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Transform your Sales Approach with 
Ba�le-Tested, Real-World Training that Sticks.
The Brooks Group has been delivering street-smart, results-oriented B2B sales and sales 
management training programs for 36 years. We know how to drive sales results. As a result, 
99% of program participants see increased sales volume. We don’t do training “events.” Instead, 
we work with sales organizations interested in forging a top-down sales culture. Period.

866.610.7262  |  Info@TheBrooksGroup.com  |  Greensboro, NC

Our training programs:

• Outside Sales Training

• Sales Coaching & Management Training

• Inside Sales Training

• Negotiation Skills

• Senior Level Decision Maker Selling

• Account Management Training

• Boardroom Presentation Skills Training

• Selling Through Distribution & 
Channel Sales Training

The 4-Dimensional Approach To Sales Force Transformation™ (4D): 
the framework that helps us get our clients the results they want. Here’s how it works:

Discover: We do a deep 
dive into the sales 
organization to see what’s 
going on and come up 
with recommendations to 
get you to best-in-class 
status.

Design: The results of the 
Discovery process will be 
combined with our proven 
curriculum to be delivered 
in a way that it will be 
used by the participants.

Deploy: Our expert trainers 
get face-to-face with your 
sales team and engage 
them with our award-
winning training. We then 
coach and reinforce to 
ensure a sustained impact.

Develop: We partner with 
your organization to make 
sure your managers are 
armed and accountable 
to drive results in the field 
on an ongoing basis.

Download Our 
Free Whitepaper:
How To Determine 
Your Competitive 
Advantage — 5 Ways 
To Sell Against Lower 
Priced Competition

BrooksGroup.com/LPCNote: 
All of our programs 

include our industry-
leading coaching and 

reinforcement.
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It’s a Noisy World
Experts weigh in on how to engage today’s learners and make sure training sticks.

An interesting thing happened during the years 
companies pulled back on training: The level of 
content and information coming at employees from 

all directions didn’t pull back with it. Instead, the noise only 
grew louder. The competition for attention became fiercer. The 
disruptions, priorities, responsibilities, and demands piled on 
at an alarming rate. 

From Big Data to social collaboration tools to the never-ending 
flow of e-mails, employees today are drowning in information. 
Volume—in all its definitions—is the hallmark of the work en-
vironment, and although we have a variety of new ways to reach 
employees with training, those employees have more distrac-
tions getting in the way and more incentives to tune out.

So how do you engage your learners, keep their attention, and 
get the lasting outcomes you need? ISA member companies 
Herrmann International and MOHR Retail recently tackled 
these questions in the book, “Developing Talent for Organi-
zational Results” (Pfeiffer, A Wiley Imprint, 2012), excerpts of 
which follow.

ENGAGING ALL LEARNERS IN 
AN AGE OF INFORMATION OVERLOAD
By Herrmann International 

Each one of us as a learner is a unique human being with a 
unique learning style. Consider your own experience: You 
likely did much better in some subjects than others; surely you 
responded much more to some teaching methods than others; 
finally, you retained some material more accurately and for a 
longer period of time than other material delivered in a differ-
ent way. 

There’s a reason for that. Our unique learning style is the re-
sult of the brains we were born with, combined with the years of 
experience that have developed into our own distinctive learn-
ing styles over the course of our lives. So we’re drawn to certain 
methods, materials, and areas of focus. It’s not about compe-
tence; rather, it’s about our preferences.

While every learner is different, our 30 years of research into 
these thinking and learning styles has shown that, taken as a 
whole, the world is a composite of different learning preferenc-
es, crossing the traits described in the Whole Brain® Learning 
Considerations model. This means that any population of more 
than 100 learners will represent distinct differences in their 
individual learning and thinking styles. Since each learner 
population will be diverse in their learning, the most effective 
training design and delivery methods will take into account an 
approach that works well across those differences.

