
Leadership Curriculum

Leading with Impact Learning Series

What it is

The Leading with Impact series is made up of a number of courses, each 
aligned to one or more competencies and characteristics designed to help 
leaders manage today and tomorrow’s challenges.

The modules in the learning series, which can be delivered in either a 
physical or virtual classroom, can be mixed and matched to “build your 
own” Leading with Impact experience.

How it Helps

•	 Increased likelihood of meeting organization goals
•	 Enhanced leadership capability
•	 Improved employee engagement
•	 Improved employee performance
•	 Expanded culture of accountability
•	 Reduced turnover

Outputs

The competencies developed throughout the series include:
•	 Demonstrate self awareness
•	 �Motivate self and others to fully engage in their work
•	 Communicate effectively
•	 Manage work – tasks and people
•	 Provide feedback that builds commitment
•	 Exhibit accountability for their leadership role
•	 Demonstrate business acumen
•	 Coach for contribution
•	 Inspire others to help achieve the vision

Program Length

1/2 day to 1 day per course

Target Audience

All current or future leaders

Leading Change

What it is

The Leading Change Program is designed for those leading others through 
change. It combines the latest ideas, models, tools, and gives leaders the 
skills they really need to lead transformation.

How it Helps

•	 Better and faster understanding of the correlation between the level of 
change and its impact on how people respond to the change

•	 Greater success in implementing change action plans because they 
encompass facts and feelings about the change

•	 Greater success in implementing important changes
•	 Improved ability to lead or to coach a transformation team

Outputs

•	 �Understand your ability to manage and lead change by using the 
Change Personal Benchmark

•	 Leaders will use the Levels of Change Model to assess people’s 
perceptions of the change

•	 Use the Impact of Change Model to understand what phase of the 
change process people are in currently and why

•	 Determine appropriate actions to help lead people through the 
phases of the change

•	 �Use the Transformation Map to develop action plans to implement 
the change

Program Length

2 days

Target Audience

All leaders of change or transformation

Sales Leadership

What it is

The Sales Leadership Program helps sales managers establish realistic and 
sustainable routines that include the right sales management practices. 
It focuses on how to motivate both individual and teams, and teaches 
leaders how to ensure that that the sales professionals who they lead 
have the knowledge, skills and resources required to successfully sell their 
company’s products and services

How it Helps

•	 Increased likelihood of meeting organization goals
•	 Enhanced leadership capability
•	 Improved employee engagement
•	 Improved employee performance
•	 Expanded culture of accountability
•	 Reduced turnover

Outputs

•	 Ability to align goals and priorities
•	 Balance team and individual engagement and enablement  

activities
•	 Develop realistic and sustainable weekly, monthly, quarterly,  

and annual sales management best practices
•	 Maximize team and individual communication 
•	 Run effective sales meetings
•	 Provide results-based and behavioural feedback

Program Length

1 day

Target Audience

All current or future sales leaders
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CONTINUOUS IMPROVEMENT

WHAT IT  IS

An internationally recognized process ensuring that any 
high-impact/high-value work process is thoroughly examined 
and improved. Provides practical, integrated tools, techniques 
and skill practice in analysis and problem-solving.

HOW IT  HELPS

• Helps to address concerns with processes, products and 
services which are not meeting customer requirements

• Improved processes, products and services help make the 
organization more competitive

• Positions the organization as a valued supplier
• Provides focus and alignment to individuals' work 

processes
• Clearer sense of personal impact on the quality of the 

products and services provided to customers

OUTPUTS

• Continuous Improvement Model – step-by-step process 
for continually strengthening work systems to improve 
outputs

• Continuous Improvement Pathfinder – concise reference 
guide of the key elements of each of the 7 steps – 
outlining actions and tools

• Priority Matrix – structured, proven tool for assessing 
ideas and actions, based on criteria of: ease, cost and 
effectiveness

• Linked Work Processes and Organization Requirements
• Rated Customer Priorities: Surveys and Summary Tools

Program Length: 3 days
Target Audience: Executives, Managers and Supervisors

TEAM DEVELOPMENT

WHAT IT  IS

The Team Development Program is designed to provide 
cross-functional and intact teams with the perspectives, skills and 
tools necessary to rapidly progress through four phases of team 
development to produce results.

