
Nobody does it better...
Feel the difference...!



Welcome to Mind’s Eye Consultancy International®, where we specialize in the 
Mind Body connection, training and development of people in the following 
key areas: People Management, Personal Development, Business Development, 
Customer Relationship Management, Educational Development, Family Life, 
Effective Parenting and Career Development etc…

At Mind’s Eye Consultancy International Training Center we believe training is 
very much a people business and aim to develop long lasting partnerships with 
all our clients. Our training teams are selected for their expertise and their wealth 
of real hands-on practical experience enabling them to draw out the real business 
issues and deliver long lasting change.

We have been working in this personal way for over twenty-two years and our 
efforts in this respect seem to be appreciated judging by the number of referrals 
and repeat business we receive. Through your feedback we continue to  
improve the range of services we offer and you can be assured of our best  
efforts at all times.

Welcome!



ONE TO ONE COACHING



One of the primary objectives of one to one coaching is to help you to find the 
ability to restore the self-awareness, which is lost when a psychological disorder 
becomes evident. This is accomplished by restoring the individual’s ability to 
differentiate, which helps the individual to identify what is and what is not a 
true part of the self, what provides the individual with a sense of self-realization 
and achievement and what leads to frustration. The process of awareness is 
one of the primary methods used in this approach, which focuses on extending 
the individual’s knowledge of self and their understanding of the external 
environment in every aspect. When this method is applied during Gestalt 
therapy, awareness is created by the implementation of five principle questions:

Performance coaching

What do you do?
What do you want?
What do you feel?
What do you avoid?
What do you expect?
Are you aware of your feelings?
Dou you practice escapism?

During Gestalt therapy the individual’s awareness starts with multiple levels 
of examination, which begins at the surface and then works through layers 
to reach the emotions and eventually the cognitive and unstable processes. 
This is accomplished through the five principle questions as well as non-verbal 
responses or body language of the individual.



BUSINESS 
DEVELOPMENT 
TRAINING



In an increasingly competitive service environment, everyone claims client 
satisfaction is their top priority. But how can you satisfy clients, if you don’t fully 
understand their inspirations and concerns. This course represents a unique 
opportunity to explore client psychology – from how they take in information 
to how they make decisions – and how to use this information to grow your 
business and to keep the rapport forever.

At the end of this course you will be blessed with
 • Understand your personality dimensions model
 • Respect your client model of the world
 • Recognize and deal with different behavior styles and preferences
 • Explore your personal style and how it impacts your client interactions
 • Identify and satisfy both tangible and intangible needs of your clients
 • Understand the client decision making strategy& how to influence it
 • Overcome inertia during the sales process to close more business
 • How to gracefully negotiate with your client’s disagreement.

The art of clients handling:  
What makes you feel satiated?

In the modern workplace, individual success increasingly depends upon the 
ability to secure the support and co-operation of others in matters over which 
we often have no direct authority or control. Using the Neuro Linguistic 
Programming (NLP), this course explores the components of influence and 
persuasion, enabling participants to develop the skills and techniques to exert 
positive influence to achieve their goals.

At the end of the course you will blessed with:
 • Understand the your personality dimensions model
 • Know your sensory predominant system
 • Build the most powerful tool rapport
 • Recognize and deal with different behavior styles and preferences
 • Foster trust and co-operation to overcome resistance and inertia in others
 • Gain and create confidence in challenging situations
 • Communicate more effectively in a variety of situations

Influencing to get the  
outcome you want



In an increasingly competitive industry, the ability to negotiate and enhance 
profitability has become a critical business development and relationship 
management skill. This course highlights the integral nature of negotiation to 
preserving and increasing profitability whilst developing and strengthening long-
term client relationships, and provides a flexible framework to enable participants 
to prepare and negotiate effectively with current and prospective clients and 
intermediaries.

