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Tell me and I forget.  
Teach me and I remember.  

Involve me and I learn.



For organizations to succeed in today’s dynamic world, employees at all levels need 
to develop and demonstrate a set of behaviors showcasing knowledge, skill and 
abilities as well as personal qualities and traits for effective performance at work.

Business success is based on key competencies. Competency development is 
therefore directly linked to growth and productivity. It helps organizations to create 
a competency-based system that focuses on having the right people with the right 
skills at the right time is that it helps in accomplishing business targets. 

Competency-based learning is, in essence, instrumental in the transformation of 
many employees, enabling them do individual tasks better, manage a range of 
different tasks, respond to contingencies effectively, seize the moment, and be 
more proactive thus amplifying their performance.

THE AMPLIFY PROCESS

Identify key success  
factors and outcomes 

Define methodology 
and design

Analyse  
post intervention 

reports and 
behaviors

Conduct the 
intervention

Define the 
framework/model

Check against 
success factors



Identify key success factors and outcomes
A lot of the success factors and outcomes or objectives are identified right at the 
time of signing the contract. These are fine-tuned based on the pre-work, where we 
speak again to the client and the participant.

Define the framework or model
Once the outcomes are in place, we identify the framework and model to be used 
for the program. Every outcome has a specific framework attached to it. Over the 
years, we have enhanced out perception of frameworks and models and use it for 
maximum output.

Define methodology and design
At HR Anexi, we believe that the result of any training or development intervention 
should show a significant return on Investment, whether it is increased performance, 
efficiencies or unleashing one’s potential. No matter which competency 
development program or workshop you choose, participants will receive the most 
in-depth training and development available. We facilitate our programs using the 
participatory, experimental and adult learning and development approaches, where 
we use the following methodology:

•	 Pre-work	
•	 Assessment
•	 ILT	
•	 Classroom	discussions	
•	 Table	activities	

•	 Individual	activities	
•	 Role	plays
•	 Case	Study
•	 Personalized	Coaching	
•	 Action	planning

Conduct the intervention
Once all the analysis and design elements are in place, the program is set to be 
conducted. Dates are discussed with the client and the training calendar is decided. 
Our trainers conduct the intervention as per the set parameters. 

Analyse post intervention reports and behaviours
At the end of each program, we collect feedback on the intervention. This feedback 
is analysed. If it is a long-term, competency enhancement intervention, the 
feedback is tracked across time, events/programs/projects and teams. All reports 
and behaviors at analysed intermittently and at the end of the program.

Check against success factors
Since the initial ground work has defined the program’s success factors or 
outcomes, we map the results to the original success factors. A final report on the 
overall intervention is then created.



Competencies and their categories

SR. NO LIST OF COMPETENCIES

A INDIVIDUAL COMPETENCIES

1 Emotional Intelligence

2 Innovation and Creativity

3 Accountability

4 Break the Mould: Challenging your unconscious bias

5 Problem Solving and Decision Making

6 Time management

7 Sales Effectiveness

B INTERPERSONAL COMPETENCIES

1 Collaboration and Teamwork

2 Conflict Management

3 Power Presentation

4 Giving and receiving Feedback

5 Negotiation and Influencing 

C LEADERSHIP COMPETENCIES

1 Building Effective teams

2 Delegation

3 Coaching

4 Competency Based Interview

5 Engaging Employees

6 Train the Trainer

D ORGANIZATIONAL COMPETENCIES

1 Manage Change

2 Customer Service

3 Strategic Planning

4 Key Account Management

5 Cross Functional Collaboration

6 Diversity and Inclusion



INDIVIDUAL 
COMPETENCIES



EMOTIONAL
INTELLIGENCE

Self-Awareness



Program Overview
Emotions have the potential to get in the way of our most important business and 
personal relationships. In today’s competitive business climate, successful leaders 
are therefore, compelled to combine strong interpersonal skills with technical 
knowledge to improve their performance. This programme helps to motivate, 
engage and improve overall effectiveness through the application of emotional 
intelligence techniques.

Who Should Attend
Managers, leaders and all individuals who want to 
develop their self management skills and ability to work 
well with others in the quest for success in the workplace.

Program Duration
2 days

By the end of this program, participants will be able to:
•	 Understand the fundamentals of Emotional Intelligence, what it is and how you 

can use it

A
C
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O

N

AWARENESSIntrapersonal

Interpersonal

Action towards Others

4. Reasoning using others’ emotions

1. Emotional Self-awareness

3. Emotional Management of others

2. Emotional Self-expression

2. Verbalising emotions of Others

3. Emotional Self-Management

1. Emotional Awareness of Others

4. Reasoning using own emotions

Self-Awareness

Action towards Self

Learning Outcomes

•	 Developed self awareness and self management of personal emotions
•	 Master the skills of Emotional Intelligence - Gain an understanding on how to 

manage your own emotions to positive outcomes
•	 Recognised emotions in others, responding to those emotions in order to 

inspire high performance
•	 Integrate Emotional Intelligence into your professional life



JUMP START YOUR
CREATIVE STREAK



Program Overview
Creativity isn’t a nice-to-have or a fun-to-do exercise, it’s a matter of economic 
survival. It is what transforms products and services to make them distinctive in the 
minds of people. Creativity is not something that only special people have, it is in 
every sense ubiquitous. It only needs a fertile ground for it to flower.

