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ELAvate® Southeast Asia
Over the past 30 years with our headquarters in Singapore, we have worked with well over 1,000 organizations across Asia, including 
Malaysia, in both profit and non-profit sectors, multinationals and joint ventures, or large local conglomerates to craft and align their people 
development plans to effectively achieve their strategic goals.

Michael J. Griffin CEO & Shareholder
 Mr. Griffin has spent the majority of his 40 year career in Asia in the field of Leadership and Sales Training and 
Organizational Consulting. His areas of expertise include Cross Cultural Leadership, Senior Executive Development, 
Sales Productivity, Strategy Mapping and Public Speaking.

ELAvate® Indonesia
In the year 1992, ELAv-
ate® broadened its reach 
to Indonesia. Over the 
last 20 years, ELAvate® 
Indonesia has delivered 
training development in the 
Healthcare, FMCG, Energy, 
Banking, Real Estate, Insur-
ance, and other business 
industries. 

ELAvate® Vietnam
Since 2008, ELAvate® 
Vietnam has been helping 
its clients succeed in a vari-
ety of critical components, 
especially including em-
ployees, to create a clear 
strategic vision, in motiva-
tion performance and for 
the preparation to excel the 
organization’s strategy.

ELAvate® India
For the last 16 years, more than 200 
companies have participated in our 
programs in India, Sri Lanka, Bang-
ladesh, Pakistan and Nepal. We 
have successfully partnered with a 
mix of local firms as well as multina-
tional companies in their strategy 
to results through people develop-
ment initiatives. We also serve in the 
SAARC region and Middle East.

ELAvate® works with companies to grow these kinds of leaders:

CXO Leaders who can be coached and groomed to take their 
company and people to the regional or global marketplace. These 
leaders usually require a more senior consultant who has the maturi-
ty and experience to assist the CXO’s to new levels of significance.

Experienced Leaders who are leading teams, are currently in 
positions of influence and ready to ELAvate their leadership levels 
for more challenging positions in your organization.

Sales Performance Leaders who are sales people who ethically influ-
ence clients to win-win solutions in the B2B or B2C environments, or, 
even more importantly, training and developing Sales Managers as 
coaches who inspire performance and nurture development.

Customer Loyalty Leaders can make or break an organization’s long 
term survival. Whether it may be leaders on the retail floor or in a 
BPO/Call Center, ELAvate® provides training and processes that can 
help your service people be a superior competitive advantage.

Young High Potential Leaders that have some knowledge and good 
attitudes but need to grow in skills, competences and experiences.

With over 30 years of experience doing 
business across 27 nations in 5 continents, 
ELAvate® understands and helps 
businesses achieve their goals through 
people. 

We apply our unique “Assess, Train, Coach, 
Reinforce, Measure” process which leads 
to real change and organisational results. 
Founded by Mr. Michael J. Griffin, our 
mission is to equip and inspire people to 
be the leaders they have the potential to 
be and as multipliers in their workplace, 
community, family and culture. 

Our name, ELAvate®, is partly derived 
from the acronym of Equipping Leaders 
for Asia. It reflects our vision aptly as we 
aim to elevate the skills and successes of 
leaders in Asia all the way to the summit. 
We collaborate with organizations to 
attract, retain, train and grow their leaders 
to achieve world class competences, 
attitudes and success. 

Results come when leaders are equipped with the right skills, tools and process and are 
motivated to do the right activities at the right time. 

Transform Your Business Strategies to Results Through Your People.

YOUR PEOPLE ARE THE KEY TO YOUR BUSINESS SUCCESS.

ELAvate® China
ELAvate® has been training in China 
since 2005. Our core competency training 
includes Leadership and Teamwork, Sales 
Process Improvement, Sales Team Com-
petence, Talent Management and Perfor-
mance and Strategy that come in both 
English and Chinese. In 2015, ELAvate® 
is expanding their world class consulting 
to both multinationals and local firms that 
want to go global from China.
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4321 Strategy to Results 
through People 

Even the most brilliant of strate-
gies will collapse if an organiza-
tion fails to invigorate, invest in, 
and support the people responsi-
ble for implementing it. We strive 
to equip everyone from the exec-
utives to the frontline individuals 
with the right skills to succeed.

Assess
At this phase, ELAvate® meets with the key 
stakeholders and performance champi-
ons to identify the business & competitive 
issues, the current culture and organization-
al circumstances, and assess the existing 
processes, people and measures that affect 
the performance change required. ELAvate 
collaborates with our client to determine 
what consulting or training is needed and 
how the success of this intervention will be 
measured and assessed. This stage may 
involve focus groups, CXO meetings, field 
visits, and on line assessments.

Blended Learning 
Every individual and organ-
ization have their unique 
styles and needs. We offer 
blended learning to ensure 
our training sessions are high-
ly interactive, suited to meet 
different adult learning styles, 
individual personalities and 
unique corporate cultures.

Leadership & Team Development
ELAvate® provides a systemic approach 
to leadership and team development 
training – one that builds a motivated, 
loyal workforce capable of reaching 
new levels of productivity and harmony.

Sales Productivity
ELAvate®’s innovative sales system features more 
than 30 programs that directly address both tactical 
and strategic selling skills, processes and measures 
needed at every level within your organization to 
ensure lasting competitive sales success.

We support our clients to get 
results across these 5 areas.

Customer Loyalty
ELAvate® gives actionable skills, knowl-
edge and process to employees on how 
to create positive defining moments 
during every interaction that will truly 
multiply the power of your business.

Talent Development
Our science-based assessments provide 
insights to better understanding your 
employee’s current talents and future 
potential, which are highly effective for 
building teams, hiring or talent training.

Performance Management
We provide proven, scalable, and repeatable 
performance strategies such as Strategy Mapping, 
Balanced Scorecard, Leadership Succession, Process 
Improvement and Problem Solving that produce real 
results and improve organizational performance.

Based on our 30+ years of experience in Asia Pacific, the 
ATCRM process reinforces the training beyond the classroom 
to inspire productive new sustainable behaviors in the work-
place. This proven method, in all our solutions, helps your 
organization to experience real change and on the job results.

Strategy to Results Through People

PROCESS

Train or Consult
Drawing from our library of consulting and 
training, ELAvate® initiates a program of 
process, behavioral and attitudinal change 
involving individual work, seminars and 
workshops, team activities. Our training and 
consulting always honors Adult Learning 
Styles for full participation, Open Archi-
tecture so all programs are customized, 
Blended Principals so participants always 
receive cutting edge competence and 
knowledge, and experienced world class 
trainers backed by a 100% guarantee. 

Coach
Many training programs end up in the “trough of disillusionment” with the expected 
results, behavioral change or process improvements lacking. Our experience shows 
in the majority of cases, poor or non-existent coaching skills by the participant’s 
immediate supervisor is the cause. ELAvate® emphasizes the need for active coaching 
in the skill and attitude areas being taught is a must for training and consulting success. 
Our ability to ELAvate your coaching culture to new levels of higher performance is one 
of our key competitive advantages. A team with a poor coach rarely wins. 

Reinforce
Our consulting and training is not an event. It is a process. Classroom training is not 
about flicking a switch and participants change. Real skill, competence and attitudinal 
change only occurs when there is consistent reinforcement on the job. Think about 
learning a new sport. The real change takes place on the field with the coach and you 
having the tools, process and time to change. ELAvate® use this “Sport Process” to 
leadership, sales, customer service and talent management initiatives your organization 
employs to change and remain competitive. 

Measure
The old adage “What gets measured, gets done” is outdated. We believe “What 
gets measured, fine tuned and recognized gets results.” ELAvate® wants to measure 
consulting and training success, and sometimes failure so your organization can 
continually improve to become world class. Most firms do not have a good way to 
measure training or consulting performance or success. ELAvate® does. We consistently 
rely on the Kirkpatrick Model of measuring the 4 levels of training success, behavioral 
or skill improvement measures, process analysis, and scorecards with observable or 
measurable KPI’s that can clearly link ELAvate® programs to measurable outcomes. 

Process Rather 
than Event Driven 

Through our learning formu-
la, we guide learners through 
each stage of the ATCRM 
process. Rather than just 
a one-time training event, 
we’re here with the learners 
for the long haul till they truly 
experience change.

The ELAvate® Strategic Advantages

Blended Principals 
We creatively work with partners that are 
tops in their field of expertise. This means 
your people, teams and leaders get the 
best “lid lifting” training and consulting so 
they may perform with world class excel-
lence. Our collaboration with our expertise 
leaders delivers training that is cutting edge 
and unique, not a cookie cutter approach 
but real creativity in growing people. 

WHY ELAVATE?
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Strategic
PARTNERS

Achieve Global is now a part of MHI Global. 
We provide organizations worldwide with an 
expanded, holistic approach for developing 
and managing, and sustaining, long-term 
customer relationships. 

MHI Global therefore has possibly the most 
comprehensive library of Training and 
Behavioral Change modules in the world. 
We have expertise across 87 countries and 
over 40 languages. Global experience for 
competitive advantage.

We are global consultancy and training lead-
ers in sales productivity, leadership/team 
development and customer service. 

Since 1969, Communispond has helped 
over 600,000 client associates – including 
CEOs, board chairs, sales leaders, sports, 
media, and political figures – to achieve 
business goals by communicating with 
clarity and power. 

We can help organisations grow their 
leaders, increase their sales, and build 
communication expertise throughout the 
organization. 

A global potential and performance 
measurement firm, Chally Group 
Worldwide utilizes industry leading 
research, predictive analytics and 
advisory services to ensure our clients 
have the vital information to minimize 
risk associated with making critical 
talent management decisions relating to 
selection, alignment, development and 
succession planning. 

With 40 years of experience, we provide 
tools in more than 24 languages across 
49 countries. Chally’s unique methodol-
ogy and predictive assessment tools are 
based on proven actuarial science and 
legally defensible.

A world class research-driven consult-
ing firm, Trompenaars Hampden-Turner 
coaches organizations how to maximize 
their global productivity by consult-
ing and teaching them to effectively 
communicate and solve problems across 
cultures. 

Based on our research across 50 
countries, we have unique ways to help 
people and organizations from different 
cultures and with diverse viewpoints work 
together. 

CEO Fons Trompenaars was voted 
one of the top 20 HR Most Influential 
International Thinkers by HR Magazine. 
He is also ranked in the Thinkers50 to be 
one of the most influential management 
thinkers alive.

One of the world’s largest training company, TwentyEighty owns MHI Global, AchieveGlobal, Miller Heiman, Impact 
Learning Systems, Huthwaite, Channel Enablers, Omega Performance, IPS Learning, ESI International, VitalSmarts, Forum.  
We help organizations improve business outcomes through workforce learning in these four key areas of business: Sales 
Performance, Leadership Performance, Strategic Execution, and vertical markets such as Credit Performance. 