At the end of this course you will be able to:
 • Improve profitability through negotiation without endangering the client 

relationship.
 • Prepare & structure effectively applying the fundamentals of Principled 

Negotiation
 • Recognize your negotiating strengths and identify areas to focus for 

development
 • Distinguish between positive and so-called negative tactics in order to  

achieve a win/win

Negotiating more  
profitably with clients

Presenting professionally is an invaluable skill when trying to win new business – 
particularly when you’re invited to compete in a beauty parade for a new channel 
or corporate client. There’s an art in presenting to sell and that’s precisely what 
this course aims to help you develop – with a practical emphasis on preparing to 
deliver effective and professional presentations that really sell.

At the end of this course you will be blessed with:
 • Plan & structure presentations for maximum impact
 • Deliver presentations clearly, persuasively and with confidence
 • Identify needs, sell benefits and overcome objections
 • Prepare to present against competitors
 • Identify personal strengths and weaknesses in preparation and delivery
 • Use the right language

Presentations for  
business development



A finite and increasingly competitive marketplace necessitates that we intensively 
cultivate each client’s business – increasing the range of business transacted 
in order to enhance the profitability of the relationship. Designed to enable 
delegates with regular client contact to develop the skills and confidence 
necessary to extend the range of business completed with existing clients,  
this course adopts a practical and pro-active approach to client relationships.

At the end of this course you will be able with:
 • Recognize cross selling as an essential component to service excellence
 • Spot opportunities more readily and feel confident to pursue them
 • Identify client needs more accurately
 • Present your product/service in a more persuasive manner
 • Secure commitment from your client

The art of sales skills  
for managers

A strategic plan can and should be a dynamic guide that focuses our efforts to 
achieve targets – not just another document destined for a filing cabinet. This 
challenging course has been designed specifically to equip participants with the 
tools they need to develop and implement a practical plan that will enable them 
transform corporate objectives into business winning strategies. Participants will 
also receive a ready-to-use flexible framework to develop their plans.

At the end of this course you will be able to:
 • Assess your current business position and highlight opportunities
 • Identify and source the information essential to developing your plan
 • Translate corporate targets into results-oriented activities
 • Utilize the tools provided to develop and implement winning strategies
 • Establish objectives and performance indicators to monitor your success

Strategic planning  
for business development



CLIENT RELATIONSHIP 
MANAGEMENT



Whether it’s a new or prospective client, or someone you’d normally deal with 
by email or phone, a face-to-face meeting can be a little unnerving. Designed for 
those who recognize the importance of structuring their meetings with clients to 
achieve better results, this course enables participants to prepare more effectively, 
adopting a simple but flexible structure, and identify the key skills they’ll need to 
develop to get the most from their client meetings.

At the end of this course you will be able to:
 • Frame meaningful objectives to ensure productive use of meeting time
 • Prepare for each client meeting in an effective, structured manner
 • Adopt a simple, flexible structure for each meeting
 • Encourage and control discussions with key questioning & listening skills
 • Recognize and deal with different client behavior styles

How to manage  
client meetings

While no one can deny the speed and efficiency made possible by electronic 
forms of communication, all too often it results in disaffected clients suffering 
from depersonalized communication. However, used correctly, phone and email 
technology can be used to strengthen client relationships – and this course 
explores, in practical terms, how it can be achieved?

At the end of this course you will be able to:
 • Recognize the impact of phone and email on client perceptions of your 

company – its efficiency, service and professionalism
 • Identify the most appropriate channel for each specific client interaction
 • Establish rapport and gain trust by phone
 • Use the language of influence – spoken and written
 • Build client through pro-active relationship management

Client relationships  
by phone and email



Satisfied clients are a valuable commodity – they not only bring you business 
directly and can also act as advocates, building your reputation and attracting 
new clients. Clients are becoming increasingly sophisticated, demanding more 
and better service – how can we keep them satisfied? This intensive one-day 
workshop explores the key skills involved in delivering proactive client care, 
enabling participants to anticipate and satisfy needs to build client loyalty. A 
word of mouth will get you more business than heavily cost advertisement.