Who Should Attend
This workshop is recommended for individuals who want 
to take an innovative, modern and effective approach at 
work to achieve high impact results.

Program Duration
2-3 days

By the end of this program, participants will be able to:
•	 Understand the importance of creativity & innovation, and its impact on 

organisational goals
•	 Understand barriers to creativity - perceptual, emotional, cultural, 

environmental and intellectual locks that inhibit the creative thinking process
•	 ‘Learning by doing’ using various individual and group activities with the aid of 

props
•	 Learn and apply a simple 4 step process for enhancing creativity at work

Learning Outcomes

Preparation:  
Research: Collect information or data

Incubation:  
Percolation: Milling over collected information

Insight:  
Eureka Moment

Elaboration:  
Execution

•	 Use a number of tools & techniques to find innovative solutions to business 
challenges

•	 Have an increased ability to develop bold new ideas that support business 
strategies and innovation

•	 Learn how to generate new ideas & original solutions quickly and easily



TAKING
ACCOUNTABILITY & 

OWNERSHIP



Program Overview
It is estimated that a lack of systemic accountability costs tens of billions of 
rupees a year in terms of employee inefficiency, re-work, workplace conflicts and 
misunderstandings. Accountability directly influences the effectiveness of work 
efforts. This workshop centers upon the importance of the need for individuals to 
recognize their inherent responsibilities in the workplace. Recognition of clearer 
roles and responsibilities helps maintain balance and harmony between the 
needs of the organization and team.

Who Should Attend
This workshop is for individuals whowant to explore the 
true meaning of accountability and how it relates to them 
in their day-to-day duties.

Program Duration
2-3 days

By the end of this program, participants will be able to:
•	 The philosophy of “taking charge”
•	 The context of accountability as an individual and in teams
•	 Become aware of one’s level of accountability
•	 Avoid a cycle of mistrust and miscommunication

Learning Outcomes

•	 Create transparency and seamlessness in your organisational culture
•	 Make decisions proactively
•	 Create a sense of purpose and urgency through goal setting and responsibility 

charting
•	 Develop an action plan to become more accountable in current situations

•	 Use a tool for Role and Responsibility Charting and make accountability work in 
team settings

 − Familiarize with the accountability ladder
 − Use the framework for arranging daily practice routines and disciplines 
 − Make conscious quality decisions to turn your goals into results

MAKE IT HAPPEN

WAIT AND HOPE IT GETS BETTER

OWN IT

BLAMING OTHERS

FIND SOLUTIONS

EXCUSE AND REASONS I CAN’T

ACKNOWLEDGE REALITY

UNAWARE

ABOVE THE LINE

BELOW THE LINE



CHALLENGING YOUR 
UNCONSCIOUS BIAS



Program Overview
Unconscious bias can have widespread influence in organizations, with 
implications on everything from diversity to decision-making. Our workplace 
decisions are vulnerable to subjectivity, biases and other influences. We should be 
both aware of and take steps to counteract  in order to introduce more objectivity. 
This program will help you make better and more predictive assessments and 
decisions for the organisation.

Who Should Attend
This workshop is for indivisuals who are keen on working 
with others without any pre concieved biases.

Program Duration
2-3 days

By the end of this program, participants will be able to:
•	 Explore the topic of inequality and unconscious bias
•	 Define unconscious bias

 − Recognise the science behind unconscious bias
 − Understand personal impact of Unconscious Bias: Actions/Reactions, Decisions, 
Evaluation of data/evidence & reporting, Perception of the credibility of others & their 

believability, Conscious & unconscious behaviours, Who we believe when “stories differ”

•	 Examine our individual biases and how to adjust them
•	 Develop an understanding of the common types of biases: 

 − Stereotyping, In group favouritism, Halo/horn effect, Recency effect, Confirmation Bias, 

Effective Heuristic,  Expectation Anchor, Intuition, Idiosyncratic Rater Effect

•	 Apply RCFA process to deal with unconscious gender bias:

•	 Encourage the groups to adapt to their differences of style and perspectives 
and to support one another regardless of their alternative approaches

•	 Cultivate relationships (such as mentoring) between employees in different age 
groups

Learning Outcomes

 − Recognize: Self awareness and willingness to communicate 
 − Confront: Initiate a conversation to break awkward silence 
 − Follow: Acknowledge others’ point of view and build rapport 
 − Adapt: Foster inclusion through Personal behaviours

Recognize Confront Follow Adapt



PROBLEM SOLVING &
DECISION MAKING



Program Overview
Good decision making and problem solving are essential skills to survive 
and thrive in today’s organizations. Faced with problem situations every day, 
employees must be willing to adapt to new approaches of problem solving to 
facilitate quick decision making. This workshop provides participants hands 
on opportunity to re-examine their framework of dealing with the current 
environments they operate in..

