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The management development programme comprises two one day workshops on leadership and business planning followed by a further three days developing presentation skills, negotiation and time management. The programme is supported by individual assessments and follow up after each workshop together with a web page with downloadable summaries of the 15 key subject areas covered.
Companies that have run workshops include AEG Motors, Sondex Wireline, Velan Valves, Simon Hartley, Moog, Vexamus Water, Flowserve, Wright Machinery, Aqua-Gas AVK, Beckman Coulter, Bobst Group, HR International, JP Pumps, Sonardyne Group. Linx UK., Oxford Instruments, David Brown Gears, Briggs of Burton,  MTL Instruments, Peerless Europe, Kentintrol, H M C Brauer, Alstom, Baker Perkins, Caparo, Portasilo, Torquemeters, The Flowgroup, Davis Derby, Peerless, Russelfire, KSB, Porvair Filtration, DS Technology Aeronautical and General Instruments, Pall Filtration, Detector Electronics and Hartest Instruments.

The workshops have been developed by Peter Robertson, Managing Director of Capital Equipment Consulting. Peter is a graduate engineer that spent 13 years with Alfa Laval in a variety of sales and sales management positions finally running their largest division in the U K. He then did a two year full time MBA at London Business School specialising in industrial sales and marketing.

Peter then became Marketing Director of Hick Hargreaves a process plant company in Bolton before rejoining Alfa Laval to run their Ibex Pumps Company. He later took the position of President of Alfa Laval Canada running all their divisions before returning to run Bran+Luebbe UK for a dozen years. After this Peter spent two years running Instem Technologies, a contract manufacturing company based in Stoke on Trent, before returning to spend two years back at The London Business School developing this programme. It is therefore based on the experience of running five industrial companies sandwiched between two separate two year periods studying at The London Business School.
The learning, leadership and development workshop looks at how to facilitate developing new knowledge (exploring) and how to exploit existing knowledge (exploitation). It looks at how this can be used in different leadership styles and what style is most appropriate at each stage of team development. It looks at how we can use management, mentoring and coaching to motivate and develop people and what we need to do to encourage innovation (exploration) in strategy development and achieve change management (exploitation) in strategy execution.
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The workshop uses a combination of group exercises, assessing DVD’s and group brainstorming on the results supplemented by a minimum level of “best practice” from the literature and other companies.

Each participant receives an assessment of his dominant leadership style together with methods to determine the stage of development of any particular group and how he is doing as both a leader and as a participant of the group. They also receive a spreadsheet to enable them to assess how good their learning environment is and how they can improve it together with a full set of documentation from the workshop.

DRAFT PROGRAMME FOR A ONE DAY WORKSHOP ON 

BUSINESS PLANNING


[image: image3.emf]Using the Value Proposition to Develop Key Accounts 

Using the Value Proposition to Develop Key Accounts 

and Applications in a Downturn 

and Applications in a Downturn 

Assess and improve our 

chances of winning

Optimise pricing

Optimise selling effort and strengths

Perceptual Selling 

Value Selling

Perceptual Pricing 

Value Pricing

Most Profitable 

Most Growable


The Business Planning Workshop looks at why key accounts and key applications are so important.

The workshop develops ways to assess our strengths against competitors and assesses how much influence each member of the customer’s buying team has and what their individual buying criteria are.

We look at how many key accounts/applications we can support, how to choose them and develops ways to assess how much time and effort we should devote to each.

Participants then use the above information to develop a plan to improve their position in particular key accounts and applications.

Finally we look at how the same method could be applied to either an individual project within a key account several key accounts that form a new market segment, geographic territories and complete market plans. We look at how we can make use of Microsoft Project, Oracle Crystal Ball or excel to structure and monitor the business plan.

Each participant is provided with the tools to develop an optimisation of the time spent with each key account, a spreadsheet detailing the information, a report describing the results and a set of all the presentations made during the programme.

The workshop uses a combination of group exercises, assessing DVD’s and group brainstorming on the results supplemented by a minimum level of “best practice” from the literature and other companies.

The third and fourth days are devoted to practising the skills of both presenting and negotiating the value proposition.

Presenting the Value Proposition begins by allowing participants to see DVD’s of several varying standards of presentations and decide for themselves which are the important elements that contribute to an effective presentation.

The workshop then develops general frameworks for developing, delivering, reviewing and improving sales presentations using the lessons from NLP

The presentation skills framework encourages the use of a conversational style, audience participation and the use of pictures to illustrate the key points.  This then allows the participants to prepare both an individual one on one presentation and a presentation to a larger group. 
Presentations to the larger group are filmed and the participants get the opportunity to review their own presentation together with a facilitator’s suggestions for an improvement plan.

Each participant is left with a DVD of their own presentation for review an assessment of their good and bad points in their presentation to a larger group and an agreed action plan for improvement. They also receive a spreadsheet to help them prepare for future presentations and assess their performance afterwards.
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Negotiating the Value Proposition develops a framework for deciding realistic targets in any negotiation – the nice to achieve, the need to achieve and the no point where we walk away. It explains the concepts of framing your proposal and anchoring the negotiation using lessons from NLP. It looks at both competitive and co-operative negotiation and when and how to use each and explores the five different styles of negotiating that people use.

The workshop allows each participant to practice both competitive and co-operative negotiation both as a buyer and as a seller. And to conduct an assessment of their performance and set improvement targets.

Each participant will receive their peer’s assessment of their performance as well as the facilitator’s individual assessment and suggestions for improvement.

They will also receive the spreadsheet to allow them to assess their strengths in any future negotiation to enable them to set the Nice-Need-No targets and an additional spreadsheet detailing their improvement plan for their own future negotiating.
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DRAFT PROGRAMME FOR A ONE DAY WORKSHOP ON 

TIME MANAGEMENT
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The Effective Time Management Workshop looks at how both individuals and teams learn and take decisions. It looks at how we can motivate ourselves and the people around us and how we can improve our delegation to both our peers and those above us in the organisation as well as to those that report to us. We then apply this to developing individual plans to improve our time management habits.

The workshop then looks at how team development can be facilitated, motivation improved and how these can be applied to better delegation and decision making within teams. We study the principles of project management and how these can be applied to getting work done in teams. Finally each individual develops a plan to improve the time management habits within his team.

The workshop uses a combination of group exercises, assessing DVD’s and group brainstorming on the results supplemented by a minimum level of “best practice” from the literature and other companies.

Each participant receives an assessment of his time management skills and his dominant leadership style together with methods to determine the stage of development of any particular group and how he is doing as both a leader and as a participant of the group, together with a full set of documentation from the workshop. These are used to develop   improvement plans for each individual and for the team that they work with.
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