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Communication Skills 

 

Presentation Skills  

Our Presentation Skills Training develops skills and techniques to prepare, practice and deliver 
powerful audience-focused presentations that engage and inspire people to action.  
  
Giving a presentation can be a frightening experience whether it be in front of a few people or a full 
house.  The ―Presentation Skills” training takes you step-by-step through the process of developing 
and delivering an engaging presentation. From choosing the topic to using proper voice tone and body 
language, you learn how to make a great presentation.  We even show you how to handle tough 
question and answer sessions with ease.   
  
 
How You Will Benefit: 

 Convey information in a compelling and persuasive manner  
 Leave a lasting positive impression on your audience  
 Improve your poise and charisma during presentations  
 Facilitate through conflict and even criticism from your audience  
 Develop presentation techniques best suited to you for delivering a powerful message. 

Through interactive exercises and group activities, you turn theory into practicable techniques that will 
transform your presentations.  This course will show you how you can build your confidence and gain 
the skills necessary to address any audience successfully and deliver dynamic, convincing 
presentations.  Each training is tailored to the needs and experience level of the participants. 
  
Plus, you will learn the proper use of visual aids to make them work for not against you.  Know when 
enough is enough, how to avoid over use, avoid making visual distracting from the message you are 
trying to deliver. 
  
We will even show you how take nervous energy (or public speaking fears) and channel it into 
powerful presentations that inform, influence and motivate others. 
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Communication Skills 

 

Communication Styles Training 

Everyone gets along well with some people and everyone has trouble with some other types of 
people. To learn more about the different styles of people, participants in this highly interactive 
communication styles training will take the Personal Communication Style Survey and then discuss 
their results. 

This communication styles training and instrument will identify your personal communication style as 
well as your back-up style. There are some styles we really like. And some styles we really dislike. 
While there are many types of people, they can mainly be grouped into four categories. 

The behavioral styles instrument will reveal four basic ways of relating to other styles as well as those 
who share your own. It will identify strengths of your particular style on which you should be building, 
as well as weaknesses of your particular style which you should attempt to strengthen. This 
communication styles training is as enjoyable as it is informative ... a MUST for those who are required 
to effectively interact with others. 

How You Will Benefit: 

 

 Understand the four communication styles 

 What your personal communication style is under normal situations 

 What your personal communication style is under stress situations 

 The typical behaviors of each style 

 Points to remember in dealing with each style 

 The optimal environment for each style 

 How to talk to each style and make more impact 
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Communication Skills 

 

Power to Influence 

How can one person get someone to do something with ease, while it’s an uphill battle for 

someone else? 

Bringing about the reaction you want from others and expanding your influence require insights that go 
beyond the actual process of influencing—and into the psychology of what truly prompts us to say 
―yes‖ or ―no.‖  
 
This explores these psychological triggers, plus how this knowledge may be used not just for 
compliance but for mutually desirable outcomes. You‘ll uncover persuasion techniques that most 
people don‘t even know exist and learn how to build your influence by applying these principles to any 
number of business interactions, from managing, mentoring and negotiating to conversations, writing 
and presentations. In addition, you will learn how to choose the best principle for any given situation 
and avoid being manipulated by others. 

How You Will Benefit: 

 Explore the psychology behind persuasion 

 Understand the psychological/subconscious triggers that influence a person‘s decision-making 
process, behaviors and reactions 

 Select and customize the right law(s) of persuasion to apply in any situation 

 Learn tactics to protect yourself from unethical behavior 
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Communication Skills 

 

Conflict Management 

This conflict management skills training develops communication skills to resolve conflict and helps 
people work through difficult and challenging situations effectively. 
  
Simply put, conflict exists when two or more people disagree about something.  Differences in opinion, 
communication style, and/or approach make conflict inevitable in today‘s workplace.  These situations 
often cause people to be close-minded and angry.  The resulting conflict can have a negative effect on 
quality, productivity, cooperation, and the company‘s bottom line.   

Resolving disputes and disagreements can help harness the passion that drives conflict and put it to 
good use for a more productive, positive, and less stressful workplace.     
  
Through practical examples and realistic scenarios, participants learn to diagnose the cause of conflict 
and how to use proven techniques to resolve differences, reduce the potential for continued conflict, 
and build more positive working relationships. 
  
In reality, workplace conflict is inevitable and training employees on the principles of conflict 
management is essential to the pursuit of success.  This training teaches the most effective methods 
of conflict resolution to overcome differences with bosses, coworkers, customers, and others. 
 