Who Should Attend
All individuals facing status quo and need a direction in 
effective decision making and problem solving.

Program Duration
2 days

By the end of this program, participants will be able to:
•	 Explore the problem solving and decision making process and how to make 

sound, well-informed and objective decisions 

Learning Outcomes

•	 Develop an understanding of the decision making process through case study 
analysis and group activities

•	 Discover analytical techniques for comparing alternative solutions
•	 Learn problem analysis best practices – using your decision time most 

effectively
•	 Apply the tools and techniques in this module to deal with complexity and 

make the best decisions possible with the available resources 
•	 Map out the likely consequences of decisions, develop practical solutions 

creatively and choose the best course of action to take

Identify 

Select Action 

Define 

Look 

Evaluate 

Implement 

•	 Discuss the 7 steps of Problem 
Solving and Decision making:

 − Identify and Define Problem 
by analysing and synthesizing 
information

 − Define Goals and Objectives 
 − Look at Alternatives by listing pros 
and cons of each alternative 

 − Select the best solution after 
considering alternative from a 
number of angles/perspectives

 − Make a Plan of Action based on your 
selected solution

 − Implement the solution
 − Evaluate the outcome and reflect on 
the decision

Problem Solving  
& Decision Making 

Process



TIME
MANAGEMENT



Program Overview
In today’s business climate, every member of the organization is challenged to 
accomplish more in a given day. This can be difficult and lead to increased stress 
for employees. In this course, participants will learn many time management tools 
and techniques that not only help them complete their projects and tasks more 
efficiently, but also help them manage their stress load. This program is applicable 
for all employees who wish to enhance their skill in managing multiple priorities.

Who Should Attend
 This program is applicable for all employees who wish to 
enhance their skill in managing multiple priorities.

Program Duration
2 days

By the end of this program, participants will be able to:
•	 Select the time management system best suited to your personality and job
•	 Prioritize your goals and create more time for effective decision-making
•	 Empower others by using the five key principles of delegation

Learning Outcomes

•	 Learn various time saving techniques that you can use to improve your 
efficiency with regard to written communications

•	 Regain control by actively managing interruptions, phone calls and email
•	 Learn the effective use of a planner or scheduler, to plan your tasks according 

to your workload and performance cycle
•	 Optimise team workflow using activity networks, float and critical path analysis
•	 Develop an action plan to maintain your time management habits

Time Management Principles

Identifying Time Loss

Urgency and Importance 

Effective Decision Making

Setting Your Goals

Defining Your Objectives



SALES
EFFECTIVENESS



Program Overview
Today’s marketplace is highly competitive and every organisation is looking for 
a larger share of the market. In an economy where the customer is king, how do 
sales professionals position the features and benefits of the products/services they 
sell? Providing sales training plays an important role in helping sales professionals 
practice and hone their selling skills. 

Who Should Attend
 This program is for professionals in the sales function 
looking to polish and fine tune the skills required to excel 
in the selling process.

Program Duration
2 days

By the end of this program, participants will be able to: 
•	 Know how to implement the sales process
•	 Understand customer’s decision-making practices and define common sales 

terms
•	 Develop a professional character and manage self by establishing credibility 

and behaving professionally
•	 Handle customers by prospecting, making sales call and helping customers 

find solutions
•	 Identify the customer objections and handle them effectively

Learning Outcomes

PREPARE  
Ensure you know your 
own product/service 

well - especially features, 
advantages and benefits 
that will be relevant to 

the customer

DISCOVER 
BENEFIT  

Discover the strongest 
or unique perceived  
benefit that would 

accrue to the prospect 
from the product/service

SET THE SCENE 
Understand the purpose 

of the interaction and 
orient around your 

customer not yourself 

ACKNOWLEDGE  
Acknowledge the customer’s needs 

and convey with confidence the 
benefits of the product 
DEMONSTRATE 

Demonstrate that the product/service 
meets the prospect’s needs, priorities, 

constraints and motives

ASK FOR 
CLOSURE  

Use powerful Closing 
Techniques to suit the 

situation

HANDLE 
OBJECTIONS 
Overcome sales 

objections by 
accepting objections 
as a challenge which, 

when handled correctly, 
will benefit you and 

your prospect

RETAIN THE 
RELATIONSHIP  

Plan the follow-up and be 
in touch with the customer 
as often as necessary - to 
confirm that the customer 

is happy

1 2 3 4 5 6 7



Learning is not 
attained by 

chance, it must 
be sought for 

with ardor and 
diligence



INTERPERSONAL 
COMPETENCIES



MANAGEMENT
CONFLICT



Program Overview
Conflict arises from differences when individuals come together in teams, in terms 
of power, values, and attitudes contribute to the creation of conflict. To avoid the 
negative consequences that can result from disagreements, most methods of 
resolving conflict stress on the importance of dealing with disputes quickly and 
openly. Conflict is not necessarily destructive, however, when managed properly, 
it can lead to new ideas and approaches in defining the organizational processes, 
and increased interest in dealing with problems. 

Who Should Attend
Professionals who would like to manage conflict at work 
and learn to develop an effective win-win strategy for 
nurturing team synergy. 

