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Packaged Skill Development and Training 
 

BCR offer a suite of available training solutions which are designed to help organizations provide 
highly relevant learning opportunities to their people.  

The skills and knowledge areas which we cover, will help individuals develop new capabilities and 
help the organization stay ahead of the competition through leading-edge, carefully designed 
seminars in a range of distinct subject areas.  

Our seminars are designed to be: 

Highly relevant 

We create our workshops by initially defining the skills and knowledge required- and that feeds the 
design of the learning solutions. Our approach begins with designing learning around “What Great 
Looks Like” and we then use that as the basis of the learning. People only want to know what is 
important, and so we are able to customize the available material content to address the knowledge 
and skills which are seen as being most important in the role people perform. 

Flexible and efficient 

The effective use of time is paramount- and gone are the old days of two-day workshops. Our 
programs are designed to be delivered in a number of different ways. All of our programs are 
available as either a short, in-person event, with pre-work and post event follow up, or as a “Virtual 
Classroom” event . The modular design means they can be staged over a series of timeframes, and 
very rarely more than four hours in any one time.  Furthermore, the content is configurable to “mix-
and-match”- meaning that, given your objectives, we can develop solutions which cross course 
boundaries and can design something to meet your specific needs. 

Company specific 

BCR works with the client to incorporate examples and scenarios which are immediately relevant to 
the clients’ business. We use scenarios which replicate the kind of situations which the learners will 
encounter in reality and use the language and terminology which the client uses. This makes the 
learning immediately relevant and more impactful for the learner. 

Highly engaging 

Our Delivery Team are deeply experienced practitioners who can relate the learning material to real 
world scenarios, and by using relevant “war-stories” they can bring the content to life. But it is about 
much more than telling and showing, our programs engage the learner, by designing activities and 
exercises which make the learner think and encourage use the learning content from Day 1. 

 



   
   
    

Application focused 

The majority of any learning program will be focused on how this applies to the situations that the 
learners encounter in practice. Learners typically bring examples of real-world challenges into the 
workshop and work to apply the content to those examples, during and after the event. 

Understanding Our Skill Development Solutions 

To better understand one of our skill development solution clusters, select from the list of options 
below: 

Critical Thinking Skills Cluster  

Learn how to think critically to find the root cause of problems and learn also to analyze information 
to build better strategies and make more effective decisions. With BCRs Critical Thinking Skills 
courses, you will practice applying the techniques learn to real world scenarios with Immediate 
effect. 
 
CTS 1: Critical Thinking Skills- Using Systematic Thinking in Your Job 

 

CTS 2: Problem Solving Skills- Getting to Root Cause of a Problem 

 

CTS 3: Strategic Problem Solving- Addressing Complex and Strategic Issues 

 

Communication and Presentation Skills Cluster 

Develop your communication and presentation skills, and improve the way you get your message 
across with BCR's Communication and Presentation classes.. You will also learn how to communicate 
more effectively as well as prepare more effective written communications and presentations 
 
CPS 1: Presentation Skills- Getting Your Message Across 

 

CPS 2: Creating Impactful Slide-decks- Less is More! 

 

CPS 3: Verbal Communication Skills-Saying What You Mean 

 

CPS 4: Written Communication Skills-Making Your Point  

 

 

 

https://www.amanet.org/training-topics/analytical-skills-solutions/
https://www.amanet.org/training-topics/communication-skills/


   
   
    

Interpersonal Skills Cluster 

With BCR's Interpersonal Skills Workshops you will develop your ability to interact with others, 
growing your influencing skills to build better working relationships and move ahead.  
 
IS 1: Influence Skills- Getting the Response You Need 

 

IS 2: Negotiation Skills: Getting the Best Deal  

 

 

Management and Supervisory Skills Cluster 

BCR offers both introductory and advanced management training programs to help you develop and 
refine the skills you need to manage people more effectively in the changing world of business.  
 
MSS 1: Coaching Skills- Getting the Best From People 

 

MSS 2: Managing Change 

 

MSS 3: Virtual Teamwork- Getting The Best From a Remote Team 

 

MSS 4: Collaborating with Others- Getting The Best From People 

 

MSS: Personal Styles- Adapting Your Personal Style to Get Results 

 

Consulting Skills Cluster 

Develop and enhance your consulting skills, learn to provide consulting advice in the most effective 
way and deliver value as a true business partner to your internal and external clients. BCR build on 
our own expertise in this field, to provide training in what differentiates great consultants. 

CS 1: Consulting Skills- Value Added Advisor or a “Pair of Hand”? 

 

CS 2: Internal Consulting Skills- Becoming a True Business Partner 

 

CS 3: Performance Consulting- Keeping the Focus on Performance 

 

 

https://www.amanet.org/training-topics/interpersonal-skills/
https://www.amanet.org/training-topics/management-and-supervisory-skills/


   
   
    
 

Training and Development Skills Cluster 

From defining learning strategies to improving instructional design, BCR leverages its own core 
expertise to share some of our secrets with you. We offer training and development workshops for 
anyone involved in building learning solutions, Learning and Development professionals or 
individuals wanting to create better training, to truly improves performance.  
 
TD 1: Learning Needs Analysis 

 

TD 2: Defining “What Great Looks Like” 

 

TD 3: Instructional Design: Designing Engagement 

 

TD 4: Train-The- Trainer: Bringing Training To Life 

 

TD 5: Facilitation Skills 

 

 
  

https://www.amanet.org/training-topics/employee-training-and-development/


   
   
    

CRITICAL THINKING SKILLS CLUSTER 

CTS 1: Critical Thinking Skills- Using Systematic Thinking in Your 

Job 
 

Target Audience 

Whatever the nature of the problem or decision, people need to be able to think rationally and to 

explain or justify their thinking to others. Pitched at junior/mid-manager level in an organization, 

this workshop focuses on the need for systematic thinking to address the kind of everyday issues 
that people encounter. 

