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BlackRain Partners Training & Development Workshops 
 
At BlackRain Partners we offer training to improve skills integral to corporate success.  We also provide 
developmental opportunities to improve relationships, the key to personal and professional growth. Each 
session is tailored to meet your organizational needs through our interactive, high-energy workshops 
facilitated by experts in the field.  Listed below are sample workshops followed by summary descriptions 
and learning outcomes, grouped into three categories: 
 

1. Leadership  
2. Human Resources  
3. Sales (Relational Based) 

 

 
Category 1: Leadership  
Whether participants are employees, aspiring or seasoned leaders (or both), these workshops will offer 
information and best practices to build trust, strengthen internal and external relationships, foster 
engagement, improve performance and ultimately, increase the bottom line. 
 
Leadership 101  
Understanding How Leaders Motivate and Inspire  
Summary: Have you ever wondered what makes a great leader so effective? Why do people willingly and 
enthusiastically follow him or her? We openly discuss leadership versus management and the concept 
that people are led, not managed. This session delves deep into leading through influence and how our 
brain reacts to joy and respect as well as fear and coercion. You will: 

• Learn practical skills that build internal relationships 

• Understand various approaches to help motivate and inspire your team to follow your leadership  

• Explore successful leadership styles and practices 
 
Building an Effective Team 101 
How to Build and Motivate a Respectful, Accountable Team 
Summary: In this session, we will provide you with both the tactical and theoretical application of the 
KISS Method (Keep it Simple Silly) as well as an overview of leadership versus management. The concept 
of respect as an integral part of communication and holding others accountable will be a major focus. 
You will: 

• Review and discuss the four stages (and dysfunctions) of teams 

• Understand the role of trust as the foundation of thriving teams 

• Learn purposeful approaches to building relationships, whether a new or seasoned leader  
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Accountability 101 
Creating an Accountability Culture 
Summary: In this session, you will learn that accountability starts with you, the leader. Motivating your 
team through trust enables and enhances collaboration, therefore improves performance. This session 
will delve deeper into creating a culture of accountability.  You will: 

• Discover how to establish clear expectations 

• Apply methods to reinforce desired behavior and impart consequences for undesired behavior 

• Examine approaches involved in effective communication that supports accountability 
 

Performance Management 101 
Goal-Setting, Coaching and Providing Effective Feedback to Improve Performance 
Summary: Annual performance reviews are a thing of the past. Regular, ongoing two-way conversations 
must occur regularly in our fast-paced work environment to prepare others for success. After all, how 
can your employees effectively meet expectations if they are not aware of them?  In this session, we will 
train supervisors and managers the skills involved in managing employee performance year-round. You 
will: 

• Learn the components of goal-setting and effectively communicating expectations  

• Understand how to effectively provide regular, timely feedback to ensure consistent 
performance 

• Discuss tenets of successful coaching and its role in supporting the success of others 
 

Effective Meetings 101 
How to Conduct Effective and Efficient Meetings  
Summary: In this session, you will explore how well-planned meetings are most effective and efficient.  
Understanding and implementing each related element of successful meetings will change participant 
attitudes from dread and apprehension to welcomed anticipation.  We will also address the art of 
managing difficult and vocal attendees.   You will: 

• Discuss the purpose and value of meetings 

• Understand and analyze the four key components of effective meetings 

• Evaluate current practices and develop an action plan to make more efficient use of your time 
 

Personality Styles 101 
Drive Sales and Productivity by Understanding Personalities    
Summary: Motivating others first requires self-awareness. In this session, you will learn how leadership 
revolves around relationships that require an understanding of common communication mishaps that 
often exist between different personality styles. You will: 

• Analyze the DISC model of personality styles 

• Identify the four personality styles and associated traits of self and others 

• Analyze effective communication options when interacting with employees and customers 
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Generations in the Economy 101 
Identify, Understand, and Communicate with all 5 Generations to Drive Sales and Productivity 
Summary: For the first time in history, there are FIVE Generations in the economy: Silent Generation, 
Baby Boomers, Gen X, Millennials/Gen Y and Gen Z.  This session focuses on the diversity between 
generations and how to best accommodate varying communication styles and work-related values, 
supporting the integration of all the generations of employees and customers.  You will: 