HOW IT  HELPS

• Helps Team members establish a clear purpose and provides 
criteria to evaluate and improve team success

• Helps Team members address common team problems before 
they happen and provides team decision-making and action 
planning tools and techniques

• Real team, learning in real time to produce real results

OUTPUTS

• Team and Team leader inventories to help focus learning and 
measure progress

• Develop clear Team purpose
• Establish Team's Basic Beliefs
• Develop guidelines for solving problems (process and 

interpersonal problems)
• Structured approach to presenting Team progress and results 

to management

Program Length: 2 days
Target Audience: Vision-Driven cross-functional Teams

ACTIVE LEADERSHIP

WHAT IT  IS

The Active Leadership Program is designed to provide anyone 
with direct reports with the practical skills and tools necessary to 
effectively coach, empower and lead people in order to 
successfully complete tasks which have been assigned to them.

HOW IT  HELPS

• Delivers practical how-tos for leaders throughout the 
organization

• Provides a consistent model that can be used in any situation
• Opens communication
• Increases leadership effectiveness
• Helps managers coach new recruits and veteran employees 

(low, moderate and high performers)
• Ability to differentiate learning and coaching required for 

effective task assignment

OUTPUTS

• Personal leadership inventories (self/other assessments)
• Communication Planning Guide tool
• Worksheets and tools that help in applying the learning
• Common language for all leaders in the organization
• Personal and Employee Development Plans

Program Length: 3 days
Target Audience: Executives, Managers and Supervisors

LEADING TRANSFORMATION

WHAT IT  IS

The Leading Transformation Program is designed for those 
leading others through change.  It combines the latest ideas, 
models, tools and to give leaders the skills they really need to 
lead transformation.

HOW IT  HELPS

• Better and faster understanding of the correlation between 
the level of change and its impact on how people respond to 
the change

• Greater success in implementing change action plans because 
they encompass facts and feelings about the change

• Greater success in implementing important changes
• Improved ability to lead or to coach a transformation team

OUTPUTS

• Understand your ability to manage and lead change by using 
the Change Personal Benchmark

• Leaders will use the Levels of Change Model to assess 
people’s perceptions of the change

• Use the Impact of Change Model to understand what phase 
of the change process people are in currently and why

• Determine appropriate actions to help lead people through 
the phases of the change

• Use the Transformation Map to develop action plans to 
implement the change 

Program Length: 2 Days Blended 
Target Audience: All Leaders of Change or
 Transformation

think1™ LEADER

WHAT IT  IS

Program integrates competencies, skills, tools and models 
into a single, powerful and challenging 5-phase blended 
learning process.  The think1™ Leader Program is designed 
around four strategic elements of Strategy, System, Social, 
and Self.  Each element is further divided into two core 
competencies.

HOW IT  HELPS

• Provides significantly stronger capabilities in 8 core 
leadership competencies

• Assess and develop their own performance against a set 
of core competencies using a 360º Assessment Tool

• Development of high potential employees
• Higher degree of integrative thinking
• Bottom-line impact through ROI-based project 

assignment

OUTPUTS

• Leaders learn how to articulate a compelling and 
measurable personal vision

• Align leaders own work unit’s objective to the 
organization’s overall vision and strategy

• Develops transformation plans to implement significant 
changes in the workplace

• Effectively coach others and also select, develop and 
manage cross functional teams

• Assess and develop their own performance against a set 
of core competencies

Program Length: 10 days blended
 (6 classroom, 4 non-classroom)
Target Audience: Executives, Senior Managers and 

High Potentials

Active Leadership Model
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MIX OF BEHAVIOURS

PHASE 1 PHASE 2 PHASE 3 PHASE 4

Perspectives Personal Needs Decisions Solutions

Purpose Roles & Responsibilities Progress Results

Individual 
behaviours dominate.

Shift toward
team behaviours.

Team behaviours
are evident.

Team behaviours
dominate.

Communication is
formal in tone.

Communication is 
less formal in tone.

Communication is 
more open and informal.

Communication is 
open and informal.

Focus is on individual 
perspectives.

Personal needs evident
in interactions.

Team needs evident 
in interactions.

Solutions and results
are evident.

Individuals look
for team’s purpose.

Team members clarify
individual roles.

Decisions are made 
by the team.

