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Training and development
solutions for business

GUIDE TO SERVICES

WHY CHOOSE AMBER?
We help your people develop the skills and mindset to achieve great results,
personal growth and business success through training and coaching
solutions that are tailored to the challenges facing your people and
organisation.

Participants acquire the skills and confidence to put their learning into
practice in the workplace; the result of practical and interactive training,
based on real-life scenarios.

Sessions are designed around your specific needs and are delivered in a
format best-suited to your people and their availability.

READY TO BUY
No two organisations are the same, so Amber training comes in a
variety of formats to suit individual development requirements, group
size and team availability.

BITE-SIZED MODULES
•
•

perfect for time-starved teams
two-hour, bite-sized sessions that focus on a specific
aspect of a wider subject area

Choose from a single bite-sized session or, for a broader
understanding of the subject, select a series of two-hour
modules to run over an agreed period:

FULL-DAY AND HALF-DAY
		WORKSHOPS:
•
•
•
•
•

full day: up to seven hours’ duration
half-day: three and a half hours’ duration
practical and interactive sessions involving group
discussion, case studies and individual exercises
emphasis on problem-solving via the application of
tools, tips and techniques
participants are challenged to put learning into action
by tackling scenarios based on real-life workplace
challenges

EXAMPLE:
CLINICS

PEOPLE MANAGEMENT ESSENTIALS
3 x two-hour sessions, run one month apart:
Session 1:
• understanding personal management style
• adapting your style to others
• motivating individuals and teams
Session 2:
• empowering delegation
• delivering corrective feedback
• handling difficult conversations

•
•

The concern or development need addressed may be
customer-related, a team or departmental challenge or
based on individual relationships.

Session 3:
• how to run an appraisal
• identifying development needs
• setting objectives
The above is an example only. Dates and times between
sessions are flexible.

1-2 hours’ duration
ideal for individuals or small groups of up to six people
who already have some experience, but require
guidance to solve a specific challenge

ONE-TO-ONE
•
•

a tailored coaching programme, consisting of three or
more sessions
designed to help an individual improve their
performance or achieve a specific goal

For more information, please refer to our High-Performance
Coaching section on page 11
As learning is most effective when immediately put into
action, participants are given short take-away tasks to
complete between sessions.

For further information, or to book a training course, please
contact Richard Baines on 07768 145572 or at
richard@ambergroup.net
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Who we work with

MESSAGE
DELIVERY
THAT’S LOUD
AND CLEAR
Most of today’s markets offer customers
a range of options for how and where
they spend their money. When making
their buying decisions, customers often
go for brands or products with which
they feel the greatest affinity. In a world of
shortening attention spans, making that
connection by grabbing your audience’s
attention and compelling them to engage
with you is the all-important differentiator
between you and your competitors.
This section outlines solutions to help
you develop clear, consistent messages
that tap into the essence of what your
customers want and articulate why your
organisation, product or service is uniquely
placed to deliver that.

COURSE FORMAT...
Clinic sessions
Bite-sized sessions
Full-day sessions
Half-day sessions
One-to-one
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Case Study
CRAFTING A WINNING STORY
THE CHALLENGE
This IT services firm was pulling together
a last-minute pitch to win a substantial
piece of business, but the 45-minute piece
of content just wasn’t hanging together; key
messages were lost and those involved felt
like disparate individuals, rather than a team who could work
together to deliver a critical service.
THE SERVICE
The Amber Group was called in two days before the pitch and
asked to weave some magic. Firstly, we created a compelling
narrative that ran across the whole presentation to make
it feel like one story rather than a series of short ones.
Secondly, we brought the presentation to life by including
real life examples - stories - rather than describing a process.
Thirdly, we took all the presenters through one-on-one
coaching to ensure they emphasised the winning messages,
rather than losing them in the general noise.
THE RESULT
Against all the odds, the team won the pitch! And they won at
a price at which they wanted to win. The client made a point
of saying that the Amber Group had made a critical difference
and that without us, they probably wouldn’t have won.

“Just to let you know that your presentation training
session at Milton Keynes and in Chicago scored
an average of 4.84 out of 5.0 and were the highest
rated sessions on both training courses. An
outstanding result. Congratulations!”
Barbara Hervey, Accenture

Formats:
PRESENTATION SKILLS WORKSHOP
For 2-4 people
Participants acquire the skills to:

PRESENTATION SKILLS
Aimed at clear and concise message delivery,
the Amber Group’s presentation training helps
to improve delivery style, increase the accuracy
and impact of messaging and positively influence
audiences.
From practical application to handy takeaway tips,
participants are provided with a range of materials to
facilitate ongoing improvement:
•
•

•

presentations are videoed with one-toone critique provided by the trainer, to aid
improvement
a copy of the Amber Group’s “Little Black Book
of Presentation Secrets”, containing useful
techniques for more effective presenting, is
given as a takeaway from the session
an individual follow-up email, summarising
presentation strengths with advice on how to
improve on presentation weaknesses

•
•
•

present confidently and impactfully in meetings and
new business pitches
build on their own individual style to ensure authenticity
prepare effectively and efficiently within short
timeframes

Areas covered:
• understanding and identifying with your audience
• bringing your presentation to life
• using visual aids to complement personal style
• the importance of structure and how to
implement it
PRESENTATION SKILLS FOLLOW-UP SESSION
(TWO-HOURS)
Training is most effective when learning is put into
practice. This optional two-hour session, held 2-3
weeks after the initial workshop, allows participants
to deliver their presentations again, having
incorporated their learnings, and receive feedback
on improvements made.