• Develop an understanding of generational characteristics and related implications 

• Discover the “social dynamics” of workplace diversity 

• Learn specific strategies for bridging the communication gap that often exists between 
generations of colleagues and customers  

 

Ownership Mindset 101 
Creating an Ownership Mindset Requires Understanding Motivation 
Summary: In this session, we will discuss the concept of Ownership Mindset along with the 
components involved.  You will also explore how to apply this to your own role as well as your team, 
regardless of position.  You will: 

• Learn how to engage others to become emotionally and mentally invested in business 
outcomes 

• Review and analyze two case studies to reveal the concepts of entitlement vs. empowerment 

• Explore the concept of thinking like a business owner and developing others to do the same 
 

Deliberate Decision-Making 101 
Developing Critical Thinking for Problem-Solving 
Summary: In this session, you will learn about the art of critical thinking as part of making solid business 
decisions and solving problems more efficiently and effectively. You will practice the process of forming 
sound, well-informed beliefs, and judgments based on valid evidence, logical reasoning, active 
awareness and scrutiny of one’s assumptions, biases, and thought process. You will also learn about the 
attributes and skills of critical thinking. You will: 

• Learn the components that comprise making decisions and their function 

• Examine factors that support and inhibit the decision-making process 

• Explore the WISE model as an approach to critical thinking  
 

Strategic Planning 101 
Plan Your Work and Work Your Plan 
Summary: This course focuses on evaluation and renavigation. By applying benchmarks and timelines 
for goal achievement (including accountability), you will know how to measure your results to ensure 
success. Self-discipline plays a huge role in the success or failure of your strategic plan. You will: 

• Examine goal-setting strategies and prioritization 

• Learn how to track progress 

• Understand the factors involved in measuring program success 
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Active Listening 101  
Effective Communication and Active Listening 
Summary: Often, people hear words but do not listen to the intended message due to emotions, stress 
or quite simply – lack of time. Effective communication is an intentional, learned skill. In this session, we 
discuss tips for self-motivation, simple communication protocols and provide a high-level overview of 
people differences (generations, personality styles, cultures) and what motivates people to listen to your 
intended message. You will: 

• Understand how active listening demonstrates respect and builds mutual credibility  

• Discover communication protocols that will help ensure your message is received 

• Learn how active listening is an integral part of problem-solving and collaborative work 
 

Change Management 101 
The Only Constant is Change 
Summary: People react differently to change. Predicting how others will react is not an exact science; 
however, being prepared for the best and worst reactions will help reduce the fear that comes with the 
concept of change. Your ability to predict and appropriately prepare for your team’s reactions will drive 
their desire to either evade or embrace the change. You will: 

• Understand how your response to change directly correlates to your team’s response  

• Review how to better manage expectations and communication during periods of change 

• Explore the communication methods necessary to support a smooth transition 
 

Conflict Resolution 101 
Positive Outcomes from Difficult Conversations 
Summary: In this session, we provide a conceptual overview of critical thinking, “difficult” versus 
differences and effective communication. The heart of this course understands the factors behind 
difficult conversations, the focus on facts and consideration of emotions. We will role-play several 
scenarios related to performance management and challenging behaviors. We will also discuss how to 
leverage knowledge of brain function to your advantage. You will: 

• Identify different types of conflict that exists between individuals and among teams 

• Learn strategically; situational approaches used to successfully manage various levels of conflict 

• Apply interactive techniques to manage conflict and model its resolution 
 

Conflict Resolution 102 
Dealing with Difficult Customers, Employees or Colleagues 
Summary: In this workshop, we build upon Conflict Resolution 101 and discuss the role of personality 
styles, generational differences, and different learning styles. We will discuss different challenging 
behavior types and the tools necessary to improve behavior, morale, staff retention, productivity, and 
teamwork. You will: 

• Review the role and types of conflict that exist in the the workplace and its impact 

• Identify the most challenging types of conflict encountered with internal and external customers 

