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CRITICAL THINKING



Define a problem scope through setting up a simple, clear problem statement and then use
Become a better troubleshooter.
Differentiate between types of problems, and ask probing questions to gather pertinent
information. 
Define a problem scope through setting up a simple, clear problem statement and then use
four key categories of information to precisely describe the problem.
Identify the problem using Kepner-Tregoe’s unique approach of comparing items that do not
have the problem to those that do, use clues to identify specific changes that caused the
problem.
Create and test hypotheses about possible causes to eliminate ones that don’t support known
facts.
Confirm the true cause before taking action to fix it. 
Select a fix and then think beyond it to avoid future problems. Balance risks before fixing a
problem.

This workshop will enable learners to:

CRITICAL THINKING BY KEPNER-TREGOE

Analytic Trouble Shooting
Kepner-Tregoe developed Analytic Trouble Shooting (ATS) from watching and working with people
who are good at solving problems. We studied what they did first and what they did next. We wrote
down the questions they asked when they were trying to find the cause of a problem. ATS is what
good troubleshooters do. ATS does give you some new tools for your troubleshooting toolbox.
You’ll get a step-by-step approach to sort out complex problems, find out what is causing them,
and fix them so they stay fixed. Whether you are a new troubleshooter or an old hand, ATS puts
some powerful tools in your toolbox. It has worked for troubleshooters all over the world.

Learning Outcomes

Objectives
Become an expert troubleshooter. 

NAVIGATOR

Duration: 24 hours



Frontline Simulation 
This simulation is all about learning by doing.  You will be exposed to the basic KT troubleshooting
and repeatedly practice applying the skills learned in our close-to-reality simulation scenarios. You
will learn concepts in short and “to the point” sprints, then rapidly apply what was learned in a safe-
to-fail, interactive cloud-based simulation that uses realistic scenarios. As the day progresses, you
will be challenged with more complex scenarios and need to think quickly under pressure. With
elements of gamification built into the session, this learning experience also creates a fun and
teamwork focused day!

Start troubleshooting at the first point of customer contect and improve your first-time fix rate.
Learn a structured approach to data collection and documentation that will enable a more effective
end-to-end troubleshooting process.

Learning Outcomes

Define, clarify, and prioritize customer issues.
Ask core questions to uncover critical data required for troubleshooting effectiveness.  
Accurately describe issues and structure documentation to guide next steps.
Learn the secret to great troubleshooting – comparing “what is working” to “what is not
working.”
Identify the most likely cause by assessing possible causes against facts.

This workshop will enable learners to:

Objectives

Problem Analysis
KT's Problem Analysis focuses on the step-by-step process of finding the root cause to a problem.
Hone your skills through several case studies and an on-the-job application to make an impact
back at work.

Learning Outcomes

Define a problem scope through setting up a simple, clear problem statement and then use
four key categories of information to precisely describe the problem. 
Identify the problem using Kepner-Tregoe’s unique approach of comparing items that do not
have the problem to those that do, use clues to identify specific changes that caused the
problem. 
Create and test hypotheses about possible causes to eliminate ones that don’t support known
facts. Confirm the true cause before taking action to fix it.

This workshop will enable learners to:

Objectives
Find root cause to problems faster.

NAVIGATOR

CRITICAL THINKING BY KEPNER-TREGOE

Duration: 7 hours

Duration: 8 hours



Problem Solving and Decision Making
When faced with a problem or decision, you need the right answer—and fast. For more than 60
years, KT's Problem Solving & Decision Making workshops have been helping teams and individuals
globally to find the root cause of problems faster, make better decisions, manage risk, and
prioritize what to work on first. KT's instructors will ensure you're ready to use these skills back on
the job to make an impact where you work.

Learning Outcomes

Create a clear and complete list of all the issues related to a particular situation. 
Use three criteria to put the list in priority order, so action can be taken on the right thing at the
right time. 
Plan appropriate action for each concern and assign involvement to ensure the best outcome. 
Communicate priorities and ownership easily. 
Define a problem scope through setting up a simple, clear problem statement and then use
four key categories of information to precisely describe the problem. 
Identify the problem using Kepner-Tregoe’s unique approach of comparing items that do not
have the problem to those that do, use clues to identify specific changes that caused the
problem. 
Create and test hypotheses about possible causes to eliminate ones that don’t support known
facts. 
Confirm the true cause before taking action to fix it. 
Identify criteria that will be used to evaluate choices, including clear measures of success. 
Understand which criteria are mandatory and which are not, and how much influence non-
mandatory criteria will have. 
Use simple-but-robust techniques for comparing performance of alternatives. 
Consider risks associated with decision alternatives. 
Identify and prevent possible causes for each potential problem. 
Prepare actions to minimize effects if problems happen along with triggers to ensure those
actions happen only when needed.

This workshop will enable learners to:

Objectives
Be confident in solving problems faster.

NAVIGATOR

CRITICAL THINKING BY KEPNER-TREGOE

Duration: 16 hours



Project Management
Every member of a project team contributes to the success—or failure—of a project. That’s why
KT's Project Management addresses the skills and responsibilities needed from the basic
contributor to the person directly responsible for project results. Our workshops offer a practical,
time-tested project management approach designed to scale across a variety of project types.
Based on KT Clear Thinking skills, and far more powerful than checklists or standalone software,
our approach can be applied to any type of project, regardless of size and scope.

Learning Outcomes

Understand the lifecycle of a project and roles in in a project. 
Gain insight into the difference between technical project skills and valuable ‘people skills’.  
Ensure that the goals, scope, and resources of the project are clearly understood. 
Communicate the desired end result, budget, and completion date in a simple, clear project
statement.  
Contribute to the list of criteria that will be used to guide the project and measure its success. 
Clarify tasks to be included in the project and recommend how to organize it efficiently. 
Identify the knowledge, skills, physical, and monetary resources needed for specific tasks. 
Help assess costs and benefits within project tasks. 
Clarify your work assignments and responsibilities.  
Assess task sequence to ensure work can be done in a logical order. 
Understand the impact of resource availability on the project.  
Contribute to risk assessments and help establish plans to deal with known risks. 
Utilize questioning and listening strategies to get the best ideas and complete information.
Examine what is required to provide needed outputs and proactively work for optimal results. 
Help get the project going quickly, and stay on track. 
Assess progress against the plan. Work with others to determine appropriate actions if issues
come up. 
Analyze project results and contribute to recording lessons learned.

This workshop will enable learners to:

Objectives
Deliver projects on time, within budget, with the expected quality, while engaging your project team.

NAVIGATOR

CRITICAL THINKING BY KEPNER-TREGOE

Duration: 16 hours



Troubleshooting Simulation 
As an add on to PSDM or ATS, this simulation invites learners to practice their problem solving skills
in a safe- to-fail virtual environment and accelerate the transfer of skills from the classroom to back
on-the- job. Learners are challenged to apply their skills quickly and efficiently under pressure,
including group discussions and real-time coaching from the instructor.

Learning Outcomes

Learn to solve problems under pressure and restore operations safely and quickly.
Prevent trial-and-error by narrowing down possible causes BEFORE taking action.
Prevent recurring incidents and implement successful changes.
Use only the appropriate amount of troubleshooting process that the situation requires.

This workshop will enable learners to:

Objectives
Practice your KT skills on interactive, digital scenarios featuring LEGO robots and get to results faster.

NAVIGATOR

CRITICAL THINKING BY KEPNER-TREGOE

Duration: 7 hours



COMMUNICATING



COMMUNICATING

NAVIGATOR

Creating Memorable Presentations Anywhere™
Attention span has decreased significantly with the onset of virtual presentations. A memorable
presentation demonstrates the clear thinking and organizational skills of its creator. People who
know how to craft visual materials have a competitive advantage over those who don’t.

Learning Outcomes

Gather, organize, and create persuasive visuals
Adjust content and flow for various audiences
Tell a business story
Plan for dialogue during presentations
Build better visuals
Prepare for a brief that is concise and compelling

This workshop will enable learners to:

Objectives
Plan and develop more concise and compelling visuals for presentations.

Duration: 8 hours

Delivering Memorable Presentations Anywhere™
How can the presenter’s eyes, hands, posture, and voice impact the audience’s perception?
Mastering these in a virtual presentation provides a competitive advantage over those who don’t.
The various techniques are taught multiple times during the course of the program and ensures
participants leave with more confidence and marked improvement.

Learning Outcomes

Deliver with impact using using the vocals and body language
Control nervousness while presenting
Show visuals with fluidity and clarity
Field questions confidently and manage challenging questions

This workshop will enable learners to:

Objectives
Develop excellent physical delivery skills

Duration: 8 hours



COMMUNICATING

NAVIGATOR

Developing Your Leadership Presence
In today’s organizations the most successful leaders are those who have the ability to authentically
influence and connect with others. This ability is often referred to as leadership presence. Leaders
with leadership presence are more successful in collaborating across the organization, have more
successful teams, and have more career success.

Learning Outcomes

Explain the relationship between your personal presence and your ability to influence people
and situations. 
Recognize how specific behaviors increase or decrease an influential presence. 
Take steps to authentically interact with others in a more influential manner.

