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We

A boutique 15 year old L&D Company driven by a passion to
make

i

We work with select Multinationals and Fortune 500 clients for holistic end to end performance
enhancement solutions spread over 3 to 12 months in areas of Leadership, Managerial & Personal

Effectiveness and Sales.

Our unique TraC(Train and Coach) model integrates Corporate Training & Executive Coaching to
deliver long term impact for organizations and individuals.
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Practice

Executive Coaching

A Shining Leadership Skills & Executive Presence (Gravitas) (for CXOs)
A Executive Coaching & Mentoring (for Senior management)
A Performance coaching (for High Potentials)

A Sales coaching for Managers (for Individuals and Groups)

Behavioral Training

A Leadership
A Managerial Effectiveness
A Personal Effectiveness

A Sales Effectiveness
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Our 5 Step

GuerillaLearning Content
Support & Development Life
Certification Cycle Approach

Leadership Use People
Journey Model Development
Using TraC Framework

Delivery
methodology:
Concept>
Activity> Learning
Trap>Actions
Plan




Requirements/
Vision

A Assure Needs
A Evaluate
objectives

to be covered.

2 Content Outline

A List objectives, topic titles

A Specific Strategies/List
content chunks

A Define Assessments

3 Content Research

A Identify work done beforé
A Trends and development

A Models and Theories |\Q

piring Performance

1. Content Development

6 Content Fixes

A Resolve Comments

Lifecycle

7 Content Review by
Client

by Industry Experts
and Clients

5 Content Review
. Industry Expert

A Does the content

specific need
5 Content Review

A Check Content
Accuracy
A Verify Content
Adequacy

5,2 Content Review
Content Head

Does the content accur
coverthe specifimeed
R Are content guidelines

Content templates correctly use

Development

A Slide Deck (PPT)
A Participants Guide (PG)

A Action Learning Plan

accurately cover the

A Are examples adequal°

ale

d&@

A Review adequacy
and accuracy

8 Final Content Fixes

A Final Refinement and

Fixes f

Content Sign Off and
Hand Off

A Sign off of all
deliverables

and hand over to cIien@



2.

People Development

What
Level 3 Senior
Level 2 Middle
Associates
Level O Campus Hires Behavioral Functional Future Compliance
Skills Skills Skills Skills
D DD D DD DDD D DD
Journey Approach
=| '. 3 = o by ==
Continued Learning = E‘J . B : E‘J . @J . BiES @J 1= 0z
Weekly ‘:
) & : P 4
Leadership Workshop ﬁ?i ; ﬁ?ri’ @g
Quarterly :
. . (] L
Learning Review o
Quarterly
Coaching F%j p“.'—"’-?1 2] Eﬁ? Eﬁ:—j E“-:?
/I//onth/y fatatal AR fatsyel arss
(
/con Legend !
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q Assessment @ Am’c/e Video Application of L.s’avrn/ngﬁi—"fn_'_| Leadership Workshop

Caach/ng. Learning R'ewew.




3 a) Waorkshop Delivery Methodology ? ’




3 b) Post Delivery Overview i? ’
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4. Leadership Journey

A Leading in A Adaptability A Creativity & A Strategic A Changing Self A Emotional
situations to various Innovation Thinking / Habit Loop Intelligence for
A Management maturity A Decision A Business A Driving A managing self
Styles & their levels Making & Acumen Change Emotional
Application A Managerial Problem intelligence for
Responses Solving managing
others

Self Leadership Kundali

Launch

Review

Course ---------

Certification
Building Better Relationships Team Performance
A Customer A Coachin A Goal A Verbal A Driving
Centricity A Counselfi’ng Alignment & A Team Building Communicati Accountab|!|ty
A Internal & A Mentoring Motivation ons A & Ownership
External A Conflict A Team A Presentation Influencing &
Customer Management Motivation Skills Ne_gotlatlon
management Skills
_____________________________________________________________ <
— T 1
lcon Legend : Assessment (22| Article EEE Video ! Application of Learning ﬁ?ﬁ, Leadership Workshop ‘._.‘ Coaching Learning Review |
I
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5. Guerila Learning Support

CGuided by Mentors

e il b B b @

@) @

SELF-PACED

=

A . 2 A REAL-TIME Thoughts & Feedback &
. MODULES EXAMPLES N )
AtUa SNRa t | Os Reflections Guidance
With RealtimeExamples @ @
To.captureReflection CROZIE/ CAPTURES \q
MENTOR LED REFLECTIONS
To makelearning
Interactive v Learner  Platform
With Linked Modules ‘ GUERILA )
X INTERACTIVE
After Course Connect Sessions  "Feeosack. @ LEARNING o
wo Way
LINKED Communication
MODULES
(=] 2] L B @ { v @ B
—e G G & G J
- —~— T i - B T_—— ~ S e i
1stWeek 3d Week 5th Week 6t Week 7th Week 8h Week 9hWeek 10hand 110 12 Week
Launch Mailer Review the full course SME Connect  Sent Article  Sent Video  Submission of Leadership Week Caniiezitan g
online and fill in Session and Application of EngagemenRevisiting Concepts

reflections

piring Performance

Introduction of AOL

Closure of Moule

Learning (SeltPaced)




Meeting with

understand needs

¢

Sign off on scope of work ana= k

shareholder expectations

\ 4

through assessment and
introspection exercise
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Coaching

coachee
to build rapport and

after one year to stakeholders

*

0 stakeholders

*

\

N

\
N
N

and defining their of 4 sessions of 90 minutes
measurement indices. Buy for each goal, once a
» in by stakeholders » fortnight