Overview 

Today, it's becoming part of everyone’s job to effectively solve problems and make decisions. 
Analytical thinking and decision making skills are foundational critical thinking skills that involve 
breaking things down into their component parts and thinking systematically and rationally.  

This workshop introduces learners to critical thinking processes to successfully analyze and solve a 
wide variety of business problems and address a range of business decisions. These essential 
analytical thinking and problem-solving/decision making skills are the foundation of basic 
management. 

Targeted Results 

As a result of the learning solution, you will: 

 Think more systematically and rationally about problems and decisions you face 
 Develop greater clarity around possible solutions to a problem 
 Generate and test possible solutions to problems more effectively 
 Arrive at the root cause more efficiently and more effectively 
 Make more effective decisions, based on objective reasoning and logic 
 Avoid emotion reactions that can influence your best thinking  
 Communicate more easily the rationale and logic used in solving problems and arriving 

at decisions  

Outline Content 

Material covered will include 

 The essential difference between problem solving and decision making  

 A method (ATS) for asking the right questions to gather the right information about 
any problem 

 A process for handling and interpreting the information gathered 
 Ways to generate and test hypotheses to arrive at a root cause of a problem 
 Tools and techniques (ADM) for sharpening analytical and intuitive aspects of decision 

making  



   
   
    

 Methods for identifying criteria for a decision and assessing alternatives against those 
same criteria 

 How to assess risks associated with decisions and recommendations 

Delivery Format 

The course can be delivered as either: 

 An 8 hr in class event, split over 2 x 4 hour sessions (with pre-reading and interim 
assignment) 

 An 8 hr remote “virtual classroom” event, split over 2 x 4 hour sessions (with pre-
reading and interim assignment) 

Opportunities to Customize 

This class can be customized in a number of different ways: 

- Examples and scenarios used can be created from clients’ business 

- Real-world learner examples will be worked on in the workshop 

- Problem Solving and Decision Making modules can be delivered separately 

- Materials can be made specific to a department or group of individuals (e.g. IT specific, HR 

specific). 
  



   
   
    

CTS 2: Problem Solving Skills- Getting to Root Cause of a Problem 
 

Target Audience 

In many roles today, finding the true causes of problems is the primary activity. This workshop is 

targeted at people whose role is essentially about problem solving (help desks, maintenance, 

trouble-shooters etc). Understanding what has caused a problem, through the use of systematic 

analysis provides us with a repeatable way to gather and analyse information about a problem, to 

ensure we are addressing the right cause.  

Overview 

The Analytical Troubleshooting System (ATS) is designed to help individuals gather and process 
information quickly. Asking the right questions, in the right way, to identify what the root cause 
really is often made more difficult by the sheer volume of facts and data available. This workshop 
helps you sift through the facts to find the key information. 

This workshop introduces you to the ATS approach, so that you can successfully analyze and solve a 
wide variety of business-related problems.   

Targeted Results 

As a result of the learning solution, you will: 

 Think more systematically and rationally about problems you encounter 
 Ask better questions to obtain more relevant information 
 Organise information more effectively 
 Develop more clarity around possible solutions  
 Identify the root causes of problems more quickly 
 Avoid emotional triggers that can influence your best thinking  
 Reduce the time spent in investigating irrelevant information 

Outline Content 

Material covered will include: 

 A method (ATS) for asking the right questions to gather the right information about 
any problem 

 A process for handling and interpreting the information 
 Ways to generate and test hypotheses to arrive at a root cause of a problem 
 Methods to test the logic used in problem solving 
 Arriving at the root cause quickly and efficiently 

Delivery Format 

The course can be delivered as either: 

 A 4 hr in class event (with pre-reading and post-class assignment) 
 A  4 hr remote “virtual classroom” event (with pre-reading and post-class assignment) 



   
   
    
Opportunities to Customize 

This class can be customized in a number of ways: 

- Examples and scenarios used can be created from clients’ business 

- Real-world learner examples will be worked on in the workshop 

- Materials can be made specific to a department or group of individuals (e.g. IT related 

problems, People-related problems, Product Performance). 
 

  



   
   
    

CTS 3: Strategic Problem Solving Workshop 
 

Target Audience 

At more senior levels, people often have to find solutions to mission critical problems and make 

strategic decisions which will impact the organization. Finding the real cause of a business issue is 

key to making the right strategic recommendations, and so this workshop focuses on a proven 

method for deconstructing strategic problem solving and decision making. The target audience for 

this workshop are typically mid-level and senior managers. 

Overview 

Learn how to strengthen your strategic thinking skills. Using case studies and practical exercises, you 
will learn the essence of strategic thinking, learn to think your way through a range of hypotheses to 
arrive at the true cause of a business issue and to develop strategic decisions which will impact the 
organization. The approach used is an established method, made famous in large consulting firm for 
hypotheses-based problem solving and decision making. 

Targeted Results 

As a result of the workshop, you will: 

 Better gather information about a strategic issue 
 Learn to deconstruct problems and decisions 
 Test your hypotheses quickly and rigorously 
 Facilitate group thinking to get the core or a problem through a structured approach 
 Control reactive fixes to problems even in an uncertain business environment  
 Generate new ideas and evaluate future scenarios more effectively 
 Communicate and present your rationales and recommendations more succinctly 
 Know when to focus effort on further analysis, even if resources and information are 

limited  

Outline Content 

Material covered will include: 

 Introduction to strategic thinking: a new way of looking at problems  
 Hypothesis-based problem solving and decision making techniques 
 A process for working collaboratively on problems and decisions 
 Ways to generate and test possible hypotheses to arrive at a root cause of a problem  
 Ways to generate creative alternative solutions to a problem 
 Demonstrating and communicating your logic  

Delivery Format 

The course can be delivered as either: 

 A one-day in class workshop (with pre-reading and post attendance activity) 



   
   
    

 Two 4 hr in class events (with pre-reading and interim assignment) 
 Two  4 hr remote “virtual classroom” events (with pre-reading and interim 

assignment) 

Opportunities to Customize 

This class can be customized in a number of ways: 

- Examples and scenarios used can be created from clients’ business 

- Real-world learner examples will be worked on in the workshop 

- Materials can be made specific to a given department or group of individuals 
- Workshop can focus on actual problems/decisions that a defined group of learners faces 
- Problem Solving and Decision Making components can be separated 

  



   
   
    

COMMUNICATION AND PRESENTATION SKILLS CLUSTER 

CPS 1: Presentation Skills- Getting Your Message Across  
 

Target Audience 

The audience for this workshop is anyone who needs to develop their presentation skills, speak in 

front of groups or sell ideas to others, and has little or no presentation experience. This workshop is 

designed for anyone, from executives to managers who have to get their message across to groups of 

people, in any setting. 