At the end of this course you will be blessed with:
 • Recognize the value of proactive client care for you, your clients & your 

organization.
 • Manage client perceptions and expectations more effectively.
 • Uncover client motivations in order to anticipate their needs and concerns
 • Use key skills to build rapport
 • Identify and grasp opportunities to become more proactive with clients

Delivering proactive  
client service

Designed to help participants explore the importance of client focus, this course 
places particular emphasis on methods for maintaining and developing client 
relationships to increase profitability and retention, whilst identifying barriers to 
service excellence and how they can be overcome

At the end of this course you will be able to:
 • Recognize and understand a range of client behaviors
 • Identify client motivations, needs and concerns
 • Manage, meet and exceed their expectations
 • Build client trust and confidence through pro-active relationship management
 • Add value to the relationship to increase profitability

How to manage  
client relationships



In the modern workplace, individual success increasingly depends upon the 
ability to secure the support and co-operation of others in matters over which 
we often have no direct authority or control. Using the Neuro Linguistic 
Programming Sensory based test, this test explores the components of influence 
and persuasion, enabling participants to develop the skills and techniques to 
exert positive influence to achieve their goals.

At the end of the course you will:
 • Recognize and deal with different behavior styles and preferences
 • Foster trust and co-operation to overcome resistance and inertia in others
 • Gain and create confidence in challenging situations
 • Communicate more effectively in a variety of situations

Influencing to get  
the results you want

This practical and interactive workshop is designed to help participants increase 
their personal effectiveness in handling difficult situations at work, particularly 
when faced with apparently unreasonable behavior.

Content is tailored to address specific issues raised by participants in respect of 
people and situations they find personally difficult to handle, to enable them to 
achieve satisfactory outcomes and build stronger working relationships.

At the end of this course you will be able to:
 • Identify and accommodate different behavior styles & preferences
 • Better understand the intentions of others
 • Recognize and defuse potential problems before they escalate
 • Tackle a diverse range of workplace interactions with confidence
 • Build stronger working relationships

The art of managing  
difficult people & situations



In an increasingly competitive industry, the ability to negotiate and enhance 
profitability has become a critical business development and relationship 
management skill. This course highlights the integral nature of negotiation to 
preserving and increasing profitability whilst developing and strengthening long-
term client relationships, and provides a flexible framework to enable participants 
to prepare and negotiate effectively with current and prospective clients and 
intermediaries.

At the end of this course you will be able to:
 • Improve profitability through negotiation without endangering  

the client relationship
 • Prepare & structure effectively applying the fundamentals  

of Principled Negotiation
 • Recognize your negotiating strengths and identify areas  

to focus for development
 • Distinguish between positive and negative tactics in order  

to achieve a win/win

Effective negotiating  
with more profitably with clients

A finite and increasingly competitive marketplace necessitates that we intensively 
cultivate each client’s business – increasing the range of business transacted 
in order to enhance the profitability of the relationship. Designed to enable 
delegates with regular client contact to develop the skills and confidence 
necessary to extend the range of business completed with existing clients,  
this course adopts a practical and pro-active approach to client relationships.

At the end of this course you will be able to:
 • Recognize cross selling as an essential component to service excellence
 • Spot opportunities more readily and feel confident to pursue them
 • Identify client needs more accurately
 • Present your product/service in a more persuasive manner
 • Secure commitment from your client

Sales and marketing strategy



MANAGEMENT



Employee appraisal skills

The Performance Appraisal is a powerful tool for reviewing, retaining, motivating 
& developing employees - when used correctly. This course focuses on the skills 
and techniques necessary to ensure the Appraisal Interview is a constructive  
two-way meeting.

At the end of the course you will be able to:
 • Prepare more effectively for the Appraisal Interview
 • Structure the Interview
 • Encourage open two-way discussions
 • Give criticism and feedback in a constructive and helpful manner
 • Set and agree goals & objectives to improve performance

Boosting team performance

Managers and team leaders often have so many tasks and duties that it can 
blur their real purpose – which is to achieve results through the people they 
lead. And just as you look to them for results, they look to you to enable them 
to succeed. So how exactly do you enable? And how can you improve team 
performance to achieve more and better results? This interactive two-day course 
explores the critical skills and techniques you need to do exactly that.