This workshop will enable learners to:

Objectives
Develop an authentic leadership presence that improves how they influence and connect with
others.

Duration: 3 hours

Guiding Collaborative Discussion
This provides an easy-to-use framework and a set of valuable techniques for conducting
collaborative, productive discussions of any type. Leaders build the skills and confidence required
to converse comfortably with people up, down, and across the organization.

Learning Outcomes

Identify their strengths and improvement areas in conducting discussions. 
Use a structured approach to move smoothly through a collaborative discussion. 
Develop skills to explore other perspectives and authentically share their perspective. 
Use enhanced skills and knowledge to approach challenging discussions with greater
confidence and success. 
Develop an action plan for improving their discussions.

This workshop will enable learners to:

Objectives
Use a proven framework for having meaningful discussion and use two differentiated techniques
to enrich the discussion.

Duration: 3 hours



COMMUNICATING

NAVIGATOR

Influencing Outcomes Through Others
This helps leaders hone their ability to prepare, deliver, and discuss their ideas, proposals, and
requests to get the results they need.  Leaders learn a process and skills to communicate clear,
concise, compelling messages that influence outcomes through active dialogue, engagement and
collaboration with others. 

Learning Outcomes

Describe what influence is and why it’s important. 
Frame ideas, proposals, and requests from the listener’s perspective. 
Apply a range of strategies to ensure that spoken messages are compelling and easy to
understand. 
Build support and buy-in by encouraging an exchange of ideas, opinions, and concerns.
Develop collaborative plans to move forward. 
Apply influencing skills to one-on-one, group, live, and virtual settings.

This workshop will enable learners to:

Objectives
Improve ability to prepare and communicate in ways that persuade and inspire others to act
differently.

Duration: 3 hours

Skillful Conversations
This develops mindsets and skills that dramatically increase the effectiveness of communication
and understanding in organizations.  Through high quality conversations organizations ensure all
voices are included, perspectives are heard, and assumptions are avoided.  This decreases
miscommunication that can get in the way of relationships, collaboration, and innovation.

Learning Outcomes

Build clarity and accuracy in communicating. 
Test assumptions that underlie communications in order to dismantle incorrect ones. 
Use high-gain questions to enhance skillfulness of conversations. 
Foster careful listening and speaking in order to ensure full understanding. 
Identify their own strengths and areas for further development in skillful conversations.

This workshop will enable learners to:

Objectives
Learn and practice key skills in high quality conversation that ensures all voices are heard.

Duration: 3 hours



NAVIGATOR

COMMUNICATING

Storytelling in Business

This focuses on storytelling as a communication tool that enhances the meaning, impact, and
energy behind ideas. Stories take typical messages and bring them to life, engaging people’s minds
and evoking their emotions in ways that transform traditional business communication into
exchanges that capture the imagination and build commitment. 

Learning Outcomes

Create stories for chosen business situations using four story types. 
Identify the most effective story type for different business situations. 
Dramatically enhance a key message, conversation, or presentation through use of a story. 
Leave the session with one fully crafted story they can use to advance a critical relationship.

This workshop will enable learners to:

Objectives
Transform traditional business communication into exchanges that capture imagination and build
commitment.

Duration: 3 hours

Virtual Meeting Skills™
The success of an organization hinges on the success and productivity of meetings. And more and
more meetings are being held virtually—with at least one person phoning in, calling in via Skype,
sharing their screen, etc. Virtual meetings are often perceived more negatively than face-to-face
meetings, which can mean virtual meetings aren't as collaborative, engaging, or productive.

Learning Outcomes

Identify the skills that differential virtual meetings from face-to-face. 
Decide if virtual meetings should be held. 
Plan for virtual meetings using a simple checklist. Start strong and encourage participation. 
Use strategy in asking questions. 
Manage meeting time. 
Wrap up deliberately. 

This workshop will enable learners to:

Objectives
Plan and lead more engaging and effective virtual meetings.

Duration: 7 hours



NAVIGATOR

COMMUNICATING

Virtual Presentation Skills™
In today’s world, almost everyone has attended a web-based presentation. So, people who know
how to present effectively in a virtual environment have a serious competitive advantage over
those who don’t. Keeping an audience interested and engaged when you’re not face-to-face with
them is not magic, it’s a set of skills that we can teach you.

Learning Outcomes

Maintain audience attention. 
Speak with confidence. 
Move your audience to action. 
Think clearly on your feet. 
Gesture with purpose. 
Utilize available platform tools. 
Present visuals effectively in a virtual environment. 
Organize and deliver a presentation that gains buy-in from decision-makers. 
Handle audience questions with skill and poise.

This workshop will enable learners to:

Objectives
Be confident, compelling, convincing in presenting virtually.

Duration: 7 hours



LEADING



LEADING BY ACHIEVEFORUM

Accelerating Strategic Initiatives
The real measure of effective organization change is not how fast implement, but how quickly your
efforts make an impact and how that impact is sustained and even increased over time.  Leaders
are introduced to a set of leadership actions that have the greatest impact on Strategic Speed --
the speed with which initiatives reduce time-to-value and increase value over time.

Learning Outcomes

Accelerate successful execution of projects and initiatives. 
Communicate about their initiative in a clear and compelling way. 
Involve people in dialogue about the initiative and in shaping the execution plan. 
Assess progress, identify obstacles, and correct course. 
Reduce the impact unanticipated events have on execution.

This workshop will enable learners to:

Objectives
Manage  faster, more successful execution of projects and initiatives by setting them up for
success from the outset, with a focus on building involvement in the effort across various affected
groups.

Activating Change™: Individual Contributor
To succeed in a changing world, every organization must adapt quickly enough to meet threats and
opportunities. Still, no organization can succeed long-term unless individual employees gain the
confidence and flexibility to respond to constant change. That’s why your ability to adapt to change
is one of your greatest professional assets.

Learning Outcomes

Describe the benefits of becoming change-capable.  
Learn about a change in efficient, productive ways.  
Identify external business realities that create the need for change. 
Leverage your past successes and strengths to adapt to change. 
Take positive action within your areas of control.  
Resist the natural tendency to sink into a negative view of change. 

This workshop will enable learners to:

Objectives
Learn and plan application of three practices for activating ability to change.

NAVIGATOR

Duration: 6 hours

Duration: 3 hours



Activating Change™: Manager Version
Change permeates every aspect of organizational life, making long- term stability an artifact of the
past. That’s why, for most organizations, the ability to change is among the few remaining long-
term competitive advantages. To be change-capable, these organizations need managers and
supervisors who can develop change-capable people. The success of every change initiative
depends on individuals willing to adopt new behaviors. That's why people derail change efforts far
more often than technology or processes..

Learning Outcomes

Describe the central role of change capability in improved organizational and individual
performance. 
Take high-payoff actions to build change capability in your area and throughout the
organization. 
Maximize your commitment—and encourage the commitment of others—to making change
happen. Work toward expected change results.  
Resist the natural tendency to sink into a negative view of change. 

This workshop will enable learners to:

Objectives
Learn and plan application of daily practices that build change capability in your work area and
throughout the organization.

NAVIGATOR

Duration: 8 hours

LEADING BY ACHIEVEFORUM



Adapting to Constant Change

Describe their baseline ability to absorb constant change and uncertainty while maintaining
high levels of performance. 
Identify the research-based practices that will improve adaptability. 
Use a process to immediately manage and reduce the impact disruptions, distractions, stress,
and anxiety have on their performance. 
Develop an action plan for long-term improvement of their own and their team’s adaptability. 
Absorb more change and uncertainty while delivering high levels of performance.

The business landscape in which we operate is more complex, ambiguous, and at times volatile 
than ever before, all of which can lead to distraction, stress, anxiety, and disengagement. To be 
successful in this environment, leaders and the people they lead must be highly adaptable, able to 
perform at high levels in the midst of this constant change and uncertainty.

Objectives
Enable leaders perform more effectively in an environment of constant change and uncertainty.

Learning Outcomes
This workshop will enable learners to:

Bridging Strategies to Outcomes
Leaders who rise above the pack to achieve measurable outcomes through listening for
groundbreaking ideas, aligning performance with strategic direction, lobbying for support, making
decisions based on sound data, and helping people see how their actions make a difference.

Learning Outcomes

Seek out, clarify, and confirm ideas and information. 
Describe organizational issues and strategy in a compelling way. 
Recognize the challenges and benefits of giving feedback. 
Focus individual action on issues through feedback. 
Explore useful ideas for turning strategies into action. 
Lobby for the support and resources you need to address key organizational issues. 

This workshop will enable learners to:

Objectives
Use interpersonal skills required to meet the challenges of your role as a leader of other leaders.

NAVIGATOR

Duration: 3 hours

Duration: 12 hours

LEADING BY ACHIEVEFORUM



Building Commitment to Results
This provides mindsets and skills to help leaders maximize performance through engagement and
empowerment vs. command-and-control.  Leaders learn to support their employees' success by
tapping into their internal motivational needs of competence, connection and choice.

