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As one of our blue chip clients says  

"there's traditional training and there's Results Through Training!"  

 

Welcome to the RTT course directory for 2011. 

At RTT we appreciate that you have lots of choice and below are some reasons for 

you selecting to work with us in 2011. 

  

VWe have great references,  but doesnôt everyone!    

 

VWe are realists, we do not use lots of theory, we believe in providing pragmatic, 

easy to apply  solutions  

 

VWe have a distinctive high energy interactive style which draws on delegates 

own knowledge and experience. Is our training style ideal for everyone - NO  - it 

only suits about 99%! 

 

V100% money back guarantee : You are safe whatever happens - if you are not 

happy with the training we deliver, you just rip the invoice up as simple as that! 

 

VTailored courses : To squeeze the maximum benefit for you from our training, any 

of our courses can be expanded, amended or combined to perfectly fit your needs. 

Including linking to your e-learning and consolidation pathways you have in place 

  

VOutstanding customer service : We pride ourselves on our customer service 

which means we are responsive and deliver on time, every time. As one of our  

clients recently said òif only all our suppliers were as reliable as RTTò 
 

 

Finally if you are an existing client thank you for your business to date. If you are a 

prospective new customer we hope to be thanking you for your business in our 2012 

course directory!  

 

Dale Walsh & Jane Tredgett      

(Directors & Co-founders RTT) 
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Example delegate feedback on 

previous courses 

Method  
 

3 day lively, 
participative course   

Objectives  
 

V To give delegates a 
greater understanding of 
assertive behaviour & the 
importance of communicating 
assertively  

 
VTo define the 
consequences of using 
assertive, passive or 
aggressive communication 

 
VTo help delegates identify 
their own Parent/ Adult / 
Child profiles and the 
strengths/ weaknesses of 
their style  

 
VTo provide assertive 
techniques and approaches 
to improve their 
communication 

 
VTo explain influencing & 
motivational techniques that 
can help better achieve 
results  

Example Agenda   
      

Introduction and welcome  
 

What makes you listen to some -one  
 

�-�R�K�D�U�L�·�V���Z�L�Q�G�R�Z 
 

 8 principles of influence & persuasion -  what 
are they and how can they be used ethically  

 

7 theories of motivation and how to use them  
 

The language of motivation & how to adapt your 
approach to appeal to a group or specific 

individual  
 

The difference between aggressive, assertive 
& passive communication 

 

How we communicate -  the importance of body 
language/ voice tone & words  

 

Consequences of non assertive behaviour  
 

Transactional analysis -  why we communicate 
the way we do  

  
Assertive behaviour techniques and how to 

apply them    
 

Applying the principles to situations relevant to 
the delegates including presenting, selling, 
avoiding or managing conflict, networking, 

delegating, managing and many more 
        

Action plans , summary & close  
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�³ An inspiring, invigorating & 
thought provoking course 
that has made me reflect on 
�P�D�Q�\���L�V�V�X�H�V���´�� 
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of different types of people so 

you can deal with them 
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& insightful. Most useful I 
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