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(@ TrueNorth

Welcome to True North

| am delighted that you are considering working wit True North. You will see in the pages that
follow that whilst training and coaching are at théneart of what we do we are able to provide a

wide range of supporting services which include:
Sales process improvement
360 degree feedback exercises
Performance Management process design
Organisational reviews
Training needs analysis

We pride ourselves on providing a personal servict® all of our clients. We believe that the work
we do to understand your needs before we design a slution is critical. We also believe that
ensuring that the planning and management of the diévery of our services is also important and
our back office team work hard to ensure that, as ae of our clients said, we are a “...low

maintenance provider.”

The following pages will provide an overview of whave do and we look forward to hearing from

you and to establishing a long-term relationship wh you and your organisation.

Chris Halward — Managing Director

©True North Limited 2009 1



Training and Services for 2009 @TI’UGNOFTh

Collaborative

A unique training and coaching organisation, True btth
was founded in 2001 — and has been built on a share
passion for working with those individuals, teams ad
organisations who aspire to make a real differencéhrough

the development of people.

True North has grown since - by working closely wit, and
responding imaginatively to, the needs of its cligs. This
interaction is one of the many great things about wrking
with True North.

Because we value highly our customers’ input, we esure

that we have feedback processes to provide them wh

opportunities to influence and focus our solutions.

We don’t impose or predetermine solutions. We arvie at targeted programmes by working
closely with customers to fully understand their neds. We make a point of investing time with
our clients up front to ensure that we get the progamme design absolutely right. We also work
hard to ensure that the programme is linked with bainess goals and challenges and that it will

deliver add value to the business and a return orhie investment in the programme.

Our team of trainers and coaches are some of the bgt in the UK, and we take great care in

maintaining the quality of training delivery thatwr clients have a right to expect.

This ethos is present in our every action. When wiing with organisations, teams and
individuals, we don't dictate — we collaborate. Weget people involved and ensure, at every
encounter, that communication flows both ways. Byputting people at the centre of the learning

process, we ensure that all of our efforts supporthe real needs of our customers.

©True North Limited 2009 2



Training and Services for 2009 @TI’UGNOFTh

What we do

In a nutshell, True North provides coaching, constihg,
training and professional development - those are or
services. But what we dofor our customers is something

more entirely.

We deploy our services to develop skills within orgnisations
- with the goal of making them significantly more #ective.
We're practical and results-orientated - working wth
customers to identify the limiters within their orgnisation

and then develop programmes, which address them.

But we're not just about fixing issues. We help peple,

teams and organisations to build the skills neededo sustain

a more successful business.

We have a good track record. We've helped organisaons to implement efficient sales and
marketing models - and then to reap the rewards, \a significantly increased sales. We've
helped companies to offer far better customer serge. We've helped sales teams to move to
real solution-selling skills - enabling them to meaeheir customers' real needs. We've helped
individuals and teams to work together better - andbecome dramatically more effective as a
result. We've helped new managers and directors lwaden their skills to fulfil their role more

successfully. We've helped people to become more onfident and to better delegate.
We've done all this - and more - for companies larg and small.

What can we do for you? What are the challenges, bstacles and issues facing your
organisation right now? How successful could you b if they were removed or their impact

minimised? That's what we can do for you.

©True North Limited 2009 3
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Coaching the True North way

Performance coaching can be effectively deployed ia wide variety of situations in today’s

business world including:
Helping individuals and teams break through perforence barriers
Career management

Harnessing the talents of people within organisatits to contribute to and implement

challenging business plans

Common wisdom often categorises coaching as a toofor training, remedy or correction;
some suggest coaching is little more than trainingn how to deal with emotional problems
and relationships. Whilst we recognise that coaclnig is useful for all these things, our focus
is on coaching to help individuals and therefore tems and organisations develop effective

behaviours that lead to outstanding results.

