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making leadership easy

66 Leadership is simple, but it's

not easy. We make leadership easy -
by keeping it simple. 99

The Highly Effective Leader

Our highly experiential leadership programme ‘The Highly Effective Leader’ is delivered
F2F (9.30 am - 4.30 pm each day) or online as a series of six 90-minute workshops

(3 workshops each day).
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Day One 30am-11.00am

The Paradox of Leadership

A belief in oneself v a decent
doubt

m A passion for the job v an
awareness of others’ worlds

m Alove of people v a capacity
for aloneness.
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Day Two

Dealing With Difficult People

And Situations

B Learn how to positively manage
the 7 difficult people types

m |dentify your preferred
conflict-handling style

m Learn a four-step model

for having a challenging
conversation.

9.30 am - 11.00 am

Day One  1200pm-130pm

What Defines You As

A Leader?

® |dentifying your core leadership
values

m Your preferred leadership style

® What you believe about
leadership - your leadership
point of view.
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Day Two

The “Other” Conversations

Every Leader Needs To Have

® Learn how to “grow others”
through coaching

m Explore the difference between
teaching, mentoring, coaching
and facilitating

B Take part in various one-to-one
and group coaching role plays.

12.00 pm - 1.30 pm

Day One

How You Communicate As
A Leader - Influencing,
Persuading and Negotiating

m Creating and communicating a
strategic vision

® How to build rapport and
empathy - the 10 key principles

3.00 pm - 4.30 pm

® How to give and receive
feedback.

seeccsssscccsssscccsssscccssssccssssnns

Day Two

Building And Leading A

High Performing Team

® The four questions every leader
needs to ask of their team

® We will learn and practise a
technique to disagree agreeably

® We will learn and practise a
technique called “The Power of
Affirmation”.

3.00 pm —-4.30 pm
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The Leading Edge

Management Development
Programme

A comprehensive management
development programme that will have a profound
impact on how your managers manage.

This modular programme can be tailored
to meet your exact needs.

Delivered in a modular format allowing you to tailor everything to your exact

needs, this comprehensive management development programme will have a powerful

impact on what your managers do and how they do it. This programme is ideal for those aspiring
to management, new to management, or have been in a management role for some time without
any formal management training. This is a ‘doing’ programme with a big emphasis on developing
key management skills. The delivery style is fast-paced, high energy, practical and interactive,
and focuses on everyday real life insights and current business realities.
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12 Module Titles

Module 1:  EXCELLING AS A MANAGER

Choose any combination of module titles to best
suit your business or organisation’s needs

Module 7:  MANAGING DIFFICULT PEOPLE

= The 6 traits of a great manager

= How to grow yourself as a manager

= The difference between management and
leadership

= |dentify your preferred management style.

Module 2: MANAGING YOURSELF

The 7 difficult people types

Your preferred conflict-handling style: a self-
evaluation

Dealing with difficult customers

The 6 steps for handling complaints.

Module 8:  CREATIVE THINKING AND INNOVATION

How well do you manage yourself to manage
your time? A self-evaluation

How to write an effective To Do’ list

The secret of prioritising properly

A simple step-by-step approach for effective
delegation.

Module 3:  MANAGING PERFORMANCE

Be familiar with and apply The 6-Step Creative
Thinking Model

Define your challenge, diagnose the causes,
identify solutions

Select your best solution, get buy-in, implement
your solution

Use a range of techniques including the Why/Why

The key factor that motivates people at work
The ‘smart’ way to write SMART objectives
How to monitor performance through informal
conversations

The one golden rule for an effective appraisal
review meeting — the 20:80 rule.

Module 4:  BUILDING A HIGH PERFORMING TEAM

technique, Effort-Impact Matrix, Four-Step Buy-In
Model.

Module 9:  COACHING AND GIVING FEEDBACK

The difference between coaching and mentoring
The 4 key skills for effective coaching

Using the GROW coaching model

Preparing for, and participating in a real coaching
session.

= The 6 characteristics of great team managers

= The 3 stages in developing your team

= The 4 questions every team needs to ask of itself
= What a high performing team looks like.

Module 5:  MANAGING CHANGE

Module 10: DEVELOPING YOUR EMOTIONAL
INTELLIGENCE

What is emotional intelligence?
The 5 facets of emotional intelligence

How well do you embrace change? A self-evaluation
The first thing that needs to happen for successful
change to happen

A simple 5-step process for managing successful

change

= Dealing with resistance to change — the change
curve.

Module 6:  GOMMUNICATING THROUGH INFLUENCE AND

PERSUASION

= Being emotionally intelligent — the 10 principles for
success.

Module 11: PRESENTING WITH CONFIDENCE

Your emotional intelligence profile: a self-evaluation

= A simple 3-step template for preparing your
presentation

A very powerful 3-step template for delivering
your presentation

The 3 things all great presenters do

The difference between influencing and persuading
Your influencing style: a self-evaluation

The 3 secrets of all great influencers

10 interpersonal skills for influencing.

= Projecting your personal brand in 6 simple steps.

Format:

You decide on the format that best
suits your needs. Choose any number
of modules from the 12 module titles.
Each module can be delivered as a full
day or as a half-day.

, 01727 898 332 = info @leadingedgeleadership.com

a Q&A session effectively.

Module 12: DEVELOPING YOUR PERSONAL BRAND

How to design great PowerPoint slides and handle

Acknowledging that you are a “brand”
How you “want” to market yourself
How you “actually” market yourself

Delivery:

The programme is delivered in-house on your
premises or at a venue of your choice. The
programme can also be delivered virtually.

