
...And More!
There are trainings available on 

leadership skills, customer service, 
conflict	resolution...and	other	topics!

FIND	YOUR	CREATIVE	SPARK!
Innovation in an organization often 
begins by cultivating an environment 
where individuals are encouraged 
and rewarded for “out of the box” 
thinking. Participants will learn 
about companies that have 
done this effectively.  

In a fun and non-threatening way, 
attendees will stretch beyond their 
current creative boundaries to ex-
perience some creativity-building 
exercises that lead to even greater 
opportunities for corporate creativity. 
They will leave with innovative 
suggestions that they developed for 
the organization to further explore 
for potential implementation.

INTERVIEWING SKILLS 
FOR MANAGERS
The cost of hiring and training 
people for jobs is high. By interview-
ing effectively, you can hire the right 
people for the right positions. 

Learn how to link job descriptions to 
resumes and how to develop 
relevant and timely questions. Learn 
what to say and not say in an 
interview. Attention is given to 
listening skills and using 
discernment when evaluating a 
candidate’s “fit” to the job. 

Topics include:

• Job description review

• Screening resumes

• The interview agenda

• Questions and answers

• What’s legal and what isn’t

• Listening skills

TEAM DYNAMICS
Working effectively with others is 
the key to growth in a company or 
organization. But working on a team 
isn’t always easy. Individuals often 
bring their own hidden agendas to 
the process and this can include 
anything from maximizing resource 
allocation for their own needs to 
getting out of having to do any extra 
work on a team project. By identify-
ing some of these issues before they 
even occur, a team can pre-empt 
disfunction and complete a project 
successfully and within a time frame.  

Participants will learn about 
and discuss:

• How organizing the team is 
critical to its ability to accomplish 
their directive 

• Types of teams
• The role of organizational 

leadership in setting a vision 
for the team

• Forming, Storming, Norming, 
and Performing

• Agendas, structure, and other 
processes that need to be in place

• Participation and listening skills
• Respect for collaboration in 

the team process
• Staying motivated
• Celebrating team success
• Addressing lessons learned

THE ENNEAGRAM – A TOOL 
FOR POSITIVE WORKPLACE 
INTERACTION
The Enneagram is an ancient 
philosophical model which has had 
a resurgence in recent times as it 
consists of excellent wisdom on how 
individuals understand themselves 
and how they work with others.

Participants will take an assessment 
to identify their major style and 
both complementary and oppos-
ing styles. By learning how one’s 
nature leads to certain perspectives 
at work, they will better understand 
why they are drawn to collaborate 
with certain colleagues and are 
frustrated by others.

THE POWER OF 
FRIENDS AT WORK
Learn how work relationships can 
make or break an organization. 
Individuals who work well together 
and rejoice in each others’ successes 
on the job are happier and tend to 
attain their own success. Positive 
work relationships lead to increased 
productivity and retention. 

From her book, “The Power of 
Friends at Work”, Debbie covers 
four key areas that lead to workplace 
satisfaction as follows:

• Trust, Loyalty, Communication,  
and Celebration

She will share best practices in 
each area and work with participants 
on how they can make each day 
on the job more powerful and 
productive by focusing on enhancing 
their interpersonal actions.

THINKING STRATEGICALLY
The times of creating comprehen-
sive strategic plans that sit on a 
bookshelf gathering dust are long 
gone! While it is essential to plan for 
the future, it is equally critical to be 
agile and ready to address competi-
tive challenges expeditiously.  

Participants will explore the strate-
gic thinking of leaders who possess 
an entrepreneurial mind-set. This 
interactive program will be followed 
by looking at strategy development 
by the author of “Good Strategy, Bad 
Strategy”; SOAR (Strengths, Oppor-
tunities, Aspirations. And Results) 
exercises and more.

TIME MANAGEMENT

Whether you’ve had a time manage-
ment class in the past or not, it is 
always valuable to take a refresher, 
particularly now as the e-mail beast 
rears its head more and more each 
day! Attendees learn how to:

• Improve focus on the job

• Figure out what to tackle first

• Deal with interruptions

• Make work space productive

• Balance work life with life out of 
work, and

• Leave with a plan to improve 
time management both on and  
off the job.