Whole Brain® Learning Considerations

A Learns By
Acquiring and Quantifying Facts
Analysis and Logic
Thinking Through Ideas
Building Cases
Forming Theories

 Learns by D
Taking Initiative
Exploring Hidden Possibilities
Relying on Intuition
Constructing Concepts
Synthesizing Content

 Learns by
Organizing and Structuring Content
Evaluating and Testing Theories
Practice
Implementing Content

B

 Learns by
Listening and Sharing Ideas
Integrating Experiences with Self
Moving and Feeling
Emotional Involvement
Harmonizing with Content

C
Whole Brain® and the four-color, four-quadrant graphic is a trademark of 
Herrmann Global. ©Herrmann Global 2014
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Whole Brain® Teaching and Learning pro-
vides the basis for bridging the gap between 
the individual learner and the design and 
delivery of the learning. With a Whole 
Brain® approach, you can better reach and 
engage with diverse learners, improve their 
retention, and deliver memorable—rather 
than forgettable—learning experiences in 
an increasingly cluttered, fragmented work 
environment. 

Step 1: Understand Your Learners 
Review the Whole Brain® Learning Con-
siderations model and think about the 
populations you serve. How are they differ-
ent? Similar? 

More often than not we do not know the 
preferences and styles of our learners. Thus, 
when in doubt, design using a Whole Brain® 
approach—chances are you will have that 
diversity anyway. Keep in mind that you 
also will need to think about other differ-
ences, including introversion, extroversion, 
and generational differences. There are oth-
er aspects to audience diagnosis, including 
size and location of the audience, techni-
cal skills, and need for support. To ensure 
you don’t overlook any critical areas, use 
the Whole Brain® Model to guide your own 
thinking. 

Step 2: Think About Your 
Learning Design 
Now that you have analyzed your learners, 
your learning design and key learning points 
require the same. Just as in any learning de-
sign, you need to design the instructional 
approach(es) and delivery methods you will 
use to teach those critical learning points. 

Our research has shown that different de-
sign and delivery approaches improve and 
facilitate learning for each of the four spe-
cialized quadrants of the brain. The model 
at right, for example, shows different design 
and delivery approaches by quadrants for face-to-face/work-
shop learning. Use thinking preferences as a guide in creating 
the optimum blend of approaches across the online and offline 
spectrum, as well as the four quadrants.

Step 3: Put It Together in the Context 
of Your Learning Environment 
Depending on your own thinking preferences, the growing 
list of options technology gives us may seem exciting or over-
whelming. Either way, take a step back and focus on the two to 
five approaches that will best serve your design, your audience, 

and your organization—within its constraints. Keep it simple 
and always, always keep the brain in mind. You are, after all, a 
learner yourself. Put together a Whole Brain® team to help you 
evaluate your options and think this through. 

A World of Choices
This rapidly evolving learning environment means we have 
an obligation to rethink what we’ve always done and how 
we’ve done it. This doesn’t mean we throw out all the old ways, 
but now we have so many more options that let us actually 

Face-to-Face and Workplace Learning Methods: 
The Whole Brain® Way

A
Lectures, facts
Databases, spreadsheets
Research and research findings
Higher order reasoning
Critical thinking
Learning “laboratories” (testing)
Reference books
Readings
Case studies
Use of experts
Applied logic
Metacognition
Theories
Technical approaches
Simulations
Projects

D
Brainstorming and discovery learning
Metaphors
Active imagination, creativity
Learning “laboratories” (exploring)
Illustrations, pictures, photos
Simulations
Mind mapping and storyboarding
Experiential workshops and activities
Synthesis
Holistic exercises
Visualization, mental pictures
Animation, Flash
Games
Shadowing, site visits

Outlines, organization, summaries
Pre- and post-tests, quizzes
Learning “laboratories” (practice)
Practice
Checklists, timelines
Sequenced learning
Self-paced learning
Policies, procedures
Who, what, why, when, where
Workbooks and exercises with steps
Structured problem solving
Clear examples, case studies
References, dictionaries
Tutoring, tutorials, FAQs

B

Cooperative learning
Small groups, team learning projects
Group discussion
Role playing
Drama, body language
Learning “laboratories” (interacting)
Sharing personal experiences
Listening and sharing ideas
Storytelling, journaling
Auditory, musical and rhythmic
Physical, kinesthetic activities
Interviews
Community of practice
Mentoring, apprenticeships, coaching