Team is functioning
productively.
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• Change to content and/or context 
of the work is minor 

• Degree of change means task and/or 
environment will remain largely 
unchanged

• Information provided focuses on 
accommodating the minor degree of 
change into existing practices

• Identify what is changing and what 
is not

• Complete initial communication 
and follow up as needed

• Identify those affected by the change

• Identify knowledge and skills 
required to accommodate the 
change

• Solicit and answer questions related 
to the change

• With relatively low frequency, assess 
acceptance of the change

• Change to content and/or context of 
the work is moderate

• Degree of change means task and/or 
environment will change moderately

• Effort and information are balanced 
between integrating the change and 
maintaining existing practices

• Identify the balance between what is 
changing and what needs to be 
maintained

• Carry out regular, scheduled 
communication

• Identify who should be involved in 
planning implementation

• Identify implications for skill 
development

• Uncover resistance and plan to 
overcome it

• With moderate frequency, assess 
acceptance of the change

• Change to content and/or context 
of the work is substantial

• Degree of change means task and/or 
environment will change 
substantially

• Effort and information focus almost 
entirely on the new behaviours 

• Identify all the specific tasks and 
behaviours that are changing

• Carry out frequent, scheduled 
communication

• Integrate those affected by the 
change in implementation

• Plan for required skill development 
and monitor progression

• Understand root causes for 
resistance and work to overcome

• With high frequency, assess degree 
to which change has been adopted

Accommodate

Modify

Transform

think1™ Leader Model
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Motivate for Full Engagement ½ Day
This course helps to take the mystery out of 
motivation. You will learn which drivers 
motivate you and others to engage – or not 
engage – at work. This will help you 
identify actions that motivate yourself and 
others, and enable everyone to fully engage 
in their work and achieve results.

Communicate. Communicate. Communicate. 
½ Day
How you communicate as a leader impacts 
the environment in which you and your 
team work. How you communicate can 
demonstrate your positive mindset and 
build team member engagement. It can 
demonstrate your trustworthiness and it 
can reflect your authenticity. There are 
opportunities here for leaders. An 
opportunity to connect with people, not just 
get the work done. An opportunity to 
demonstrate engagement and to inspire it 
in others. An opportunity to lead others 
through collaboration and cooperation.

Delegate Deliberately ½ Day 
The ability to delegate deliberately and 
effectively is critical to a leader’s success. 
And it is a critical decision each leader has 
to make, because some tasks should be 
held by the leader while others should be 
delegated. The decision is a necessary part 
of the leader’s role as they work with and 
through others to get work done. This 
module helps leaders understand the 
important considerations involved with 
delegating deliberately. It provides a 
consistent framework for delegation and 
outlines practices to build confidence.

Provide Feedback to Gain Momentum 
½ Day
Providing feedback is one of the critical 
skills that a leader must consistently 
demonstrate. It provides the momentum 
that people need to keep working toward 
their goals. Without this energy, it’s easy for 
individuals and teams to get off track. 
While the benefits of providing effective 
feedback are clear, leaders often have 
difficulty sharing their thoughts. They may 
feel that providing positive feedback makes 
them appear too soft or that providing 
constructive feedback makes them appear 
too harsh. 

However, there are skills that leaders can 
use to ensure the feedback they provide is 
helpful and not harmful to their teams’ 
productivity and engagement.

You. Now. ½ Day
Understanding the qualities of good 
leadership and developing self-awareness 
around those qualities are important 
considerations for leaders at all levels. By 
leveraging strengths and minimizing 
potential barriers, leaders can focus and 
align their energy to develop themselves 
and lead others with positive impact. This 
course involves multi-rater feedback. 

From Doing to Leading ½ Day
New leaders who are shifting their 
accountabilities in the organization from 
individual contributors to people leaders, 
may require some direction, support and 
guidance in order to make this transition 
successfully. This course provides new 
leaders with opportunities to learn what 
they need to make this transition. In it they 
will try out new ideas and new approaches 
and learn from others who are also 
transitioning.

Align for Results ½ Day
Aligning for results requires capable leaders 
who can do two things. First, understand 
how their organization determines its 
strategic business goals – the company’s 
direction and how it plans to succeed. And 
second, interpret these business goals into 
action for themselves and others. The Align 
for Results course provides best practice 
tools leaders can use to clearly identify for 
themselves and then for others, a clear 
connection between the client’s experience 
and the individual’s contribution within the 
organization. This alignment is guided by 
the organization’s vision and goals. 

