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NEW ESSENTIALS SERIES

ESSENTIALS d SERIES™

PROVIDING THE ESSENTIALS TO
IMPROVE EFFECTIVENESS WHILE
BALANCING BUDGET AND TIME
COMMITMENTS

ESSENTIALS OF
LEADERSHIP
AND INTERPERSONAL
EFFECTIVENESS

LEARN TWO POWERFUL MODELS
IN ONE DAY

SITUATIONAL LEADERSHIP®

The Most Prevalent Model For
Leadership Effectiveness

Includes feedback and analysis of your
Situational Leadership® Profile and
receive an application model to improve
your leadership effectiveness.

SOCIAL STYLE Model™ SOCIAL STYLESM
mre o ® | The Best-Known Model For
Interpersonal Effectiveness
Includes feedback and analysis of your
Social Style®™ and Versatility Profiles and
receive an application model to improve
your interpersonal effectiveness.

In affiliation with

(2 TRACOM GROUP

The creator of SOCIAL STYLESM
www.tracomcorp.com

COMING OPEN-ENROLLMENT
WORKSHOPS

SITUATIONAL LEADERSHIP®: THE CORE
Over 14 Million Worldwide Use This Model
* September 7 & 8, 2009 - Singapore

SITUATIONAL COACHING™
Creating Readiness To Perform!
* September 9, 2009 - Singapore
= October 12, 2009 - Hong Kong

SOCIAL STYLESM
Understanding And Managing Behavioral Differencess™
= September 10, 2009 - Singapore

THE PERFORMANCE MATRIX™
Planning And Managing Performance
= To be scheduled

SITUATIONAL SELLING®
Increasing Sales Effectiveness
= August 10 & 11, 2009 - Hong Kong

ESSENTIALS OF LEADERSHIP AND INTERPERSONAL
EFFECTIVENESS

= July 6, 2009 - Hong Kong

= August 17, 2009 - Kuala Lumpur

For more information and registration contact:
Singapore - clssg@asia-situational.com
Malaysia - clsmy@aisa-situational.com

Hong Kong - clshk@asia-situational.com
www.asia-situational.com

For in-company workshops, program license and
certification contact Tan Joo Seet at:

Singapore - 9826-6858

Malaysia - 016-606-8586

Hong Kong - 9448-2961

Email - jooseet@asia-situational.com
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