PRESENTATION COACHING
Designed to improve confidence and personal
impact in situations where a person is required
to present - whether that’s formally to external
audiences, internally in a departmental setting or
more generally as part of business meetings.
Each session is tailored to the person’s development
needs, typically covering areas such as:
•
•
•
•
•
•
•

overcoming the fear of presenting
how to structure a high-impact presentation
the art of ‘telling a story’ and delivering key
messages
understanding and connecting with your
audience
personal style – effective use of words, tone and
body language
dealing with nerves
managing questions and answers – the ability to
think on your feet
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BID AND PITCH SUPPORT
This workshop will help teams improve their win
rate in bids or business pitches by developing their
ability to:
•
•

present messages in an impactful way; making
the audience engage with the product/service
and the people delivering it
clearly distinguish your offering so it, and your
people, stand out against the competition

Delivered by a business development specialist with
over 25 years’ experience in helping brands to win
business, this workshop will turn your differentiators
into compelling messages that help you win.

Suitable for: anyone involved in leading, developing or
presenting bids or new business pitches

MESSAGE DEVELOPMENT
To survive and prosper, every organisation needs
to differentiate itself in a way that is compelling or
exciting. This session will help you to identify exactly
what it is that makes your organisation different and
how to turn it into powerful messages that help you
achieve customer loyalty, advocacy and growth.
Areas covered:
• understanding your business, your markets and
your competitors
• crafting compelling and unique messages that
sell your strengths
• scripting the messages – writing the story that
makes you stand out from the crowd
• rehearsing the delivery - including critique from
the facilitator
Suitable for:
• Those with responsibility for developing sales and
marketing collateral.
• Executives with an interest in what they as individuals
should be saying when representing their organisation

Case Study
SOFTENING THE BLOW
THE CHALLENGE
Due to Government-imposed cuts, this local authority was forced to close a small number of
libraries. As library closures are a highly emotional topic, the Authority turned to the Amber
Group for advice on how the announcement should be handled.
THE SERVICE
The Amber Group provided a combination of media training, presentation coaching and message development for
senior personnel, teaching them how to deliver their messages with the right tone and be clear about what was
being announced, so that ambiguities - and therefore the potential for mischief-making - were kept to a minimum.
THE RESULT
While there was disappointment from the local community, unanimous feedback indicated that the Authority
had delivered this sensitive announcement in the best way possible. It was clear and direct, but delivered with
empathy. The messages we helped develop articulated exactly what was happening and conveyed the limited extent
of the likely disruption.
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MEDIA TRAINING
Participants in this session develop the skills to:
•
•

maximise a positive opportunity for press coverage
handle unwelcome press intrusion

Run by former journalists, this workshop combines theory
and practical role play exercises, allowing participants to
practice the style of their delivery and test the effectiveness
of their messages.
Areas covered:
• how the media works, including the varying roles of
journalists
• when to promote and when to protect
• the dos and don’ts of media interviews
• building working relationships with influential journalists
• the rules of engagement and barriers to goodwill
• how to achieve a win: win for spokesperson and
interviewer

Suitable for:
• senior executives who need to handle companywide announcements
• managers with specific business product or
departmental responsibility
• technical support specialists who provide nextlevel detail on products or services

Case Study
WITHSTANDING PARLIAMENTARY
SCRUTINY
THE CHALLENGE
When one of the UK’s most recognised ecommerce brands was invited to attend a Parliamentary Select
Committee hearing investigating online practices, the company was keen to make a positive impression.
THE SERVICE
The Amber Group helped craft the messaging and trained the executive spokesperson to deliver a compelling
narrative, backed by facts.
THE RESULT
The company was thanked by the Committee for its openness and praised for the industry leading approach it was
taking.
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CONTENT
THAT HITS
THE SPOT
There’s so much noise in the world today.
Consumers and businesses are inundated
daily with messages from diverse media.
For the recipients, it’s hard to know which
they should pay attention to. For brands,
knowing how to make themselves heard
above the rest is equally difficult.
People respond to the things that are
relevant to them and with which they
can make a personal connection. The
courses in this section are designed to
help consultants reach the right people,
with the right message, at the right time to
make that connection.

Case Study
AN EXERCISE IN PLAIN SPEAKING
THE CHALLENGE
This global organisation was embarking on
a series of major internal restructures and
needed to communicate its intentions to
employees and achieve their support.

COURSE FORMAT...
Clinic sessions
Bite-sized sessions
Full-day sessions
Half-day sessions
One-to-one
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THE SERVICE
The Amber Group worked with the communications team to
teach them how to take the corporate, jargon-loaded briefing
documents and turn them into talking points that managers
could easily understand and articulate to employees. This
project involved coaching sessions around the concepts of
effective and persuasive writing.
THE RESULT
A successful internal communication programme that
achieved the support of employees. A marketing and
communications team trained to continue to deliver effective
and persuasive written communications.