Coach. Coach. Coach. 1 Day
Coaching is an important skill for leaders at 
all levels in organizations, as well as for 
anyone who chooses to collaborate with 
others and create new ways of working and 
achieving.

This course is about applying skills that you 
have now to the coaching process, as well 
as developing new skills. This learning will 
enhance your ability to collaborate in your 
coaching relationships and co-create ways 
forward that result in increased 
commitment and creativity. 

Building Your Business IQ ½ Day
To come in 2011

To be effective leaders must be able to 
answer three simple questions.
1. How does our business operate? 

Globally? Locally?
2. How do we make money?
3. How do employees contribute?

Only when leaders are clear about this 
information for themselves can they be 
effective in aligning others to 
organizational goals and work with and 
through them to achieve business results.

ADDITIONAL COURSES
LEADING WITH IMPACT 

FOUNDATIONS PROGRAM
The Leading with Impact series is made up of a number of 
courses, each aligned to one or more competencies and 
characteristics. The key word to remember when reviewing the 
courses within this series is flexibility.

Flexibility because you can mix and match any course to ‘build 
your own’ Leading with Impact experience.  And not only that.  
You can mix and match how you want your people to experience 
the learning – in a physical classroom with peers and a facilitator 
or in a virtual classroom with peers and a facilitator. It’s your 
choice.

Flexibility because the content developed for this series of courses 
reflects today and tomorrow’s evolving working environments. 
Increased complexity, changing technologies, diverse workforces, 
flattened hierarchies and increasing pressure for bottom-line 
performance means leaders have to be flexible and do more with 
less, faster. 

The outcome of this flexibility is enhanced leadership capability 
that improves employee performance, engagement and 
accountability.

The Leading with Impact leadership competencies include:

• Demonstrates self awareness
• Motivates self and others to fully engage in their work
• Communicates effectively
• Manages work – tasks and people
• Provides feedback that builds commitment
• Exhibits accountability for their leadership role
• Demonstrates business acumen
• Coaches for contribution
• Inspires others to help achieve the vision

Here are some key findings from a recent Global Knowledge Canada sponsored Special Report entitled “Looking 
to the Future”, which surveyed over 400 leaders and managers across Canada representing all organizational levels 
and a wide range of industries and functional areas:

• Respondents expect the top business challenges they face today to remain their biggest challenges in the 
next few years

• To overcome their top business challenges both senior leaders and front-line managers require either:

– New perspectives and new areas of expertise, or

– A transformation in thinking and behaviour

• The competency identified as most important is communication. Seventy-five percent of respondents agree that 
it is critical to both individual and organizational success

• The leadership competencies identified both as critical to success and as having the largest learning gaps are: 
communication followed by coaching, mentoring and people development

• Behaviours identified as requiring the most improvement include:

– Ensuring critical knowledge is shared

– Engage the full creative potential of employees

– Holding themselves and others accountable for performance

• Identified opportunities to address business challenges include:

– Organizational alignment

– Organizational culture development

– Talent management

About Global Knowledge
As the worldwide leader in skills advancement, Global Knowledge gives you access to the 
widest array of industry-recognized programs designed to help you succeed in the public 
and private sectors. Regardless of your career needs, we can provide relevant, focused, 
and valuable training to develop you as a talented resource.

Our highly trained and recognized instructors deliver courses in Leadership and Business 
Solutions, Business Process Improvement, and Information Technology. Our delivery 
methods include world class facilitation, virtual learning, and blended formats, making us 
the smart choice for you and your team. 

LBS_EMEA_CourseOverview_breakdown.indd   1 26/07/2011   09:36:21



Personal Effectiveness Curriculum

Communicating for Clarity

What it is

The Communicating for Clarity program provides 
practical skills and techniques to enable participants 
to communicate more clearly, so that the intended 
message is the message that is received.