Delegate numbers:
Ideally a minimum a six and a maximum of 16.

iy
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The Career Development Programme
can be delivered over six months and
up to one year as a series of half-day
(3 hours) or full day (9.30 am — 4.30 pm)
modules either virtually or face-to-face.

The programme will assist employees

in enhancing their skill in current roles,
navigating organisational ladders, gaining
personal insights into their strengths and
development needs, and sharpening their
ability for career advancement when the
opportunities arise.

There are significant benefits from
participating in a Career Development
Programme:

= |t reduces employee turnover by
providing increased promotional
avenues.

= |t improves employees’ morale and
motivation.

= |t enables organisations to fill promotional
vacancies internally, thereby reducing
the cost of managerial recruitment.

The Career Development

Programme can be tailored around the
following twelve themes:

= How To Manage Your Time Better

= How To Communicate Better

= How To Develop Your Emotional
Intelligence

= How To Develop Your Personal Brand
= How To Be Engaging

= How To Influence and Persuade

= How To Manage Upwards

= How to Negotiate

= How To Be Assertive

= How To Give Feedback

= How To Set Goals

= How To Make The Perfect Presentation
The Career Development Programme

works best with a minimum of six and a
maximum of sixteen participants.
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ONE-DAY PROGRAMMES

All our 90-minute workshop titles can be delivered
F2F or virtually as half-day (3 hours) or
one-day programmes (9.30 am — 4.30 pm).

Face-to-Face

Our F2F one-day programmes take place from 9.30 am — 4.30 pm
with a minimum of six and a maximum of 16 participants.

Virtual

Our virtual one-day programmes consist of
3 x 90-minute workshops, typically at these times
(we can be flexible with the timings for global audiences):
9.30 am - 11.00 am: Workshop 1
12.00 pm - 1.30 pm: Workshop 2
3.00 pm —4.30 pm: Workshop 3
We recommend a minimum of six and a maximum of 20 attendees
attend our virtual one-day programmes.

Our one-day programmes are facilitated in a highly interactive, practical and engaging style.

(On all our one-day and half-day courses, each participant completes a Personal Development Plan
page throughout the day to identify their key learning points and are encouraged to share this
with their line manager after the course).

In the following pages we share details of our

16 most popular one-day programmes.
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Developing
Effective

Communication Skills ' |
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Course Summary

Effective communication skills are fundamental to business
success.

Most problems in most workplaces come back to
communication — there’s either not enough communication,
there’s too much communication or there’s the wrong

communication at the wrong time. The problems can be added

to when the communication is delivered poorly.

Good communication skills enhance interpersonal

relationships, save time, minimise costs, avoid conflict, lead

to greater productivity and ultimately, achieve better business

results.

This highly engaging one-day course provides a range of

practical techniques and strategies so that:

m each participant is more aware of the impact of negative
communication

m each participant knows how to communicate positively and
with respect

m each participant understands the key principle that
“people work best when they feel good about themselves”.

Course Objectives

® You will identify the one area of communication that you
would want to be able to communicate better in

m You will become aware of the three things all good
communicators do and the two secrets of successful
communication

= You will identify your preferred communication style

= We will explore the 10 key interpersonal skills for
communicating effectively

= We will learn how to effectively structure an email

m We will explore the impact of body language (non-verbal)
in our communication, and we will identify the ONE secret
for mastering the most difficult communication skill of all —
being a great listener

Communicating when dealing with conflict:

= We will learn and practise a technique for
disagreeing agreeably (being able to give constructive
feedback in-the-moment)

= We will learn and practise a four-step challenging
conversation model so that we have a structure for
preparing and effectively conducting a challenging
conversation.

Course Gontent

Session One

m A facilitated discussion around the
aspects of communication that we would
love to be better at

m The 3 things all good communicators
do and the two secrets of successful
communication

m Your preferred communication
style — profile

= Practical Activity — the 10 key
interpersonal skills for communicating
effectively and in a positive manner.

Session Two

m The power of body language in
communication

m Practical Activity — being a great listener
and practising the “art of speaking last”

m How to communicate effectively through
email.

Session Three

= A Technique to Disagree Agreeably — we
will learn (and practise) this technique
to be able to give positive constructive
feedback in-the-moment

= We will learn (and practise) a four-step
challenging conversation model so that
we have a structure for preparing and
effectively conducting a challenging
conversation

m Recap of the key learning points from
the course.

26 | ¢, 01727 898 332 = info@leadingedgeleadership.com & leadingedgeleadership.com



Developing Your Coaching Skills

This one-day programme, delivered either F2F or virtually, is suitable for staff who want
to learn key coaching tips and techniques so that they contribute effectively to a
coaching culture within the organisation.
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Course Summary

Coaching is the quickest and most effective method for
developing staff. It is the key tool for managers and leaders
who want to motivate and support their team and develop new
skills and confidence to improve performance and manage
change.

This one-day course will help managers and leaders at every
level understand what effective coaching is while at the same
time learn key coaching techniques that they can use in their
everyday practice.

Course Objectives

At the end of this course you will have learnt:

B What we mean by “coaching” and the true purpose of coaching

m The difference between teaching, mentoring, coaching and
facilitating

B The GROW Coaching Model

® What a good coaching session looks like and what a poor
coaching session looks like

® How to coach one-to-one and in a group — and remotely.

Each attendee will participate in at least three short coaching sessions.

, 01727 898 332  info@leadingedgeleadership.com

Course Gontent

Session One

B The true purpose of coaching

m The difference between teaching, mentoring,
coaching and facilitating

m The key skills of an effective coach.

Session Two

B An example of a good coaching session and
a poor coaching session

B What coaching does - raises awareness and
generates responsibility

B The GROW Coaching Model — practical
coaching session using the model.