When we at True North talk about coaching we mearcoaching as a mechanism for
improving performance. The focus is on the individal and their goals. Coaching helps
individuals get a ‘feel’ for how they can best acldve and align their personal goals with
those of their team and organisation. Coaching idetifies and develops practical solutions

and approaches that will make a difference.

Client need determines the situations and contextdr the coaching interventions

If you are expecting to be ‘told’ what to do then yu are in for a big surprise with True North.
We start from the premise that your organisation ath the people within it already have
invaluable experience, skills and knowledge that add be used to achieve greater
performance. We focus on the practical realitiesthe behaviours and the actual and desired
results that you and your organisation aspire to.We are effective in helping people identify

winning strategies, develop successful behavioursrad implement the right activities.
Our approach to coaching leaves a legacy. It is byature empowering & sustainable, those
being coached are encouraged to develop their abtly to self-coach and improve their own
performance even when the coach is not present.
What's in it for you?
The benefits most often expressed from those expeencing True North coaching include:
Performance improvement
Personal development
Opportunity to step back, reflect and focus on goas

Receiving feedback on behaviours and beliefs

©True North Limited 2009 4
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Being listened to
Having access to others’ skills and experience

With coaching, much like most other things in lifewhat you get out will depend on what you
put in! It's reasonable to expect a change in youbehaviours and activities from the very first

intervention if you are committed to making an impsvement.

Whilst the coaches selected to work with each cliehare selected primarily on their coaching
skills; we also strive to match on chemistry, theikkely ability to get on with those within your
organisation, and thirdly, where a degree of mentdng may be required, we seek to match

on domain experience and skills.

The diagram below illustrates the range of typicalevelopment interactions. True North
coaching typically focuses very much at the top othe spectrum, although when mentoring

we will often operate in the centre.

spectrum of interaction

Listening to
understand

Paraphrasing
Reflecting

Push

Giving someone
your solution

Asking questions
that raise

awareness Summarising

Offering
guidance

Pull

Helping
someone find
their solution

Giving
feedback

Giving
advice

Making
suggestions

Telling Instructing

Myles Downey
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Core programmes

Over many years we have developed a wide range ofrpgrammes covering many different
topics. We have identified approaches, exercisesrd styles that work well. We have captured
these programmes as core programmes, which we thertailor according to the specific needs of

our clients.

The tailored core programmes we have found will meemost needs, particularly as they are
delivered by highly skilled trainers and coaches wdhensure that the material is moulded to the

particular needs of the group on the day.

This means that we are able to offer a range of prgrammes, which we can tailor to your needs
very quickly, and in most instances with little iiny cost of design. We only charge for design

when there are large-scale changes needed to our ce@ programmes.

Take a look through our core programme outlines orthe following pages and then call us to

discuss the ones that you think may fit your needs.

©True North Limited 2009 6



working with people

(@ TrueNorth

Some people seem to ‘get along’ with others really well, and obtain the best from them with seemingly

little effort, while others struggle.

Working with people isn't a gift. It's a skill that can be learned — a skill that can  change a person’s working life.
True North can help you to develop this skill. We ¢ an help you to understand how people interactandt hen help
you to develop the skills to create even more succe ssful working relationships. This isn't about manip  ulation or

‘mind games’ — it's about self-awareness and best p ractice.

Programme content

Exploring your own style,
behaviours and approach

How to build more effective
relationships

Rapport: what is it, how does it
happen, and how can it be
damaged?

Agreeing objectives

Listening skills: what do we
listen for at work?

Delegation: who to, when, how
and next steps

Gaining greater co-operation

Agreeable disagreeing

Handling meetings

©True North Limited 2009

“People judge you by your actions, not your
intentions. You may have a heart of gold —
but so does a hard-boiled egg.”

- Anon

Programme structure

Working with people is a three-day programme, deliered on non-consecutive
days. Assignments are set between sessions.Inclcides personality profile—
all delegates receive an ‘Insights’ personality pffde, to help them better

understand themselves and how they interact with dters.