How it Helps

•	 Increased clarity in all types of communication
•	 Enhanced skills and confidence to 

communicate effectively
•	 Increased audience commitment to action 

Outputs

•	 Develop a tailored and compelling  message 
based on the delegate’s and audience’s 
Personal Needs

•	 Use a variety of question types to explore the 
opinions and insights of others

•	 Listen more effectively

Program Length

1 day

Target Audience

Anyone who would like to increase their personal 
communication effectiveness

Managing Multiple Priorities

What it is

The Managing Multiple Priorities program 
teaches practical “how-to” techniques to better 
manage workload and multiple priorities.

How it Helps

•	 Increased productivity
•	 More effective prioritization of tasks

Outputs

•	 �Identify top time-wasters and discover 
how to manage your job instead of let-
ting your job manage you 

•	 �Analyze your personal time log to in-
crease efficiency 

•	 Overcome procrastination 

Program Length

1 day

Target Audience

Anyone interested in improving time management 
skills and personal productivity

Presentation Skills

What it is

The Presentation Skills program provides new and 
experienced presenters with the methods and skills 
required to plan, structure and deliver an engaging 
presentation.

How it Helps

•	 �Skilled presenters who can communicate more 
clearly and influence others 

•	 �Individuals who can think on their feet, handle 
questions and overcome objectives 

•	 �Improved professionalism when planning, 
structuring and delivering internal and external 
presentations 

Outputs

•	 �Structure a presentation to achieve objectives and 
keep audience engaged 

•	 �Reach the audience by setting communication 
objectives and analyzing audience needs and attitudes 

•	 �Utilize and manage eight key elements of effective 
delivery for presentations that deliver impact  

•	 �Use a six–step model to handle questions during a 
presentation

Program Length

2 days

Target Audience

Anyone wanting to improve their abilities to develop and 
deliver presentations

Fundamentals of Business Writing

What it is

The Fundamentals of Business Writing program 
provides delegates with processes and knowledge 
required to ensure that their business writing is clear, 
concise, and correct.

How it Helps

•	 �Improved professionalism and effectiveness of 
business communications

•	 More effective use of language and 
grammatical structure

•	 Greater confidence in producing effective 
written communication 

•	 �Improved success rate in winning approvals 
internally and with customers 

Outputs

•	 Develop a tailored communication based on 
the needs, knowledge and attitudes of the 
intended audience

•	 �Apply tools and techniques to produce clear, 
concise and correct business communications

•	 �Use formatting to gain the interest of the 
reader

Program Length

2 days

Target Audience

Anyone wanting to improve the clarity, structure and 
overall effectiveness of their business writing

Planning Your Message
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Structuring Communications Model
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OBJECTIVE

Action What action do I want my audience to take as a result of this communication?

Benefits What are the bene�ts to my audience in taking this action?

Achievable Can I really get my audience to take this action with this one communication?

Measurable How will I measure my success?

CONTENT

Key Point What must my audience know or believe?

Benefits What are the bene�ts to my audience in accepting this key point?

Supporting Data What information does my audience need to know in order to accept this key point?

Language/Style Do my choices of language and style help make my message clear and persuasive?

AUDIENCE ANALYSIS

Background What is their general experience? (job responsibilities, education, skills, expertise)

Needs What personal and organizational needs must be addressed in my message?  

Attitude How do they currently feel about the issue or me?

Know Now What do they currently know, or think they know, about the issue?

Need to Know What do they need to know in order for them to take the action I want them to take?

Obstacles What things could get in the way of achieving my objective?

Solutions What actions can I take to overcome any obstacles?
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I O C B A A Key Point
1

Key Point
2

Key Point
3

Restate
Recap
Request

SUMMARY

Time
(to listen or to read)

I

O

C

B

A

A

Issue/Problem
What is the issue that needs 
attention? Why? What is the 
impact on the audience?

Opportunity/Solution
What is being recommended 
to address the issue or 
problem?

Credentials
What have I, or we, done that 
quali�es me to make 
this recommendation?

Benefits
What are the bene�ts to my 
audience in accepting this 
recommendation?

Action
What action do I want my 
audience to take as a result of 
this communication?

Agenda
What will I cover?

Key Point 1 What must my audience know or believe?

Benefits What are the bene�ts to my audience in 
accepting this key point?

Supporting What information does my audience need  
Data to know in order to accept this key point?

Key Point 2 What must my audience know or believe?

Benefits What are the bene�ts to my audience in 
accepting this key point?

