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Session Description Catalogue 

Welcome to The Communication Gym®.  This catalogue will help you to choose sessions for you and your staff.  Sessions are listed by Category.
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p13
Individual Sessions
Communicating with Style
Category: Core

Pre-Requisite:
None

Benefits:

· Improved relationships with co-workers and customers

· Increased sales and shorter sales cycles

· Improved collaborative problem solving

Course Description:  

Building and maintaining relationship is one of the most important skills for any individual or team:  this program helps individuals and teams to take responsibility for building rapport on a consistent basis.  Participants will learn and practice the key skills required to instantly establish and consistently build rapport and relationship with coworkers and customers alike.  This course introduces participants to the DISC model and gets them stretching outside of their comfort zone and then challenges them to utilize their skills in adapting the way they communicate to different styles.  
Skills Developed: 
· Instantly recognize four different communication styles in conversation

· Understand the priorities, strengths, and weaknesses of each style

· Understand their own natural communication style

· Adapt your communications to multiple styles

· Utilize style appropriate keywords to add impact to the message
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Communicating with Modalities
Category: Core

Pre-Requisite:     None 

Benefits:

· Better engagement, 
· Greater influence
· Better understanding of your message

· Be more easily understood

Course Description:

As a communicator you must be able to adapt your message to the needs of your audience.  This course gives you a new map to stretch your communications to the way your audience processes information.  You will learn to adapt in three basic and universal learning modalities. This skill will help you to engage your audience with better information that they won’t have to translate.

You will build confidence using multiple modalities to communicate your message in a way that is more easily absorbed by a more people.  When you can fluidly relay your message in the modality your listener prefers you can earn and keep their attention.  This course builds skill in understanding and using varying modalities to engage and inspire your audience. 

Skills Developed:

· Recognize and adapt to 3 Modalities

· Develop strength in all three modalities
· Use modality keywords to deliver congruent message
Empowering States of Mind 

Category: Core

Pre-Requisite:
None
Benefits:

· Improved sense of confidence and purpose 

· Improved focus 

· Better decision making

Course Description: 

This course goes to the core of intra-personal communication.  The way we communicate with ourselves is the most important and frequently the most overlooked piece of the communication puzzle.  This course gives participants Core tools to increase energy, focus and effectiveness by adopting specific techniques and strategies to increase confidence, clarity, and integrity with themselves first.  The course will help you to use your language in a way that focuses you on clear objectives and solutions and helps you learn to create powerful goals and to practice communicating them clearly to yourself and to others.

Skills Developed:

· Clarify and Practice your own MVP (mission-vision-plan)
· Understand the emotional triad and how to use it to affect a positive state of mind

· Ask powerful questions that focus attention on potential and outcomes

· Create SMART goals for your professional development

· Align your goals and your personal MVP

Combining Modalities & Style

Category:
Core

Pre-Requisite:     Establishing Rapport & Understanding and Using Modalities

Benefits:

· Better connections with a wider variety of people

· Increased influence and engagement when presenting
Course Description:

In this advanced workout participants learn ad practice combining the auditory, visual and kinesthetic modalities with the four DISC communication styles to produce a tremendous exercise for your mind!  This will empower you to communicate information that is motivating and easily processed by your audience.  A great communicator will use this for greater clarity and a more motivated response to their requests.

Skills Developed:

· Combine the use of multiple modalities with four communication styles

Conversations That Count 

Category: Core

Pre-Requisite:
None

Benefits:

· Better communication handoffs 

· Fewer dropped balls

· Better time management 
Course Description:  

Core practices are the key to getting the most out of every conversation.  This course will give you the focus and skills needed to improve every conversation you engage in with both internal and external customers.   You will learn how to engage all parties more effectively, become a better listener, ask better questions, and make fewer communication mistakes.  

Skills Developed: 

· Establish clear direction for each conversation

· Gain agreement from all parties

· Demonstrate active listening skills
 

The Coaching Conversation

Category: Manage

Pre-Requisite:
None

Benefits:

· More focused coaching in less time
· More engaged, more productive employees
Course Description:  

Coaching conversations are often focused on a perceived problem, or challenge that the coachee is facing.  Many times the obstacle can seem insurmountable and/or the coachee feels defeated and lacks motivation. This session will focus on asking directed questions that will help you to both clarify the issues involved, and to help the person you are coaching begin to analyze the situation in such a way that he or she can get past the immediate challenge and begin to formulate solutions.

Skills Developed: 

· Clearly articulate the components of a coaching conversation

· Demonstrating the framework of a coaching conversation in a short exchange.

Getting to the Emotional Core
Category: Manage

Pre-Requisite:
None

Benefits:

· More engaged and productive employees
· Better focus on actionable challenges (within the Circle of Influence)
· Higher motivation and morale 
Course Description:  

There are two key components to building coaching conversations that will have powerful outcomes for the person being coached. Getting to the emotional core is about combining those components and planning the best action possible that will help your coachee stretch and build confidence at the same time. 
Skills Developed: 
· Identify the key components within the Circle of Influence

· Distinguish between the circle of influence and the circle of concern 

· Identify and articulate the eight levels of engagement

Preparing for Successful Negotiations 

Category:
Manage

Pre-Requisite:
None
Benefits:

· Better results in your negotiations,

· Increase the dollars in your pocket and improve your relationships with vendors, clients, and business partners

Course Description: 

Negotiation is a highly complex and subtle field of study.   This program gives participants key skills to that facilitate positive outcomes.  Whether the negotiation is collaborative and “win-win” or a more distributive approach, these skills will help you to succeed by doing the right ground work and making the right distinctions early in the process.

