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Course Description
Just imagine beginning to believe in yourself even a little bit – how much more confidence could you have? How 
you could say no more often and not feel guilty about it? Learning to trust yourself more and more, knowing that 
you have a right to be you! 

A webinar for REAL change – internal emotional and mental change .This webinar is probably unlike any other 
you will attend at the moment, as it will enable you to make real change, both during the session and afterwards, 
using an approach that is a hybrid of guided meditation based on NLP principles.

Duration – 1 Hour

▪ In the theory of CAUSE and EFFECT, there is a belief 
that something (CAUSE) makes a change to 
something or someone (EFFECT).

▪ In NLP (Neuro Linguistic Programming), this is 
applied to people. Either they are CAUSING (or 
creating) their life to be what they want, or they are 
on the EFFECT side of the equation (reacting to it). 

▪ Overview of our empowerment model

▪ The principle of why people struggle with their 
emotions

▪ Learning it is not your fault – how you have ended 
up where you are, how you can start to notice what 
is or isn’t working for you

▪ Do you experience negative feelings more 
frequently than not?

▪ Do you struggle to get everything done?

▪ Find yourself being pulled in different directions

▪ The chances are you are responding to the world 
around you, rather than affecting it.

Simple 5 step model including guided meditation 
based on NLP, Cognitive Hypnotherapy and coaching 
principles. Practical hypno-meditation to create a 
new, more empowering belief.

Guide you back to the CAUSE side of the equation by 
releasing old and outdated programming (yes you 
heard right!), that was right at the time, but is no 
longer serving you. We want to take you from 
doubting and criticising yourself to believing in 
yourself. One of the first steps to taking back control! 
Create that new more empowering belief of YOU. 

Standing in 
Your Power

Learning Modules

Learning Objectives

Your Takeaways

Learning Tools

Cost – £30.00
Intact teams on request

Facilitator:  Kim Searle 
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Facilitator : Rachel Maunder
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Course Description
This training will help you overcome your stage fright. The key word is “preparation”. You will learn how to 
confidently give effective and captivating presentations as well as get and keep the sincere attention and interest 
of your audience.

You will learn to ask yourself a number of essential questions beforehand, so you can say afterwards: “I was able to 
deliver the presentation I prepared and looking back I have done a good job.”

Target Audience
Designed for all levels who need to deliver effective and high impact presentation both internally and 
externally.

Duration – 3 x 3 hours

▪ Give an effective and captivating presentation 

▪ Establish and keep your audiences’ attention 

▪ Use the right tools successfully 

▪ Be able to deal with unexpected situations 

▪ Improve your performance with each presentation 

▪ Effective preparation of your presentation 

▪ Which set-up and structure determine your 
success 

▪ Introducing a program in a smart and successful 
manner 

▪ How to use which visual tools 

▪ Dealing with tension and stress 

▪ Responding to questions and remarks 

▪ Avoiding silences 

▪ Capitalising on non-verbal behaviour 

Participants engage in extensive in-class practice, 
team participation, and personal reflection as they 
explore and master these fundamental and 
necessary communication skills.

The confidence to deliver high impact presentations, 
that develop your credibility and confidence in front 
of others.

Professional 
Impact

Learning Modules

Learning Objectives

Your Takeaways

Learning Tools

Cost – £180pp
Intact teams on request
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Facilitator : Martin Whyte
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Course Description
Managing Challenging Conversations was designed to facilitate staff and managers to communicate effectively 
and culturally relevant at each location. This is critical for success and is often overlooked. There is a natural 
assumption that if one is a good communicator on personal level that they will be equally as successful when 
communicating with people from another organisation or culture. Communicating without sensitivity to another 
organisation’s culture, norms, and values often leads to misunderstandings, frustration, and a lack of trust.

Duration – 2 x 3 hours

▪ Positioning the value or our solutions to optimize 
deal size and profitability. 

▪ Understanding and exerting negotiating power to 
achieve better results. 

▪ Anticipating and countering negotiation tactics.      

▪ Negotiating effectively throughout the sales 
process, not just at the end build your confidence 
and abilities. 

▪ Planning more effectively for real success.

▪ How to know recognise and understand human 
reactions (The Pizza Effect).

▪ How to get started designing the conversation.

▪ Creating a safe environment to discuss anything.

▪ Talk about almost anything while maintaining 
open relationships

▪ How to avoid being ‘taking in or duped’ and how to 
improve your results.

▪ Share ideas or opinions effectively.