Working with people is suitable for all organisatital roles and levels. It can be
especially valuable for those who are moving into people-management role,

or those who are new to management.

This programme is designed to help you:

find the most effective ways of creating good, strag working
relationships.

understand your own views and attitudes and how thee influence
your behaviour.

understand why we find some people easier to deal wh than others.

strengthen your working relationships.

delegate with confidence and get excellent resultérom others.

get the best from your team by setting clear, meastable and
focused objectives.

get the best from colleagues and others.

tackle sensitive or difficult topics.

develop good meeting practice, whether you chair metings or
simply attend them.
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managing performance

Managing performance is a vital part of running any organisation effectively, but it isn't just a ques tion
of statistical measurement. Strong performance mana gers are able to use the performance-
management process as part of their approach to get ting the most from their teams. More effective

performance management comes from a clear understan ding of your own, and your teams', motivations and
behaviours - and from having established and agreed clear performance expectations.

“Instead of setting numerical quotas,
management should work on improving the

process.”
- W. Edwards Deming

Programme content Programme structure
A framework for effective Managing performance is a two-day programme, deliveed on non-
interaction

. consecutive days or four non-consecutive half-days.Includes
Layers of inference

Defining the excellent
performance manager: ASK analysis profile, to help them better understand themselvesnd how they
Performance management values interact with others. Managing performance is aimect those
Personal values: Kelly constructs
Clarification of terminology
Understanding behaviour

personality profile—all delegates receive an ‘Insights’ personality

managers who have a performance-management remit.

Insights profiles This programme is designed to help you:

Disciplinary process - gain clarity on how to gain the most from this progamme.
Goals, objectives and targets - understand why we develop the views and attitudes & do,
SMART (WAC-ER) model and how this influences our behaviour.

Motivation : understand what an excellent performance-manager kows,
Feedback thinks, likes and does well.

Appraisals : recognise what's important to a manager of performace.
Interviewing skills - understand own value set for workplace and see hovit fits
Listening and asking questions with the role of performance management.

understand what some of the jargon around performaoe
management means.

understand, accept, value and relate more effectivg with
people.

understand how to work with a company’s procedures.

understand the legal background and constraints.

understand the context and best practice for agreaig
objectives.

discover how best to motivate different personalityypes.

experience how to best frame effective feedback.

understand the purpose and best practice in holding
appraisals.

©True North Limited 2009 8
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developing team performance

Working together effectively in teams is vital for the success of every organisation. However, it is the
norm rather than the exception that teams do not pe rform to anywhere near their potential . Improving
the performance of your team, as a team, will have a significant impact — even a dramatic impact -ony  our bottom
line.

“If we are together nothing is impossible. If

we are divided all will fail.”
- Winston Churchill

Programme content Programme structure
A framework for effective Developing team performance is a three-day programm, delivered on non-
interaction

consecutive days. |hudluaiess pensensdlityy profile—all delegates receive an

Team dynamics
‘Insights’ personality profile, to help them betteunderstand themselves and

Managing styles, managing
differences how they interact with others. Developing team pedrmance is suitable for

Harness the full power of the teams at any level, including senior management tems.
team
Agreeing the purpose of the

team: what is it for? This programme is designed to help you:

Team goals . gain clarity on how to gain the most from this progamme.
Determining team roles . establish a cohesive, decisive, self-reliant teamith a clear sense of
Responsibility, Accountability, direction
Consultation and Information ‘ limit the need for involvement by individuals whora not part of the
Developing team processes team
Group problem solving . work together as a high performing team
Group decision making . confirm team roles, both primary and supplementary
Managing conflict . build team spirit that will carry the team througttough times
Maintaining team spirit — ‘ manage conflict within the team
especially when things go wrong . successfully deal with changes in team membership
External relationships . deal with the tension between the needs of the teamthe task and
How to harness change the individual
Final presentations and . develop a language that the team can use to effectiely communicate
celebrations . create processes to facilitate group problem solvig and decision
Tracking, recognising and making
valuing achievement . set goals for the team that stretch, challenge andnotivate

manage relationships with people and teams outsid®f the team

©True North Limited 2009 9



team leader development

Being a great team leader isn't about being the bes
experienced sales people don't always make the best
developed and honed, enabling team leaders to get t

