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COMMUNICATION AND RELATIONSHIP
IN THE WORKPLACE

If you have ever had a miscommunication in the new millennium, either verbal
or digital, then you know that words and actions mean different things to
different people. Every day those differences in communication cost your
business or organisation a lot in terms of time, energy and money.
Compounded with the communication methods and styles of the new
generation, we are faced with endless situations where what we mean is not
what is perceived, and what we perceive is not what was intended. Bridging
those differences requires effective communication; the foundation for
excellence in leadership, performance and management. 

Bui ld  re lat ionships  ef fect ive ly
Develop the  power  of  perspect ive
Improve your  personal  s ty le  of  communicat ing
Resolve  conf l i c ts  profess ional ly
Understand and employ  the  communicat ion process  ef fect ive ly

BENEFITS AND OUTCOMES



Context  set t ing
What  i s  communicat ion to  you
The Communicat ion Sta i rcase  model
Our  wor ldv iew
Barr iers  to  communicat ion

Bui ld ing  credib i l i ty
The 4  Quadrant  Communicat ion Model
Ident i fy ing  your  personal  s ty le  of
communicat ing
Developing  your  s ty le  towards  ef fect ive
re lat ionship  bui ld ing
Shi f t ing  into  pos i t ive  act ion

Apply ing  learn ing  in  the  workplace  and
re lat ionships
What  others  say  and do and what  i s
important  to  them
What  we do more of  when interact ing
with  others
What  we avoid  doing  when interact ing
with  others  
Wor ld  café :  Revea l ing  our  b l ind  spots

Bad News Bears
Goss ip  Mongers
Drama K ings  and Queens
Chicken L i t t les
The V ic t ims
Bul l ies  and Back-stabbers

Day 1 :
Module  1 :  Overview

Module  2 :  Interpersonal
Communication

Module  3 :  Being Effect ive  In
Communication

Module  4 :  Overcoming Chal lenging
Situations

COURSE OUTLINE

The perfect  cup of  tea
Discovery  quest ion ing
Funnel l ing
Act ive  l i s ten ing
The ar t  of  be ing  cur ious

Feedback  and Shock ,  Anger ,
Re ject /Ref lect ,  Acknowledge,  Help
(SARAH)
Support ive  and correct ive  feedback
scenar ios
The BOOST+ model
SPEED feedback
F ly -On-The-Wal l

Def in i t ion  of  res is tance
Sources  of  res is tance
Common react ions  to  res is tance
The Merry-Go-Round model
Techniques  in  handl ing  res is tance

Bui ld ing  meaningfu l  re lat ionships
4  leve ls  of  re lat ionship  exper ience
The WOW factor
Creat ing  a  re lat ionship  commitment
contract
Coaching  performance

Day 2 :
Module  5 :  Key Pi l lars  In
Communication

Module  6 :  The Art  Of  Feedback 

Module  7 :  Handl ing Resistance 

Module  8 :  Relat ionship
Management
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