The ability to hold conversations that sometimes 
don’t effectively get addressed and end up causing 
real problems both personally and companywide. 
These unresolved problems are costing companies 
just like yours, millions of dollars in lost productivity 
and perhaps more importantly negatively impacting 
your credibility as a professional in the business 
world.

The ability to hold conversations that sometimes 
don’t effectively get addressed and end up causing 
real problems both personally and companywide. 
These unresolved problems are costing companies 
just like yours, millions of dollars in lost productivity 
and perhaps more importantly negatively impacting 
your credibility as a professional in the business 
world.

Managing 
Challenging 
Communications

Learning ModulesLearning Objectives

Your Takeaways
Learning Tools

Cost – £150
Intact teams by request
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Course Description
In today's challenging business environment, profitability depends on getting the most from negotiations with 
customers, suppliers, alliance partners, and others with whom you do business. The evidence is clear:

Money saved through better sales negotiation appears immediately on your bottom line. 

Relationships built through effective negotiation pays dividends long into the future. 

Target Audience
Sales and service professionals 

▪ Positioning the value or our solutions to optimize 
deal size and profitability. 

▪ Uncovering and addressing your customer's real 
needs, becoming the “Trusted Partner” 

▪ Managing the way, we share information 
throughout the sales process. 

▪ Developing and executing a profitable trade 
strategy. 

▪ Setting and achieving higher targets in your 
customer interactions. 

▪ Positioning the value of your produce or service.

▪ Setting and achieving higher targets. 

▪ Effectively plan your strategy.

▪ Managing information effectively 

▪ Planning your concession strategies.

▪ Manage customer interactions with confidence

▪ Know what it takes to close the deal

▪ Stories

▪ Real life work scenarios

▪ Group Exercises

▪ Self Assessment

▪ Infographics

▪ Planning more effectively for real success.

▪ Designing the right questions to discover real 
needs for  the client. 

▪ Be able to respond to client question and 
misunderstandings

Creating Value 
Propositions 

Facilitator: Martin Whyte  

Learning ModulesLearning Objectives

Your Takeaways Learning Tools

Cost – £210
Intact teams by request

Duration – 4 x 3 hours
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Facilitators : Jessica Austin & Anton de 
Ruiter 
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Course Description

Everyone has an inner dialogue- internal voices and feelings that form your Personal Advisory Board. Are you 
using them effectively? 
Do they confuse you, or do they provide clear guidance? 

This course will help you shift chatter to organized input, enabling you to develop clarity in your decision making 
and actions. By taking a discovery journey inward to really get to know yourself, you will learn what is most 
important to you and why. Examine and define your drivers, values, fears, priorities and behaviours to create 
clarity moving forward. 

Duration 7 hours –
1 hour 1-1 intake
2 x 2 hours group training 
and coaching
2 x 1 hour 1-1 coaching

▪ The Personal Advisory Board: our internal dialogue

▪ Hello voices- pleased to meet you! 
(Get to know your internal personal advisors)

▪ Group coaching 

▪ 1-1 coaching with a certified coach (one of the 
facilitators)

▪ Practical application: translating awareness to 

▪ Self-awareness: understand and define your 
drivers, values, fears, priorities and behaviours 

▪ Discover, get to know, and effectively leverage 
your Personal Advisory Board

▪ Become a reliable long-term advisor to yourself, 
increasing your confidence and ability to take 
action, authentically

Participants engage in extensive in-class discussion, 
sharing during small group coaching, and personal 
reflection (during 1-1 coaching and between sessions) 
as they explore and master their own inner dialogue

▪ Self-awareness: understand and define your 
drivers, values, fears, priorities and behaviours 

▪ Discover, get to know, and effectively leverage your 
Personal Advisory Board

▪ Become a reliable long-term advisor to yourself, 
increasing your confidence and ability to take 
action, authentically

Master Your Inner 
Voices- Develop An 
Effective Personal 
Advisory Board

Learning ModulesLearning Objectives

Your Takeaways Learning Tools

Cost – £800 pp.
Max group size is 8

Target Audience
Designed for all levels wanting to deepen self-
awareness, and increase their ability to make decisions 
and act with confidence.  
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Facilitators : Jessica Austin & Anton de 
Ruiter 
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Course Description

What do YOU need to thrive during challenging times? What factors help you live a happier and more fulfilling 
life? 
Develop awareness about your mental, physical and emotional needs, and determine what “ingredients” set up 
you up to feel- and be- at your best. Everyone is unique and has their own recipe. Discover yours, determine what 
adjustments you will make (small adjustments can make a BIG difference), and you will feel happier, 

Duration 7 hours –
1 hour 1-1 intake
2 x 2 hours group training 
and coaching
2 x 1 hour 1-1 coaching

▪ Fundamentals about how the human body 
communicates it’s mental, physical and emotional 
needs. The messages are for YOU- are you 
listening?