For over 30 years, TTI Success Insights 
have researched and applied social 
and brain science, creating behavioral 
assessments consultants all over the 
world use to hire, develop and retain the 
best talent in the world. 

We transform potential to productivity, 
performance and profits. We are ded-
icated to making organizations better 
through our assessment-based talent 
management solutions that maximize the 
performance and satisfaction of employ-
ees while increasing business results for 
every organization they work with. 

Every 10 seconds, someone in the world 
is completing their TTI Success Insights 
profile.

Inc. Magazine voted John Maxwell as 
the #1 leadership and management 
expert in the world! 

As a John Maxwell Certified Coach 
and Speaker, our CEO, Mr. Michael 
Griffin can provide you with leadership 
workshops, public speaking, and 
coaching, assisting your personal and 
professional growth through learning 
and practical application of John’s 
proven leadership methods. 

John Maxwell Team is an affliate of John 
Maxwell Co.

Over the years we have 
worked closely with these 
strategic partners to pro-

vide blended learning and 
a more holistic training 

experience for our clients. 
Carefully chosen, they are 

the top leaders in their 
field of expertise.

The MHI Research Institute is an 
independent research organization within 
MHI Global dedicated to improving the 
performance and productivity of complex 
B2B sales organizations. 

Through extensive research into the 
best practices, strategies and decision 
frameworks that drive World-Class Sales 
Performance, we help sales leaders 
develop and hone sales strategies to 
improve sales performance.

Jeffrey Gitomer, the author of The Sales 
Bible, The Little Red Book of Selling and 
The Little Gold Book of YES! Attitude, is 
America’s best-selling author and #1 sales 
guru.

As a Gitomer Certified Advisor, our CEO, 
Mr. Michael Griffin can provide you with 
sales programs, assisting your sales growth 
through learning and practical application 
of proven strategies by Jeffrey Gitomer.
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O U R  L E A D E R S H I P  P A R T N E R S

LEADERSHIP & TEAM DEVELOPMENT

Today’s global business leaders need to ELAvate their leadership 
and team development skills to be able to face the unprecedented 
business issues, resulting in part from an increasingly complex, 
diverse, and rapidly changing global economy. Enhancing team 
productivity while setting a key-results focus in reduced timeline is 
one of the many dilemmas leaders have to face. 

Shifting perceptions of the skill sets required for effective leadership in the 
21st century demand new and innovative training methods and programs that 
adequately prepare leaders for the key roles they will play in leading their teams 
and supporting their organizations’ success. 

Our leadership and team solutions will help every of your employee: 

— Contribute and communicate effectively.
— Shape team purpose and productivity.
— Feel valued and capable in their jobs.
— Build collaboration, personal initiative, and trust.
— Develop their ability to manage people, projects and customers.
— Understand their role in the big picture of organizational success.

MeasureReinforceCoachTrainAssess

D E L I V E R

D E V E L O P

D I R E C T

D E F I N E

Individual 
Contributors

Managers / Coaches

Senior Managers 

CXOs / Directors Leadership Vision, Mission, 
Values and Strategy

Teams and Resources

Team and Individuals

Organizational 
Results
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Activating Change: Director Version
In response to issues like: complacency, fear from employees 
and management, conflict with organizational culture, 
pessimism, cynicism, turf battles, and lack of communication, 
Activating Change, a system was developed after conducting 
a comprehensive global research project. 

Activating Change offers unique solutions for executives, 
managers, supervisors, and individual contributors, and 
equips them with the critical skills to create a change-capable 
organization.

Vision, Mission, Values and Strategy  1 DAY

In this fast paced world, many senior teams have to refine and 
adjust the nature or focus of their business. This starts with 
Mission, guided by sound ethical Values, with an innovative 
Strategy to achieve the Corporate Vision and Goals. 

ELAvate® senior consultants can facilitate these valuable 
sessions at the board or division level for Organizational 
Change, Sales/Service Competitive Advantage, Talent 
Management or Delivering Better Corporate Performance.

Strategy Mapping and Balanced Scorecards  2 - 3 DAYS

Winning is more difficult without a clear concise strategy that 
focuses on goals and responsibilities. 

ELAvate® guides organizations to formulate their Strategy 
Map for Revenue and Productivity across their Path to Market 
Leadership, Internal Processes and Support, Culture and Talent 
Environment, and, Finance. 

The Strategy Map can then be linked to departmental, team 
and individual Balanced Scorecards that clearly link KPI’s and 
responsibilities to the organizational Strategy. ELAvate® has been 
helping companies accomplish this since 1996. 

CXO Mentoring and Coaching  3 - 6 MONTHS

The Directors of ELAvate® have years of experience across 
countries, industries and both in the profit and non-profit 
sectors coaching and mentoring CXO’s and Senior Executives.

Our “ELAvate the Executive” program involves two processes 
– “Shifting Gears” and The 6 E’s of Mentoring.” ELAvate® also 
offers an in depth, unique ELAvate Coaching Certification 
tailored to the Asian CXO and Leader environment, 
circumstance and culture.

CXO Fast Track Seminars  1 - 2 DAYS

ELAvate® has learned to facilitate fast paced, interactive, one-day 
seminars for the CXO and Senior Director Suite. 

These sessions can cover a variety of topics to allow CXO’s and 
seniors the environment to “Learn - Relearn – Unlearn – Refresh 
Reflect – Rejuvenate” competence areas in leadership, talent 
development, performance management, teamwork, or growing 
personal influence. 

Contact ELAvate® to discuss the seminars we have for giving 
your seniors the ELAvate® high octane learning experience.

Leading Across Cultures  2 DAYS

ELAvate® has been collaborating with Trompenaars Hampden-
Turner since 1995 to assess, train and coach leaders on how to 
manage effectively across cultures. 

Our processes involve the 7 Dimensions of Culture profile, the 
10 Dilemmas Diagnostic, the Corporate Culture Matrix and the 
TTI DISC profiles. We have cultural profiles across hundreds of 
organizations, job positions and countries. 

This program is always customized, based in terms of content, 
participants, cultures and time. Leading Across Cultures can be a 
one-day event of a full culture leadership change process across 
our model of Aware, Respect, Reconcile and Root.

D E F I N ECXOs / Directors Leadership Vision, Mission, 
Values and Strategy
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Managing the Performance of Others  2 DAYS

Senior managers of a work team must ensure employee performance aligns with the 
direction and strategy of the organization. Skills taught in this workshop help them 
prepare and conduct different types of performance-related discussions.

D I R E C TSenior Managers Teams and Resources

Activating Change: Manager Version  2 DAYS

The high-impact practices and tools taught in this program will not only guide senior 
managers in providing clarity and direction to their team, but also fit with the demands 
and time pressures of today’s work environment. This solution calls out and underlines 
the most critical practices for leading change today.

Bridging Strategy to Outcomes 
2 DAYS

This workshop helps senior managers 
build commitment and focus effort at 
every organizational level. Fine-tuned and 
framed for senior managers, they will master 
and apply key interpersonal skills needed 
to meet the challenges of their roles as 
managers of other managers. 

Interpersonal Leadership Skills
2 DAYS 
We have developed an effective way 
to provide leaders with the critical 
communication skills they need. With 
these skills, senior managers will be able to 
influence and motivate others to reach new 
heights of productivity and performance.

Creative Problem Analysis and Decision Making  2 DAYS

Senior managers will learn a new way to analyze problems, recognize opportunities, 
and produce more creative and profitable decisions.

Module 1: Planning for 
Performance Discussions       
Senior managers gain skills and 
tools to prepare for performance-
related discussions that increase 
productivity, collaboration, and 
achievement of critical goals.

Module 3: Correcting Performance 
Problems  
Senior managers learn how to address 
recurring or serious performance problems, 
get an individual’s performance back on 
track, and build motivation for improvement.

Module 2: Clarifying Performance 
Expectations
Provides senior managers with the 
skills to discuss performance ex-
pectations with others in a way that 
increases their sense of ownership 
and gains their commitment.

Module 4: Conducting Performance 
Reviews  
Senior managers gain skills and tools to 
conduct a performance review that focuses 
on major responsibilities, opportunities for 
improvement, and developmental needs.

Module 1: Clarifying and Confirming
Senior managers learn to listen in a new 
way to understand what others say and 
mean before reacting, and also to clarify 
and confirm to get accurate and complete 
information before taking action or making 
commitments. 

Module 2: Balanced Feedback 
Senior managers learn to reinforce high 
standards of quality and achievement 
while helping people find satisfaction 
in doing their jobs well, give balanced 
feedback that encourages people to put 
forth their best efforts and ideas, evaluate 
suggestions and prevent mistakes without 
stifling initiative or cooperation.

Module 3: Discussions Skills 
As skilled communicators, senior 
managers will learn to open discussions 
in a way that encourages others to 
participate, promote a free exchange of 
innovative ideas and information, and 
summarize agreements and action steps 
so that all involved understand what needs 
to happen next. 

Module 4: Managing Differences 
Senior managers will learn the skills 
needed to negotiate differences without 
being forced to accept unsatisfactory 
compromises, avoid win-lose conflicts 
that can cause resentment and lack of 
commitment, and gain acceptance of 
difficult or unpopular positions.

Unit 1: Sizing Up the Situation
Senior managers learn to clarify vague and confusing situations and make complex 
situations manageable before taking action so they can be handled appropriately.  

Unit 2: Analyzing the Problem or Opportunity
Senior managers gain a systematic problem solving approach that helps them 
formulate an accurate description of the problem, identify all possible causes and 
isolate the most likely causes for further analysis.

Unit 3: Being a Diagnostic Detective
Senior managers will be able to gather high-quality information by learning to 
evaluate information based on three specific criteria, use specific communication 
skills for gathering information, and determine whether to invest additional time 
and money in acquiring further information. 

Unit 4: Making a Decision 
Senior managers learn to gain acceptance for decisions, develop innovative 
alternatives, involve others in the decision making process, and adopt a systematic 
approach to making informed, creative decisions.

Unit 5: Stimulating Creativity
Senior managers will generate more ideas and applications by learning to use a 
variety of techniques to overcome barriers to creativity and stimulate innovative 
thinking as well as uncover solutions they might have previously overlooked. 
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Executive Presence Coaching  2 DAYS

This program brings you together with an expert who can advise 
you on everything from the points you should cover to what 
gestures you should make when preparing a critical event, like 
a media interview, a keynote address, or an IPO road show. 
Our coaching is successful and efficient because it’s highly 
personalized, focused, and non threatening.

The 360° Leader  2 DAYS 

Contrary to common beliefs, you don’t 
have to be the main leader to make a 
significant impact. By applying John C. 
Maxwell’s three principles of leading 
down, leading up, and leading across 
the organization, senior managers can 
influence others in every direction and 
become an effective 360° Leader.