Session Three

B Giving meaningful feedback during coaching

® Practical coaching session using a
workplace challenge or initiative

® Facilitating — practical “group coaching”
session.
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Having Challenging Conversations

This one-day programme, delivered either F2F or virtually, will bring together those who
want to learn a range of tips and techniques to be able to effectively hold a challenging

conversation.

R R R TR R P R P PP P PPy P PP

Course Summary

Many managers and employees find it difficult to hold

a challenging conversation. The need to have a difficult
conversation could arise when disagreeing with or
challenging someone’s opinion, providing difficult feedback
either about performance or behaviour, saying “no”, having
conversations about personal problems such as sickness, or
handling an emotional meeting.

This one-day course provides strategies and proven
techniques to confidently hold a challenging conversation.

Course Objectives

At the end of this course you will:

B Be able to approach challenging conversations with greater
confidence

B |earn a four-step model to use in challenging conversations

m Have reflected on “why people do what they do”

® |earn a technique to be assertive without ever being aggressive.

28| § 01727 898 332 »x info @leadingedgeleadership.com &

Course Gontent

Session One

® |dentifying occasions when we need to have
a challenging conversation

® The three elements of conflict and the four
levels of conflict

® |dentifying behaviours, beliefs and
assumptions.

Session Two

®m The four supporting personality
characteristics for handling a challenging
conversation well

m Your preferred style when having a
challenging conversation — your profile.

m A four-step model to use for preparing for a
challenging conversation.

Session Three

m Practising the 4-Step Challenging
Conversation Model using a relevant
workplace scenario

® Being able to “think on your feet” and have
a challenging conversation (without any
preparation)

® | earning and practising a technique to
“disagree agreeably.

leadingedgeleadership.com
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Course Summary

Group working is an essential part of modern organisational
life and a group’s effectiveness is often greatly influenced
by the ability of the facilitator working with the group. The
facilitator acts as an enabler, bringing different people
together to produce results greater than those that could be
achieved individually.

This is one of our most popular one-day courses and is
delivered in a highly interactive and engaging manner in

a safe, non-judgemental environment. We will explore the
science of facilitation and take part in a range of facilitation
scenarios.

Course Objectives

At the end of this course you will:

B Have a good understanding of how to facilitate effectively

Understand the difference between teaching, mentoring,

coaching and facilitating

m Have become aware of the three basic principles of facilitation

B Have explored how to create a safe environment for effective
facilitation

m Have identified the top skills/qualities of an excellent facilitator

B Have participated in a range of practical facilitation scenarios.

, 01727 898 332  info@leadingedgeleadership.com
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Course Content

Session One

B What is facilitation — the three basic
principles

Exploring the difference between teaching,
mentoring, coaching and facilitating
Identifying the skills/qualities of an
excellent facilitator.

Session Two

B Building rapport with your audience and
creating a safe environment

Practising asking open-ended questions,
being a great listener, observing and giving
feedback

Different questioning techniques —
spotlight questions, floodlight questions,
asking only one question at a time,

being comfortable with silence.

Session Three

m Being a group coach - the pitfalls to avoid
®m Facilitate and participate in a variety of
facilitated group discussions around issues/
challenges that are current and relevant

to your organisation

Identifying the key learning points from the
facilitated group discussions.

Ry
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Presenting with Confidence
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Course Summary

In today’s working world, presenting is a fact of life — it is a
core business skill and we are expected to be good at it. For
those of us who worry about presenting, this poses a huge
problem: how do we learn to present and get good at it?

This one-day course, delivered either F2F or online, is

your answer. No matter what your current level is, you

can learn to be a really good presenter. Every aspect of
presenting is covered, not only can you learn the nuts and
bolts of putting a presentation together, but also the art of
presentation performance. Presenting with Confidence is full
of tried and tested techniques, with secrets from the most
accomplished presenters and, most importantly, lots and lots
of encouragement to turn you into a brilliant presenter.

Course Objectives

At the end of this course you will:

B have a very simple three-step template for preparing a
presentation and a very powerful three-step template for
delivering a presentation

m be aware of the three things all great presenters do

® understand the power of simplicity for delivering a memorable
presentation

® prepare and deliver a two-minute work-related presentation with
coaching-in-the-moment

® know how to design PowerPoint slides for maximum effect and
how to handle a Q&A session so that you are always in control.

Course Gontent

Session One

® |dentify the ten qualities of a great presenter

and learn the three things all great
presenters do

® How to make your presentation memorable

by keeping it simple

® The innovative presentation techniques so

eloquently used by great presenters.

Session Two

B Presentation Preparation: the three steps you

must take before you stand up and present
— profile your audience, structure and shape
your messages, design your visual aids

m Presentation Structure: the three steps for
delivering the perfect presentation — hook,
three key messages, conclusion

B The Fundamentals of Presenting —
overcoming nerves, body posture, eye
contact, notes.

Session Three

® How to design PowerPoint slides for
maximum impact; the two secrets you need
to be aware of when using a flip-chart.

® Prepare, practice, and deliver a three-minute
work-related presentation with “coaching-in-
the-moment”

m How to effectively handle a Q&A session so
that you finish on a high note.
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Developing Your Negotiation Skills
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Course Summary

The ability to negotiate is crucial to business success today. Yet few of
us are armed with the confidence, the skills or the qualities required for
successful negotiation.

There is a belief that people are either good or bad at negotiation and
little can be done to change that. There is also the belief that negotiation
is an art rather than a science, and as a result people rely on gut instinct
or intuition when they negotiate. Both these beliefs are myths.

This one-day course provides a clear, simple and effective approach
and will equip participants with the tools and techniques to be more
effective as a negotiator.

