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Enterprise Training Programme – Workshop Schedule

	Month/s:
	September  / October 2009 – Tauranga


	Workshop Topic
	Content
	Presenter Profile
	Date
	Time

	Finance Workshop 

Financial Planning

General Sector  
	Are you filled with uncertainty on the future of your business? Don’t have any idea of how much money you will make in the future, if any? Want to improve your financial performance and position?

Gain practical knowledge of how to translate your plans, ideas, goals and strategies into financial reality using a range of tools.
Content includes a “toolbox” of tools, methods, models, tips and tricks to help plan for a better return and establish goals for your financial future.
	Terri Eggleton – BBS CA. Terri is a trained accountant. Her theoretical training combined with her practical experience in business has enabled her to prepare a portfolio of workshops offering practical, understandable and easily applied solutions
	Wednesday 2 September 2009
	9am -12pm 

	Finance Workshop

“Financial  Management for Tourism Businesses”

Tourism Sector
	For those businesses in the Tourism Industry, there are interesting and challenging times: a global recession; an influenza epidemic; fluctuating exchange rates and significant flight discounting…….. How will your business survive? What are you doing to ensure you will be successful? Come along to a series of two workshops dealing with issues facing the Tourism Industry and gain knowledge of strategies that will assist your survival:

· Tactics for enduring a recession
· Cashflow – Seasonal Trends
· Profit improvement strategies

· Pricing  issues during a recession

· Managing finances with information

· Completing  a financial health check on your business

· Complete planning toolkit
	Terri Eggleton – BBS CA. Terri is a trained accountant. Her theoretical training combined with her practical experience in business has enabled her to prepare a portfolio of workshops offering practical, understandable and easily applied solutions
	Part One

Tuesday 

8 September 2009
Part Two

Tuesday 

15 September 2009

	9am -12pm

Morning Tea Provided

9am -12pm

Morning Tea Provided

	Financial Workshop 

“Costing & Pricing 

General Sector ”
	Costing & Pricing This workshop looks at the issues that many business owners have: What should I charge for my product or service? Given the current economic difficulties, what effect does this have on the price I charge? Should I discount the price to get sales? What effect do cost increases have on my profit? We also examine the effect of a downturn in sales on the overall cost of your product/services and how to make more profit. The workshop will give you tools and strategies to help you cope with these issues in challenging times.
	Terri Eggleton – BBS CA. Terri is a trained accountant. Her theoretical training combined with her practical experience in business has enabled her to prepare a portfolio of workshops offering practical, understandable and easily applied solutions
	Tuesday 8 September 2009
	1-30pm -4.30pm

	Managing Resources

Workshop

“Guidelines for Directors of Small Business”

General Sector
	Small business owners plug away at their businesses and generally make a good job of managing their company. However, there is a hidden threat - the legal responsibilities of being a director. Many directors complete a form thrust in front of them by their spouse or accountant and so officially are named as directors. What are their responsibilities and liabilities? Some people act as if they are a director and yet are not officially named. Where do they stand? Who should attend: Any director of a company and any manager of a company who may take on director’s roles from time to time Benefits: Gain a basic knowledge of company law, Learn about the roles and responsibilities of being a director, Understand the liabilities and penalties (up to $50,000) for not doing the basics, Understand how to achieve better outcomes
	Nicola Green | Solicitor | Sharp Tudhope Lawyers.

Nicola is a commercial lawyer in the Business.Solutions team at Sharp Tudhope Lawyers, Tauranga.  Nicola’s main areas of practise are company law, insolvency law, property and commercial law.  Nicola has experience in a range of commercial transactions for business ranging from small business to publicly listed corporates.  Nicola also lectures in various law-related courses at the Bay of Plenty Polytechnic. 


	Thursday 
10 September 2009
	9am -12pm

Morning Tea Provided

	Marketing Strategies

Workshop

“Competitive Advantage through Customer Service”

Getting people to Rave about You!

General Sector
	Has there ever been more misused words than “Customer Service?” We all like to think that we provide excellent service but often the reality is quite different.  Ask yourself, how often do you receive good service? This workshop looks at the common causes of actions that lower customer service standards and drive customers away.  It has been said that organisations never perish because of competitors or other outsiders, they self-destruct because their own actions drive business away.