At the end of this course you will be able to:
 • Appreciate your role as enabler to engage with your team effectively
 • Boost team productivity and performance to achieve more and better results
 • Refine key skills critical to the performance management cycle
 • Use objectives to stretch and develop your team’s abilities



Art of delegation & feedback

Reluctance to delegate for fear of losing control of the result is an all too 
common complaint – resulting in workload bottlenecks, diminishing 
productivity and de motivated staff. Designed to enable participants to delegate 
with confidence, this course will help you break the cycle before it breaks you, to 
maximize your results and motivate your team.

At the end of the course you will be able to:
 • Understand the motivational aspects of delegation
 • Identify your barriers to delegation and take action to overcome them
 • Recognize the importance of effective feedback to delegation
 • Adopt and practice effective delegation and feedback techniques
 • Increase your productivity and motivate your team through delegation

Interview & selection skills

An extremely valuable and often underrated skill, interviewing has a broad range 
of applications - disciplinary and performance issues, initial client meetings, 
investigatory journalism, recruitment etc. This practical course will equip 
participants with the core skills of interviewing together with together with 
effective techniques for specialist situations.

At the end of the course you will be able to:
 • Prepare effectively
 • Structure the Interview appropriately
 • Build and maintain rapport
 • Use Behavioral Questioning Techniques
 • Listen effectively and assess responses objectively
 • Present a positive and professional image



Introduction to  
people management

A broad brush introduction to people management, defining responsibilities 
in relations the team and the organization, this course focuses on the role of 
supervisor/manager and how they affect individual and team performance. It 
also provides a thorough basic foundation in the skills required - team leadership, 
communication one-to-one and with the team, delegation and self management.

At the end of this course you will be able to:
 • Define what’s expected of you and your team
 • Identify leadership qualities/styles & key skills of effective team leadership
 • Recognize your strengths and identify areas to focus for development
 • Understand the importance of delegation and how to do it effectively
 • Identify ways to be more pro-active

Managing difficult  
people & situations

This practical and interactive workshop is designed to help participants increase 
their personal effectiveness in handling difficult situations at work, particularly 
when faced with apparently unreasonable behavior.

Content is tailored to address specific issues raised by participants in respect of 
people and situations they find personally difficult to handle, to enable them to 
achieve satisfactory outcomes and build stronger working relationships.

At the end of this course you will be able to:
 • Identify and accommodate different behavior styles & preferences
 • Better understand the intentions of others
 • Recognize and defuse potential problems before they escalate
 • Tackle a diverse range of workplace interactions with confidence
 • Build stronger working relationships



The art of handling stress

Spending a minimum of 8 hours a day in a working environment, pulled in 
multiple directions and with an increasingly blurred line between professional 
and personal – the resulting stress is caused by factors from both working and 
private lives and also has consequences for both.

This course enables participants to identify their individual stress factors and 
create strategies to overcome them in order to achieve a healthy work/life 
balance.

At the end of the course you will:
 • Understand the impact of stress in the workplace
 • Understand what causes stress in yourself and others
 • Recognize the initial signs of stress
 • Create strategies for you and your team to minimize& cope with stressors
 • Create an appropriate work/life balance to maintain a healthy and positive, 

professional and personal balance

The art of negotiation

Designed to provide experienced negotiators with an opportunity to practice 
their existing skills in a safe but demanding environment and to receive quality, 
constructive feedback.

At the end of this course you will be able to:
 • Thoroughly understand the process and key skills of negotiating
 • Appreciate the vital aspect of the ‘WIN/WIN’ scenario in relationship 
 • management.
 • Handle difficult negotiations by developing existing skills and learning new 

techniques
 • Organize the ‘team’ more efficiently in complex negotiations
 • Identified own strengths and weaknesses and developed a clear action  

plan for the future



Staff motivation,  
engagement & management

Recent research has confirmed that as managers, our ability to engage and enable 
our teams is the key to long-term productivity and profitability. But how do 
we know when staff are engaged? And what can we do about it? This intensive 
one-day workshop explores the engagement factor in practical terms…how to 
recognize it, and how to harness it and how to tackle disengagement before it 
becomes entrenched.