Learning Outcomes

Recognize and support three basic psychological needs in the workplace. 
Explore the perspective of others to create shared ownership of the work. 
Offer choices to encourage responsibility for achieving goals. 
Speak without judgment to turn compliance into commitment.

This workshop will enable learners to:

Objectives
Enable  leaders to elevate their team’s performance through building their employees’ internal
commitment to achieving business results.

Building Team Pride and Purpose™
This develops team leaders' capabilities to increase team commitment, productivity and ability to
deliver results.  Leaders learn skills to ensure team members are clear and connected to the both
the big picture of the team's work as well as the value everyone brings to the success of the team.  

Learning Outcomes

Accelerate team productivity through building pride within individuals and teams. 
Accelerate team productivity through building a sense of purpose within a team. 
Communicate team goals in a compelling way to inspire commitment.

This workshop will enable learners to:

Objectives
Enable leaders to increase productivity of their teams by building a sense of shared purpose that
brings practical results.

NAVIGATOR

Duration: 3 hours

Duration: 2 hours

LEADING BY ACHIEVEFORUM



Building Trust Under Pressure: 
The Basic Principles™
This develops foundational mindsets and skills that allow employees at all levels to increase
productivity and build strong working relationships. 

Learning Outcomes

Identify six Basic Principles for building credibility and trust with others in challenging situations. 
Identify and use their Basic Principle strengths under pressure. 
Use the Basic Principles to address problems and take positive action in challenging situations.

This workshop will enable learners to:

Objectives
Build solid foundational leadership habits for building productivity and strong working
relationships.

Clarifying Performance Expectations®
This provides leaders with a flexible, collaborative approach for setting performance expectations
and keeping them current and aligned with organizational priorities over time.  Leaders explore 
 important mindset shifts that clarifying expectations isn’t a once-and-done or even a quarterly
activity, and that maintaining a constant open dialogue about expectations and priorities is critical
in today’s rapidly-changing business climate.

Learning Outcomes

Identify important opportunities to set and/or adjust performance expectations. 
Conduct collaborative expectation-setting conversations with employees. 
Maintain ongoing dialogue about what success looks like and the work that’s most important. 
Keep expectations current and aligned in response to changing conditions. 
Clarify performance expectations in a way that taps into employee motivation and
commitment.

This workshop will enable learners to:

Objectives
Adopt a flexible approach to setting, confirming, and adjusting performance expectations so that
work supports team and organizational goals.

NAVIGATOR

Duration: 3 hours

Duration: 3 hours

LEADING BY ACHIEVEFORUM



Conducting Performance Reviews™
The performance review is one of the few times when both manager and employee can count on
having the full attention of the other person. What better time to lay out those issues that really
matter to both of them?  The key to a productive review is collaboration between manager and
employee. In skilled hands, a performance review increases employee motivation, learning,
productivity, and helps ensure collaboration throughout the year.

Learning Outcomes

Prepare for a focused and collaborative performance review meeting. 
Help employees prepare for the performance review meeting. 
Give their perspective of the person’s performance by focusing on core points. 
Overcome major performance disconnects with the employee. 
Increase employee motivation, learning, and productivity, and ensure collaboration throughout
the year.

This workshop will enable learners to:

Objectives
Explore and apply six key actions for conducting performance reviews that will increase employee
motivation, learning, productivity, and collaboration throughout the year.

Connecting People to Strategy
Without the knowledge of how their work contributes to the success of the organization,
employees are less engaged and committed, and organizational performance suffers. Mid-level
leaders are the critical link between executive strategy and day-to-day outcomes, and they must
step up to the task of connecting people to strategy, even in the context of constant evolution of
strategic direction.

Learning Outcomes

Clarify how your strategic priorities contribute to the success of the organization. 
Connect the work of individuals and the group to your strategic priorities. 
Communicate in ways that create alignment and engagement.

This workshop will enable learners to:

Objectives
Understand how strategic priorities impact the success of the organization, and to communicate
this connection to others in a meaningful way.

NAVIGATOR

Duration: 2 hours

Duration: 3 hours

LEADING BY ACHIEVEFORUM



Correcting Performance Problems™
This equips leaders the skill and confidence to take prompt and constructive action when faced
with performance problems.  Leaders learn an effective conversational approach to tap into
employees' self-motivation and ownership and to respond to common roadblocks to change, such
as employee defensiveness. 

Learning Outcomes

Identify common reasons why leaders delay conversations to correct performance. 
Describe the consequences a delay has on addressing performance issues.  
Identify performance situations that warrant corrective action.  
Prepare for critical components of performance-improvement conversations. 
Conduct focused, collaborative performance conversations that generate improved results.
Respond constructively to defensive employee behaviors. 

This workshop will enable learners to:

Objectives
Use skills for addressing recurring performance problems, getting an individual’s performance back
on track, and tapping into the self-motivation and ownership needed for lasting results.

Creating Clarity and Focus
This helps mid-level leaders who manage work groups that make significant contributions to the
success of the company strategy, as well as senior leaders who need to clarify and link strategy to
the work of their units.

Learning Outcomes

Describe the organization’s strategy and its linkage to the work of your team. 
Identify actions you can take to strengthen your team’s contribution to the strategy. 
Communicate a compelling, credible story about your team’s contributions to the organization’s
strategy. 
Create and test critical team outcomes to drive business results. 
Clarify and build commitment to individual performance expectations. 
Manage expectations of others who influence your agenda. 
Adapt plans as conditions change.

This workshop will enable learners to:

Objectives
Enable more effective implementation of organizational strategy and initiatives in business units
through enabling leaders to provide direction and meaning for employees’ work by linking it to the
larger organizational purpose and strategy.

NAVIGATOR

Duration: 3 hours

Duration: 3 hours

LEADING BY ACHIEVEFORUM



Delegating for Shared Success™
In this climate of accelerating change and shifting demographics, organizations want to be seen as
employers of choice that draw the best talent to them. They want engaged, knowledgeable, and
highly skilled employees and pipelines filled with future leaders. Employees want interesting and
meaningful work, the potential for growth, and a degree of choice about how work gets done.
Delegation done well has the potential to impact both sets of interests. Much more than a way to
get more work done faster, delegating is an opportunity for shared success—for organizations,
managers, and employees alike.

Learning Outcomes

Identify reasons why they might not delegate as often as you could and what to do about it.
Align delegated tasks and assignments with the most appropriate people to complete them.
Demonstrate steps for an effective delegation conversation. 
Identify follow-up actions to facilitate employee progress, growth, and ensure results.

This workshop will enable learners to:

Objectives
Through strategies for to-the-point planning, two-way conversations, and follow-up, learn to
delegate in a way that builds ownership while providing the development experiences employees
want.

Developing Team Agility: Day-to-Day Tools™
This helps leaders to enable their teams to act as a cohesive unit to adapt to changing conditions
quickly, with ease and flexibility.  Leaders learn strategies and skills to clarify how their employees
will work together, to provide learning opportunities, and to keep their teams fully informed of
organizational strategies and priorities. 

Learning Outcomes

Develop team agility through day-to-day behaviors and actions. 
Focus team effort and energy. Help team members quickly gain new skills and knowledge. 
Help the team stay current on information needed to produce results.

This workshop will enable learners to:

Objectives
Use strategies and tools to clarify how teams can better work together, providing learning
opportunities, and keep teams fully informed.

NAVIGATOR

Duration: 2 hours

Duration: 3 hours
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Dilemma Management
This provides leaders and teams with a strategic approach to conducting focused, collaborative
discussions to analyze and take action on complex business issues where there is no "right"
answer or "best" solution.  The process engages stakeholders to explore each opposing position or
point of view on the issue to uncover its distinct advantages and disadvantages and develop a
strategy that achieves the advantages and minimizes the disadvantages of both position.

Learning Outcomes

Understand the dynamics of leadership dilemmas and why it is so important to manage them.
Differentiate a problem from a dilemma. Identify and analyze dilemmas. 
Develop strategies for managing dilemmas. 
Lead team members, work groups, and other stakeholders in using the dilemma-management
process.

This workshop will enable learners to:

Objectives
Enable leaders to use a dilemma management process to analyze complex business problems and
develop strategies that optimize business results.

NAVIGATOR

Duration: 3 hours

LEADING BY ACHIEVEFORUM

Establishing Credibility
Leaders with the high degree of personal credibility that inspires commitment and high
performance. Without credibility, which is the foundation of leadership effectiveness, an individual
leader cannot lead or manage effectively.

Learning Outcomes

Build credibility with others. 
Generate trust through increasing reliability. 
Gain respect through expanding competence and the ability to communicate it. 
Gain loyalty through actively demonstrating concern for others. 
Persevere in the face of obstacles and setbacks.

This workshop will enable learners to:

Objectives
Use skills to plan and demonstrate behavior that build credibility with others.

Duration: 3 hours



NAVIGATOR
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Generations in the Workplace: 
Leveraging Workplace Diversity

It’s time to debunk the myths and take full advantage of the unique strengths, talents, and
experience each individual has to offer—regardless of age. 

