Achieve and Exceed Your Business Targets through Team Coaching
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Whether in good times or bad, companies want to achieve breakthroughs in
their business results. However, here are some challenges business leaders
face when they want to achieve exponential improvements:
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1.  While everyone knows that we should all work as a team to support the
sales department to boost sales, not everyone knows how best to
synergize with one another
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2. While we know that we need to develop better leaders to lead the
organization to achieve better outcomes, somehow, the development of
leaders is not aligned with business and strategy development
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3.  While we may have a compelling “why” to achieve our shared goals, we
still need to improve our sharing, communicating and coordinating to
unleash our untapped potential
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This 1-day program utilizes the most up-to-date team coaching methodologies
to provide a well-rounded view on how you can get the most results from you
and your team. We offer a rare blend of Diagnostics, Development & Delivery
to accelerate business and team performance
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Curriculum REHNE
Time Day 1
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9:00

10:30
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Check-in: What are the key challenges you face when you
develop your new customers? What questions must be
addressed?

Z2): EFXRFES,N , EEMROEZTHSEETA? DI RFL

RN
I e resentation: Outlook for the year and

opportunities for growth

WERUAS . SERENARNE
Team Goal Setting EfABFZE

e What goals or outcomes do wteRhEGaTI -

Team?
BATESRINAAHIBA B AREk AR E?
o Setting SMART goals
« WEXE SMART Bir (R, A2, 73K, AXE.
BT1R)
o Relevance: What is the End Result/ Objectives/
Outcomes do we want to achieve with our goal(s).

SNS Or why do we set this goal? What happens when

we achieve it/ them? Why is that important to us?
Why is this goal Required? What happens if it's not
achieved?
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o Achievable: How to make your goals achievable?
What will be your action steps? What challenges do
we need to overcome?
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o Measurable: How do we measure success or

improvements? (Quantifiable, Observable or

Palpable)
ATE: BATE AT AT E IR AR SE
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o Milestones for Time-frame: What are the
milestones? What happens if you are Iagging’>
EISREEFERE: A TEWPLLEFERE? WMRIRA L HEE
LIN?

o Specific outcomes: What does your outcome
specifically look like?
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IRECTIC
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10:45
Team Goal Action EBABE#5x{73h
Sales team SMART goal setting, discussion and sharing, and
finally identify common goals that everyone agrees on |
tHEIBA SMART BArRE . 1TSS E ,E)T ﬁ/ﬁkk%ﬁﬁﬁ wRE&]é%EJ:f‘;
S i
10:45 To attain the common goals, each team member shall commit
- to:
12:30 BN BRI MBS R BRI R
« What roles each person will play #N&E{t+Af€E
« What efforts each person will make {#/EFHKIZE 1
e What kinds of support each person will need FEW A E
A HF
0 /| Lunch &%
13:30
13:30 Team-Leader and Team-Team Contracting

 How does each tean)y memberintendyto contrlbute to-the
team’s goals? What support woulld they need from their
team members?
T BEIBAAL RITE AT 0 I BA B ARl Tak 2 fibdi TR Z =IBA
X Sad (IR L =2 452
» Team coaching : Team-Leader Role Contracting
RN Zik: A SMF R A BLAE
o What the leader can contribute and request from the
team
FE AT RUA R BA A R P LE T i, Fra) BRI BAE L L
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3 © Directions-Consulting




o What the team can contribute and request from the
leader, and from one another
REIBA AT A 435 3 A0 B2 A B2 M EE AR BB 4l L - T ik
AR fR 4K
e Holding the leader and the team accountable to mutual
expectations
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Reflection and Dialogue
RESE
1515 H H 1113 2 A ’n‘ A1 ‘
N e Group discussion ““What realizations do"1~have today?
16:30 /NBVHR™ S RIKB LT 2
e Sharing of insights and reflections
NERRERE
16:30 Closing
i WSR2