Supporting What information does my audience need  
Data to know in order to accept this key point?

Key Point 3 What must my audience know or believe?

Benefits What are the bene�ts to my audience in 
accepting this key point?

Supporting What information does my audience need  
Data to know in order to accept this key point?

Restate Opportunity/Solution
 What was my general 
 recommendation?

Recap Body
 What key points were
  covered, and what was  
 the general agreement
 on each?

Request Action
 What do I want my
 audience to do?

PARTNERSHIP BALANCE

Planning Your Message
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Structuring Communications Model
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Restate Opportunity/Solution
 What was my general 
 recommendation?

Recap Body
 What key points were
  covered, and what was  
 the general agreement
 on each?

Request Action
 What do I want my
 audience to do?

PARTNERSHIP BALANCE

 

Managing Multiple Priorities 
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Sales Curriculum

Leading EDGE Selling

What it is

The EDGE selling process provides sales professionals with a repeatable set 
of steps to plan for and conduct sales meetings or calls. It provides them 
with tools and techniques to help ensure that they care able to maximize 
the outcome of every customer interaction and achieve desired results.

How it Helps

•	 Enhances the customer experience by increasing the level of profes-
sionalism demonstrated in sales calls

•	 Increases market share with existing customers
•	 Improves overall sales effectiveness and results

Outputs

•	 Apply a structured and repeatable process to pre-call planning
•	 Establish rapport and purpose in the beginning of your customer 

interactions
•	 Discover customers needs
•	 Guide customers towards a buying decision by presenting your 

solutions in a benefit-oriented way that highlights your unique 
advantages

•	 Ensure that your interactions advance the sales process
•	 Follow-Up on actionable items

Program Length

2 days

Target Audience

All sales professionals 

Building Strategic Partnerships

What it is

The Building Strategic Partnerships program helps sales professionals 
understand the how to match the value that they can deliver to their cus-
tomers with what their customers seek from them.  It provides them with 
a framework to identify and prioritize account opportunities, and develop 
account goals and supporting tactics to win and maintain business.

How it Helps

•	 Establishes a common understanding of the company’s value 
proposition

•	 Develops sales strategies and objectives aligned to the customer’s 
values and business strategy/objectives 

•	 Segments the customer base on value and not just account size 

Outputs

•	 Identify the value offered by your company and you
•	 Analyze your accounts and prioritize sales opportunities within your 

accounts
•	 Establish account goals and identify supporting tactics
•	 �Monitor and adjust your account plan to maximize tour sales 

effectiveness

Program Length

2 days

Target Audience

Sales professionals with account planning and management accountabilities or 
those supporting them

Team-Based Selling

What it is

The Team-Based Selling workshop is designed to provide anyone working 
in a team selling environment with the knowledge and skills required to be 
successful. It teaches team members how to ensure that they are aligned 
in their efforts and provides them with tools and techniques to work 
together efficiently and effectively.

How it Helps

•	 �Provides customers with a cohesive and seamless  
sales experience

•	 Improves overall sales performance
•	 Builds strong internal relationships

Outputs

•	 Understand the stages of team development
•	 Identify common sources of team conflict 
•	 For each team member, identify roles and responsibilities at each 

stage of the sales  process (or customer buying process) 
•	 �Identify the value each team member provides to the customer at 

each stage of the sales process 
•	 Create a team strategy 

Program Length

2 days

Target Audience

Anyone leading or working as a member of a selling team

Sales EDGE Model
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Ensure

Guide

Leading
EDGE

Selling

Establish

Discover

Grow the
Account

Plan Your
Call

•  Contact Planner
•  IOCBAA

•  Open your Call
•  Build Rapport
•  Establish Purpose

•  Advance the Sales 
Process

•  Close

•  Position your Solution
•  Handle Resistance

•  Listen for Understanding
•  Identify Value Motivators
•  Apply Strategic Questioning 

Process

Sales EDGE Model
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Leadership Curriculum
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CONTINUOUS IMPROVEMENT

WHAT IT  IS

An internationally recognized process ensuring that any 
high-impact/high-value work process is thoroughly examined 
and improved. Provides practical, integrated tools, techniques 
and skill practice in analysis and problem-solving.