Overview 

In this seminar, you’ll learn to present effectively and become comfortable with your own 
presentation style. You will develop key presentation skills and learn the OPEN model for effective 
delivery. You will learn how to engage listeners in a presentation, rather than “talking at” them. Plus, 
you will receive expert advice on how to handle especially challenging presentation situations. You 
will also gain confidence by making presentations and receiving feedback. 

Targeted Results 

As a result of the learning solution, you will: 

 Gain confidence in your own presentation skills  
 Deliver better presentations, with confidence and credibility 
 Tailor your presentation to your audience  
 Engage your listeners more effectively in your presentation 
 Use techniques to overcome nervousness  
 Use verbal and nonverbal elements to drive home your message 
 Expertly handle difficult questions and situations  
 Communicate your message with clarity and conviction  
 Communicate more effectively in both in-person and virtual environments 

Outline Content 

Material covered will include: 

 The OPEN model for presenters 
 Establishing credibility  
 Planning a presentation 
 Balancing verbal and nonverbal messages so content is clear and memorable  
 Engaging listeners through three simple techniques 
 Developing and organizing presentation content  
 Turning a speech plan into useable speaking notes  
 Reducing stress and speaker's anxiety  
 Handling questions from the audience 
 Presenting in a virtual environment 



   
   
    
Delivery Format 

The course can be delivered as either: 

 A one-day in class workshop (with pre-reading and post attendance activity) 
 A one-day virtual event (with pre-reading and post attendance activity) 
 2 x 4 hr in class event (with pre-reading and interim assignment) 
 2 x  4 hr remote “virtual classroom” events (with pre-reading and interim assignment) 

Opportunities to Customize 

This class can be customized in a number of different ways: 

- Materials can be made specific to a department or group of individuals or the kind of 

presentation that learners will be delivering in practice 

- Materials used can be created to use company standard/template for presentations 

- Learners can practice making exactly the kind of presentation they will be making in reality 
  



   
   
    

CPS 2: Presentation Skills- Creating Impactful Slides 
Target Audience 

This workshop is targeted at everyone who needs to make group presentations and create slides to 

support them. 

Overview 

Sometimes less is more. In this seminar, you will learn how to use simple, compelling images to 
support your presentation, so your audience can better understand your message. You will learn 
how to use visuals to boost your ability to get your message heard and why “less really is more” 
when it comes to the real estate of a slide- thereby avoiding “Death-by-Powerpoint”. 

Targeted Results 

As a result of the learning solution, you will: 

 Create better, more impactful slides to support your messages 
 Create more visually appealing images for your presentations 
 Reduce your dependence on the slide as a “delivery-script” 
 Communicate ideas more clearly and succinctly 
 Engage your audience in your presentations more effectively 
 Gain confidence in your own presentation skills  

Outline Content 

Material covered will include: 

 “A Picture tells 1000 Words” model 
 Proven strategies for reducing the volume of text on slides  
 Avoiding the bullet point trap  
 Using visuals to emphasize your message 
 Tips for presenting information visually 
 Graphic layout principles and the power of negative space  
 Creating better leave behinds & the "2-in-1 Deck"  
 The power of the Presenter view  
 Creating delivery scrips in Notes  

Delivery Format 

The course can be delivered as either: 

 1 x 4 hr in class event (with pre-reading and a post-class assignment) 
 1 x  4 hr remote “virtual classroom” events (with pre-reading and post-class 

assignment) 



   
   
    
Opportunities to Customize 

This class can be customized in a number of ways: 

- Materials can be made specific to a department or group of individuals or the kind of 

presentation that learners will be delivering  

- Materials used can be created in company Powerpoint standard/template, complying with 

standards 

- Learners can practice making exactly the kind of presentation they will be making in practice 
  



   
   
    

CPS 3: Verbal Communication Skills- Saying What You Mean 
Target Audience 

This communication training is ideal for managers who want to be strong, passionate and effective 

communicators in both formal and informal situations. The target audience is people who can speak 

to a variety of audiences across organizational boundaries. 

 

Overview 

People who need to make their point very clearly, and often very quickly, tend to follow a simple and 
easy to follow approach to getting their message across. Whether you need to communicate a new 
idea to senior managers, influence your colleagues to support your proposal or inspire direct reports 
to make a change, the workshop shows how to use an OPEN© approach to communication. 
Projecting confidence, credibility and trustworthiness requires specific tools and strategies.  