Module Name

1
2
3
4
5
6
7
8
9

[EEN
o

[EEY
=

12
13
14
15

16

ulz

Module

) 4

Big Picture Thinking 17 Negotiation Skills

Business Communication 18 Personal Branding

Communication Mastery 19 Persuade with Power

Contextual Leadership 20 Planning and Organizing

Critical and Logical Thinking 21 Power of Networking

Customer Leadership 22 Presentation and Pitching Skills

Customer Orientation 23 Problem Solving

Competency Based Interviewing Skills 24 Professionalism

Emotional Intelligence 25 Project Management Fundamentals

Giving and Receiving Feedback 26 Result Orientation

gﬁgsgrsaggnnglicts & Difficult 27 Selling Skills

Impactful Presentations 28 Strategic Thinking

Influencing and Negotiation Skills 29 Team Building

Influence & Responsibility 30 Team Work and Collaboration

Managing Change 31 Team Leadership

Motivating Self & Others 32 The Art of Delegation
www.knowledgewizards.co.in 12
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Module ¢

.
33 Leadership Development Plan
34 Campudo Corporate for GETs
35 TimeManagement
36 Design Thinking
37 Train the Trainer

V |Z www.knowledgewizards.co.in 13
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Big Picture 4

Train your brain to think big &

What participants will learn Three Core Processes of
Big Picture Thinking

What is Big Picture Thinking?
Importance of Big Picture Thinking
The Big Picture Thinking Process
Barriers to Big Picture Thinking
Benefits of Big Picture Thinking Pememng

Traits of a Big Picture Thinker

o o Io Do o Io Do

How to improve Big Picture Thinking

2\
What demonstrable behaviours ’ﬁ’l
will they show

A Declutter their mind

A Consider alternatives and think strategically The ability to perceive (what do | Know),
understand (what does it mean),
and reason (what am | going to do about it)
(Source Webster)

A Develop big picture thinking outlook

V |Z www.knowledgewizards.co.in 14
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Business *

How to communicate effectively in business

.
What participants will learn
A Thecommunicatiorprocess; Verbal,Nonverbaland Listening 7 Cs Of Communication
A Recognizinghe importanceof communicatioras a life-long learning oy
project ¢Q°
A Communicatingrofessionallyduring challengingimes 1 Clear
A Practicingistening,writing and speakingskills \% @
A Buildingtrustedrelationships 7. Courteous The 7 Cs 2. Concise
of
What demonstrable behaviours Communication qef
Wl” they ShOW 6. Complete 3. Concrete
A Reduction in misunderstandings because of incorrect communicati ( \/>
A Increase in speed of resolving issues 5. Coherent 4. Correct

A Better interpersonal relationships
A Renewed enthusiasm in interacting and communicating with each

other

V IZ www.knowledgewizards.co.in 15
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Communication 4

The key skill to enhance performance and build trusted relationships

2 DAYS

What participants will learn

Understandhe communicatiorprocess

Understandhe 7/ @B&communication

Knowthe importanceof communicationin an organization
Understandwvhat is noisein communicatiormodesof communication
Learnaboutthe variousbarriersto communication

Understandhe differencebetweenlisteningand hearing

o To Do I» I» Do Do

Buildtrustedrelationships

What demonstrable behaviours e I T
will they show

FEEDBACK RESPONSE

Effectiveverbalandwritten communication
Differentstrategiesof communicatiorfor differentsituationsand stakeholders

Reductionin misunderstandingbecauseof incorrectcommunication

A

A

A

A Increasen speedof resolvingissuesand better interpersonarelationships
A Renewedenthusiasnin interactingand communicatingwith eachother

A

Smoothhostingand participationin the tele andvideoconferencecall meetings

V IZ www.knowledgewizards.co.in 16
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Contextual ¢

Use different strokes (styles) for different folks to build a solid team

What participants will learn
A Identifyyourleadershipstyles
A Learnthe four typesof leadershipstyles
A Assesthe readinesdevelof yourteam members T T
. . . . Work +Support Usg s3 (dlstnbuted SZ) with the group (? facilitate updates
A Applythe right leadershipstyle with the readinesdevelof the team Uessiogsemetatre AL fm g ongm?‘.’qutous imorovements
y and giving input to solutions.
Eooviadgs st
members S e |
: e L B ()| feam Orientation
A Develogeam membersfrom onereadinesdevelto nextlevel team's goas. L (_ ’\ | [
_ : 0 L
A Identifycurrentperformanceand future potentials menge o onhe
= " T::}e: 'ussejzlt: get the
A Learnthe ConceptOf performancmontraCtl ng Use S1 wuhT:svnedzua: team melm:s:i‘:::fy roles and %:%@ggtgrv‘tﬂgzist
responsibilities and to start the Performance Contract ways to work together.

process.
Then use S4 | by
authority for the tasks they can handle on thelr own.

What demonstrable behaviours
will they show

A Usingthe right style with the readinessevel of the team memberUnderstand
team membersdevelopmenneedsand helpthemdevelop
A Applyleadershiptoolsin dayto day situations

A Moveteam membersirom onelevelof performanceto the nextlevel

V IZ www.knowledgewizards.co.in 17
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Critical and ¢

Strategies in decision making

What participants will learn

What is Thinking?

Types of Thinking

2. brainstorm Erropiem:
Why Think Critically? Solutions

Aspects of Critical Thinking

Barriers to Critical Thinking START

What is Result Orientation?