Learning Outcomes

Describe the negative consequences of age stereotypes. 
Avoid projecting age stereotypes on others. 
Describe common workplace needs across age groups. 
Treat others as individuals, regardless of their age. 
Leverage the talents and experience of others, regardless of their age. 

This workshop will enable learners to:

Objectives
Reduced tensions, improved collaboration, and greater bottom-line results stemming from
practices for leveraging age diversity. Use principles that can promote inter-generational
collaboration and reduce age-related conflict.

Duration: 3 hours

Giving Needs-Based Feedback™
This provides leaders with a process and skills to give feedback in a way that motivates employees
to take ownership for their own growth and development. Leaders learn how to structure and
communicate feedback that internally motivation by satisfying their psychological needs for
competence, relatedness and autonomy.

Learning Outcomes

Plan and facilitate effective feedback conversations, both face-to-face and voice-to-voice. 
Support employees’ internal motivation to achieve business results. 
Improve performance by helping employees find personal benefits in organizational structure
and self-generated solutions. 
Receive feedback in ways that promote improved performance and maintain constructive
relationships.

This workshop will enable learners to:

Objectives
Give feedback that supports employees' internal motivation to deliver organizational results.

Duration: 3 hours



NAVIGATOR

LEADING BY ACHIEVEFORUM

Identifying Work Priorities 
and Setting Verifiable Goals: 
Individual Contributor

Leaders and emerging leaders who prioritize their work according to desired results, formulate
clear goals, and use objective terms that verify success. 

Learning Outcomes

Rank work responsibilities based on their organizational contributions. 
With their managers’ guidance, identify work priorities. 
Translate high-priority responsibilities into verifiable goals. Communicate with others about
priorities and goals 

This workshop will enable learners to:

Objectives
Determine how to prioritize  work according to the key results the organization is trying to achieve,
and learn to formulate clear, verifiable goals that have high payoffs for the organization.

Duration: 2 hours

Identifying Work Priorities 
and Setting Verifiable Goals: 
Managers Version
Leaders and emerging leaders who prioritize their work according to desired results, formulate
clear goals, and use objective terms that verify success.

Learning Outcomes

Rank work responsibilities based on their organizational contributions. 
Use the Key Actions to help themselves and others identify work priorities. 
Describe ways to use goal setting as a leadership tool. 
Use the Key Actions to help themselves and others set verifiable goals. 
Communicate with others about priorities and goals.

This workshop will enable learners to:

Objectives
Determine how to prioritize  work according to the key results the organization is trying to achieve,
and learn to formulate clear, verifiable goals that have high payoffs for the organization.

Duration: 2 hours



NAVIGATOR
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Influencing Outcomes Through Others

This helps leaders hone their ability to prepare, deliver, and discuss their ideas, proposals, and
requests to get the results they need.  Leaders learn a process and skills to communicate clear,
concise, compelling messages that influence outcomes through active dialogue, engagement and
collaboration with others. 

Learning Outcomes

Describe what influence is and why it’s important. 
Frame ideas, proposals, and requests from the listener’s perspective. 
Apply a range of strategies to ensure that spoken messages are compelling and easy to
understand. 
Build support and buy-in by encouraging an exchange of ideas, opinions, and concerns. 
Develop collaborative plans to move forward. 
Apply influencing skills to one-on-one, group, live, and virtual settings.

This workshop will enable learners to:

Objectives
Improve ability to prepare and communicate in ways that persuade and inspire others to act
differently.

Duration: 3 hours

Leading Change

This develops leaders' capabilities to manage multiple aspects of organizational change including
deploying strategies to help themselves and others adapt to the need for constant change,
communicating authentically to engage people and build commitment to change, and planning and
managing the lifecycle of a large-scale change initiative to successful completion. 

Learning Outcomes

Sustain high performance under turbulent conditions through improving their personal
adaptability to change. 
Successfully implement a change initiative through all phases of the execution life cycle.  
Develop and maintain a broad base of commitment and support for new strategies, initiatives,
and programs.

This workshop will enable learners to:

Objectives
Accelerate change efforts through the strategy execution life cycle, manage multiple initiatives, and
adapt to constant change while successfully driving results.

Duration: 8 hours



NAVIGATOR
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Leading Innovation: From Concept to Value
In today's economy, business leaders feel pressure on all fronts. To meet these and other
challenges, organizations now recognize that process improvement, downsizing, and similar
initiatives aren't enough. What's the alternative? Today, growth and success depend on innovation.

This program gives leaders at all levels the research-based framework, best practices, and tools to
drive innovation results in their organizations.

Learning Outcomes

Describe the traits of an innovative organization. 
Create an environment in which innovation thrives. 
Generate innovative ideas among their teams through leveraging a mix of creative views and
experience and through helping others break habits that stifle innovation. 
Shape and select innovative ideas through wisely chosen criteria and processes. 
Make innovations a reality through executing innovation and address challenges that arise in
executing innovations.

This workshop will enable learners to:

Objectives
Enable leaders to support and generate innovation among their teams and to execute on the right
innovative ideas.

Duration: 6 hours

Leading Through Transitions

When the manager transitions, everyone on the team also transitions, as do—though to a lesser
degree—all the people in the organization who interface with the manager and the team. Up to 50
percent of transitioning managers fail within the first 18 months. Though well-known and
publicized in the popular leadership press, this type of transition is only the tip of the iceberg. 

Learning Outcomes

Deliver rapid results during times of common leadership transitions. 
Quickly recognize their business context and respond appropriately to it. 
Create alignment with their team and manager. 
Gain support from key individuals who will help drive success. 
Enable their team to respond to transitions with speed and agility.

This workshop will enable learners to:

Objectives
Reduce the impact of common leadership transitions on leaders and their teams and increase
their ability to quickly deliver results during these times. 

Duration: 6 hours



NAVIGATOR
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Leading with Resilience

In the disruptive, turbulent, uncertain, fast-changing world we live in, people are suffering. From the
entry-level to the C-suite, employees are feeling change fatigue, confusion, and constant stress,
because things that were once clear are now fraught with uncertainty. Getting things done keeps
getting harder and riskier, as the very nature of work becomes more and more complex. In most
workplaces, change has become our natural habitat, and we’re struggling to figure out how to
survive and thrive in this new environment.

Learning Outcomes

Build strong, trust-based environments
Leverage stress by engaging teams in root-cause discovery, experimentation, and supporting a
“fail forward” approach
Take a team-centric approach to supporting adaptive responses to constant change and
uncertainty
Use a dynamic approach to setting expectations through ongoing dialogue about what success
looks like as conditions change

This workshop will enable learners to:

Objectives
Enable leaders perform more effectively in an environment of constant change and uncertainty,
and communicating with others about success

Duration: 9-16 hours

Improve their ability to achieve business priorities using non-positional leadership. 
Create a portfolio of strategic influence relationships. 
Build clarity and accountability, and limit unproductive conflict with people they rely on to
achieve their objectives. 
Sustain and enhance their influence relationships. Improve their personal influence.

This workshop will enable learners to:

Leading with Influence

This helps leaders achieve their priorities and objectives with and through people over whom they
have no direct or positional authority.  The program provides frameworks and skills to support
leaders to lead effectively through influence by building strong strategic networks and collaborative
relationships across organizational boundaries.    

Learning Outcomes

Objectives
Use strategies and skills for leading effectively without direct or positional authority, essential in
today'w increasing matrixed and collaborative environment.  Enables leaders to exercise more
effective non-positional leadership.

Duration: 8 hours



NAVIGATOR
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Leading Virtually: A Framework for Success
Cultivating a virtual team requires a framework for meeting goals, an open exchange of ideas and
information to strengthen engagement, and ongoing coaching. Current research about virtual
teams and their leaders reveals that breakdowns in a dispersed team often stem from lack of
planning or from communication that fails to encourage dialogue.

Learning Outcomes

Provide clear focus and guidelines that will promote group cohesion. 
Leverage communication skills and technology in ways that enhance individual commitment.
Encourage collaboration among people from diverse work groups. 
Apply leadership practices to effectively lead dispersed work team 

This workshop will enable learners to:

Objectives
Enables you to build the group cohesion and individual commitment necessary for the success of a
virtual team.

Duration: 3 hours

Making Collaborative Decisions
This provides leaders and team leaders with an easy-to-use framework and a set of valuable
techniques for managing collaborative group decision-making discussions.  This program helps
leaders determine if collaboration is required, assemble an effective decision-making team, apply a
range of decision-making tools, and avoid the typical challenges of group decision making.

Learning Outcomes

Identify decisions that require collaboration. 
Follow a proven process for making collaborative decisions. 
Identify the right people to generate options and select the best option. 
Frame the decision to focus thinking and collaboration. 
Use practical decision-making tools. 
Manage challenging team behaviors to keep decision meetings on track.

This workshop will enable learners to:

Objectives
Prepare leaders to plan and guide group collaboration that results in sound business decisions.

Duration: 3 hours



Identify their top priorities. 
Assess their current success in sustaining focus. 
Utilize practical strategies to attain focus and achieve their priorities. 
Effectively manage requests from colleagues. 
Gather the information they need to respond intelligently to a request. 
Negotiate the terms of requests so they say “yes” more often. 
Ask for help or advice. Say “no” gracefully, when necessary.