Targeted Results 

As a result of the learning solution, you will: 

 Get your message across more effectively 
 Make credible,  authentic presentations, versus artificial sounding pitches 
 Better analyze your audiences and situations and plan your communication message 
 Be better able to frame your message to specific audiences  
 Apply the OPEN© approach with confidence  
 Establish credibility and trust in your messaging  
 Exhibit a strong sense of self-confidence with your peers, direct reports and managers  

Outline Content 

Material covered will include: 

 The OPEN© model for communication 
 Planning and tailoring your message 
 Recognizing the role and importance of good communication  
 Projecting a strong sense of confidence  
 Strategies for engaging listeners in your communication 
 Active listening and how to let someone know you are listening 
 Planning effective messaging in teams when up/down/across members are present  

Delivery Format 

The course can be delivered as either: 

 1 x 4 hr in class event (with pre-reading and post-class assignment) 
 1 x  4 hr remote “virtual classroom” events (with pre-reading and post-class 

assignment) 



   
   
    
Opportunities to Customize 

This class can be customized in a number of ways: 

- Materials can be made specific to a department or group of individuals or the kind of 

communications that learners will be delivering  

- Materials used can be in company Powerpoint standard/template 

- Learners can practice making exactly the kind of communication they will be making in 

practice 

 

  



   
   
    

CPS 4: Written Communication Skills- Making Your Point  
Target Audience 

All professionals who want to learn and practice a fast, simple, proven approach to essential and 

effective business writing. People who draft reports or written communications where the need is to 

get a message across will benefit from this short workshop. 

 

Overview 

Effective business writing conveys that you have a strong grasp of the issue you are communicating. 
This practical course is full of n-class exercises and offers immediate feedback to help you quickly 
develop this crucial skill. Learn a simple process for crafting a clear and concise message and get 
hands-on practice writing for the results you want—in the correct tone—and with complete clarity 
and precision.  
 

Targeted Results 

As a result of the learning solution, you will: 

 Structure your report writing more logically 
 Write clear, concise, and well structure documents that get real results  
 Plan effective communications, using a proven method 
 Persuade resistant readers to act on your recommendations  

Outline Content 

Material covered will include: 

 Understanding the basics of effective business writing  
 The Pyramid Principle as a strategy for structuring a written piece 
 Writing a persuasive business case  
 Writing well at the document, paragraph, sentence, and word levels 

Delivery Format 

The course can be delivered as either: 

 1 x 4 hr in class event (with pre-reading and post class assignment) 
 1 x  4 hr remote “virtual classroom” events (with pre-reading and post-class 

assignment) 



   
   
    
Opportunities to Customize 

This class can be customized in a number of ways: 

- Materials can be made specific to a department or group of individuals or the kind of 

communications that learners will be preparing or writing 

- Materials used can be in company documentation standard/template 

- Learners can practice writing exactly the kind of document they will be writing in practice 

 

  



   
   
    

CONSULTING SKILLS CLUSTER 

CS 1: Consulting Skills- Value Added Advisor or a “Pair of Hands”?  
Target Audience 

Individuals or team who act as internal or external consultants are the target audience for this class. 

Being able to address the clients’ needs and develop recommendations and advice that are fit for 

purpose is an art form. In this workshop we look at the key skill requirements and develop 

capabilities to become “value-add” business partners (versus simply, ‘a pair of hands”). 
 

Overview 

Being able to establish the right relationship with clients, and setting the right expectations is key to 
the consulting relationship. In this short seminar we look at how to position yourself as a consultant 
and how to deliver results that make a genuine difference to your client.  
 

Targeted Results 

As a result of the learning solution, you will: 

 Establish credibility with your clients 
 Set clear expectations with your clients about respective roles  
 Establish better working relationships with your clients 
 Plan and execute better interventions with your client 
 Track and monitor consulting engagements more effectively 
 Be seen as a valued business partner, versus merely a “pair of hands” 

Outline Content 

Material covered will include: 

 Key consulting skills- “What Great Looks Like” for a consultant (including self-
assessment) 

 “The ‘Consulting Spectrum” – the different roles a consultant can play and where to 
position yourself on that spectrum 

 Clarifying roles and responsibilities between client and consultant 
 Positioning yourself with credibility and professionalism 
 Peter Block’s “Authentic Consulting” model 

   Delivery Format 

The course can be delivered as either: 

 1 x 4 hour class event (with pre-reading and post-class assignment) 
 1 x  4 hour “virtual classroom” event (with pre-reading and post-class assignment) 



   
   
    
Opportunities to Customize 

This class can be customized in a number of ways: 

- Examples and scenarios used can be created from clients’ business 

- Consulting process used by client organizations can be leveraged  

- Assessment can be structured to gather input from internal customers 

- Materials can be made specific to a department or group of individuals (e.g. IT consulting 

group, L&D Consulting group) 
  



   
   
    

CS 2: Internal Consulting Skills- Being a True Business Partner 
Target Audience 

Individuals who act as internal consultants face challenges very different to external consultants. 

Because you work for the same organization, you sometimes lack the perceived status or authority to 

deliver value. You can sometimes be seen as a “necessary ‘evil” versus a truly valued business 

partner. In this short workshop, we look at how to position yourself credibly and how to win the 

respect of internal clients. 

 

Overview 

Being able to establish the right working relationship with internal clients, and setting the right 
expectations is key to the internal consulting relationship. In this short seminar we look at how to 
position yourself as a consultant when you are a “known entity” and cannot draw on the “mysterious 
credential” card.  
 

Targeted Results 

As a result of the learning solution, you will: 

 Understand the key challenges associated with “internal” consulting 
 Establish better working relationships with your internal clients 
 Set better expectations with your client about roles  
 Plan better interventions with your internal client 
 Be seen as a valued business partner, versus merely a “pair of hands” 

Outline Content 

Material covered will include: 

 Key internal consulting skills- “What Great Looks Like” for an internal consultant 
(including self-assessment and internal customer assessment) 

 “The ‘Consulting Spectrum” – the different roles a consultant can play and where and 
when to position yourself on that spectrum 

 Clarifying roles and responsibilities between internal client and consultant 
 Peter Block’s “Authentic Consulting” model 

   Delivery Format 

The course can be delivered as either: 

 1 x 4 hour class event (with pre-reading and post-class assignment) 
 1 x  4 hour “virtual classroom” event (with pre-reading and post-class assignment) 



   
   
    
Opportunities to Customize 

This class can be customized in a number of ways: 

- Examples and scenarios used can be created from clients’ business 

- Templates used by client organizations can be leveraged  

- The course can be built around existing consulting and needs analysis processes 

- Workshop can incorporate an assessment of internal client perception 

- Materials can be made specific to a department or group of individuals (eg IT focused, L&D 

focused) 
 

  



   
   
    

CS 3: Performance Consulting Skills- Keeping a Focus on 

Performance 
Target Audience 

Any individual asked to serve in a Performance Consultant role, whether internally or externally will 
benefit from this workshop. 