Process Oriented Vs. Result Oriented 3. Pick a
Solution

o o To Do o Io Do P>

Steps to Being Result Oriented
FINISH

What demonstrable behaviours
will they show 4. Implement the | puiele
A Will gather and evaluate information to think critically

A Keep an open mind

A Look at options for being result oriented

V |Z www.knowledgewizards.co.in 18
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Customer

What participants will learn

A
A

o To To Do o Io Do P>

Evolution of products and services

How customer values adapt and behave for products, delivery
systems and services with time and technology

How customer expectations have evolved

Why is customer focus a leadership issue

Role of a leader in defining customer leadership

Ten key customébocused leadership principles

Handling service failure

4 Dimensions of Customer Service

Effective Partnership

Principles of Service Design

What demonstrable behaviours will they show

A Shift in customer service satisfaction and service

A shift in empathy component in observable terms

A

Proactive approach towards resolving customer issues

V |Z www.knowledgewizards.co.in
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Aligning your organization to customer satisfaction and service

Ten key customer-focused
leadership principles

19



Customer

What participants will learn

A Definitionof CustomeOrientation

A WhygoodCustomeOrientationis life bloodfor a company

A Storiesof DreadAnd Delight(in CustomeOrientation)as opposedo
day-to-dayoccurrence

A Characteristicef good CustomeOrientationg friendlinessempathy,
accuracyprofessionalismpromptnessand honesty

A Handlingangryand upsetcustomer(vocalandrelativelyquiet)

™

Skillspractice(handlingdifferent customerscenarios)

A Howto developcustomerfocusand be their preferredchoice

What demonstrable behaviours will they show
A Shift in customer service orientation

A Shift in empathy component in observable terms
A Enhanced skill in dealing with angry and custoberavior(internal
and external)

A Proactive approach towards resolving customer issues

V IZ www.knowledgewizards.co.in
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Judging your performance through your customers

Steps to Build Customer Engagement

. oppwnlty

20




Competency Base 4

The interviewing technique you should be using

What participants will learn

A Importanceof hiring the right people
A Whybehaviouralinterviewing
A Definethe techniqueof competencypasedbehaviourainterviews(CBI)
A Compardifferenttypesof interviewingtechniques
The Competency Based Interviewing Framework

A Understandhe variousquestioningtechniques Three Phases and Description
A Analysalifferent methodologieof CBI

. . . Before the Interview During the Interview After the Interview
A Demonstratethe stepby stepCBltechniqueof interviews
A Conducpracticeinterviews * Studyrole, resume |+ Observe * Classify

and its match *  Use the Star = FEvaluate
* Prepare questions Technique to question

. . using Star Technique * Record

What demonstrable behaviours will they show " Watch erros n

evaluation input

A Effectiveprocesdor creatingcompetencyequirementsor a position

A Effectively apply the principles of CBIfor screeningand selecting the

candidatefor the job
A Enhanceprofessionalnterviewingskills

A Definea defensibleevaluationprocesdor selectiorof candidates

V |Z www.knowledgewizards.co.in 21
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Emotional

What participants will learn

Understandhe relevanceEmotionallintelligenceat work

Developselfawarenessand learnto mangeemotionseffectively

UseEmotionalintelligenceto stay motivatedandachievegoals

mrmw

Buildrelationshipby recognizingemotionsof others

o To Io Do Po o

Enhanceempathyskillsfor ongoingeffectivenessvith selfand others

What demonstrable behaviours will they show

A Handlingstressfulork situationsbetter by managingemotions

woImMITHO0

A Not getting carried away by emotions thereby minimizing

misunderstandings

Learnthe neuro-scienceof our brainand manageperception '

Enhance your personal effectiveness by becoming emotionally intelligent

Past Experiences

> .F"“'l'

% Left Side

'® Processing
?nu;\mmm
Spiral
\\ sulin
Diabetes

Automatic Stories

Subconscious Behavior

»le
* Perception

New Experiences

 Umeegoptons
©O emotions

Stimulus

Right Side B
Processing 0

\

Spiral

Endorphins o
Immunity ‘;.b

Higher Level Performance
(Self)

Amygdala Hijack

Psycholoj
Higher Level Performance '"""‘“""@

{Others)

A Knowing when to apply own strength and when to draw on the
strengthsof otherswithin the team

A Improvedrelationshipwith colleagues

A Ability to motivate self and others to achieve personal and

organizationalgoals

V IZ www.knowledgewizards.co.in
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Giving and Receiving ©

Building constructive communication for enhancing performance

L
What participants will learn
Need for feedback
Body language in feedback
Giving and Receiving Feedback SBI Feedback Model

Characteristics of good feedback

Sandwich Technique
ITUATION
SBI Tool Be specific about when and where

B EHAVIOR

hkg

Creating a culture of feedback

To o Io Do Po Io Do

Common mistakes and action plan

What demonstrable behaviours will
they show

A Pursue actively to receive feedback

A Give structured, empathic, objective feedback
A Enhance performance of self and others

A Create a conducive environment for open interaction

V IZ www.knowledgewizards.co.in 23
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Handling Conflicts & ¢

From conflict to connection

What participants will learn

Understand what is Conflict?