▪ Small group exercise

▪ Tune in to track your data

▪ 1-1 coaching with a certified coach (one of the 
facilitators)

▪ A pinch of this and a teaspoon of that: 
experimenting with ingredients to perfect your 
recipe (group exercise)

▪ Practical application: translating awareness to 
action 

▪ Self-awareness: discover, get to know, and 
effectively leverage what your body is 
communicating to you 

▪ Understand what drains your energy, and what 
energizes you

▪ Determine the “ingredients” (conditions) that 
enable you to thrive, and what you can 
implement immediately

▪ What ingredients will you develop moving 
forward? What do you need to make your “recipe 
to thrive” happen?

Participants engage in online group coaching and 
personal reflection (during 1-1 coaching and between 
sessions) as they focus on the mental, physical and 
emotional signs their body gives them to create their 
own personal “recipe” to thrive

▪ Develop insight and learn an approach to 
understand what conditions you need to thrive, 
personally and professionally. 

▪ Understand your feelings and (re)actions.

▪ Create your personal “Recipe to Thrive”, enabling 
you to increase effectiveness and leverage your full 
potential, even during challenging times.

Thriving even in 
challenging times

Learning ModulesLearning Objectives

Your Takeaways

Learning Tools

Cost – £800 pp.
Max group size is 8

Target Audience
Designed for all levels. Anyone feeling low on energy, who is willing to pay attention to the signs their 
body gives them.
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Course Description
Success as a first-line manager doesn’t necessarily or easily translate to success as a middle manager. The new 
middle managers who are most successful in their transitions are the ones who quickly realize that succeeding 
in this new role means adapting to a totally different set of expectations. Learn how the role of a manager 
requires a new perspective, and set yourself up for success in your new role!

Target Audience
Designed for all employees who have an aspiration to enhance their career towards becoming a manager.

▪ Management 2020

▪ The new expectations of the manager

▪ Creating clear communications

▪ Collaboration & innovation

▪ Developing your team mission

▪ Management styles and how to adopt

▪ Sharing feedback

▪ Coaching

▪ Building successful team

▪ Understanding why Managers make a difference

▪ The New role of the manager – current 
environment

▪ Working with your new team – transition to be a 
manager

▪ Creating clarity for the team

▪ Building collaboration in and between teams

▪ Understand your management style

▪ Providing effective feedback

▪ Coaching others to success

▪ Taking your team from Good to Great

Participants engage in extensive in-class practice, 
team participation, and personal reflection as they 
explore and master these fundamental and 
necessary communication skills.

The new role of a manager is a difficult journey, this 
program is designed to allow aspiring managers to 
get an insight into the key skills required and to 
practice in a safe ad learning environment.

Aspiring 
Managers

Facilitator: Martin Whyte 

Learning ModulesLearning Objectives

Your Takeaways Learning Tools

Duration – 3hrs x 4 
sessions 

Cost – £210
Intact teams by request
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Facilitator : Martin Whyte
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Course Description
Innovation is no longer a “would be nice to have” feature of a successful company. In fact, innovation is the “make-
or-break” characteristic of a company.  In building perspective, you will develop deeper understanding of 
problems, broaden your network, and come up with new ways to analyse problems. During experimentation, 
you’ll develop and test multiple ideas to fail fast and identify innovative approaches. “Collaboration is the new 
innovation”.

Target Audience
Designed for all levels who need to get to the centre of a problem and make critical decisions.

Duration – 2 x 3 hours

▪ Change the culture and that begins with doing 
things differently. 

▪ Gather new perspectives, test multiple approaches

▪ Innovation through the use of experimentation

▪ Develop deeper understanding of problems, 
broaden your network, and come up with new ways 
to analyse problems

▪ Process description, How it works

▪ Interview the problem scenario

▪ Describe the problem to Your Team

▪ Dig Deeper, analysis, analysis, route cause

▪ Ideate, the generation of ideas

▪ Build & Test

Participants engage in extensive in-class practice, 
team participation, and personal reflection as they 
explore and master these fundamental and necessary 
communication skills.

A true intact team event that allow for creativity and 
innovation, a new way of looking at and solving 
problem as a team.

Design Thinking

Learning ModulesLearning Objectives

Your Takeaways Learning Tools

Cost – £150
Intact teams by request
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Facilitator : Rachel Maunder
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Course Description
Being a confident and competent networker is a key part of communicating a powerful professional brand, it’s 
how you show up in your professional world – and yet it doesn’t come easily to everyone.