At the end of this course you will be able to:
 • Understand the drivers behind engagement and your role as manager
 • Recognize the impact of engagement and disengagement
 • Assess the engagement levels of your team members
 • Develop a plan to engage, empower and enable your team

Successful  
people management

For those who want to develop their people management skills, this highly 
practical course aims to help you maximize the performance of your team by 
developing your leadership skills and you ability to achieve results through others. 

At the end of this course you will be able to:
 • Recognize your role in and your contribution to the culture of your 

organization
 • Understand the impact of your role in achieving maximum team performance
 • Appreciate how & why team members work differently
 • Recognize how and when to delegate
 • Develop business and people plans that make a difference
 • Deal confidently with change within your team and your organization



Tackling performance  
issues promptly

Every manager must face issues with poor/underperformance on occasion. 
This course provides a practical approach to handling these issues, that will give 
delegates the confidence to tackle them early and effectively, using appropriate 
formal and informal processes of support, development and reviews to get 
performance back on track, and avoid such situations escalating.

At the end of the course you will be able to:
 • Explore your role in setting clear standards of performance
 • Identify the causes of poor and/or under-performance
 • Overcome the barriers to dealing with performance issues
 • Adopt best practice to tackle performance issues quickly and consistently
 • Develop and agree an action plan to improve performance

Training colleagues  
in the workplace

Have you ever needed to demonstrate how a task should be tackled? Or inform 
someone of a new procedure, policy or process? Then you’ve probably worried 
about whether you were getting your message across, or how well it would 
be retained. Designed for anyone how needs to impart a knowledge of tasks/
processes or duties in the workplace, this intensive one-day workshop will guide 
you through the process of training one-to-one in the workplace, enabling you to 
coach others with confidence.

At the end of the course you will be able to:
 • Understand how people learn and become familiar with various learning styles
 • Identify when and what training is necessary and how best to deliver it
 • Analyze and split tasks/processes into simply stages for practice and delivery
 • Plan and deliver effective one-to-one training in your workplace
 • Use effective observation and feedback techniques with your trainee



PERSONAL 
DEVELOPMENT



Communication  
skills for business

There is no doubt that effective communication is a major contributory factor 
in the success of top performing companies and individuals – and that one of 
the great barriers to effective communication is non-assertive behavior. Designed 
to give participants the opportunity to learn and practice effective, assertive 
communication techniques to handle realistic situations with openness and 
confidence.

At the end of the course you will be able to:
 • Communicate more effectively in a variety of situations
 • Recognize and deal with different behavior styles
 • Identify your personal barriers to assertiveness
 • Feel confident in challenging situations

Influencing to get results  
for personal development

Individual success increasingly depends upon the ability to secure the support 
and co-operation of others in matters over which we often have no direct 
authority or control. Using the Neuro Linguistic Programming (NLP), this course 
explores the components of influence and persuasion, enabling participants to 
develop the skills and techniques to exert positive influence to achieve their goals.

At the end of the course you will:
 • Understand the NLP personality dimensions model
 • Recognize and deal with different behavior styles and preferences
 • Foster trust and co-operation to overcome resistance and inertia in others
 • Gain and create confidence in challenging situations
 • Communicate more effectively in a variety of situations



Project Management

In today’s rapidly changing business environment, there is an increasing need for 
those at every level to manage workplace projects – e.g. launching new products, 
organizing corporate events, co-coordinating office moves, implementing new 
systems etc – and the change that results.

At the end of this course you will be able to:
 • Define, plan and control projects
 • Recognize, manage and reduce the risks involved –  

including the impact of change
 • Identify and monitor critical success factors
 • Create a detailed action plan and adopt a clear framework for implementation
 • Review and evaluate the completed project

Telephone communication  
techniques for business

In a relatively short space of time, the phone has become an integral part of 
modern life - how would any of us cope without it? Yet, the transition from 
using the phone simply for personal contact to using it as a business critical tool 
is a tricky one. This course enables participants to project a professional image 
with every call because nothing has greater impact on how clients perceive your 
company - its efficiency, service and professionalism - than the way their calls are 
handled.