The 15 Invaluable Laws of Growth 2 DAYS

John C. Maxwell’s third Laws series (following 
The 21 Irrefutable Laws of Leadership and 
The 17 Indisputable Laws of Teamwork) 
focuses on helping senior leaders become 
growth-oriented. The 15 tried and true 
principles enable senior leaders to become 
a lifelong learner whose potential keeps 
increasing and never gets “used up.”

Everyone Communicates, Few 
Connect  2 DAYS

Successful senior managers need to identify 
with people and relate to others in a way that 
increases their influence with them. Based 
on leadership expert John C. Maxwell book, 
these five principles and five practices will 
equip senior managers to communicate at a 
level that runs far deeper than words. 

D I R E C TSenior Managers Teams and Resources

Executive Presentation Skills  2 DAYS

As senior managers master presentation techniques, your 
organization becomes highly professional and consistent on its 
message inside the organization and to the outside world. They 
gain new confidence, morale improves and turnover declines.

Persuasive Dialogue  2 DAYS

Senior managers will learn to use a six-step dialogue process for 
comfortably and effectively persuading others. Mastering these and 
other skills will make them both persuasive and influential. 

Leading Online Meetings  2 DAYS

Senior managers will learn how to create effective agendas, master 
the art of the question,  and how to work as a team to conduct a 
productive virtual experience while juggling the technological 
components of virtual meetings. 

Virtual Presentation Skills  2 DAYS

Keeping an audience interested and engaged when you’re not 
face-to-face with them is a set of skills. Senior managers will 
learn the specific techniques for: 
— keeping virtual sales presentation on message
— eliciting audience participation when needed 
— effectively using tools that are standard for most web platforms

Cross Cultural Coaching & Mentoring  
LENGTH VARIES

The coaching process guides senior 
managers across Chemistry, Character, 
Competence and Charisma through 6 
phases to gain growth. This process will 
align the coachee’s personal needs and 
goals with those of the organization they 
work for and the country they are working in.

7 Dimensions of Culture Profile
The Intercultural Awareness Profile 
(IAP) is designed to assess the personal 
orientation and choices that senior 
managers make when resolving 
intercultural business issues.

Culture Compass On Line
The Culture Compass Online (CCOL) is an 
interactive, country-specific, web-based 
e-learning application for international senior 
managers who regularly deal with different 
cultures.

Facilitating Meetings For Results  
1 - 2 DAYS

Senior managers will learn to prepare the 
group for a focused meeting, encourage 
diverse points of view, keep the group 
moving in the right direction and make sure 
action items are planned.

Focused Interviewing  2 DAYS

Focused Interviewing helps senior managers avoid common frustrations by offering 
a systematic approach to planning, conducting, and evaluating the interview. This 
program gives anyone who makes a hiring or promotion decision the practical skills 
needed to evaluate candidates objectively and make the best decision for both the 
candidate and the organization. 
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Leading Meetings  2 DAYS

This workshop leaves managers with 
the ability to lead effective, results-ori-
ented meetings, no matter how com-
plex the issue or diverse the group.

Profiles in Genuine Leadership  
2 - 4 HOURS

Using a self-assessment that measures 
performance in six leadership “zones”, 
managers link their strengths and 
weaknesses to their current business 
challenges and create a plan to capitalize 
on their strong points, while developing 
areas that need improvement. 

Coaching Others for Top 
Performance  2 DAYS

Managers focus on developing skills 
that can help them perform daily 
coaching activities and build constructive 
relationships, resulting in a stronger 
commitment to improving performance.

Module 1: Building Trust Under 
Pressure: The Basic Principles  
These basic principles help managers 
build trust and effective working 
relationships to address organizational 
problems in a way that optimizes 
business results.

Module 2: Goal Setting: First Step of 
Feedback 
Without clear and collaborative goal 
setting, coaching becomes extremely 
difficult.  This program is very effective 
in teaching anyone how to set clear, 
concise and measurable goals for 
individuals and teams with a simple 
checklist QQTRP. Make goal setting the 
first priority of your coaching process. 

Module 3: Providing Constructive 
Feedback  
Managers learn how to give constructive 
feedback in a way that builds openness 
and mutual respect, and promotes 
problem solving and learning.

Module 4: Developing Others   
Managers acquire the skills for 
developing others, helping them 
expand their capabilities so they 
will have the confidence to take 
on new challenges and work more 
independently.

Module 5: Giving Recognition 
This module provides managers with 
skills for recognizing and reinforcing the 
behaviors that support and lead to the 
right results.

Problem-Solving Results: 
Solutions, Improvements, and 
Innovations  2 DAYS

This workshop provides managers 
with the skills and strategies re-
quired to find appropriate prob-
lems, solutions and the energy to 
implement them. 

Unit 1: Connecting People and 
Process
This unit acquaints leaders with 
a five-step process for defining 
and analyzing problems, finding 
solutions, and implementing 
them.

Unit 2: Exploring Gaps, Causes, 
and Solutions
In this unit, leaders explore a 
number of tools that can enhance 
their success in using the 
problem-solving approach.

Unit 3: Deciding on a Solution
In this unit, leaders learn how 
to define decision making 
procedures and use objective 
criteria to evaluate choices and 
alternatives.

Unit 4: Making it Happen
In this unit, leaders learn specific 
strategies to aid in action 
planning and follow-through, as 
well as approaches that build 
and sustain momentum for those 
involved.

Analyzing Work Processes
 2 - 4 HOURS

The skills of work process analysis 
allow managers to “take a snap-
shot” of the current state of a work 
process to find opportunities for 
improvement. Managers then bring 
these skills back to their own teams 
so the teams can review their work 
processes collectively and find ways 
to streamline them and make them 
more effective.

The Challenge of Team Leadership
2 - 4 HOURS

Managers analyze the forces in their organization 
that are behind the move toward teams and 
discover how their own approach to leadership 
must evolve. With this analysis, leaders develop 
a personal plan to reshape their own roles for 
more effective results.

Launching and Refueling Your Teams 
2 - 4 HOURS

All teams need special care and feeding at 
various times – whether they are searching for a 
mission and asset of ground rules, demoralized 
midway through a project, or completing a 
successful effort. Participants will be introduced 
to 14 tools and techniques that they can use to 
get their teams started and keep them on track.

Keeping Your Team on Course: Tools 
and Techniques  2 - 4 HOURS

This module provides 12 tools and techniques 
that help team members direct the course 
of the team through a variety of challenges. 
Examples include the Team Formation Checklist, 
Balancing the Team’s Workload, Listening for a 
Win-Win, Avoiding Groupthink, and Celebrating 
Milestones and Mini-Successes.

Expanding Your Team’s Capabilities 
2 - 4 HOURS

Participants complete an assessment of their 
teams’ abilities in six skill areas and analyze the 
teams’ ability to handle specific tasks. Using 
this information, participants learn when and 
how to set task boundaries and to train, coach 
and monitor their teams.

Helping Your Team Reach Consensus 
2 - 4 HOURS

No matter who leads in a team, this module 
shows them how to systematically guide the 
consensus process. The learning activities 
emphasize the importance of laying a solid 
basis for a decision by dealing directly with 
individual assumptions and requirements.

Making the Most of Team Differences
2 - 4 HOURS

Participants analyze the differences and similar-
ities that exist on their teams and explore how 
these affect team performance. Leaders learn and 
practice intervention techniques that help to keep 
the team on track when differences get in the way.

D E V E L O PManagers / Coaches Team and Individuals
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Leading Online Meetings  2 DAYS

Managers will learn how to create effective agendas, master the art 
of the question, and how to work as a team to conduct a productive 
virtual experience while juggling the technological components.

LearnTo
Managers can access a library of short bursts of e-learning, 
each on a specific topic related to presentations and business 
communications, from the computer at their desk in the office or 
at home. Or they can use their smartphone and other portable 
media devices wherever and whenever they need a refresher.

7 Dimensions of Culture Profile
The Intercultural Awareness Profile (IAP) is designed to assess the 
personal orientation and choices that senior managers make when 
resolving intercultural business issues.

Culture Compass OnLine
The Culture Compass OnLine (CCOL) is an interactive, country-
specific, web-based e-learning application for international senior 
managers who regularly deal with different cultures.

Accelerating Team Productivity   2 DAYS

Today’s teams are expected to produce more than ever before, faster than ever before. As a result, this workshop is designed to help 
leaders focus teams on key results and outputs, and build energy and momentum towards achieve goals.

Module 1: Building Team Pride 
and Purpose
This module provides team lead-
ers with the principles and skills 
that instill high degrees of pride 
and purpose in their teams. It ex-
plores today’s workplace challeng-
es and the need for accelerating 
performance through teamwork.

Module 4: Negotiating 
Resources for Your Team
This module provides partic-
ipants with the negotiating 
skills they need to secure 
resources for their teams. 
Further, participants learn 
to negotiate solutions that 
work for all parties involved.

Module 2: Developing 
Team Agility     
This module focuses on 
the strategies team lead-
ers can use and actions 
they can take to build 
high levels of team agility: 
quickness, flexibility, and 
adaptability.

Module 3: Resolving Conflicts within 
Your Team  
This module focuses on handling 
tricky situations that often develop 
among and between team members. 
It provides the skills and tools for team 
leaders to intervene directly or to 
support team members in addressing 
these situations on their own.

Leading Innovation: From Concept to Customer Value 
 1 DAY

For organizations needing to accelerate growth and achieve 
critical business objectives, Leading Innovation provides 
supervisors, team leads, managers, and middle managers from 
all functional areas with a framework, best practices, and tools 
required to make innovation pay off. 

D E V E L O PManagers / Coaches Team and Individuals

Focused Interviewing  2 DAYS

Focused Interviewing helps managers avoid common frustrations 
by offering a systematic approach to planning, conducting, and 
evaluating the interview. This program gives anyone who makes a 
hiring or promotion decision the practical skills needed to evaluate 
candidates objectively and make the best decision for both the 
candidate and the organization. 

Everyone Communicates, Few 
Connect  2 DAYS

Successful leaders need to identify with 
people and relate to others in a way that 
increases their influence with them. Based 
on leadership expert John C. Maxwell book, 
these five principles and five practices will 
equip leaders to communicate at a level that 
runs far deeper than words. 

The 15 Invaluable Laws of Growth 2 DAYS

John C. Maxwell’s third Laws series (following 
The 21 Irrefutable Laws of Leadership and The 
17 Indisputable Laws of Teamwork) focuses on 
helping leaders become growth-oriented. The 
15 tried and true principles enable leaders 
to become a lifelong learner whose potential 
keeps increasing and never gets “used up.”

Write Up Front  1 DAY

To write effectively, you must understand your readers, define your purpose and outcome, develop a strategy, use the appropriate tone and 
style, and edit and proof your messages. Managers will learn all the skills associated with these five critical steps. They’ll come away from this 
program with a solid process for business writing, including guidelines to help them with any type of writing.