Programme content

Ownership and responsibility
Attitudes of a team leader
Innovation in the workplace

Business improvement projects
A methodology for defining and

assessing business improvements

Effective working relationships

Insights into self and others

Self-management and
organisation: values, planning and
prioritising

Communicating with impact

Good communication at work

Personal effectiveness:
attitudes and assertiveness

Critical results : what do | really
deliver and how do | get those results

with and through others

Effective delegation process

Effective interviewing:
establishing purpose, rapport,
listening and questioning skills

Final presentations and
celebrations: refining presentation
skills

Tracking, recognizing and
valuing achievement

©True North Limited 2009

(@ TrueNorth

tin a particular field - for instance, the most
sales managers. Team leadership skills can be
he most from the team - and themselves.

“The key to successful leadership today is
influence, not authority.”

- Kenneth Blanchard

Programme structure

Team leader development is structured into four nortonsecutive full-day
sessions. There is a pre-programme of self- and maager-assessment - so
that the programme properly targets the areas whiclyou and your
organisation needs to develop. Team leader developent is aimed at first-tier
managers, such as team leaders, cell leaders, procss leaders, supervisors

and shift leaders.

It is designed to help you:

get clear about the most helpful and effective apprach to being a
team leader.

look afresh at your area of responsibility and seahat improvements
you can make with a bottom line impact.

create a sense of ownership and being valued in yaueam.

understand yourself and connect more effectively wh others.

develop a more tolerant and non-judgmental approachio managing.

recognise what's important to you and the company,and prioritise
accordingly.

get clear about what matters to you, for yourself ad your team.

take a simple yet focused approach to planning thatan be used for
planning anything from meetings to projects.

develop confidence in your communication style.

understand how to structure communication effectivéy.

give and receive effective feedback.

learn to say no and mean it!

be able to behave assertively,.

define where and how you add value to your team/orgnisation.

an approach that stops you thinking “It's easier tado this myself!”

set up interviews that work,

review your own development.

structure and make an effective presentation

10
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leading and managing

While some people are ‘natural leaders’, most other s find leading and managing to be a challenging
experience for which they have had little preparati on. Clear leadership and effective management are
skills that can be developed — and don'’t require a ‘gift for leadership’.

“Treat employees like partners and they
act like partners.”

- Fred Allen, chairman, Pitney-Bowes

Programme content Programme structure
How do I move forward and Leading and managing is structured into four non-casecutive full-day
from where

) o sessions. There is a pre-programme of self- and maager-assessment - so
Ownership and responsibility

Leadership and management: that the programme properly targets the areas whiclyou and your

aspects of my role organisation needs to develop |hchidésspessemadityyprofite—all delegates
Purposeful goal setting receive an ‘Insights’ personality profile, to helphem better understand
Planning

nsiah themselves and how they interact with others. Leadig and managing is
nsights

Business improvement projects
A methodology for defining and ~ Peen performing their role for a while without forml training.

aimed the middle-manager level, those new to theirole, or those who have

assessing business improvements

Self-management and
organisation: values and prioritising

Critical results: what do | really
deliver and how do | get those results
with and through others

Effective delegation process

Coaching skills: listening,
feedback and asking questions

Good communication at work

Problem-solving

Final presentations and
celebrations: refining presentation
skills

Tracking, recognising and
valuing achievement

It is designed to help you:

get clear about the most helpful and effective apprach to being a
manager.

understand and use your Insights profile to good bsiness effect.

value different behaviours, approaches and styles.

an innovative approach to make improvements with btiom-line
impact.

create a sense of ownership and being valued in yaueam.