  

 
How You Will Benefit: 

 
 Approach conflict as a process to achieve positive results  
 Reduce the impact conflict can have on morale 
 Lower the cost of conflict for themselves and the organization 
 Minimize the negative consequences of unresolved issues lingering on and on  
 Improve communication skills to deal with conflict at work and their personal lives 
 Create a more open and collaborative work environment 
 Improve team cohesiveness 
 Implement a solid framework for dispute resolution 
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Communication Skills 

 

Advisory Skills 

 

As an advisor/consultant you are aware that besides your techniques and methods you also need to 

pay attention to the relationship you have with your client. After all, you want to have a certain 

commitment from your customers, preventing your advice from ending up in the bottom drawer. 

During the training you will work intensively on practicing and improving your advisory skills, during 

which you will systematically learn from your experiences. You will get targeted feedback on your 

actions. 

 

How You Will Benefit: 

 Know the roles of the advisor/consultant 

 Understand the phases in giving an advise 

 Understand the benefit of making a psychological contract with your customer 

 Learn to ask questions and discover the real needs and doubts of you client 

 Know how to built committment 

 Present with impact 

 Be effecitive in providing and receiving feedback 

 Breaking down resistance 
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Communication Skills 

 

Assertiveness and Sensitivity Training 

During this training, you will learn powerful tools for assertiveness to help you deal with conflict at all 
levels in the organization, discover techniques on how to be an assertive communicator, acquire ways 
to handle receiving and giving feedback while mainintaing a good working relationship.  

 You‘ll assess your areas of strength and growth in this critical skill and understand how social styles 
affect assertive behaviors and benefit by learning steps for conflict resolution. Overall enhance your 
assertiveness skills for immediate on-the-job use!  

How You Will Benefit: 

 Gain the essentials of assertiveness 

 Practice assertive behaviors through verbal, vocal and visual techniques 

 Address assertiveness issues in both your personal life and business life 

 Balance between being sensitive to another person's position and drawing your own 
boundaries  

 Apply your newly learned skills to relevant on-the-job situations 
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Communication Skills 

 

Negotiation Skills 

This negotiation skills training will provide the skills, strategies, and techniques you need to succeed in 
any negotiation situation.  Although this training is designed for the workplace, the skills developed in 
this seminar can be used both at work and in your personal life. 

Many people dislike dealing with negotiations.  This may be because they do not like confrontation or 
because they lack the necessary negotiation skills to be successful.  Increasingly, organizations rely 
on team members and individual contributors to lead various projects and initiatives.  This often leads 
to situations where employees need to influence people that they have no formal authority over.  Their 
ability to influence others and negotiate effectively often determines the success or failure of their 
efforts.  

How You Will Benefit: 

 Develop the power to influence as you negotiate 

 Getting and making concessions to move forward in negotiating 

 Learn the real meaning of a ―win/win‖ solution 

 Find common ground with clients, supervisors and co-workers 

 Develop consensus-building negotiation skills 

 Learn strategies to negotiate goals with others 

 Reduce the stress within working groups by opening lines of communication 
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           Sales 

 

Commercial Skills 1 

This training is a foundational consultative sales training course that builds the skills and 
professionalism to sell, create, and maintain lasting sales relationships in competitive markets. The 
sales skills course introduces sales effectiveness as a definable and manageable consultative process 
in which there is a win/win interaction between the buyer and the seller. 

How You Will Benefit: 

 Making sales appointments effectively and convincingly 

 Preparing for a sales pitch 

 Leaving a professional impression on new relations 

 Identifying and developing customer needs 

 How to be very effective in anticipating customer needs 

 Dealing with resistance in a positive way: disadvantages, misconceptions and doubt 

 Presenting solutions convincingly 

 

Commercial Skills 2 

This course focuses on client communication and business problem-solving skills. It is appropriate for 
all professional personnel whose work depends on having a strong consultative relationship with 
external or internal clients—including project managers, service engineers, consultants, managers, 
and any non-manager with special project responsibilities. Participants learn how to ask questions that 
uncover the real needs and interests of the client. They also learn how to present recommendations, 
Influence and facilitate decision making, and support client satisfaction with the accepted 
recommendation. 

How You Will Benefit: 

 Understand how your client make decisions 

 Make use of Leary's Rose to influence your customers in a positive way 

 Let your client be free in choosing the right solution 
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Sales 

 

Networking 

Networking is the tool for making new contacts, creating business opportunities and acquiring work. 
You use networking to reach your goals and to help others; a typical win-win situation. 
Networking is fun, creative and ... it works! 
Networking is a skill which everyone in your company can learn or further develop. 

 

How You Will Benefit: 

 Effective networking in existing networks  

 Targeted searching of new networks  

 What do I have to offer to a network relation?  

 How can I best maintain my network relations? 

 

 

Inbound Sales 

Inbound Sales Excellence is a sales and service training course designed for sales agents in an 
inbound call center environment who are responsible for cross- and up-selling. This sales skills course 
focuses on the challenges inherent in their unique selling environment. Participants learn efficient 
ways to discover customer needs and make compelling recommendations. In addition, they learn to 
enhance their comfort level and skills for handling customer objections so they can uncover all of the 
customer‘s concerns and close the sale. 