This workshop will enable learners to:

NAVIGATOR
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Managing Your Priorities

This helps managers and individual contributors master skills and strategies to maintain focus,
handle requests, and achieve required results in today's climate of constantly changing priorities,
and expectations of 24/7 availability.  Beyond traditional time management, this program helps
people sustain their energy and focus, and effectively communicate to manage and meet
expectations every day.

Learning Outcomes

Objectives
Build awareness and skills to make better decisions about  work. Learn techniques that help deal
with complex interpersonal interactions, build strong work relationships, and increase their overall
productivity, even in an environment in which changing priorities is a daily reality.

Duration: 3 hours

Offering Rewards and Recognition™
This develops leaders' capabilities to use rewards and recognition in ways that tap into employees'
internal needs for competence, relatedness and autonomy.  Leaders learn to avoid incentives that
threaten punishment and instead to employ a simple process and skills for offering rewards and
recognition that results in improved employee engagement, performance, and results.

Learning Outcomes

Offer rewards that foster employee motivation. 
Offer spoken and written recognition that supports employee motivation. 
Sustain motivation by helping employees identify their own contributions. 
Encourage collaborative effort by recognizing team performance.

This workshop will enable learners to:

Objectives
Learn to offer rewards and recognition that support competence, strengthen relationships, and
encourage internal motivation in others.

Duration: 3 hours



NAVIGATOR
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Planning for Performance Discussions™
Today’s work environment is distinguished by increased workloads, more varied tasks, and
competing responsibilities. In order to succeed, employees need to know how to manage priorities
and set goals that can be tracked and verified. As a performance leader, you are responsible for
guiding and influencing the performance of others so that the organization keeps moving in the
right direction. 

Learning Outcomes

Describe the role of the performance leader.
Explain to individuals how their work supports the organization’s goals.
Demonstrate a set of key actions for performance planning.
Create measurable, objective goals using specific criteria.
Recognize the challenges individuals might have in achieving their goals, and develop strategies
to overcome these challenges.
Prepare for focused performance management conversations to address expectation setting,
poor performance, and performance appraisals

This workshop will enable learners to:

Objectives
Learn a framework within which you can set mutual expectations, address performance issues, and
help people respond to new developments and thus increase productivity, collaboration, and
achievement of critical goals.

Duration: 3 hours



Problem-Solving Results™: 
Solutions, Improvements, and Innovations
In the past, a lone individual could solve problems with a little research, a few questions, and a
decision. While this approach may still work for simpler problems, it no longer works for complex
problems involving multiple departments, points of view, and sources of relevant information. To
solve these problems, you need to leverage the experience and expertise of other people.  When
you apply a shared process and attend to the needs of the people involved, you can close the gap
between "what is" and "what's expected," and achieve the results you want.

Learning Outcomes

Achieve results through problem-solving. 
Solve problems with their team through a blended approach to process and people. 
Create a problem-solving culture.  
Incorporate four types of problem-solving thinking into problem-solving efforts. 
Quantify the gap between the current state and the desired state. 
Identify and verify probable causes of problems. 
Generate a variety of innovative solutions to choose from. 
Develop effective decision-making guidelines. 
Gain group consensus on a solution. 
Support implementation success.

This workshop will enable learners to:

Objectives
Follow a clear process to facilitate the collaboration of intact and ad hoc teams to identify and
implement solutions to complex problems.

NAVIGATOR

Profiles in Genuine Leadership
What makes a leader genuine?  Participants reflect on leadership issues related to their
performance and link them to best practices.

Learning Outcomes

Describe the unique challenges they face in their organization. 
Describe six key areas of action for effective leaders today. 
Identify their strengths and liabilities as a leader. 
Plan ways to apply their strengths and reduce their liabilities. 
Apply selected leadership practices to address their key leadership challenges

This workshop will enable learners to:

Objectives
Assess your ability and plan actions to meet the leadership demands of a a complex environment.

Duration: 12 hours

Duration: 3 hours

LEADING BY ACHIEVEFORUM



Realizing Talent in Others™

This helps leaders match an employee's natural need to demonstrate competence with the
organization's need to succeed.  Employees have latent talents and existing skills leaders can fail to
recognize and leverage. Turning these talents into capabilities by developing others to their fullest
potential is a leader's most important work and a requirement for long-term organizational
success.

Learning Outcomes

Recognize the psychological needs of individuals, and incorporate leadership behaviors to
support them. 
Uncover high-impact development opportunities that tap into employees’ internal motivation.
Link employee-development activities to business goals and objectives. 
Collaborate on development plans that boost employee interest and activate productivity. 
Unleash and leverage individual capabilities to achieve work-group/organizational results.

This workshop will enable learners to:

Objectives
Learn a collaborative process and skills to develop capabilities in others that meet the motivational
needs of each individual and match the need of the organization to optimize results.

NAVIGATOR

Resolving Conflict with your Peers
This distinguishes between constructive conflict—conflict that unleashes creativity and innovative
thinking and promotes growth and learning—and unproductive conflict—a destructive force that
erodes trust and undermines relationships and productivity.  This program provides individuals
with a process and skills to transform unproductive conflict into productive discussions.

Learning Outcomes

Reduce the impact that conflict has on productivity and work relationships. 
Get a clear picture of the causes behind a conflict. 
Prepare to address conflict with a resolution mindset. 
Talk through a conflict situation objectively and non-defensively. 
Develop first steps and trial solutions to begin to resolve a conflict. 
Follow through to keep momentum toward a solution.

This workshop will enable learners to:

Objectives
Use a process to resolve conflict with peers that encourages shared solutions and build
constructive relationships.

Duration: 3 hours

Duration: 2 hours

LEADING BY ACHIEVEFORUM



Shaping a Motivational Workplace™

This helps leaders tailor their communication to the needs of others in ways that engage and
motivate them.  Based on Self-Determination Theory this program helps leaders connect with
others by appealing to three fundamental psychological needs:  Competence; Relatedness; and
Autonomy.

Learning Outcomes

Recognize and leverage three basic needs in the workplace. 
Create an environment that supports need satisfaction. 
Adopt the employee’s perspective to build stronger working relationships. 
Communicate with employees without pre-judgment, in an informational way. 
Increase engagement by generating opportunities for employee choice in meeting business
objectives. 
Facilitate enhanced motivation and results.

This workshop will enable learners to:

Objectives
Learn and apply three key practices that will promote an environment that motivates and inspires
superior performance by helping employees satisfy their basic psychological needs.

NAVIGATOR

The Hallmarks of Supervisory Success™
Effective supervision is the heart of strong business results. Whether you’re a vice president or a
first-line supervisor, you must grapple with strategy, strive for customer satisfaction, and deliver
concrete results. In all these tasks, skilled supervision has a profound positive impact on you, your
employees, and the business. Making the transition to a new supervisory role can make you feel
like you are performing a complex balancing act in a circus. You must focus your attention in many
different directions.

Learning Outcomes

Manage their transition to a supervisory role. 
Outline actions required to build credibility. 
Identify strategies to tap into the commitment of others. 
Create a clear connection between departmental and organizational goals to increase work
group commitment. 
Plan for conversations with their managers that build constructive relationships and gain their
support.

This workshop will enable learners to:

Objectives
Explore and apply three Hallmarks of Supervisory Success to help you assume new responsibilities,
improve your ability to supervise the work of others, and maintain the necessary balance in your
role.

Duration: 3 hours

Duration: 2 hours
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SELLING BY KORNFERRY

Achieving Channel Leverage℠
This is an introductory channels program created for direct sales or channel salespeople who need
to collaborate with Partners to achieve greater success for themselves, their end-user customers
and their Partners. This accelerates the performance curve for individuals who are new to channel
sales or channel collaboration, particularly for those who have a strong direct sales or product
specialist background. This day-in-the-life program provides participants a foundational
understanding of the key best practices to more effectively leverage Partner performance by
creating a level-set across a company’s sales teams on both the value and best practices
associated with maintaining a healthy channel.

Learning Outcomes

Review foundational channel concepts, including channel economics, channel management
issues, and strategies that change partner outcomes. 
Understand the importance of Market Mapping, which highlights selecting priority market
segments, provides insights on market and channel transitions, and explores partner coverage
mapping. 
Learn how to define a company’s whole product solution from an end-user perspective,
assigning channel roles and responsibilities, and the impact of product importance level. 
Understand best practices in the partner selection process in building channel capacity, the
importance of proactive screening and recruitment, and the top 10 partner questions.  
Learn best practices in channel enablement and territory productivity based on partner
classification. 
Review the keys to driving sales productivity and the importance of clarity around sales roles
and responsibilities.  
Understand how to minimize channel conflict through rules of engagement and focusing on
key predictive metrics.

This workshop will enable learners to:

Objectives
Create shared alignment across a company’s sales teams on both the value and best practices
associated with maintaining a healthy channel relationship. Increase organizational understanding
of why indirect channels matter and how to partner productively, creating greater alignment across
a partner’s organization and enabling more effective resolution of crucial partnering issues.