STRENGTHS BASED 
LEADERSHIP
Using the model based on the work 
of Clifton Strengths, Gallup, and 
Marcus Buckingham, participants 
will complete an assessment which 
identifies five strengths per partici-
pant. Learn the value of maximizing 
strengths, mitigating weaknesses, 
and explore how individuals work 
together to optimize the knowledge, 
strengths, and abilities that they 
bring to the workplace.

Participants break into group 
sessions with similar and diverse 
strengths to learn how unique 
strengths serve to complement 
each other in teams.

A CHAMPION’S GUIDE TO 
COACHING AND MENTORING
Jumpstart your coaching and 
mentoring skills in this exciting 
program featuring world-champion 
powerlifter and Guiness Book of 
Records holder, Bill Clark. Using 
techniques acquired during Bill’s 
time training as a weight-lifter at 
the Olympic Training Center in Lake 
Placid; and Debbie’s expertise in 
managing over 100 staff in her 
career, trainees will learn how to 
effectively coach short-term em-
ployees and mentor long-term staff. 

Participants will learn about 
and discuss:

• The difference between coaching 
and mentoring

• How coaches and mentors 
motivate and inspire others

• Building and sustaining focus 
and rapport

• Maintaining performance

APPRECIATIVE INQUIRY
Appreciative Inquiry (AI)  is a model 
based on the concept that WORDS 
Create WORLDS. In this program 
we use AI with visioning and 
communication techniques to create 
generative conversations leading to 
a shared and reinforced vision. 
The end result of using AI are 
measurable improvements.

Participants experience the model 
through hands-on exercises which 
lead to positive conversations 
and new ways to look at problem 
solving. They identify specific areas 
to work on so that while they are 
learning, they address on tangible 
issues to improve.

ATTAINING WORK 
LIFE BALANCE
Life is hectic, jobs are stressful, and 
it seems that technology has only 
accelerated the work instead of 
lightening one’s workload.

In this program, participants 
will explore:

• How things got this way
• How to organize work life and 

personal life
• Suggestions from “Crazy Busy” 

and other sources 
• Addressing social isolation 
• Exploring a wholistic approach 

based on individual lifestyle 
and needs. 

• Stress management techniques

CHANGE & AUTHENTICITY – 
INTEGRATING YOUR VALUES 
INTO YOUR WORK LIFE
In today’s frenetic and changing 
world it is easy to lose touch with 
one’s value system. Participants will 
look within to identify how their 
values are reflected on their ac-
tivities and temperament. This is a 
two-part program addressing both 
change management and self-
awareness. Participants will learn 
about and discuss:

• What’s happening? 
• PCDA (Plan Change Do Act Model) 

for continuous improvement
• Knowing how change affects you 

and your co-workers
• Mitigating the stress that occurs 

with change
• Leading others through times 

of change
• Reinforcing your values 
• Using values to successfully ad-

dress challenges
• Communicating with authenticity 

and integrity

OPTIMIZING THE 
CUSTOMER EXPERIENCE
Some companies think that once a 
sale is made, they have a customer 
for life.  Yet, the secret to success is 
being able to retain customers by 
nurturing their loyalty through ser-
vice excellence. Loyal customers not 
only stay with the company but they 
purchase more, complain less, and 
refer others to the business.  

Participants will learn about 
and discuss:

• Why the “true sale” begins 
after the “initial sale” is made 

• The “cost” of poor service

• Managing and exceeding 
customer expectations

• What a customer says – 
What a customer means

• Listening for focus and impact

• Balancing customer needs and 
organizational capacity

HOW TO COMMUNICATE 
EFFECTIVELY WITH OTHERS
No matter where one works 
within an organization, they need 
to communicate effectively to 
build trust with others and 
accomplish their goals.

Participants learn the value of 
effective communication with 
topics as follows:

• What is your message and  
how do you get it across?

• The Four “I”s according to Baldoni 
— Inform, Involve, Ignite, Invite

• Credibility through communication
• Communicating with those 

who don’t want to “hear” you
• Sender-Receiver Models 
• Listening Skills
• What to Say – What Not to Say

• Making Presentations at Work 

Courses


