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LEARNING FORMAT: CLASSROOM

In today’s complex business world, leaders need
to have the skills to create and maintain
strategic networks and partnerships, in order to
navigate through that complexity. Meeting
critical business objectives requires knowing
with whom to network, how to optimize existing
network contacts, and how to build and maintain
internal and external relationships. It also
requires having effective partnerships, and using
strategies to help maximize those partnerships
to meet mutual goals. In this course, leaders
learn to evaluate their current network and take
steps to close gaps. They identify personal and
organizational barriers that hamper efforts to
negotiate, collaborate, and communicate as they
build partnerships.

DO YOU FACE ANY OF THESE ISSUES?
 D oyou rlead ers stru ggle topartnerand network

beyond formalstru c tu res and relationshippaths?

 D othe new realities ofbu siness— su c has
globalizationormatrix organizations— meanyou r
lead ers need toextend theirnetworkingand
partnershipskills ac ross teams, d epartments, and /or
regions?

 Is c ollaborationhind ered by the extensiveness ofa
lead er’s network, bothwithinand ou tsid e you r
organization?

 D oyou rlead ers stru ggle toad d rec iproc alvalu e and
share a valu e-ad d ed pointofview tobu ild and su stain
a broad network?

PERFORMANCE OBJECTIVES

Helps leaders:
 N avigate c omplexity inroles and ac c omplishc ritic al

bu siness objec tives by u singstrategic networkingand
partnershiptools and skills.

 A d vanc e the organization's objec tives; bu ild effec tive
networks and strongpartnerships.

 Evalu ate anind ivid u al's ac tive networks toc lose gaps
and enhanc e its strategic valu e.

 Id entify c ritic alc hec kpoints toplan, exec u te, monitor,
and maintainpartnerships.

Primary Competencies Developed:
 C u ltivatingP artnerships

 Influ enc ing& S trategic Influ enc e

C UL TIVA TIN G N ETW O RKS
& P A RTN ERS H IP S

_____________________________________________________________________________________________

A llrights reserved training@ employersgrou p.c om

SENIOR LEADERSHIP COURSEWORK
______________________________________________________

business world, leaders need

strategic networks and partnerships, in order to

critical business objectives requires knowing
with whom to network, how to optimize existing

etwork contacts, and how to build and maintain

requires having effective partnerships, and using
strategies to help maximize those partnerships
to meet mutual goals. In this course, leaders

ir current network and take
steps to close gaps. They identify personal and
organizational barriers that hamper efforts to
negotiate, collaborate, and communicate as they

DO YOU FACE ANY OF THESE ISSUES?
partnerand network

beyond formalstru c tu res and relationshippaths?

meanyou r

partnershipskills ac ross teams, d epartments, and /or

Is c ollaborationhind ered by the extensiveness ofa

D oyou rlead ers stru ggle toad d rec iproc alvalu e and
ad d ed pointofview tobu ild and su stain

N avigate c omplexity inroles and ac c omplishc ritic al
bu siness objec tives by u singstrategic networkingand

A d vanc e the organization's objec tives; bu ild effec tive

Evalu ate anind ivid u al's ac tive networks toc lose gaps

Id entify c ritic alc hec kpoints toplan, exec u te, monitor,

COURSE OVERVIEW

 Complexity in Your World: P artic ipants engage inanac tivity toanalyze their
c u rrentrole orbu siness, and the c omplexity thatsu rrou nd s it.

 Four Practices of Strategic Networkers: P artic ipants learnthe fou rprac tic es
thatstrategic networkers embrac e tonavigate the c omplexity intheirrole:
D etermine N etworkRequ irements, Expand Key C ontac ts, O ptimize You r
N etwork, and N u rtu re You rN etwork.

 A Deeper Dive into Networking: Throu ghou tthe session, partic ipants
engage inac tivities to: evalu ate theirexistingnetworks and how they relate to
theirexistingbu siness goals; d etermine how toexpand and strengthenthem by
prac tic ingtheirnetworkingskills, as wellas evalu atingthe valu e they bring; and
learnbestprac tic es formaintainingtheirnetworks overtime, and as theirroles
may c hange.

 Partnerships—Seeing the Big Picture: P artic ipants worktogetheronan
ac tivity thatd rives u nd erstand ingofwhy partnerships are important.

 Four Strategies of Effective Partners: P artic ipant
strategies thathelpbu ild and maintaineffec tive partnerships: Expand You r
M ind set, Q u estionA ssu mptions, B e Flexible, and Red efine B ou nd aries.

 A Deeper Dive into Partnering: A s partic ipants explore the P artnership
S trategies, they d isc u ss stereotypes thatnegatively imped e relationships;
explore personallimiters whenworkingwithothers; explore tools to
strategic ally c reate and evalu ate effec tive partnerships; and review ways to
measu re the effec tiveness oftheirpartneringskills. Th
learned by c reatinga planfora potentialpartnershipopportu nity intheirc u rrent
role.

 Summary and Call to Action: P artic ipants reflec tontheirlearningand key
insights— from boththe networkingand partnerships portions ofthe se
and c onsid erwhatthey willstop, start, and c ontinu e d oing

COURSE DETAILS

 Target audience: M id -level, operationaland senior

 State-fundable: Yes ( some positions may be ineligible forstate fu nd ing)

 Course length: 4 hou rs

 Facilitator Certification: S enior-levelc ertified fac ilitatorrequ ired

 Prerequisites: N one

 Optimal Group Size: 8 to1 6 . 2 0 maximu m.

 Course Prep: Yes. 4 0 - 5 0 minu tes toc omplete a self
networking, beginc ompletinga N etworkS trategy Tool, and d etermine a
partnershipopportu nity tod evelopd u ringthe session.

 Notes: S u itable forallenvironments.

RELATED COURES

 D rivingInnovation

 Influ enc ingforO rganizationalImpac t

 M asteringD ec isionD ynamic s

 M asteringEmotionalIntelligenc e

 O peratingwitha GlobalP erspec tive

 S trengtheningP artnerships

 TranslatingS trategy intoResu lts
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Yes ( some positions may be ineligible forstate fu nd ing)
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