• Utilize emotional intelligence and active listening to resolve conflict and maintain relationships 
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Customer Service 101 
Going Beyond the Basics 
Summary: If we do not take care of our customers someone else will! As with the operational processes 
and procedures of an organization, it is imperative to have an unwavering corporate culture that is driven 
by customer service, going beyond the “Golden Rule.” This philosophy should focus on delivering an 
engaging experience with each customer consistently, keeping the promise of the brand. You will: 

• Examine the differences between average and exceptional customer service 

• Explore engaging communication approaches for use with both internal and external customers 

• Identify and address customer service challenges 

Emotional Intelligence & Common Sense 101 
Common Sense Is Uncommon, and Emotional Intelligence is Not Innate 
Summary: While I.Q. measures innate ability to learn, Emotional Intelligence is skills-based and MUST be 
learned and practiced.  It is not the smartest people who are the most successful or most fulfilled in life; 
self-awareness is key to getting others to do what you need them to do. You will: 

• Understand the differences between Intelligence and Emotional Intelligence 

• Learn and identify the four components of Emotional Intelligence (E.I. or E.Q.) and its importance 

• Analyze feelings and behaviors and how they impact others, relationships, and morale 
 
Vision, Mission, Values 101 

3 Must-Haves to Attract Talent and Customers  
Summary: A clearly established vision is the purpose of the organization. A purpose-driven culture 
energizes and engages employees, promotes creativity and innovation, and helps businesses achieve a 

sustainable competitive advantage. It allows you to focus on what really matters.  Customers and 
employees of all ages must know these; Millennials demand it! You will: 

• Differentiate among the Vision, Mission, and Values 

• Learn how to create buy-in from others in aligning their “why” with that of the organization 

• Examine best practices that can improve your communication, engagement, and productivity 
 
Time Management 101 
Priority Management and the WHY 
Summary: In this session, we will examine why is it necessary to manage time and the impact of poor 
time management. Most importantly, we will discuss the concept of priority management and that a 
strong enough “why” will motivate us to find out “how.” You will: 

• Learn the various components of time management 

• Explore various time management tools and their application 

• Prioritize tasks as part of the plan to work more efficiently and effectively 
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Appreciation 101  
5 Languages of Appreciation 
Summary:  In this session, we will examine various ways to communicate appreciation and 
encouragement to others in ways that have the most meaning to each individual, one’s own preferred 
“language of appreciation.”  You will: 

• Build more positive, effective relationships with your team 

• Increase trust and your understanding of others’ motivation 

• Create a more enjoyable work environment for supervisors and staff 
 

Stress Management 101 
Top 10 Things You Can Do to Reduce Stress at Work 
Summary: Everyone experiences stress in the workplace; consistent, poorly managed stress can 
negatively impact your work performance as well as have an adverse effect on the body, relationships, 
productivity and ultimately, the bottom line. Application of various approaches, (“stressbusters”) can 
both keep stress at bay and increase the quality of life both at work and home.  You will: 

• Identify various strategies to reduce stress 

• Raise awareness of available resources 

• Develop an action plan to proactively reduce stress in the workplace 
 

 
Category 2: Human Resources 
Hiring the best (and keeping them) is critical to organizational success.  These workshops will help you 
and your leadership team avoid common legal pitfalls in the human resources arena. 
 
Interviewing 101 
Diversity and Legal Focus for Supervisors 
Summary: With the enormous diversity among our employee base in today’s workforce, it is crucial to 
set your team up for success by hiring the right person for the job, regardless of personal characteristics. 
This session will prepare you to deal with the basics of diversity and afforded legal protections. You will: 

• Develop an understanding of employment law as it relates to interviewing and hiring practices 

• Increase your awareness of both legal and illegal interview questions 

• Explore questioning techniques to understand better if candidates meet your hiring needs 
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Inclusivity 101 
Inclusivity, Discrimination and Harassment Prevention 
Summary: In this session, your employees will learn about inclusivity and the effect it has on team 
morale. They will be able to recognize discrimination and harassment and differentiate between the two 
main kinds of sexual harassment. We will also review examples of harassment and unwelcome and 
unwanted behavior. Employees will learn how to report incidents and cooperate in investigations. The 
purpose of this prevention course is to help promote and maintain a comfortable, productive work 
environment. You will: 

• Understand how inclusionary practices positively impact morale and engagement 

• Differentiate between discrimination and the two forms of sexual harassment  

• Learn about reporting and investigative practices 
 
Inclusivity 102 
Inclusivity, Discrimination and Harassment Prevention 
Summary: Please see Inclusivity 101.  The target audience for this offering is supervisors.  
 

