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Welcome to MLP Training
MLP Training brings you over 25 years of training
expertise. Having provided training in nine countries
worldwide, we understand how to deliver quality
training.
MLP trainers are among the world’s finest. They deliver
great training and are highly recommended - backedup by strong testimonials from their delegates and by
constant performance evaluation.
These powerful courses have been carefully honed
using continuous customer satisfaction surveys and
best practice. They are tried, tested and proven to
deliver results. That is why our customers continue
to use MLP as part of their Continuous Professional
Development programmes.

“So, why not book your place on an open course or
invite us in to train your team as a team?”

01204 888826
www.mlptraining.co.uk • mlp@mlptraining.co.uk
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Telephone Selling

Dates & fees

Turn phone calls into orders - and prospects into customers.
If you are in telesales then you should attend this powerful one-day
course. Remember, you are not only in competition with people in your
business but also with everyone else trying to get your customers’
business. You need the skills and confidence to outsell your competitors
and make sure you turn your phone calls into sales calls.
Making a sale is the transfer of confidence from the Seller to the Buyer.
This course will give you the skills to make the calls, ask the questions,
overcome the objections and successfully close the sales.
During this one day course you will learn how to:
• Set goals
• Prepare physically and mentally
• Handle incoming and outgoing calls
• Up Sell & Cross Sell
• Build personal confidence
• Plan your calls
• Get past the Gate Keeper
• Build a quick rapport
• Develop powerful and convincing dialogues
• Control the conversation
• Use Emotional Intelligence
• Gain questioning and listening skills
• Identify needs
• Present the solution

• Trial close
• Handle objections
• Close
• Follow up
• Write an Action Plan.

Who should attend?
If your role is to turn phone calls into orders, then
this is the course for YOU.

“I would Recommend 100%. A positive day.”
Joshua Parkinson

“. . . I feel much more confident about the telephone
aspect of my job.” Gareth Coats, Precision Pneumatics

www.mlptraining.co.uk • call 01204 888826
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Jan
Mar
Jun
Oct
Dec

11
08
14
11
06

1-2 Delegates £375+VAT /person
3-4 Delegates £295+VAT /person
5+ Delegates £249+VAT /person
includes lunch and free parking.

Click here
to book
online
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Getting Appointments
over the Phone

If your selling cycle depends on getting face-to-face appointments,
then this programme is for you. Designed to help you gain the
skills of successful telephone selling, the course focuses on
the master skill of selling appointments - your gateway to the
successful sales meeting.

Course Content
You will learn how to develop a winning attitude, define your target
market and develop a powerful script to get you through to the
decision maker. You will also discover how to identify and handle
the following objections:

•
•
•
•
•
•
•
•
•
•
•
•
•
•

Dates & fees
Jan 18
Mar 22
May 17
Jul 26

Sep 13
Nov 22

I’m too busy
Put it in the post
I’m just collecting information
1-2 Delegates £375+VAT /person
Leave it with me
3-4 Delegates £295+VAT /person
I’m not in the market
5+ Delegates £249+VAT /person
I can’t afford it
includes lunch and free parking.
We always use another supplier
Click here
Tell me about it now
to book
I don’t need it
online
You should contact someone lower down
I’m going on holiday
How much does it cost?
You’re too expensive
You’d be wasting your time.
“Absolutely Brilliant!”

Once you have mastered the contents
of this programme you will be able to
confidently increase your number of faceto-face appointments and increase your
sales.

Who should attend?

Miza Cannon, Mortgage Solutions

“I have been on a number of Telephone
Selling courses over the years but this
has been the best so far.”
Mark Proudfoot, TCH leasing

If the telephone is your route to market,
then this course is definitely your route to success.
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www.mlptraining.co.uk • call 01204 888826
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Successful Selling Skills

This two-day course is designed to give delegates the confidence
to sell at any level. The skills and techniques taught are all practical
proven methods of increasing sales and profits. Taking delegates stepby-step through the Sales cycle, we pinpoint why it is that two sales
people with the same product can achieve different levels of success.
Many sales people hope they will get lucky. Smart sales people know
that luck is when preparation meets opportunity. Sales Champions do
their preparation - then go out and create the opportunities.