At the end of the course you will be able to:
 • Recognize the importance of the phone to your business
 • Establish a rapport with your caller and gain their trust
 • Project a positive and professional image at all times.
 • Use your voice to sound Caring, Confident & Competent



Time management for business
– First things first

There aren’t enough hours in the day - a common complaint. Since time cannot 
be stretched, stored or supplemented, the only solution is to manage it sensibly. 
Designed to aid you in this task, this course works through key techniques and 
attitudes to help you be more productive whilst reducing stress.

At the end of the course you will be able to:
 • Analyze your use of time and identify problem factors
 • Understand and practice effective prioritization techniques
 • Develop techniques for dealing with interruptions and distractions.
 • Identify good/bad habits of time management and their consequences
 • Prepare a personal action plan to improve efficiency

Train the trainer

To provide participants with the core skills and knowledge of a successful  
trainer. We will show you how to plan, prepare and deliver training,  
encourage enthusiasm and gain commitment from delegates.

At the end of the course you will be able to:
 • The barriers to Learning and how to create a good learning environment
 • How to design objectives that meet the business and trainee needs
 • How to plan & design training to gain the trainee’s commitment & enthusiasm
 • How to recognize different learning styles & how to adapt training to meet them
 • Structure the training to achieve your objectives
 • Strategies to deal with a range of challenging situations

Note:
Please visit www.mecitraining.com or www.nlpdrpaul.com for further details.



Writing for Business

The corporate image of any organization depends largely on its written 
communications - i.e. letters, emails, faxes and memos - yet relatively few people 
have been trained in the art of business writing. During this one-day workshop, 
delegates will learn and practice the skills of writing logically within a structure, 
expressing ideas concisely, fluently and persuasively to convey a professional 
image.

At the end of the course you will be able to:
 • Understand the fundamentals of letters, emails, faxes and memos
 • Plan written work and define objectives clearly
 • Collect and organize data logically.
 • Achieve accuracy, conciseness and clarity - avoiding jargon
 • Create a positive impact in any written medium



SERVICES

All our training and coaching programmes are designed to provide 
delegates with much more than just knowledge.  Our training team 
are selected for their expertise in their respective fields and their 
wealth of real hands-on practical experience. As a result they are able 
to draw out the real business issues and apply their expertise to help 
people re-evaluate and change the way they think and work.

So if you have changes to implement, issues to resolve or skills gaps  
to fill then take a look at one of our Tailored Solutions.



Tailored Training

If you have issues to resolve, changes to implement or skills 
gaps to fill and you’re looking for solutions then tailored 
training could provide the answer...
 • Flexible – what you need, when you need, how you need it
 • Targeted – focused to deliver your business objectives
 • Cost effective – make the most of your budget and staff 

time
 • Tangible – tackle live business issues with new skills
 • Confidential – keep commercial information within the team
 • Collaborative – strengthen team bonds and communication

Because tailored training is more than just any single event 
or course – more than just delivering set content to a set 
audience...

Tailored training is the challenge of exploring how we, as 
training providers, can help you and your business unlock the 
full potential of your people to achieve your goals.

Training for change – together
So how can we achieve it? Through training for change – 
together. In-company, in-house... call it what you will, many 
providers nowadays offer an on-site training option – the 
common denominating factor being that’s just what it is –  
on your premises as opposed to elsewhere. In effect, you’re 
still receiving an off-the-shelf package but delivered at a slightly 
more (or sometimes less) convenient location.

And that’s fine – so long as you realise what you’re getting 
and accept the limitations. But with cost and time restrictions 
becoming increasingly stringent, you owe it to yourself, your 
business and your people to ensure that they get the most out 
of every development opportunity to secure your competitive 
advantage.

Select’s tailored training option is just that – quality training 
tailored to meet your business objectives – so that you can  
be sure that the results achieved will more than justify the  
time you invest. 

So, when only quality tailored training will deliver the results  
you need...