Program Duration
2-3 days

By the end of this program, participants will be able to: 
•	 Identify the dynamics of workplace conflict and its sources
•	 Analyse the cyclical nature of conflict and get to know the ways to deal with it
•	 Be equipped with effective communication strategies to address conflict 

Learning Outcomes

•	 Evaluate self and team members first to understand and resolve the conflict
•	 Learn to deal with difficult people by separating the individual from the conflict
•	 Decide the right approach and negotiate win-win outcomes

Set the Scene

Gather  
Information

Agree to the  
problem

Brainstorm 
Solutions

Negotiate 
Solution

01

02

03

04

05

•	 Interest-Based Relational (IBR) conflict resolution strategy respects individual 
differences while helping people avoid becoming too entrenched in a fixed 
position. In resolving conflict using this approach, you follow these rules:

 − Make sure that good relationships are the first priority
 − Keep people and problems separate
 − Pay attention to the interests that are  
being presented

 − Listen first; talk second
 − Set out the “Facts”
 − Explore options together



PRESENTATION
POWER



Program Overview
Public speaking and making bold presentations is a game-changing skill for 
successful leaders and often the key to promoting your business and enticing 
investors.  Developing a successful brand, marketing your expertise, building 
client base all depend on the ability to communicate in a confident, engaging and 
persuasive manner. This workshop is specifically designed to develop you as a 
presenter to deliver clear, concise messages that will quickly and effectively gain 
the attention of the audience!

Who Should Attend
Leaders, Individuals faced with status quo and in pursuit 
of a shift in the creative paradigm! Entrepreneurs, 
visionaries on a mandate to consistently outperform 

Program Duration
2-3 days

Learning Outcomes

Build your Story… 
Conceive Inspiring Presentations

•	 Know your audience and define your 
purpose, your big idea

•	 Contextualise and build your big idea or 
value proposition

•	 Balance analytical and emotional appeal 
•	 Craft a strong beginning and equally 

strong ending
•	 Realise the power of words to make the 

right impression
•	 Use storytelling 

principles and structure 
to engage your 
audience

Unlock the Presenter’s Magic

When you watch an experienced professional speaker take hold of an audience, 
you are seeing magic in action. They make everything look so easy and smooth, you 
wonder, “were they born with a silver microphone in their mouth?” In actuality, all 
the finesse comes from the rigour of effective planning, preparation and practice.

Pitch an Idea in a public forum
•	 Refine and practice your ability to pitch a 

product or project an idea in a condensed 
form that is easy-to-understand and can be 
delivered in the specified time 

•	 State the problem, explain the solution, show 
the business model and highlight your USP to 
craft a successful speech

•	 Explore powerful presentation words to make 
a huge impact on the speaking platform

BEGINNING

What is?

What could be?

GAP

Call To Action

ENDMIDDLE

competition, who see High Performance teams as the only alternative to reflect the 
needs of customers, shareholders, and employees, while holding themselves and 
the organization accountable.   



PRESENTING

CONCEIVING

VISUALISING

Impact 
Measure and increase your 

presentation impact on your 
audience 

Audience 
Know your audience and 
build empathy

Message 
Develop persuasive 

content

Story 
Use storytelling principles 

and structure to engage your 
audience

Media 
Identify the best modes for 
communicating your message

Slides 
Conceptualise and simplify the 

display of  information

Deliver 
Deliver your 
presentation 
authentically

Bring Content to Life - The 3D Way!
•	 Distinguish presentation types (‘one to one’ & ‘one to many’) 
•	 Understand the significance of the right media mix and the use of visual aids in designing a presentation
•	 Simplify the display of information; turn words into diagrams
•	 Arrange the different elements of a slide with care and precision
•	 Learn the application of the features and design tools of MS Power-point
•	 Use engaging charts, graphics, visual metaphors and power words that people can understand in 3 seconds
•	 Know when to animate

Use Body Language to increase your Personal Impact
•	 Become aware of personal body language 
•	 Learn how to use body language to build rapport with others: 

project emotion with your face; peel yourself away from your 
slides, have an open posture; match gestures with content 

•	 Learn how to read and interpret people’s signals
•	 Achieve greater impact through voice modulation: Develop a 

range of expression to excite your audience

‘Stick’ with the Audience
•	 Make a quick audience behaviour assessment and develop 

strategies to deal with different types of audiences
•	 Anticipate and handle difficult questions effectively 

•	 Listen emphatically for subtext
•	 Keep a tight reign over a large or tough crowd 
•	 Leave a strong final impression

Present Data Effectively
•	 Keep the content, flow, and design simple
•	 Mix and match the visuals and text to make your presentation 

impactful
•	 Enhance the look of your presentation with the right use of 

colours and animations
•	 Clean and organize your data to chunk it such as the audience 

retains the content

Go from “Terrified” to “Confident”
•	 Understand the cause of nervousness and apply tips to relieve 

physical and mental stress; quiet your mind; Breathe; Laugh; 
Visualise

•	 Overcome fear of public speaking in a variety of settings
•	 Feel comfortable about the content and format

Delivering an Informative, Persuasive and Memorable Presentation



Leadership and 
learning are 
indispensable to 
each other.