Course Objectives

At the end of this course you will:

Have identified the four key stages of a successful negotiation

Be aware of the 2 key factors for a successful negotiation

Have identified your preferred negotiation style

Have explored the 10 key interpersonal skills for negotiating successfully
Be more aware of the “games” negotiators play

Have taken part in a variety of negotiation role play scenarios and identify
good practice and not so good practice.

Course Gontent

Session One

The four key stages for a
successful negotiation

Your preferred negotiation style
Stage 1 - plan your negotiation
strategy

The two secrets for a successful
negotiation

How to prepare a strong opening
for your negotiation.

Session Two

Stage 2 — use key tactics for
success

The 10 key interpersonal skills for
negotiating successfully

Using power during negotiations
The psychological tools that you
can use during negotiations.

Session Three

The “games” negotiators play
Taking part in a variety of
negotiation role play scenarios
relevant to your working
environment

Recap of the key learning points
from the course.
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Developing Your Project
Management Skills (Introductory Level)
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Course Gontent

Course Summary

This one-day course is designed to take the mystique out of managing
a project. We will explore a range of tools and techniques so that

you are able to confidently set up a project and then keep it on track,
ensuring you deliver the outcomes you need.

Working on your own real life case study, you will be given the
opportunity to use a range of tools and techniques so that they can be
put into practice straight away. By the end of the course, you will have a
clear framework for effectively delivering large and small projects.

This course is suitable for those who are new to project management or
have some experience as a project manager.

Course Objectives

At the end of this course:

® You will understand the fundamentals of project management

= You will be confident in setting up a project from scratch

® You will be able to scope out a project and identify clear aims and
objectives

® You will understand how to manage project risk

® You will appreciate the importance of effective project communication

= You will learn how to monitor and evaluate your project using critical
success and failure factors.

32| ¢ 01727 898 332 » info@leadingedgeleadership.com

Session One
® How to define your project (using
your own case study)
m Setting clear aims and objectives
B How to plan and sequence
your project.

Session Two

® How to analyse and manage risk

® The steps you need to follow
in drawing up a realistic project
budget

B How to monitor and evaluate
your project.

Session Three

® Stakeholder engagement - working
effectively with your project team

B Your own case study — sharing
your learning from the course

B Recap of the key learning points
from the course.

iy
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Time Management Skills
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Course Gontent

Session One

Course Summary

We live in a world where we have more of everything
— except time. In today’s workplace we are expected
to do more, do it better, do it quicker, and do it for
less. This one-day course, delivered either F2F

or online, is for really busy people who want to be
able to manage their time and themselves in the
most effective way possible. The course helps you
identify what steals your time and provides proven
techniques to help you plan, prioritise, and delegate
effectively.

Course Objectives

At the end of this course you will:

® know how well you manage yourself in order to
manage your time — a self-evaluation

® know the three things that impact most on your time
management and your biggest time stealer

m know the secret of writing an effective “To Do” list

B be adept at writing SMART objectives for yourself and
your team

B be aware of the two criteria for prioritising and why we
should try to do the “big tasks” first

B know how to say “no” assertively without coming
across as aggressive

® understand the true purpose of delegation and have
acquired a simple step-by-step process for ensuring
effective delegation.

, 01727 898 332  info@leadingedgeleadership.com

How well do you manage yourself to manage your time?
— a self-evaluation

The three things that impact most on your time
Identifying your biggest time stealer and how to deal
with it

The three most important things for managing time.

Session Two

Planning — the secret to writing an effective “To Do” list
How to write SMART objectives for yourself and your
team

How “not” to prioritise; the two criteria to use to prioritise
your workload

The secret of saying “no” assertively without coming
across as aggressive.

Session Three

How well do you delegate? — a self-evaluation

The difference between work allocation and delegation
A simple step-by-step process for ensuring effective
delegation

Why delegation is so important to help get maximum
productivity from your team

Participate in a range of practical activities using the
above techniques to help you manage your time better.

leadingedgeleadership.com | 33
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Building A High Performing Team
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Course Summary

If you have ever been part of a really great team you will know just

Course Gontent

how rewarding it can be. Great teams and teamwork are the ultimate [
competitive advantage any organisation or business has. Yet it is not

easy to achieve, because it is not a management achievement — it

is the achievement of the individuals themselves. Management can u
only provide an environment where good teamwork and great teams

are able to emerge and blossom. In this fast-paced one-day course,
delivered either F2F or online, you will learn how to build a great team ]

and a high performance culture.

Course Objectives

At the end of this course you will:

Session One

The six characteristics of a great
team leader; the seven features

of all great teams

The different stages involved in
building, managing and leading a
high performance team
Understanding your personal style
when managing your team.

Session Two

m be familiar with the six characteristics of great team leaders and the seven

features of great teams

m be aware of the different stages in building, managing and leading a high

performing team

continuous improvement

B know how to coach and motivate your team to build a high performance

team culture

B understand the root causes of under performance and learn a
step-by-step process for dealing with under performance.

know the four questions every team needs to ask of itself to ensure

understand how you manage your team — your management style
know how to recruit, develop and grow your team
be aware of the five reasons why teams fail

How to recruit, develop and
grow your team

The five reasons why teams
fail — and how we can avoid
them happening

m Continuous improvement — the

four questions every team needs
to ask of itself.

Session Three

34 | ¢, 01727 898 332 = info@leadingedgeleadership.com &

Coaching your team to build a high
performance culture

Maslow’s hierarchy of motivational
needs as applied in a team context
A step-by-step approach for dealing
with under performance

Practical role plays to deal with
different team scenarios.

leadingedgeleadership.com



Managing Performance

This one-day programme, delivered either F2F or virtually, will bring together the very
best practice in performance management, enabling you to keep your performance
management system and paperwork simple.