How to be a R.E.A.L Success 1 OR 2 DAYS

Success is a lifelong strategy of building 
on strengths, minimizing weaknesses, and 
focusing on the people and points of life 
that are most important. Leaders will learn 
key principles that will shape their growth 
in these four important success building 
areas: Relationships, Equipping, Attitude, 
and Leadership.

Persuasive Dialogue  2 DAYS

Managers will learn to use a six-step dialogue process for 
comfortably and effectively persuading others. Mastering these and 
other skills will make them both persuasive and influential. 

Executive Presentation Skills  2 DAYS

As managers master presentation techniques, your organization 
becomes highly professional and consistent on its message 
inside the organization and to the outside world. They gain new 
confidence, morale improves and turnover declines.
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Workload Management  8 - 12 HOURS

The modules in this program help 
individual contributors excel in today’s 
fast paced, sometimes chaotic workplace. 

Module 1: Identifying Work Priorities 
and Setting Verifiable Goals 
This module consists of two closely 
related processes. The first helps 
people prioritize their work according 
to key results the organization is trying 
to achieve. The second helps formulate 
clear goals that have high payoffs for 
the organization and use objective 
terms that support verification of results.

Module 2: Personal Strategies for 
Navigating Change 
This module provides an approach 
to navigating changes that people in 
any organization can use effectively. 
Participants explore skills that 
help them deal with change both 
individually and interpersonally. They 
develop strategies to deal effectively 
with a change that’s difficult for them. 

Module 3: Managing Your Priorities 
This module provides the awareness 
and skills individuals need to make 
better decisions about their daily work 
through two intersecting capabilities: 

1) Manage Focus through Clarity, 
Energy and Attention 

2) Manage Requests through Learn 
More, Negotiate Terms, Ask for Help 
and Decline Gracefully. 

This will help participants to deal 
with complex personal interactions, 
build strong work relationships and 
increase their overall productivity even 
in an environment in which changing 
priorities is a daily reality.

Activating Change: Individual 
Contributor Version  2 - 4 HOURS

As individuals learn skills that activate 
their capability for change, they become 
less resistant to change and adapt to 
change more quickly and positively. 

This module teaches three key 
practices to help individuals activate 
their capability for change, empower 
themselves in productive ways, and 
experience less stress.

Building Trust Under Pressure: 
The Basic Principles  2 - 4 HOURS

Learn a universal set of leadership 
guidelines that helps transform 
individuals into genuine leaders. 
Examine how individuals can apply the 
principles in a way that enables them 
to be more efficient, effective, and 
productive in their job. 

Connecting With Others: 
Listening and Speaking  1 DAY

This workshop helps participants learn 
how to listen effectively, identify and 
cultivate good sources of information, 
and master the process of encouraging 
people to share their knowledge. 

Module 1: Listening in a Hectic 
World 
This module helps participants focus 
their listening time and attention 
so they can get the information 
they need to accomplish their work 
objectives and maintain constructive 
relationships with others.

Module 2: Speaking to Influence 
Others 
This module provides participants with 
speaking techniques and strategies 
that achieve business results by 
gaining the attention, ensuring the 
understanding, and influencing the 
actions of other people.

Playing a Vital Role in Team 
Decisions  2 - 4 HOURS

This module shows individuals how to take 
an active role in making team decisions. It 
encourages team members to take a win-
win approach and to help the group define 
the best course of action. 

The Key Actions help ensure all team 
members are clear about the expected 
outcome, the method used to reach the 
decision and the needs of others, so that all 
team members can support the decision.

Working Through Emotions and 
Conflicts  8 - 12 HOURS

Unproductive emotions and conflicts in 
the workplace are two major interpersonal 
influences that deplete the energy required 
to meet goals. This workshop teaches 
important, effective ways to manage 
emotions and conflicts. 

Module 1: Addressing Emotions at Work 
This module provides individuals with 
strategies to address strong emotions — 
their own, and when appropriate, those 
of people they work with.

Module 2: Resolving Conflicts With Your 
Peers 
This module provides individuals with a 
process for resolving conflicts with their 
peers that encourages neutral solutions 
while building constructive work 
relationships.

Module 3: Raising Difficult Issues with 
Team
A crucial team skill is knowing how to 
handle issues that get in the way of the 
team’s ability to accomplish its mission 
and goals.  

This module helps participants deal with 
these difficult situations in a way that 
builds trust and strengthens the ability to 
work together as a team.

D E L I V E RIndividual 
Contributors

Organizational 
Results

11



Module 1: What It Takes to Succeed: The Basic Principles
What It Takes to Succeed: The Basic Principles addresses the 
basics of success in the workplace: minimal expectations 
(including appropriate dress, regular attendance, and other 
aspects of a strong work ethic), as well as broad guidelines for 
day-to-day interactions with others.

Module 2: Getting the Information You Need  
Participants identify situations to apply the process, consider 
the potential impact of their questions, practice the process 
in a range of situations, and plan for later application of the 
process. Overall, the module helps participants gain skills and 
confidence in asking for and verifying the information they need 
to succeed at work.

Module 3: Speaking With Confidence 
The four-step process in this module helps participants prepare 
and deliver a clear message. The module includes practical tips 
on overall organization and presentation, and helps participants 
look at the information from the listener’s point of view.

Module 4: Positive Responses to Change
This module offers a four-step process for making the most of 
change, rather than resisting or just enduring it. It helps participants 
come to grips with their own resistance, weigh their options, find 
positive responses, and encourage others to do the same.

Module 5: Defusing Emotionally Charged Situations 
This module helps participants explore the consequences of 
allowing emotions to get the better of them. They then work 
together to identify their individual “hot buttons” and develop 
appropriate coping strategies. They also consider and apply 
guidelines for handling others who may be out of control 
emotionally, and for moving the conversation towards calm, rational 
problem solving.

Module 6: Helping Your Team Work 
This module takes a close look at key team behaviors—thinking 
big picture, extending a hand, appreciating others, and making 
one’s needs known. Using four TEAM guidelines, participants 
evaluate their own team behaviors, apply the guidelines in practice 
situations, and plan for application after the class.

WorkSkills: Steps to Your Success  2 HOURS PER MODULE

The group of modules in this skill area addresses the specific needs of today’s line and staff support employees, new hires, as well as 
established employees.

Module 7: Managing Life Outside Work: Handling Emergencies and Resisting Temptations 
This module helps participants cope with a range of issues and events that can make it hard for them to meet an employer’s minimum 
requirements. They learn to apply a four-step process for developing emergency plans, and a five-step process for resisting common 
temptations.

D E L I V E RIndividual 
Contributors

Organizational 
Results

Everyone Communicates, Few Connect  2 DAYS

Successful leaders need to identify with people and relate to 
others in a way that increases their influence with them. Based 
on leadership expert John C. Maxwell book, these five principles 
and five practices will equip leaders to communicate at a level 
that runs far deeper than words. 

Becoming a Person of Influence  2 DAYS

A focus on increasing your impact on others by Becoming a 
Person of Influence. Learn simple, insightful ways to interact more 
positively with others, and watch your personal and organizational 
success go off the charts. Managers will see their employees 
respond with new enthusiasm. Salespeople will break records. 
Coaches will see mentees blossom. Parents will connect with their 
children on a deeper level. Pastors will reach more people.

The 15 Invaluable Laws of Growth 2 DAYS

John C. Maxwell’s third Laws series (following The 21 Irrefutable 
Laws of Leadership and The 17 Indisputable Laws of Teamwork) 
focuses on helping leaders become growth-oriented. The 15 tried 
and true principles enable leaders to become a lifelong learner 
whose potential keeps increasing and never gets “used up.”

How to be a R.E.A.L Success 1 OR 2 DAYS

Success is not a destination. It is a lifelong strategy of building on 
strengths, minimizing weaknesses, and focusing on the people 
and points of life that are most important. In How to be a R.E.A.L 
Success, leaders learn the key principles that will shape their 
growth and development in these four very important success 
building areas: Relationships, Equipping, Attitude, and Leadership.
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O U R  S A L E S  P R O D U C T I V I T Y  P A R T N E R S

At ELAvate®, our sales performance training takes you beyond 
outdated sales theories and methods.

The unique name for a customer relationship ensures it’s the one thing your 
competition can’t duplicate. Top-performing organizations never leave this critical 
relationship to chance.

To maximize penetration of new and existing markets, your salespeople need much 
more than selling skills. They need consulting skills. They need problem-solving 
skills. They need negotiating skills. They need relationship-building skills. Skills that 
help them: 

— Expand to, and win in, new markets. 
— Rise above the competition.
— Reduce the cost of sale.
— Build and maintain customer relationships. 

Building a World Class Sales Culture Across the World
Because of our reach across 87 nations and our experience in sales consulting, 
ELAvate® has been able to assist AsiaPac Sales Organizations “go regional, go 
global” by consulting, guiding, advising and training sales teams with the strategies, 
processes, competence and culture to be competitive across the globe. Since 1980, 
our sales training has been employed by over 1,000 Asian companies and 80% of 
the FORTUNE 500.  

SALES PRODUCTIVITY

MeasureReinforceCoachTrainAssess

D E L I V E R

D E V E L O P

D I R E C T

D E F I N E

Individual 
Contributors

Managers / Coaches

Senior Managers 

CXOs / Directors Sales Vision, Mission,
Values and Strategy

Sales Managers, 
Teams and Resources

Sales Teams, Sales 
Processes, Sales Stars

Superior Sales 
Results through 

Self Leadership
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D E F I N ECXOs / Directors Sales Vision, Mission,
Values and Strategy

Sales Strategy Alignment
Strategy owners need to ensure that the sales strategy is 
clearly understood and consistently executed by everyone in 
the organization.

ELAvate® consultants work with the executive level of your 
organization to ensure that your sales strategy effectively 
achieves lasting results — for your customers and for your 
organization. 

Because your situation is unique, we tailor our approach by 
leveraging your strengths and addressing the critical issues.

Sales Vision, Mission, Values and Strategy  1 DAY

In this fast paced sales-world, many sales teams have to refine 
and adjust the nature or focus of their business. This starts with 
sales Mission, guided by sound ethical sales Values, with an 
innovative sales Strategy to achieve the Corporate Vision and 
Goals. 

ELAvate® senior consultants can facilitate these valuable 
sessions at the board or division level for Organizational 
Change, Sales/Service Competitive Advantage, Talent 
Management or Delivering Better Sales Performance.

Sales Strategy Mapping and Balanced Scorecards  
2 - 3 DAYS

Winning is more difficult without a clear concise sales strategy 
that focuses on goals and responsibilities. 

ELAvate® guides organizations to formulate their sales Strategy 
Map for Revenue and Productivity across their Path to Sales 
Market Leadership, Internal Processes and Support, Culture and 
Talent Environment, and, Finance. 

The Sales Strategy Map can then be linked to departmental, team 
and individual Balanced Scorecards that clearly link KPI’s and 
responsibilities to the organizational Strategy. ELAvate® has been 
helping companies accomplish this since 1996.