AND RECEIVING 
FEEDBACK

GIVING



Program Overview
While performance at work is a no compromise, a critical factor that enables 
individuals to achieve organisational objective rests on a individual’s ability to 
provide timely information advice and assistance when needed. What’s equally 
important is providing appropriate feedback when an individual is off course from 
the task at hand.. 

Who Should Attend
Professionals who would like to manage conflict at work 
and learn to develop an effective win-win strategy for 
nurturing team synergy. 

Program Duration
2-3 days

By the end of this program, participants will be able to:
•	 Understand the need and context of performance feedback
•	 Imbibe the interpersonal skills that facilitate effective feedback
•	 Gain and understanding of various techniques for giving and receiving 

feedback

Learning Outcomes

POSITIVE
FEEDBACK

NEGATIVE
FEEDBACK

S

SPECIFIC

SHOCK

S
SITUATION

B
BEHAVIOUR

I
IMPACT

A

ACCEPT

ACCUSE

R

REFLECT

RESIST

A

ACTION

ANGER

H

HELP

 HORROR

Technique to give constructive feedback

Technique to give effective feedback

SBI provides a structure that helps keep your feedback focused and relevant, and increases the 
likelihood that it will be received in a clear, non-defensive manner by the recipient.



NEGOTIATION &
INFLUENCING



Program Overview
The success of business depends on the very specialized art  of Negotiation. It is 
about choosing the right strategy for the right situation. Doing the right research; 
applying the right pressure at the right time; asking the right questions; and all the 
while gaining cooperation and commitment from others.  Good negotiators are 
therefore not born - they are made.

Who Should Attend
All Team Leaders, Managers, Consultants and 
Entrepreneurs who are under constant pressure of

By the end of this program, participants will be able to:
•	 Demonstrate understanding and awareness of negotiation and influencing
•	 Identify your own negotiation and influencing style and its potential strengths 

and weaknesses
•	 Identify the phases of an effective negotiation process

Learning Outcomes

Program Duration
2-3 days

•	 Enhance your persuasion and influencing skills by understanding the mind-set 
of your opponents

•	 Produce win-win resolution for all parties

01

NE
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AT
IO
N
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S

02 03 04 05

PLANNING PROBING CLOSING

OPENING
MOVING 

TOWARDS AN 
AGREEMENT

A skilled negotiator 
knows that a 
NEGOTIATION 
PROCESS is fluid like 
a dance through the 5 
stages. The sequence 
does not necessarily 
remain constant – the 
parties may venture 
back and forth before 
a resolution is reached. 
They are alert to their 
counterpart’s pace, 
striving to stay ‘in step’ 
as the process moves 
along.

managing complex high stake - high risk conversations across functional 
areas with alliance partners, critical suppliers, customers, regulators and other 
stakeholders. This workshop will enable participants to maximise the value from 
these relationships.



“Learning is a 
constant process of 

discovery – a process 
without end.”



LEADERSHIP 
COMPETENCIES



HIGH PERFORMANCE
TEAMS

BUILDING



Program Overview
High Performance Teams – highly adaptive, difficult to build, expensive to maintain 
and glorious to behold! So long as human beings remain the essential element 
of commerce, High Performance teams will represent man’s best hope for 
developing swift, agile and profitable organisations. 

Who Should Attend
Leaders, entrepreneurs, visionaries on a mandate to 
consistently outperform competition, who see High 
Performance teams as the only alternative to reflect the 
needs of customers, shareholders, and employees, while 
holding themselves and the organization accountable.   

Program Duration
2-3 days

By the end of this program, participants will be able to:
•	 Explore the characteristics of high-performing teams
•	 Players in a team – Team profiling to identify the roles that constitute an 

effective team
•	 Journey to high performance : track team performance curve – from groups to 

High Performance teams
•	 Build awareness through the use of the Team Collaboration Inventory (J. Martin 

Hays)  to learn about behaviours that help teamwork  

Learning Outcomes

GENERATING 
STANDS

Straight 
Talk

Alignment

Accountability 
& 

Responsibility

Resourcefulness  
& Possibility

Mutual 
Support & 
Coaching

Effectiveness 
in Breakdowns

Accomplishment 
& Celebration

Decisive 
Coordinated 

Action

1. Generating stands: Specific defined commitments
2. Straight Talk: Direct, honest, & timely dialogue
3. Alignment: Shared purpose and goals
4. Accountability and Responsibility: Clear 

expectations ‘ownership’
5. Resourcefulness & Possibility: Innovative, creative, 

flexible, open minded
6. Decisive Coordinated Action: Visibility Synergistic 

Synchronized
7. Effectiveness in Breakdowns: Skilled in problem 

solving, able to mobilize
8. Accomplishment & Celebration: Celebration 

Recognition Acknowledgement
9. Mutual Support & Coaching: Aware Opportunistic 

Caring

•	 Use Emotional intelligence to enhance interpersonal relationships and build 
trust and collaboration within the team



DELEGATING
EFFECTIVELY



Program Overview
Delegation is about assigning meaningful tasks that can challenge employees 
and provide them with opportunities to build their skills. In this course participants 
will learn what delegation is, address barriers to delegation and then apply a 
model for delegation that differentiates between the non-negotiables and the 
areas where team members can be autonomous in deciding how the work is 
completed. Leaders work with the Delegation Planning Guide on their real world 
situation to determine what to delegate and who to delegate to and then practice 
have a delegation conversation with their peers.

