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About Peoplecraft

Peoplecraft is a high-impact soft skills / behavioural / leadership learning partner

OUR MISSION: MAD (Make A Difference)
To

Our Clients Our Participants Our Facilitators

Equip participant with the Match the right client
Identify Specific Need and right ASK (Attitude, Skill opportunity with the right
Offer Customized Solution & Knowledge) to meet facilitator and ensure a
Organizational Goals win-win partnership
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About Peoplecraft

QUICK FACTS:
Founded in 2005

15+ Years Experience
300+ Clients

40+ Offerings

4000+ Programs

www.peoplecraft.com
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Spirit To Serve

Our Offerings  wemsicutome

Focus / Delight

Stakeholder
Management

CUSTOMER

ORGANIZATION

RELATIONSHIP

SELF ()

www.peoplecraft.com
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Our Offerings

¢ Leadership Coaching
¢ Change Management
e Strategic Thinking, etc

SENIOR
MANAGEMENT

e Problem Solving Skills
e Advanced Presentation Skills
¢ Stakeholder Management, etc

MIDDLE
MANAGEMENT

¢ People Management

TEAM LEADERS e Interpersonal Skills
e Team Building, etc

e Motivation

INDIVIDUAL CONTRIBUTORS e Time Management
e Communication Skills, etc

www.peoplecraft.com
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Flagship Programs

PEP-UP

Self — Motivation
Time Management

Interpersonal
Skills

Leadership
Journey Synergy

Role Modelling Team Bonding

Emotional Intelligence Conflict Management

People Management Trust Building

Personal
Well-Being Program Typical Duration

Emotional Wellness 1-2 days

Stress Management Synergy 1-2 days

Work Life
Balance Leadership Journey 2-6 days

Personal Well-Being 1-2 days

www.peoplecraft.com
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Action-
Centered

ACE Methodology

Customized
Objectives

The entire learning program
is tailored to our client’s
specific business objectives

and operation needs

Experiential
Learning

People learn best when it is
problem-centered and action-

oriented. This is the basis of

experiential learning. As such

our activities ensure full
participation and lessons are

drawn from the experience
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Meet Our Team

Business Communication

Corporate Etiquette

Presentation Skills

Hema Manu Anand

Certified Coach
Diversity & Inclusion

Women in Leadership

Sales & Service

Customer Focus \

Team Building }

Preetha Raéghav

Facilitators

Avd

Leadership Facilitator / Coach

Personal Well-Being
(Motivation / Work Life Balance)

\ Culture of Excellence

Bhanu Cousik

VAN

Siva Bhanu

Leadership Facilitator / Coach

Management Skills (Problem
Solving / Strategic Thinking)

Advanced Presentation /
Influencing Skills

John Paul

Personal Effectiveness
(Motivation / Time Management)

Interpersonal Skills

Team Bonding




[Tpeoplecraft

Client Speak (Testimonials)

Please share this feedback to Anil.
| think he should know how much
he was appreciated. | have done
many external speakers at Indium
but none has received this kind of
overwhelming positive feedback
— Ram Sukumar (Co-Founder and
CEO - Indium Software)

4

Are Our Best Advertisement

www.peoplecraft.com
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Partial Client List
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Delivery Methodology

Power Talk /

Storytellin
Concept Input / y 9

White Boarding

In Person

- Question /
Training Video Based
Experiential Discussion

Learning
Activities

Role Plays /
Case Studies
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Sample Pictures (In Person Training)

www.peoplecraft.com
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Delivery Methodology

Power Talk /

Concept Input / Storytelling
Virtual White
Boarding

Online Chat / Video /

Training Question Based

Discussion

Virtual
Experiential
Learning
Activities

Case Study /
Live Polling




[T peoplecraft

¥ Amit Katba

& Athulyave

| BhargauiFools

nma

www.peoplecraft.com

¥ Minal K

-

. J
-
¥ Nithin.K, il 4 N

Anil( content)

