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The courses are led

by Graham Yemm,
who is a consultant and
a business trainer with
20 years of practical
experience. Graham is an
internationally acclaimed
training expert, who
works with various
organizations, from small
businesses to large
holdings. His clients
include world-renowned
companies, among them:
Compagq, HP, Sony,
Vodafone, Lloyds Bank,
DHL, Kuwait Petroleum,
Janssen Cilag, GSK,
Johnson & Johnson,
Turkcell, British Gas, BP
and many more.

Kypc Bepet Ipaxem
Memm (Graham

Yemm) - koHcynbTaHT 1
npenogasaresb ¢ 20-Tn
JIETHVM OMbITOM PaboTbI.
[paXxem — NpU3HaHHbIN

TpeHep C MUPOBON
WN3BECTHOCTbIO, OMbIT €ro
paboTbl 0XBaTbIBaeT KPYMHbIe,
CcpefHve 1 MenKkne
npeanpuATUA B PasinNYHbIX
cTpaHax. Cpeay ero KNMeHToB
MOXHO Ha3BaTb Takue BeayLive
Kopnopauuu, kak Compag, HP,
Sony, Vodafone, Lloyds Bank,
DHL, Ericsson NT, Kuwait
Petroleum, Janssen Cilag, GSK,
Johnson & Johnson, Turkcell,

British Gas, BP n MmHoruve gpyrue.

tel.: +7 495 232 40 60
fax: +7 495 232 40 59

info@adamsmithtraining.com

6"-7" December 2007: 6—7 pekabps 2007

Marriott Aurora Hotel, Moscow : Otenb MappuoTT ABpopa, MockBa

Improve your
Influencing
Skills

YcoBepLueHCTBYUTE
BalL HaBbIKU
BNNAHUA

Getting others to do what
you want — willingly!

An intensive and practical two day
workshop which will enable you to:

- Improve your interactions with
others, both in and out of work

- Understand the barriers to effective

communication and how to
minimize them

- Be aware of the range of behaviors

you use and their impact on others

- Understand the basic principles of
Transactional Analysis and apply
them to reduce misunderstandings
and any negative patterns

« Use a simple 3-step approach to
influencing

« Communicate and influence more
effectively with colleagues,
customers and others

“OyeHb nonesHbil Kypc,

C NOMOWbIO KOMOPO20 A CMO2y
npumeHUMb 0bpemeHHoble
HasbIKu Ha npakmuke”

Onbra Pe3HnkoBa
[maBHbIN Byxrantep
TpaHcmapk (Transmark)

[Mo6youme dpyaux c yoogosibcmeuem
desilamb mo, Yymo mpebyemca eam!

[BYXAHEBHbIV UHTEHCUBHbIV U
NHTEPAKTUBHbIN KypPC NPaKTUYeCKom
HanpaB/IEHHOCTW, KOTOPbIV NMO3BOJIAT BaM:

+ YNy4wmTb YpoBeHb 0OLLIeHNA C
OKpYy»KaloLWwmmMu, Kak Ha paboTe, Tak 1 B
ObITY.

« Haiitm BHYTpU ceba 6apbepbl,
orpaHunympatoe 3ePeKTNBHOCTb
06LLEeHNA, N MOHATb, KaK
MVUHAMN3POBATb UX BAUAHME.

+ Oco3HaTtb Anvana3oH CBOEero noBegeHuA
nero BO3,E1€I7ICTBI/IFI Ha OKPYy»KatoLWnx.

- MoHATb 6a30Bble npuHUMNbl
TPAHCAKTHOIO aHaJ1n3a (aHanu3a
I'IOCTyI'IKOB) N HaYyUYNUTbCA NMPUMEHATDb €ro
B CUTYyaUUMAX, KOrga OTCyTCTBYET
B3aMMOIMNMOHNMaHUE U NMpKn noObIxX
HeratTuBHbIX MOAENIAX NoBeAeHNA.

+ Ucnonb3oBaTb NpoCTyio TPeX3TanHyo
CXeMy BO3[eNCTBUA.

- BosgencreoBartb Ha CBOUX Koser no
paboTe, 3aKa3umMKOB 1 Ha APYrnx
OKpY>KatoLLux Bac ntofein ¢ 6onbLiel
3G PEKTUBHOCTbIO.