A
A Understand the Types and Causes of Conflict? g OLLABORATIN
A Understand the Five Conflietandling Modes :E,? s '
A Learn how people react to conflict gpe.m wau'v RELATIONSHIPS f
A Understand your personal conflict style g '
A Develop strategies for dealing with conflict Ez
A Manage difficult conversations ‘ COMPROMISING
; -
What demonstrable behaviours I
will they show il o
A Ability to identify and steer conflicts and close them quickly %p{ e '
A How to close conflicts in a sensible, fairly and efficient manner é AVOIDING ACCOMMODATING

UNCOOQPERATIVE = # COOPERATIVE

A How to understand conflicts and leverage the energy derived from
COOPERATIVENESS

them
A How to listen through conflicts and reflect with good intent

A Ability to engage and manage difficult conversations

V |Z www.knowledgewizards.co.in 24
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Impactful 2

Enhance your personal effectiveness by becoming emotionally intelligent

What participants will learn

A Prepare presentations that inform, infer and persuade
Three Rules To Form a Pyramid

Structure

A

" 1. Ideas at any level in the pyramid
must be summaries of the ideas
grouped below them

A To develop the ability to communicate complex ideas and data in a clear,

concise, complete and correct way, which is easily understood and absorbed

by the reader

A To identify personal strengths and areas for development in presentation

delivery skills

A Become more competent and confident while delivering formal and

informal presentation 2. Ideas in each grouping must

A To apply these skills in real work applications always be the same kind of idea

What demonstrable behaviours will they show

3. Ideas in each grouping must
always be logically ordered

A Prepare structured presentation
A Show confidence in presentation
A Handle different types of audience and keep their interest alive

A Influence in decision making by making inspiring presentations

V |Z www.knowledgewizards.co.in 25
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Influencing and 4

Use your influence skills to successfully negotiate

L
What participants will learn 3 Ps of Social Influence
A Understand the 3 Ps of Social Influence Power Pay Persuade
A Learn how to influence through persuasion * Command * Incentivize + Communicate to
_ o . * Assert * Reward induce voluntary
A Explain the Six principles of persuasion * Force * Compensate change in thinking
) o * Coerce * Negotiate or acting

A Understand what is negotiation? * Threaten * Exchange
A L - * Bargain

List components of negotiation + * Transact ii 2
A Planning and preparation “ o
A Negotiation strategies and tactics

Negotiation Components

What demonStrable behaVIOu s wi ” Preparation & | Strategies & Face to Face
th ey show Planning Tactics Skills

43

A Ability to use influence through persuasion
A Ability to plan and strategize effectively for negotiation ; Q s
A Ability to prioritize effectively >

A More confident and assurdzehavior Negotiation

V IZ www.knowledgewizards.co.in 26

Insplrlng Performance



Influence &

1 DAY

Use influence more than authority

What participants will learn

Understanding Influence and Assertiveness
Importance and Benefits

How to be Assertive
[ SFNYyAy3

Myths about Assertiveness

G2 are wbz2Q

o o To Do Po o

Scenario based Insights

What demonstrable behaviours
will they show

A Using clout in an appropriate manner

A Ability in adopting dynamically

A Ability to prioritize effectively

A Clarity in accepting tasks and responsibilities
A

More confident and assurdzehavior

| 54 &/ 1Z
Inspiring Performance
F o

INFLUENCE

DL

Reciprocity

S

Scarcity

Authority

./

-

&

Consistency

Liking

Consensus

www.knowledgewizards.co.in
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Managing 4

Handle transitions

What participants will learn

A What is change?
A Inevitability of change
STRATEGIC 6 Principles of Persuasion
A Factors that bring about change c Forces of Change - Principle #1: Recprocation
= Nature of the Workforce =  Principle #2: Social Proof
A Types of change A L Pl bk
A R gs;‘:?::; G Princ!p:eﬂS:Amh?rity
Managlng Change : = World Politics *  Principle #6: Scarcity
A The change process ;c; R ——
Irrusion nnovations
A Skills of a change leader [ INFLUENCE |
. Individual ‘ Groups
What demonstrable behaviours & Steps
. Kubler Ross
will they show

A Leading change programmatically

Painting a powerful vision of the change outcome

A

A Agility in adapting dynamically

A Clarity in assigning tasks and responsibilities
A

Impassionate review of progress

V IZ www.knowledgewizards.co.in 28
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Motivating Self &Others

Motivating self and other to perform

What participants will learn

A Use of Johari window & SWOT analysis :
Understand seléonfidence & ways to build it HELPFUL HARMFUL

How to be assertive at work to drive performance

Ways to stay motivated at work

o o Io Do

Set standards for self

INTERNAL

STRENGHTS WEAKNESSES

What demonstrable behaviours
will they show

A Be selimotivated
A Be ready to set standards for self, take initiative, meet performance sta
A Constantly challenge self OPPORTUNITIES THREATS

A Take ownership to deliver performance par excellence

*

' www.knowledgewizards.co.in 29
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Negotiation 4

Finding solutions that are acceptable to both the sides

What participants will learn

A Explain the phases and skills involved in a typical complex negotiation

A Prepare and plan in a systematic, flexible and effective way Negotiation - Behaviors
Al as | INBFGSNI | 61 NBy Benaviord fegaidedzNI 2 4 ym \T f - T NN
more effectively Communications Sales Marketing psychology
. . & 5

What demonstrable behaviours will they show .Q.,:, A ﬁ"
ociology ssertiveness Resolution

A Win-win thinking Negotiation Components

A Preparing for Negotiation rremarions [ swmmges | resiores

A Understanding BAFTA and WAP pammine e o

A Separate people from the problem ft O - | ;

A Focus on interests, not positions

A Invent options for mutual gain

A Insist on using objective criteria

V IZ www.knowledgewizards.co.in 30
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Personal

How you look + How you act + How you speak = Your personal brand

What participants will learn

A Understand how to create a Positive Professional Image
Step by Step Guide to building a

A Understand what is a Personal Brand Strong Personal Brand

A Elements of Personal Brand + What makes me unique?
+ How do others perceive me?
A Understand how to create your Personal Brand .
+  What message do I want to project?
*  Where lies my niche?
+  What is my long term strategy & long-term goal?
+  What does my Business card say about me?

«  What do my clothes/wardrobe say about me?

What demonstrable behaviours will et g
. at does my personal appearance say about me?
th ey ShOW *+ What does my body language say about me?