NAVIGATOR

Duration: 8 hours



Buyer Focused Prospecting™
This program fills a critical need for consultative, business-to-business sales organizations to
successfully schedule meetings with prospects. No matter how good a sales team’s face-to-face
selling skills are, they also need the skills to be able to effectively secure time with prospects. This
helps improve prospecting results.

Learning Outcomes

Identify target prospects based on customer problems or opportunities and your capabilities. 
Identify ways to connect with Gatekeepers and how to get past them. 
Plan an effective prospecting message and deliver it to win a Prospecting Advance. 
Practice delivering a prospecting message face to face and on the phone. 
Shorten sales cycles through effective prospect messaging. 
Increase the number of qualified appointments in new and existing accounts.

This workshop will enable learners to:

Objectives
Begin to create client value even before the sales cycle begins.  Shorten the sales cycle through
more effective prospecting messaging.  Increase the number of qualified appointments in new and
existing accounts.  Overcome the corporate decision-maker’s urge to hang up on a typical cold-call
voice mail 

NAVIGATOR

Duration: 8 hours
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Coaching for Conceptual Selling®
with Perspective
This presents a comprehensive strategy to drive deeper adoption of Conceptual Selling®. This
program develops subject matter experts who can provide ongoing coaching and reinforcements
in the correct application of tools and concepts toward customer-focused interactions, resulting in
higher-quality information and actionable commitment from customers at the end of every sales
meeting.

Improve comprehension of the program concepts. Increase consistent use of the Meeting Plan
tool. Enhance the value of Meeting Plans with one salesperson or the entire team. Reinforce the
selling behaviors and activities that move sales opportunities through the funnel.   Maximize the
power of collaboration and debrief to drive better adoption 

Learning Outcomes

Manage the Meeting Plan process with sales representatives.
Identify and share best practices of salespeople who are early and successful adopters of the
process. 
Increase the use of Meeting Plans by others on the team.
Help salespeople strengthen the development of Valid Business Reasons.
Have salespeople ask better questions to elicit more information from Buying Influences.
Get salespeople to continually build professional credibility with Buying Influences.

This workshop will enable learners to:

Objectives

NAVIGATOR

Duration: 8 hours
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Coaching for Strategic Selling® with Perspective
This provides organizations with a powerful way to support their overall strategy to reinforce
consistent and proper application of the Strategic Selling® process. This program offers a mentor
perspective with the objective of guiding teammembers in the ongoing use of the tools provided in
Strategic Selling®. This program offers participants a way to develop individual coaching plans to
increase the use and effectiveness of the Strategic Selling® tools and processes. This coaching
session will reveal how thoroughly the team has adopted concepts into their everyday sales
practices.

Establish a framework for reinforcing and coaching to a common language and a consistent sales
process. Lead Strategic Analysis Reviews that provide valuable insights and uncover Strengths to be
leveraged and Red Flags to be minimized. Identify critical selling behaviors and opportunities where
hands-on coaching will deliver the greatest returns. Document sales best practices so successes
can be repeated. Use common vocabulary to facilitate better communication of action plans with
timetables. 

Learning Outcomes

Reinforce and support elements of the Strategic Selling® process working in your organization.
Address areas of the process not currently working. 
Identify common discrepancies in a Blue Sheet and possible areas for coaching. 
Develop guidelines for salespeople to determine when a Blue Sheet should be completed or
reviewed and when to gather the team to conduct a Blue Sheet strategy session. 
Identify positive selling behaviors and determine where coaching is needed to increase or
improve their use. 
Prepare for and conduct team or individual Blue Sheet Reviews.  
Help salespeople learn to focus on developing strong Action Plans to move opportunities to
close and increase the probability of meeting their revenue goals and objectives.

This workshop will enable learners to:

Objectives

NAVIGATOR

Duration: 8 hours
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Conceptual Selling® with Perspective
Every interaction with a customer is too important to leave to chance. This program helps
salespeople better prepare for their time with customers. Understanding your customer’s
perspective is a key ingredient to moving deals and results in more purposeful meetings and win-
win outcomes. This program provides the simple, repeatable structure that should be considered
essential for anyone who interacts with customers. 

Understand customer's perspective and overcome objections with a structured approach. Clearly
differentiate your solution by asking the right questions and effectively allocating resources to
advance opportunities faster.  Move deals forward by securing action commitments and aligning
buyer needs within your objectives. Unify the sales team by enabling consistent best practice
behaviors.

Learning Outcomes

Plan for every customer interaction to ensure productive use of seller’s and customer’s time. 
Find appropriate ways to provide perspective to each player in a sale. 
Conclude every meeting with clear actions for both sides to ensure the opportunity continues
to move forward. 
Ask questions that will uncover critical information. 
Add discipline to customer meetings, so they are client focused. 
Identify and align the selling process with where customers are in their buying process. 
Identify where to best allocate resources, including their time, for customer meetings. 
Ensure the sales process is moving forward with every customer interaction. 

This workshop will enable learners to:

Objectives

NAVIGATOR

Duration: 16 hours
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Effective Partner Planning™

This is a program that guides the creation and management of partnership plans, which focuses
limited resources on areas of highest business return for all parties. According to channel
competency studies done by Miller Heiman Group, partner productivity improved by more than
120 percent when channel managers could develop and manage effective partner plans. Yet less
than 40 percent of study respondents agreed that channel sales professionals could create an
overall strategy for their partners. Effective Partner Planning™ was designed to bridge this gap.

Establish a structured, consistent, and collaborative approach to grow channel sales performance
for key partnerships that focus limited resources on areas of greatest return. 

Learning Outcomes

Identify joint revenue growth opportunities. 
Qualify partner capability and potential. 
Understand how partner business decisions are made. 
Create (SMART) objectives and joint action plans. 
Identify and secure critical resources. 
Articulate the partnership’s competitive advantage to end-user customers. 
Organize the partnership to run smoothly and efficiently. 
Building trust and driving partner investment.

This workshop will enable learners to:

Objectives

NAVIGATOR

Duration: 16 hours
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This is based on understanding how C-Level executives make decisions, so the sales approach can
be matched to the way executives prefer to buy. Tailoring the presentation of information to meet
an executive’s style of processing information significantly increases a salesperson’s effectiveness in
securing approval from high-level decision makers. Executive Impact℠ provides the process for
identifying each of these decision-making styles to deliver the right information to improve the
probability of success.

Connect with executives as decisions move to higher levels in customer organizations. Secure
executive approval for a greater volume of high-potential deals. Enrich the quality of executive-level
conversations to advance sales opportunities. Develop proficiency at senior executive
presentations. Improve the value of internal meetings with senior management. 

Learning Outcomes

Understand how executives prefer to receive information to tailor messaging and materials
used accordingly. 
Increase confidence when meeting with high-title decision makers. 
Prepare for the next steps after the executive meeting to appropriately progress the sales
opportunity. 
Ensure salespeople are comfortable and confident when presenting and selling to the C-suite. 
Collect and share best practices on the most effective selling tools for each decision style.

This workshop will enable learners to:

Objectives

Executive Impact℠

NAVIGATOR

Duration: TBD
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This applies the business and opportunity criteria specific to a sales organization’s sales efforts to
that organization’s sales funnel management process. This provides sales organizations a method
to quickly and systematically identify the best opportunities to pursue, eliminates guesswork, and
helps salespeople pinpoint where they stand with each opportunity in the funnel.

Recognize where to allocate limited resources for the greatest return.  Assess available information
about the sales opportunity.  Identify critical next steps to progress through the sales cycle. 
 Facilitate win/loss reviews that improve future sales actions.  Improve forecast accuracy.

Learning Outcomes

Quickly score opportunities to determine how they should be prioritized when selling time is
limited. 
Identify key pieces of unknown information to quickly move the opportunity through the funnel.
Replicate the best practices of the top sellers in the organization. 
Make informed decisions on resource allocation when resources are limited. 
Guide salespeople to pursue the right opportunities. 
Easily identify coaching opportunities where key pieces of information are consistently missing.

This workshop will enable learners to:

Objectives

Funnel Scorecard® Design and Application

This program is designed to assist channel managers in developing the skills and insights necessary
to influence partner business investments, behaviors and relationships that drive mutual business
success. Distinct from direct sales, selling through partners requires a different approach to be
effective—one that focuses on understanding and influencing partner priorities to capture greater
mindshare and competitive preference.

Develop the perspectives, strategies and skills necessary to influence partner business
investments, behaviors and relationships that drive mutual business success. Build a more capable,
responsive, and higher performing channel.

Learning Outcomes

Increase partner awareness of the need to change. 
Differentiate your organization in the minds of current and prospective partners. 
Reduce the time and investment required to influence partners toward mutually beneficial
business outcomes. 
Secure partner commitments and investments necessary to achieve revenue results.
Develop partner-specific influence strategies based on a vendor’s unique value differentiators..