R R R R P TR T YT T PP

Course Summary

Course Gontent

Session One

A robust performance management process is central to achieving high

performance. Setting SMART objectives, monitoring performance both ~ ® Identifying the key factor that
informally and formally, giving constructive feedback, knowing how to

motivates people at work

deal with under performance and holding an effective performance
review meeting are essential skills for all managers. This highly
interactive course will give you the confidence to sell performance

management as a highly positive opportunity and encourage the very

best performance from all your staff all day, every day.

Course Objectives

At the end of this course you will:

B know the key factor that motivates people at work

m understand the performance management cycle

B know the importance of and be able to write SMART objectives

m know how to informally monitor performance and hold those
informal conversations

m know the one golden rule for holding an effective performance
review meeting — the 20:80 rule

m prepare and participate in a performance review meeting

® be familiar with a thorough eight-step process for dealing with
under performance

B take away an example of best practice in performance
management paperwork.
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The performance management
cycle and the benefits of
performance management.

Session Two

How to write SMART objectives —
the key to successful performance
management

How to informally monitor
performance through regular
conversations — asking the “right”
questions

How to hold an effective
performance review meeting using
the 20:80 rule.

Session Three

Keeping the performance
management paperwork simple —
an example of good practice
Using an eight-step process for
managing under performance
Real life scenario — participating in
a performance review meeting.
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Managing Change
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Course Summary

The ability to cope with change is crucial to business and
organisational success. To remain competitive in challenging times,
organisations and the individuals within them have to adopt a positive
attitude to change. Change should always be seen as an opportunity.
Changing how people think and what they do will always be a
challenge because resisting change is just part of human nature.
Organisations seeking to change need to engage their people to not
only be recipients of change but to be proactive in finding new ways
of doing things. Because, at the end of the day, organisations don't
change - people change.

Course Objectives

At the end of this one-day course, delivered either F2F or online,
you will:

® have self-evaluated how well you embrace change personally

® know how to always sell change as an “opportunity”

® have identified the first key thing that needs to happen for
successful change to happen

B |eave with a simple step-by-step process for managing successful change
— developing a genuine vision for change, equipping your team with the
skills to change, providing incentive, ensuring the right resources are in
place for the change to happen, putting an action plan in place

B become familiar with the change curve and understand why people
resist change

B know the four questions you need to ask of your team to ensure
change becomes embedded in your everyday culture.
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Course Gontent

Session One

How well do you embrace
change? - a self-evaluation
How to always sell change as
an “opportunity”

Identifying the first thing that
needs to happen for successful
change to happen.

Session Two

A simple step-by-step process for
managing successful change —
vision, skills, incentive, resources,
action plan

Why people resist change — the
“change curve”

The impact of “inherited thinking”
on business success.

Session Three

iy
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The four questions you need to
ask of your team to ensure change
becomes embedded

Practical Team Challenge — how
would you manage change in

this situation?

leadingedgeleadership.com



Managing Conflict

This one-day programme, delivered either F2F or virtually, is suitable for those who
want to learn a range of tips and techniques for managing conflict.
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Course Summary

In a busy working environment internal conflicts can be detrimental
to your company morale and business results. With the stress of
delivering strategic objectives, meeting deadlines, and juggling
different departmental priorities, having the ability to resolve conflict
effectively is essential in the workplace today.

This one-day programme provides you with practical strategies to
address conflict management.

Course Objectives

At the end of this course you will:

Be aware of the three elements of conflict and the four levels of conflict
Have an understanding of the three principles for dealing with conflict
Identify your preferred conflict-handling style

Understand how NOT to deal with conflict

Become familiar with a four-step model for resolving conflict
Participate in a range of conflict scenarios related to your working
environment.
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Course Gontent

Session One

m The three elements of conflict
and the four levels of conflict

m The three principles for dealing
with conflict

m |dentifying your preferred
conflict-handling style.

Session Two

m How NOT to deal with conflict

B Learning a four-step model
for resolving conflict

B Practising the four-step model in
a conflict scenario related to your
work environment.

Session Three

m Participating in a range of
everyday conflict scenarios —
various practical sessions

® |dentifying “good practice” from
the above conflict scenarios

® |dentifying “not so good practice”
from the above conflict scenarios.
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Creative Thin mj & Innovaﬁion
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Course Summary

Would you like your employees to be more creative and innovative?
They can be. When you apply creative thinking and innovation to

every aspect of your business or organisation, you are able to have a
sustainable competitive advantage and stay ahead of your competition.
This is a fast-paced, highly practical day with a very personal
approach. Each delegate identifies their biggest workplace challenge
and applies The Six-Step Creative Thinking Model to come up with the
best solution for their identified challenge. Delegates use a range of
simple, but very powerful creative and innovative techniques that can
subsequently be used across all areas of their work. The feedback from
this one-day course, that can be delivered either F2F or online, has
been consistently outstanding.

Course Objectives

At the end of this course you will:

m be familiar with and able to apply The Six-Step Creative Thinking Model
for solving your biggest workplace challenge

B be able to succinctly define your challenge, diagnose the causes,
come up with a range of solutions, select your best solution, get buy-in for
your solution, and know how to monitor and evaluate your identified plan

m develop a range of creative and innovative techniques to assess and
solve your workplace challenge, including the Why/ Why technique,
the Ideas Generation technique, the Effort-Impact Matrix, and the
Four-Step Buy-In Model

m understand the difference between creativity and innovation

B know whether you are a left-brain thinker or a right-brain thinker.
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Course Gontent

Session One

B The Six-Step Creative Thinking
Model

® Step 1 - Identifying and defining
succinctly your workplace
challenge

m Step 2 - Diagnosing the causes/
root cause of your challenge.