This workshop focuses on why customer service is so important, especially in this competitive climate, easy methods to improve your service and ways that employees can identify what is in it for them!
	Warwick McCormack The Ad Clinic

Warwick has extensive experience in working with the creative sector and with SME’s in general. In conjunction with various Enterprise Training providers, he now sees over 4,500 small & medium businesses per annum; specializing in marketing, sales, branding and innovative business approaches. He also tutors in tourism, software and high growth clusters around the country and his background is in running advertising agencies and consulting to some of NZ’s largest brands. 
	Wednesday

16 September 2009
	9am -12pm

Morning Tea Provided

	Business Systems Workshop

“Website – Database Marketing Strategies”
	Although the Internet is an excellent lead and sales generator, perhaps the biggest potential for most businesses is to use the medium to communicate interactively with database members in a way that is truly meaningful for them and resulting in significantly more repeat business. This 3 hour intensive workshop is designed to provide attendees with a deep understanding of key database marketing strategies with special emphasis on data capture and profiling, personalisation of content and mechanisms for encouraging ongoing dialogue.
	Hamish Clark – Hamish co-founded NZ’s first commercial Internet incubator and as Group Manager, Enterprise development, was seconded to lead a number of early stage ventures in the fields of brand management, electronic payments & e-learning. His current company iMC2, is a niche business development consultancy preparing carefully selected web services companies for entry into offshore markets – notably the United states, Mexico and Australia.
	Wednesday

16 September 2009
	9am -12pm

Morning Tea Provided

	Marketing Strategies Workshop

The War Room!

Learn how to 
out-think, 
out- manoeuvre and out-sell your competitors!

General Sector

	The War Room is a new style of workshop – one more fitting to the times we are currently in. It is for those businesses that have a desire to win new business even in a recession! This is a no-nonsense hard hitting 3-hour workshop dedicated to planning how to beat your competition. How to wrestle business away from them, and, how to combat their marketing efforts to take your customers.
In business there are very few “spare” customers.  Unless they are completely new to the market most have a current supplier – your competitor.  So if we want them, we have to go and get them! 

This is marketing using hard core tactics – faint hearted businesses should not attend.

In the War Room you will learn:

· how to decide who you want as a customer

· how to use tactics to dictate strategy

· how to shift the “mental battleground” to one of your choosing

· how to nullify your competitors strengths

· how to cherry-pick their most profitable customers

· how to become the thought leader of your industry

· how to sell to win
	Warwick McCormack The Ad Clinic

Warwick has extensive experience in working with the creative sector and with SME’s in general. In conjunction with various Enterprise Training providers, he now sees over 4,500 small & medium businesses per annum; specializing in marketing, sales, branding and innovative business approaches. He also tutors in tourism, software and high growth clusters around the country and his background is in running advertising agencies and consulting to some of NZ’s largest brands. 
	Tuesday

17 September 2009
	9am -12pm

Morning Tea Provided

	Business Systems Workshop

“Website - Adwords Optimisation”

General Sector

	This workshop provides a hands-on and in-depth look at how to use pay-per-click advertising to generate a constant stream of targeted traffic to your website. The session will focus on the use of Google AdWords, but is applicable to all forms of pay-per-click advertising. Attendees will come away with key understandings of pay-per-click advertising principles and a range of best practise optimisation techniques that can be easily implemented, and with quick effect. It is ideally suited to those who are already using pay-per-click advertising or who are contemplating using it in the near future.
	Hamish Clark – Hamish co-founded NZ’s first commercial Internet incubator and as Group Manager, Enterprise development, was seconded to lead a number of early stage ventures in the fields of brand management, electronic payments & e-learning. His current company iMC2, is a niche business development consultancy preparing carefully selected web services companies for entry into offshore markets – notably the United states, Mexico and Australia.
	Thursday

17 September 2009
	1.30pm to 4.30pm

Afternoon Tea Provided

	Lean Business 

Lean Thinking in the Service Industry 
	Lean Business  is about reducing waste, increasing productivity to send those important dollars to your bottom line!”  In this current challenging environment the need to focus on mitigating the impact on your business may never be greater! Business owners need now, more than ever, to review their situation, rethink strategies, manufacturing practices and evaluate potential for survival and future growth.

It is a critical time for staff to be on board looking for opportunities to improve processes & help consolidate your business!
Workshop One – Lean Thinking, Waste and 5S for success

Learning objectives:

1) Introduction to the history of Lean Thinking

2) Introduction to the Seven Wastes of Lean

3) Understand the 5S principles

Workshop Two – The Lean Team

Learning objectives:

1) Develop a team identity

2) Set team goals

3) Introduction to identifying and developing champions

Workshop Three – Measuring For Success

Learning objectives:

1) Understand the power of measurement

2) Introduction to Key Performance Indicators
Workshop Four – Creating Value Through the Elimination of Waste

Learning Objectives

1) Understand just what is customer value

2) Introduction to value stream mapping


	Glenn Manahi - A passionate educator at heart, Glenn has been involved in developing people since the early 1990’s. 

