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[1 – 2 Day, Experiential Sharing Based Learning Methodology Through 
Presentation, Case Study & Activity Based Directed Learning Approach] 

[Schedule: 9:15-10:45AM / 11-1PM / 1:45-3:15PM / 3:30-5:30PM] 
 

Workshop Outline – 1 – 2 Day 

 
 

1. Get The Best Out Of TEAM! – Establish a `Together Everyone Achieves More’ Culture with Your Team – Manage 
Your Team Conflicts – Understanding Effective Conflict Management, Negotiation& Motivation – Form, Storm, 
Norm & Perform! 

• Promoting `One Among Equal’ Teamwork Culture 
• Enabling Employee Subscription/Buy-In to Organization Objectives 
• Enrolling into Organization’s Vision – Mission – Values 
• Taking Ownership – Effective Delegation 
• Effective Listening & Effective Meeting Management 
• MBO (Practicing Management By Objectives & Avoiding Management By Objections!) 
• Periodic 1:1’s For Course Correction 
• Feedback by Design & Effective Performance Management 
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2. Optimize Your Team For Right Output & Surge Ahead By Effective Conflict Management & Negotiation Skills – 
Manage For Results & Outcomes! 

• Constructive Vs Destructive Conflict – Sources of Conflict – The Do’s and Don’ts in Negotiations – Probing 
Skills – Objection Handling Techniques 

• Deal With Conflict Emerging From Difficult Employees – Don’t De-Link Employees – Tactics To Deal Tough 
Employees Throwing Attitude and/or Subject Matter – Competency – Learn To Negotiate With Under & 
Over Achievers 

• Deal With Conflict (My Way – No Way – Your Way – Half Way – Our Way – Our Way) – Collaboration Vs 
Confrontation – Addressing Team Conflict (Problem Definition – Data Gathering – Data Analysis – Choosing 
Best Solutions – Implement Solution – Refine Solutions Continuously) 

• Deal With Conflict Quickly & Effectively – Best Practices From Rest Of The World! 
 

3. Thomas-Kilmann Conflict Management Instrument 
• Discover Your Conflict Profile 
• Seek Positive Outcomes Through Best Conflict Handling Techniques: Competing – Collaborating – 

Compromising – Avoiding – Accommodating 
• Address Two Basic Behavior Dimensions By Thomas-Kilmann Conflict Model 
• Effective Anger Management Technique During Conflict Management & Negotiation – HEAT (Hear – 

Empathize – Ask – Take) Technique! 
 

4. Team Passion & Energy Drivers: Effective Communication & Influencing Options 
• Autocratic, Push –works when supported by personal power 
• Collaborative, Pull –works where no power available 
• Logical Approach –works with logical, linear thinkers 
• Emotional Approach –works to get others fired up about an issue 
• Assertive Approach –works when overcoming resistance 
• Sales Approach –works where benefits need emphasizing 
• Bargaining Approach –works where a win-win outcome needed 
• Walk The Talk Approach –works if you can model what is needed 
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5. Customer Focus 

• Customer’s Experience Cycle 
• Effectively Promoting Customer Experience Management 
• Customer’s Needs Hierarchy 
• Anticipating as an Art! 
• Traverse From Symptom to Real Problem to Real Solution 
• Product’s as Perfect Fits – Models of Tailoring – Providing What Your Customer Need Vs What You Have 
• Engage – Explore – Evolve 
• Elicit Needs & Enumerate Benefits – Become a Customer Coach 
 

6. Team Motivation Management 
• Identifying Individual Strengths – Focus On Plus Points – Explore & Evolve! 
• Leveraging Strengths For Operations & Execution Efficiency & Effectiveness 
• Set The Agenda – Communicate Individual Deliverables & Their Importance In Realizing The Team Goals / 

Objectives 
• Drive For Results – Emphasis on Outputs – Promote Outcome Awareness 
• Ethical `Walk the Talk’ Approach & Building Trust 
• Motivation Management by Inter-Personal Relationships 
• Team Eating & Team Outings! 
•  Establishing Effective Channels of Top-Down & Bottom-Up Communication for Execution with Customer 

Focus 
 

Workshop Takeaways & Learning Outcomes 
 

• Experience Hands-On and Hands-Off Team Work and Management Approaches 
• Explore Conflict Management Styles& Negotiation Behaviors 
• Evangelize  Teamwork to Execute Management Strategy 
• Resolve Conflicts With Knack For Collaboration & Teamwork 
• Gain Practitioner Insights To People / Team Motivation 
• Learn Perspectives Of Leading & Managing Conflict Contexts 
• Analyze Customer Situations For Successful Customer Focus 
• Achieve Organization Excellence & Excel in Customer Service! 
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Other Details:  
 
 

• Payment to be made within 15 days from the date of the invoice. 
• All payments must be made by cheque/online transfer etc., drawn in favour of Sieger Training Consultants Pvt. Ltd. Sieger will charge on INR basis only. 
• Overseas clients will have to take care of all the training materials directly as briefed by Sieger Training. However, Sieger can procure some (which can be 

transited) not all, on behalf of the client but any additional charges for custom clearance has to be taken care by client only.  
• Facilitators Travel & Food have to be taken care by the client  
• Clients will have to arrange LCD, Speakers, Mike on their own. 
• Cancellation of confirmed programmes shall be intimated one week in advance else 50% of the total charges shall be applicable. 
• Client will recognize the intellectual property rights of Sieger Training and such materials are not to be copied without prior written approval of Sieger Training. 
• Take all responsible steps to hold all Sieger Training copyrighted materials confidential to Client. 
• Guarantee that no training will be conducted using Sieger Training concepts or material is carried out for employees of Client and Client shall not use Sieger 

Trainer’s without the knowledge of Sieger Training Consultants (P) Limited. 
• Ensure that any materials of Sieger Training supplied to internal employee(s) are retained by Client and or returned to Sieger Training in the event that the 

employee(s) ceases to be employed by the company; 
• Ensure that no substantive modification of course design or content occurs without the prior written permission of Sieger Training, which shall not be withheld 

unreasonably; 
• Treat this agreement as confidential and not divulge its contents to third parties; 
• Inform Sieger Training of any internal procedures for the payment of invoices.  

 
 

 

 

Follow us on 
 

             
 

Let’s Stay In Touch Click Here To Subscribe SIEGER TRAINING INDIA Workshop Updates 
Copyright (C) 2015, Sieger Training Consultants (P) Limited, All Rights Reserved.  
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