Session Two

m Creativity v Innovation — what's the
difference?

m Step 3 - Generating solutions; the
|deas Generation technique

m Step 4 - |dentifying your best
solution; the Effort-Impact Matrix.

Session Three

m Are you a left-brain or a
right-brain thinker?

m Step 5 - Implementing your plan
and getting buy-in; The Four-Step
Buy-In Model

B Step 6 — Monitoring and evaluating
— the only two questions you need
to ask.
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Delivering Excellent Customer Care

This one-day programme, delivered either F2F or virtually, is suitable for those who
want to learn a range of tips and techniques for delivering excellent customer care.
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Course Gontent

Session One

Course Summary

Businesses and organisations that deliver differentiated, reliable and
customer-focused service have a distinct competitive advantage.
Customers today are more demanding than ever before — they no
longer choose between speed, quality or price — they expect all three.

This one-day programme will equip attendees with the skills and
techniques to deliver high quality customer service consistently.

Course Objectives

At the end of this course you will:

Understand the customer’s expectations

Identify the biggest challenge when dealing with customers
Know how to build rapport and create the right first impression
Influence and persuading customers — the 3 secrets

Know how to “add value” for your customers

Know how to remain calm when customers complain.

Understanding the customer’s
expectations

Identifying the ONE biggest
challenge when dealing with
customers

Building rapport and creating a
good first impression.

Session Two

Influencing and persuading
customers — the 3 secrets
Adding value for your customers
How to remain calm when a
customer complains.

Session Three

Practical scenarios — dealing with
a range of different customer
service scenarios

Identifying the key learning points
from the day.
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Developing Your Personal Brand
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Course Gontent

Session One

Course Summary

In today’s market, outstanding performance is no longer enough if
you want to progress your career. Image and visibility are now
essential components of career success. You are a brand — and
you need to know what your brand stands for.

This one-day course, delivered either F2F or online, builds a
comprehensive profile of “Me PLC” — a fascinating insight into

who you are and what you stand for. The starting point is knowing
and understanding your personal brand. This will allow you to
project the image and impression you want to create in the
workplace in a consistent and authentic manner, thereby developing
your unique brand.

Course Objectives

At the end of this course you will:

B acknowledge and recognise that you are a “brand”; identify your most
important life values

B build up a comprehensive profile of “Me PLC” in terms of the image you
would like to present versus the image you actually present, how assertive
you are, your level of self-awareness, how well you manage your emotions,
how well you relate to others, and how you handle conflict

B know how to communicate to build rapport and empathy

B be able to use a technique to get your opinion across in an assertive
way without being aggressive

® have identified your strengths and weaknesses in interpersonal
relationships and gain tips and techniques on how to build relationships
and further develop your personal brand.
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What is personal brand? What
do you stand for?

Your most important life
values — what are they?

The image you would like

to present v the image you
really present.

Session Two

How your actions/behaviours
can brand you

The impact of your verbal
communication — asking the
“right” questions; understanding
the power of simplicity
Non-verbal communication —
body language; the five levels
of listening

Building rapport and empathy —
the ten key principles

Session Three
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Emotional intelligence — a self
evaluation; your strengths and
areas for development

Your preferred conflict-handling
style — a self-evaluation
Projecting your personal brand
in a consistent manner through a
series of practical activities.

leadingedgeleadership.com
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Course Summary

The key purpose of a training event is to help people to learn. Learning
is an active process — people learn best when they feel involved, can
ask and answer questions, discuss, debate, try things out, work in
teams, and reflect on and apply ideas. Great trainers understand how
people learn, what stops them learning and how to create a stimulating
learning environment. Great trainers are facilitators — they encourage
and manage discussions, ask great questions, set up interesting
activities and provide a truly engaging learning experience. This
practical-based, one-day course is delivered either F2F or online and
is packed with tips and techniques to take your training to a whole new
level. It is suitable for new and experienced trainers who want to avail of
the latest thinking, delivery and facilitation approaches so that they can
provide motivational, memorable and dynamic training courses.

Course Objectives

At the end of this course you will:

B be aware of the eight core competencies of a great trainer

m understand how adults learn; how to cater for different learning styles; how to
use learning logs

m know how to structure a training event, set up and debrief group activities

B be able to show flexibility in terms of — room layout, session timings,
letting participants contribute within time constraints, how to handle
difficult participants

m be able to facilitate at an advanced level — the “right” questions to ask
to promote discussion

m be confident using modern visual aids — video clips, flip charts,
PowerPoint, music.
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Course Gontent

Session One

B The eight core competencies of
a great trainer

B How we learn; catering for different
learning styles; using learning logs

B Structuring your training event;
setting up and debriefing group
activities; showing flexibility.

Session Two

® How to facilitate at an advanced
level — asking the “right” questions

m Facilitation activities — each
participant will have an opportunity
to practice facilitation.

Session Three

® How to use visual aids for
impact — video clips, flip charts,
PowerPoint, music

m The key secret if you want to
stand out as a great trainer

®m Each participant will deliver a
short training session.
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Coaching
One-To-One

Our leadership coaching programmes offer
thought-provoking coaching to individuals
and teams. All our coaches are accomplished
business leaders.

Our coaching sessions are led by the highly experienced Mary
Tillson-Wharton who is a certified International Business Coach.

Our approach is practical and results oriented. We place strong emphasis on stimulating goal
setting. We work with you in an encouraging yet challenging way to ensure you deliver your
goals.