THE ART OF BUSINESS
STORYTELLING
In this practical, focused session, participants
enhance their skills in corporate and brand
storytelling through:
•

•
•

auditing the language your business
currently uses: simplicity, clarity, abstract vs
concrete; facts (nouns) vs action (verbs) vs
emotion (adjectives)
the four Es of storytelling: driving Engagement
through Emotion, Energy and Empathy
why B2B and B2C are no longer relevant and
have been replaced by H2H (Human-to-Human)

Exercises include:
• how to tell a technical story while avoiding
jargon, waffle and statistics
• how to embed purpose and authenticity into
your storytelling to drive impact
• Real examples of brilliant and terrible corporate
and brand storytelling are used to illustrate
throughout.

NARRATIVE BY NUMBERS
The Big Data revolution means that more data is
available than ever before. Making sense of that data
,and using the insights extracted to persuade others
to act, is a core skill that marketers need in order to
thrive.
For businesses in the 21st century, the equation
underpinning impact is this:
analytics + storytelling = influence
This workshop teaches some simple and effective
rules to help participants use data to tell more
compelling, evidence-based stories, whatever their
audience.
Suitable for: communications and marketing specialists

Suitable for: communications and marketing specialists

ESSENTIAL ELEMENTS OF A
BRAND EXPERIENCE
Creating valuable interactions between customers
and a product or service can result in a deeper
emotional connection and a greater affinity with a
brand. This session teaches participants to:
•
•
•

make meaningful and memorable customer
experiences a core feature of marketing
campaigns
build brand responsiveness and resilience into
communications strategies
communicate brand insight to sell more projects

Areas covered:
• understanding the power of the brand
• how to engineer successful interactions with the
brand
• how to make the brand responsive and resilient
Suitable for: communications, marketing or product
specialists.

PERSUASIVE WRITING
If persuasion is an art, then well-written, influential
copy must feature on every organisation’s sales
and marketing canvas. This workshop teaches
participants to:
•
•

write copy that inspires the reader to change
their opinion or behaviour
apply this understanding to any type of writing:
consumer, corporate or business-to-business

Areas covered:
• the definition of persuasive writing
• a three-step process to persuasive writing
• putting persuasive writing into action
The session includes practical exercises designed
to drum home the discipline.

Suitable for: communications, marketing or product
specialists with responsibility for developing copy.
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HARNESSING
DIGITAL AND
SOCIAL MEDIA
In recent years, digital and social media
have reinvented how consumers engage
with brands, presenting both opportunities
and challenges for organisations. Our
range of training helps marketers take
full advantage of these critical and fastchanging media. We provide knowledge
and practical advice on how to attract,
engage with and gain the loyalty of
customers through these innovative
approaches.

SOCIAL MEDIA FOR MARKETERS
Entry level
Designed for anyone with little or no experience of
using social media in a professional context, this
session bridges any knowledge gaps and builds the
confidence to use social media in a day-to-day work
environment.
Participants will improve their understanding of the
key social media platforms, gain insight into the
essential tools for listening, publishing and engaging
on each network and learn about social media
measurement.

COURSE FORMAT...
Clinic sessions
Bite-sized sessions
Full-day sessions
Half-day sessions
One-to-one
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Intermediate
Many marketers already use social media in a
personal capacity and some are using it in a
rudimentary fashion for their organisation. This
workshop further advances their knowledge and
practical capability, providing insight into best
practice techniques for planning, managing and
measuring social media activity.
Advanced
This session is for those who are already involved in
social media activity either to build their professional
profile or on behalf of their organisation. We take
a deeper dive into how social media works in
the overall sales and marketing mix. We also
examine advanced social media measurement and
evaluation techniques such as attribution analysis.

Suitable for: employees at all levels

“It’s been great to work with The Amber Group
to really understand our needs and design an
interactive workshop to help develop the skills of
our marketers. Paul delivered fantastic sessions
that not only taught the participants a host of new
skills but gave them the confidence to make the
necessary changes to their current practices.
Even the most sceptical of attendees said how
valuable they found it and were really glad they
made the time to take part.”
Suzanne Gaunt, EMAP

DEVELOPING SOCIAL MEDIA
STRATEGIES
This workshop looks at the six steps to implementing
a successful social media campaign as part of a
wider marketing programme. Participants learn how
to:
•
•
•

set objectives
establish their target audiences
identify the correct platforms to use and what
types of content will be successful

An overview of essential social media management
and measurement tools is also included.
Suitable for: communications and marketing specialists

SOCIAL MEDIA PLATFORMS
FOR MARKETING
This workshop lifts the lid on the key social media
platforms in use today and explains how marketing
professionals can identify and make the best use of
particular platforms for their campaigns.

GOOGLE ANALYTICS:
A MEASUREMENT & EVALUATION
PLATFORM FOR MARKETING

Participants can concentrate on one platform for a deepdive, half-day session or choose from up to three of the
following list for a broader overview of social media-related
marketing techniques and tools:

Google Analytics provides the perfect platform
for marketers to monitor, measure and improve
the results of their marketing and social media
campaigns. This session looks at the benefits of
making Google Analytics an essential part of a
campaign and provides the practical knowledge to
use it effectively.