Save up to 30% and improve performance
with our cost effective tailored in-house
cources! (see inside for details)

30%

Ilo 30% ckpalLeHue 3aTpat U AOCTIKEHNE
MaK(ManbHOro pesynbrata OT TPeHWHra
Ha KopnopaT1BHOIl 0CHOBE (CM. BHYTpU)

www. adamsmithtraining.com
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67" December 2007, Marriott Aurora Hotel, Moscow

IMPROVE YOUR INFLUENCING SKILLS

Course overview

If the delegates want to really gain from this workshop, they need to be open to the idea of making changes in
themselves. To improve our influencing skills we need to recognize that we have to adapt our behavior and become
more flexible in our interactions.

The delegates will learn more about how they communicate and the impact they have on others. They will increase
awareness of their own style and preferences in the way they operate. The delegates will develop a range of different
skills to increase their flexibility when wanting to communicate with and influence others. They will learn how to use
specific“push”and “pull”influencing approaches and when each is more effective. They will realize the importance of
particular words and language if they are to be more effective in influencing others. They will be able to choose and use
different approaches to suit different people and situations, both within their work and lives away from work.

Your Expert Course Leader

Graham Yemm is a very experienced consultant, who had a background in Sales and Sales
Management before moving in to training for a major multi-national and then on to consultancy.
He has worked across Europe, in Russia, throughout the Middle East and in the USA delivering a
range of training and development solutions.

He has worked on major projects, such as developing a major training initiative for a leading IT
company for rolling out to over 6,000 people and a significant service project for a leading bank in
the Middle East to name just two. Graham covers a range of areas for clients, from leadership and
management skills, business areas such as sales, to personal development and “soft” skills. His
experience allows him to combine these topics to ensure that delegates get the appropriate mix to help them leave his
training workshops with new tools and the confidence to apply them.

Graham has a vast training experience. Clients he has worked for include Compagq, HP, Sony, Vodafone, LIoyds Bank,
BAe, Saudi Fransi Bank, DHL, Ericsson NT, Kuwait Petroleum, Janssen Cilag, GSK, Johnson & Johnson, Turkcell,
British Gas, BP. He writes regularly for magazines such as Management Services Journal, Families in Business, Winning
Edge and has contributed to many more.

Strictly limited numbers available

In order to provide you with learning experience of true
value and owning to the high practical focus of the course
the number of participants we are able to accept on this
program is strictly limited.

This course is designed for senior managers who would
like to learn how to become empowered in their business
(and everyday life!) through a mastery of influencing
techniques.

“Good course. Helped to ~ "Very useful course. Well
systemize my skills” presented and structured”

"Very useful and practical training. | will
use new knowledge and skills in business
and everydaly life. | will recommend

this training to my collegues”

Ekaterina Kalinina

Senior Account Manager, ING Bank

Natalia Romenskaya Lubov Sherysheva
Customer service CFO
ABN AMRO Aplana Software

Related courses
Take advantage of our group booking discounts

Learning Successful Project Management
4-5 December 2007

2 places for one or
different courses

» SAVE 200$
>

Confidence and Assertiveness Skills
10-11 December 2007

3 places for one or
different courses

» SAVE450$

For more information please contact Olga Chulkova
on +7 495 232 40 60 or ochulkova@adamsmithtraining.com

www. adamsmithtraining.com



YOUR COMPREHENSIVE COURSE PROGRAM

Getting others to do what you want - willingly!

Day One: 6" December 2007
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Day Two: 7th December 2007 ce”"p P}' UTecy,

Establishing the foundations to become more
flexible and win over more people!

Good leaders, at any level, will achieve their aims through using effective
influencing to encourage others to follow their ideas willingly. A challenge
for us all in the present time is to work with colleagues, bosses, team
members or even suppliers and customers in a co-operative manner. On this
first day, you will explore aspects of your own communication style to
discover how you can become more flexible in your approach to others whilst
getting a better understanding of influencing and why it is vital to you.

What is communication and influence?

« An introduction to the principles of the workshop. Understanding how
communication and influence are linked

- Understanding the process of effective communication

« One or two-way?

« Barriers to effective communication

- Some messages to consider about communication and how we do it

Personal styles - reviewing your questionnaire

- What do the different elements mean about your behaviour and
communication style

« The implications of how you communicate and influence others

- Actions to take to enhance your effectiveness (small group exercise and
discussion)

Why do you need influence in your role and
beyond?

«What is influence and what it is not!

+When would you want to be able to influence more effectively?

«What are the benefits of being able to influence others?
« What are the challenges you face when influencing in your company?