recognise what's important, and prioritise accordigly.

be more effective with people at all levels.

define where and how you add value to through yourole.

understand the value of coaching in your role.

identify opportunities to take a coaching approactto managing.

give and receive effective feedback.

understand how to ask relevant and useful questions

develop confidence in your communication style.

understand how to structure communication effectivéy.

use a solid, rigorous approach to review your own dvelopment.

structure and make an effective presentation

©True North Limited 2009 11



managing sales

The temptation for many sales managers is to try to create results by applying pressure. Better result S
come from a logical and structured approach to the role, based on a proven framework for success
and an understanding of how to motivate a team towa rds increased performance.

Programme content

Effective environment

Layers of inference

Paradigms

Defining performance standards,
targets and measures

Forecasting: what and how

Improving performance

Insights reports debrief

Motivation and demotivation

Barriers to success

Removing barriers

Review and commitment forward

©True North Limited 2009
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“The man who gets the most satisfactory results isot
always the man with the most brilliant single mindput
rather the man who can best coordinate the brains ad

talents of his associates.”
- W Alton Jones

Programme structure

Managing sales is structured into two full-day noreonsecutive sessions. It
includes personality a profile- all delegates receive an ‘Insights’ personal
report, to help them better understand themselves ad how they interact
with others. Managing sales is aimed at sales manaays of all levels of

experience and type of role.

It is designed to help you:

establish an environment for achievement.

understand why people behave as they do

achieve desired performance levels through the sateteam.

examine forecasting and ensure sales revenue and gacity
forecasts are aligned.

review what can be done to improve performance mangement of
your team in the short and medium term.

develop your ability to enhance your team'’s perforrmnce and
motivation through your own behaviour and communicton.

identify the critical activities that you as a salemanager need to
focus on to create an environment for success.

move forward effectively.

12
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selling solutions

Yesterday’s ‘hard-sell’ sales techniques are obsole te. Customers today demand solutions that
precisely fit their actual needs. To be really succ essful, salespeople need to listen and work with
customers, explore those needs and recommend innova tive and relevant solutions.

The most effective salespeople are trusted advisors

Great solution-sales people are those who are the m ost effective at helping their customers. They help
customers to solve problems and improve profitabili  ty. Customers trust them to understand their needs and to
deliver real solutions.

“Stop selling. Start helping”.

- Zig Ziglar
Programme content Programme structure
Paradigms in selling Selling solutions is structured into four full-dagessions. Assignments are

Preliminaries
Questioning skills

A framework for selling
Uncovering true needs Selling solutions is for those already in a sale®le, whose customers are

set between sessions. In addition, delegates are ezouraged to seek

assistance, outside the sessions, with sales issueas they arise.

Customer issues seeking solutions (rather than ‘products’) even those solutions comprise a
Questioning skills
Managing sales meetings
Following buyer interest

mix of standard products.

Understanding behaviours It is especially for those who wish to:
Adapting to and connecting to . increase their conversion rate.
different ‘types’ . improve repeat and referral business.
Targeting your market
Root cause and objections It is designed to help you:
Refining questions . better explore and understand customers’ needs.
Commitment to buy : develop questioning techniques that help customergo understand
Leveraging a sales legacy their needs — and the business impact of not addresing those needs.

better demonstrate value to the business.

minimise and better handle objections.

understand why traditional approaches to ‘closingare fraught with
danger.

©True North Limited 2009 13



looking after customers

Looking after customers isn't easy - it takes great patience, confidence, energy and commitment. It

also takes a lot of skill. Great and effective customer care is based on conce pts, which are easily understood,
and skills that are straightforward to adopt. These  skills are based around an understanding of the ro le and the
expectations it sets together with learning to list en and question more effectively.

“People judge you by your actions, not your
intentions. You may have a heart of gold —
but so does a hard-boiled egg.”