Facebook		
Instagram, 		
Twitter
LinkedIn		
YouTube		
Pinterest

Suitable for: marketing professionals at all levels

Suitable for: marketing professionals at all levels
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INSIGHTS
DISCOVERY®

“The Insights Discovery workshop was the
perfect way to help us enhance the way we
work as individuals, as a team and with our
wider stakeholders. The content is impactful,
immediately applicable and delivers lasting value,
while the format is practical, engaging and fun!”
Alexandra Standfast, Channel 5

cool
blue
Self-awareness is key to the success of
any individual. A better understanding
of self can make relationships at work a
vehicle, rather than a barrier to success.
Insights Discovery is based on the
personality profiling work of psychologist,
Carl Jung. It uses colour as a powerful
common language to help individuals
understand their behavioural preferences,
the preferences of others and how to
adapt and connect for more successful
interactions.

earth
green

Fiery
red

sunshine
yellow

Case Study
COLLABORATION THROUGH
COMMUNICATION
THE CHALLENGE
This group of EMEA marketing people,
each overseeing their respective region,
wanted a team-building vehicle to encourage
greater collaboration between members and
enhance the effectiveness of their interactions
with internal and external stakeholders.

COURSE FORMAT...
Clinic sessions
Bite-sized sessions
Full-day sessions
Half-day sessions
One-to-one
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THE SERVICE
The Amber Group delivered an engaging and practical
workshop using the Insights Discovery colour methodology.
Starting with a journey into self-awareness, where the team
gained a greater appreciation of their personal behavioural
preferences, how these are seen by others and how they
impact performance, the journey continued through building
an understanding of the preferences of others and finally
strategies for enhancing interactions with one another and
their wider stakeholder groups.
THE RESULT
The workshop provided a catalyst to improved teamwork
and developing more effective working practices within the
immediate team. Individual team members left the session
equipped with tools to enhance their performance and
personal effectiveness when working with local stakeholders
in their respective regions.

INSIGHTS DISCOVERY
FOUNDATION MODULE
Delivered by our Insights Discovery Practitioner,
this workshop provides participants with the three
powerful learning steps that significantly enhance
personal communications:
1. understanding your personal behavioural
preferences, strengths, potential weaknesses
and how you are seen by others
2. understanding the behavioural preferences of
others
3. how to adapt and connect for more successful
interactions
The workshop provides a sound understanding of
the Insights Discovery principles and how they can
be practically and effectively applied to a range of
organisation or team objectives including: people
management, leadership, client relationships, teambuilding, recruitment and selection, selling and new
business.
Participants also receive a Personal Insights
Discovery Profile that provides a detailed analysis
of their behavioural preferences including natural
strengths, potential weaknesses, communication
style, possible blind spots and areas for further
development.

USING INSIGHTS DISCOVERY
FOR SUCCESSFUL SALES AND
ORGANIC GROWTH
Born out of the mantra that “people buy people,”
this workshop builds on the Insights Discovery
Foundation Module by applying the Discovery model
to the sales process.
Participants learn how to get more out of
existing relationships and win new business
by understanding the strengths and potential
shortcomings of their own selling style, the buying
preferences of others and how to adapt their
approach to increase the likelihood of success.
Through case scenarios and application exercises,
participants map their customers and identify the
right selling behaviours to influence them.
Suitable for: anyone involved in sales, business
development, key account management or marketing that
has previously completed the Insights Discovery foundation
module.

IMPROVING YOUR CUSTOMER
RELATIONSHIPS THROUGH
INSIGHTS DISCOVERY
When it comes to building customer loyalty and
advocacy, it is often argued that chemistry is as
important as the results delivered. Building on
the Insights Discovery Foundation Module, this
workshop looks at how to recognise and understand
the behavioural preferences of customers and
adapt interactions, CRM systems and processes to
achieve successful and long-standing relationships.
Using case scenarios and individual exercises,
participants identify the behavioural preferences
of their customers and develop strategies for
successfully managing and growing those
relationships.
Suitable for: anyone involved in customer service, sales,
product support, marketing communications or with
responsibility for managing relationships internally or externally,
that has previously completed the Insights Discovery
foundation module.

GETTING THE BEST OUT OF
YOUR TEAMS WITH INSIGHTS
DISCOVERY
Motivating and empowering teams are fundamental
responsibilities for a manager. Get it right and your
teams are engaged, loyal and high performing. Get it
wrong and you can be faced with constant employee
churn, low productivity and a serious hit to the bottom
line.
This workshop teaches managers how to enhance
team and business performance by applying the
Discovery model to effectively engage, motivate and
manage their people.
Areas covered:
• why one management style doesn’t fit all
• understanding your management style
• recognising the management preferences of others
• how to adapt your style to manage and motivate
different personality types
• overcoming pitfalls, barriers and poor performance
Through case scenarios and individual exercises,
participants identify strategies to better motivate and
empower the people in their team.
Suitable for: anyone with people management
responsibility that has previously completed the Insights
Discovery Foundation Module
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HIGHPERFORMANCE
COACHING
Coaching is a development tool that
uses one-to-one interactions to improve
performance or develop skills. Rather
than acting as a teacher, the coach is a
facilitator of learning.
Coaching programmes usually focus
on helping an individual achieve high
performance at work, based on specific
goals or the development of certain
skills. Additionally, coaching can address
personal attributes such as confidence,
communication, management or
leadership style.
A useful intervention where an individual
has bespoke development needs, the
Amber Group’s coaching programmes are
tailored specifically to what the individual
is required to achieve, and the challenges
faced in getting there.

