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TITLE: 
 
Getting Results with Breakthrough Communication Skills – 3 Day Foundational Course 
 
 
DESCRIPTION 
 
With the pace of work in today’s organizations, are you using your communication skills to 
get the results you want? 
Breakthrough communication obliterates barriers and puts us in touch with ourselves and in 
connection with others. This foundational course looks at the key communication skills we all 
possess and can strengthen for thriving at work and in our personal relationships. Based on 
research with Fortune 500 companies, participants are introduced to nine key communication skills 
that will drive new results in their organization regardless of where they sit. 
 
 
 
YOU’RE A NATURAL COMMUNICATOR! 
 
 
You’re committed to becoming a better communicator. Do you know that you have a perfect 
set of skills for communicating effectively already?  
 
 
You’re trying to build stronger working relationships. Do you use your listening skills to 
connect more meaningful with others? 
 
 
You’re frustrated because people do not listen to you. Do you have a hard time getting your 
ideas heard or understood? 
 
 
You’re tired of endless misunderstandings and conflicts.  Do you clash with others when you 
are faced with ideas and positions different from your own? 
 
 
You’re not recognized in your organization. Do you fail to get the feedback and recognition you 
deserve? 
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How You Will Benefit 
 
• Discover your natural communication skills and start putting them to work  
• Build stronger and quicker working relationships 
• Convey your thoughts, ideas, and feelings with clarity, confidence, and sincerity 
• Process verbal information with greater speed and accuracy 
• Reduce confusion, frustrations, and misunderstandings when communicating with others 
• Negotiate differences with poise and openness 
• Work more collaboratively with others to achieve better results 
• Increase your visibility and respect in the organization by strengthening your listening skills 
• Reduce reactive and negative exchanges with others 
• Maximize your awareness and sensitivity to others and your environment 
 
 
What You Will Cover 
 
Maximize the Communication Skills You Already Have 
 
• Develop awareness of the nine communication skills we all possess 
• Measure the degree to which you are currently using these skills 
• Practice techniques for strengthening these skills 
• Work with a large collection of self-development activities to keep your skills honed 
 
Strategies for Taking in Verbal Information 
 
• Break verbal communications into three channels of information (content, emotion, intention) 
• Increase powers of observation 
• Engage people communicating with you to increase your understanding 
 
 
Techniques for Interpreting the Information You Hear 
 
• Create a mental picture of what you hear  
• Relate what you hear with your experiences 
• Sort through the interpretations you generate from listening to others 
• Draw more reliable conclusions to guide your response to others and interactions  
 
Communicate with Clarity, Confidence, and Sincerity 
 
• Selecting the right words 
• Finding good experiences and examples to share with others 
• Hear what you will say before you say it 
• Use compelling language and examples to paint a vivid picture of what you want to 

communicate 
• Speak with your actions as well as your words 
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Developing Your Action Plan 
 
• Make a commitment to try at least two new strategies in the work place 
• Write a learning plan to continue developing your communication skills 
• Select a goals partner from the course to check-in with on a regular basis for peer support and 

feedback  
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TITLE 
 
Return on Experience (ROE): Leveraging Your ROE for Results – 2 Day Course 
 
 
DESECRIPTION 
 
Leave no experience unturned. This course will show you how to get a return on experiences 
(ROE).Our experiences are not just nice to have; nor is thinking about them a luxury. Our 
experiences motivate, drive, and guide all our behaviors and reactions. You will learn and practice 
research proven techniques for transforming your experiences, and the experiences of others into 
assets by making better decisions, avoiding past mistakes, and enter new situations with better 
knowledge and confidence. Participants work with concrete tools for developing the essential skills 
they need in order to get an ROE and achieve results. 
 