• Listening skills
• Identification of
needs
• Building a desire
• Matching desire to
product
• Powerful
presentations

Dates & fees
• Gaining commitment
• Turning quotations
into orders
• Objection handling
• The price
• Closing the sale.

Course Content
This highly-interactive workshop gives every delegate the opportunity
for personal attention. Each exercise enables delegates to relate
information to their own specific product, service, industry and
market. Each delegate will complete their own, provided, sales training
manual which will serve as a constant reminder of the skills covered
in this powerful workshop.

“This was the most informative and most
interesting course I have ever attended.”
Chris Dewall, Midcom Ltd

“Thoroughly enjoyed it, Several light bulb moments.”
George Dodwell, LC Automation

Who should attend?
All those determined to increase motivation, sales and profits.
Whether new to sales or looking for ways to sharpen existing skills,
you will cover:
• Setting objectives
• Positive Mental Attitude
• The importance of
product knowledge
• Target market
• The importance of keeping
today's customers

•
•
•
•
•
•

Finding new business
Appointments
Non-verbal communication
How to sell yourself
Why people buy
Questioning skills

www.mlptraining.co.uk • call 01204 888826
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Jan 16-17
Mar 20-21
May 15-16
Jul 24-25
Sep 11-12
Nov 20-21
1-2 Delegates £750+VAT /person
3-4 Delegates £649+VAT /person
5+ Delegates £599+VAT /person
includes lunch and free parking.

Click here
to book
online

Sales Programmes
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Negotiating Skills

Dates & fees

Negotiated money is the fastest money you will ever make or

Course Content

lose for your business. Whether you are buying or selling at
the negotiating table, you impact on the bottom line of your
organisation. If you cannot negotiate in your best interests,
you are at the mercy of those who can.

You will learn new skills and techniques and have the
opportunity to be a fly-on-the-wall by acting as observer to
course role plays. Seeing how others negotiate is invaluable to
your development as a successful negotiator.

Negotiating is a game and like all games there are rules. Once
you master these rules you will understand that, in this game,
both parties can win. In the win-win negotiation both parties
leave the negotiation happy to honour the agreements made at
the table, because both parties benefit.

In both one-to-one and team negotiations, you can practise
your new skills in a safe environment, covering these topics:
•
•
•
•
•
•
•
•
•
•
•
•

The purpose of negotiation
Negotiating styles
Four types of negotiation
Characteristics of a good negotiator
The importance of planning
How to conduct a SWOT Analysis
Types of power
Strategy and tactics
How to use an agenda
Negotiating gambits
Team negotiating
Reaching agreement

Who should attend?

Jan
Apr
Jul
Oct
Dec

23
10
03
09
04

1-2 Delegates £375+VAT /person
3-4 Delegates £295+VAT /person
5+ Delegates £249+VAT /person
includes lunch and free parking.

Click here
to book
online

“Excellent negotiating course
and well delivered.”
Will Parker, Roof Space Solutions

“Really useful & interesting session.”
Tom Green, AstraZeneca

This course is for all those buyers and sellers
who want to negotiate win-win long term profitable business.

6
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Sales Managers’ MasterClass

If you want to develop your own team of outstanding sales
professionals and be up-to-date with the latest in sales
management philosophy, then this is for you.
This is a one-day programme, designed to give you the
opportunity of working with sales managers from other
industries and discover how to develop a winning team.

Course Content

• Setting sales targets
• Removing success
barriers
• Analysing team strengths
• Recruiting winners
• Importance of product
training
• The Motivation Formula

In just one fast-moving, information-packed day you will learn
not only what the experts say, but also exchange philosophies
with sales managers from the real, everyday world of Sales
Management. Designed to take delegates, step-by-step, through
the role of sales management, this course will help you:
• Identify key result areas
• Increase motivation
• Increase knowledge

• Increase sales
• Increase profits.

“Outstanding Content & Delivery.”
Scott Dyson, Autoclaves Group

“I’ve been to numerous training courses and can
honestly say Mike was the best in terms of knowledge
and presentation style.” Paul Moody, Merit Ltd

Each delegate will leave with a personal action plan designed to
motivate the sales team to higher levels of achievement.