Right from the moment of having to enter a room full of strangers, starting and continuing a conversation, 
through to following up with contacts made are all skills that can be taught and developed.

This workshop covers the importance of having a networking strategy and gives participants an opportunity to 
practise the many tips and tools covered so that they become more effective in their networking

Duration – 2 x 2 hours

▪ To demonstrate the value of developing a 
networking strategy

▪ To share tips and ideas for developing greater 
confidence in networking

▪ To inspire participants to follow up with 
networking contacts to build and maintain 
valuable business relationships

▪ An understanding of what networking is and why 
it’s valuable

▪ Greater clarity on their individual purpose of 
networking and objectives

▪ A strategy and plan of action for future networking

▪ An understanding of different personality types 
and how to apply that when networking

▪ Greater confidence in maintaining networking 
relationships

.

Effective 
Networking

Learning Objectives

Your Takeaways

Cost – £65pp
Intact teams on request
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Facilitator : Rachel Maunder
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Course Description
Professional Brand is often defined as ‘what people say about you’. So what are they saying now, is what you want 
them to say and if not, what can you do to change that?

This course offers a structure and process for developing a powerful professional brand that you can be confident 
in communicating to your business world.

By taking a 360 degree look at themselves, participants will create their own action plan for taking step by step 
action to become the best version of themselves in order to help them achieve their next level of success in their 
professional world.

Duration – 3 x 2 hours

▪ A greater understanding of how important 
professional brand is in business

▪ An appreciation that professional brand is 
something that can be developed through small 
subtle changes consistently applied

▪ A reminder of their own skills, strengths and values 
and the impact of those on their professional brand

▪ Tools for building resilience and a positive mindset

▪ An action plan for developing their own 
professional brand for greater business success

▪ Identify the importance of a professional brand

▪ Respect your strengths and capitalise on them

▪ Practice communicating assertively

▪ Develop your confidence in communicating 

▪ Develop an action plan to raise their professional 
brand

Developing a 
powerful 
professional 
brand

Learning Objectives

Your Takeaways

Cost – £180pp
Intact teams on request
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Course Description
How do you have difficult conversations without getting defensive or going off-track? How do you ensure that a 
comprehensive and interactive workshop where participants will discover their MBTI personality type, increase 
their self-awareness and appreciate the impact differences in personalities in the workplace can have.

(Completion of an online questionnaire required prior to the workshop)

Duration – 2.5 to 3 hours

Further workshops can build on this including 
Communication skills and Dealing with Change

▪ Have an increased self-awareness of their Myers-
Briggs personality type.

▪ Appreciate the different personality types in the 
workplace.

▪ Understand how this knowledge can enhance 
communications and working with others.

▪ Be aware of why some frustrations can occur in the 
workplace due to personality types and potential 
ways to reduce these.

Online access for questionnaire

▪ Online MBTI reference book. .

▪ MBTI Personality report (3 levels available)

MYERS-BRIGGS 
TYPE INDICATOR® 
(MBTI®) 
WORKSHOP

Learning ModulesLearning Objectives

Your Takeaways

Learning Tools

Teams who want to increase their self-awareness, enhance their communications, make 
better decisions, maximise the use of individuals’ strengths and work better together.

Target Audience

PD-2020-11



Facilitator : Tamsin Regnes
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Duration – 2.5 to 3 hours

MYERS-BRIGGS 
TYPE INDICATOR® 
(MBTI®) 
WORKSHOP

Tamsin is a Certified Myers-Briggs Type Indicator® (MBTI®) Practitioner and is passionate 
about helping individuals and teams have the lightbulb moments that arise when people 
discover their MBTI type. 
Her background is over 25 years in the NHS, the last 16 years of which she helped manage 
an NHS Regional Education and Training Organisation in London. She’s worked as part of 
many teams in previous roles and knows the benefits of an increased self-awareness and a 
better understanding of  others.
She now helps clients work better as teams, enhance their communication and make 
better decisions, based on helping people discover what makes then ‘tick’ and appreciate 
that others may ‘tock’.

Cost £ per person fee
Option 1 - Includes a 2 -page report £54.00 £60  

Option 2 - Includes a detailed report £75.00 £60  

Option 3 - Includes a comprehensive report £111.00 £60  

There is no better or worse MBTI® type to be, so enjoy discovering yours!

® MBTI, Myers-Briggs and Myers-Briggs Type Indicator are registered trademarks of the Myers & 
Briggs Foundation in the United States and other countries

Intact teams on request
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