
Insights to help move 
the performance needle

Assess Needs

Grow Revenue

Satisfy Customers 

Create Leaders

Manage People

Optimize Projects

Measure Results

Best Practices
White Paper

© LSA Global.  All rights reserved.  www.LSAGlobal.com  800.889.6452



 
 
 
 
 
 

Call Us To
Copyright ©2010
trademarks of LS

 

 

The 3
on our 
world c
organiz
human
to dete
beyond
into the
 
We found
identified 
top were: 
 

1. A
2. S
3. E

ac
 
We also k
Based up
measurab
 
Our 3-pha
 
 

ll-Free 800.889
0 LSA Global.  All Rig
SA Global or its Partn

Negot

3-phase a
primary 

class exe
zations’ t

n resource
ermine if t
d training
e DNA of 

 150 compan
many factors

Aligning the in
ecuring cross
nabling coac
ctions 

know from this
on the resear

ble benefits fo

ase negotiatio

    
9.6452 
hts Reserved.  All cop
ers.  

t iat ion
The

approach
research.
cution, o
raining in
es manag
they had 

g and was
the organ

nies that had d
s that contribu

itiative to ena
s-functional ex
hes who mea

s research tha
rch, the conte
or the team an

on training an

       
pyrights, trademarks, s

 Tra in
e  3-Pha

 to drivin
. We vent
rganizatio

nvestmen
gers, and 
been invo

s success
nization.”

done so and s
uted to adoptio

able the highe
xecutive spon

asure and are

at the quality 
ext and appro
nd the organiz

d implementa

 

service marks and pro

ing  Ad
ase  Ap

g training
tured out 
onal adop
ts. We su
performa

olved with
sful in bec
” 

studied them 
on but, the th

er level go-to-
nsorship 

e measured in

of the intellec
ach need to b
zation. 

ation approac

          
duct names are copyr

dopt ion
pproac

g adoptio
to identif

ption, and
urveyed 2
ance impr
h a trainin
coming de

further with s
ree drivers w

market strate

n relation to th

ctual property
be simple with

ch is based on

rights, trademarks, ser

n and R
h 

n and RO
fy the key
d returns 
0,000 exe
rovement
ng initiativ
eeply “em

surveys and fo
which consiste

egy 

he desired new

y itself drives 
h immediate, 

n this researc

 
rvice marks, or registe

ROI 

OI is based
y drivers o
from 

ecutives, 
 consulta
ve that w

mbedded 

ocus groups. 
ently rose to th

w behaviors a

adoption and
recognizable

ch. 

1
ered 

d 
of 

ants 
ent 

We 
he 

and 

d ROI.  
e, and 

 

http://www.lsaglobal.com
http://www.lsaglobal.com/about/contact.asp
http://www.lsaglobal.com/business-solutions/Sales-Negotiation-Training-Coaching.asp


 
 
 
 
 
 

Call Us To
Copyright ©2010
trademarks of LS

PHASE 
Our soluti
First, we s
understan
success a
sponsorsh
commitme
of adoptin
organizati
individual 
 
Our Solut
Value Blu
and align 
 
 
 
 
 
PHASE 
We know 
adoption. 
work for a
conseque
the core s
key coach
 
 
 
 
 
 
PHASE 
After the o
in Phase 
alignment
effectively
provisions
and new b
is develop
buyers un
obtain dea
 
 
In Conc
This three
 
 
 
 

ll-Free 800.889
0 LSA Global.  All Rig
SA Global or its Partn

I: Organiz
on adoption a
survey and in
nd their curren
around negoti
hip of our join
ent and suppo
ng a common 
ional negotiat
level. 

ions Team th
eprint to refle
with your des

II: Worksh
that coaching
As such it mu

adoption. Buy
ences for usin
solution, with 
hing questions

III: Staying
organizationa
II, we stay co
t and focus on
y and to meas
s are made to
buyers into th
ped as the ce
nderstand who
al coaching, p

clusion 
e-phased app

    
9.6452 
hts Reserved.  All cop
ers.  

zational Ali
and implemen
terview key c
nt state, desir
ation begins 

nt efforts, such
ort to using a
negotiation la

tion alignmen

en customize
ect the realitie
sired success

hops and T
g from cross-f
ust be enable
ers and coac
g or not using
3 negotiation
s promotes u

g Connect
al alignment in
onnected to he
n the initiative
sure and repo
o integrate ne
he system. Fu
ntral place fo
o their cross-f
post difficult p

proach ensure

       
pyrights, trademarks, s

gnment an
ntation begins
cross-function
red future stat
the process o
h that “post w
nd enforcing 
anguage and
t and acceler

es the worksh
es of your mar
s metrics. 