Who should attend?
Those who have, or are about to have, the responsibility to
recruit, train, motivate and develop sales professionals. You
will cover these key areas:
• The role of sales
management
• Styles of management

• Maximising company
resources
• Identifying the target market

www.mlptraining.co.uk • call 01204 888826

• Successful sales
meetings
• Sales incentives
• Monitoring
• Field visits
• Forecasting
• Leadership
• Success action plan.
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Dates & fees
Jan
Apr
Jun
Sep
Nov

24
11
13
19
07

1-2 Delegates £375+VAT /person
3-4 Delegates £295+VAT /person
5+ Delegates £249+VAT /person
includes lunch and free parking.

Click here
to book
online

Sales Programmes
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Account Development Strategies

Major accounts are different.
They are based on the supplier having an in-depth
understanding of what the customer needs. That means
understanding the customer’s business, the company
structure and the customer’s goals. It is also about building
strong relationships and trust.
It is about working together so that the account manager is
seen as a partner, an unpaid member of the customer’s staff,
a person they can depend upon and a person they can work
with - to the benefit of both parties.
The Result: economies of scale for the seller and low risk for
the buyer.

A great account manager can increase your sales, reduce
your selling costs, increase customer loyalty, keep out the
competition and grow your business.

Dates & fees
May 03
Jul 05
Oct 04
Dec 05

Course Content
During this programme you will be analysing your top ten
accounts to:
•
•
•
•
•

Clearly identify the market potential
Achieve a balanced portfolio
Build strong relationships
Define your competitive advantage
Become the business partner of choice.

1-2 Delegates £375+VAT /person
3-4 Delegates £295+VAT /person
5+ Delegates £249+VAT /person
includes lunch and free parking.

Click here
to book
online

Who should attend?
This programme is for the more experienced sales
professional who has an understanding of
existing accounts and a desire to grow the
business.

“Brilliant Presentation.
Really enjoyed it.”
Andrew Park, Mercan Labels

“. . .helped me to focus on aspects that
will help bring me closer to my buyers,
forming a stronger partnership.”
Alan Smith, Imexpart Ltd

8
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Presentation Skills

Imagine having the skills and confidence to deliver powerful,
motivational and persuasive presentations that get results.
As you climb the corporate ladder, your ability to communicate
your ideas and to motivate your audience will determine your
success.

Confidence Building

Who should attend?

This one-day programme will give you the skills and
confidence to:

All those looking for a very enjoyable course which will give
them the confidence to speak for themselves.

• Deliver a powerful presentation
• Be a confident public speaker
• Be a dynamic sales presenter
• Be a motivational team leader
• Be an inspirational orator.

Stand and deliver the presentation of perfection.
This fun-packed confidence building programme gives
you the tools that you can use to:

• Read body language
• Create visual aids
• Build desire and anticipation
• Captivate your audience
• Achieve the success you deserve
• End on a high.

“Excellent Course. Wouldn’t change anything.
Fantastic.”
Joanne Parkinson, PSR

“Excellent as always. 10/10.” G williams, Buckhurst Plant

• Define the audience
• Develop content
• Get started
• Write the script
• Enjoy the process
• Plan the beginning, middle and end
• Build bullet-proof confidence
• Work individually or in teams

www.mlptraining.co.uk • call 01204 888826
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Dates & fees
Jan 25
Mar 07
May 22
Sep 20
Nov 06
1-2 Delegates £375+VAT /person
3-4 Delegates £295+VAT /person
5+ Delegates £249+VAT /person
includes lunch and free parking.

Click here
to book
online

Sales Programmes
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Problem Solving
& Business Development

Business is about solving problems - be they customers,
design, manufacturing, distribution, people, sales, finance
or whatever. Every day in business you need to have a way
of clearly identifying the real problems by getting to the root
cause and providing long term solutions.
To gain the maximum benefit from this powerful programme
you are encouraged to bring with you what you perceive to
be the barriers to success in your business. You will then be
given proven methodologies for creating a solution.