The range of influencing approaches - pt |

«The “push”v “pull” approaches

« Which approach to choose and when

Group exercises: practising using the different approaches and developing your
techniques

A foundation for all influencing - build your
rapport skills

«What is rapport?

- The key elements — matching, pacing and leading

Group exercises: practising matching and pacing and getting into rapport quickly
and effectively

The range of influencing approaches - pt i

«The 3 step behavioural approach
Group exercises: using the 3 step approach and building from rapport

Developing some more structured approaches to influencing
individuals and groups

Identifying your outcomes - be clear on
what you want

- Defining what you want to achieve
« Put yourself in their shoes
- Consider a fall-back position to make it easier to reach an
agreement
Group exercise: identifying some outcomes and fall-backs and plan
how you can achieve them

Uncrossing crossed wires — improving your
communication and interactions
- The principles of the different “ego states”
- Completing the profile to understand your own balance across
these
- Communication options between the “ego states” -
complementary transactions and others
« Uncrossing the wires
Group exercise: to practice communicating with the different states
and how to uncross any crossed wires
Beware the hooks - which can block good
communication or mﬂuencmg
- Spotting repeated patterns with some people
« The different games people play
- Ways of breaking the patterns and not playing the games
Blending behaviour and “science” when
influencing individuals and groups
- Principles of the structured approaches, eg Caldini’s 6 Principles
« Planning to use a structured approach
Group exercise: Identifying examples of how you can use each of the 6
Principles
Getting your messa?e right — think before
you speak (or write!
+ Planning what you want to achieve and how you might do so
« Putting it across, choosing the right approach and language
Developing an influencing strategy within
your organisation
+What is an influencing strategy?
- The key components of in influencing strategy
Group exercise: to develop an influencing strategy for your
organisation or other groups

Personal development plans, evaluation
and review

Course methodology: The approach combines some limited trainer input with a number of practical activities where the delegates will be practising the
different approaches and techniques. This workshop is very experiential. To learn the content of this programme and apply it, you have to experience it —
concepts alone will not produce lasting results. There will be self-assessment, practise, feedback and planning - all brought together to give the delegates
tools and techniques which they can apply after the workshop. The approach might prove challenging to some as they will have to face up to things about

themselves which they may need to change if they want to become better influencers!

The exercises are designed to build up the skills and capabilities of the participants. They will understand that the skills of influencing are developed from a
combination of different factors. By learning these and practising them in the practical activities, the delegates will give themselves a wider “toolkit” to draw
on in the future. With this toolkit, they will be able to interact with others more flexibly and influence people more effectively.

IMPORTANT INFORMATION FOR RUSSIA BASED COMPANIES

Adam Smith Training delivers high-quality IN-HOUSE COURSES,

which can be held at a time and place to suit you. In-house training

is the ultimate performance improvement solution.

Here's why:

+ We will conduct a professional stage one training needs analysis
to identify your key business issues in a training context

« You will receive a tailored training solution, designed to meet your
needs, exact specifications, requirements and objectives

+ Our TNA (training needs analysis) framework will ensure the
course is results orientated

«We can incorporate company or operational data within the

training to ensure everything is 100% focused on your business
« You will benefit from the international experience of our world
renowned experts

MAKE BIG SAVINGS - You make substantial cost savings!
& IMPROVE

PERFORMANCE

WITH IN-HOUSE
TRAINING!

FREE TRAINING NEEDS ANALYSIS OFFER

If you would like to benefit from a no obligation initial needs
analysis discussion, or if you would like more information on how
Adam Smith Training In-Company solutions can benefit your team,
department or organization, please contact: Ina Ukstina on + 44
20 7017 7448 or ina@adamsmithtraining.com




MPOrPAMMA KYPCA

Mo6yauTte gpyrux c yaoBoNbCTBUEM AenaTtb To, YTO TpebyeTcAa Bam!