Terminations 101 
Legal Implications and Maintaining Dignity 
Summary: Regardless if the employee has chosen to leave or if the decision was made by management, 
your former employees can continue to be your brand ambassadors. Attendees will learn why providing 
respect and dignity during offboarding is important when ending employment relationships. 
Additionally, when an employee leaves with dignity and shown respect, he/she is less likely to be a legal 
liability to the organization. Fair and consistent treatment of team members is important while empathy 
is vital.  You will: 

• Understand how maintaining an atmosphere of dignity and respect during the termination 
process is an extension of your brand 

• Demonstrate behaviors that express understanding, empathy, and compassion  

• Reduce legal liability when terminating an employee 
 

 

Category 3: Sales Training (Relational Based) 
Tailored relationship-based sales training built on the foundation of the Rain Making philosophy. We 
adapt every session to meet your organizationational sales process, and teams need to improve overall 
performance by building on the foundational skill set.  Our instructor-led, high-energy workshops offer 
interactive facilitation by expert Rain Makers.    
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Prospecting 101 
Back to Basics – Hunting and Farming 
Summary: In this workshop, we will review the basics of prospecting techniques and approaches that 
deliver the highest results by identifying and defining the difference between “Hunting or being a 
Hunter” and “Farming or being a Farmer”. We will also review the basics of cold calling methods and 
approaches that deliver more appointments with qualified buyers. You will: 

• Understand the concept of being a Hunter or Farmer 

• Learn the basics of prospecting 

• Schedule more appointments with qualified buyers 
 

Networking 101 
The Formula of How to Effectively Network and Identify Qualified Leads In Person - Events 
Summary: Managing relationships with your current customers and the broader community is essential 
to driving revenue. Choosing the right event to attend is just as important as working a room effectively. 
We discuss the concept of relational deposits—the understanding that you must give before you take, 
banking time and building credibility.  You will: 

• Understand the importance of in-person networking 

• Plan and execute a successful networking strategy and implementation 

• Identify and develop relationships with qualified leads to close deals 
 
Networking 102 
The Formula of How to Effectively Network and Identify Qualified Leads Part II – Online (LinkedIn) 
Summary: Building on concepts learned in Networking 102, it is critical to successfully market yourself 
and your business, improving and maximizing your profile to make it more visible to peers and customers 
and thus, further driving revenue.  A virtual professional presence can potentially link you and your 
business to hundreds, if not thousands of connections.  You will: 

• Leverage LinkedIn to connect electronically to broaden your professional network 

• Review and demonstrate knowledge of site features 

• Explore how LinkedIn can contribute to growing your network and business 
 
Qualifying Prospects 102 
Conversational Discovery 
Summary: You will learn how to use “Conversational Discovery” methods to qualify each opportunity 
by understanding the prospects buying motives, personality, and communication style including their 
decision-making process. You will: 

• Learn how to quickly qualify an opportunity by posing the right questions and getting the 
answers you need  

• Understand how to determine whether the prospective organization or referral partner makes 
it to YOUR pipeline or funnel.  
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Objections and Invitations 102 
How to Turn “No” Into “Yes” 
We will discover the importance of extending an invitation to objections and concerns including HOW 
to turn them into a “Yes” with no fear. During this session, you will: 

• Practice the art of turning objections and concerns into a closing opportunity 

• Identify true concerns or objections to saying YES 

• Build rapport with your prospective customer by showing sincere interest in their concerns 
 
Closing Techniques & Approaches 102 
Discover Your “Go-To” Closing Approach 
We will build upon the foundation of the sales skills mastered and leverage your communication style 
that will drive the highest results that ultimately make the most Rain. You will: 

• Learn how to recognize which closing approach and technique is best in any situation  

• Understand which technique is your personal go-to closing approach 

• Create a foundational habit of “Always Be Closing” in every situation  
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