Dates & fees
Mar 13
Jul 04
Nov 28

Course Content
During this programme you will discover how you can become
a great problem solver, overcome obstacles, remove success
barriers, develop new systems and processes, be the innovator
and turn problems into opportunities for you and your
business.

1-2 Delegates £375+VAT /person
3-4 Delegates £295+VAT /person
5+ Delegates £249+VAT /person
includes lunch and free parking.

We will work with you to:

Click here
to book
online

• Define the problem
• Uncover the cause
• Create solutions
• Develop a plan.

At the end of this one-day course you will
have clearly defined the barriers to success
in your organisation, explored solutions and
developed an action plan for continuous
improvement.

Who should attend?
If your role involves growing the business,
solving problems and finding solutions, then
this is for you.

10

“Thank you for making the
course so enjoyable.”
Nikkie Lee, Mawdsleys

“Brilliant course as always, really
enjoyable.”
G Williams, Buckhurst Plant

www.mlptraining.co.uk • call 01204 888826
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Recruitment & Selection

The ability to select, motivate and retain the very best people
is a hallmark of both top managers and high-performing
companies.
Every manager knows that the most precious and scarce
commodity is good people who can look after your customers,
your business, and your profit.
The best managers know you can only grow a great business
with great people. They also know that it will cost about three
times a person’s salary to hire the wrong person.
During this programme we will be working with you, covering
strategies that have shown to be up to five times more accurate
at predicting a person’s potential of success.

•
•
•
•
•
•
•

Defining competencies
Motivation and reward
Timing and administration
Continuous development
Building a desire
Pre-screening
Behavioural interviewing

Dates & fees
• Gaining commitment
• Probing past
performance
• Negotiating the right
salary
• Making the offer
• Induction programme.

Who should attend?
If you want to recruit, train, motivate and retain great people
then this is for you.

You will develop your own step-by-step plan for hiring and
keeping the very best people to help you grow your business.

Course Content
•
•
•
•
•
•
•
•

Your goals for the day
Past experience
Analysing the requirement
Exit interview
Gap analysis
Psychometric profiling
Job descriptions
Person specifications

“Lots of valuable content on a crucial topic for
today’s business. Couldn’t have asked for more.”
Janet Alderton, Answering 4U

“Informative & thought provoking.” Vic Harris, Spotnails Ltd

www.mlptraining.co.uk • call 01204 888826
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Mar
Jun
Oct
Nov

14
12
10
29

1-2 Delegates £375+VAT /person
3-4 Delegates £295+VAT /person
5+ Delegates £249+VAT /person
includes lunch and free parking.

Click here
to book
online

Business Management Programmes
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Goal Setting & Time Management

Goal setting is the key to time management and time
management is the key to high achievement.
It is true that we all get 24 hours in a day. However,
champions achieve more in that 24 hours by setting clear
specific goals and allocating time for their achievement.
This one-day programme will take you step-by-step through
the process of goal setting and time management, giving you
the keys to greater success.

Course Content
During this one-day programme we will be working with you,
helping you set company goals, team goals, individual and
personal goals. You will then be able to allocate your time to
the high priority areas in your life.

Dates & fees

The High Achievers’ Programme

During this course, you will learn how to:
• Set your personal goals
• Remove success
barriers
• Set your career and
company goals
• Write your own positive
action plan
• Find time for the
important things in life
• Prioritise
• Use key time savers
• Remove time wasters
• Apply the four steps
to outstanding
achievement

•
•
•
•

Delegate
Get things done
Control interruptions
Use YOUR time to
achieve more of what
YOU want
• Overcome
procrastination
• Distinguish the
difference between
urgent and important.

Who should attend?
If you want to know how to set goals and be a
high achiever, then this is for you.

Mar
Jun
Sep
Nov

15
05
18
08

1-2 Delegates £375+VAT /person
3-4 Delegates £295+VAT /person
5+ Delegates £249+VAT /person
includes lunch and free parking.