HOW IT  HELPS

• Helps to address concerns with processes, products and 
services which are not meeting customer requirements

• Improved processes, products and services help make the 
organization more competitive

• Positions the organization as a valued supplier
• Provides focus and alignment to individuals' work 

processes
• Clearer sense of personal impact on the quality of the 

products and services provided to customers

OUTPUTS

• Continuous Improvement Model – step-by-step process 
for continually strengthening work systems to improve 
outputs

• Continuous Improvement Pathfinder – concise reference 
guide of the key elements of each of the 7 steps – 
outlining actions and tools

• Priority Matrix – structured, proven tool for assessing 
ideas and actions, based on criteria of: ease, cost and 
effectiveness

• Linked Work Processes and Organization Requirements
• Rated Customer Priorities: Surveys and Summary Tools

Program Length: 3 days
Target Audience: Executives, Managers and Supervisors

TEAM DEVELOPMENT

WHAT IT  IS

The Team Development Program is designed to provide 
cross-functional and intact teams with the perspectives, skills and 
tools necessary to rapidly progress through four phases of team 
development to produce results.

HOW IT  HELPS

• Helps Team members establish a clear purpose and provides 
criteria to evaluate and improve team success

• Helps Team members address common team problems before 
they happen and provides team decision-making and action 
planning tools and techniques

• Real team, learning in real time to produce real results

OUTPUTS

• Team and Team leader inventories to help focus learning and 
measure progress

• Develop clear Team purpose
• Establish Team's Basic Beliefs
• Develop guidelines for solving problems (process and 

interpersonal problems)
• Structured approach to presenting Team progress and results 

to management

Program Length: 2 days
Target Audience: Vision-Driven cross-functional Teams

ACTIVE LEADERSHIP

WHAT IT  IS

The Active Leadership Program is designed to provide anyone 
with direct reports with the practical skills and tools necessary to 
effectively coach, empower and lead people in order to 
successfully complete tasks which have been assigned to them.

HOW IT  HELPS

• Delivers practical how-tos for leaders throughout the 
organization

• Provides a consistent model that can be used in any situation
• Opens communication
• Increases leadership effectiveness
• Helps managers coach new recruits and veteran employees 

(low, moderate and high performers)
• Ability to differentiate learning and coaching required for 

effective task assignment

OUTPUTS

• Personal leadership inventories (self/other assessments)
• Communication Planning Guide tool
• Worksheets and tools that help in applying the learning
• Common language for all leaders in the organization
• Personal and Employee Development Plans

Program Length: 3 days
Target Audience: Executives, Managers and Supervisors

LEADING TRANSFORMATION

WHAT IT  IS

The Leading Transformation Program is designed for those 
leading others through change.  It combines the latest ideas, 
models, tools and to give leaders the skills they really need to 
lead transformation.

HOW IT  HELPS

• Better and faster understanding of the correlation between 
the level of change and its impact on how people respond to 
the change

• Greater success in implementing change action plans because 
they encompass facts and feelings about the change

• Greater success in implementing important changes
• Improved ability to lead or to coach a transformation team

OUTPUTS

• Understand your ability to manage and lead change by using 
the Change Personal Benchmark

• Leaders will use the Levels of Change Model to assess 
people’s perceptions of the change

• Use the Impact of Change Model to understand what phase 
of the change process people are in currently and why

• Determine appropriate actions to help lead people through 
the phases of the change

• Use the Transformation Map to develop action plans to 
implement the change 

Program Length: 2 Days Blended 
Target Audience: All Leaders of Change or
 Transformation

think1™ LEADER

WHAT IT  IS

Program integrates competencies, skills, tools and models 
into a single, powerful and challenging 5-phase blended 
learning process.  The think1™ Leader Program is designed 
around four strategic elements of Strategy, System, Social, 
and Self.  Each element is further divided into two core 
competencies.