Who Should Attend
This 1 day workshop is for managers who face difficulty in 
delegating effectively and want to make the most of their 
employees’ potential.

By the end of this program, participants will be able to:
•	 Define delegation and understand your role in the context of delegation
•	 Learn various styles of delegation and its implementation for better results
•	 Practice the 5 steps to delegation and how it works

Learning Outcomes

Program Duration
1 Day

•	 Break your personal barriers to managing delegation effectively
•	 Understand how to prioritize tasks and delegate it effectively to the right 

person

Determine  
Task

Control, 
Monitor & 
Feedback

Analyse  
Task

Communicate 
the Task

Match Person 
to Task

5  
STEPS TO  

DELEGATION



COACHING &
MENTORING



Program Overview
Coaching and Feedback are critical skills in today’s work environment. This 
programme will help you gain the skills needed to drive business performance. 
You will learn how to converse effectively with people to motivate them to perform 
and ultimately what it takes to be a great coach.
Coaching is the process of helping people develop their capacity to think about 
things (such as problems, people, relationships, customers, products, services, the 
future) in new and creative ways so that they can accomplish what they really want 
to accomplish

Who Should Attend
This 1 day program on Coaching and Feedback provides 
senior managers with a hands-on opportunity to re-
examine and fine tune their coaching and feedback 
providing skills.

By the end of this program, participants will be able to:
•	 Understand the role of the coach as a developer of others
•	 Make use of a structured coaching model to ensure coaching meetings are 

effective
•	 Use day-to-day work activities as an opportunity to coach and raise 

performance standards
•	 Employ the skills of ‘providing feedback and feed forward skills as part of 

effective coaching conversations

Learning Outcomes

Program Duration
1 Day

GOALS
•	 Become familiar with using the 

GAP IR tool for coaching and 
providing feedback 

- GOALS - Establish 
Outcomes

- ASSESS - Validate Current 
Reality

- PLAN - Create the course 
of Action

- IMPLEMENT - Act with 
Flexibility

- REVIEW - Review Progress

ASSESSREVIEW

PLANIMPLEMENT



BASED
INTERVIEWS

COMPETENCY



Program Overview
Competency Based Interview (CBI) also known as Behaviour Event Interviewing is 
the most advanced interview technique used globally to select right-fit candidates 
in a selection process. The CBI technique is based on the premise that past 
behaviour is the best predictor of future behaviour. Research in recruitment and 
selection methodologies suggest that you are 8 times more likely to hire superior 
performers using competency-based selection than through traditional interview 
techniques.

Who Should Attend
Leaders, hiring managers and entrepreneurs entrusted 
with the crucial responsibility of acquiring the right talent 
that builds and defines an organisation.  

Program Duration
2 days

By the end of this program, participants will be able to: 
•	 Understand the importance of structured process of interviewing
•	 Review the role of competencies in the hiring process
•	 Design and prepare for a competency based interview
•	 Prepare Job Specifications/Descriptions for various positions
•	 Structure an interview process – Observe, Record, Classify and Evaluate
•	 Conduct effective interviews by using STARR technique for questioning & 

probing

Learning Outcomes

•	 Integrate psychometric results with behavioural evidence 
•	 Base selection upon interview data
•	 CBI Practice through role plays

S

R A

TR SI
TU

A
TI

O
N

REASON

TASK

RESULT A
C

TIO
N

S Situation facing the candidate 
(the context, date, location)

Task the candidate engaged in 
(what was being  undertaken, 
the roles played by the 
candidate and others)

T

Actions taken by the candidate 
(what was said/done) A
Reason : What were the reasons 
for you choosing this approach?R

Result : the effects/ learningR



ENGAGEMENT
EQUATION



Program Overview
The more engaged your workforce, the more capacity it has to deliver on your 
organizational imperatives. High employee engagement drives discretionary 
effort, innovation, customer loyalty, quality, productivity, profitability and retention 
of top talent. Yet in most regions of the world, only one in three employees is fully 
engaged.

Who Should Attend
Managers and Senior Managers responsible for 
enhancing individual performance and achieving 
organizational goals.