C

Whole Brain® and the four-color, four-quadrant graphic is a trademark of Herrmann Global. 
©Herrmann Global 2014 

Simulations, Projects, Manager as 
Developer, Learning on the Job

continued on page 7



BUSINESS ACUMEN TRAINING 

It’s like getting 

an MBA inYOUR
company
BASED ON THE #1 BESTSELLER 

The most effective way to teach business and 

 
how their  

Acumen® 

SEEING THE BIG P ICTURE ®

FIND YOUR TRAINING SOLUTION AT ACUMENLEARNING.COM
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REINFORCEMENT: MAKING GREAT TRAINING PAY OFF 
By MOHR Retail

Getting people to actually use what they have learned after 
a training session can be a challenging and complex task. Let’s 
take a closer look at one tool that is key to ensuring that new 
behaviors are used back on the job: Reinforcement.

Reinforcement
When a company has identified a skill gap or need for training, 
there is a substantial amount of time spent before any train-
ing is done analyzing who to train, how, when, and by whom 
or in what format, e.g., e-learning, distance learning, virtual 
classroom. Weeks or even months might be spent on this por-
tion of preparation alone, not to mention the amount of time 
for actual development of new material to be used during the 
training. Once those initial questions are answered about the 
population and training approach, there’s the logistical side of 
getting ready, which might include reserving outside facilities, 
making travel arrangements, defining equipment needs, and so 
on. There might be a separate implementation plan that needs 
to be worked out for national or global implementations, as well 
as measurement criteria to assess impact. Planning and prepa-
ration for training can require a substantial amount of time and 
resources.

Assuming the actual training content is on target and has 
been developed with a credible learning design, you are finally 
ready to begin delivery of the training. The facilitation and/or 
delivery of training is fairly concise, almost blast-like, when it 
finally gets to the audience.

While the training professionals have been immersed in this 
project for some time, the participants might be getting the ex-
perience of being dipped into a torrent of information for a very 
short period of time. Is there a way to get them involved sooner? 
Using participants to help develop content increases their per-
sonal buy-in. Unfortunately, this typically involves only a small 
percentage of the overall audience. When a company is embark-
ing on a major initiative that requires training, it’s important to 
remember that training is change. And we all know how much 
participants like change. Since there will be a new expectation, a 
new norm for performance and/or method to performing their 
job, reinforcing that new norm even before managers come 
to the training is essential. A Level 1 assessment at the end of 
the training gives you a sense of how confident or relevant the 
training was. It doesn’t tell you if people are going to use it.

The Manager’s Role
When we’re working with a client charged with a training ini-
tiative, one of the early questions we like to ask is, “What is the 
role of senior managers in developing their people?” The ques-
tion almost always evinces some kind of reaction: a knowing 
smile, a frown, or nodding in agreement. What comes next is 
not always as encouraging. Many clients understand the im-
portance of what happens back in the field, but they also know 
senior managers are rarely interested and/or fully equipped to 
reinforce what was learned. Not to mention having the time to 
reinforce it.

Training of any kind is just the beginning. In order to receive 
a full return on the investment of time, money, and effort in-
volved in being away from the field, it’s critical to have planned 
follow-up and reinforcement. Managers often look to their su-
pervisor’s behavior to set their own priorities. Do they really 
want me to use what I learned? Is it really as important as they 
said? Will anybody notice if I don’t change to the new norm? 
The role of the senior manager is to ensure that what was trained 
actually gets used. It’s the best way to maximize productivity of 
any training. 

When training sessions end, the facilitator’s work may be fin-
ished, but the participants’ work has just begun. The end of a 
session is the beginning of new behaviors and use of new tools 
and skills learned. 

Think back to the last time you learned something new. Were 
you perfect after the first lesson?  Probably not. What you had 
were fundamentals that required practice and attention. Who 
better to follow up and reinforce your efforts, as clumsy as they 
may feel, than your senior manager? It sends a powerful mes-
sage that the expectation for change is strong and they have your 
back. Reinforcement not only ensures better results from more 
consistent use of training. It also builds trust and strengthens 
a critical coaching role your senior managers play every day. 
Reinforcement makes great training pay off again and again. t

anticipate learner needs, and we can adapt, using internal 
social networks, as well as face-to-face and online methods. It’s 
not just a challenge—it’s our responsibility to continue to push 
our thinking in a much more complex world of choices. 