Overview 

Performance Consultants who are sked to address performance issues can be driven to provide one 

form of solution- the one they are best positioned to deliver. Training specialists seem to migrate 

towards training solutions, Organizational Design professionals see the world through an OD lens. In 

this workshop we help Performance Consultants keep a broad perspective about the real factors that 

drive performance, and how to get to the core of the issue. 

 

Targeted Results 

As a result of the learning solution, you will: 

 Understand the true business need behind solution requests and find out what the business 
really wants.  

 More quickly assess performance issues and gaps, and link performance solutions with 
business objectives. 

 Build effective solutions that deliver business results. 
 Communicate more effectively with clients 
 Demonstrate and measure ROI and develop simple techniques that will allow you to track 

your results and show return on investment and improved business metrics to your client. 
 Move away from being a training ‘order-taker’ to become a respected business consultant 

with a track-record of building solutions that positively impact performance. 

Outline Content 

Material covered will include: 

 Key Performance Consulting skills- “What Great Looks Like” for a Performance 
Consultant (including self-assessment) 

 From “order-taker” to business partner 
 The factors that impact performance (Performance Consulting model) and how to 

define the right solutions to address the need 
 Identifying metrics and performance measures to track improvement  
 Positioning yourself with credibility and professionalism 

   Delivery Format 

The course can be delivered as either: 

 A one-day in class workshop (with pre-reading and post attendance activity) 



   
   
    

 A one-day virtual event (with pre-reading and post attendance activity) 
 2 x 4 hr in class event (with pre-reading and interim assignment) 
 2 x  4 hour “virtual classroom” event (with pre-reading and post-class assignment) 

 

Opportunities to Customize 

This class can be customized in a number of ways: 

- Class can be customized to specific functions (i.e. Training PCs, IT PCs, Sales PCs) 

- Examples and scenarios used can be created from clients’ business 

- Real-world learner examples will be worked on in the workshop 

- Templates used by client organizations can be leveraged  

- The course can be built around existing processes 

- Materials can be made specific to a department or group of individuals 
  



   
   
    

TRAINING AND DEVELOPMENT SKILLS CLUSTER 

TDS 1: Learning Needs Analysis 
Target Audience 

This course is designed for anyone who is involved as a Performance Consultant, as a Learning and 

Development professional, or simply someone who is charged with understanding the need and 

helping define how learning can address a learning need. 

 

Overview 

BCR share the secret of a learning needs analysis methodology which quickly gets to the core of the 
learning need. Getting to the root need which the learning is to address is key to ensuring the 
effectiveness of any learning solution. Once a performance gap has been identified, the question 
arises as to how to address this need via learning solution- or what other solutions might be more 
effective than traditional learning solutions. 
 

Targeted Results 

As a result of the learning solution, you will: 

 Conduct fast, but detailed, analysis of learning needs 
 Produce documented needs analysis which clearly define what was done and what is 

recommended Define better learning solutions to address performance needs 
 Conduct efficient and effective structured interviews 
 More quickly assess performance issues and gaps, and link performance solutions with 

business objectives. 
 Demonstrate and measure ways to track your results and show return on investment and 

improved business metrics to your client. 
 Define combinations of solutions which can work well together to address learning needs 
. 

Outline Content 

Material covered will include: 

 Structuring and planning a needs analysis 
 Classic methods of observation and information gathering- and how to use them 
 Template needs analyses 
 Structured interviewing methods and best practices 
 The value of “What Good Likes Like” as a baseline metric- and how to use it to track 

benefit 
 The relative value and feasibility of different types of learning solutions 

   Delivery Format 

The course can be delivered as either: 



   
   
    

 1 x 4 hour class event (with pre-reading and post-class assignment) 
 1 x  4 hour “virtual classroom” event (with pre-reading and post-class assignment) 

 

Opportunities to Customize 

This class can be customized in a number of ways: 

- Class can be customized to specific functions (i.e. L&D focused classes) 

- Examples and scenarios used can be created from clients’ business 

- The course can be built around existing needs analysis processes 

 
 
  



   
   
    

TDS 2: Defining “What Great Looks Like” 
Target Audience 

This course is designed for anyone who wants to understand how performance standards can drive 

performance improvement. Whether you are a learning and development of HR Professional, or an 

interested line manager who wants to use performance standards to help drive improved results, tis 

workshop sets out the basic approach to WGLL©©. 
 

Overview 

Often the root cause of human performance issues is not so much a lack of training, but results from 
the fact that people are not always clear about what is actually expected of them in their role. This 
workshop looks at how a clear definition of “What Great Looks Like” for a given role can be used to 
help clarify what is required and how this can be used as a coaching tool and performance aid. 
 

Targeted Results 

As a result of the learning solution, you will: 

 Understand the value of performance standards as a key to improving performance 
 Create stylized “What Great Looks Like” (WGLL©) documents (including Job Function 

Diagrams and Know/Believe/Do Statements) for key roles 
 Use the WGLL© document to coach performers to improved levels of achievement 
 Leverage the WGLL© to measure the improvement offered by a traditional learning solutions 
. 

Outline Content 

Material covered will include: 

 Constructing a WGLL©© document 
 Defining Job Function Diagrams 
 The importance of Believe/Know and Do statements in a WGLL© document 
 How WGLL©s differ from Job Descriptions and Competency models- and how WGLL© 

bring more value 
 Using WGLL© to drive performance improvement 
 Using WGLL© to measure performance 

   Delivery Format 

The course can be delivered as either: 

 1 x 4 hour class event (with pre-reading and post-class assignment) 
 1 x  4 hour “virtual classroom” event (with pre-reading and post-class assignment) 



   
   
    
 

Opportunities to Customize 

This class can be customized in a number of ways: 

- Class can be customized to specific functions (i.e. L&D focused classes, a LOB focused class) 

- Examples and scenarios used can be created from clients’ business 

- The course can be built around existing needs analysis processes 

 

  



   
   
    

TDS 3: Instructional Design: Designing Engagement 
Target Audience 

Course developers and trainers who want to understand how to ensure that learning is engaging. 