Having spent 8 years within education (at primary, intermediate and secondary levels), a career change beckoned, he left the classroom and entered the world of Fast Moving Consumer Goods. 

As Skills Training Manager with Unilever Australasia he developed the taste for process and performance improvement. He was heavily involved with TPM (Total Productive Manufacturing), as both the Pillar 4 TPM champion and a Certified TPM Instructor. 

Glenn developed and implemented Continuous Improvement training for managers, team leaders, and operators; was part of a lead team which developed the first New Zealand TPM Instructors Course sanctioned by JIPM (Japanese Institute of Plant Maintenance); and played a critical role in achievement of the TPM Level 1, JIPM Award.

Glenn then joined Heinz Wattie’s as New Zealand Training and Development Manager, leading the training and business development needs of the New Zealand Business. He implemented a Continuous Improvement Programme, Business Improvement Teams and Balanced Scorecard. The aim was a ‘keep it real’ approach to Continuous Improvement (encompassing Lean Manufacturing). 


	Workshops 1&2 

Thursday 1 October 2009

Workshops 3&4 

Thursday 15 October 2009 
	9am – 4pm 

Am, Pm tea & Lunch Provided

9am – 4pm 

Am, Pm tea & Lunch Provided



	Business Start up Workshops 

A series of 3 workshops covering all aspects of setting up a business.
	If you are considering starting a business, this workshop will provide answers to some of your questions.

Content includes; 

· Is self-employment for me?

· Market feasibility
· Business Planning
· Strengths Weaknesses Opportunities Threats Analysis
· Competitive advantages/opportunities 
· Common causes of business failures

· Income tax and GST implications

· Business structures

Financial planning tools
	Terri Eggleton – BBS CA. Terri is a trained accountant. Her theoretical training combined with her practical experience in business has enabled her to prepare a portfolio of workshops offering practical, understandable and easily applied solution
	Wednesday 7 October 2009 
Wednesday 14 October 2009

Wednesday 21 October 2009
	5.30pm – 8.30pm 
Light supper provided

	Marketing Strategies

Workshop

Media Training – DIY Publicity!
	Learn the skills of DIY publicity in just a few hours! Do you want to reach thousands of customers without costing you a cent.? Would you like to get a story about yourself in the media and see your profile grow.
In just 3 hours you can learn the techniques of DIY publicity that have worked for hundreds of clients all around the country. TV presenter and small business owner Louise Pagonis will teach you the five easy steps to getting a story about your business in the media and how to keep journalists coming back to you for further stories.
· Which media outlet would be most suitable.

· How to find a news angle in what’s happening in your business.

· How to provide a whole package to the media that not only includes a great angle but suggestions on who to interview, where to be photographed etc.

· The best way of approaching the media i.e. emails, press release or phone call.

· Once the media have already done a story about you, how to position yourself as someone they will come back to again.
	Louise Pagonis- Louise is a highly experienced television journalist and media trainer. In a career of over 20 years with TVNZ, Louise understands the critical role of the media in establishing and maintaining image – whether you are a professional with an important message to get across or an inventor with a new device that could earn millions of export dollars. She has a thorough understanding of the promotional needs of small business based on thirteen years as a co-owner of Atomic Coffee Roasters.

Her work as a media trainer coaches on how to deal confidently with the media in all situations and how to build a public profile using simple techniques that worked so effectively for Atomic Coffee Roasters
	Tuesday 13 October 2009 
	9am -12pm 

Morning  Tea Provided

	Managing Resources Workshop 


	HR Planning 
	Karl Perry - 
	Tuesday 20 October 2009
	9am -12pm 

Moring tea provided

	Finance Workshop 

Managing your Cashflow
	This workshop is designed to help small business owners with the eternal problem: lack of cashflow. Learn what are the causes of cashflow problems, how to avoid a crisis, reduce costs through better management of working capital and debtor collection procedures.

Come to an understanding of the difference between cashflow and profit, and why a business can suffer cashflow problems but still be profitable. Look at practical easy to apply systems to help you manage this issue and how to plan for your future cashflow needs. Be able to understand where the Bank is coming from and how to keep a good relationship with your Manager.

In the current recession, cashflow issues will cause many businesses to suffer. Don’t let this problem overcome you, take action!


	Terri Eggleton – BBS CA. Terri is a trained accountant. Her theoretical training combined with her practical experience in business has enabled her to prepare a portfolio of workshops offering practical, understandable and easily applied solution
	Thursday 22 October 2009
	9am -12pm 

Morning Tea Provided
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