Thinking and learning are the new currency in the age of 
the knowledge worker, and yet it’s becoming that much 

more difficult in our always-on, fragmented environment.  
Everything you can do to help your learners better target 
their thinking, invest their attention more efficiently, and 
leverage their Whole Brain® Thinking skills more effectively 
will not only deliver results for the individual but for the 
organization as a whole. t

No part of this material may be reproduced, stored in a retrieval system, or 
transmitted in any form or by any means, electronic, mechanical, photocopying, 
recording, scanning, or otherwise, except as permitted under Section 107 or 
108 of the 1978 United States Copyright Act, without written permission of the 
Publisher, Pfeiffer – An Imprint of Wiley, 201-748-6011, fax 201-748-6008 or 
online www.wiley.com/go/permission.

ISA directory
It’s a Noisy World continued from page 4
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ACUMEN LEARNING

Kevin Cope
801-224-5444
Email: info@acumenlearning.com
http://www.acumenlearning.com

Customized Business Acumen Training 
based on our #1 Wall Street Journal & 
New York Times bestselling book 
Seeing the Big Picture.

AGILE TRANSFORMATION

Sally Elatta
402-212-3211
Email: sally@agiletraining.com
http://www.agiletraining.com

Is your organization looking to transform to 
Agile and Lean methods so you can bridge 
the gap between business and IT and deliver 
projects predictably? We are leaders in 
Agile and Cultural transformations that stick. 
Call us, we’d love to talk to you!

AILERON
Joni Fedders
937-669-6507
Email: joni.fedders@aileron.org
http://www.aileron.org

AMPLIFY GROWTH
Joe Trueblood
940-262-0705
Email: jtrueblood@amplifygrowth.com
http://www.amplifygrowth.com

THE ARIEL GROUP
Sean Kavanagh
781-761-9010
Email: skavanagh@arielgroup.com
http://www.arielgroup.com

ASK EUROPE PLC
Robert Terry
+441234757575
Email: robert.terry@askeurope.com
http://www.askeurope.com

ASSESSMENTS 24X7 LLC
Tony Alessandra
619-610-9933
Email: TA@alessandra.com
http://www.assessments24x7.com

AUTHENTIC LEADERSHIP 
INSTITUTE
Nick Craig
978-456-5537
Email: ncraig@authleadership.com
http://www.authleadership.com

BEING FIRST, INC.

Dean Anderson
970-385-5100
Email: deananderson@beingfirst.com
http://www.beingfirst.com

We help visionary leaders like you deliver 
Breakthrough Results: 
•  Transform Your Organization, Culture 

and Leadership
• Develop Conscious Leaders and Teams
• Build Transformational Change Capability
• Energize and Engage Your People

BETTER COMMUNICATIONS
Deborah Dumaine
781-895-9555
Email: ddumaine@bettercom.com
http://www.writetothetop.com

BEYOND ROI, INC.
Susan Trumpler
919-615-4200
Email: susan@getbeyondroi.com
http://www.getbeyondroi.com

BMI BRAZILIAN 
MANAGEMENT INSTITUTE
Daniel Motta
+551199966-7975
Email: daniel.motta@bmibrasil.com.br
http://www.bmibrasil.com.br

THE BOB PIKE GROUP
Becky Pluth
952-829-2678
Email: bpluth@bobpikegroup.com
http://www.bobpikegroup.com

BOX OF CRAYONS
Michael Bungay Stanier
416-532-1322
Email: mbs@BoxOfCrayons.biz
http://www.BoxOfCrayons.biz

THE BROOKS GROUP

Jefferson (Jeb) Brooks
800-633-7762
Email:  info@thebrooksgroup.com
http://www.brooksgroup.com

Founded in 1977, The Brooks Group 
is an award-winning B2B sales training 
company focused on practical solutions 
for the effectiveness of your sales force. 
For free tools, check out: http://bit.ly/
SalesTrainingTools