Overview 

This comprehensive program takes you through the steps of building a training program: planning 
an engaging solution, creating engaging activities that accelerate learner’s comprehension and 
application of the learning.  At this workshop, you’ll apply what you are learning to create a short 
training session that addresses some of your specific training needs. You will cover key instructional 
design strategies for designing learning that is engaging, relevant and applicable. 

Targeted Results 

As a result of the learning solution, you will: 

 Create learning solutions which engage learners 

 Understand the value of non-linear learning design 

 Create learning solutions which deliver results 

 Develop learning which fully engages the learner in the learning process 
 Design courses more efficiently by following proven methods and guidelines 

 Learn how to choose the appropriate content to include in a course 

 Ensure training really “takes” back on the job, not just in the classroom 

Outline Content 

Material covered will include: 

 Accelerated learning principles (Von Merriënboer 4c-ID and Thiagis’ Four Door model) 
 Creating non-liner learning for greater learner engagement 
 Organizing and and sequencing of course content and activities 
 Learn/Play/Prove training design 
 Training activity options- maximizing engagement 
 Bringing materials to life 
 Using What Great Looks Like (WGLL©) to support performance improvement 
 Using What Great Looks Like (WGLL©) to measure performance improvement 

   Delivery Format 

The course can be delivered as either: 

 A one-day in class workshop (with pre-reading and post attendance activity) 
 A one-day virtual event (with pre-reading and post attendance activity) 
 2 x 4 hr in class event (with pre-reading and interim assignment) 
 2 x  4 hr remote “virtual classroom” events (with pre-reading and interim assignment) 



   
   
    
Opportunities to Customize 

This class can be customized in a number of ways: 

- Class can be customized to specific functions (i.e. L&D focused classes) 

- Examples and scenarios used can be created from clients’ business 

  



   
   
    

TDS 4: Train-The-Trainer- Bringing Training To Life 
Target Audience 

Training Deliverers and Presenters who want to learn how to present engaging learning and present 

sessions that deliver results. Whether you are completely new to training, a subject matter expert 

that needs to train others or an established trainer who is looking for a set of innovative new, more 

effective approaches to delivering learning, this is the ideal workshop for you. 

 

Overview 

Our Train- the-Trainer course gives you the practical platform skills and confidence you need to 
succeed in front of any group. You will learn how to prepare effective delivery guides so that you can 
energize and engage the learners. This powerful workshop shows you how to bring training 
materials to life, making them relevant to learners through war stories and examples.  Whether 
you’ve been training for a while or never stepped onto a platform before, this train-the-trainer 
workshop will show you how to become a facilitator of learning, not just a presenter. You’ll build 
confidence, engage your audience from the beginning and leave your learners impressed by your 
training abilities 

 

Targeted Results 

As a result of the learning solution, you will: 

 Deliver impactful training which engages the learners 
 Bring existing, sometime dry materials, to life with the use of example and war stories 
 Prepare effective delivery guides for your delivery 
 Adjust your delivery style to suit different audiences 
 Build your credibility and trust with learners  
 Manage learning activities so that they deliver learning 
 Open a workshop with confidence and close it with a wrap-up that guarantees learning  

Outline Content 

Material covered will include: 

 The value of learner engagement 
 How to prepare an effective delivery script 
 The value of war stories and examples 
 Bringing a slide to life 
 Managing learning activities effctively (Set Up/Monitor/Debrief) 
 Powerful openings and meaningful closings 

   Delivery Format 

The course can be delivered as either: 



   
   
    

 2 x 4 hr in-class events (with pre-reading and interim assignment) 
 2 x  4 hr remote “virtual classroom” events (with pre-reading and interim assignment) 

Opportunities to Customize 

This class can be customized in a number of ways: 

- Class can be customized to use existing client learning materials as the basis 

- The course can be built around the kind of training that the client delivers 

- Course can be aligned to a defined client workshop- acting as a “certification” model or can 

preface an in-house T3 course, and be used as a baseline 
  



   
   
    

TDS 5: Facilitation Skills- Facilitation Workshop  
Target Audience 

This program is a basic course for anyone who is required to facilitate meetings, within their daily 

work or within project teams, There is specific relevance to new managers, project managers, as well 

as managers who work as internal consultants. 

 

Overview 

The role of a facilitator demands a combination of a high level of meeting skills, strong 
communication skills, observational skills, listening skills and diplomacy. You also need a process to 
follow , as a roadmap for success. Like an orchestral conductor, you job is to bring out the best in 
individual players and lead the meeting to achieve successful outcomes. This course provides a basic 
facilitation model, and how to apply it successfully in a variety of meeting situations. 

 

Targeted Results 

As a result of the learning solution, you will: 

 Know the key requirements for a great facilitator 
 Leverage a proven facilitation model to achieve results 
 Make your facilitated meetings more productive and effective 
 Lead meetings that reduce attendees’ frustration and produce better results  
 Keep meeting process and structure on track to produce positive outcomes 
 Initiate and release creative energy from participants 
 Build consensus, handle conflict and keep meetings on track  
 Confront disruptive meeting behaviors more effectively  

Outline Content 

Material covered will include: 

 “What Great Looks Like” (WGLL©) for an effective facilitator  
 Mastering the phases of the Facilitation Process  
 Facilitation v Presentation: Key role differences 
 Leveraging your personal facilitation style and preferences to maximize engagement 
 Balancing the challenge of having multiple roles—leader, manager and facilitator  
 Planning for effective meeting  
 Customizing your plan to facilitate  

   Delivery Format 

The course can be delivered as either: 

 1 x 4 hour class event (with pre-reading and post-class assignment) 
 1 x  4 hour “virtual classroom” event (with pre-reading and post-class assignment) 



   
   
    
 

Opportunities to Customize 

This class can be customized in a number of ways: 

- Class can be customized to specific functions (i.e. Project Team focused classes) 

- Examples and scenarios used can be created from clients’ business 

- The course can be designed around the kinds of sessions that need to be facilitated 

  



   
   
    

INTERPERSONAL SKILLS CLUSTER 

IS 1: Influence Skills- Getting The Results You Need 
Target Audience 

This course is designed for mid-level managers and senior managers who need to understand the 

psychological principles behind how people are convinced to do something by others. Target roles 

will be line all managers,  including sales managers,  project managers, product managers, 

purchasing managers and marketing managers. 
 