- How can I show that I am in expert in my field?
A A Positive Professional Image
A Appropriate Dressing
A Looking the part

Your Your
PASSION PURPOSE

V |Z www.knowledgewizards.co.in 31
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t SNAdzZ RS

What participants will learn

A How to expand your locus of control
A 3Ps of social influence
A Science of persuasion

A Tools for persuasion

What demonstrable behaviours
will they show

A Communicate and influence more effectively

Look at new and more effective approach

A
A
A
A

wlz
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Demonstrate increased flexibility in influencing situations

w

a

Persuade with

2 1JLJ2asSR

PRINCIPLES

g2

OF PERSUASION

/.

Develop and maintain rapport with others quickly and effectively

Increase in confidence in handling difficult situations and during confrontations

www.knowledgewizards.co.in

RECIPROCITY

Social Norms compel us to
respond to a favour with
another favour in order to not
be considered ungrateful.

COMMITMENT & CONSISTENCY
A good marketer knows how to

influence the buyer by offering a lead
magnet and tripwire before the
premium offer comes in.

SOCIAL PROOF

In the principle of social proof, the
decision is based on the rate of collective
approval.

BY DR. ROBERT CIALDINI

LIKING

In social situations, if you like someone,
‘you're more likely to do something
they want or ask.

AUTHORITY

It's human nature that people follow
who look like they know what they're
doing.

SCARCITY

Scarcity is defined as the perception of
products seeming to become more
attractive when their perceived availability
is rather limited.

32



Planning &

Understand Impact of Planning on Personal and Organization growth

What participants will learn

A Neuroscience behind why we procrastinate

Pillars of Planning And Organizing

A
A Time Management Matrix
A Prioritization

A

Delegation

What demonstrable behaviours
will they show

A Manage their tasks and meet the timelines as per plan

A Be composed in stressful plan changes

A Meet customer priorities and reduce customer escalation on planning and

organizing

A Improve productivity of the team

VIZ

Insplrlng Performance

www.knowledgewizards.co.in

i

Cromeovwe: Leadanho Partners

Pillars Of Planning & Organizing Excellence

[Frieditialian
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Get connected

oY
Power of ‘
*

What participants will learn

A About networking ‘
A How to network in your workplace Tangible and Intangible Results of Networking

A Understand professional networks nctsacain Beverun

+» Recognition by Affiliation

A Nurturing networks

* Kno o
Project Execution « Knowledge

INTANGIBLE TANGIBLE

What demonstrable behaviours | T

Loan Resources +

will they show | | e

Request for Proposals Emotional Support

A Build long term professional relationships

ADIAY AyaArdakKia Ayldz2z K2g GKAy3Ia WNBFffte 62NJQ AYaaRrs ZGK‘SN‘

organizations or fields of business.

V IZ www.knowledgewizards.co.in 34
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2Nel Presentation and

Pitching and Presenting with Confidence

What participants will learn

What isthe meaningof PitchingSkills?
What isthe significanceof pitchingin business?
What are the pointsto bearin mind beforemakinga pitch?

Pitching Process

What are the pluspointsof an effectivepitch?

Howto handleobjectionsn pitching?

What are the basicsof creatinga good presentation NO|
Tipsandtricks -8

Howto preparefor contingencies
How to use body languageto your advantage (7 powerful body
languagetips)

To o o Do Do Do Do Do Do

What demonstrable behaviours will they show

Confidently prepare for a pitch

Confidently present pitching solutions

Confidently handle objections in pitching?

Prepare structured presentation

Show confidence in presentation

Handle different types of audience and keep their interest alive
Influence in decision making by making inspiring presentations

To Do Do Do Do Do Do

V |Z www.knowledgewizards.co.in 35
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Problem 4

Working towards a solution

What participants will learn

Define and Relefine the problem
Fishbone analysis Problem Solving Model

Formulate creative approaches
Divergent and convergent thinking

Generate ideag innovate -

Evaluate ideas and shortlist - -

o To To Do Po Io Do P

Draw up an action plan
Just do it! (implement the ideas)

What demonstrable behaviours
will they show

A How to solve problems and achieve set goals

A How to break down problems to understand them in a better way

A Generate and evaluate ideas for effective solutions

ABATFSNBYOS 0SG6SSy Ftft2Aay3d LINEOSaa WAY RSFIRQ TYR anirYLX

V |Z www.knowledgewizards.co.in 36
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Professionalism 4

Knowing when to do it, how to do it and doing it

What participants will learn

A Who is a professional?
A Characteristics and qualities of a professionall
A What defines professionalism?
A How is professionalism measured?

How You
A Unprofessional behaviours Look
A

t NEFS&aaA2YIEAAY FNRBY (KS Odzadz2YSNRa _yﬁe TNBY
What demonstrable behaviours

will they show

Four Cornerstones of Professionalism

A Clearly differentiate between professional and unprofessibeaavior
A Practice/demonstrate professional behaviours with team and customers

A Enhanced professional working relationship with all key stakeholders

V |Z www.knowledgewizards.co.in 37
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Project Management

Proactive project management = fewer problems

What participants will learn

A About the three dimensions of project management
A The five phases of a project lifecycle based on the PMI framework

A Tools and templates to successfully execute your projects (awareness)

Pre-work
and
Prospecting

Handling
objections

Proposing
solutions

Uncovering

needs Closing

Sales Process

What demonstrable behaviours will they show

A Develop greater confidence in planning, scoping and managing projects
A Gain a deeper understanding of core project management competencies

A Build a project management plan with your project team in a emulated project environment

V |Z www.knowledgewizards.co.in 38
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Results 4