CAREER SYSTEMS 
INTERNATIONAL, INC.
C. Patrick Smith
805-910-5580
Email: pat.smith@careersystemsintl.com
http://www.careersystemsintl.com

CENTER FOR CREATIVE 
LEADERSHIP
John Ryan
336-286-4001
Email: ryanj@ccl.org
http://www.ccl.org

CLARIF-I
Galina Jeffrey
781-721-5268
Email: galina.jeffrey@clarif-i.biz
http://www.clarif-i.biz



CLARITY ADVANTAGE 
CORPORATION
Nick Miller
978-369-4755
Email: nickmiller@clarityadvantage.com
http://www.clarityadvantage.com

CPP, INC.

800-624-1765
Email: custserv@cpp.com
http://www.cpp.com

CPP – The people development people. 
Helping people development professionals 
succeed with the world’s most powerful 
assessments and personal guidance. 
Exclusive publisher of the Myers-Briggs® 
assessment. The Myers-Briggs® experts. 

CRISIS PREVENTION 
INSTITUTE, INC.
Tony Jace
414-979-7056
Email: tjace@crisisprevention.com
http://www.crisisprevention.com

DAVID NIELSON & 
ASSOCIATES, LLC
David Nielson
303-679-8780
Email: david@dnaworldwide.net
http://www.dnaworldwide.net

DEVELOPMENT DIMENSIONS 
INTERNATIONAL

412-257-0600
Email:  Info@ddiworld.com
http://www.ddiworld.com

We help companies transform the way they 
hire, promote and develop their leaders and 
workforce.

DEVELOPMENTOR
Mike Abercrombie
310-988-7700 x5
Email: mikea@develop.com
http://www.develop.com
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Agile Training | Leadership & Cultural Transformation | AgileVideos.com | AbilityHealth Assessments

Are YOU ready to transform?

Visit AgileTransformation.com or

call Sally at 402-212-3211

Silos, handoffs, 

low collaboration

Collaborative cross- 

functional teams

Multi-Tasking, lack 

of FOCUS
Stable Agile Teams

Big bang delivery, 

missed deadlines

Shorter iterations, 

happy customers

Agile Transformation was absolutely 

critical to a very successful 
transformation of our information 

services department. We worked with 

them to define our vision, roadmap 
and execution plan — and it has 

paid off. We have bridged the gap 

we previously had between IS and 

our business partners, we have a 

much more empowered and high 
performing enterprise, and we have 

truly transformed our culture!
– Susan Courtney, CIO, SVP BCBS NE
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ebb associates
Elaine Biech
757-588-3939
Email: ebbiech@aol.com
http://www.ebbweb.com

EXECUNET, INC.
Don Weintraub
203-750-1030
Email: rain1@tiac.net
http://www.execunet.com

EXPERIENCEPOINT INC.
James Chisholm
416-369-9888 x222
Email: james.chisholm@experiencepoint.com
http://www.experiencepoint.com

FIERCE, INC.
Halley Bock
206-787-1100
Email: halley@fierceinc.com
http://www.fierceinc.com

FMG LEADING
Erin T. Mobley
714-628-2900 x104
Email: emobley@fmgleading.com
http://www.fmgleading.com

GIANT LEAP CONSULTING, INC.
Bill Treasurer
404-664-1842
Email: btreasurer@giantleapconsulting.com
http://www.giantleapconsulting.com

HENLEY LEADERSHIP GROUP
Dede Henley
206-686-4400 x11
Email: dede@henleyleadership.com
http://www.henleyleadership.com

HERRMANN INTERNATIONAL
Ann Herrmann-Nehdi
828-348-6379
Email: ann@hbdi.com
http://www.hbdi.com

HUDSON INSTITUTE 
OF COACHING
Pam McLean
805-682-3883
Email: pam.mclean@hudsoninstitute.com
http://www.hudsoninstitute.com

HUMAN CAPITAL GROWTH
Shreya Sarkar-Barney
415-755-8907
Email: shreya@humancapitalgrowth.com
http://www.humancapitalgrowth.com