HOW IT  HELPS

• Provides significantly stronger capabilities in 8 core 
leadership competencies

• Assess and develop their own performance against a set 
of core competencies using a 360º Assessment Tool

• Development of high potential employees
• Higher degree of integrative thinking
• Bottom-line impact through ROI-based project 

assignment

OUTPUTS

• Leaders learn how to articulate a compelling and 
measurable personal vision

• Align leaders own work unit’s objective to the 
organization’s overall vision and strategy

• Develops transformation plans to implement significant 
changes in the workplace

• Effectively coach others and also select, develop and 
manage cross functional teams

• Assess and develop their own performance against a set 
of core competencies

Program Length: 10 days blended
 (6 classroom, 4 non-classroom)
Target Audience: Executives, Senior Managers and 

High Potentials

Active Leadership Model

©2010 Global Knowledge Training LLC.  All rights reserved. G1001

L
E

A
D

E
R

E
M

P
L

O
Y

E
E

Teaching

Low Moderate High

Sharing

Transferring

Ability

Motivation

ProgressionRegression

EMPLOYEE PERFORMANCE LEVELS

A1

M1

A2

M2

A3

M3

LowHigh

Time

Detail  & Frequency

TASK OWNERSHIP

A S S I G N I N G  T A S K S

A S S E S S I N G  P R O G R E S S

P R O V I D I N G  F E E D B A C K

Team Development Model

©2010 Global Knowledge Training LLC.  All rights reserved. G1001

MIX OF BEHAVIOURS

PHASE 1 PHASE 2 PHASE 3 PHASE 4

Perspectives Personal Needs Decisions Solutions

Purpose Roles & Responsibilities Progress Results

Individual 
behaviours dominate.

Shift toward
team behaviours.

Team behaviours
are evident.

Team behaviours
dominate.

Communication is
formal in tone.

Communication is 
less formal in tone.

Communication is 
more open and informal.

Communication is 
open and informal.

Focus is on individual 
perspectives.

Personal needs evident
in interactions.

Team needs evident 
in interactions.

Solutions and results
are evident.

Individuals look
for team’s purpose.

Team members clarify
individual roles.

Decisions are made 
by the team.

Team is functioning
productively.
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Continuous Improvement Model
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Everyone working together, every 
day, to make 1000 things
1% better, rather than just 

1 thing 1000% better in order to 
satisfy the needs of the customer 

and the organization.
Implement 

the Schedule

Establish 
the 

Results

Identify 
the 

Alternative 
Actions

Select 
the 

Breakthrough 
Actions

Develop 
the Schedule

Review 
Progress
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Levels of Change Model
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Focus & Frequency

• Change to content and/or context 
of the work is minor 

• Degree of change means task and/or 
environment will remain largely 
unchanged

• Information provided focuses on 
accommodating the minor degree of 
change into existing practices

• Identify what is changing and what 
is not

• Complete initial communication 
and follow up as needed

• Identify those affected by the change

• Identify knowledge and skills 
required to accommodate the 
change

• Solicit and answer questions related 
to the change

• With relatively low frequency, assess 
acceptance of the change

• Change to content and/or context of 
the work is moderate

• Degree of change means task and/or 
environment will change moderately

• Effort and information are balanced 
between integrating the change and 
maintaining existing practices

• Identify the balance between what is 
changing and what needs to be 
maintained

• Carry out regular, scheduled 
communication

• Identify who should be involved in 
planning implementation

• Identify implications for skill 
development

• Uncover resistance and plan to 
overcome it

• With moderate frequency, assess 
acceptance of the change

• Change to content and/or context 
of the work is substantial

• Degree of change means task and/or 
environment will change 
substantially

• Effort and information focus almost 
entirely on the new behaviours 

• Identify all the specific tasks and 
behaviours that are changing

• Carry out frequent, scheduled 
communication

• Integrate those affected by the 
change in implementation

• Plan for required skill development 
and monitor progression

• Understand root causes for 
resistance and work to overcome

• With high frequency, assess degree 
to which change has been adopted

Accommodate

Modify

Transform

think1™ Leader Model
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Building Strategic Partnerships Account Planning 
and Management Process
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Execute your
Account Plan

Establish
Account Goals

Understand 
your Value

Prioritize your 
Opportunities

•  Adapt Approach by Customer Type
•  Uncover Needs
•  Monitor and Adjust

•  Understand your Company
•  Understand your Competitor
•  Understand You

•  Establish your Viewpoint
•  Build your Roadmap

•  Establish Sales Targets
•  Identify Stakeholders and Relationship Goals

•  Analyze your Territory
•  Identify your Ideal Customer Profile

Develop 
Account Plan

Building Strategic Partnerships Account Planning 
and Management Process
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