This workshop will enable learners to:

Objectives

Infuencing Partner Outcomes™

NAVIGATOR

Duration: 24 hours

Duration: 16 hours

SELLING BY KORNFERRY



This is a customer-centric, business planning process for managing your relationships with your
most significant accounts. This business planning process provides a road map for strategic
customer relationships that have growth potential through the development of long-term plans to
guide team selling and customer collaboration efforts.

Create a shared vision for a multi-year, mutually beneficial plan for account growth. Identify and
segment large accounts into easier-to-manage divisions. Protect accounts from communication
breakdowns and competitive threats. Increase reach, retention and growth by understanding key
players.

Learning Outcomes

 Gather account data about key players, revenue history, industry trends, business and
organizational issues, and the account’s view of you and your closest competitors. 
Identify the strategic players, field of play’s trends, field of play’s opportunities, your
organization’s strategic strengths, and your organization’s critical vulnerability. 
Determine your position on the Buy-Sell Hierarchy, both from your perspective and the Field of
Play’s, and where you want it to go. 
Develop a Charter Statement. 
Create Relationship Goals to support the Charter Statement. 
Determine appropriate Focus Investments and Stop Investments.  
Set Revenue Targets. 
Identify the Single Sales Objectives, Investment Programs, information needed, and actions to
implement your plan.

This workshop will enable learners to:

Objectives

Large Account Management Process®

NAVIGATOR

Duration: 16 hours

SELLING BY KORNFERRY



This is a customer-focused process that improves a sales force’s ability to reach a win-win outcome
with customers. This program considers negotiations an essential part of every stage of the selling
process from beginning to end. The joint-venture approach builds trusting relationships with
customers and strengthens the company’s position for future opportunities. Negotiate Success℠
provides a process to recognize and acknowledge both parties’ perspectives to jointly create
agreements that satisfy all critical interests.

Avoid difficult negotiations that damage client relationships. Identify additional sales opportunities
within client organizations by gaining more knowledge of the customer’s goals. Offer valued
solutions without succumbing to discount pressures. Determine acceptable prices with customers
before the final stages of a sale. 

Learning Outcomes

Better identify options and alternatives to satisfy interests of the customer and the selling
organization. 
Counter manipulative tactics that may be used in complex negotiations and return to a win-win
customer interaction. 
Improve preparation and planning of meetings where items will be negotiated. 
Ensure salespeople are practicing a win-win negotiation approach. 
Effectively collaborate with selling teams to ensure the best possible outcome is achieved.

This workshop will enable learners to:

Objectives

Negotiate Success℠

NAVIGATOR

Duration: 16 hours

SELLING BY KORNFERRY



This provides your sales managers and coaches with the framework, communication skills, and
planning tools they need to build and maintain a superior sales team—one that generates mutually
beneficial, long-term business relationships. During the workshop, sales managers and coaches
master a proven process for using collaborative coaching conversations to build a development
culture that creates a high-performance sales team.

Enable sales managers to:  A challenged and motivated sales team that consistently strives to
produce at peak levels.  Improved performance from salespeople who previously failed to meet
sales goals. Increasingly high levels of productivity from top performers. 

Learning Outcomes

Describe the characteristics of a high-performance sales climate. 
Demonstrate the Basic Principles to increase coaching effectiveness with a sales team. 
Evaluate sales performance using the Coaching Issues Diagram. 
Apply a set of Skill Steps for Providing Constructive Feedback, Developing Others, and Giving
Recognition to increase salesperson performance and to drive results. 
Successfully handle difficult coaching conversations. 
Use phone, voicemail, email, and real-time messaging to coach salespeople effectively from a
distance. 
Implement a coaching process with the sales team.

This workshop will enable learners to:

Objectives

Professional Sales Coaching™

NAVIGATOR

Duration: 16 hours

SELLING BY KORNFERRY



This is built on recent global research which identified the critical success factors associated with
negotiation success today and into the future. A two-day program, Professional Sales
Negotiations™ focuses on three key areas: Sales Negotiations Defined, Preparation, and Leading a
Negotiation. Throughout the program, participants focus on planning for their own client
negotiations, brainstorming options with their peers, and practicing negotiation strategies.
Importantly, participants work with complex negotiating situations in class, allowing them to
succeed in the field − in not only similar scenarios− but also “in the moment” or less complex
scenarios.

Improve sales performance by refining their ability in a critical selling skill. Experience more
confidence in handling challenging negotiations. Feel a greater sense of control during negotiating
sessions. Experience stronger salesperson/customer relationships by ensuring that the customer
benefits. 

Learning Outcomes

Determine which situations require selling sales skills versus transactional or consultative
negotiation skills and when to use these skills. 
Analyze the customer and sales points of view to gain the perspective needed to negotiate
effectively. 
Develop a negotiating strategy that optimizes the outcome for all parties and results in a
mutually beneficial agreement. 
Adopt a rational mindset for negotiating. 
Lead a consultative sales negotiation through to a successful conclusion. 
Redirect counterproductive behaviors to maintain a consultative approach. 
Generate variables and alternatives which satisfy the requirements of all parties and satisfy
both negotiating and relationship goals. 
Utilize planning tools to prepare for negotiating success – in the moment.

This workshop will enable learners to:

Objectives

Professional Sales Negotiations™

NAVIGATOR

Duration: 16 hours

SELLING BY KORNFERRY



This reflects the skills used by world-class sales professionals to help customers succeed, including
understanding customer needs and consistently developing solutions that deliver results. This 
 research-based program teaches customer interaction skills that enable participants to lead
mutually beneficial sales conversations with customers—even those who are indifferent or express
concerns. 

Learn and refresh key conversation skills to engage customers and accurately identify pain points.
Use thoughtful questions to develop clear understanding of buyer-needs. Recognize and resolve
customer concerns, openly addressing skepticism. Practice and perfect the three-step process for
securing customer commitment.

Learning Outcomes

Start sales calls in a positive, customer-focused manner. 
Ensure time spent on a sales call is beneficial to the salesperson and the customer. 
Promote an open exchange of information throughout the sales process. 
Ask effective questions that develop a clear, complete, mutual understanding of customer
needs. 
Talk about products and services in a way that is meaningful and compelling to customers. 
Create awareness of needs with a customer who is satisfied with his or her current situation.
Respond to customer concerns openly and effectively. 
Close sales calls with mutually beneficial commitments that are appropriate and clear, and that
move the sale and the customer relationship forward.

This workshop will enable learners to:

Objectives

Professional Selling Skills®

NAVIGATOR

Duration: 16 hours

SELLING BY KORNFERRY



Selling to consumers and small business owners is different from selling to businesses, and
therefore a unique set of skills are needed.  This program uses the concepts of Professional Selling
Skills® tweaked to address small business and valued consumers.

Learn and refresh key conversation skills to engage customers and accurately identify pain points.
Use thoughtful questions to develop clear understanding of buyer-needs. Recognize and resolve
customer concerns, openly addressing skepticism. Practice and perfect the three-step process for
securing customer commitment.

Learning Outcomes

Create positive defining moments throughout the sales process.  
Start sales conversations in a positive, customer-focused manner.  
Ensure time is spent beneficial to the salesperson and the customer. 
Create awareness of needs in indifferent customers.  
Ask effective questions that develop a full understanding of customer needs.  
Talk about products and services in a way that is meaningful and compelling to customers and
that creates an emotional connection.  
Respond to customer concerns openly and effectively.  
Close sales conversation with appropriate next steps, moving the sales and customer
relationship forward.

This workshop will enable learners to:

Objectives

Professional Selling Skills® 
Business to Consumer

NAVIGATOR

Duration: 16 hours
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This teaches sales professionals to use specific behaviors and skills to have deeper, more insightful
conversations with customers as they move toward a buying decision. Participants learn how to
listen for customer need statements that signal when is the best time to discuss a solution. They
learn how to use SPIN Questions as powerful tools to help a customer explore problems, the
impacts of not addressing them, and the payoffs of finding the right solution.

Tailor conversations to expose buyer pain points, igniting a sense of urgency that causes
customers to take action. Explore unrecognized needs, developing customer buy-in to highlight
and grow the value of your solutions. Hone the skills you need to address and overcome buyers’
hesitations or concerns during the sales process. By encouraging customers to actively engage in
each stage of the sale, you’ll mitigate lengthy sales cycles.

Learning Outcomes

Uncover Implied Needs and develop Explicit Needs. 
Use SPIN® Questions in a customer dialogue. 
Demonstrate Capability to meet customer needs. 
Align offerings to customer needs to increase acceptance. 
Improve the quality and quantity of customer commitments. 
Provide insights that help customers think differently about their challenges and needs. 
Create competitive differentiation. 
Engage in sophisticated conversations and uncover hidden information.

This workshop will enable learners to:

Objectives

SPIN® Selling Conversations

NAVIGATOR

Duration: 8 hours
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For 40+ years, this has helped sellers win more deals faster. With the addition of Perspective, it is
the strongest selling process available. In a world of rapidly changing buyer expectations, your
selling teams need to provide insight and value through perspective in a strategic way. Create a
path for your strategy to fuel action in complex sales cycles.