HUMAN PERFORMANCE 
INSTITUTE
Bill Donovan
407-438-9911
Email: bdonovan@hpinstitute.com
http://www.hpinstitute.com

HUMPHREY ENTERPRISES, LLC
John Humphrey
617-720-5222
Email: jhumphrey@humphreyenterprises.com
http://www.humphreyenterprises.com

IMPRESSION MANAGEMENT 
PROFESSIONALS
Anne Warfield
952-921-9421 x101
Email: anne@impressionmanagement.com
http://www.imp.us.com

INSIGHT EXPERIENCE
Nick Noyes
978-369-0639
Email: nnoyes@insight-experience.com
http://www.insight-experience.com

INSIGHTS LEARNING & 
DEVELOPMENT

Virginia Fraser
512-371-9200
Email: vfraser@insights.com
http://insights.com

Insights is a global people development 
organization that partners with companies 
to improve the effectiveness of people and 
performance. Using Jungian psychology 
principles to understand an individual’s unique 
preferences, Insights programs are simple, 
yet deeply insightful, providing immediate 
impact and offering endless possibilities for 
positive, lasting change.

INTEGRITY SOLUTIONS

Mike Esterday
615-385-2246 or 800-646-8347
Email: mesterday@integritysolutions.com
http://www.integritysolutions.com

For over 45 years Integrity Solutions has 
provided sales, service and coaching 
solutions to clients globally. These solutions 
utilize a unique training methodology 
translating Knowledge into New Behaviors.

INTERACTION 
ASSOCIATES, INC.
Linda Stewart
617-535-7000
Email: lstewart@interactionassociates.com
http://www.interactionassociates.com

THE JOHN MAXWELL 
COMPANY
Chris Goede
678-387-2810
Email: chris.goede@johnmaxwell.com
http://www.johnmaxwell.com

THE KEN BLANCHARD 
COMPANIES
Tom McKee
760-489-5005 x5277
Email: tom.mckee@kenblanchard.com
http://www.kenblanchard.com

KEVIN DALEY 
COMMUNICATIONS
Kevin Daley
203-637-4707
Email: kdaley@kdspeak.com
http://www.kdspeak.com
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KNIGHTSBRIDGE HUMAN 
CAPITAL SOLUTIONS

Vince Molinaro
416-928-4602
Email: vmolinaro@knightsbridge.com
www.knightsbridge.com

Knightsbridge is a human capital solutions 
firm that truly integrates the expertise 
of finding, developing, and optimizing an 
organization’s people to deliver more effective 
solutions maximizing their investments in 
people and delivering better performance.

LAKEWOOD MEDIA GROUP

Mike Murrell
952-401-1283
Email: mike@trainingmag.com
http://www.trainingmag.com

Celebrating 50 years, Training is a leading 
media brand proudly serving the training 
profession. The brand encompasses a 
variety of resources in print, online, and in 
person, including the premier, award-winning 
Training magazine; The Training Conference 
& Expo; Online Learning Conference; the 
prestigious Training Top 125 Awards; 
TrainingMagNetwork.com; and Live + Online 
certificate programs.

LEADERSHIP STRATEGIES
Michael Wilkinson
770-454-1440 x22
Email: mwilkinson@leadstrat.com
http://www.leadstrat.com

LEARNING AS LEADERSHIP, INC.
Shayne Hughes
415-453-5050 x30
Email: shayneh@learnaslead.com
http://www.learnaslead.com

LEDET TRAINING
Sterling Ledet
770-414-5007
Email: sjledet@ledet.com
http://www.ledet.com

The people development people.

MBTI, Step I, Step II, and the MBTI 
logo are trademarks or registered 
trademarks of the Myers & Briggs 
Foundation. CPI 260, FIRO, and 
the Strong, CPI260 and CPP logos 
are trademarks or registered 
trademarks of CPP, Inc.