Anil chawla Host

gV

Sample Pictures (Online Training)
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Client Engagement Model

AT THE END
‘ OF THE JOURNEY

Summary of

LearningJ ne
® IN BETWEEN rning Journey

WORKSHOPS Participant Report
on Observations

Reference Material

WORKSHOP
DELIVERY

PRE-TRAINING
® INTERVENTIONS

Behavior

TRAINING NEED Assessment
IDENTIFICATION (Self / Manager)

Customization
of Content

www.peoplecraft.com
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Sample Rollout Plan

The below Rollout Plan is for a 4 Day “Leadership Journey” training (includes Optional One To One Coaching)

Workshop Day 1 One To One Coaching Workshop Day 4

Workshop Day 2 Workshop Day 3 One To One Coaching

www.peoplecraft.com
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Workshop To Workplace

» Peoplecraft believes in Level 3 of Kirkpatrick Model to ensure transfer of learning from workshop to workplace

« Participants will draft an Action Plan for this at the end of each workshop
« Behavior Assessments will be administered before and after the journey to evaluate behavior improvement
Did the training
I Results influence performance?

Did the training
Impact
P \ change behaviour? )
Learning Did learning
transfer occur?
R qu the Iearn‘er.s
enjoy the training?

www.peoplecraft.com
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Sample Behavior Assessment

Displays Behavior Not At All Rarely Sometimes Often Very Often

Score 0 2 5 8 10

Focus Area Behavior Score

1 |Motivation * Demonstrates intrinsic motivation and strives to continuously improve f develop his leaming / skills

* Uses time effectively; Plans & prioritizes tasks through introspection to focus on high value activities

2 |Time Management * schedules blocks of commitments and sticks to the schedule / deadline by avoiding distractions

3 |Emotional Intelligence * Able to manage his / her emotions and respond calmly (instead of reacting) during challenging / crisis situations
I i

4 ssertiveness / * Communicates assertively to confidently express his / her point of view and influences others to create a win-win situation
Influenci ng Others

5 |Trust / Rapport Building * Builds and fosters solid relationships of trust and rapport with others
P

6 eople Management / * Supports, motivates and empowers their team members to drive performance

MatWatlnE Others

* Identifies the purpose of conflict and understands how to benefit from their differences

7 flict M
Conflict Management * Handles professional disagreements objectively without injuring dignity / sentiment

Working with Multiple

* Able to adapt and work smoothly with different personalities
Personalities

Developing Team Members

* Identifies opportunities that challenge and encourage the development of le and help them to unleash their potential
& Unleashing their Potential Ppo . g P peop P pot

10 |Inter-Team Collaboration * avoids silo mentality and effectively collaborates with peers [ stakeholders for better results

Aligning to Organization's

o= o * Focuses on the common goal / big picture and aligns to organizational vision, mission, values
Vision, Mission, Values

11

* Satisfies customers by meeting commitments / deadlines without any follow ups and reminders
* Goes above and beyond what is expected of him / her to create customer delight

12 |Customer Focus

www.peoplecraft.com
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Sample Action Plan

Discussion / . . . . . Time
. Main Learning Points Action Points
Activity Frame
. 3 | realize that | am an EAGLE / OWL personality and | - To start with, | will appreciate at least two people .
DOPE Bird Personality . . . Immediate
hence | need to work on my relationship skills. every day.
. - When | make emotional deposits into someone’s | - | will increase my trust deposits through empathetic
Emotional Bank Account . . . . . . . .
Empathetic Listenin bank account, their fondness, trust, and listening (L5 Listening) by having one to one sessions | Immediate
- ic Li i
P & confidence in me grows with my team members (once every 2 weeks)
- I will move from submissive to assertive behavior by
. - | realize that | do not express myself confidently being prepared with facts and data to negotiate for a .
Assertiveness . L . . L. . . . . Immediate
and display Submissive Behavior win-win situation during my weekly review meetings
with my managers & directors.
- | will understand my team member’s development
Situational Leadership - I need to develop my team through the 4 stages | level for a specific task and apply the right leadership
(Directing, Coaching, of situational leadership so that | can make them style to help them move to expert level Immediate
Supporting, Delegating) | run their own show - | will create a delegation plan and discuss it with my
team member and my supervisor
- I will receive feedback from my team members
. . and manager by asking the following 3 questions:
- | realize that | need to expand my open area into A .
. . . What should | keep doing? What should | start doing?
Lo blind spot and hidden area to have effective work ] .
JoHari Window What should I stop doing? Immediate