- Anon

Programme content Programme structure

Creatihg the 'right feel ‘ Looking after customers is a two-day programme, devered on non-
Paradigms and perceptions consecutive days. |ivelldies pensomsl ity prafilee—all delegates receive an

Listening skills . . .
Defining who our customers are Insights’ personality profile, to help them betteunderstand themselves and

Why does customer care how they interact with others. Looking after custoners is suitable for anyone
matter? who deals directly with external customers.
Principles for proactive change

Styles of communication ) ) )
This programme is designed to help you:

Insights
Asking great questions : be able to re-create an effective atmosphere and evironment
Dealing with difficult people and face-to-face and over the phone.

situations . be able to relate better with people who see thinggifferently.
Personal effectiveness . recognise how and who to improve listening with.
Commitment forward . get clear about who you are serving.

understand the need for outstanding customer caren the twenty-
first century.

create improvements to the service and care you praide to your
customers.

be aware of how you come across when communicatingwith
customers.

be able to ask relevant and useful questions forriding out what
your customer really needs.

build your confidence in handling individuals andituations that
may appear challenging.

be assertive.

learn to say no - and mean it.

be clear about how you will develop as a provider bcustomer
care.

©True North Limited 2009

14



coaching skills for directors and managers

A powerful learning programme, which will help mana gers to utilise coaching techniques in order to
get more from themselves - and from their teams.

The most effective managers are effective coaches

Coaching doesn't just teach people to fish —ittea ches them to want to fish, and to want to excel at  it. Coaching
is one of today’s most important management skills.  Coaching is the key to getting the best from your team —
helping them to help themselves, by guiding, steeri ng and encouraging.

“Give a man a fish and he will eat for a
day. Teach a man to fish and he will eat for

a lifetime.”
- Confucius
Programme content Programme structure
Coaching Skills for Directors and Coaching skills for directors and managers is strumired into four non-

Managers is delivered as a stimulating
blend of both methodology and practice.
It covers:

consecutive full-day sessions. Some self-paced mateals are provided prior
to the first session and coaching assignments are et between sessions. In
Creating the best environment addition, delegates are encouraged to seek assistare, outside the

for effective coaching sessions, with coaching issues as they arise.
The differences between
listening and hearing

Verbal language and body
language to develop their coaching skills, with the goal osignificant performance-

Coaching skills for directors and managers is fortose managers who want

How people acknowledge and improvement within their teams. It is suitable foall levels of management.
respond to coaching
Questioning techniques and
strategies
Comparing coaching to
mentoring and facilitation
Barriers to effective coaching
The role of coaching in
management and leadership
Team coaching

©True North Limited 2009
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train the trainer

The trainer performs potentially one of the most im portant and influential roles within an organisatio n.
A great trainer cannot only teach people how to 'do things' - but can also influence culture and drive
positive change throughout an organisation.

Programme content

Effective environments

Paradigms in training and
development

Personal communication styles

Stages of learning and
development

Insights learning styles

Cycles of communication

Listening skills

Effective feedback

Asking questions

Session design

Group dynamics

A range of styles

Training practical

©True North Limited 2009

“The mediocre teacher tells. The good
teacher explains. The superior teacher

demonstrates. The great teacher inspires.”
- William A Ward

Programme structure

Train the trainer is structured into three full-dapon-consecutive sessions. It
includes a personality profile — all delegates reeee an ‘Insights’ personal
report, to help them better understand themselves ad how they interact
with others. Train the trainer is aimed at trainersor technical people who

have to train as part of their role.

It is designed to help you:

create an effective environment for learning.

understand the impact of paradigms on learners andrainers.

be clear about what others perceive from your commaication
style.

understand how we learn and develop.

keep in mind a reference for behaviours.

ensure you communicate in an optimum manner when &ining.

listen well, and handle any distractions professicaly.

give the feedback that builds individuals and leaing.

move people’s learning and development forward witteffective,
appropriate questioning.

get clear what needs to be taken into account whendesigning
training.

understand how to match content to outcomes.