CXO Sales Management Coaching  3 - 6 MONTHS

The Directors of ELAvate® have years of sales experience 
across countries, industries and both in the profit and non-
profit sectors sales coaching and mentoring CXO’s and Senior 
Executives. 

Our “ELAvate the Executive” program involves two processes 
– “Shifting Sales Gears” and The 6 E’s of Sales Mentoring.” 
ELAvate® also offers an in depth, unique ELAvate Sales 
Coaching Certification tailored to the Asian CXO and Leader 
environment, circumstance and culture.

Sales Research Fast Track Seminars  1 - 2 DAYS

ELAvate® has learned to facilitate fast paced, interactive, one-day 
sales seminars for the CXO and Senior Director Suite. 

These sessions can cover a variety of topics to allow CXO’s and 
seniors the sales environment to “Learn - Relearn – Unlearn – 
Refresh Reflect – Rejuvenate” competence areas in sales, talent 
development, performance management, teamwork, or growing 
personal influence. 

Contact ELAvate® to discuss the seminars we have for giving 
your seniors the ELAvate® high octane learning experience.

Leading Across Sales Cultures  2 DAYS

ELAvate® has been collaborating with Trompenaars Hampden-
Turner since 1995 to assess, train and coach sales leaders on how 
to manage effectively across sales culture. 

Our processes involve the 7 Dimensions of Culture profile, the 
10 Dilemmas Diagnostic, the Corporate Culture Matrix and the 
TTI Sales DISC profiles. We have cultural sales profiles across 
hundreds of organizations, job positions and countries. 

This program is always customized based in terms of content, 
participants, cultures and time. Leading Across Sales Cultures can 
be a one-day event of a full sales culture change process across 
our model of Aware, Respect, Reconcile and Root.
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Virtual Sales Presentation Skills  2 DAYS

Keeping an audience interested and engaged when you’re not 
face-to-face with them is a set of skills. Senior sales managers will 
learn the specific techniques for: 
— keeping virtual sales presentation on message
— eliciting audience participation when needed 
— effectively using the tools that are standard for most 
   web platforms

Persuasive Sales Dialogue  2 DAYS 
Successful persuaders are those who understand the viewpoints of 
others and then use that information to clearly present their own. 
Senior sales managers will learn to use a six-step dialogue process 
for comfortably and effectively persuading others. Mastering these 
and other skills will make them both persuasive and influential.  

Sales Performance Process 
Mapping  LENGTH VARIES

Develop a sales process map—
including key activities, critical tasks, 
and performance measures—that 
provides a consistent model for 
business development and for setting 
performance expectations. 

Coaching Different Sales Managers Personalities  1 DAY

This practical tool gives senior sales directors a foundation upon which to build future sales coaching sessions. DISC will unlock the doorway 
to fast effective communication and help them to quickly build relationship and adapt their sales coaching style to different personality 
types more easily.   

Effective Sales Presentation Skills  2 DAYS

There comes a time when senior sales managers need to stand 
before the customer’s purchasing committee and present 
their proposal. That is when it all depends on their credibility, 
authority and grace under pressure. Make no mistake: sales are 
made as a result of the presentation of the proposal, as well as 
on the proposal itself. A great proposal can be destroyed by a 
poor presentation.

Leading Online Sales Meetings  2 DAYS

Senior sales managers will learn how to create effective agendas, 
master the art of the question, and how to work as a team to 
conduct a productive virtual experience while juggling the 
technological components of virtual meetings. 

Bridging Sales Strategy to Sales 
Outcomes  2 DAYS

Master and apply key interpersonal skills, 
fine-tuned, and framed for senior sales 
managers:
— Seek out, clarify, and confirm ideas and 
    information on sales strategy
— Recognize the challenges and benefits 
   of giving constructive feedback
— Focus individual action to implement 
   sales strategy through feedback
— Explore useful ideas for turning sales 
    strategies into action
— Lobby for the support and resources 
   needed to address key sales strategy   
   issues  

Interpersonal Sales Leadership Skills  2 DAYS 
We have developed an effective way to provide senior sales managers with the 
critical communication skills they need. With these skills, they will be able to influence 
and motivate others to reach new heights of productivity and performance.

Module 3: Discussions Skills 
As skilled communicators, senior managers 
will learn to open discussions in a way that 
encourages others to participate, promote 
a free exchange of innovative ideas and 
information, summarize agreements and 
action steps so that all involved understand 
what needs to happen next. 

Module 4: Managing Differences 
Senior managers will learn the skills 
needed to negotiate differences without 
being forced to accept unsatisfactory 
compromises, avoid win-lose conflicts 
that can cause resentment and lack of 
commitment, and gain acceptance of 
difficult or unpopular positions.

Module 1: Clarifying and Confirming
Senior managers learn to listen in a 
new way to understand what others say 
and mean before reacting, clarify and 
confirm to get accurate and complete 
information before taking action or 
making commitments. 

Module 2: Balanced Feedback 
Senior managers learn to reinforce high 
standards of quality and achievement 
while helping people find satisfaction 
in doing their jobs well, give balanced 
feedback that encourages people to 
put forth their best efforts and ideas, 
evaluate suggestions and prevent 
mistakes without stifling initiative or 
cooperation.

D I R E C TSenior Managers Sales Managers, 
Teams and Resources
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Coaching Different Salespeople Personalities  1 DAY

This practical tool gives sales managers a foundation upon which to build future sales coaching sessions. DISC will 
unlock the doorway to fast effective communication and help them to quickly build relationship and adapt their 
sales coaching style to different personality types more easily.   

Managing the Sales Performance of 
Others  2 DAYS

Ensure that salesperson performance 
aligns with the direction and strategy of 
the organization. Prepare for and conduct 
different types of performance-related 
discussions. 

Module 1: Planning for Sales 
Performance Discussions
Sales managers learn the skills and 
tools to prepare for sales performance-
related discussions that increase 
sales productivity, collaboration, and 
achievement of critical sales goals.

Module 2: Clarifying Sales Performance 
Expectations
Sales managers acquire the skills 
to discuss sales performance 
expectations with others in a way that 
increases their sense of ownership and 
gains their commitment.

Module 3: Correcting Sales 
Performance Problems
Sales managers learn to address 
recurring or serious sales performance 
problems, get an individual’s sales 
performance back on track, and build 
motivation for improvement.

Module 4: Conducting Sales 
Performance Reviews
Sales managers gain the skills and 
tools to conduct a sales performance 
review that focuses on major 
responsibilities, opportunities for 
improvement, and developmental 
needs.

Facilitating for Sales Results 
1 - 2 DAYS

Develop skills to conduct productive, 
results-oriented sales meetings, no 
matter how complex the issue or diverse 
the group. 

Professional Sales Coaching  2 DAYS

Apply a conceptual framework, 
communication skills, and planning tools 
to create high-performance sales teams 
through coaching. 

Module 1: Why Coach
Sales managers explore what sales 
coaching means, why it’s important, 
and what makes sales coaching 
challenging.

Module 2: What to Coach
Sales managers focuses on the 
issues and competencies that outline 
superior sales performance, and can 
be used in observing and evaluating 
sales team performance.

Module 3: How to Coach
Sales managers acquire, develop, and 
apply the skill steps for conducting 
sales coaching conversations in a 
variety of situations.

Module 4: When to Coach
Sales managers review steps for 
coaching observations, implementing 
a broad-scale coaching process with 
their sales team, and are provided 
experience with tools for reinforcing 
sales skills.

Sales Coaching for Bankers  2 DAYS

This program presents a process that 
enables bank managers to set sales goals, 
communicate them to employees, and 
track employees’ performance. Bank 
managers are better prepared to face the 
competition challenges through the use of 
these sales coaching skills to manage thier 
employees and achieve sales targets.

Accelerating Sales Team 
Productivity  2 DAYS

Focus the sales team on key results 
and outputs, and build energy and 
momentum toward achieving goals. 

Module 1: Building Sales Team Pride 
and Purpose
Sales managers learn the principles 
and skills that instill high degrees of 
pride and purpose in their sales teams.

Module 2: Developing Sales Team 
Agility: Day-to-Day Tools
Sales managers focus on the strategies 
they can use and actions they can 
take to build high levels of sales team 
agility: quickness, flexibility, and 
adaptability.

Module 3: Resolving Conflicts Within 
Your Sales Team
Sales managers acquire the skills and 
tools to intervene directly or to support 
sales team members in addressing 
tricky situations on their own.

Module 4: Negotiating Resources for 
Your Sales Team
Sales managers learn the negotiating 
skills they need to secure resources 
for their sales teams and to negotiate 
solutions that work for all parties 
involved.

Coaching Winning Account 
Strategies  2 DAYS

Sales managers learn how to coach 
their sales team on maximizing sales 
opportunities and relationships within key 
accounts through this five-step strategic 
planning process: set your goal, target 
key contacts, review all factors, assemble 
strategy and take action. 

D E V E L O PManagers / Coaches Sales Teams, Sales 
Processes, Sales Stars
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Effective Sales Presentation Skills  2 DAYS

There comes a time when sales managers need to stand before the customer’s purchasing 
committee and present their proposal. That is when it all depends on their credibility, 
authority and grace under pressure. Make no mistake: sales are made as a result of the 
presentation of the proposal, as well as on the proposal itself. A great proposal can be 
destroyed by a poor presentation.

Virtual Sales Presentation Skills  2 DAYS

Keeping an audience interested and engaged when you’re not face-to-face with them is a 
set of skills. Sales managers will learn the specific techniques for: 
— keeping virtual sales presentation on message
— eliciting audience participation when needed 
— effectively using the tools that are standard for most web platforms

Leading Online Sales Meetings  2 DAYS 
Sales managers will learn how to create effective agendas, master the art of the question,  
and how to work as a team to conduct a productive virtual experience while juggling the 
technological components of virtual meetings.

Socratic Selling Skills  2 DAYS

Sales managers will learn to plan a sales call, open a dialogue, uncover your customer’s 
needs, handle objections, resolve issues standing in the way of a sale, and close and 
solidify business relationships. 

Momentum Selling for 
Salesforce® Leaders  1 DAY

Combining the power of Salesforce.
com with teaching winning sales skills 
allows Salesforce.com sales managers 
to manage with insight. This program 
prepares sales managers to lead more 
effectively by using Salesforce.com as a 
business and people management tool.

Persuasive Sales Dialogue  2 DAYS

Successful persuaders are those who 
understand the viewpoints of others 
and then use that information to clearly 
present their own. Sales managers 
will learn to use a six-step dialogue 
process for comfortably and effectively 
persuading others. Mastering these 
and other skills will make them both 
persuasive and influential.

Yes Attitude!  1 DAY

A complete, step-by-step, fully-integrated game plan for understanding and inspiring your sales team attitude, maintaining 
intensity, drive, and commitment and YES! Attitude everyday.