Like many high-performers, senior team members
sometimes need help to realise their full potential
and achieve their goals. Amber’s one-to-one
coaching programmes are based on a practical,
outcome-driven approach that encompasses three
components:

1. insight to the individual including
behavioural preference, aptitude,
motivations and development needs
2. clarity of the goals and outcomes to be
achieved and what success will look like
3. development of a corresponding coaching
programme designed to maximise success
for the individual and the business

Format:
Sessions are based on the proven GROW coaching
model, which brings structure and focus to the
process, with tailored, one-to-one interventions that
deliver lasting impact.
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“We have worked with the Amber Group over
the past few years and have been impressed
with the quality of their service. We have been
specifically impressed with their ability to get
under the skin of our business to ensure that
the training and coaching delivered is adapted
to our unique and specific requirements and
designed to meet our ambitious business
objectives.”
Learning and Development Manager, ITN

THE GROW COACHING MODEL
GOAL:

Agree SMART objectives and desired outcomes.

REALITY:

Identify the current situation – challenges, potential barriers and
opportunities.

OPTIONS:

Explore courses of action; priorities; key behaviours; milestones; solutions
to barriers and development needs.

WILL:

Establish ways to motivate performance and maintain momentum.

Progress is evaluated against pre-agreed performance measures based on observable behaviours,
quantifiable targets and/or third-party feedback.
For further information on Amber coaching programmes, please contact
Richard Baines at richard@ambergroup.net.
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GETTING THE
BEST OUT OF
YOUR PEOPLE
Good leaders and managers are vital to
business success. Their effectiveness
has a direct impact upon the attraction,
retention and engagement of highperforming employees. But bringing
out the best in people is easier said
than done. The courses in this section
provide managers at all levels with the
understanding, skills and tools to inspire,
motivate and develop others and achieve
their buy-in to the company’s vision and
goals.

Case Study
A BENCHMARK FOR EMPLOYEE
ENGAGEMENT
THE CHALLENGE
To provide 90 managers and leaders within
this award-winning news and multimedia
production company with the skills to
maximise employee engagement, retention
and performance against a backdrop of
rapid business growth and change.

COURSE FORMAT...
Clinic sessions
Bite-sized sessions
Full-day sessions
Half-day sessions
One-to-one
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THE SERVICE
Using insight from multiple sources, including a companywide employee engagement survey, exit interviews, leadership
team analysis and customer feedback, the Amber Group
designed and delivered a bespoke management and leadership
programme tailored to the specific needs of the organisation.
THE RESULT
Having started with a community of managers with disparate
capabilities and experience, the company achieved its primary
goal of establishing a consistent standard of management
and leadership competence across the business. From this
foundation, KPIs relating to employee engagement, retention
and performance are being delivered, creating the necessary
ingredients for future business growth.

AN INTRODUCTION TO
PEOPLE MANAGEMENT

TWO-DAY
MANAGEMENT PROGRAMME

Designed for new managers, this session combines
management theories with practical exercises to
develop participants’ ability to:

An intensive programme that develops the core skills
required for managing teams.

•
•
•

manage and motivate high-performing teams
adapt their personal management style to get
the best out of others
confidently deliver feedback to manage
performance

Areas covered:
• the core behaviours of a good people manager
• investing time in your people
• understanding and adapting your management
style
• delegation that empowers
• how to deliver effective feedback
• tips for managing upwards

Day One
THE PEOPLE MANAGER MINDSET

•
•
•

why good people management matters
the role and expectations of a people manager
what makes a good people manager?

INSIGHTS TO EFFECTIVE MANAGEMENT
(INSIGHTS DISCOVERY®)

•
•
•
•

understanding your behavioural preferences and
management style
understanding the preferences of others
how to adapt your interactions for greater success
team management case scenarios and application

Day Two
TEAM ENGAGEMENT AND MOTIVATION

Suitable for: anyone who is new to managing
individuals or teams

•
•
•
•

LINE MANAGEMENT
ESSENTIALS
Suitable for those with career management
responsibility, this half-day session teaches the
fundamentals for managing performance and
developing individuals. Participants learn to:
•
•
•

facilitate high levels of performance and
motivation
adopt a coaching approach to help employees
develop their skills and progress their careers
set meaningful goals that have a positive impact
upon performance and results

Areas covered:
• the responsibilities of a line manager
• steps to running an effective appraisal
• adapting your management style
• delivering constructive feedback
• managing a negative response
• setting objectives for high performance
Suitable for: managers with responsibility for the
performance and career management of individuals or teams

understanding team motivation and engagement
fostering high performance and discretionary effort
recognising, rewarding and reinforcing the right
behaviours
team application and practical exercises

DELIVERING EFFECTIVE FEEDBACK

•
•
•
•

the power of positive recognition
developmental feedback and how to use it
the A.E.I.O.U. feedback model
managing negative reactions

MANAGING DIFFICULT CONVERSATIONS

•
•
•
•
•
•

what are difficult conversations and why are they
important?
identifying and overcoming barriers to difficult
conversations
preparation – the key to success
tools and techniques for effective delivery
crucial follow up and monitoring
role play and application

Both days feature practical exercises that allow
participants to evaluate their skills, apply learning and
plan how they will put this into learning back in the
workplace.

