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Training and Development
for Business Companies

Leaders and their teams are challenged daily. They need to engage and
influence clients, team members and stakeholders at every level. We now
work in an ‘experience economy’ and every conversation counts. To be
successful, leaders and teams need to move beyond habitual, ‘one size fits
all’ type communication and develop more purposeful, engaging commu-
nication and presentation skills, to stay relevant, be impactful and ulti-
mately drive success. In the eyes of the customer, the staff essentially rep-
resents the company. If a customer feels dissatisfied after dealing with one
specific representative, chances are they will assume the entire organiza-
tionis riddled with flaws. Better customer interactions will help sustain the
company'’s positive image.

Fit For Future - Is a series of modules developed for professionals and
business companies with the focus on:

Communication Skills and
Personal Developme
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To connect with many types of people while showing confidence, credibili-
ty and trustworthiness requires specific tools and strategies. In this com-
munication training modules, employees will focus on the specific com-
munication skills and competencies necessary to build mutual under-
standing and connections with others, regardless of the role. We will dis-
cover influence strategies and learn how to critically evaluate each unique
communication event. This communication and personal development
course combines proven-by-practice methods with new insights and ideas
that will grow your communication skills to address different audiences
effectively. Employees will gain a wider perspective of communication in
organizations through breakout sessions, exercises, and case applica-
tions.
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Conflict Managen:

One Day Training
All levels

Differences are inevitable in a local
group having members with different
experiences, attitudes and expecta-
tions. However, some conflicts can
support  organizational  goals.
Indeed, too little conflict may lead to
apathy, lack of creativity, indecision
and missed-out deadlines. Clashes of
ideas about tasks also help in choos-
ing better tasks and projects. This
module focuses on managing and
cooling the conflict.
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Dynamic
Presentation Skills

Though having great ideas is highly desirable in any busi-
ness, it is ultimately of little value without the supporting
presentation skills that ensure they are communicated effec-
tively to others. This two-day Dynamic Presentation Skills
course is designed precisely to make sure that these ideas
don't get lost in translation by giving participants both the
skills and confidence to present effectively in the workplace,
using their natural communication style as a starting point.

Teamwork

With things now changing at a far greater speed than ever before, it is cru-
cial to be adaptable, resilient and forward-looking. The greater role
played by technology requires the workforce to stay not only agile but also
flexible. Complex problem solving and multitasking will become required
personal skills to cope with each other while increasing speed and volume
of information.
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Emotional
Intelligence

One Day Training
All levels

Emotion is fundamental to service industry. As service sector, bank em-
ployees form and maintain relationships within emotionally charged en-
vironments where emotion is central to the service delivery. Emotions
influence professional relationships, impact service delivery and affect
bank employees at an intrapersonal level. We learn how to evaluate and
how to manage emotions in a productive way.

Two days training |
Directors, Managers §

This course givesq
reliable model for prepa
ing and delivering effec-
tive presentations. In
business, we are often
called upon to “make a
few comments.” Often,
people tasked with such
speeches become flum-
moxed. They might not
know what to talk about,
or ramble without
making a point, or simply
be confusing to listen to.
This course is designed to
help you shine where

others falter.
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Business Etiquette Skills

Two days training
Directors, Managers, Salesperson

Sales people are required to master specific skills to attract, convince and
retain new clients. They are expected to “sell” in a non-traditional way due
to the diversification in the customers’ profiles and the unlimited number
of brands and choice available in the markets.

Having said so, it’s no more an option to train our Sales People on the
marketing and sales principles and techniques. This two-day training
course covers the business etiquette skills as well as the sales and market-
ing know how that every salesperson has to know and apply.
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Public
Speaking

Two Days Course
Management Level

This course is an introduction to speech

communication which emphasizes the prac-

tical skill of public speaking, including tech-

niques to lessen speaker anxiety, and the use of

visual aids to enhance speaker presentations. Civility

and ethical speech-making are the foundations of this

course. Its goal is to prepare the employees for success in typi-

cal public speaking situations and to provide them with the basic
principles of organization and research needed for effective speeches.

Executive
Leadership

Two Days Course
Management Level, Team Leaders.

Although this is an executive leadership course, it can help team leaders at
all levels of their careers. Its more about leading a team and more content
is devoted to that aspect of leadership rather than corporate strategy or
decision making.

A leader must envision, engage, choose and connect. They must lead with
power and influence, master complexity and plurality and build effective
teams. This are the broad strokes that the course dives deeper into with
analysis, articulation, identification, deduction and investigation.
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Enriching Customer
Relations

Two days training
Front line bank employees

Customer connection skills - With an increasing number of service provid-
ers willing to offer tailored financial services, customers have become more
demanding and yet less loyal. There will be a demand for emotionally intel-
ligent employees who are client-centric and capable of delivering service
excellence. Such people are adept at focusing on each customer’s unique
needs and showing empathy when trying to connect with customers in a
personal way.

*Tailored trainings for leadership, management
and employee engagement can be organized
upon Bank management request.

Trainer/Mentor
Arlinda Causholli
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