We are at our best when facilitating individuals and teams to create clarity, meaning and
forward momentum in times of stagnation or overwhelm.

Our coaching sessions are held face-to-face or online. The sessions can be aligned to meet
your needs at any given time, from a one-off individual coaching session to a longer term
coaching programme.

Generally the coaching sessions are one hour, two hour or three hour duration.

We aim to accommodate your requirements where possible, in relation to dates and times,
venue and any pressing concerns that may arise throughout the coaching session or
coaching programme.
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Insights Discovery
Profiling

Insights Discovery will change the way you
see yourself and others. It’s a powerful aid
to self-awareness that can be used at work
and at home.

Our Insights Discovery sessions are led by the highly experienced
Anne Dewison who is a certified Insights Discovery Practitioner.

#))Discovery

Licensed Practitioner

About the session
Insights Discovery is a four colour model which helps people
understand more about themselves and others.

The methodology is easy to understand and practical to
apply. Its highly visual content makes it both engaging and
memorable, helping individuals understand themselves,
particularly in relation to others they work with.

The session is a powerful learning experience that really
enhances self awareness.

Delegates can learn an amazingly simple way to improve the
way they work and how they interact with others.

Sessions can be adapted to specific team challenges:

= New team / new leader

Change

Adapting to others

Team effectiveness

Self Management

What our delegates say:
® 100% would recommend the session to others.

= 100% said the content was either very good or excellent.

m 90% said the session was relevant to their role and 97%
said the session was relevant to their work team.
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What your organisation will get from
the sessions

Explore highly visual and engaging
content that challenges perceptions.
Better relationships within the workplace
and with customers based on mutual
understanding.

= A methodology for recognising

behavioural preferences and their value
in the workplace.

= A more open workplace

What your people get from

t

he sessions

m | earn about themselves — each delegate

gets their own in-depth personal profile.

m Understand how they can collaborate

better with colleagues & the value they
bring.

= Use strengths with confidence.

= |mprove development areas.

= Have fun together.
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» Facilitation of
s Away Days,

Meetings,
and Events

We can provide a professional
facilitator to facilitate your away
day, your strategic or important

meeting, or to act as Master
of Ceremonies at your next
important event or conference

Fi

Contact us today for details.
Leading Edge L EADERSHIP

making leadership easy




Meet The LEL Team

JJ Lynch

JJ is the founder and Managing Director of Leading Edge Leadership.

He is a highly experienced facilitator, coach and motivational speaker. He has
worked in the field of leadership and management for over 25 years and is always in big
demand as a facilitator and as a motivational speaker across the world.

JJ regularly facilitates masterclasses and away days and frequently acts as MC (Master of
Ceremonies) at large-scale events. His anecdotal style, use of multimedia, and the ability to
relate the content of his work to real life insights and practical everyday examples makes for
a truly engaging learning experience.

He is an accredited Dale Carnegie trainer.

Anne Dewison

Anne is a talented and energetic trainer, facilitator and coach with wide
experience gained over 35 years in Learning & Development and Operational
roles in the hospitality industry.

Working at a senior level, Anne headed up the design and delivery of award-winning
leadership programmes, implementing innovative solutions to the training needs of different
business units including hospitality, retail, property, facilities management and offshore.
Anne is a certified Insights Discovery practitioner and heads up all Leading Edge
Leadership’s Insights delivery.

Russell Caird

Russell is an accomplished facilitator and has a wealth of experience in the
Financial Services industry having spent over 25 years in retail and corporate
banking. Working at a senior level, Russell was responsible for managing large teams to
deliver demanding sales targets.

Russell has a relaxed and informal approach but retains a clear focus on delivering
measurable outcomes. His passion lies in the areas of sales skills, culture change, customer
service and team development.

great content | great trainers
great experience
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Mary Tillson-Wharton ACMI

Mary is a highly experienced management and leadership consultant with

L. international experience and has held senior roles in the training industry and
with American Express. She brings passion, practicality, and real-world insight to her work,
designing programmes that are relevant, results-focused and deliver measurable ROI.

For over 25 years, Mary has coached leaders worldwide — from managers to the C-suite
— across sectors including finance, travel, real estate, mining, pharma, tech, and more.

Her expertise spans communication, verbal behaviour intelligence, influence, credibility,
assertiveness, customer experience, and high impact presenting. She is an engaging
facilitator and a qualified coach.

Hazel Theocharous

Hazel is an experienced People and Performance Consultant, trainer and
coach with over 25 years’ experience in Learning & Development. She has
worked across a range of industries, designing and delivering engaging training programmes
that develop confidence, communication and workplace effectiveness.

Known for her warm, dynamic facilitation style, Hazel brings a practical, empowering
approach that helps individuals build on their strengths. Hazel is passionate about creating
inclusive, supportive learning environments where people feel motivated to grow and
succeed. Her sessions are consistently described as engaging, energising and immediately
applicable in the workplace.

Tony Atherton

Tony has wide experience working with senior leaders within blue-chip global

brands, international governments and national organisations to motivate
and inspire people to deliver sustainable and tangible business results through experiential,
thought-provoking and reflective methods. His career spans over 3 decades working with
global organisations such as Rolls Royce, Sky, GE and Citigroup.
Tony has worked with governments and universities in over 15 countries, including USA,
Russia, China, Indonesia, UAE and Singapore. His career has included roles at senior
levels as Chief People Officer and HR Director and Global Heads of International Learning,
Executive Education and Learning & Development.