[MepBbin AeHb: 6 aekabpsa 2007

BropoW aeHb: 7 nekabps 2007

Cospaiite pyHAamMmeHT ana 6onbLuein rméKocT n
3aBOOWTE NPU3HaHMe 6onbluero yncna nogen

HacToawunii nnaep, Ha Kakom 6bl ypOBHE PYKOBOACTBA OH HE HaXoAWICs,
[ocTuraeT cBovx Lenen nytem 3GpeKTUBHOIo BANAHMA Ha KomaHay. Lienb
TaKoro BAVAHUSA 3aK/0YAETCA B MOTMBALMN KOMAHAbI OXOTHO BbIMOJIHATb
nocTaBJfieHHble nuaepom 3agaun. CNoKHOM 3afjayeit Ana Hac Nopon
oKa3sblBaeTcA paboTa B KOMaHAe, yMeHne COTPyAHNYaTb C Kosieramu,
PYKOBOLCTBOM, YI€HaMV KOMaHZbl U Aa)ke C MOCTaBLiMKaMM 1 3aKa3umkamu. B
nepBbIi AeHb 3aHATUIA Bbl OyfeTe NccnefoBaTb aCNeKTbl Ballell CO6CTBEHHOM
MaHepbl 1 CTUNA 06LEeHNA, YTOObI BbIACHUTD, KakUm 06pa3om cTatb 6onee
rMOKUM B BaLlLIMX NMOAXOLAX K OKPYXKAIOLUM, 11 B TO XKe BpeMs Jyulle NOHATb
cucTeMy BO3AEVCTBIA, Y NOYEMy OHa XM3HEHHO HeobXoAVMa BaM.

Y10 Takoe obLleHne n Bo3aencreme?

- BBOgHas yactb. [loHMMaHWe B3avMOCBA3aHHOCTM MeXay obLeHnem 1
BO3JeNcTBMEM

« [MoHUMaHMe npouecca N NPUHUUNOB 3pHEKTUBHOIO 06LLEHNA

+ OBHOCTOPOHHEE NN ABYXCTOPOHHEe 0bLleHne?

« Bapbepbl ansa 3¢pdeKkTNBHOrO 06LLEHNA.

« Hdopmauua ona pasmbiwneHns 06 06LEHN 1 KaK Mbl 3TO AeSlaeM.

MepcoHanbHble CTUAW — aHaNn3
CTNNA Bawlen padboTbl

« YTO 03HaualoT pasnnyHble 3NIEMEHTbI B OTHOLLEHMI BALLEro NoBefeHs 1
CTUNA o6LEeHNA.

- BbiBOAbI O BaLuei MaHepe O6LeHNs 1 BO3AENCTBUN HA OKPY>KAIOLLVX.

- [lecTBKA, KOTOpPbIE CneayeT NPeAnPUHATL ANA ynyuleHua 3¢pHeKTMBHOCTY
BaLlero obwweHns (Hebosbwue 2pynnosbie ynpaxxHeHUs U 06CyK0eHue).

3auem Heo6XxoaAMMO yMeHME BAUATb Ha APYTUX B
Ballen TeKyLlen ponu v BHe ee?

+ YTO Takoe BMSAHMNE 1 YTO TaKoe OTCYTCTBUE BAVAHNA?

+ B Kakux cuTyaumax Bam Hafo MeTb COCOBHOCTb BANATL 6one adpdekTnBHO?

+ KakoBbl NpenmMyLLecTBa yMeHNA BO34eCTBOBATb Ha APYrunX Nogen?

+ C KakMMV TPYAHOCTAMM Bbl CTASIKMBAICh MPU NOMbITKE OKa3aTb BAVAHME B
Balle KomnaHum?

TexHMKN oKasbiBaHUA Bo3gencTema — “ptl”

« Mopxop «TonKam» NPOTVB NMOAXOAA KTAHUY.

« KaKyto TEXHWKY MCMOSIb30BaTb 1 B KaKMX CUTYaLMAX

[pynnogvle ynpaxxHeHUs: MpeHUpOBKA 8 pas/iuyHbIX N0OXo0dx U pazeumue
cgoell mexHUKuU.

KOHTaKTHOCTb - OCHOBa YMEeHUA BO3AeNCTBUA

+ YTO Takoe KOHTaKTHOCTb 1 OTBETHaA peakuma?

« KnioueBble 3nemeHTbI - NOACTPOUTLCSA, HaBA3aTb PUTM 1 HauyaTb YNpPaBnATb.
[pynnogule ynpaxxHeHuUs: mpeHUpo8Ka No0CMpausaHus, HagA3bIBaAHUA pumMmMa
U nosy4yeHus omeemHol peakyuu 8 6eicmpou u 3¢hpeKmusHoU maHepe.

Bnpgbl nogxonos K okasaHuio Bo3pencrTeua - “pr |

- [oBeeHYeCKN NOAXO «TPW Luaray».
[pynnogvle 3aHAMUS: UCNO/Ib308aHUE NOOX00a Mpex Waz08 U NOCmpoeHue
omeemHoU peakyuu.