Overview 

In many situations, you will need to ensure that people do something, without necessarily having the 
authority to ask them to do it. Influencing others requires and understanding of the psychology of 
what truly prompts others to say “yes” or “no”. This course explores these psychological factors, plus 
how this knowledge may be used to achieve mutually desirable outcomes. You will learn how to 
build your influence by applying these principles to any number of business interactions, from 
managing, mentoring and negotiating in both verbal communications and written documentation. 

Targeted Results 

As a result of the learning solution, you will: 

 Understand the psychology behind persuasion  
 Discover what prompts people to say “yes” or “no”   
 Encourage others to say "YES!" more frequently  
 Develop a personal style which achieves results 
 Overcome objections before they occur 
 Customize persuasion techniques for every situation  

Outline Content 

Material covered will include: 

 The psychology behind the Law of Persuasion  
 The implications of unethical approaches to influencing people  
 Achieving a positive first impression   
 Defining the two paths of persuasion: conscious and subconscious  
 Selecting, customizing and applying the law of persuasion to different situations  
 Using the Persuasion Checklist to determine your best approach 
 Applying the laws of persuasion back on the job  

   Delivery Format 

The course can be delivered as either: 

 1 x 4 hour class event (with pre-reading and post-class assignment) 



   
   
    

 1 x  4 hr remote “virtual classroom” events (with pre-reading and interim assignment) 

 

Opportunities to Customize 

This class can be customized in a number of ways: 

- Examples and scenarios used can be created from clients’ business 

  



   
   
    

IS 2: Negotiation Skills: Striking Agreement on Your Terms 
Target Audience 

This course is designed for anybody responsible for negotiating the best possible terms of an 

agreement for their organization. 

 

Overview 

This hands-on seminar, with lots of examples, gives you a step-by-step guide to effective negotiation. You 

will learn how to first identify the issue, understand the argument from the other’s perspective, generate 

alternative solutions to the issue and then determine a solution that benefits both parties- where all parties 

need each other to achieve their goals.  

 

Targeted Results 

As a result of the learning solution, you will: 

 Understand the Six Stages of Negotiation 
 Know when—and when not—to negotiate  
 Develop an effective plan and strategy for any negotiation 
 Know what behavior to expect and to adopt at each stage of the negotiation 
 Adjust your negotiation style to achieve desired results  
 Successfully apply the principles of persuasion to any negotiation situation  

Outline Content 

Material covered will include: 

 The basic concepts of negotiation 
 The Six Stages of Negotiation  
 Appropriate behaviors in each of the stages  
 Planning a negotiation  
 Using listening skills in the negotiation process 
 The four dimensions of personality styles and the style tendencies of each type of person 

   Delivery Format 

The course can be delivered as either: 

 1 x 4 hour class event (with pre-reading and post-class assignment) 
 1 x  4 hr remote “virtual classroom” events (with pre-reading and interim assignment) 



   
   
    
Opportunities to Customize 

This class can be customized in a number of ways: 

- Examples and scenarios used can be created from clients’ business 

 

  



   
   
    

MANAGEMENT AND SUPERVISORY SKILLS CLUSTER 

MSS 1: Coaching Skills: Getting the Best From Others 
Target Audience 

This course is designed for anyone who is responsible for coaching and developing others, whether 

formally or informally. 

 

Overview 

For too long we have associated “coaching” performance as being something to do with improving 
poor performance. In this course you will learn the positive value and benefit of structured positive 
coaching, as a means to improving performance that is not necessarily below standard. 
 

Targeted Results 

As a result of the learning solution, you will: 

 Deliver impactful coaching conversations in more formal coaching situations 
 Deliver more frequent and less formal 
 Improve on good performance as well as improve lower levels of performance 
 Take advantage of coaching opportunities you didn’t previously appreciate 
 Deliver to-the-point coaching that leads to actionable results 
. 

Outline Content 

Material covered will include: 

 The COACh© model and how to apply it 
 Formal v informal coaching 
 Planning coaching conversations (formal) 
 Using COACh© in less formal situations  
 How to improve on good behaviours (as well as not-so-good behaviours) 
 The importance positive reinforcement 
 Action Planning 

   Delivery Format 

The course can be delivered as either: 

 1 x 4 hour class event (with pre-reading and post-class assignment) 
 1 x  4 hour “virtual classroom” event (with pre-reading and post-class assignment) 



   
   
    
Opportunities to Customize 

This class can be customized in a number of ways: 

- Examples and scenarios used can be created from clients’ business 

  



   
   
    

MSS 2: Managing Change Successfully 
Target Audience 

This course is designed for anyone who needs to manage a change that will impact others. 

 

Overview 

Change in an organisation is unavoidable these days and when it does occur, it needs to be managed 
effectively. This workshop will familiarise you with the various approaches and techniques that can 
be used to prepare your organisation and its employees for successful change. The course covers the 
process of change, the roles that are needed to achieve successful change, how individuals in the 
organisation are likely to react to change and how they need to be supported throughout the process 
of change. 

