


The GMT TEC Business Training Programme

Being the best at what you do is no guarantee of overall
business success.

The GMT TEC Business Training Programme has been designed
to develop the potential of business owners and managers.

This annual programme will enable delegates to acquire the
key skills required to better manage a business across six
important areas as well as developing themselves.

Programme director is Gill Morris a renowned business trainer
and consultant; she is a Chartered Marketer, Fellow of the Royal
Society of Arts, Member of the Professional Speakers
Association, a founding Director of Habia and a Board Member
of the Employer Champions Network. She has worked within
R&D, NPD, FMCG and owned a number of successful and
diverse businesses. Gill has trained, mentored and supported
thousands of business people.

Gills practical experience, extensive knowledge, engaging
delivery and relevant content has inspired many and will help
you to greater business success.  

A comment from a corporate client:
"Gill’s delivery and enthusiasm and well planned programme has
had a resounding response from all Saks franchisees. The fresh
approach is easy to listen to and all attending find it easy to
understand. Well presented, well received with great results!"

Barry Jarega 
Head of Business Development - Saks Franchise Services Ltd

A comment from a past delegate:
“A well presented course, very informative, you gave me a lot to
think about. Gill your enthusiasm was next to none.”

E.C. Leicester
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Business Foundations

The journey begins:

Are you thinking about starting a business and don’t
know where to begin?  Or have you already started one
and lost your direction? 

Before continuing your journey pause at this station in
order to; regroup your thoughts; revisit your business
aims and personal objectives; create a clearer vision of
where you want to be and investigate the various ways
to get you there.

This stop includes:

Marketplace Research
Assessing the market for what you intend to offer

Differentiation
Where and what your means of differentiation are and
how to make it clear to customers

Mission and Vision
Creating statements which encompass your current and
future business offering 

Objectives
The need to set challenging but achievable goals

Business Plan
Creating a plan that will guide your business

London Course Code: GMT/BF/L
Midlands Course Code: GMT/BF/M
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Marketing Your Business

Your offering & your customers:

How to ensure your business offers what current and
future customers need.

Understand where your business is now, where you want
it to be in the medium and long term, how you might get
it there, what the key stages are along the way and the
methods to measure progress. 

This stop includes:

Research and Analysis
Gathering data and quantifying where your business is
currently positioned

Marketing Strategy
The overall direction and brand values of your business

Marketing Plan
Medium and long term plans regarding how to get your
business where you want it to be 

Tactics
The 7 P’s of marketing tactics and how they can help you
to achieve your goal

Customer Communication
Evaluation of communication methods

London Course Code: GMT/MAR/L
Midlands Course Code: GMT/MAR/M

Tel: 00 44 (0)1455 632 742
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Creating Your Competitive Advantage

How to be seen as the best:

Evaluating the area(s) where your business is, or could
be, seen as the best. This analysis takes place within
your competitive environment and includes benchmarking
your offering against those better than you; this
important exercise provides the data upon which to build
your competitive advantage. 

Analysis of the various ways to communicate your
competitive advantage, to both current and potential
customers, is a vital part of this process.

This stop includes:

Competitor Analysis
Knowing the competition, benchmarking and mystery
shoppers

Skills Gap 
Measuring your strengths and weaknesses against those
of your competition

Offering Analysis
Analysing profitability trends across your offering

Customer Journey
Ensuring that customers are delighted, not merely
satisfied, throughout their dealings with you

Measuring Satisfaction
Formal and informal methods of gathering customer
feedback

London Course Code: GMT/CA/L
Midlands Course Code: GMT/CA/M
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Managing Your Business

Managing the Journey:

How to ensure you are the Captain of your ‘ship’,
steering your business away from troubled waters and
towards seas of opportunity, challenge and reward. Not
being in the engine room working harder than everyone
else, fire fighting issues and generally being the
‘busy fool’.

Learn how to step back, to plan, to delegate, to develop
others and to work ‘smarter not harder’... in other words
to manage.