III

Pa3paboTka HOBbIX MOAXOAOB /1A BO3AENCTBUA Ha rpynmnbl
1 Ha OTAEeNbHbIX Ntofei

YeTKko 0603HaubTe CBOMU uenn

- OnpepenvTe, yero Bbl XoauUTe AOOUTHLCA.

- [ocTaBbTe cebsi Ha MeCTO APYroro YeloBeKa — Kakol pe3ynbTaT xenaTeneH
ans Hero?

+ PaccMoTpurTe BO3MOXHOCTMN OTCTYMNEHWA, 4TOObI Nerye 6bino AOCTUYb
cornalieHms.

[pynnosoe ynpaxHetue: onpedeneHue HeKomopbix pe3ysibmamos,

omcmynJsieHue U NJIaHupogaHue nymet 0718 UX 00CMUXeHUS.

PewweHune ans HepaspewmnmMbix Nnpo6nem -
NOBbICbTE YPOBEHDb Ballero obleHnsa n
B3aMMOAEeNCcTBIA

« MpUHLMNBI Pa3fNYHbIX BUAOB «COCTOAHWS MOErO 3ro»

- Co3faHmve npoduns ana NoHMMaHna CoO6CTBEHHOMO 6anaHca COCTOAHNIA.

+ BapumaHTbl 06LEHVS MEXAY COCTOSHUAMU «MOETO 3r0» — AOMOSIHUTESIbHBIE 1
Apyrue B3aiMOAENCTBIA.

« Pelwaem Hepaspelummble npobnembl

[pynnogoe ynpaxHeHue: mpeHuposka o6uweHuUs Npu passuyHbix COCMOSHUSX U

pelweHue Hepaspeuwumbix Npobiem.

OcTeperantecb NOByLIEK, KOTOPble MOryT
BOCMPENATCTBOBaTb XOPOLUNM
B3aIMOOTHOLUEHUAM 1 BIMAHMIO Ha OKPYKaloLwmx

- [oBTOPAIOLMECA CTEPEOTUNbI NOBEAEHNA OTAENbHBIX Sl0AEN.
+ PasnnyHble Urpbl, B KOTOpPble UTPatoT JIOAN.
- Kak nomaTtb cTepeoTunbl U He UrpaTb B HaBA3aHHbIE UrPb.

CMeLIJI('IBaHI/Ie cTunen nosegeHMA N TeXHNKN
BO34eNCTBUA Ha rpynnbl N oTAe/IbHbIE€ INYHOCTU
« [IpMHLMNbI CTPYKTYPHOTO NOAX0AA, «6 NPUHLMNOB KanbguHuy.

« [naHupoBaHue NyTel NCNonb30BaHNA CTPYKTYPHOTO NOAXOAA.
[bynnogble ynpaxkHeHus: onpedesieHue NpUMepos, Ko20d 8am cedyem
UCNo1b308aMb KAXO0bIU U3 LWecmu NPUHYUNos.

YeTko popmynupynTe Bawy MbicCib

- MnaH gencTeuin. Yero Bbl XOTUTE JOOUTLCS, U KaK 3TO MOXHO CieNaTh
« [loHecTn MbIC/b [0 agpecaTa. Bblbop npaBuibHOro Nogxoaa u Asbika
obLeHna

PasButue cTpaternv Bo3aencTenA B Ballen
opraHusauumn

« Y10 Takoe CTpaterna BO3,U,EIZCTBI/IF|?

« KnioyeBble KOMMOHEHTbI

[bynnosesle ynpaxHeHuA: paspabomka cmpamezuu 8o30elicmaus 8 sawiel
0op2aHU3ayuU uau 8 Opyaux 2pynnax.