Critical and logical thinking for Result Orientation

.
What participants will learn
A The Mindset of Getting Things Done Results-Oriented Cycle of Accomplishment
A Result Oriented Vs. Process Oriented
A Art of questioning
A How to develop Problem Analysing Skills @" SET ﬂ L
PLAN =%
GOALS ‘
Set SMART KRAs Plan processes to achieve KRAs
What demonstrable behaviours will they show ’ \' "
. REFLECT &
ACT 588
A Achieving efficient, timely, quality results by directing efforts on conti ,ﬁgfvgks;[change Self and Others
expected outcomes \ /
A Addressing immediate client/organization needs Rev;f‘w%fg?gress
A Having a strategic overlook
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Selling 4

Identify, generate, influence a need or a want
What participants will learn

About the sales process
Prework and prospecting
Uncovering needs

Proposing solutions

Handling objections Pre-work

and
Prospecting

Handling
objections

Proposing
solutions

Uncovering
needs

o To To Do Io o

Closing Closing

Sales Process

What demonstrable behaviours will they show

A Greater understanding of what makes a customer buy
A Focused and confident approach towards customers
A Discovering customer needs not shared explicitly

A Handling customer objections effectively

A

Closing the deals efficiently
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Strategic

Thinking conceptually, imaginatively, systematically and opportunistically

What participants will learn

A Why is Strategic Thinking a challenge?
A Strategic thinking journey

A What is Strategic Thinking?
A

Strategy Operations
Visualizing the Field, Detecting Patterns and Creatln Idea to Thought Thought to Action
Plan, Budget, Risks & Mitigations as = Operational Goals as input
tput * Fi ial Plan, Checkpoints
Scenarlos = :‘;.jsizz, Mission, Values, Goals as e R
input
A Implementing the Strategy
A Traits of a strategic thinker
. Measurement Execution
Wh at d e m 0 n St rab I e b e h aVI 0 u rS Results to New Ideas < Action to Results
* How well we did against our Vision, * Feet on the ground, eye on the
1 Mission, Strategic Goals, Ops Goal dashboard
WI I | th ey S h OW - Le::;?:gs?r\?\fsaglcwe?; fighiswlfaats o C?Jflrssé(‘irorrectian where necessary
went wrong? as per plan

A Min-shift towards strategic thinking

A Committed approach to taking an active role in developing successful
strategies for the business

A Have greater confidence in their ability to drive and/or contribute to the

strategic agenda
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Team

. 2dz R2y Qi

0dzZAt R |

6dzaAYySaaz

What participants will learn

A Teamand Teamwork
A DifferencebetweenTeamanda Group

A Stagesof team evolution

= Team members
collaborate and work

A TeamSynergyandwhy Teamworkfails

Norming

A ThinkingCollaborativelyand collaborativelanguage

A Applyingthe conceptof teamwork

A Experiencingrucialelementsof teamwork

A Demonstratinghow each one of us can becomemore
valuableteam members

A dentifyingour rolein ateam

= Team members meel

each other

*  Ground rules and roles

explained

*=  Team members look to

leader for guidance

¢9

What demonstrable behaviours will they show

A Think collaboratively

A Implement collaborative concepts and models in their workplace

A Communicate effectively and clearly

= Raesist control
*  Show hostility towards

T

*  Members begin

opening up but still see
themselves as
individuals and not as
part of a team

leader ! b

*  Trusting atmosphene
. Team more expressnve
*  Mission is defined

Team starts to work and
act together as a team

hard towards common
goals

*  Members are flexible
and help each other

*  Hierarchy is of little
importance
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What participants will learn

Importance of teamwork within the current business context
Characteristics of a successful team
How to build and manage a team
Key Elements of Collaboration
Models of Collaboration
Governance of Collaboration

Challenges and barriers in successful teamwork

o To Do Do Io To Do P>

achieve the desired goal

A 5 Cs of a successful team

What demonstrable behaviours will they show

A Think collaboratively

A Implement collaborative concepts and models in their workplace

A Communicate effectively and clearly

ulz
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Team Work and

0dzA f R

Forming

*  Team members meet

each other

*  Ground rules and roles

explained

* Team members look to

leader for guidance

69

Methodologies and processes to drive a team to successfully

www.knowledgewizards.co.in

*  Resist control
*  Show hostility towards

Members begin
opening up but still see
themselves as
individuals and not as
part of a team

T

* Trusting atmosphere
¢ Team more expressive
*  Mission is defined

Stages of Team Development

Team starts to work and
act together as a team

*  Members are flexible

* Hierarchy is of little

[ roctoming |

* Team members

collaborate and work
hard towards common
goals

and help each other

importance

12 Principles of Collaboration
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Team

2 DAYS

What a team leader must be and do

What participants will learn

A Understand what a Champion Team is all about

A Identify the characteristics of a Champion Team

A Understand the role of a Leader in building the team
Al aS 5dzyKIY FyR t ASNDSQa

A Understand how to imbibe Leadership Qualities

[ SF RSNAEKA

What demonstrable behaviours will they show

A Build a champion team and not a team of champions
A Establish shared ownership for outcomes / results
A Help team members achieve their full potential

A Motivate and inspire team

A

Help build a self managed team

8 Dimensions of Leadership

PIONEERING
4 e &

L) @9 R\sﬁéﬁuz‘ a"z%f R
FEINN\" T LN
(N 7

Ef & e B

3| A - |

g == S

=
o S
R TR\
N Iw <
HUMBLE

ulz
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What participants will learn

The Art of

You can do anything, but not everything

A What is Delegation 7 Steps to Delegation
A Three levels of Delegation
i * Be genuinely interested