Suitable for: new or experienced managers looking to
achieve higher levels of performance from their teams
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Case Study

COACHING SKILLS FOR
MANAGERS

STRONGER TOGETHER

The ability to coach (and mentor) are essential skills
in the armoury of managers and leaders. Participants
in this practical, half-day, workshop gain:

THE CHALLENGE
Design and facilitate an offsite event for
two merging teams to help them develop
a better understanding of one another,
deepen their working relationships and learn how to
harness individual team members’ strengths.
THE SERVICE
The Insights Discovery® model was introduced to
increase individuals’ awareness of their impact on
others, to help the team to better understand one
another’s behavioural preferences and to establish
ways of addressing gaps within the team’s make up.
The session featured training on the Discovery colour
energies, facilitated group discussions and a teambuilding exercise.
THE RESULT
A highly-motivated, supportive group whose
recognition of the contribution each person makes to
the team ensures workload and responsibilities are
well-apportioned to capitalise upon individual skills
and preferences.

RUNNING CONSTRUCTIVE
APPRAISALS
Designed for those with responsibility for running
appraisals, this focused, two-hour session teaches
participants how to:
•
•
•

prepare for and run appraisals that motivate and
develop employees
deliver feedback that inspires improvement and
high performance
set meaningful targets and goals that deliver the
desired outcomes

Areas covered:
• the difference between performance
management and performance appraisal
• how to prepare for an appraisal
• setting the tone of the meeting
• techniques for delivering corrective feedback
• handling a negative response
• setting SMART performance objectives
• identifying development needs
Suitable for: managers who are required to run appraisals
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•
•
•

an understanding of what coaching is
the benefits it can deliver
a proven coaching model and the skills required
to coach successfully

Learning is put into practice via live applications,
enabling participants to develop their coaching style.
Suitable for: managers at all levels

FROM FORMATION TO
REALISATION: SETTING GOALS
THAT GET RESULTS
This workshop develops the skills to set challenging,
yet motivating, performance goals that generate
tangible results.
Areas covered:
1. The goal-setting process: more than simply
agreeing an outcome and set of actions, we look
at how to gain buy-in and commitment to a goal
and motivate the individual to stay focused on
achieving it.
2. Managing the perception gap: occasionally
there is disparity between an individual’s view
of their achievements and the views of their
manager. We addresses how to handle such
conversations and reach a conclusion that works
for both parties.
3. Clearing the hurdles: what if things don’t go
to plan? This section looks at how to coach a
person through the process of identifying and
breaking down barriers that may prevent them
from achieving their goal.
The workshop involves group and individual
exercises based on case studies provided by the
trainer and scenarios put forward by those attending.
These are designed to help participants apply their
learning to real-life workplace situations.
Suitable for: line managers and those with responsibility for
setting performance targets.

LEADING WITH IMPACT
While there’s no definitive answer to the question
“What makes a great leader?”, qualities such as
the ability to communicate, inspire, motivate and
empower others are widely regarded as fundamental
to success in the role.
Participants in this session develop a greater
understanding of self and the ability to recognise,
understand and manage their emotions and
behaviours; enabling them to inspire the best
performance in others.
Areas covered:
• the purpose and traits of great leaders
• emotional intelligence (EQ) and its importance to
leaders
• developing self-awareness, self-regulation,
social awareness and social skills
• leadership styles: adopting the right style for the
situation
• techniques for enhancing personal leadership

Suitable for: senior managers

TRAIN THE TRAINER
This half-day workshop is for those responsible for
training others within their organisation. It provides
them with the skills to:
•

HOW TO HIRE THE RIGHT
PEOPLE, FIRST TIME
This session is designed to take the risk out of
recruitment, by equipping managers to:
•
•
•

shortlist good candidates, based on sound
selection criteria
conduct interviews that elicit the right information
for making a hiring decision
test candidates’ skills and knowledge before
making an offer

Areas covered:
• identifying the right selection criteria
• what to look for in a C.V.
• key legislation that underpins good recruitment
practice
• interview questions that provide the right insight
• skills testing and how to use psychometrics in
recruitment
Suitable for: anyone involved in recruiting for their team

•
•

design and deliver compelling training sessions
that successfully address participants’
development needs
create an environment that builds confidence by
putting learning into practice
select the most appropriate training methods to
suit their audience and subject matter

Areas covered:
• understanding your audience and identifying
their learning objectives
• the core elements of learning including: Kolb’s
learning cycle and Honey & Mumford’s learning
styles
• methods for developing and delivering
stimulating content and tips to enhance
presentation style
We recommend the half-day session is followed
four weeks later with (optional) one-to-one critique
sessions, once internal trainers have had time to
develop their training decks. This is an opportunity
for them to present and have the deck critiqued by
our trainer, before it is delivered internally.
Suitable for: those required to deliver training courses for
others within their organisation
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ENHANCING
PERSONAL
EFFECTIVENESS
Personally-effective people make
good use of their resources and are
accomplished at getting the results they
desire. We all have different goals, values
and wishes, so people can be personally
effective in many ways. Whether it’s
becoming more organised, dealing with
distractions, handling pressure, managing
expectations or getting your point across
more effectively, the courses in this
section are designed to build confidence
and the ability to achieve the things that
are important to you; giving you the best
return on your talents and efforts.