Baw nnuHOCTHBbIN NnaH pa3BuTuA. OueHKa Bawmnx
gencreuii. BoiBogbl

MeTtogonorus. Mofgxof K 3aHATVSM COBMELLAET OrPaHNUEHHOE KONMYECTBO BBOAHOM MHGOPMaLmM OT NPEnoAaBatesis C PAAOM NPAKTUUYECKMX YNIPAXKHEHWI, Ha
KOTOPbIX YYaCTHUKIM OyayT TPEHMPOBATbCA B Pa3fINUHbIX MOAXOAAX U TeXHMKax. CEMVHap NOCTPOEH Ha OCHOBE NMpaKTUUYecKol paboTbl. YTo6bl yCBOUTL COAepKaHne
3TOW NPOrpaMmbl N MPUMEHSATb €€ B KN3HW, Bbl [JO/KHbI OCBOUTb €ro MPAKTUYECKM — Cama Mo cebe KOoHUEenNuma He 06ecneunT AIUTENbHbIX Pe3ybTaTos.
Heobxoanmo Hanuuvie caMoOLIEHKM, NPaKTUKK, OTBETHON peaKLmu, MNaHNpoBaHWA — COBpaHHbIe BOEAUHO OHM NPEAOCTaBAT yUYaCTHUKAM UHCTPYMEHTbI U TEXHIIKY,
KOTopble CMOTYT GbITb MPUMEHEHbI B PeanibHOM XM3HM NOC/Ie OKOHYaHWA ceMuHapa. Takol MoAXo[ MOXKeT OKa3aTbCsA OUeHb TPYAHbIM Al HEKOTOPbIX, MOCKOMbKY
UM NPURETCHA CTONKHYTbCS C HEOOXOAVMOCTBIO U3MEHEHUS KaKUX-TO CBOVMCTB CBOErO XapaKTepa, EC/IN OHY XOTAT BIIMATb HA OKPY»KaoLyyix!

YnpaxkHeHUA COCTaBMeHbI TaKUM 06pa3om, UToObl BbipaboTaTb HaBbIKM 1 CMOCOGHOCTM y ciyluaTeneil. OHY y3HatoT, YTO MacTepCTBO BO3AENCTBOBATb Ha MOBEAeHWe
OKpPY>KaloLLMX PAa3BMBAETCS HA OCHOBE KOMOVHALMM Pa3NnYHbIX GaKTOPOB. Bblyums 1 onpo60oBaB 31 GaKTopbl B MPAKTUYECKMX CUTYaLUAX, YYaCTHUKN
NPUoGPeTYT AnA ceba 6ONbLIO «ALMK C UHCTPYMEHTaMM», KOTOPbIE OHM CMOTYT UCMO0Jb30BaThb B 6yayLem. C MOMOLLbIO STUX MHCTPYMEHTOB OHU MosyyaT
BO3MOXXHOCTb B3aUMOZENCTBOBATb C OKPY»KaloLMMM € 6onbluei TOKOCTbIO 1 BINATL Ha MoBeAeHWe nogei ropasgo bonee adpdpekTnsHoO.

BAXHAA NUHOOPMALINA

Adam Smith Training NpoBOAUT BbICOKOKAYeCTBEHHbIE TPEHUHTU Ha

KOprnopaTvBHOI OCHOBe B noaxogsllee ana Bac Bpema n mecto.

KopnopaTusHble TPeHUHIU — 3TO [JOCTUKEHNE MaKCUMaNbHOro

pesynbTata Npyu MUHUMYM 3aTpar:

« Kypc 6yneT 3KCKNo31BHO pa3paboTaH v Hanpas/eH Ha pelueHne
BalLMX 3afay

« YyuTbiBas Balwm NOTPe6HOCTY 1 3aaaun, Mbl paspaboTtaem
KOPMNOPaTVBHbIN TPEHWHT, HenocpeACcTBeHHO Ana Bac n noaxoaawmia
UMeHHo Balen komnaHum

« Mbl rapaHTUpyeM KayecTBO 1 pe3y/bTaTBHOCTb OT TPEHUHTA,
OPVEHTVPYACH TONbKO Ha Ball 3anpoc

« Mbl npeanaraem KOMMIEKCHbIV NOAXOA K 06YUYEHWIO 1 BO3MOXHOCTb
Bblbopa pasnuuHbix Gopmatos 0byueHns 100% noaxoaaLymnini UMEHHO

COKPALLIEHUE
3ATPAT N
AOOCTUMEHUE
MAKCUMAJIbHOIO
PE3YJIbTATA OT
KOPIMOPATUBHOIO
TPEHWHIA

Bawemy 61sHecy

« Bbl nonyyaete MakcrmasnbHyto npubbiib 1 OTAAUY OT MHBECTULWIA B
obyueHwe CBOUX COTPYAHNKOB

« CylecTBeHHOe CoKpalLLeHne pacxofos!