 
HOW YOU WILL BENEFIT 
 
• Discover how to tap into your wealth of experiences 
• Review your experiences with an open mind  
• Conduct a critical analysis of your experiences 
• Transform your experiences into nuggets of knowledge that will guide future actions 
• Avoid making the same mistakes 
• Leverage your instincts by increasing your awareness of how you form gut opinions 
• Make better decisions more quickly and with less information 
• Improve your working relationships by being more sensitive to eliciting the experiences of 

others and learning from them 
• Become more proactive versus reactive in your relationships with others 
• Implement easy to facilitate group practices for extracting lessons learned from projects  
 
 
WHAT YOU WILL COVER 
 
Get A Return on Your Experiences (ROE) 
• Examine why your experiences are so important to achieving better results 
• Discover the potential of tapping into your experiences 
 
Tap Into Your Experiences 
• Work with new techniques for quickly remembering your experiences 
• Replay these experiences in your mind to vividly relive them    
 
Review Your Experiences 
• Examine your experiences with an open mind 
• Look for the relationships between your past experiences and your current attitudes, values, 

biases, beliefs and assumptions 
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Extract Knowledge 
• Transform your experiences into nuggets of knowledge 
• Examine your experience for repeating patterns of behaviors 
• Decide how you can use the information you extract from your experiences to guide future 

actions 
• Communicate your opinions more effectively by sharing the experiences that have contributed 

to the development of your perspectives 
 
Use ROE Techniques to Increase Group Effectiveness 
• Use three simple questions at the end of any meeting to maximize the group’s effectiveness 
• Conduct After Action Reviews that focus on people’s experiences to identify key lessons 

learned 
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Building Business Acumen: 
 
Business acumen is the collection of knowledge, skills, and experiences that transforms us into 
indispensable strategic partners in our organization. Professionals are expected to communicate in the 
language of business. Decision-makers expect to see results from investments made in all parts of the 
business no matter where you sit. Everyone must be accountable and communicate to management in 
terms they understand.  

Through an interactive and practical approach we will provide people in your organization with the 
information, tools, and experiential activities to strengthen their business acumen and develop new skills so 
that they can become key contributors in their organization. Our approach focuses on three areas: 

1. Finance Skills 

2. Partnership Skills 

3. Communication Skills 

 

Objectives: 
Upon completion of this workshop participants will: 

 Acquire basic business financial skills 
 Develop budgets and forecasts for accountability  
 Integrate evaluation and ROI measures for management  
 Obtain internal buy-in and build internal support  
 Manage outsourcing contracts to maximize your input as a strategic driver and minimize HR’s role in 

less critical tactical tasks 
 Build partnerships inside your functional area and with customers 
 Communicate an effective business message  

 

Features: 
This workshop will: 

 Work through the basic business financial terminology and required calculations 
 Link the results of HR initiatives directly to business strategy  
 Demonstrate when to deliver ROI results and how to develop business impact outcomes  
 Explore how to create partnerships inside the organization  
 Reveal how to manage outsourcing contracts to maximize your role as a strategic driver and 

minimize it’s tactical involvement  
 Give participants the information, tools, and skills to advocate your role as a key asset to the 

organization 
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Workshop Outline (4 day course with all modules): 
1. Building A Foundation of  Business Skills   

a. Understanding why we need business skills  
b. Reviewing the vocabulary used daily in business  
c. Explaining the different types of financial statements and concepts  
d. Conducting an analysis of your financial results 
e. Communicating with peers and senior managers  

2. Understanding Budgets and Forecasts 
a. Differentiating between a budget and a forecast 
b. Interpreting variances on business results 
c. Stepping up to financial forecast 
d. Developing a break-even analysis 
e. Pricing for internal profitability 

3. Evaluation & ROI - What it Means to Management  
a. Defining the primary evaluation and ROI techniques 
b. Summarizing what is expected by management  
c. Illustrating results not demonstrated through ROI  

4. Developing Internal Support and Buy-in  
a. Identifying key stakeholders and their concerns 
b. Working a real-life role play to an Internal Buying Team 
c. Talking to internal buyers and senior managers 

 