Training of
functional lea

ed and measu
hes must hav
g the “new” p
 concepts (CN
nderstanding

ed  
n Phase I and
elp you susta
e. We ensure 
ort on success
w field coach

urthermore, an
r all things ne
functional exe

problems, etc.

es that your ne

 

service marks and pro

nd Custom
s the moment

nal leadership
te/ROI, and p
of gaining the

workshop” we 
the process. 
 process that
rates time-to-p

hop training co
rketplace, inte

f the Field a
aders and field
ured. “Volunte
ve both rewar
rocess and to
NA, Trades a

g, execution a

d training for b
in cross-funct
the coaches 

s metrics/RO
hes, new cross
n intranet-bas
egotiation. Th
ecutive spons
. 

egotiations ha

          
duct names are copyr

mization 
t we begin a p

p. This early e
potential barri
ir buy-in and 
have their att
This is the be

t promotes 
proficiency at

ontent and bu
egrate with yo

and Coach
d coaches dri
eer Armies” d
rds and 
ools. The simp
and MEOs) an
nd adoption.

buyers and co
tional manag
are enabled t
I. Additionally
s-functional le
sed virtual com
is community
sors are, how

ave a measur

rights, trademarks, ser

project. 
effort to 
ers to 

tention, 
eginning 

t the 

uilds our prop
our existing s

hes  
ives 
o not 

plicity of 
nd only 2 

oaches 
ement 
to coach 

y, 
eaders 
mmunity 

y helps 
w to 

rable busines

 
rvice marks, or registe

rietary Negot
ourcing proce

ss impact. 

2
ered 

tiation 
ess, 

http://www.lsaglobal.com
http://www.lsaglobal.com/about/contact.asp
http://www.lsaglobal.com/business-solutions/Sales-Negotiation-Training-Coaching.asp


We help make companies more competitive 
through people.
Founded in 1995 on the principle that training "by itself" will not drive tangible change or business 
results, we work with a select group of clients to get the most out of their people. Every training and 
consulting solution we provide increases revenue, decreases costs, or raises productivity.

Who we work with
Our clients are typically mid‐market business leaders who believe that investing in people is 
vital to their success.  The majority come from the high‐tech, life‐sciences, and service 
industries and often lack the internal resources or expertise to get the job done. They want 
more than what traditional training and consulting approaches can deliver. 

What we do
We get results.  Our one‐stop‐shop offerings range from creating a high performance culture, 
to outsourcing  the training function, to designing and delivering targeted learning solutions.  
We excel in seven key practice areas: assessment, sales, loyalty , leadership, management , 
project management , and measurement. 

How we do it
We partner with our clients in a way that makes sense for their unique situation. First we 
identify the key metrics they want to improve.  Then we assemble a dedicated team of 
experts who have successfully solved similar problems with similar clients.  Our expertise and 
flexibility allow us to move the performance needle faster and farther than anyone else in 
our industry

Our Guarantee
We are fiercely devoted to the success of our clients and guarantee results.
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Our clients tell us that we save them both time and money.  
Our clients tell us that they appreciate access to certified best‐in‐
class experts who help them to move the needle.

Our sales clients
confirm that they have grown sales by 40%, increased units sold by 
42%, increased average pricing by 12%, and closed over 50% of 
their pipeline.

Our customer loyalty clients
confirm that their customer revenue per household increased by 
18%, repeat calls decreased by 48.4%, single contact resolution 
increased by 6.1% and their overall customer satisfaction increased 
by 10%.

Our leadership and management clients
decrease their costs by up to 50%, increase speed‐to‐productivity 
by 60%, accelerate promotions by 20%, decrease unwanted 
attrition by up to 40%, and report an additional $13m to their 
bottom‐line.

Our project management clients
inform us that, by regularly completing projects that meet or 
exceed expectations, they have become an anomaly in the world 
where most projects disappoint or fail.

Our clients tells us that we are different.
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We are fiercely devoted to the success of our clients and proud 
that over 85% of our business comes from repeat business with 
satisfied clients.

Representative Clients 97.5% client 
satisfaction

98.2% 
recommend LSA

98% solution 
satisfaction

129% knowledge 
gain

800+ Assessment 
and 
Measurement 
Projects

45+ Client Case 
Studies

100+ Client 
Testimonials

Top 10% Certified 
Experts
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