BecnnatHaa KoHCynbTauua no 3anpocam Bawei komnaHum

Ecnu Bbl xoTWTe NONYUYNTb BbICOKOKBANNGULMPOBAHHYIO KOHCYbTaLNI0
Uy Nony4mnTh 6onbLue MHGOPMaLIMM O TOM, Kak BOCMOb30BaTbCA
npeumyLiectBamn KopnopaTtvBHbIX TPEHWHIOB AN MOTUBALMN BaLINX
COTPYAHUKOB 1 3HAUMTENbHO NOBbLICUTL 3$EKTUBHOCTL paboThl BaLlel
KOMaHfbl, OTAeNa nunu opraHusauymn, obpataitecs K UHe YKCTbiHe no
Ten: + 44 20 7017 7448 or ina@adamsmithtraining.com
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YCOBEPLUEHCTBYWTE BALU HABbIKU BNIMAHUA

0630p Kypca

Ecnu cnywatenu Kypca XoTaT AeiiCTBUTENbHO MOyUnTb MO3UTUBHBIN Pe3yNbTaT OT 3aHATUA Ha 3TOM Kypce, OHW JOJKHbI,
B NepByio ouepesb, CTPEMUTbCA N3MEHUTb CaMOoro ce6a. YToObl ynyULnTb HaBbIKM BO3AECTBUA Ha MOBeAeHve
OKpY>KaloLLMX, Mbl JOSIKHbI MPU3HATb, YTO HAM HAAO afjanTUPOBaTb CBOE MOBEAEHMEe U CTaTb Gonee rMOKUMU Npur
06LWEeHNN C APYTUMM NIOLbMM.

YyacTHUKN CceMMHapa y3HaloT MHOIoO HOBOTO O TOM, KaK HyXXHO O6LLlaTbCF| C ApyrumMmm n Kakoe BnmAaHNe OHM MOTyT
OKa3blBaTb Ha OKpYy»atoLwnx. Bbl cmoxkeTe ynyudlwmnTb NOHMMaHMe CBOEero CtunA o6u4eva nonpenenntb npeanoyvteHnA
ana TOW VNN UHOW AeATeNnbHOCTN. YuacTHUKN CMOTYT Pa3BUTb pa3JinyHble HaBblK ON1A NOBbIWLEHNA YPOBHA cBoen
FI/I6KOCTI/I npun 06LL|,eHI/II/I n BO3,D,€I7ICTBVII/I Ha noBefeHne oKpyKaroLwunx. Bbi Y3HaeTe, KakK NnoJib30BaTbCA CI'IGLWI(')VIl-IeCKVIMI/I
nprieMamy BO3eiCTBUA «TOSIKal» U «TAHW», U Koraa 6onee 3¢pPeKTUBHO NPUMEHATb NepPBbI 1K BTOPOI npriem. Bbl
CMOKeTe OCO3HaTb BaXXHOCTb KOHKPETHbIX C/10B U A3blKa B LeJIOM Npu BIIMAHNW Ha JpYyTruX. CnymaTenm CMOryT Bbl6|/|paTb
1 MPYIMEHATb Pa3nyHble NoAXOoAbl AN Pa3NMYHbIX TUMOB JI0AEN U CUTyalUuii, Kak B CBoel paboyeli cpeae, Tak U B
NOBCEAHEBHOW KN3HW.

Baw skcnepT-npenogasaTtenb

Mpaxem Memm (Graham Yemm) sBnsieTcA OMbITHbIM KOHCY/IBTAHTOM, C KBanMGUKaLUaMM B yNpaBaeHn Npoaaxamu.
HauaB cBOIO TPEHUHIOBYIO AeATENIbHOCTb, [PaXem pa3pabaTbiBan TPEHVHIOBbIE MPOrpaMMbl Af1A KPYMHbIX
MHOFOHaLMOHaNbHbIX KOMMNaHuiA. Mo3xe, cTaB NpodeccnoHanbHbIM KOHCYNIbTaHTOM B 0651acTy 61M3Hec o6pa3oBaHus,
lpaxem Ben TPEHVHI BO MHOTUX CTpaHax EBponbl, Bkntouasa Poccuto, BnvixkHui Boctok u CLUA, nposoasa obyyeHue no
LUIMPOKOMY KpYyry TeMaTUK.