By the end of this program, participants will be able to:
•	 Articulate the definition, drivers, and owners of engagement
•	 Better assess and manage their own engagement
•	 Establish trust, unleash potential and build confidence in others to fuel 

engagement every day
•	 Conduct discussions with individual team members to better understand and 

take action on their unique engagement drivers and challenges at work
•	 Take follow-up actions to capitalize on Engagement
•	 Conversation insights, track team member commitments, and identify 

productive steps the team can take to improve engagement within their sphere 
of control and influence

Learning Outcomes

Program Duration
1 day

Based on our employee engagement theory, 
we believe that aligning employees’ values, 

goals and aspirations with those of the 
organization is the best method for achieving 

the sustainable employee engagement 
required for an organization to reach its 

goals. Full engagement represents an 
alignment of maximum job satisfaction  

(“I like my work and do it well”) with 
maximum job contribution (“I help achieve 

the goals of my organization”). The index we 
use to determine an employee’s engagement 

level contains items that reflect the two axes 
of contribution and satisfaction. By plotting a 
given population against the two axes on our 

business engagement model diagram, we 
identify 5 distinct employee segments.

The X-model of Employee 
Engagement



TRAIN
THE TRAINER



Program Overview
Train the Trainer focuses on developing and enhancing trainer skills to deliver 
outcome based programmes. Trainers will learn to design, deliver and engage 
learners in a manner that facilitates transfer of knowledge and skills through 
interactive and easy to apply methodology.

By the end of this program, participants will be able to: 
•	 Realize the importance of training and the role of an effective trainer 
•	 Enhance audience learning and comprehension through structured and 

focused content 
•	 Conduct training need assessment with the use of various analysis:

- Organization Analysis
- User Analysis
- Task Analysis
- Content Analysis
- ROI Analysis

•	 Learn how to use media- visual aids for training effectiveness 
•	 Understand the 4 steps of a teaching process:

Who Should Attend
This train the trainer workshop will suit anyone involved in 
the development of others; including trainers, managers, 
leaders, consultants, teachers and technical trainers.

Learning Outcomes

Program Duration
3 days

Learn

Use

Teach

Inspect

Learn:
- Audience Analysis
- Training Frequency
- Resource/Tools allocation

Use:
- Apply the chunking principle to organize your 
information
- Realize the importance of Starting and Ending a 
Presentation strongly

Teach:
- Essential Presentation Skills
- Communication styles
- Group behaviour

Inspect:
- Performance analysis – Is training appropriate?
- Goal analysis – what can training accomplish?
- Needs vs. wants – what’s the best type of training?

•	 Apply the techniques and demonstrate effectiveness through live presentations



ORGANIZATIONAL 
COMPETENCIES



MANAGING
CHANGE



Program Overview
In order to thrive and survive in today’s organisations, individuals must be ready 
to embrace and handle change. Often change is met with resistance because 
employees lack experience and understanding in how to deal with change. 
Manage Change helps participants embrace change and look for growth at work. 
Adapting and embracing change at the individual level will have an aggregated 
effect on personal development and  overall organisational outcomes. 

Who Should Attend
This workshop is for individuals who need to improve 
their ability to manage their personal response to critical 
and/or continuous changes in the workplace – in order to 
achieve better personal and business results.

Program Duration
2 days

By the end of this program, participants will be able to: 
•	 Understand how to make change an ally rather than an enemy
•	 Relax in knowing that you have choices, opportunities and capabilities to not 

only survive change, but to make it serve what matters most to you
•	 Apply the workshop tools and techniques to understand and personally 

manage your response to change, and to manage its effects on you 

Learning Outcomes

•	 Shift from defensive reaction to constructive resilience 
•	 Influence others who can support you in facing change successfully
•	 Monitor results to support your morale and guide your personal change 

management strategies
•	 Teaming with others for mutual success

Forming a Powerful 
Guiding Coalition

Creating a Vision

Communicating  
the Vision

John Kotter’s 
Model for Change 

Empowering People 
to Effect Change

Planning for & 
Creating Short Term 

Wins

Consolidating 
Improvements & 

Producing Still  
More Change

Institutionalizing New
Approaches



CUSTOMER
SERVICE



Program Overview
Superior customer service is about much more than merely serving customers –  
it is first and foremost a mindset, an attitude and a commitment. It is a way of 
living, a way of looking at yourself, others and the world. 
An understanding of the purpose & role of excellent customer service will help 
you to enhance the levels of service delivery and ensure increased productivity.

Who Should Attend
The programme is recommended for executives who 
would like to develop a problem solving attitude and 
build an internal culture of customer focus.

Program Duration
1 day

By the end of this program, participants will be able to: 
•	 Understand the principles of customer service excellence and its impact
•	 Reinforce why maintaining excellent customer relationships is critical to success 
•	 Learn how to manage different categories of customers and service consumers, 

and how you can meet their respective needs 
•	 Learn techniques of effective communication and customer contact
•	 Apply the Emotion-Trust-Control (ETC) model that influences customer 

assessment of service experiences

Learning Outcomes

•	 To get stakeholder “buy-in” through rapport and improve one’s level of 
customer service

•	 Maintain composure when dealing with difficult customers

•	 Practice to conclude an encounter on 
a ‘high note’ by following the steps 
of the Emotion-Trust-Control (ETC) 
model

- Understanding Emotions - 
Understand the emotional states of the 
customer through the service encounter
 - Building Trust - Simple techniques 
and clear communication processes that 
will help build trust and rapport
 - Displaying Control - Making  
information available to stakeholders 
and allocation of decision rights 
between customers and customer 
service representatives

Emotion

Control

Trust



STRATEGIC
PLANNING



Program Overview
An organization without a strategy is like a ship without a rudder. 
How can organizations continue to provide exceptional value to stakeholders 
and customers if they are not clear on where they are heading and how they 
will get there? The answer is they can’t. This is where the role of strategy 
becomes essential. Strategy is about setting ambitious goals, understanding the 
surrounding current and future environment and providing a sense of direction 
for the organization.