Visit www.cpp.com/certifi cation for 
program and registration details, or 
call 800-624-1765

MBTI® CERTIFICATION PROGRAM
Build actionable training programs around applications 
such as leadership development, team building and 
confl ict management while improving communication
Achieve MBTI® Certifi ed Practitioner status plus eligibility 
to purchase and use the FIRO® assessment suite

CPI 260® CERTIFICATION PROGRAM
Learn to use the CPI 260 for performance improvement, 
succession planning and selection programs
Understand how to interpret reports and help clients make 
sense of their results

When talent 
management 
success requires 
doing more with 
less, choose your 
tools carefully
Learn to use the world’s 
most trusted and powerful 
personality assessments 
for maximum ROI

Register to receive your FREE ebook 
Cycles of Success: A Guide to Employee 
Engagement, Career Development and Talent 
Management at: www.cpp.com/tm 



MANAGEMENT CONCEPTS, INC.
Thomas F. Dungan III
703-270-4040
Email: tdungan@managementconcepts.com
http://www.managementconcepts.com

THE McFLETCHER CORPORATION
Donna McIntosh-Fletcher
480-991-9497 x207
Email: mcfletcher@mcfletcher.com
http://www.mcfletcher.com

MDA LEADERSHIP CONSULTING

Scott Nelson
612-259-4210
Email: snelson@mdaleadership.com
http://www.mdaleadership.com

For more than three decades, MDA 
Leadership has enabled organizations 
to achieve a sustainable, talent-driven 
competitive advantage by strengthening their 
Talent Acumen™. Let us show you how MDA 
can maximize leadership performance and 
readiness at all levels of your organization.

MOHR RETAIL
Michael Patrick
201-444-4100
Email: mpatrick@mohrretail.com
http://www.mohrretail.com

NETSPEED LEARNING SOLUTIONS

Tim Jones
206-517-5271 x 102
Email: tjones@netspeedlearning.com
http://www.netspeedlearning.com

We build frontline leaders, strengthen 
accountable collaboration, and increase 
customer loyalty with customizable, blended 
learning programs. We help organizations 
design and deliver engaging virtual instructor-
led training.

OUELLETTE & ASSOCIATES 
CONSULTING
Daniel Roberts
603-623-7373
Email: droberts@ouellette-online.com
http://www.ouellette-online.com
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Recruiting , developing & optimizing people.
One organization sees the whole picture.

knightsbridge.com

 Leadership & Talent Development  Executive Search & Recruitment  Career Management  Workforce Management

From the very beginning, Knightsbridge was created to be different. Integrated teams of specialists in Recruitment, Leadership and 

Organizational Development, Learning, and Career and Workforce Management work together to create multi-faceted solutions that 

are customized to reflect each client’s specific needs. A more accurate understanding of the issues limiting organizational performance 

gives us the insight to build stronger people, greater team productivity and ultimately, increased profitability. 

Stronger people, Stronger organization.

For more information contact:  
Stuart Kaplan, President, Knightsbridge USA  skaplan@knightsbridge.com



PARADIGM LEARNING, INC.

Robb Gomez, President
727-471-3170
Email: info@paradigmlearning.com
www.ParadigmLearning.com

Leader in Learning Innovation 
Since the early 1990’s, Paradigm Learning 
has brought energy and excitement to the 
corporate training world. More than half of 
the Fortune 500 list has adopted its award-
winning business simulations, games, and 
Discovery Maps to improve the way they 
communicate with and develop their people.

PERFORMANCE CONNECTIONS
Herb Cohen
207-967-8488
Email: hcohen@perfcon.com
http://www.perfcon.com

PERFORMANCE OF A LIFETIME
Cathy Salit
212-343-2884 x321
Email: csalit@performanceofalifetime.com
http://www.performanceofalifetime.com

PERSONAL STRENGTHS 
PUBLISHING
Tim Scudder
760-602-0086
Email: tim@ps4sdi.com
http://www.personalstrengths.com

PIVOT LEADERSHIP LLC
Albertina Vaughn
503-640-5335
Email: albertina.vaughn@pivotleadership.com
http://www.pivotleadership.com

POWERSPEAKING INC.
Mary McGlynn
650-631-8459 x203
Email: mary@powerspeaking.com
http://www.powerspeaking.com

PREDICTABLE SUCCESS
Dave McKeown
617-237-0271
Email: davem@predictablesuccess.com
http://www.PredictableSuccess.com

RESILIENCE ALLIANCE
Linda Hoopes
404-371-1011
Email: linda@resiliencealliance.com
http://www.resiliencealliance.com
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FACE YOUR CHALLENGES 
WITH THE RIGHT TOOLS

The right talent development tools to 
help you meet your strategic challenges.

http://netspeedlearning.com/leadership/
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ROOT INC.

