that you have a really winning combination to be a successful CLO. 
 
One example I could share with you that I think has been really impactful in transitioning from learning for 
the sake of learning, to a concept of learning for the concept of business impact is, I saw one opportunity 
where a chief learning officer had every individual stand up at the end of a class and talk for a couple of 
minutes by virtue of a elevator speech of what they learned and how it either touches the income statement, 
balance sheet or cash flow of a business. And if they didn’t have that business acumen, then they simply 
related it to something a lot similar; how do I help my company make a buck, save a buck, or collect a buck? 
 
It was that combination right there that I thought was really insightful, of connecting learning to the actual 
business financials. 
 
I really believe the only competitive advantage that any company has is how quickly you can learn faster 
than your competitors. And the one addition that I would add to that, is learning faster than your competitors 
but having it be clearly linked to business performance. If you can make sure that that is part of the 
curriculum, or the design, of how you’re bringing training to the organization, you can really have a 
tremendous impact on the results. 
 

 
Questions, Ideas for Action and Takeaways 
 
Questions 
 

1. What do you see as being the most critical functions of a CLO? 
2. How does tying training to business objectives help the company in the long term? 
3. In which areas are you currently outperforming your competition? Is learning one of them? 
4. As a CLO, how can you tie together all the diverse aspects of a business when you are teaching? 

 
Ideas for Action 
 

1. Design a two-week, intensive course to review the foundational skills needed by employees. 
Schedule this course during a slower time in your organization’s calendar. 

2. Work with your financial department to design curriculum that ties training to business metrics. 
Create specific training for different skill levels. 

3. Take a week to focus solely on your personal, professional development. Attend a seminar, 
continuing education course, or other learning opportunity. 

4. Review your current training materials and ensure they tie into company objectives and goals. 
Make any necessary changes or additions as quickly as possible. 

 
  



     

Takeaways 
 

1. CLO activities need to make a connection between learning and business metrics such as cash 
flow and budgeting. 

2. Three additional areas need to attention from CLOs as well: personal development, team 
development, and corporate culture. 

3. A company’s best advantage lies in being able to learn and adapt more quickly than the 
competition. 

4. When fast-paced learning and training are linked to business performance, a winning combination 
is formed. 
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