5.  Outsourcing and Vendor Management 
a. Surveying outsourcing strategies and their impact on your functional area  

b. Writing a request for proposal (RFP)  

c. Selecting vendors for projects 

d. Managing vendors 

e. Acting as a strategic driver with outsourcing contracts 
 

6.  Building Lasting Partnerships with Customers  
a. Examining the top five critical success factors of successful partnerships 
b. Exploring eight strategies for building strong partnerships 

 

7.  Developing an Effective Business Case   
a. Articulating objectives for your project 
b. Identifying drivers, needs and impact of the project 
c. Demonstrating the value of a project to the business and analyzing potential risks 

 

8. Capstone Business Acumen Simulation 
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LEARNING ARCHITECTURE DESCRIPTION 
• Integrated Case Studies  Gather real life examples from WAMU that impact participants’ 

daily responsibilities. Wherever possible customized case 
studies are developed from WAMU and industry specific 
materials.  
 

• Real-World Workshops Our sessions reflect real-world work environments. Through 
experiential team based activities and flexible learning groups 
we will be able to deliver true learning results with simulated 
work environments that reinforce the competencies being 
taught. 
 

• Individual exercises Reflective activities done alone by an individual. 
 

• Interactive lectures Lecture material is covered in an engaging way that includes 
opportunities for people to participate and contribute. 
 

• Discussion groups Many of the workshops and individual exercises include small 
group discussion. 
 

• Performance based evaluation  Participants will be required to successfully complete a capstone 
simulation. Capstone Simulation – MAKINGSTORIES.net 
courses end with a performance-based evaluation project. 
Participants work in teams to solve a problem in a way that 
demonstrates command and assimilation of course materials 
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BUSINESS ACUMEN CUSTOMIZATION WORKSHEET 
 

MODULE YES NOTES 

1. Building Learning & Performance 
Business Skills 

 

a. Understanding why T&D needs 
business skills  

 

b. Reviewing the vocabulary used daily in 
business  

 

c. Explaining the different types of 
financial statements and concepts  

 

d. Using the language of finance to 
communicate with peers and senior 
managers  

 

  

  

2. Understanding Budgets and 
Forecasts 

  

a. Differentiating between a budget and a 
forecast 

 

b. Interpreting variances on business 
results 

 

c. Stepping up to financial forecast  
d. Developing a break-even analysis  
e. Pricing for internal profitability  

  

  

3. Evaluation & ROI - What it Means to 
Management  

  

a. Defining the primary evaluation and 
ROI techniques 

 

5. Summarizing what is expected by 
management  

 

6. Illustrating results not demonstrated 
through ROI  

 

  

  

4. Developing Internal Support and Buy-
in  
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a. Identifying key stakeholders and their 
concerns 

 

b. Working a real-life role play to an 
Internal Buying Team 

 

c. Talking to internal buyers and senior 
managers 

 

  

  

5. Outsourcing and Vendor 
Management 

  

a. Surveying outsourcing strategies and 
their impact on your area 

  

b. Writing a request for proposal (RFP)   
c. Selecting vendors for your project   
d. Managing vendors   

e. Acting as a strategic driver with 
outsourcing contracts 

  

   
   

6. Building Lasting Partnerships with 
Customers  

  

a. Examining the top five critical success 
factors of successful partnerships 

 

b. Exploring eight strategies for building 
strong partnerships 

  

   

   

7. Developing an Effective Business 
Case   

  

a. Articulating objectives for your project   
b. Identifying drivers, needs and impact of 

the project 
  

c. Demonstrating the value of the project 
to business and analyzing potential 
risks 

  

   

   

8. Customized Business Acumen 
Simulation 
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SOME QUESTIONS TO REFLECT ON… 
 
 
What are some of the major initiatives folks are going to be touched by over the next year? 
 
 
 
 
 
 
 
What artifacts at this point exist for any of these strategic initiatives? (e.g. budgets, pro forms, 
communications to employees, PowerPoint presentations, project plans, strategic plans, history 
around the drivers for the initiative, impact analysis, stakeholder analysis, results of internal focus 
groups, etc…)  
 
 
 
 
What project management methodologies or life cycles do you follow? Are there any standards? 
 