A Steps to Delegat|0n * Have faith in their abilities

. * Help them discover their potential
A Understanding Empowerment S

Everyone can
A What and when to delegate Grow
. . * Be around when required * Know team capabilities
A Barners to Delegat|0n + Beintouch - 2.Know Your * History, Aspirations, Hopes, Fears
*  Give confidence Team's

A

What not to Delegate

* Identify Jobs

- * Spare jobs that Stretch

* Not forcing — but making them
understand

+ Making them understand where
Accountability lie

What demonstrable behaviours

. « WIFM - - *  What & by When
. if ‘No" . r idelin
will they show i .
A Give better instructions for better results
A Follow the right steps to delegate
A Empower team members
A Recognize common delegation pitfalls and avoid them
V Iz www.knowledgewizards.co.in 45
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Leadership > 4

A complete pathway for developing a Leadership Pipeline

Agenda

Situational Leadership
Leadership Powers
Leadership Charisma
Leading Change

Leading Teams

Being a motivational Leader
Leading negotiations

Building a success leadership mindset

© © N o gk~ W Dd PR

Powerful Leadership Communications

10. Sustaining the Leadership Journey
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LEADERSHIP
STYLES
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THE NEED TO ADAPT STYLES

Every manager tends to have a preferred leadership
style, but for real effectiveness it is necessary for
leaders to shift Ileadership styles according to
circumstances. Situational Leadership *

Influence Behaviors

HIGH

Hersey & Blanchard's Situational

Leadership Model sets up : 3
* a contingency approach to frii
leadership §
* that matches leadership style to i
situation & s mm %"’w} "

LOW. Task Behavior - HIGH

* and the readiness of the followers.

HIGH MODERATE LOW

R4 R3 R2 R1

Sour(_:es : Business Deyelopment UK v e
& Insights On Leadership Sntionnl Lundenhip ¢ rottoosd ammdsrmack of thy
Copyright C 2006, Coanter for Leadership Studses, All Rights Reserved
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LEADERSHIP STYLES

No leadership style is right or wrong,
but only contingent to the situation.

Influence Behaviors
HIGH

Effective leaders are
versatile, i.e. they
are able to move
around the matrix in
accordance with the

Supportive Behavior
Relationship Behavior

situation.
HIGH | MODERATE LOW
R4 R3 R2 R1 '
LOW : =
Self Directed Leader
i LOW. Task Behavior - HIGH
Directive Behavior
L
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CONTINGENCY MADE SIMPLE

Appropriate leadership behavior is dependent on the
situation (contingency).

Leaders should take into consideration several
factors before choosing a specific leadership style
appropriate for the group, including :

2) How well group
members work
together.

1) The type of task.

3) How well group
members work
with the leader.

4) The maturity
level or readiness
of the followers.
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THE NEED FOR DIFFERENT POWERS ¥

When leading your team or organization, the secret to
getting superior results lies in the ability to “marshal
different sources of influence” (Joseph Grenny), or
sources of power.

Leading by mobilizing
Leading by using only several sources of power
Position Power
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Insplrlng Performance



Referent Legitimacy

A

V |Z www.knowledgewizards.co.in 53
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© BASES OF POWER

Coercive Power :
Expert Power : comes from the belief that a

is based on a person’s person can punish others for
superior skill and knowledge. Coercion noncompliance.

Reward Power :
results from one
person's ability to
compensate another
for compliance.

Referent Power :
is the result of a person's
perceived attractiveness, \ a person has the formal
worthiness, and right to right to make demands, and
respect from others. to expect compliance and
obedience from others.

Legitimate Power :

Ty comes from the belief that
Referent Legitimacy

French & Raven
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LEADERSHIP
CHARISMA
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CHARISMA is a set of social
skills enabling an individual
(the leader)

“to affect and influence others at a deep
emotional level, to communicate effectively
with them, and to make strong interpersonal
connections.”

Ronald Riggio, The Charisma Quotient.
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THE NEED FOR CHARISMA

Charisma is an individual competency of the leader,
a form of influential power, and interpersonal
attraction that inspires support and acceptance.

* Presence * Trustworthiness

« Warmth CHARISMA * Influence LEAD

* Power * Natural authority

INPUT OUTPUT

V IZ www.knowledgewizards.co.in 57

ns piring Performance



3 ELEMENTS OF CHARISMA

POWER

* Your special
skills as a
source of

CHARISMA | FPRESENCE S et

IS * Focus (100% present) * Master your

» Active listening body language
* Assertiveness - Make eye

contact

* Vocal
intonation

Adapted from Dan Schawbel

VIZ
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6 BUILDING BLOCKS OF CHARISMA

EMOTIONAL
EXPRESSIVENESS EMOTIONAL
SENSITIVITY

SOCIAL
CONTROL
EMOTIONAL
CONTROL
SOCIAL

SENSITIVITY SOCIAL

EXPRESSIVENESS
Adapted from Ronald Riggio,
The Charisma Quotient

V |Z www.knowledgewizards.co.in
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6 BUILDING BLOCKS IN DETAIL

EMOTIONAL
EXPRESSIVENESS

Expressing your feelings spontaneously
and genuinely will allow you to affect the

moods and emotions of others.

EMOTIONAL
SENSITIVITY

The ability to read others' emotions,
and make an emotional connection by

responding to their feelings.

SOCIAL &
The ability to control and regulate
CONTROL your emotional displays.
The ability to fit in with all EMOTIONAL
CONTROL

sorts of people.