Mpumepom ero BbiaatoLieica paboTbl ABNAIOTCA NPOEKTbI MO NPOBeAEHN0 00yUYeHMsA, HanpaB/ieHHble Ha pa3BuTMe
TBOpYECKOW NHMLMaTMBbI A4nsa 6 000 COTPYAHNKOB OJHOW KPYMNHOI KOMMNaHUy B cdepe nHGOPMaLMOHHbBIX TEXHOOTUIA.
Takxe paxem co3pan v BHeApW NPoeKT No 6aHKOBCKOMY 06Cny»KMBaHMIO ANA KpynHoro 6aHKa Ha bnvkHem BocToke.
MpoBoanMmbie MPaxeMOM 3aHATMA OXBaTbIBAIOT LUIMPOKMI AMana3oH TeMaTuK, HauMHaa OT BONPOCOB NMAEPCTBA 1 HaBbIKOB
ynpasneHna cucTeMamm NPoAaK, 0 Pa3BUTUA IMYHOCTHbIX KaueCTB 1 OTTauMBaHMA MacTepcTBa. KonoccanbHbIl OnbIT
lpaxema no3sonaeT emy B npoLecce Kypca BblIABUTb NOTPEOHOCTUN ayANTOPUM U BapbMpOBaTb TEMbI, COBMeLLan
HeCKONbKO MporpamMmm Wiv xe Aefias akLeHT Ha Kakon-nmbo, Heo6XoANMON ANA ayauTopumn TemaTuke.

lpaxem obnafaeT o6WMPHENLLIVMM OMbITOM NpPernofaBaTesibCckol aeATenbHOCTU. Cpefm ero KNMeHTOB MOXHO Ha3BaTb
TaKkume BegyLune kopnopauuu, kak Compagq, HP, Sony, Vodafone, Lloyds Bank, BAe, Saudi Fransi Bank, DHL, Ericsson
NT, Kuwait Petroleum, Janssen Cilag, GSK, Johnson & Johnson, Turkcell, British Gas, BP. OH perynapHo nuwer
CTaTbW NO NCUXONIOTMY ANA TAKUX KYPHANoB, Kak «Management Services Journal», «<Families in Business», «Winning
Edge», a Tak»ke BHOCWT CBOW1 BKNaj BO MHOTMeE Apyrue chepbl.

o101 Kypc pa3pa60TaH ANA MeHeOXepoB CTapLlero B uenax obecneyeHisA BbICOKOTO YPOBHA 06yLI€HV|ﬂ,
3BE€Ha, KOTopble XoTenu Obl HayunTbCA ynpaBiATb COOTBETCTBYIOLWEro ero VCTUHHOWM CTOUMOCTHU, U yuuTbiBaA
613HECOM (1 CBOEN XKU3HbIO!) C NMOMOLLbIO MacCTepPCTBa HaCbILWEHHOCTb KypCa NPakTU4eCKNMUN 3aHATUAMU, Mbl
BIAHNA Ha OKPY>KatoLWnx BbIHY>KA€Hbl CTPOro OrpaHN4YnTb KOINYeCTBO YH4aCTHUKOB,

KOTOPbIX Mbl MOXXeM NPUHATb Ha 3TOT KypC.

"TpeHuHe nomozdem "CbanaHcupo8aHHas "OyeHb xusoli N0OX00 K

66imb y6edumenoHoIM” KombuHayus meopuu u obyyeHuro ¢ 3ame4amesibHbIMU
npakmuy4eckux ynpax;HeHuu” 803MOXHOCMAMU 019 Npakmuku”

AHppen JlaryTnH AHTOH LLinxapes

MeHepxep No MapKeTUHry Nocnd bakanenHuk MeHepxep no

1 Pa3BUTUIO Buue-npe3sungeHt pa3BuTunio br3Heca

MAPC YKpaurHa CYAJ-XonguHr (Sual Holding) dnp Tanm (Air Time)

Mbl npurnaliaem Bac NMPUVHATb y4acTne B ceayrwmnx Kypcax:

BOCI'IOJ'Ib3yI7ITer CKMaKamm ana rpynnoBbiX perMCTpaLu/nh:

YcnewHoe ynpaBneHne NnpoekTom 2 MecTa Ha OauH

4-5 pexabps 2007 > VNY pasHble Kypcbl » C3KOHOMbTE 200$ / N
HaBblkun YBEPEHHOCTU U HaCTONYMBOCTN 3 MecTa Ha oauvH @A‘-\‘
=

10-11 gexabps 2007 VAN pasHble Kypebi » C3KOHOMbTE 4505 /
Adam Smith

[ina pononHuTenbHOM MHGOPMaLMK, CBA3bIBANTECH C TRAI N I N G

Onbroi Yynkosoii no +7 495 232 40 60 unu ochulkova@adamsmithtraining.com

. o o tel.: +7 495 232 4060
www. adamsmithtraining.com fax: +7 495 232 4059
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