Leadership in Business: Achieve success in business through effective leadership
Powerful Presentation: Persuade with polish, present with presence
Business Development: leading a winning business development team
Successful Negotiation: pin point win-win solutions & negotiate with confidence
Compelling Communication: explore your style & its impact on others

Executive Coaching

The role of a senior business leader can be a very lonely and difficult one.  
Extremely busy and focused on getting more from less,  it can often be difficult  
to see the wood for the trees. 

Executive Coaching with Select Training is a unique opportunity to broaden your 
thinking and to tap into the experience and expertise of respected professionals 
across a diverse range of business critical issues.

Our one-to-one coaching programmes enable you to bridge the gap between 
knowing what you need to achieve and making it happen. 

The benefits speak for themselves...

Flexible – What you need, when you need, how you need it
Tangible – Tackle live business issues with new skills
Targeted – Focused to deliver your business objectives
Confidential – keep commercial information confidential
Future Focused – Develop a personal action plan to continue your  
  development beyond the program

Like all our services our Executive Coaching Programmes are tailored  
to meet your specific needs. 



Performance Coaching

Designed to meet the demands for 
flexibility in approach to training & 
development, which  the current climate 
often dictates,  this new service offers 
one to one training or coaching, tailored 
to meet your specific needs and covering 
wide range of subject areas including:
 • Presentation Skills
 • Managing Tricky Situations
 • Delegation
 • Time Management
 • Stress Management
 • Managing Change
 • Negotiation
 • Business Development - Strategic 

Planning, Closing the Deal, Presenting
 • Developing Confidence
 • Dealing with Conflict & Personality 

Clashes

Key Benefits of this approach are 
that all the programmes are:
Flexible – can be delivered where, when 
and how you want it - no need to wait 
for the next open course - programmes 
can be broken into shorter sessions 
making it easier to schedule around work 
commitments.
Relevant – focused on finding solutions 
to your issues -  there is no need to 
cover areas not relevant to you or your 
situation.
Cost Effective – Using this approach 
means less time away from the office
Our Performance Coaching Programmes 
are tailored to meet your specific needs.

Executive Coaching
As a foundation for the coaching process, 
NLP can help you identify your own 
strengths and development needs, to 
understand how and why you work the 
way you do and your impact on others.

Management Development
One of the fundamental skills of 
management is the ability to work with 
and through others, MBTI is extremely 
effective as a tool that enables you 
to relate to and manage staff more 
effectively, and refine your problem-
solving and decision-making abilities.

Team Workshops
Discovering and sharing their MBTI 
preferences in a highly interactive and 
supportive workshop setting, team 
members can learn to appreciate their 
differences and pool their strengths for 
improved team performance.

Client Relationships
Learning to recognize preferences and 
how they affect business relationships, 
choices and decision making can have a 
profound effect on client retention and 
relationship management.

Executive Coaching
As a starting point for the coaching 
process, Performance Perspectives can 
help you see yourself as others see 
you, understand how your behavior 
influences their perceptions, and identify 
your own strengths and development 
needs.

Performance Appraisal
To overcome the subjectivity inherent 
in many appraisal systems, Performance 
Perspectives is an ideal and flexible tool 
to present a balanced picture of skills 
and competencies and can be tailored 
to complement an organization’s existing 
competency framework.

Management Development
Key to the development of any 
management team is their awareness of 
their impact. Performance Perspectives 
can enable your managers to understand 
how their behavior influences the 
perceptions of others and how – both 
as individuals and jointly – they can alter 
that perception.



Team Building

Do you need to...
 • Cement and accelerate the development of newly formed teams?
 • Re-invigorate, boost morale or resolve conflicts within established teams?
 • Foster a positive team culture across your organization?
 • Facilitate productive interaction within or between teams to enhance current 

and long-term performance?
 • Pre-empt potential resistance to change or mitigate the adverse effects of 

change upon individuals and teams within your organization?
 • Our fully tailored and scalable team events are developed from a proven 

portfolio of training content – from team building and development, 
communication and participation, to conflict resolution and team leadership – 
which can be tailored to meet your specific requirements.



Unique and special training from 
the house of Mind’s Eye Consultancy 
international

• Paradigm shift

• The art of handling EGO

• The archetypes of personality

• The art of handling Narcissism

• Metamorphosis
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