SOCIAL Verbal communication skill and the
ability to engage others in social

o _ SE.NSIT“"TY SOCIAL interaction.
Skill in reading and interpreting social EXPRESSIVENESS

situations, being able to listen to others,

and be "in tune" with them.
Adapted from Ronald Riggio, The Charisma Quotient
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LEADING
CHANGE

*

— www.knowledgewizards.co.in
I piring Performance



BUILDING SUCCESSFUL CHANGE

8 1

Institute Create a sense
Change of urgency

7 &
Sustain Build a guiding
Acceleration KOTTER'S coalition

8-STEP
CHANGE
6 PROCESS 3

Form a
strategic vision
and initiatives

Generate
Short-term
Wins
S 4
Enlist

a volunteer
army

Enable
action by
removing

barriers

Source : Kotter International
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Managing Complex Change

N = Gy o7
[ Vision ]...[ Skills J + | Incentives ..,[ResourcesJ +L A:g?‘" = Change
J

- >

8 N & =
[ Skills + | Incentives| + [ResourcesJ + A:lt;c':n = Confusion
L 4 . J
P = \ s R
Vision Incentives | 4 | Resources | . A;g‘:‘" = Anxiety
T ————— L J \ S J J
e N s Y
Resources | 4| Action = Resistance
L L Plan
g > 5
e N ~
Vision [ Skills + | Incentives | + - + A;g‘:‘n Frustration
N ) * [ J
s N
Vision - [ Skills ] - [Incentlves] -+ [Resources] - -
i ——

&

r “

Vision Skills

o J

False Starts

Adapted from Knoster, Villa, & Thousand (2000), A Framework for Thinking About Systems Change.
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PERSONAL CHANGE

Fisher’s Personal Transition Curve , 2012

MOVING

FORWARD
ANXIETY HAPPINESS GRADUAL COMPLACENCY
» . ACCEPTANCE
=, ,/—-"’\’\
D ( rl m ™
oy
' FEAR S we
® T *"ﬁo,}_;\
COMPLACENCY v 1 .
THREAT GUILT DEPRESSION HOSTILITY — -

Source : Businessballs

V |Z www.knowledgewizards.co.in 64

Insplrlng Performance



www.knowledgewizards.co.in

spiring Performance



TEAM BUILDING PROCESS

Tuckman's Team & Group Development Model

& Little agreement

- Unclear purpose

- Guidance and
Direction from
the Leader

\ Forming

& Conflict

- Increased clarity
of purpose

- Power struggles

- Coaching

\ Storming

VIZ

Insplrlng Performance

Trust Unknown

Distrust

Knowledge is Hidden

Knowledge Creation

Knowledge Hoarding

Performing

Knowledge Sharing

www.knowledgewizards.co.in

ABisuig

uoNeIOqE]|0D

(

- Task completion

- Good feeling abou
achievements

- Recognition

\ Adjourning

é Clear vision and
purpose

- Focus on goal
achievement

- Deleaation

- riorming

@ Agreement and
consensus

- Clear roles and
Responsibility

- Facilitation

Nl Norming |
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TEAM LEADERSHIP STYLES

LEADERSHIP STYLES
HICH CONTROLLINC CO-ORDINATING DELEGATINC Esmce.?n'if E.LET.S.“,,,..
2B (D\
HEOE BN K
> DIRECHNC GUIDING EMPOWERING
g "‘@:‘ B 3
z| ® ? 'Y A d
& ADVISING COLLABORA'I‘lNG PARTlCIPATING
i a <9E T
<| e0® Ch

LOW AUTONOMY of team . S

Australian Leadership Foundation
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LEADERSHIP COMMUNICATION

Leadership Process Communication Action

Visualizing and verbalizing the
message.

Describing the steps the organization
needs to take to fulfill the vision.

Defining individual roles and team
responsibilities.

DELEGATE

Advising, counseling, and listening.

Recognizing the contributions of
MOTIVATE T

others.

*
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© DYSFUNCTIONS OF A TEAM

THE ROLE OF THE LEADER

Focusing on... Results Focus on Collective Outcomes
Embracing... Accountability Confront Difficult Issues
Achieving... Commitment Force Clarity and Closure >

Mastering... Conflict Mine for Conflict

Building... Trust Build trust

g

Patrick Lencioni's Model
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BEING A
MOTIVATIONAL
LEADER
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THE MOTIVATIONAL LEADER

INSPIRING

(Vision and Sensemaking)

* Communicating thoroughly on
vision and strategy.

» Helping people see how their
work fits.

* Providing team with sense of
purpose.

* Being a sound advisor &
building credibility through in-
depth knowledge.

« Being a problem-solver and
creating solutions.

LEADING BY EXAMPLE

(Role Modeling)

* Modeling core values.

* Building trust.

* Displaying high integrity and
honesty.

* Acting consistently and
following through on
promises.

* Promoting cooperation in the
work group.

MANAGING MOTIVATION TRIGGERS

* Deep understanding of motivation at work.

* Enthusiasm, a positive mindset, and self-motivation.
* Motivating others to high performance.

* Energizing others to go the extra mile.
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MOTIVATION TRIGGERS

Managing effectively these factors will create motivation.

Autonomy
Influence on Cooperation and

Decision-Making \ f / Social Support
~

Hierarchical

Quality of workplace Support

relationships

N, . Sources of - Recognition
MOTIVATION

Career opportunities

Trust in the

Salary, Coms & Bens - workplace

Working conditions

& well-being // l \ \\ Skills development

Organizational
SMART goals Justice & Equity

Communicating on Strategy Suitable Delegation
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5’ LEADING
/ NEGOTIATIONS
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NEGOTIATION SKILLS

Negotiation is part of (organizational) life.

Leading a team, a department or an organization
requires to develop astute negociation skills, to deal
with difficult people or situations.

“In business as in life, you don't get what you

deserve, you get what you negotiate.”
Chester L. Karrass
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