- 17:00

Programme objectives and participants’ gains

RIZE AR R a

After the end of this workshop participants will be able to :

WRIELER G

2R

» Optimise business, organization and team performance through team
coaching
BT RIS, B, HBAEALG3R

e Enhance team effectlveness through establlshlng of team goals, norms
and expectations BT FANB AR, FICFHAE |, 1R SEKHE

» Align team’s leadership’s potential W|th the organlzation’s goals

BRI TSN SHANBIRE Sk

Teaching methods:
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This workshop includes a series of vivid participatory explanations, description
and interpretation of user-friendly methods, training and case studies. The
participants will receive lecture material for a future reference. During the
lectures there will be a reasonable period of time arranged for panel
discussions. This course enables you to immediately use the gained
knowledge at work.
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Target audience HElIX5R

Senior Executives, Managers and leaders
SkEE. BHRMAFA
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Facilitator ¥t

c.j.Ng ®=EHE

c.j. is the world-class sales, leadership and experiential
learning coach and facilitator who have helped
international companies achieve quantum improvements in
sales profits in China and beyond.

Sofarc.jyhasrhelped:

00 International companies such as Honeywell, Volvo and Schindler
to develop cross-regional team leadership

[0 Automotive companies such as Aptiv, Brilliance BMW, and
Porsche to develop their high-potential employees into effective agile
leaders

0 Global IT companies such as Google, CisCo |and/ Palo. Alto &,

Networks to boost their cross-regional sales management capabilities.

In the meantime, many other prominent companies have also engaged c.j. for
help, including Evonik, Klasmann Deilmann, Casappa, Grundfos, Caterpillar,
Graco, Johnson Controls, Mann+Hummel, WD-40, Sabic, Air Products, Philips
Lighting, Saint Gobain, Bao Steel, HP, Citrix, Epson, Sophos, China Telecom,
Dell EMC, Automation Anywhere, Draeger, Heraeus, Swarovski, GfK,
InterContinental Hotels Group, Starwood, and many more.

c.J. is a bilingual business coach in English and Mandarin, and has conducted
Mandarin eoaching /for=audiences in China, South East Asia, and beyond. He
was a knowledge partner, moderator and host for the HRD Summit organised
by Messe Frankfurt since 2016.

c.j. has a 2nd Upper Honours in Management from the University of London,
and a Post Graduate Diploma in Computing from De Montfort University. He
iIs a certified Masteries Practitioner with the International Association of
Coaches (IAC), a Professional Certified Coach_(PCC) with_/nternational
Coaching Federation (ICF), a certified! screm master, and/i§ accreditedyin
various assessment tools such as OD-Tools Trait Map and Motivation
Questionnaire, the Cultural Navigator, TTI DISC, Belbin Team Roles etc.. In
2021, c.j. co-authored the Sales Map sales proficiency assessment tool with
OD-Tools.
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c.j. Ng (%)
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SR, WZMAEENTILN : mA). EATS. JHE. ReFRET. BT
tb#). EIns. WD-40, E. ZE#HK. Citrix, BT, EMXZE. BHK
Palo Alto Networks, Z2#E/R. FERS. /R EMC, A]F. FEtbm.
ML, ERME, XXRIE. KFIBRREA, shzE, GIK, MRBEEER. B
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C.j. BIEATIE EIRF M, FIMHAFHREMNS RFRE. Uk (BIkE+R) M)
W ERFT RIXE. | HERERBARFEEREF M De Montfort X
FHITENAREFMUED. SHEN , MEERHELGNS (IAC) JAUEK
Masteries Practitioner #%k , Efr#ZRELE S (ICF) BIAUE PCC #Hgk, —
ZINE Scrum Master |, [B B30 2 — L0 T A KIAERRE) , 20 : OD-Tools
Trait Map 1 MQ iR Z&. TTI DISC, Cutturat Navigator{ TRk
@ %, FF 2021 F#F OD-Tools HhRT Sales Map $4ERENNETA.
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