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Organisations today realise that 
they will achieve greater results 
if their teams can collaborate 
more effectively across functional 
boundaries. The temptation is to 
work in silos, but strong leaders 
develop consultative relationships 
between their team and other 
teams. This includes fostering 
movement and readiness in role 
succession so that trust can be 
sustained amongst teams. It also 
requires that employees be highly 
engaged to be confident and 
empowered as internal consultants 
who can question, challenge, and 
think strategically.

This two-day program is designed to 
overcome one of the biggest challenges 
that professional services face in 
organisations today – being viewed as 
a transactional or commodity resource 
versus a true business partner. Included 
are key elements: developing rapport 
and trust, designing solutions that 
advance stakeholder or client strategies, 
strengthening leadership and influence, 
managing resistance and conflict, and 
more.

Learning Outcomes
•  Become a true consultant to the 

business partner
•  Develop a personal reputation, so the 

customer sees us as a valued partner 
and advisor

•  A shift from addressing tactical needs 
to developing a strategic business 
partnership

•  Lead stakeholders or clients to consider 
new approaches for success

Who should attend?
All leaders, engineers, technical staff 
who have to communicate effectively and 
influence individuals and teams.

Content
•  Assess your communication skills  

and style
•  Recognise how our attitude affects 

image
•  Discover where you are on the 

professional image scale and how  
to use it

•  Analyse and use the professional 
success cycle

•  Explore factors that create impressions 
and image

•  Reinforce the importance of trust
•  Strategically frame our role and 

initiatives

•  Improve business partner meetings
•  Assist clients and stakeholders in 

thinking through the broader context of 
their needs

•  Follow a consultative questioning 
process to determine the stakeholder’s 
logical and emotional needs

•  Use robust dialogue to earn the other 
person’s respect and trust

•  Frame solutions in a unique way for 
each stakeholder

•  Appeal to logic and emotions
•  Present persuasive, convincing  

points-of-view
•  Broker and develop ongoing internal 

relationships
•  Deal with difficult people, conflict and 

negotiation
•  Position ourselves as long-term Trusted 

Advisors
•  Present application of all concepts in a 

real-time context
•  Sustain a culture of leadership and 

influence
•  Reflect on leadership breakthroughs 

and plan for the future

Up to  
12 CPD 
hours