Targeted Results 

As a result of the learning solution, you will: 

 Be ready to embrace and implement rapid changes  
 Think through the impact of change before taking action 
 Plan more effective change within your group/team/organization 
 Identify stakeholders who are impacted, and plan appropriate actions 
 Implement successful change communications 
 Avoid the obstacles that often prevent progress and change  
 Understand and assess disruption from the point of view of those being disrupted  
 Lead your organization to positive change 

Outline Content 

Material covered will include: 

 The PROSCI© model for change management 
 Stakeholder Mapping and Analysis 
 Change Impact Planning 
 The importance of communication and education’ 
 Communication Planning 
 The common change derailers and how to avoid them 

   Delivery Format 

The course can be delivered as either: 

 1 x 4 hour class event (with pre-reading and post-class assignment) 
 1 x  4 hour “virtual classroom” event (with pre-reading and post-class assignment) 



   
   
    
Opportunities to Customize 

This class can be customized in a number of ways: 

- Class can be customized to specific functions (i.e. within a department) 

- Examples and change scenarios used can be created from clients’ business 

  



   
   
    

MSS 3: Virtual Teamwork: Managing a Remote Team 
Target Audience 

This course is designed for anyone who manages remote employees. 
 

Overview 

Managing individuals who are geographically remote and not co-located can be challenging. Remote 
working is fast becoming the norm, but our experience is that most managers don’t appreciate the 
difference in the ways to manage remote employees. As our workplaces are now linked virtually 
though technology, to get results, the leader of a virtual team must approach employees differently 
from the way they manage co-located teams.  

Targeted Results 

As a result of the learning solution, you will: 

 Appreciate the challenges associated with virtual team leadership 
 Develop trust and see the benefits of trusting relationships 
 Communicate effectively with remote employees 
 Empower your virtual team to better performance 
 Coach your remote employees more effctively 

Outline Content 

Material covered will include: 

 Virtual team performance challenges 
 Exploring best practices for performance management in a virtual team environment 
 Managing goals, roles and responsibilities  
 Coaching remote employees 
 Learning the process for identifying coaching and development activities for virtual 

employees 
 The COACh© model for coaching remote employees 
 Practicing using the COACh© Model of Coaching 

   Delivery Format 

The course can be delivered as either: 

 1 x 4 hour class event (with pre-reading and post-class assignment) 
 1 x  4 hour “virtual classroom” event (with pre-reading and post-class assignment) 



   
   
    
Opportunities to Customize 

This class can be customized in a number of ways: 

- Class can be customized to specific situations 

- Examples and scenarios used can be created from clients’ business 

  



   
   
    

MSS 4: Collaboration- Working Together  
Target Audience 

This course is designed for mid-level managers who want to inspire greater involvement, creativity 

and knowledge sharing in their employees and team members. 
 

Overview 

This course gives you a plan to be an adaptive manager who encourages greater collaboration. 

Creating a vision and building mutual trust within a team and working well with others, will ensure 

that you foster an environment of collaboration that operates as an open and united group, so that 

you can inspire optimal performance up, down and across the organization. 

 

Targeted Results 

As a result of the learning solution, you will: 

 Adapt your own personal style to a collaborative management style 
 Become more effective by enabling each team member to share ideas and generate 

solutions  
 Remove roadblocks that prevent people from working together   
 Enhance team creativity and involvement  
 Differentiate yourself and become more influential in your organization  
 Help increase employee satisfaction, retention and engagement  
 Develop a mindset that can increase your collaboration skills  
 Provide greater opportunities for others to own and implement their ideas  
 Reduce performance issues by increasing employee involvement and leadership skills 

Outline Content 

Material covered will include: 

 A framework for working collaboration  
 Employing a collaborative process that is effective with all communication styles  
 Adapting your personal style to encourage employees to find their own answers 

to problems  
 Creating a culture that fosters collaboration  
 Improving accountability by allowing your employees to have ownership of the 

results of their efforts  

   Delivery Format 

The course can be delivered as either: 

 1 x 4 hr in class event (with pre-reading and post assignment) 
 1 x  4 hr remote “virtual classroom” events (with pre-reading and post assignment) 



   
   
    
 

Opportunities to Customize 

This class can be customized in a number of ways: 

- Class can be customized to specific functions (i.e. L&D focused classes) 

- Examples and scenarios used can be created from clients’ business 

  



   
   
    

MSS 5: Social Styles 
Target Audience 

This course is designed for mid-level managers who want to work with other more effectively to 

inspire greater involvement, creativity and knowledge sharing in their employees.. 
 

Overview 

Everyone has preferred ways of acting and interacting with otehrs Some people work quickly, others 
more slowly. Some respond better to data and others to stories or personal experiences. BCR’s Social 
Style training helps you understand your own preferences and those of others. Most importantly it 
teaches you how to recognize the behavior of others and create strong, productive relationships with 
anyone, by changing your won style to accommodate the needs of others. Participants will learn how 
to recognise behavioral and communication preferences and adjust their own behaviors to create 
productive working relationships with individuals of all Social Styles. 

Targeted Results 

As a result of the learning solution, you will: 

 Discover your own Social Style.  
 Determine the Social Style of others.  
 Use that information to moderate your behavior and make that person more comfortable, 

allowing you to resolve conflict.  
 Adapt your own Social Style to achieve effective results 
 Increase or decrease levels of tension to increase productivity. 

Outline Content 

Material covered will include: 

 Social Styles framework 
 Self-Assessment of Social Style 
 Key behaviour indicators that help us identify personal styles 
 The relative interactions between various personal styles 
 How to adapt your personal style to meet a given situation 
 Establishing more productive relationships with people you interact with 

  Delivery Format 

The course can be delivered as either: 

 1 x 4 hr in class event (with pre-reading and post-course assignment) 
 1 x  4 hour “virtual classroom” event (with pre-reading and post-class assignment) 



   
   
    
Opportunities to Customize 

This class can be customized in a number of ways: 

- Class can incorporate self-assessment 

- Class can be run for in-tact team 