Skills Developed: 

· Distinguish between integrative and distributive negotiations 

· Build an integrative strategy 

· Recognize and communicate the positions and interests of all stakeholders in the negotiation

· Understand and develop your BATNA, then make it stronger

· Create a level playing field for the negotiation to maximize potential outcomes

Succeeding in Courageous Conversations 

Category:
Manage

Pre-Requisite:             None

Benefits:

· Improve team productivity and decrease “in-fighting”

· Build trust within your team 
· Develop your team’s ability to solve problems on their own

Course Description: 

When circumstances get heated people look to leaders to facilitate a positive outcome.  This program will teach participants how to manage their own emotions and maintain focus during challenging conversations and gives participants a chance to practice courageous conversations and use the tools they have learned.  They will understand how different people respond to conflict and how to take simple actions to focus the conversation on positive outcomes. 
Skills Developed: 

· Balance yourself prior to engaging 

· Clarify mutual purpose and earning mutual respect

· Keep conversations focused on mutual objectives

· Build a Level Playing Field  

· Stay focused when things get off track

Active Listening

Category:    
Core

Pre-Requisite:     None

Benefits:  

· Improved relationships
· Greater influence
· Higher quality of life

Session Description:

This session will help you improve your listening skills by following a strategic process for listening overall and a questioning method that provides more emotional information from the speaker.  This listening practice can be used for any personal or professional scenarios.

Skills Developed: 

· Communicate distinctions between fact and emotion 

· Clarify understanding without criticism OR validation

· Rephrase content and reflect emotion

Asking Powerful Questions

Category:     Core

Pre-Requisite:     None

Benefits:

· Better professional outcomes
· Improved focus and attitude
· Better relationships in all areas

Session Description:

Our focus is driven by the questions we ask of ourselves and of others.  Ask a better question and get better results.  It is truly that simple.  This session will teach you how to ask better questions and get better results

Skills Developed:

· Use 3 “magic questions” that will always give you great answers

· Build and ask great questions in any situation


Handling Conflict with Style

Category:
Core

Pre-Requisite:             Establishing Rapport
Benefits:

· Improve results with difficult customers
· Turn difficult situations into positive results

Session Description: 

This program will help you to understand different responses to conflict and how to respond more effectively. You will learn simple techniques and skills to recognize conflict early, keep dialog open and fair, and find resolution going forward.

Skills Developed:
· Recognize conflict styles and their preferred response 

· Adapt your style BEFORE things get out of hand

· Steer the conversation towards mutual objectives

Sales Communication 

Your Ideal Client

Category:
Sell

Pre-Requisite: None 
Benefits:

· More appointments with ideal clients

Course Description:

Your Ideal Clients have a set of common attributes that make them the perfect fit for the value you deliver, the competitive edge you enjoy in the market, and your company’s strategic goals.  Identifying and targeting the clients that are the best match for you and your company is a valuable strategy for improving productivity, efficiency and customer satisfaction. 

This course will help you determine the critical attributes that define your Ideal Client, develop effective questions to help you attract them, and use a systematic methodology to increase the number of Ideal Clients with whom you do business.

Skills developed:

· Articulate the top 3 attributes of your Ideal Client

· Identify Ideal Clients through specific questioning


My Sales Process

Category:      Sell

Pre-Requisite: None

Benefits:
· Decrease sales cycles when appropriate

· Better outcomes at each stage of the process

· Better tracking of progress and tactics

· Improve close ratio

· Fewer ineffective sales calls

Course Description:

Contrary to popular opinion; sales is not a flashy, glamorous job filled with high fives and huge checks.  Diligence and consistency are the backbone of successful selling and the TCG SalesPro understands how to manage their sales process and their time so they can make the most of every opportunity. 

If you already have a defined sales process, this course will help you to make each stage more powerful through level playing fields and effective actions steps.  If you do not have a defined process than this course will give you the framework you need to clarify your process and dramatically improve your sales results.

Skills developed:
· Identify the stages of your sales process and clearly articulate the goals of each stage

· Engage prospects in more focused conversations

· Improve communications at each stage of the process
Effective Messages

Category:
Sell

Pre-Requisite: None 
Benefits:

·  More returned messages

Course Description:

The use of voicemail or email is often your primary means of moving your conversation to the next action step.  This course will help you create effective messages that create a sense of urgency and build credibility.  By preparing and delivering an effective message, you allow the receiving party to receive the information that they need in an efficient and style-specific way.  Particularly if you deliver a similar message very often, preparation will allow you to feel more confident, your message will be received, and you may find that your call to action is taken more frequently. 