Grant Vernon

Grant is a leadership, management and innovation trainer with two decades
of experience delivering programmes across 39 countries. He has trained
more than 10,000 senior executives and 3,000 startups, working with organisations such as
Google, Microsoft, Vodafone, MTN, Etisalat, HSBC and Pepsico.
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Grant specialises in finance, management, leadership, corporate entrepreneurship and
innovation capability, helping teams adopt new perspectives, align around strategy and

turn ideas into action. He designs customised programmes that blend culture, process and
technology to build lasting capability. Grant also delivers keynote talks at leading universities
including Oxford, Cambridge, Imperial College, UCL, LSE and Kingston.

Jono Oswin

Jono has worked as a trainer and facilitator across the UK, Europe and the
Middle East since 2006, helping clients across a range of industries to drive
change within their businesses and to enhance individual and team performance. Prior

to that he held a board position at one of the UK’s leading Marketing Agencies working
strategically with a wide range of corporate clients.

Jono has a relaxed but challenging style that inspires delegates to move out of their comfort
zones in order to change their thinking and adopt new behaviours. He is flexible in his
delivery, allowing him to respond in real time to delegates’ feedback and to cover content that
addresses individual and specific needs.

Will Baker

Will is a highly experienced leadership and management trainer and coach
who has designed and delivered training programmes for charity, not-for-profit
and corporate clients across the world.

Originally trained as a solicitor, Will has previously worked as a strategic manager within a
police force, a company director in the transport industry and has volunteered extensively
within the criminal justice system and as a human rights monitor. He facilitates with a

lively, inclusive and enthusiastic style, placing a strong emphasis on providing relevant and
practical tools to help people get the most from a session and apply their learning at work.

Matt Hayden

\‘:‘ ‘ Matt is an experienced learning and development professional, designing and
ad delivering training and coaching that supports behavioural change. Following
a career in sales and management, Matt has worked for the past fifteen years in a variety of
sectors across the UK and overseas.

Working at all levels in organisations, Matt develops and delivers programmes that engage
and challenge participants to higher levels of awareness, performance and personal
understanding. Using a style that involves humour, storytelling, anecdotal evidence from

his own and others’ experience and lots of interaction, Matt’s training gains high levels of
delegate engagement.

Matt is also a qualified NLP and PRINCEZ2 practitioner.
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Marta Kargho

Marta is a Communications and Management Skills Trainer and Facilitator
with over 15 years’ experience across Investment Banking, Asset
Management, IT and Education.

Her workshops are highly interactive, energetic and rooted in real-life scenarios, ensuring
that learning is practical, relatable and immediately applicable. Marta is passionate about
empowering individuals to communicate with clarity and confidence — whether managing
teams, pitching ideas, or representing their brand.

Marta holds a BSc (Hons) in Business Information Technology, a PGCE, BCS Business
Analysis Certification, PRINCE2 Agile and EQ-i 2.0 & EQ 360 Certification.

Jose Ucar

Jose is an international communication and influence expert with over a
decade of experience working with a variety of organisations. His actionable
strategies for business leaders expose hidden barriers to effective communication, bridge
cultural gaps, ignite positive influence and amplify global impact.

Jose is a TEDx speaker and host, a professional speaker, a leadership and communication
trainer, and a speaking coach. He is also the author of ‘Global Influence; helping leaders and
non-leaders to simplify, improve and amplify their international impact.

His sessions are energetic, engaging and fully interactive.

Zahoor Bargir

A qualified accountant by profession, Zahoor has worked as a consultant

L and manager in numerous sectors before specialising as a trainer. He has
developed a knack for communicating complex techniques into their core component parts
and is passionate about helping others see the simplicity in the numbers and what they mean.
Whatever your professional background and whether you are comfortable with numbers or
not, Zahoor’s workshops explore the process of finance which makes it easier for people to
grasp the various financial concepts.

great content | great trainers
great experience
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90-Minute Bite-Sized Workshops (virtual and face-to-face)

Workshop Workshop Workshop
£950 £650 £350

A day of three workshops £1,950 +var

OUR MOST £650 3 x 90-Minute Workshops

GDMPET"'“,E — Al three workshops to be delivered on the same day —
0FFERING| per WorkShop (with up to 20 attendees in each workshop)
- A SAVING OF £1,050 £32.50 per attendee. Total Price: £1,950 + VAT

(01§ 2 x 90-Minute Workshops (11§ 3 x 90-Minute Workshops 11§ 12 or more 90-Minute Workshops
Both workshops to be The three workshops to be All 12 workshops to be
delivered on the same day delivered on different days delivered on different days
£800 per workshop (with up to £800 per workshop (with up to £750 per workshop (with up to
20 attendees in each workshop) 20 attendees in each workshop) 20 attendees in each workshop)
£40 per attendee. Total Price: £1,600 +VAT £40 per attendee. Total Price: £2,400 +VAT £37.50 per attendee. Total Price £9,000 +VAT
£300 £450 £2400

One day training programmes: Two day training programmes:
£1,950 +vAT £1,900 +VAT (per day)

(with up to 20 attendees) (with up to 20 attendees)

Face-to-Face or Online Coaching: £300 +VAT (per-hour)

More about our training programmes and workshops

We typically work with between 6 — 20 delegates on our one and
two day programmes and on our Management Development Programme.
We provide copies of PPT slides and all handouts for every delegate on all our programmes.
Our international training rate (outside UK) is £2,100 per day.
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71 Reasons to Work
with Leading Edge
Leadership

1. We are easy to work with — we keep the
admin to a minimum for you.

2. We know the 90-minute format inside-out.
3. We make leadership easy.

4. We are consistent in our facilitation
and delivery style - that’s why we keep
our team small.

5. We are flexible — we will listen to your
needs and always address any concerns
you might have.

6. We get 80% of our work as repeat
business.

7. We love what we do — we think you will too.

Great content... Great trainers...
Great experience