Coaching Sales Partners to 
Results  2 DAYS

This workshop equips sales managers 
with the performance coaching skills 
and knowledge they need to drive 
productive sales activity with and 
through their sales partners.

Strategic Selling  2 DAYS

Sales managers gain visibility into sales 
opportunities, documenting plans with the 
program’s Blue Sheet. This involves first iden-
tifying all key players in the customer’s organ-
ization, understanding each player’s degree 
of influence and their reasons for buying, and 
uncovering essential information.

Funnel Score Card  2 DAYS

This program provides sales managers 
a method to quickly and systematically 
identify the best opportunities to 
pursue. This program offers the 
framework to make fact-based decisions 
around resource allocation and time 
management.

Channel Success Essentials  2 DAYS

Laying the foundation of language, 
process and understanding upon which 
channel revenue growth depends, this 
program is an imperative for all sales 
managers in organizations that go to 
market, or plan to go to market with, 
and through, partners.

Large Account Management Process  
2 DAYS

Large Account Management Process 
(LAMP®) reveals how to best manage and 
grow strategic accounts by bringing the 
entire relationship into view. This process 
provides a road map for strategic customer 
relationships that have growth potential 
through the development of a one to 
three year plan to guide team selling and 
customer collaboration efforts.

Securing Strategic 
Appointments  2 - 4 HOURS

Securing Strategic AppointmentsSM 
provides companies a solid foundation 
to build stronger techniques for 
targeting contacts to secure high-
value meetings. Sales managers will 
increase their prospecting confidence 
by learning to develop compelling 
reasons for prospects to agree to 
meetings.

NEW

NEW

Selling Across Cultures  2 DAYS

This very interactive program teaches salespeople how to communicate, sell and 
negotiate across national and organizational cultures by employing the 7 Dimension 
model and profile, The Sales Culture Compass, and the Better Business Guide. This course 
is for sales coaches & sales people who have mastered basic selling skills.
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Selling in a Competitive World  2 DAYS

Consisting of advanced selling techniques, 
this program equips salespeople with the 
ability to use The Competitive Selling Process 
as a strategic asset. They learn how to use this 
process of analysis and execution to assess 
their competition and apply the insight to 
create advantages during sales conversations. 

Professional Prospecting Skills  2 DAYS

Benefit from new ways to efficiently and effec-
tively initiate new business relationships through 
prospecting. Learn a three-phase approach to 
prospecting: Prepare, Contact, and Assess.

Module 1: Prepare
Salespeople will learn how to prepare 
effectively for their overall prospecting 
efforts, as well as for individual calls.

Module 2: Contact
Salespeople will focus on skills and 
techniques that will help them engage 
prospects once they have them on the 
phone.

Module 3: Assess
Salespeople will discuss the importance 
of assessing the results of their overall 
prospecting efforts on an ongoing basis.

Professional Selling Skills 6  2 DAYS

The world’s best global sales training just got better. The NEW PSS 6 sales training is here! Employing extensive research across a 
multitude of cultures and industries, PSS 6 can ELAvate your sales people to exceed sales targets by employing skills that lead to win 
win decisions with customers across all levels of the organization. They develop the face-to-face selling skills needed to promote an 
open exchange of information and reach mutually beneficial sales agreements. 

Professional Selling Skills 
Rx  1 - 3 DAYS 
Increase sales to demanding 
and time-stretched medical 
professionals using a powerful, 
consultative pharmaceutical 
specific approach.

Professional Teleselling 
Skills  2 DAYS

Professional Teleselling 
SkillsTM equips your telephone 
salespeople—whether they 
are in a business-to-business 
or business-to-consumer 
environment—with the skills they 
need to sell effectively. 

Selling Skills for Bankers
2 DAYS

This program is designed to 
equip the salespeople with the 
skills to engage their customers 
in informative, effective, and 
productive interactions. It 
presents a process that enables 
bankers to recognize and 
pursue sales more effectively. 

NEW

Module 1: Collaborative Techniques
Salespeople learn conversational 
skills to engage customers, develop 
rapport and improve listening. These 
skills help salespeople confirm 
understanding, demonstrate interest, 
and ensure they and the customer 
are aligned.

Module 2: Open
Salespeople learn how to effectively 
open calls in a customer-focused
manner. This module helps 
salespeople build rapport at the 
beginning of a sales call and move 
smoothly from rapport building to 
the business discussion.

Module 3: Discover
This module explores how to 
ask questions to develop a clear 
and mutual understanding of the 
customer’s needs, whether they 
are open or closed and using 
these to uncover needs. 

Module 4: Resolve Indifference
In this module, salespeople will 
look into understanding current 
circumstances, identify opportu-
nities to improve circumstances, 
discuss the consequences of 
the current circumstances and 
confirming a need.

Module 5: Satisfy
After identifying the customer’s needs, 
salespeople then move on to acknowledging the 
need, describing relevant features and benefits 
and checking for acceptance.

Module 6: Resolve Concerns 
In any sales process, we are often faced with 
an objection, a concern or reluctance. This 
module looks at how to address skepticism, 
misunderstanding and drawbacks. 

Module 7: Close
When salespeople open, discover, and satisfy 
effectively, closing becomes a natural next step 
that is not stressful for them or unexpected by 
the customer.

Professional Sales Negotiations  2 DAYS

Negotiate mutually satisfying agreements with 
customers, and understand how and when to 
negotiate effectively. 

Module 1: Defining the Approach
Sales negotiators learn the differences be-
tween consultative and transactional negoti-
ating and how to recognize which approach 
should be taken in specific client situations.

Module 2: Preparing for the Negotiation
Salespeople are often at a disadvantage 
in negotiations. This disadvantage arises 
from the fact that customers often prepare 
in greater depth than salespeople before a 
negotiation. Thus, this module is devoted to 
the salesperson’s preparation.

Module 3: Leading the Negotiation
Sales professionals learn how to conduct 
the negotiation itself including positioning 
and framing the negotiation, exchanging 
alternatives to resolve differences, handling 
impasses, and securing a final agreement.

Winning Account Strategies  2 DAYS

Salespeople learn how to maximize sales 
opportunities and relationships within key 
accounts by using this five-step strategic 
planning process: set your goal, target key 
contacts, review all factors, assemble your 
strategy, take action. 

D E L I V E RIndividual 
Contributors

Superior Sales 
Results through 

Self Leadership
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Strategic Selling  2 DAYS

Salespeople gain visibility into sales opportunities, docu-
menting plans with the program’s Blue Sheet. This involves 
first identifying all key players in the customer’s organization, 
understanding each player’s degree of influence and their 
reasons for buying, and uncovering essential information.

Channel Success Essentials  2 DAYS

Laying the foundation of language, process and understanding 
upon which channel revenue growth depends, this program is an 
imperative for all salespeople in organizations that go to market, or 
plan to go to market with, and through, partners.

Securing Strategic Appointments  2 - 4 HOURS

Securing Strategic AppointmentsSM provides companies a 
solid foundation to build stronger techniques for targeting 
contacts to secure high-value meetings. Salespeople will 
increase their prospecting confidence by learning to develop 
compelling reasons for prospects to agree to meetings.

Large Account Management Process  2 DAYS

Large Account Management Process (LAMP®) reveals how to 
best manage and grow strategic accounts by bringing the entire 
relationship into view. This process provides a road map for strategic 
customer relationships that have growth potential through the 
development of a one to three year plan to guide team selling and 
customer collaboration efforts. 

Little Red Book of Selling  2 DAYS

Based on Gitomer’s top selling book, this pro-
gram will take salespeople from understand-
ing to mastery of the 12.5 Principles of Sales 
Greatness. This sales program is designed to 
uncover buying motives. It’s fun. It’s education-
al. It’s on point. And it’s money in your bank. 

Selling to Different Personalities  2 DAYS

Have you ever wondered why you gel with some customers, 
and struggle to get on with others? How you interact with each 
customer will determine your level of success. Learn how to 
adapt your DISC selling styles to market to different personality 
types to communicate effectively, quickly build relationships 
and close the sale!  

Effective Sales Presentation Skills  2 DAYS

There comes a time when sales managers need to stand before 
the customer’s purchasing committee and present their proposal. 
That is when it all depends on their credibility, authority and grace 
under pressure. Make no mistake: sales are made as a result of the 
presentation of the proposal, as well as on the proposal itself. A great 
proposal can be destroyed by a poor presentation.

Virtual Sales Presentation Skills  2 DAYS

Keeping an audience interested and engaged when you’re not face-
to-face with them is a set of skills. Salespeople will learn the specific 
techniques for: 
— keeping virtual sales presentation on message
— eliciting audience participation when needed 
— effectively using the tools that are standard for most web platforms

Little Black Book of Connections 2 DAYS

Everybody wants to connect, but not everybody 
knows how to network. Salespeople will learn 
how to make the initial connection, how to 
capture the opportunity, and how to build rich 
relationships and extensive networks that last a 
lifetime.

Yes Attitude!  1 DAY

A complete, step-by-step, 
fully-integrated game plan for 
understanding and mastering 
your sales attitude, maintaining 
intensity, drive, and commitment 
and YES! Attitude everyday.

Momentum Selling for Salesforce® Users  2 DAYS

This program teaches participants how to close more 
and bigger deals in less time using Salesforce.com 
and Momentum Selling skills. Through chapters like 
Establishing the Objectives, Working with Leads, Driving 
Opportunities, Presenting the Proposal and Closing the 
Opportunity, salespeople will have a well-rounded training 
which will lead them to success. 

Persuasive Sales Dialogue  2 DAYS

Successful persuaders are those who understand the 
viewpoints of others and then use that information to clearly 
present their own. Salespeople will learn to use a six-step 
dialogue process to comfortably and effectively persuade 
others. Mastering these and other skills will make them both 
persuasive and influential. 

NEW

Selling Across Cultures  2 DAYS

This very interactive program teaches salespeople how to 
communicate, sell and negotiate across national and organizational 
cultures by employing the 7 Dimension model and profile, The Sales 
Culture Compass, and the Better Business Guide. This course is for 
sales coaches and salespeople who have mastered basic selling skills.
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O U R  C U S T O M E R  L O Y A L T Y  P A R T N E R S

Business Excellence X Service Excellence = Customer Loyalty
The equation for loyalty is simple. But, beware: If either factor is zero, 
the result is zero.

Improving skills for customer service is our expertise. ELAvate® customer service 
training gives actionable advice to employees who deal with your customers – 
whether external or internal – on how to create positive defining moments during 
every interaction. 

Your employees learn to improve customer service skills by integrating key 
knowledge and concepts with the tactical demands of their jobs. They will acquire 
skills that help:

— Encourage repeat and increased business by promoting an emotional attachment  
   to your brand. 
— Transform first purchasers—as well as your regulars—into life time advocates. 
— Go beyond customer satisfaction by managing customer experiences with 
   efficiency and care. 
— Build internal relationships that increase productivity and reduce turnover. 