Click here
to book
online

“It was a stimulating and
interesting day. Mike Le Put’s
enthusiasm is contagious.”
Sally Anne Scilfer, A-Pex Marketing

“Brilliant. Completely changed my
outlook on delegation.”
Lee Shore, Merrehill Marketing

12
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Appraisals & Performance

Catch your people doing something right and praise the

Who should attend?

procedures you want repeated.

Leaders, managers and supervisors who want to increase
job satisfaction, performance and motivation for their people.

Appraisals and Performance Management is all about bringing
out the very best in people. It is about giving them high selfesteem and inspiring them to do well. That’s good for them, it’s
good for you and it’s good for your business.
Appraisals are an opportunity to thank people for their good
work and to help them find areas for improvement. In turn, this
leads to increased job satisfaction, increased efficiency and
increased output.

“Well delivered course with lots of great ideas.”
Alex Miller, We Are Creation

“Thought provoking. Some gems of wisdom.”
Chris Clarke, HB Projects

Course Content
• Clarify the definitions of role appraisal
• The purpose and different methods of
appraisal
• What is your role in the process?
• Skills and ‘tools’ necessary for effective
appraisal
• Questioning, listening and feedback
• Personal qualities
• Preparing for appraisals
• Conducting the appraisal interview
• The correct approach to staff development
• Goal setting and motivating staff
• Addressing performance through appraisal.

www.mlptraining.co.uk • call 01204 888826
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Dates & fees
Jan
Mar
Jul
Oct
Nov

31
13
18
02
15

1-2 Delegates £375+VAT /person
3-4 Delegates £295+VAT /person
5+ Delegates £249+VAT /person
includes lunch and free parking.

Click here
to book
online

Business Management Programmes
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Leadership Skills

Become a true leader of your team, understand the Motivation
Formula, develop exceptional people and inspire them to
higher achievement.
Make the move from being a manager to becoming an
inspirational leader - a leader who gets results and the leader
people choose to follow.
This powerful programme will give you the skills and
strategies of exceptional leadership. The action planning at
the end of the day will focus on yourself, your team and your
organisation.

Dates & fees

Course Content
• Leadership versus management
• What kind of leader are you?
• Essential skills, traits and attitude of
leadership
• John Adair’s Action Centred Leadership
• The 6 functions of a leader
• Identify your leadership practices
• Knowing and developing your style of
leadership
• Contingency theory
• Leadership and Team Development
• Understanding and using empowerment
• Your leadership in your organisation
• Perception of leadership
• Personal action planning.

Who should attend?
Anyone who understands the
enormous impact good leadership
can have and who wants to enhance
their leadership skills.

Jan
Mar
Jul
Oct
Nov

25
21
17
03
13

1-2 Delegates £375+VAT /person
3-4 Delegates £295+VAT /person
5+ Delegates £249+VAT /person
includes lunch and free parking.

Click here
to book
online

“Fantastic course.Very
informative. Melanie is a great
trainer – very approachable.”
Nita Parmar, Fairpoint

“Great course! Fantastic delivery
and in-depth knowledge, and
rewarding interactive sessions.”
Ashley Bonsall, Allspeeds
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Customer Service Excellence

Now your business can become customer-driven: you can
develop a customer-focused team, provide outstanding
customer service, make every customer feel important, set the
standards in your industry, out-service your competition, and
grow your business on repeat business.
Caring for your customer is directly related to the success
of your business. Customer service training will give you
a deeper understanding of how your service meets your
customers’ needs.
You will learn skills of verbal and non-verbal behaviour and
an empowering attitude that will ensure excellence is achieved
every time.
Customer care is not always about the front line. Internal
customer service is where the culture of excellent customer
care is created and developed.

Course Content
•
•
•
•
•
•
•
•
•

Defining customer service - The Iceberg
Customer service experiences
Who are your customers - External and Internal?
Mapping the customer supply chain
Your QUALITY will create excellence
Customer service attitudes
Managing expectations
Customer relationship building
The Ladder of Loyalty

www.mlptraining.co.uk • call 01204 888826

• Communication skills and
body language
• Face-to-face, telephone and email customer
contact
• The GAP Model of Service Quality
• Handling difficult customers.