This stop includes:

Communication
Evaluating your default communication behaviour

Policies and Procedures 
Setting guidelines for the team, customers and suppliers 

Operations
Ensuring success behind the scenes 

Customer Relations
Dealing with customer issues including complaints

Setting Key Performance Indicators
The need to identify vital journey stages and set goals

London Course Code: GMT/MAN/L
Midlands Course Code: GMT/MAN/M

Tel: 00 44 (0)1455 632 742
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Motivating Your Team

Doing the best for your team:

Understanding the psychological aspects of motivation,
what makes your team members ‘tick’ and what drives
them to succeed, or otherwise, is an essential
management skill.

Your team is vital, without them your business does not
exist; people buy people and they represent your
business to your customers. Learn how you and your
team members can achieve a win/win situation thereby
lessening the risk of them leaving and saving your
business money.

This stop includes:

Recruitment
The complete process from evaluation of need,
to appointment

Appraisals 
‘Opportunity Interviews’ how, when and why 

Motivation
Uncovering what motivates each team member 

Individual Development
Creating a budgeted motivational action plan for team
members’ development and motivation

Meetings
Frequency, how to involve your team, agenda ideas plus
templates for successful meetings

London Course Code: GMT/TEAM/L
Midlands Course Code: GMT/TEAM/M
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Leadership

About you; do you lead or do you boss?:

A boss dictates what’s to happen, leaders show what’s
to happen. Leadership is a vital quality in any owner or
manager; all teams, be they sports or business, need
someone leading the way. Leaders enthuse and
motivate their teams so they buy into and have
ownership of any plan. Just like other skills, leadership
can be learned and the good news is..... it improves
with practice. 

Can anyone be a good leader?  Yes!

This stop includes:

Personal Style
Evaluating your leadership style

Cultural Differences 
Differences which can ‘block’ communication

Change Managment
Understanding the ways change effects people 

Qualities
The qualities of a good leader 

Development
Next steps for your skills in leadership and development

London Course Code: GMT/L / L
Midlands Course Code: GMT/L /M

Tel: 00 44 (0)1455 632 742
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Programme Summary & Booking

• For a time investment of just 6 days a year, you will increase
your skills in planning and managing your business, motivating
your team, delighting your customers and increasing
profitability.

• There is some coursework, enabling you to put your learning
into practice, creating a document which will become your
business guide for the future.

• You will be mixing with a variety of business owners and
managers, enabling a more rounded learning and networking
experience.

• A GMT TEC certificate in Leadership and Management is
awarded to delegates who successfully complete the
6 modules. 

• The GMT TEC programme in Leadership and Management
costs £299 + VAT per month by direct debit.

• To book visit www.gmtbusinesstraining.co.uk or contact
00 44 (0) 1455 632 742.

Our training is accredited so there is an opportunity, with some
additional coursework and assessment, to achieve a
qualification in Leadership and Management, contact us
for costs and further details.

gmt
tec email: info@gmtbusinesstraining.co.uk



Additional 1-Day Subject Specific Workshops

Communication                                 Course Code: COM1D

Customer Care                                     Course Code: CC1D

Delegation & Time Management         Course Code: DTM1D

Marketing                                        Course Code: MAR1D

Planning                                          Course Code: PLAN1D

Presentation Skills                             Course Code: PRES1D

Project Management                         Course Code: PROJ1D

Publicity & Promotion                            Course Code: PP1D

Recruitment & Employment                   Course Code: REC1D

Sales                                               Course Code: SALE1D

Team Motivation                              Course Code: TEAM1D

Starting A Business                          Course Code: START1D

Tel: 00 44 (0)1455 632 742

Each of the above 1-day workshops run from 10.00 - 4.00,
dates are arranged on a mutually convenient basis, please
contact us to book. Payment is due two weeks prior to
delivery and is based on the number of delegates. Contact
us for details of per person costs and group discounts.

The above workshops are delivered at your business.
We can also tailor courses to meet your specific needs.
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