The payoff for you is the Four R’s of excellent service: Retention, Referrals, 
Reputation and, ultimately, Revenue. These are skills for customer service that truly 
multiply the power of your business.

CUSTOMER LOYALTY

MeasureReinforceCoachTrainAssess

D E L I V E R

D E V E L O P

D I R E C T

D E F I N E

All Employees

Managers / Coaches

Senior Managers 

CXOs / Directors Service Strategy

Service Managers, 
Teams and Resources

Stellar Service Team

Stellar Service
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Training provides knowledge and skills that 
are critical to achieving business results. An 
organization’s success increases when top leaders 
and employees:
— Know where the organization is going. 
— See a compelling reason for change. 
— Understand the benefits for themselves and 
   the organization. 
— Experience opportunity and support for using 
   those skills from training. 

ELAvate® consultants work with the executive 
level of your organization to ensure your customer 
service solution effectively achieves lasting 
results—for your customers and your organization. 
Because your situation is unique, we tailor 
our approach, leveraging your strengths and 
addressing the critical issues. 

Service Vision, Mission, 
Values and Strategy  1 DAY

In this fast paced world, many 
senior teams have to refine 
and adjust the nature or focus 
of their customer service. This 
starts with Mission, guided by 
Sound Ethical Values, with an 
Innovative Strategy to achieve 
the Corporate Vision and Goals. 
ELAvate® senior consultants can 
facilitate these valuable sessions 
at the board or division level for 
Organizational Change, Sales/
Service Competitive Advantage, 
Talent Management or Delivering 
Better Corporate Performance.

Service Strategy Mapping and 
Balanced Scorecards  2 - 3 DAYS

Good customer service is more difficult 
without a clear concise strategy that focus-
es on goals and responsibilities. ELAvate® 
guides organizations to formulate their 
Strategy Map for Revenue and Productivity 
across their Path to Market Leadership, 
Internal Processes and Support, Culture 
and Talent Environment, and, Finance. 
The Strategy Map can then be linked 
to departmental, team and individual 
Balanced Scorecards that clearly link KPI’s 
and responsibilities to the organizational 
Strategy. ELAvate® has been helping com-
panies accomplish this since 1996. 

D E F I N ECXOs / Directors Service Strategy

D I R E C TSenior Managers Service Managers, 
Teams and Resources

Leading for Stellar Service  2 DAYS

This workshop is an organizational program designed for senior managers. It helps them translate strategy into actual 
plans, tools and standards. It also includes foundational service concepts from a senior manager’s perspective. 
Organizational — skills, knowledge and attitudes that help leaders direct the human, financial, and other resources of 
an organization toward successful delivery of desired behaviors. 

D E V E L O PManagers / Coaches Stellar Service Team

Coaching for Stellar Service  2 DAYS

Develop empowerment, feedback and performance recognition skills from a service coach’s perspective. 
Supportive — skills, knowledge and attitudes that help coaches develop the desired behaviors in individuals. 

Module 3: Giving 
Constructive Feedback for 
Stellar Service 
Learn skills to give construc-
tive feedback in a way that 
builds openness and mutual 
respect, and promotes prob-
lem solving and learning. 

Module 1: Reaching 
for Stellar Service: 
Coach’s Version 
Understand the big 
picture and the role 
of the service coach 
in delivering stellar 
service. 

Module 2: Developing 
Others for Stellar Service
Discover skills for developing 
others, helping them expand 
their capabilities so they will 
have the confidence to take 
on new challenges and work 
more independently. 

Module 4: Recognizing 
Others for Stellar Service
Provide meaningful 
recognition for large and 
small efforts in order to 
encourage others and 
focus on the organization’s 
goals of stellar service. 
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D E L I V E RAll Employees Stellar Service

Meeting the Challenge of Stellar 
Service  2 DAYS

This workshop helps frontline service 
providers master three important 
challenges of delivering stellar service. 

Situational — skills, knowledge, and 
attitudes that extend from the foundation 
to enable successful delivery of desired 
behaviors despite the uniqueness of 
certain situations. 
 

Module 1: Guiding Customer 
Conversations
Manage the four common parts of 
a customer interaction. Ensure each 
customer receives complete, reliable 
service by acting as the expert guide. 
 
Module 2: Serving a World of 
Customers
Provide respectful service tailored to 
customer’s unique needs: physical 
ability, language ability, culturally 
dictated expectations, and familiarity 
with technology. 

Module 3: Teaming Up for Seamless 
Service
Provide seamless service to customers 
by increasing collaboration with fellow 
employees. Remove barriers to smooth 
working relationships.

Creating Stellar Customer 
Relations  2 DAYS

This workshop provides skills for 
developing the service mindset and 
behaviors that create loyalty among 
internal and external customers. 

Foundational — core skills, knowledge and 
attitudes every individual should have. 

Module 1: Reaching for Stellar Service
Understand the big picture and the 
role of the individual employee in 
delivering stellar service. 
 
Module 2: Caring for Customers
Provide friendly, caring service that 
meets the needs of customers on the 
human level. 

Module 3: Healing Customer 
Relationships
Develop skills that will help individual 
employees serve customers who 
are angry or upset, especially after a 
service breakdown. 

Module 4: Dazzling Your Customers
Master the art of surprising customers 
with pleasing extras—creatively and 
cost effectively 

Selling Through Stellar Service 
8 - 12 HOURS

This workshop provides your employees 
with a proven Need Satisfaction Selling 
process. The training uses language and 
context appropriate for those who often 
feel that they’re not really salespeople. 

The skills help organizations to both save 
money by solving problems better and 
faster, and to make money through cross-
selling, and up-selling. 

Incremental — skills, knowledge, and 
attitudes that help all employees expand 
customer relationships through selling 
additional needed products and services. 

Module 1: Guiding Customer 
Conversations
Manage the four common parts of 
a customer interaction. Ensure each 
customer receives complete, reliable 
service by acting as the expert guide. 
 
Module 2: Expanding Customer 
Relationships
Expand the customer’s business 
relationships by identifying and 
satisfying additional customer needs. 

Customer Satisfaction is Worthless, Customer Loyalty is Priceless  2 DAYS

Customer Loyalty is the measure of your present and future success. This workshop teaches a game plan and the right principles that any 
customer-serving employee, salesperson, manager, executive or entrepreneur can enact to ensure loyal customers.
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MeasureReinforceCoachTrainAssess

D E L I V E R

D E V E L O P

D I R E C T

D E F I N E

Individual 
Contributors

Managers / Coaches

Senior Managers 

CXOs / Directors Talent Development 
and Retention Strategy

High Performing 
Teams and Resources

World Class Teams and 
Motivated Individuals

Organizational 
Results

O U R  T A L E N T  D E V E L O P M E N T  P A R T N E R S

We transform potential to productivity, performance and profits. 
Employees who perform in their “Strength Zone” meaning in the 
right job at the right time with the right skill and motivation, are a 
competitive advantage.

The systematic attraction, identification, development, engagement, retention and 
deployment of individuals to any organization is becoming more critical. 

We at ELAvate®, with the support of our strategic partners, can help your 
organization attract, retain, train and motivate your high value employees to 
achieve your mission and vision in this highly competitive world. 

Our science-based assessments provide insights to better understanding your 
employee’s current talents and future potential, which are highly effective for 
building teams, hiring or talent training and development that produces results.

The assessments produce in-depth reports that integrate behavior and motivators, 
as well as EQ, skills, acumen, and include specific action plans to initiate, guide 
and reinforce change and improvement.

Explore with us how to make talent management a differentiator in your industry or 
market for business success.

TALENT DEVELOPMENT
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Team Motivators
The TTI Success Insights Team Motivators Report illuminates and amplifies some of those motivating factors and builds upon the strengths 
that each person brings to the team to be sure everyone is in a position to contribute to team success with their fullest potential.   

7 Dimensions of Culture Profile
The Intercultural Awareness Profile (IAP) is designed to assess 
the personal orientation and choices that senior managers 
make when resolving intercultural business issues.

Culture Compass OnLine
The Culture Compass OnLine (CCOL) is an interactive, country-specific, 
web-based e-learning application for international senior managers 
who regularly deal with different cultures.

DISC  1 DAY

Talent is a combination of many factors, one of which 
is behavior. This report not only defines unique 
behavior, but guides the employee and manager in 
leveraging behavior for success. This versatile man-
agement tool can be used to hire the right person, 
get employees off to a fast start, revitalize current 
employees, improve communication and build 
sound employee-manager relationships.

Tools for Trainer Excellence  2 DAYS

This highly interactive workshop focuses on key skill areas critical to 
being a best-in-class facilitator. Participants learn a variety of proven 
techniques to enhance both their presentation style and their 
leadership ability, and become more effective in their jobs.

Adult Learning Techniques  1 DAY

Participants learn how to recognize adult learner characteristics, 
learning styles and motivators, understand the learning process 
and how activities impact learning, and create a motivating 
learning environment.

Personal Interests, Attitudes and 
Values
What is it that motivates individuals to 
take action? What is the source of their 
desire to become involved in certain 
activities—or to avoid them? Why do 
they behave in the manner they do? The 
answers lie deep within their unique set of 
personal interests, attitudes and values.

TTI Talent Insights
Talent Insights defines how an 
individual’s behaviors and motivators 
blend together, so they and their 
managers will understand how to 
enhance performance and increase 
overall job satisfaction.

TTI TriMetrix ACI
Leveraging the power of 
three sciences, TriMetrix 
ACI measures how one 
thinks and makes decisions, 
evaluating the intrinsic, 
extrinsic and systemic 
capacity of the individual.

TTI TriMetrix DNA
TriMetrix DNA will help you 
leverage your human capital 
potential by understanding 
how people behave, what 
drives them and which 
soft skills they bring to the 
workplace.

TTI TriMetrix EQ
Leveraging the power of three 
sciences, TTI TriMetrix EQ 
measures your ability to sense, 
understand and effectively 
apply the power and acumen of 
emotions to facilitate high levels of 
collaboration and productivity.

TTI TriMetrix HD
Based on a unique 55-factor analysis, 
TriMetrix HD brings the four sciences 
of behaviors, motivators, acumen 
and competencies together to help 
you discover superior talent, improve 
communication, reduce turnover and 
increase overall productivity.

TRAINER DEVELOPMENT

Talent Development Vision, Mission, Values and 
Strategy  1 DAY

In this fast paced world, many senior teams have to refine 
and adjust the nature or focus of their talent development. 
This starts with Mission, guided by Sound Ethical Values, 
with an innovative Strategy to achieve the Corporate Vision 
and Goals. ELAvate® senior consultants can facilitate 
these valuable sessions at the board or division level 
for Organizational Change, Sales/Service Competitive 
Advantage, Talent Management or Delivering Better 
Corporate Performance.