Who should attend?
All those involved in customer care who would like a truly
unique approach to improving this crucial aspect of their
business.
“Brilliant, concise and informative course with
a personal touch.”
Sam Jennings, Swift Fire and Security

“Good balance of theory and activity to reinforce
learning.” Jane Simmons, CFBT

15

Dates & fees
Feb
Apr
Jun
Sep
Nov

28
25
21
26
28

1-2 Delegates £375+VAT /person
3-4 Delegates £295+VAT /person
5+ Delegates £249+VAT /person
includes lunch and free parking.

Click here
to book
online

Leadership Skills Programmes
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Speed Reading

Read it faster, speed-up paperwork, have a cleaner desk,
complete the ‘to-do’ list, keep up-to-date with information,
zoom through emails and get more free time.
Would you benefit from being able to read more in less time
with increased understanding? This course gives you the
benefit of saving time; a chance to increase your product and
market knowledge; an edge over your competitors and an
increased ability to keep up-to-date professionally.
This practical course will teach you the skills required to
speed read whilst maintaining understanding.

Dates & fees
Your reading speed is measured and then tested using
different techniques so you can identify the processes that
work directly for you. You will see a marked improvement
during the day.

Course Content

Feb 26
Jun 06
Oct 15

1-2 Delegates £375+VAT /person
3-4 Delegates £295+VAT /person
5+ Delegates £249+VAT /person
includes lunch and free parking.

• Myths of reading
• The reading process – brain and eye activities
• Reading speed assessments
• Comprehension
Click here
to book
• Preview, question, read, retain, recall
online
• Summarising
• Note taking for recall and recall patterns
• Comprehension blocks and bad reading habits
• Procrastination aids
• Previewing - Skimming - Scanning
“Excellent, practical, and very
• Seven-step plan to increase reading
useful. Happy to recommend to
speeds.
anyone. . . ”
Steve Murphy, NHS North West

Who should attend?
If your job involves reading large amounts of
material, this course is for you.

“Hugely valuable course – I made a
massive improvement in my speed and
comprehensions in just one day.”
Tony Prosser, MD, Realtime UK

16
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Coaching & Mentoring

Coaching and mentoring can be transformational for your

• Active listening skills and counselling
• Types of mentoring schemes
• Personal action plans.

business. Coaching will help your staff develop their skills
and confidence in delivering results. Your organisation will see
increased performance, motivation, goodwill and time saved.

Feb 01
May 02
Jul 19
Nov 14

Who should attend?

While coaching focuses on a particular task, mentoring focuses
on the whole person. Mentoring helps your staff have direction
and purpose. Combining the two skills will achieve higher
levels of performance from your workforce.

This course is for team leaders and managers who want to get
the most out of their staff.

This course teaches both coaching and mentoring skills and
shows the relationship between them, including when you
should coach and when you should mentor. For any manager or
leader, these are essential skills to have in your tool box.

1-2 Delegates £375+VAT /person
3-4 Delegates £295+VAT /person
5+ Delegates £249+VAT /person
includes lunch and free parking.

Click here
to book
online

Course Content
What is coaching?
The skills of being an effective coach
The learning ladder
The GROW model
Developing and delivering the coaching plan
What is mentoring?
The skills and qualities for
successful mentoring
• The life cycle of a mentoring
relationship
• The 5 C’s Model of Mentoring
• 3-level questioning

Dates & fees

•
•
•
•
•
•
•

“The learning from today will enable
me to personally move on and provide
organisational benefits.”
Shelia Clark, Greater Merseyside Connexions Partnership

“Well structured, well presented and overall a
very thought provoking day . . .”
Chris Chappell, Safety Media Limited

www.mlptraining.co.uk • call 01204 888826

17

Leadership Skills Programmes

ON
E

Leadership Skills Programmes

ON
E

DA
Y

Assertiveness Skills

Stand your ground, be strong and courageous with difficult
people, know what you want, and how to get it, win friends and
influence people, feel the power of true self-confidence and be the
YOU, you want to be.
Assertiveness is a life skill that can be learnt and practiced,
benefiting all areas of your life. In an organisation, it can impact
every level, everyone and every task. For a business it can mean
the difference between a sale or no sale, innovation or standing
still, company loyalty or losing staff, motivation or absence,
teamwork or self-interest.
Having an assertive workforce makes good business sense. This
course will give you the skills and mind-set to want to make
assertiveness part of your everyday behaviour and be able to
influence others in a positive and respectful way.