Adam Scott
800-852-1315
Email: info@rootinc.com
www.rootinc.com

Root Inc. offers programs for leaders, 
managers and the frontline that translate 
strategic intent into operational change 
based on new business process, roles 
and responsibility adjustments, or new 
organizational structure.

SCHRELLO MARKETING
Don Schrello
562-437-2234
Email: dschrello@yahoo.com

SIGMA PERFORMANCE 
SOLUTIONS
Karen Travis
410-667-9055
Email: karen@sigmatraining.com
http://www.sigmatraining.com

SMCOV, LLC

David Covey, Co-CEO
801-691-0946
Email: david@smcov.com
http://www.smcov.com

SMCOV is the World's Leader in IP Distribution. 
We partner with training companies to help 
them optimize their international operations 
and expand their global distribution. 
Many companies are successful in the US 
market but struggle to find similar results 
internationally. We can help. 

SONOMA LEADERSHIP SYSTEMS
Jeni Nichols
707-933-3882
Email: jeni@sonomaleadership.com
http://www.sonomaleadership.com

THE STEVE TRAUTMAN 
COMPANY
Steve Trautman
206-547-1775
Email: steve@stevetrautman.com
http://www.stevetrautman.com

STRATEGIC LEADERSHIP 
COLLABORATIVE
Steve Cohen
952-942-7291
Email: steve@ 
   strategicleadershipcollaborative.com
http://www.strategicleadershipcollaborative.com

SYSTEMATION

Ben Snyder
303-756-1600
Email: bsnyder@systemation.com
http://www.systemation.com

Systemation is a results-driven training and 
consulting company that optimizes the 
performance of individuals and organizations 
by instilling practical, project-related 
processes and techniques across the 
enterprise.

UP! YOUR SERVICE PTE LTD
Ron Kaufman
+65 6441-2760
Email: ron@ronkaufman.com
http://www.UpYourService.com

THE VERSATILE COMPANY
Eric Verzuh
206-417-2290
Email: eric.verzuh@versatilecompany.com
http://www.versatilecompany.com

VITALSMARTS
Mike Carter
801-724-6363
Email: mcarter@vitalsmarts.com
http://www.vitalsmarts.com

WALL PARTNERS
Steve Wall
203-834-7988
Email: steve.wall@wallpartners.com
http://www.wallpartners.com

WEAVER CONSULTING SERVICES
Patterson S. (Pete) Weaver
412-831-5352
Email: pweaverjr@aol.com

WEST END CONSULTING, INC.
Toni Lucia
917-261-2151
Email: toni@tonilucia.com
http://www.we-consulting.net

THE WHITELEY GROUP
Richard Whiteley
617-723-8889
Email: richard@whiteleygroup.com
http://www.whiteleygroup.com

WILEY

Lisa Shannon
415-782-3169
Email: lshannon@wiley.com
www.everythingdisc.com
www.leadershipchallenge.com
www.fivebehaviors.com

Wiley’s Workplace Learning Solutions Group 
creates products and services to help people 
become more effective in the workplace. 
Our highly respected, global brands 
include Everything DiSC®, The Leadership 
Challenge®, and The Five Behaviors of a 
Cohesive Team™.

ZENGER FOLKMAN
Jack Zenger
801-705-9483
Email: jzenger@zfco.com
http://www.zfco.com



“Not finance.  Not strategy.  Not technology.

—Patrick Lencioni

teamworkIt is that remains
the ultimate competitive advantage,

both because it is so powerful and so rare.”

Available exclusively through Five Behaviors of a Cohesive Team Authorized Partners.

Want to learn more? Call 1-888-575-8800 or visit fivebehaviors.com