 
 
 
What purchasing processes do you follow? What are the forms/templates used for these? How 
have any of these impacted your projects in the past? 
 
 
 
 
 
What initiatives would people love to see put in motion? Why haven’t these initiatives gotten any 
traction? 
 
 
 
 
 
What are the top three greatest challenges your functional area faces this year and next? 
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Describe a few recent examples/instances/experiences/stories where stronger business acumen 
would have helped you? 
 
 
 
 
 
With stronger business acumen how will the role and interactions of folks within your functional 
area be different? 
 
 
 
 
 
 
Are there any other goals or objectives you would like to see achieved during or as a result of this 
workshop? 
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What People Are Saying About the Book This Course Is Based On… 
 

“Relevance is in the eye of the beholder. And for training professionals who want to earn a seat at the strategic 
planning table, nothing can help build corporate relevance better than applying the skills outlined in this book 
which will show you how to turn training into business results." Marty Fisher, vice president, Stores HR and 
Training, Abercrombie and Fitch  
  

“This book admirably fills a serious gap in the professional practice of learning and performance -- lack of 
business savvy.  It is clearly written, case-based, concrete and comprehensive.  I especially appreciated the 
financial and return-on-investment content. I was also delighted that it contains material on Human 
Performance Technology.  I will recommend this volume to my students, colleagues and corporate clients.” 
Harold D. Stolovitch, emeritus professor, Université de Montréal, principal, HSA Learning & 
Performance Solutions LLC, and author Telling Ain't Training and Training Ain't Performance  

  
“This engaging book is absolutely essential for human resource professionals! It should be required reading for 
everyone in our field.” Jill Russell, principal and founding director, TPO HR  

 
“Some of the jewels of this book are it explains the language of finance; it provides practical advice on how to 
communicate the case for investing in development initiatives, and it is full of guidance on how to collaborate 
with the business to determine the payback of investing in development solutions.  The case studies used 
throughout the book brings ideas to life in an exciting way.  This is one of those books every HR, HRD, and 
training professional should have.” Judith A. Hale, author,Outsourcing Training and Development: Factors 
for Success  

  
“If today’s aspiring Learning professionals don’t read this book, they will miss an opportunity to gain that 
ultimate competitive advantage that will revitalize their career into becoming a true business player. The primer 
on financial tools, business partnering and dynamic communication strategies described in this book are 
excellent. The book has integrated a number of innovative learning concepts, tools and methodologies that 
weave a comprehensive business learning roadmap for Learning professionals to attain greater business 
acumen and be on top of their game.” Francesca Bleck, director, human resources, Technical Learning & 
Development, Lafarge North America and Latin America, Corporate Technical Services  

   
“Changes in our industry have revealed the critical need for knowledge and skills in business acumen---the area 
Business Acumen for Trainers specifically and uniquely addresses. This is a must read book for anyone in a 
training position today or in the future.” Wes Parker, national curriculum manager, Management & 
Employee Development, Verizon Wireless   
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ABOUT MAKINGSTORIES.net/Project Lead & Facilitator 
 
Terrence L. Gargiulo 
Terrence Gargiulo has been helping people working in HR, acquire the skills they need to be a significant 
contributor to the business for over 15 years. Highlights of some of his past and present clients include, GM, 
DTE Energy, Federal Reserve Bank, Countrywide Financial, Microstrategy, Dreyers Ice Cream, UNUM, 
Bank of America, US Coast Guard, Boston University, Raytheon. City of Lowell, Arthur D. Little, KANA 
Communications, Merck-Medco, Coca-Cola, and Cambridge Savings Bank. 

Terrence is an 8x author, international speaker, organizational development consultant and group process 
facilitator specializing in the use of stories. He holds a Master of Management in Human Services from the 
Florence Heller School, at Brandeis University, and is a recipient of Inc. Magazine's Marketing Master 
Award. The 2008 Asia Pacific HRM Congress is awarding Terrence with an HR Leadership Award for his 
research and contributions to the field.   