Who Should Attend
This strategic planning workshop is aimed at any 
executive, manager or professional wishing to gain  
a good understanding of thinking and planning.

Program Duration
1 day

By the end of this program, participants will be able to: 
•	 Analyse the current environment and determine the organizational goal
•	 Employ the strategic planning process to best achieve the desired results
•	 Assess and choose strategies that create a sustainable competitive advantage 

for the organization
•	 Convert strategic plans to operating action plans by assigning roles and 

timelines for execution
•	 Build procedures for monitoring and revising the strategic plans based on 

changing environment

Learning Outcomes

01 02 03 04 05 06

Assess  
the environment 

Identify 
strategic 

issues

Define 
 vision, values  

& goals

Agree  
on key 

strategies

Develop 
action plan

Build 
in procedures  
for monitoring

THE STRATEGIC PLANNING PROCESS



KEY ACCOUNT
MANAGEMENT



Program Overview
Most companies now do more business with fewer customers than ever before. 
But each of your key customers takes on critical importance to your business. 
Losing even one of them would be disastrous: although keeping them can be 
financially punishing too. Key account management is a strategic approach that 
goes beyond traditional selling to tackle today’s customer issues.

Who Should Attend
This workshop is aimed to quip sales professionals and 
key account managers

Program Duration
1 day

By the end of this program, participants will be able to:
•	 Understand the Key Account Management framework

Learning Outcomes

KEY ACCOUNT MANAGEMENT FRAMEWORK

VISION & STRATEGY

IMPLEMENT KAM PROCESSES

CUSTOMER RELATIONSHIP

ENABLERS

Understand ExecuteCreate Evaluate

•	 Gain skills and attributes to establish strong client relationship
•	 Build rapport with your client to develop a relationship
•	 Manage customer expectations and improve overall customer satisfaction
•	 Predict revenue attainment at the opportunity level



CROSS FUNCTIONAL
COLLABORATION



Program Overview
Organizations today have multiple teams performing different tasks. Only when 
these teams have an integrated approach and work together like a well-oiled 
machine does the organization achieve its goals. Often times, it’s observed that 
teams have inherent differences that impede their overall performance. These 
differences could be due to a basic lack of understanding of each other’s work 
and sometimes, due to giving undue importance to their own work. When the 
team is made to overcome these two hurdles, made to feel the difference of 
working as a team, it does wonders, not just to the morale of the teams, but also to 
their performance.

Who Should Attend
This workshop is for member who work in cross functional 
teams

Program Duration
1 day

By the end of this program, participants will be able to: 
•	 Discuss common problems of working with different teams
•	 Experience through activities why communication issues exist and how they 

can be overcome
•	 Use negotiation and influencing skills to be able to 
•	 Build self-awareness to learn about behaviors that demonstrate inclination 

toward teamwork
•	 Realize through activities why working together is important
•	 Build personal commitment to improve teamwork
•	 Understand the 4-Step process to work efficiently in cross-fuctional teams

Learning Outcomes

Communicate Negotiate Collaborate Accelerate



DIVERSITY
AND INCLUSION



Program Overview
The management of diversity and inclusion has evolved from handling the regular 
day-to-day compliance issues to leveraging diversity for competitive advantage. 
Organizations that no longer see diversity as a legal or moral requirement, but as 
a competitive advantage, have an opportunity to improve performance at multiple 
levels from  financial,  customer centricity and employee engagement.
Diversity and inclusion practices must be embedded in an organizational culture 
to make a positive impact on performance. 

Who Should Attend
Participants who are willing to learn the skills and 
knowledge to build successful cross-cultural business 
interactions and focus on the varied multicultural 
nuances.

Program Duration
2 days

By the end of this program, participants will be able to:
•	 Assess the business impact of your own preferences, biases, and cultural norms 
•	 Define and differentiate between diversity and inclusion and how each it is 

relevant to business
•	 Appreciate what an inclusive workplace looks like and its benefits to all 

employees and to our business
•	 Learn practical skills and tools to build individual and group effectiveness to 

build an inclusive and harmonious workplace
•	 Start your own personal action plan to actively participate in the organization 

becoming a more inclusive workplace

Learning Outcomes



Mumbai

HR Anexi’s consultants customize a range of initiatives and actions to drive an 
organisation’s performance and growth.

We have tested and proven methodologies and expertise to  build 
organization alignment, develop capabilities, improve performance and 

productivity, strengthen culture and leadership. Sustained business success 
comes with the application of the  

HR ANEXI’S WHEEL OF TRANSFORMATION. 
It is a holistic model that combines an understanding of business, 

management and family dynamics.
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Satisfied Customers Across 60+ Different Industries
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