How You Will Benefit: 

 Making sales appointments effectively and convincingly 

 Preparing for a sales pitch 

 Identifying and developing customer needs 

 How to be very effective in anticipating customer needs 

 Dealing with resistance in a positive way: disadvantages, misconceptions and doubt 

 Presenting solutions convincingly 

 Make an appointement and keep in touch 
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Selfmanagement 

 

Time Management 

Time is a valuable commodity which is becoming increasingly scarce. ‗If only there were more hours in 
one day‘ and ―Where will I find the time‘ are typical daily utterances. Reading through documents 
during lunch, reading through the items on tomorrow‘s agenda while your on the phone – they are 
skills that we apply with ease daily. 

However, when we are under pressure stress comes into play and our feelings can take a turn for the 
worse. We become annoyed with everything that tries to claim a minute of your time. Take for instance 
the aggression you can feel when your computer crashes! 

Do you want to get a better overview of how you use your time and do you no longer want to be 
controlled by your diary? In the time management training, we deal with making priorities, dealing with 
time-consuming activities, but we also look critically at how you procrastinate, draw boundaries and 
delegate. 

We also use the techniques described by Dr. Stephen R Covey as a guidline. The 7 Habits of Highly 

Effective People
®
has provided the ultimate in productivity training for thousands of people and 

organizations worldwide. Learn the power of effectiveness and feel more satisfied with what you 

accomplish each day. Know where you‘re going and discover the secrets to success and fulfillment 

within you. 

 

How You Will Benefit: 

 Develop a clear definition of your top priorities and the results you want  

 Achieve balance and increase productivity through a weekly and daily planning process  

 End self-defeating behavior and gain the necessary security you need to change  

 Develop strong relationships based on mutual trust  

 Be prepared to deal with difficult circumstances before they happen 

 The daily battle, learning about the Eisenhower schedule, in which a distinction is made 
between urgent and non-urgent matters. 

 An analysis of your work habits and methods; you will receive guidelines to improve the 
planning of your work 

 Time consumers 
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Train the trainer/Leadership 

 

 

Facilitation Skills for Trainers and Leaders 

Develop effective facilitation and group process skills in this interactive training designed for 
trainers, managers, team leaders, and anyone required to facilitate group activities or discussions.  In 
this session we focus on developing critical skills to engage audience participation and lead 
discussions the get maximum results.   Participants learn skills to improve listening, paraphrasing, 
and questioning techniques that achieve learning objectives efficiently.  

Training facilitation skills helps trainers, managers, and team leaders improve their ability to engage 
everyone for better brainstorming, and problems-solving efforts.  By facilitating everyone‘s participation 
problems are better understood, better decisions are made, and more support for solutions is 
achieved.  Plus, the facilitation skills developed in this interactive training session helps create more 
effective group dynamics and improve team efforts and cohesiveness. 

Everyone leaves this facilitation skills training with a better understanding of group dynamics and how 

to give presentations that focus groups for better understanding and application of principles.    

How You Will Benefit: 

 Apply effective facilitation techniques to work with groups.   
 Facilitate a group toward an intended outcome or learning objective   
 Facilitate brainstorming, problem-solving, and decision-making processes 
 Build on ideas that lead to better results 
 Deal with challenges to the group process  
 Conduct highly interactive group discussions and training sessions   

 

 

Train the Trainer, the Basics 

Our Train the Trainer, the Basics show you how to use training methods and techniques required to 
train adult learners and improve job skills. 

How You Will Benefit: 

 Successfully apply the principles of adult learning in all of our training 
 Understand what really motivates the adult learner and why they choose to learn 
 Create more motivational and energetic training 
 Make the most out of every training presentation by reaching all learning styles 
 Select the best training and instructional method for every program  
 Understand personality tendencies, adult development, and its implication on training and 

education 
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Train the trainer/Leadership 

 

Situational Leadership 

Situational Leadership is the most comprehensive, up-to-date, and practical method of effectively 
managing and developing people, time, and resources in the world. Situational Leadership is a model 
and a set of tools for opening up communication and helping others develop self-reliance. It is 
designed to increase the frequency and quality of conversations about performance and development 
between managers and the people they work with so that competence is developed, commitment is 
gained, and talented individuals are retained.  

How You Will Benefit: 

 Diagnose the development levels of participants' employees and choose the appropriate 
leadership style 

 Increase the frequency and quality of conversations about performance and development 
between themselves and their direct reports 

 Create a communication model for all levels of the organization to support cultural change and 
move toward a high performance organization 

 Become flexible leaders highly skilled at goal setting, coaching, performance evaluation, 
active listening, feedback, and proactive problem solving 

 Increase individual and organizational accountability by linking goals and planned intentions to 
an action plan 

 