TIME MANAGEMENT &
PERSONAL EFFECTIVENESS
Participants in this half-day session learn to:
•
•
•

COURSE FORMAT...
Clinic sessions
Bite-sized sessions
Full-day sessions
Half-day sessions

organise their workload to deliver results within
allocated timeframes
confidently accommodate unexpected
requests or distractions while managing others’
expectations
develop solutions to barriers that prevent them
from doing what matters most

Areas covered:
• adopting an outcomes-focussed mind-set
• techniques for prioritising around outcomes
• a three-dimensional approach to planning
• dealing with the unexpected
• reducing or eliminating time bandits
Throughout the session, participants work on a
personal action plan to implement back in the
workplace.

One-to-one
Suitable for: employees at all levels
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Case Study
TALKING TOOLS FOR WHEN THE STAKES ARE HIGH
THE CHALLENGE
This software corporation was looking for a way to help its regional
marketing teams approach difficult or high stakes conversations with
senior internal and external stakeholders.
THE SERVICE
Following a detailed briefing process to fully understand the nature of the conversations, the challenges and the
desired outcomes, The Amber Group designed and delivered a bespoke workshop to help participants effectively
prepare for high stakes conversations. Techniques included clarifying the purpose of the conversation; honing
your message; enhancing your delivery for maximum impact; developing the right mindset for success and
handling resistance. The workshop was supported by practical exercises that enabled attendees to put their new
skills into practice and develop their competence.
THE RESULT
A better understanding of crucial conversations and a toolkit for difficult conversations that provided a powerful
blueprint for immediate application back in the workplace.

PERFORMING UNDER
PRESSURE: Handling Stress and
Maintaining Resilience
Designed to increase the capacity to survive
pressured situations at work and bounce back
after setbacks, this session promotes a better
understanding of the triggers of stress and the
narratives that underpin a resilient mindset.
Areas covered:
• how stress occurs: the physical and
psychological signs, personal stress triggers
• distinguishing between pressures that can and
cannot be controlled and how best to react
• healthy responses to stress: building awareness
of your current responses, their impact, plus
alternative techniques for handling stress
• your reaction to adversity: identifying your default
narrative
• understanding the factors that undermine
resilience and how to create narratives that build
a more resilient mindset
The session includes exercises to help participants
separate fact from emotion, choose their behaviour
in response to situations and build self-confidence.
Suitable for: employees at all levels

CRUCIAL CONVERSATIONS:
How to Communicate Best When it
Matters Most
A crucial conversation is a discussion between two
or more people where the stakes are high, opinions
vary, and emotions run strong. These conversations,
when handled badly or ignored, lead to strained
relationships and poor results.
This workshop provides the tools required to
step up to your most challenging and important
conversations, to handle them effectively and to
achieve positive outcomes.
Areas covered:
• identify the conversations that matter most
• prepare effectively for high-impact situations/
conversations
• recognise behaviours and preferences that are
working against you
• gain control over personal responses and over
acceptance
• speak persuasively (not abrasively) to build
acceptance rather than resistance
• keep listening when others blow-up or clam-up
• turn crucial conversations into the action and
results you want
Suitable for: employees at all levels
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THE AMBER
GROUP
TRAINERS
Ken Deeks MBE
ROLE:
Trainer, coach,
communications and
business adviser.
CAREER HISTORY:
Former Daily Mirror journalist, founder
and managing director of Arrow PR,
managing director of Kaizo.
VALUE:
A communications expert who helps
businesses successfully market
themselves to their most important
stakeholders.
SPECIALIST AREAS:
Presentation skills, pitch/bid support,
media training, message development,
internal comms, marketing and
strategy development.
CLIENTS INCLUDE:
Accenture, Aruba, Arquiva, East Sussex
County Council, Honeywell, Landor,
Northdoor, Page Group, Thomson
Reuters
ACCOMPLISHMENTS:
Founder and driver of IT charity event,
Byte Night, which, over the past 20
years, has raised over £10m for Action
for Children.
DISTINGUISHING MARKS:
Awarded the MBE for Services to
Children in June 2015.
CONTACT DETAILS:
ken@ambergroup.net
07831 585399
@amberKen
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Richard Baines
ROLE:
Trainer, coach, facilitator,
strategic and business
HR adviser.
CAREER HISTORY:
PR consultant, HR and operations
board director for an IT PR agency;
founder of Argyll HR.
VALUE:
Delivering people-focused strategies and
solutions that facilitate personal and
business growth.
SPECIALIST AREAS:
Leadership, management, personal
effectiveness, communication;
presentation, negotiation and
commercial skills.
CLIENTS INCLUDE:
CA Technologies, ITN, Farfetch
ACCOMPLISHMENTS:
Providing highly-rated leadership,
management and personal development
programmes that help companies
unleash the potential of their
employees.
Facilitating company boards and senior
teams to develop the vision, strategy
and accountability to achieve business
goals.
Coaching individuals to overcome
personal challenges and limiting beliefs
and develop the requisite skills to
achieve career and business success.
DISTINGUISHING MARKS
Accredited Insights Discovery®
practitioner, Fellow of the Chartered
Institute for Personnel and
Development (CIPD), PRCA affiliate.
CONTACT DETAILS:
richard@ambergroup.net
07768 145572
@amberRich