Manage group interactions professionally and effeately.

know when to stop training and start coaching or matoring.

use feedback to refine your approach.

16



presenting and communicatingy

Companies don't just need people who can have great ideas - they also need people who can present
them with energy and conviction, people who can gra b people's attention and hold it. Being able to

present, communicate, persuade and sell is a skill

vital to many organisations today.

“The ability to express an idea is well nigh
as important as the idea itself.”

- Bernard Baruch

Programme content Programme structure
A framework for effective Presenting and communicating is structured into twanon-consecutive full-
interaction

day sessions. It is aimed at anyone for whom preseimg or communicating

Layers of inference
Paradigms and the audience
Structure and purpose

is an important, or recently increased, part of thi role.

Getting the point across It is designed to help you:

Making people want to listen
Space and movement in
communication

gain clarity on how to gain the most from the progamme.
understand why we develop the views and attitudes w do, and

how this influences our behaviour.

Vocals
Visuals

connect with what your audience where they are atnot where you

think they are at.
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make clear, focused and purposeful presentations
make the point you want to make.

ensure you help your audience connect with what yoare saying.
channel your energy effectively when communicating.
understand the power of non-verbal communication
command attention.

use your breathing to improve communication.
develop a greater range of tone.

understand what people hear when you speak.

be more confident in preparing visuals.

handle visual aids for greater impact.
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board development

Many people at board level bring with them consider

able knowledge and skills but their individual and

group capabilities often let them down. Effective boards rarely ‘just happen’: more oftent hey spend time
developing capabilities as individuals rather than  as a group. Time spent developing together will ena ble them
to achieve outstanding levels of business and perso nal performance.

Programme content

Base camp - a one-day executive workshop
The foundation stones for development
Commonly understood purpose
Mutual accountability
Values alignment

Breakthrough change--a one-day executive
workshop
Moving beyond the established group norms
and creating the breakthrough thinking that leadsd
high performance.
Exploring and testing the ‘norms’
Challenge and conflict
Breakthrough change

Challenging progress—one day executive workshop
Exploring how board members work
individually and together when confronted with a

real challenge.
Insights reports
Seeing ourselves as others do
Effective teaming at board level
Working well together under pressure
Learning fast as a group

Innovation forum--a one-day executive workshop
Addressing business issues with innovative
techniques.
Innovation
Decision making
Priority setting
Moving to action
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“The ultimate measure of a man is not
where he stands in moments of comfort
and convenience, but where he stands

at times of challenge and controversy.”
- Martin Luther King, Jr
Programme structure

Board development is a four-day programme, deliverg on
non-consecutive days. Each day comprises a highlyatilitated
and participative workshop. Prior to the workshopa
benchmarking process establishes the board 'startig
position' via a series of one-to-one interviews angersonality
profiling. imcludies persomality profile—all delegates receive
an ‘Insights’ personality profile, to help them beter

understand themselves and how they interact with dters.

Board development is intended for board-level exectives.
The programme is best provided for up to five peom from the
same board team.

18



people, personalities and performance

Most work problems stem from issues related to the way that people interact. Those organisations
which can engender more effective personal interact ion can experience quantum improvements in the smoo  th-
running, productivity and efficiency of individuals , teams, departments, offices and divisions — makin g the entire
organisation a more cohesive and effective entity.

Programme content

Introductions and effective
environment

The cycle of development —
how do | change behaviour in myself
and in others?

Paradigms and perceptions

Layers of inference

Behaviours

Behavioural preferences

Insights’ colours and types

The Insights model

Strategies for adapting and
connecting

Programme close and
conclusion
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“Life is like a cobweb, not an organisation chart.”
- H. Ross Perot, founder, EDS and Perot Systems

Programme structure

People, personalities and performance is a one-dayhighly facilitated and
participative workshop. Incluaies pensomeality pnafite—all delegates receive
an ‘Insights’ personality profile, to help them bder understand themselves

and how they interact with others.