Win more complex deals faster. Organize information and insights consistently and repeatable in
developing strategies within accounts. Identify seller actions that will most improve the odds of
winning deals. Provides sales managers with greater visibility into opportunities so they can
effectively coach sellers. Shows sales leaders why they win and lose, and measure the ROI of
methodology.

Learning Outcomes

Apply the Win fast/Lose fast criteria to sales opportunities. 
Align the selling process steps to the customer’s buying process steps. 
Optimize selling time. Allocate adequate time to keeping the sales funnel healthy.
List appropriate actions that minimize or eliminate Red Flags. 
Describe actions to leverage. Strengths in a sales opportunity. 
Define the specifics of the sale, Uncover information about all players involved in a buying
decision. 
Find appropriate ways to provide perspective to each player in a sale, Identify and develop
Coaches. 
Identify the competitive alternatives at play. 
Overcome challenges to reaching and building credibility with key players. 
Synthesize key collected information into a set of possible actions to move the sale forward.

This workshop will enable learners to:

Objectives

Strategic Selling® with Perspective

NAVIGATOR

Duration: 16 hours

SELLING BY KORNFERRY



SERVICING
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This enables managers to reinforce the correct branding experience behaviors and attitudes with
their associates and review event-specific behaviors or problem-resolution challenges quickly to
redirect or re-establish responses more appropriate to the customer-focused goal

Use coaching and facilitation skills to reinforce acquired customer experience knowledge with 
 store assocates.

Learning Outcomes

Facilitate knowledge acquisition and skill building for the store associates. 
Understand their role in the implementation of The Customer Experience Tool Kit™. 
Understand what is involved in the implementation of the chats. 
Be equipped to prepare and deliver a chat. 
Have opportunities to practice the acquired knowledge before going live with a customer. 
Identify resistance associates might raise. 
Understand the importance and benefit of reinforcing the skills with their associates.  
Be familiar with the structure, purpose, and application of each component in The Customer
Experience Tool Kit™.

This workshop will enable learners to:

Objectives

Customer Experience Toolkit™ 

This teaches customer service professionals how to recognize sales opportunities during their
interactions to enhance overall customer service for their organization. Participants learn how to
act on sales opportunities, including offering a new class of service, new product to customers, as
well as providing current products and services while maintaining and ensuring positive defining
moments.

Identify opportunities and grow revenue by extending the conversationss in a customer-focused
way.

Learning Outcomes

Define the importance of their role and the behaviors that enable them to connect with
customers and initiate dialogue. 
Determine how to listen for and look at opportunities, and then explore those opportunities by
explaining appropriate solutions to customers in a way that best matches their need. 
Act on opportunities and propose the next step during customer interactions to ensure
customer satisfaction. 
Show skills and explore techniques for expanding relationships during customer interactions to
improve customer satisfaction and increase profitability.

This workshop will enable learners to:

Objectives

Service Ready™ Core: 
Bridging Service into Sales™

NAVIGATOR

Duration: TBD

Duration: 4 hours



Participants learn information and skills that help them make every customer’s interaction with
them a positive experience by leaving the customer feeling understood, appreciated, and confident
in the organization. These feelings increase the customer’s loyalty, bring value to both the
customer and the organization, and help the participant build long-term, personalized customer
connections. 

Define and align their role in creating positive customer experiences. Explore measures of success
such as NPS and CSAT, along with other key metrics, and discover how to connect with customers
using emotional energy to their highest benefit with a technique called “Emotional Connection.”
  
Learning Outcomes

Effectively describe the customer experience and its meaning for both you and the
organization. 
Explain customer experience metrics and the benefits of measuring customer loyalty.
Recognize your importance in building customer loyalty. 
Identify key defining moments in customer interactions. 
Leverage the four key customer expectations in every service interaction. 
Use emotional energy to connect with customers. 
Build customer loyalty.

This workshop will enable learners to:

Objectives

Service Ready™ Core: 
Building Customer Loyalty™

Participants learn how to meet customers’ key expectations and create positive defining moments
using digital communications such as email, text, chat, and social media.

Explore the growing importance of digital communication channels and the impact of social media.
Increase their effectiveness within complex multi channel environments,  including social media
and its appropriate professional use in the customer experience journey. 

Learning Outcomes

Explore growing importance of digital communication channels and impact of social media. 
Create successful digital communications. 
Project a professional tone. 
Analyze social media: case studies.

This workshop will enable learners to:

Objectives

Service Ready™ Core: 
Exploring Digital Conversations™

NAVIGATOR

Duration: 4 hours

Duration: 4 hours

SERVICING BY KORNFERRY



Participants learn how to meet their customers’ professional needs by mastering the four parts of
a service conversation: Open, Learn, Reply, and Close.

Handle  all types of customer conversations, both in routine and uncomfortable situations.  Apply
guidelines to clarify and meet the customer’s personal needs and, when necessary, deliver
unwelcome news without damaging the customer relationship.   

Learning Outcomes

Use a process and related skills for handling all types of customer conversations. 
Define customer’s needs. Understand four parts of a customer-focused conversation. 
Deliver unwelcome news. 
Master the art of high-value conversations.

This workshop will enable learners to:

Objectives

Service Ready™ Core: 
Mastering Conversations Essentials™

Participants learn how to navigate situations where the customer is unhappy with their
organization.

Use a series of tools for diffusing and resolving escalated situations. Effectively deescalate
interactions and refocus the customer to collaborate in the creation of a positive outcome. 

Learning Outcomes

Use  skills and techniques for diffusing and resolving escalated situations. 
Practice listening non-defensively.  
Learn about eight defusing skills.  
Master selective agreement.  
Understand the five resolving skills.

This workshop will enable learners to:

Objectives

Service Ready™ Core: 
Navigating Challenging Situations™

NAVIGATOR

Duration: 4 hours

Duration: 4 hours
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Participants learn how to improve their ability to connect better with customers to meet their
personal needs and create positive customer experiences.

Use the key concepts in a manner that helps elevate the importance of each customer’s unique
value. Work through the use of the four key customer expectations to provide effective,
individualized attention. 

Learning Outcomes

Deliver key concepts to elevate the importance of each customer’s unique value. 
Connect with your customer. Use guidelines for exceeding a customer’s needs.  
Project a willingness to help.  
Choose positive language.

This workshop will enable learners to:

Objectives

Service Ready™ Core: 
Strengthening Customer Connections™

NAVIGATOR

Duration: 4 hours

SERVICING BY KORNFERRY
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OTHERS

Today's hyper-competitive business landscape makes attracting the right talent and developing
high-performing teams critical for business growth and success. However, understanding how
different personalities will react when faced with new challenges or behave in a team situation has
also become a very long and expensive process—a concern many organizations have been facing
for years. Discover Assessments is a highly interactive, DISC-based psychometric assessment
solution for hiring and talent development across the management spectrum. This behavioral
assessment tool is quick and easy, highly interactive, and provides unlimited assessments and
reports.

 Immediately receive insights on individual or team behavior tendences to help in recruitment,
talent assessment, leadership development and coaching.

Learning Outcomes

Understand behavioral styles of individuals that responds to the demands of the job. 
Gain in-depth understanding regarding the way the person responds to problem-solving
needs, face challenges, influence others, respond to environment and what their responses to
rules and procedures set by others.
Understand the person's management and selling/presentation style, their motivation, and
behavior traits.
Use the assessments and compare with ideal job profiles and/or other individuals.

This workshop will enable learners to:

Objectives

DISCover Assessments 

NAVIGATOR

Duration: TBD

In a constantly changing world, leadership still provides guidance based on a firm belief on a
mission, a set of values, and course correcting set of strategies.  The session facilitates the sharing
and alignment of ideas so that the organization can agree on its path to greatness.

Align mission, vision, values, strategies, and programs.

Learning Outcomes

Revitalize the mission, vision, and value statements.  
Align key strategies with metrics. 
Agree on plans or programs to support strategies.  
Agree on leadership ground rules of engagement for better collaboration.

This workshop will enable learners to:

Objectives

Strategic Planning Duration: TBD



NAVIGATOR

Working teams need to explore and discover how they can work better especially when more
people are working remotely. We have facilitated engagements that allow better virtual
collaboration through self-discovery of natural tendencies and common purpose, and enhanced
curiosity through self-mastery and team games. Sessions can be for both small groups of 10 or big
groups of thousands.

Customizable

Objectives

Virtual Team Building Duration: 2 hours

OTHERS

Imagine hosting a workshop and not being able to manage the requirements of your speaker or
handle disruptive participants. Hosting virtual sessions can be daunting for many who do not know
how to capitalize on the functionalities of the platform. This session will equip you, as a
host/producer/administrator with the technical skills and confidence in navigating Zoom as a virtual
platform.

Schedule, produce, and host virtual workshop or meeting using Zoom.

Learning Outcomes

Identify the functionalities of Zoom platform.  
Promote collaboration through chat, voice/mute, polls, annotation, breakout, and sharing. 
Manage disruptive or uninvited participants.
Support presenters effectively. Prepare for internet issues. 

This workshop will enable learners to:

Objectives

Virtual Hosting Skills Duration: 2 hours
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