Paul Smith
ROLE:
Trainer, coach,
communications and
business adviser.
CAREER HISTORY:
Journalist, PR consultant, agency
managing director.
VALUE:
A master of straight-forward, matterof-fact communication, that helps
companies develop strategies to
engage with and influence their target
audiences.
SPECIALIST AREAS:
Strategy, writing skills, presentation
training, message development, media
training.
CLIENTS INCLUDE:
IGEL, Panasonic, RSC, Ricoh, Roche
Pharmaceuticals.
ACCOMPLISHMENTS:
Heightening the impact of senior
executives via well-honed messages
and rigorous preparation for print
and broadcast-media interviews and
Parliamentary Select Committee
hearings.
Developing the persuasive writing,
presentation and crisis-handling
skills of PR consultants and in-house
communicators through bespoke
training and coaching.
Helping professional services companies
win business through messaging
support and presentation coaching for
new business pitches and government
bids.
Using hands-on business experience to
deliver practical and strategic advice
that facilitates next-level growth within
start-up and medium-sized businesses.
DISTINGUISHING MARKS:
Journalism qualification from the
National Council of Training for
Journalism.

Liz Baines
ROLE:
Trainer, coach, facilitator
and strategic HR adviser
CAREER HISTORY:
PR consultant, HR business adviser,
people & development director for an
international PR agency.
VALUE:
Helps individuals realise the potential
in themselves and others to achieve
business, career and personal goals.
SPECIALIST AREAS:
People management, motivation,
personal effectiveness, time
management, building resilience,
improving performance, developing
client relationships.
CLIENTS INCLUDE:
ITN, Farfetch, Roche Pharmaceuticals
ACCOMPLISHMENTS:
Designing and delivering learning
and development programmes that
strengthen working relationships,
improve productivity, empower and
motivate individuals.
Advising on and implementing people
strategies that generate the culture,
skills and performance levels required
for business growth.
DISTINGUISHING MARKS:
Member of the Chartered Institute of
Personnel and Development (CIPD),
contributor to #FutureProof: Edition
Two: a go-to guide for managers of
agencies and communications teams;
speaker and panel facilitator at PRCA
forums on training and development.
CONTACT DETAILS:
elizabeth@ambergroup.net
07843 246695
@the4thAmberite

CONTACT DETAILS:
paul@ambergroup.net
07770 828525
@AmberPaulSmith
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Andrew Bruce
Smith

Sam Knowles

ROLE:
Digital PR, SEO and
analytics consultant,
trainer.

ROLE:
Corporate and brand
storytelling consultant,
trainer

CAREER HISTORY:
Journalist, PR consultant.

CAREER HISTORY:
PR consultant, strategic planner,
business development, UK MD of Echo
Research.

VALUE:
Helps organisations get a greater return
from their social media, analytics and
SEO investments.
SPECIALIST AREAS:
PR, digital marketing, social media,
SEO and analytics.

VALUE:
Combines long and varied PR
experience with a planner’s facility for
turning relevant data into campaigns
and narratives that resonate and
deliver.

CLIENTS INCLUDE:
Department of Environment (DEFRA),
Jaguar Land Rover, NHS, Specsavers,
Sky, Virgin Trains, Wellcome Trust

SPECIALIST AREAS:
Strategic planning, insight, brand
language and positioning, thought
leadership.

ACCOMPLISHMENTS:
Providing consultancy and training on
digital marketing, SEO and analytics to
over 600 organisations.

CLIENTS INCLUDE:
Addison Lee, Dawn Capital, Ebiquity,
Oakfield Capital

Co-author of ‘Share This’ and ‘Share
This Too’, practical handbooks to the
biggest changes taking place in the
media and its professions.
A regular speaker and media
commentator on the integration of PR
with social media, search optimisation
and analytics, described as the “de facto
godfather of PR blogging.”
DISTINGUISHING MARKS:
Member of the CIPR’s Foresight
panel, Google Partner (with search
specialisation), holds the Google
Analytics Individual Qualification.
CONTACT DETAILS:
info@ambergroup.net
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ACCOMPLISHMENTS:
Founder of corporate and brand
storytelling consultancy, Insight
Agents.
Author of Narrative by Numbers: How
to Tell Powerful and Purposeful Stories
with Data (published early 2018).
DISTINGUISHING MARKS:
Doctorate in Experimental Psychology,
Fellow of the Royal Society of Arts,
member of 26, an organisation that
seeks to inspire a greater love of words
in business and life, PRCA and CIPR.
CONTACT DETAILS:
info@ambergroup.net

WHO WE WORK WITH
ACCENTURE
ARQUIVA
BACTA
BIZAGI
BT
CA TECHNOLOGIES
CARBON BLACK
CISCO
CITRIX
CSC
DELOITTE
EAST SUSSEX COUNTY
COUNCIL
ENTRUST
FARFETCH
GUMTREE
HP

HONEYWELL
IGEL TECHNOLOGY
ITN
NEVERFAIL
NORTHDOOR
NORTON ROSE FULBRIGHT
OUTSYSTEMS
PAGE GROUP
PANASONIC
RICOH
ROCHE PHARMACEUTICALS
SERVEST
STARBUCKS
THOMSON REUTERS
UNILAD
XEROX