Dates & fees

Course Content
• Identifying aggressive, assertive and
passive behaviours
• Assertive verbal and non-verbal tips
• Benefits of assertiveness
• Barriers to being assertive
• Confidence breeds assertiveness
• Fight or flight
• Stimulus - Response Model
• Managing your feelings
• Transactional Analysis
• Inner dialogue control
• Assertiveness skills and solutions
• Making requests and saying no.

Who should attend?
Anyone who recognises the benefits
of sharpening up all their interactions
within and outside their company.

Jan 30
May 01
Jul 10
Sep 25
Nov 27
1-2 Delegates £375+VAT /person
3-4 Delegates £295+VAT /person
5+ Delegates £249+VAT /person
includes lunch and free parking.

Click here
to book
online

“Uplifting full-content day and
some interesting situations for
me to handle much better in my
work and personal life.”
Gary Leivers, Abacus Lighting Ltd

“All at my workplace should have this
course.”
Kim Orjan Unsgaard, KNIF Trygghet Forsikring
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Training the Trainer

Become an exceptional Trainer and empower people with the skills
and tools they need to get things done. By encouraging them to excel,
you will inspire them to be the best they can be, to enjoy the process
and the rewards, be proud of a job well done and be remembered as
the trainer that people recommend.
Your organisation needs excellent workplace trainers to ensure its
future success.
A well-trained workforce is a productive and motivated workforce.

• Training delivery - good practice tips
• Techniques of feedback and assessment
• How to evaluate your training.

Who should attend?
Anyone involved in training who would like to
improve the effectiveness of their delivery.

This two-day course teaches you all the ingredients of excellent
training. We cover the full journey from design and planning through
to practical delivery and assessment
of the learning.
“I can honestly say that I received all of

Course Content

what I needed and more.”
Maureen Cromwell, Training Co-Ordinator,

Robert McBride
• The use of course contracts, objectives
and expectations
“I found the course to be incredibly effective with
• Knowing how adults learn
regards to my individual needs.”
Paula Taylor, Head of Talent Acquisition, Liquid Personnel
• The 10 influences on Learning Styles
• Types and styles of training
• A trainer’s tools of the trade!
• Theory of groups; their value and use in training
• Trouble shooting for difficult situations
• Designing a training programme, activities and
materials

www.mlptraining.co.uk • call 01204 888826
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Dates & fees
Feb 13-14
Jun 19-20
Oct 16-17

1-2 Delegates £750+VAT /person
3-4 Delegates £649+VAT /person
5+ Delegates £599+VAT /person
includes lunch and free parking.

Click here
to book
online

Leadership Skills Programmes

TW
O

Train your team as a team
All of the courses in this brochure are now available to be run for you, on your premises, at
special corporate rates. We will come to you and train your team as a team, focusing on the
specific needs of your business, your customers and your people.

Extra courses available

• Team Building

In addition to the courses detailed in
this brochure, the following courses
are available only to be run in-house
for your team:

• Stress Management

• Applied Selling

• Effective Meetings

• Team Leader as Coach
• Confident and Effective
Leadership

• Facilitation Skills
• Handling Challenging
Situations
• Managing Change
• Tailor-made training courses.

• 3-day Training The Trainers
• Setting Your Customer
Service Standards

Mike Le Put, founder & trainer, MLP Training

Open course venue
Stables Country Club, Bolholt Hotel
Complex, near Bury, North Manchester chosen for its location, hospitality
and free parking.
Postcode: BL8 1PU

Book online
www.mlptraining.co.uk
or call 01204 888826
mlp@mlptraining.co.uk
/MLPTraining1

“Why not tap into over 25 years of Quality Training
experience? We look forward to working with you.”

/company/mlp-training

Admin only: 13 Wood Road Lane Summerseat Bury BL9 5QA