The programme is challenging, stimulating and highlinteractive — and
includes facilitated discussions, explorations, acdtities and exercises. These
are aimed at delegates gaining a better understandg of both self and
others in order to leave the programme with effectie, personalised
strategies for communicating and interacting asseitely and confidently with

others.

People, personalities and performance is aimed atrayone and everyone —
except hermits.
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Trainer support packagee (ITHP)

From time to time clients have asked if we are abl& help them to deliver programmes
themselves. There are many reasons given, sometinsecost related but often it is because the
culture in the organisation means that internal remurce needs to be used to deliver the training.
This does create some challenges, particularly fasrganisations that do not have an established

training specialist.

Our Trainer Support Package (TSP) provides trainingaterials customised to the client’s
organisation and, most importantly for some clientscomprehensive trainer coaching and

support.

The value of the TSP is that time is not spent induse designing programmes (this can take a
long time), the training programmes are based on ied and tested programmes that work and
the trainer is provided with train the trainer supprt so that they can confidently deliver the

materials.

As the programmes are delivered by in-house resourcthere is also a cost saving compared to

programmes delivered by our own specialists.

So, you can ask us to deliver programmes for you, pif it is right for your organisation we will

support you in delivering programmes yourself. Thehoice is yours.

©True North Limited 2009
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Accredited outsourcing programmes
True North have helped the National Outsourcing Assciation (NOA) to establish a professional
development arm, NOA Pathway.

NOA Pathway provides professional development progimmes for people involved in
outsourcing. It includes the first university acadited outsourcing qualifications available

anywhere in the world.

There are 3 programmes currently in the NOA Pathway
Professional Certificate in Outsourcing Practice
Advanced Professional Certificate in Outsourcing Rctice
Diploma in Strategic Global Outsourcing

The Certificates are assessed at undergraduate leVeand the Diploma at post graduate level.
Middlesex University is the awarding body.

All of the programmes are work based and provide prfessional development for those entering

into an outsourcing role along with those who are lghly experienced.

For more information, log on to our website and dowload a copy of the NOA Pathway
Prospectus or log on towww.noa.co.uk to find out more about the NOA and download the NG\

Prospectus from there.

©True North Limited 2009
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Consultancy and supgpantt

We do recognise that training is not always the saition to organisational issues and opportunities.
We are able to provide a range of services that prgide our clients with a very wide range of solution
to fit their needs.
Consultancy services include:

Organisational reviews

Training need analysis

Sales process design and development

Continuous improvement programmes, including Six $ima and Lean

360 degree feedback exercises

Assessment and development centres

Psychometric tests

Performance management and appraisal processes

Induction programmes

Competency frameworks

We are able to provide hands on support or we can wrk alongside an organisations team providing advie

and support as required.
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Clients

We have worked with a range of organisations in aariety of ways and with different levels from

junior staff through to Board members. These areust some of the organisations with which we

have worked:

Aviva

Accord

Boots

Blake Lapthorn (Law)

Carpetright

DSGi (Dixons Stores Group)

Euphony

RAC

HSBC

Orange

Carphone Warehouse
Westwind Air Bearings
Wilson Tool

Haydens Bakeries
Westcode Semiconductors
Swindon Pressings
Precimax

Siemans Magnet
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Bristol City Council
Northmoor Trust
Careers Wales
HBOS

Virgin Medi

Cross Manufacturing
Lea Abse and Cohen
AFLTelecommunciation
Lloyds TSB

Stibo Catalogues
BCA

Federal Mogul

Lex

Serco Aerospace
Tessella

Parsons Brinkerhoff

London Pensions Fund Authority
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Contact True North

You can visit our website atwww.truenorthgb.com for more information

Our email address iscontact@truenorthgb.com

You can also contact us by telephone on 0845 130 590, or by fax on 0870 400 1859

We look forward to hearing from you and to helpingyou to meet your challenges and achieve

you goals.
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