Skills developed:

·  Create effective messages that get a response more often

My Competitive Landscape

Category:
Sell

Pre-Requisite: None 

Benefits:

· High trust levels with prospects and clients alike

· A fantastic reputation among your ideal prospects

· Front of mind awareness relating to your industry

· More sales with less hassles

· More referrals and a shorter sales cycle

Course Description:

“Trusted Advisor” is a status amateur sale people only dream about.  TCG SalesPros become their clients trusted advisors by consistently communicating with confidence and clarity.  In order to reach this level of relationship you MUST not only know your market and your industry, but you must be able to communicate that knowledge with integrity.

This course challenges you to demonstrate your knowledge of the competitive environment you are working in every day.  To establish the trust required to become a true SalesPro you must know your competition and how to communicate about them without validation or criticism.

Skills developed:

· Improve your industry and market knowledge 

· Communicate without bias or criticism

· Make educated and reliable comparisons between your products and those of your competition

Pitch Perfect
Category:
Sell

Pre-Requisite: None  
Benefits:


· Increase sales revenue

· Increase your confidence

· Improve your close ratios

Course Description:

There are many situations in which you are given the opportunity to talk about your company and what you do.  In most cases you have 30 seconds or less to get your message across and determine how you will want to move the conversation forward.  You never know when the person you are talking to may need, or know someone who needs your products or services.  This course will help you create an effective 30 second commercial, and be able to adjust it depending on your audience or situation.

Skills developed:

· Create and deliver effective 30 second presentations 

· Secure meetings with prospective clients

Ideal Client Pitch 

Category:
Sell

Pre-Requisite: Your Ideal Client, Pitch Perfect 
Benefits:


· Increase sales revenue

· Increase your confidence

· Improve your close ratios

Course Description:

Imagine that you are given a captive audience of 500 Ideal Prospects:  all in one room and all prequalified.  500 decision makers with and problem you can solve, a sense of urgency to solve it, and a pre-approved budget… you have three minutes to secure a meeting. What would you say? How would you convince them that they should spend time with you to explore your solution?

This course will put you through your paces while you focus on crafting and delivering perfect pitches that get results.  You will learn how to build focused industry specific case studies and create value propositions that leave prospects asking you how soon they can get started.   You will develop your confidence in front of a group and get immediate feedback on what works and what doesn’t.

Skills developed:

· Create and deliver industry specific Ideal Client Value Propositions 

· Secure meetings with Ideal Clients

· Articulate a strong Ideal Client Pitch to multiple communication styles

Heralding 

Category:
Sell

Pre-Requisite: None

Benefits:

· Better referrals

· Improved professional relationships

Course Description: 

We are frequently called upon to introduce our business partners, be they inside or outside our organizations, to colleagues, customers, and vendors.  Most often, little attention is paid to these encounters.  What is thereby missed is an excellent opportunity to develop credibility and rapport.  With a simple adjustment in your communication in those moments, you can empower your business partners (and help them empower you) to operate far more effectively.

This section will outline some basics for effective business introductions and will then progress to the some more radical ways to give credibility and advance business relationships, what we call heralding.  This skill can have a tremendous impact on how business is handled by helping you involve other departments, sell additional services, and expand your offering to your clients.  It will build relationships between business partnerships where referrals are frequent and can mean the difference between an easy sale and a long drawn-out sales process.

Skills Developed:

· Confidently introduce business partners and associates
· Add value to the introduction process and build rapport by confidently heralding associates

Creating a Dynamic Referral System
Category:
Sell

Pre-Requisite: None 
Benefits:

· More qualified referrals

· Shorter sales 

Course Description:

Referrals from existing, satisfied clients can be the most effective way to grow your business and make your sales efforts much easier.  When a client refers business to you, it is more likely that the lead is warm and that the prospect is excited to hear about what you can offer.  You do yourself a service to request such leads from your existing clients in order to make your life easier and business more successful.  This course is designed to help you create a dynamic request for referrals that includes a call to action and consistent follow through.

Skills developed:

· The ability to articulate the 4 components of a referral request

· The ability to articulate a request for referrals using all 4 components

Powerful Testimonials

Category:
Sell

Pre-Requisite: None 
Benefits:

· Improved close ratio

· Better relationships with ideal clients

Course Description:

The best way to connect with people emotionally is a well told story.  This course is designed to help you build an inventory of effective and compelling stories that will help prospects relate to you, your product or service, or your company. They also help you effectively address considerations related to the question: “How do I know you can help me specifically?” 

Skills developed:

·  The ability to articulate three market specific testimonials


Communicating with Buying Patterns

Category:
Sell

Pre-Requisite:     Understanding Modalities 

Benefits: 

· Higher $$ Sales

· Shorter Sales Cycle

· Better Margins

· Higher Close Ratio

Course Description:

Understanding the underlying patterns that your prospects use to make a buying decision will help you to tailor your communication directly to them.  This session will give you the tools you need to uncover your prospects buying patterns and the practice required to fluidly adapt your presentation to the suit their preferences.  

Skills Developed:

· Use modalities patterns to describe your product or service

· Use five key questions to uncover buying patterns 
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