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From:  Vybrant News Desk

To:  Head Honcho

Subject:  News

Hi Head

Just a quick update to keep everyone up to speed with what’s going on – and there’s definitely a lot going on.

Changing Times
And not just time zones for consultants on global projects …  
We are increasingly being consulted about successfully implementing change across large multi-site operations.  The retail industry is an obvious example but by no means the only one.  The really exciting thing is that we are able to bring really inventive communications to bear, together with eye-catching materials and messages. Couple those with more conventional approaches and you start to see real results.  We are also getting more take up of the programmes we have recently piloted for some of our clients around changing personal behaviours – and then using that to drive organisational change.

Smooth Operations

Pam ,Crellin, Director of Smooth Operations,  and her team are continuing to find new ways to add value to our clients’ businesses.  Most recently they have run a major coach recruitment and assessment campaign for a FTSE 100 plc to establish an on the ground coaching presence in all major European countries.  This was a very large and complex project organised and run entirely by Pam’s team and contributed significant value to the client.

Developing Managers – and the people they manage
We have new multi-module programmes! Starting with Constellation Wines, whose stellar range of brands includes Hardy’s, and Banrock Station, and Wolters Kluwer, publishers of Croners Guides.  We are delivering Emotional Intelligence at Virgin Holidays, Influencing at Amey and Project Management at Daiichi Sankyo to name just a few.  Finance for non-financial managers has been joined by Project Management for non-project managers and Commercial Skills for un-commercial people.

Pharma goes to KAM
Not quite Frankie goes to Hollywood admittedly but Pharma companies are steadily making the move away from activity driven sales approaches towards using the methods and techniques of Key Account Management.  We are running client projects to help this transition as well as a research project to uncover what industry experts believe to be the best way forwards.

Sales Training
As you know, Head, the NBD team, have been working wonders this year – they have brought an average of two new clients on board for every month of the year and their performance is remarkable by any standards (even yours).  Not all our clients seem to be aware that they share their expertise, from cold calling and first contact strategies through to dealing with complex sales and negotiations, on our Sales Training programmes.  Couple that with the work we do in modelling high performing sales people and developing training programmes that enable others to learn those behaviours and you really have a winning sales edge.

Vybrant Communications
Carrie and her team are working tirelessly to invent new and exciting ways to communicate L&D messages and to impart learning at a distance, as well as bringing conferences and workshops to life with innovative tools and displays.  The Vybrant Communications team is constantly coming up with new ways to help people learn and develop using on-line tools and increasingly using film both as a communications tool and as a medium to create powerful new learning events.

Lunch and Learn
The Lunch and Learn team are spreading their wings.  With 16 different topics on offer to staff at Somerfield Stores and new developments such as “Developing the Business Mindset” – a powerful short programme to help Lawyers understand their clients businesses better – this is an area of rapid growth.  Not surprising really since these short sessions pack a huge amount of learning into an action-packed hour or two and send people back to work invigorated as well as more skilled.

High Performance
High Performance projects are always rewarding to be a part of, but the team at Pizza Express have made this latest one a positive joy.  We have been working with them to build a model of high performance waiting-on-tables, develop that into a training programme that their restaurant managers and waiter-trainers can impart to their teams and deliver everything they need to roll the programme out across the UK.  Delivery starts with a pilot group where the impact of the programme can be precisely measured so that we will be able to demonstrate quite clearly what the positive effects are on business results.

Best regards

The Vybrant News Team