relationships and | need to try new ways of
thinking and actions to reduce my unknown area.

- I will regularly keep my team and team mates
informed about my top two priorities for the
upcoming week
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Summary / Reference Materials

SGP - A-Z Summary - Reference Materials - Day 1 To Day 10 - Hapag Chennai - Dec-
Jan-2018-19 - Peoplecraft

John Paul (PeopleCraft) [john@peoplecraft.com]

Sent: Mon 21-Jan-19 4:18 PM

To:  'Avinash.Baskaran@hlag.com’; Gamﬂnmarcopanaodhgoom kxﬂmmmMM,
‘Mageswari. Thanigachalam@hlag.com’; ‘Manikandan. Svagnmﬁmdiag com’; 'Priya. Anw'dad'mﬁiag com’;
‘Sabarinathan.Thangaraj@hlag.com’; 'Sal!ish Srinivasan @hlag.com’; 'Williams. Jdncﬂag com’;
*Yuvaraj.Kuppusamy @hlag.com'

Cc 'Ani Chawla'; "Venkatesan, Karthikeyan'; ‘Sathyamoorthy, Priyadharshini’; ‘Dalal, Anisha'

-] Message ﬁA-Z Summary - SGP - Hapag Chennai - Day 1 to Day 10 - Dec-Jan, 2018-19.pdf (410 KB)
X Mind Maps.pdf (693 KB)
E Assertiveness.pdf (488 KB)

Thank you for your valuable participation in the SGP Journey.

Please find the A-Z Summary of Concepts / Topics covered in “SGP” attached with this mail for your
perusal. Have also attached the reference materials on some of the key concepts / topics.

Mind Maps

Assertiveness

Emotional Bank Account

4As of Stress Management

Tip Sheet — Interpersonal Skills

The 3 Gunas (Tamas, Rajas, Sattva)

Stepping Outside Your Comfort Zone

Circle of Influence Vs Circle of Concern

Tip Sheet — People Management & Conflict Management

Team Building Process — Forming, Storming, Norming, Performing
Situational Leadership — Directing, Coaching, Supporting, Delegating

0O 00 0 O0OO0OOOODO OO

Kindly feel free to contact me anytime for any queries.

www.peoplecraft.com
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List of Training Programs (In Person / Online)
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Personal Effectiveness
Time Management
Business Communication
Campus 2 Corporate
Assertiveness

Working In Teams
Interpersonal Skills
Leadership Essentials
Culture of Excellence / Customer Focus
Creativity and Innovation
Team Bonding

Team Building

No. of
Days
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*Course Outlines can be provided on request
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List of Training Programs (In Person / Online)
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Training Programs

Work Life Balance & Stress Management
Presentation Skills

Problem Solving & Decision Making
Performance Appraisal and Feedback
Conflict Management

First Time Managers

Interviewing Skills

Influencing Skills

Leadership Journey / Coaching
Change Management

Delegation Skills

Emotional Intelligence

No. of
Days
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Middle
Manager
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Senior
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*Course Outlines can be provided on request
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Contact Detalils

For Enquiries, Please Contact:

\. Q John: +91 9791345614 | Anil Chawla: +91 9600016425

@ john@peoplecraft.com | anilchawla@peoplecraft.com

Linked m Anil Chawla: www.linkedin.com/in/anil-chawla-82ba179

Thank You

www.peoplecraft.com