Talent Development Strategy Mapping and Balanced 
Scorecards  2 - 3 DAYS

Good talent development is more difficult without a clear concise 
strategy that focuses on goals and responsibilities. ELAvate® guides 
organizations to formulate their Strategy Map for Revenue and 
Productivity across their Path to Market Leadership, Internal Process-
es and Support, Culture and Talent Environment, and, Finance. The 
Strategy Map can then be linked to departmental, team and individ-
ual Balanced Scorecards that clearly link KPI’s and responsibilities to 
the organizational Strategy. ELAvate® has been helping companies 
accomplish this since 1996.

Focused Interviewing  2 DAYS

Focused Interviewing helps managers avoid common frustrations by offering a systematic approach to planning, conducting, and evaluat-
ing the interview. This program gives anyone who makes a hiring or promotion decision the practical skills needed to evaluate candidates 
objectively and make the best decision for both the candidate and the organization. 
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O U R  P E R F O R M A N C E  M A N A G E M E N T  P A R T N E R S

We work with many organizations to provide proven, scalable, and 
repeatable Performance Strategies and Processes that produce real 
results. 

ELAvate® improves organizational performance by Setting Vision, Values and 
Mission through Strategy Mapping, Balanced Scorecards, Goal Setting, Process 
Improvement, Team Building, Innovation and Problem Solving methods for 
Leadership Succession. 

Through these tools, ELAvate® builds on:
— Channels energies, abilities, and specific knowledge
— Ability to generate innovative solutions to workplace problems
— Work Process analysis in response to customer needs 
— Skills and Strategies required to find appropriate problems, solutions and the 
    energy to implement them 

Our past successes have included organizations in the Banking, Manufacturing, 
Insurance, Pharmaceutical, Services and Non-Profit Industries.

PERFORMANCE MANAGEMENT

MeasureReinforceCoachTrainAssess

D E L I V E R

D E V E L O P

D I R E C T

D E F I N E

Individual 
Contributors

Managers / Coaches

Senior Managers 

CXOs / Directors Successful Corporate Performance

Teams and Resources 
for Success

High Performing Teams 
and Individuals

Organizational 
Results
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Bridging Strategy to Outcomes  
2 DAYS 
Senior managers are the critical link 
between executive strategy and day-
to-day outcomes. They bridge top-lev-
el thoughts and plans to action at 
lower levels, inspiring employees while 
impressing executives with results. 

Conducting Collaborative 
Performance Review  2 - 4 HOURS 
Although the formal performance 
review may seem like an adminis-
trative challenge, in practice it can 
be an extremely powerful tool for 
the senior performance manager. 

Problem Solving for Results  2 DAYS 
Clearly, the ability to generate innova-
tive solutions to workplace problems is 
more important than ever. This work-
shop provides senior managers with 
the skills and strategies required to find 
appropriate team problem solutions 
and the energy to implement them. 

Defining and Commnicating 
Work Assignments  1 DAY 
This is a combination of two 
programs namely: Defining 
Performance Expectation and 
Communicating Work Assignment.

Balanced Scorecard for Teams  1 DAY 
Balanced Scorecard is a management system that can channel the energies, abilities, and specific knowl-
edge held by managers throughout the organization toward achieving long term strategic goals. 

Analyzing Work Processes  2 - 4 HOURS 
Organizations can get a leg up on their competition by being 
more responsive to customers. Improving the processes and 
systems inside an organization allows for more immediate and 
accurate action to be taken in response to customers’ needs.

Conducting Collaborative 
Performance Review  2 - 4 HOURS 
Although the formal performance review 
may seem like an administrative challenge, 
in practice it can be an extremely powerful 
tool for the senior performance manager. 

Problem Solving for Results  2 DAYS 
Clearly, the ability to generate innovative solutions 
to workplace problems is more important than ever. 
This workshop provides senior managers with the 
skills and strategies required to find appropriate team 
problem solutions and the energy to implement them. 

Problem Solving for Results  2 DAYS 
Clearly, the ability to generate innovative solutions to workplace 
problems is more important than ever. This workshop provides senior 
managers with the skills and strategies required to find appropriate 
team problem solutions and the energy to implement them. 

Balanced Scorecard for Individuals  1 DAY 
Balanced Scorecard is a management system that can channel the energies, abilities, and specific knowl-
edge held by individuals throughout the organization toward achieving long term strategic goals. 

Performance Vision, Mission, Values  1 DAY

In this fast paced world, many senior teams have to refine and adjust the nature or focus of their performance. This 
starts with Mission, guided by sound Ethical Values, with an Innovative Strategy to achieve the Corporate Vision and 
Goals. ELAvate® senior consultants can facilitate these valuable sessions at the board or division level for Organization-
al Change, Sales/Service Competitive Advantage, Talent Management or Delivering Better Corporate Performance.

Performance Strategy Mapping and Balanced Scorecard  2 - 3 DAYS

Good corporate performance is more difficult without a clear concise strategy that focuses on goals and responsibili-
ties. ELAvate® guides organizations to formulate their Strategy Map for Revenue and Productivity across their Path to 
Market Leadership, Internal Processes and Support, Culture and Talent Environment, and, Finance. The Strategy Map 
can then be linked to departmental, team and individual Balanced Scorecards that clearly link KPI’s and responsibili-
ties to the organizational Strategy. ELAvate® has been helping companies accomplish this since 1996.

D E F I N ECXOs / Directors Successful Corporate Performance

D I R E C TSenior Managers Teams and Resources 
for Success

D E V E L O PManagers / Coaches High Performing Teams 
and Individuals

D E L I V E RIndividual 
Contributors

Organizational 
Results
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Delivery Options
ELAvate® Training Performance Consultants 
ELAvate® expert team of trainers can deliver our programs on-site at your organization. They 
have a wealth of experience, working and training in every industry and helping to develop 
individuals at all levels in an organization. 

Certification 
Facilitators within your organization can also be certified to deliver ELAvate® programs. The 
certification process reviews content knowledge, curriculum design, and delivery techniques, 
preparing participants to confidently lead sessions back at their organization. 

Virtual Learning 
Many of the components of our learning systems are available through Web-based delivery 
options. ELAvate® has taken our award-winning, research-based classroom solutions and 
applied best practices for virtual delivery, allowing us to offer flexible solutions to meet the 
needs to reduce travel, minimize the time in the classroom, and reach disperse audience. 

Solutions are available for delivery by ELAvate® certified trainers, or we are prepared to certify 
your trainers to deliver effective virtual sessions. Please contact your sales representation to 
determine what blend of classroom and eLearning is ideal for you specific implementation. 

Customization and Tailoring
The programs highlighted in this 
guide were developed and tested to 
work in a broad range of industries 
and contexts. 

Our discovery and activity-based 
design ensured the standard activ-
ities, exercises, practices, and role 
plays aren’t just customized for your 
organization; they are customized for 
each specific learner. 

Learners choose to work out chal-
lenges and situations unique to 
them, and these real-life examples 
are built in at no additional cost. If 
you want to formally customize the 
product to include company-specific 
role plays, policies or goals, please 
contact your account executive. 

Measurement and Evaluation
ELAvate® and our strategic partners — leading experts in their respective fields of training and measurement — have worked together to 
give ELAvate® customers the answers they need on the ROI of their learning programs. Together they offer a powerful blend that not 
only improves employees performance and business results but also provides solid evidence that it’s working. 

No more assuming that employees are using their new skills, hoping for improved business results of wondering if the overall training 
initiative was worthwhile. With levels of measurement conveniently integrated into every ELAvate® learning solution, concrete 
documentation of impressive results is almost immediately after the training ends. More comprehensive and extensive analysis, 
evaluation, and measurement — including custom initiatives based on your organization’s needs and goals — is available separately. 

NON-PROFIT 
& Schools Initiatives

ELAvate® designed assessments, training, coaching and processes 
help non-profit organizations grow by growing leaders. 

We collaborate with schools, universities, churches, charities and non-profits in Asia
 to support their vision, strategies and goals to attract, retain, equip and, multiply 
leaders. Not any leaders, but ethical leaders that grow leaders themselves by multiplication. 

Dr. Tim Elmore and Dr. John Maxwell agree that, “Leaders must continually grow in Character, Competence, Chemistry, and Charisma.” 
Our mission is to equip the younger generation as the leaders God has called them to be, as multipliers across culture in Asia. 

How We
MEASURE, CUSTOMIZE AND DELIVER

Our Programs
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Vietnam
Unit 102, 90-92 Le Thi Rieng Street
District 1, Ho Chi Minh City

PHONE  +84 (8) 3925 7022
EMAIL     vnm@elavateglobal.com
WEB        www.elavateglobal.com/vn

Indonesia
Wisma Bisnis Indonesia
2nd Floor – Zona A, Jl. KH Mas 
Mansyur, No. 12-A, Karet Tengsin
Jakarta Pusat – 10220

PHONE  +62 (21) 5790 2263
EMAIL     idn@elavateglobal.com
WEB        www.elavateglobal.com/id

India
Suite – 101, Jewel Milan
30th Road, Pali Junction
Bandra (W), Mumbai – 400 050

PHONE  +91 (22) 2640 1920
EMAIL     ind@elavateglobal.com
WEB        www.elavateglobal.com/in

Singapore
39A Jalan Pemimpin
Halcyon Building #05-03
Singapore 577183

PHONE  +65 6255 7608
EMAIL     sgp@elavateglobal.com
WEB        www.elavateglobal.com/sg

Website
www.elavateglobal.com

 
Blog
www.elavatesales.com/blog
www.elavateleaders.com/blog
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Our Global Reach
In the 21st century, the level of leadership skills will determine organization success. 
ELAvate® provides exceptional development in global leadership skills, giving organizations 
the leader they need for business results. We, with our strategic partners, have trained across 
87 nations and over 40 languages by offering multilingual skill and process based solutions. 

We understand the competition you face. Your success depends on people who have the 
skills to handle the challenges beyond the reach of technology. We’re experts in developing 
these skills, leading teams selling to more sophisticated customers, maintaining customer 
loyalty and managing global talent. 

We work with you in developing your people with the knowledge, skills and process to turn 
your strategies into business through people. We ELAvate people to prepare them for the 
global economy. 

Partners Global Offices

Argentina 
Australia
Austria
Belgium
Bermuda
Brazil
Bulgaria
Canada
Chile 
China 
Czech Republic 
Denmark 
Finland 
France 
Germany 
Greece 

Hong Kong 
Hungary 
India
Indonesia 
Italy 
Japan 
Korea 
Malaysia
Mexico 
Middle East
Netherlands 
New Zealand 
Norway 
Philippines
Poland 
Portugal 

Romania 
Russia 
Singapore 
South Africa
Spain 
Sweden 
Switzerland 
Taiwan 
Thailand 
Turkey 
United Kingdom 
United States
Vietnam 

Strategy to Results
 Through People
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