Terrence's books include, Making Stories: A Practical Guide for Organizational Leaders and Human 
Resource Specialists (translated into Chinese), The Strategic Use of Stories in Organizational 
Communication and Learning, On Cloud Nine: Weathering Many Generations in the Workplace (translated 
into Korean, Spanish, and Japanese), Stories at Work: Using Stories to Improve Communications and 
Relationships, Building Business Acumen for Trainers: Skills to Empower the Learning Function, Once 
Upon A Time: Using Story-Based Activities to Develop Breakthrough Communication Skills, Trainers’ 
Portable Mentor (Spring 2008), Into the Land of Difficult People: 24 Timeless Tales Reveal How to Tame 
Beasts at Work (Spring 2008). 

 
 



TERRENCE GARGIULO, MMHS 
President, MAKINGSTORIES.net 
121 Las Brisas Drive 
Monterey, CA  93940 
Cell: 415-948-8087 
Office: 781-894-4381 
Email: Terrence@MAKINGSTORIES.net 
Websites: http://www.MAKINGSTORIES.net, 
http://www.OnCloudNine.org 
 

 
 
FEEDBACK FROM RECENT PARTICIPANTS 
 
“The best instructor in a work environment I have encountered, Bravo! Terrence” 
 
“The instructor was engaging and encouraged participation.” 
 
“I would take a course from this instructor anytime because I would trust his ability to challenge 
me” 
 
“Great person – understands audience and works with us, gave us extreme comfort level which 
made the course open and very interactive.” 
 
“Terrence was very effective in facilitating the course. He is very in sync with the class 
participants. He was able to bring out communicating techniques from with inside myself. He has 
given me confidence.” 
 
“He is very articulate and knowledgeable and especially on the spot, he is very effective and 
provides useful information that is practical.” 
 
 
 
List of Workshops: 
 
Below is a list of workshops I have delivered. These are proprietary workshops that can be delivered, 
licensed for internal use, and customized. All workshops include follow-up with participants. 
 
 
Building Business Acumen Developing Breakthrough 

Communication Skills 
Story-Based Facilitation 

Stories at Work: Using Stories to 
Improve Communications and 
Build Relationships 

Consultative Listening On Cloud Nine: Weathering 
Generational Issues in the 
Workplace 

Influence Skills Leadership Through Stories: 
Building a Communications 
Toolbox 

Professional Excellence 

Time Management Team Building Active Listening Skills 
Consultative Selling  Conflict Resolution Virtual and Remote Teams 
Performance Management Story-Based Coaching Skills Instructional Design with Stories 
 



 
Facilitation: 
 
• Strategic Planning 
• Off Site Leadership Retreats  
• Project Kick-Offs 
• Focus Groups 
• After Action Reviews 
• Conflict Resolutions 
• Creativity and Idea generation 
 
 
Organizational Development: 
 
• Change management 
• Design of large scale communication strategies  
• Creation of group processes  
• Cultural audits  
• Development and administration of 360 Degree Feedback Surveys 
• Implementation of story-based knowledge management initiatives 
• Competency Modeling  
• Creation of learning and internal certification initiatives to support business objectives 
• Story ScrapBooking™ 
 
 
Leadership Development & Executive Coaching: 
 
Assess the unique collection of leadership qualities required to execute and achieve an 
organization’s short term and long term objectives. All leadership development begins with 
MAKINGSTORIES.net’s Story-based Communication Competency Assessment (a proprietary 
psychometric instrument based on research with Fortune 500 companies – that can be 
administered as a 360 degree feedback tool or implemented as a coaching tool). 
 
 
Instructional Design: 
 
All instructional design is approached with a performance improvement focus. Any instructional 
design includes a measurement and evaluation plan. Designs run the gamut from traditional 
instructor led programs, blended learning solutions, job aids, simulations, case studies, workshop 
activities, and incorporation of story-based tools or activities into existing courses. 
 
 
Keynoting: 
 
Engage me as a speaker at corporate events. Topics and talks are customized for the occasion. 
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