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The Bottom Line – The Business Case for Management Training 
 

Front-line managers can have the single 
largest impact on your organization. A good 
(or bad) manager affects employee 
performance and satisfaction, productivity, 
efficiency, turnover, and the overall health of 
any organization. But good management 
doesn’t just happen.  

Businesses are often held back by managers 
who fail to get the best from their staff, 
many employees say that they are 
uninspired by their bosses, and say that 
senior managers fail to provide them with a 
clear vision.  

Armstrong and Baron define performance 
management as 'a process, which 
contributes to the effective management of 
individuals and teams in order to achieve 
high levels of organisational performance'. 

It is about establishing a culture in which 
individuals and groups take responsibility for 
the continuous improvement of business 
processes and of their own skills, behaviour 
and contributions. It is about 
interrelationships and about improving the 
quality of relationships.  

Strategic goals provide the starting point for 
business and departmental goals, followed 
by agreement on performance and 
development, leading to the drawing up of 
plans between individuals and managers, 
with continuous monitoring, coaching and 
feedback supported by formal reviews. 

An effective performance management 
system sets employees up to succeed, so 
they can help your organisation succeed. It 
should provide enough guidance so that 
people understand what is expected of them. 

Great managers inspire great performance. 
They provide focus and direction. They bring 
out the best in people. They role model what 
they need to see in others. They inspire trust 
and deliver sustainable results.  

 

 

 

Managers are the crucial link between every business 
and its employees. 
Managers need to be able to communicate, build 
relationships and work with individuals at all levels 
and their behaviour and interpersonal skills can affect 
others both positively and negatively; consequently, 
this is a major element of good management. 
 
Managing people can be a complex and difficult task 
in any organisation. Poor management skills are one 
of the largest contributing factors that influence staff 
retention and poor performance.  Author 
Marcus Buckingham (First, Break All the Rules) 
asserts that “people leave managers, not companies.” 
 
First, you need to evaluate your organization. What 
specific performance issues is your organization 
having? High turnover? Low productivity? Decreased 
morale? No formal management training to inspire 
and motivate  and develop your workforce? 
 
The most common downfall of managers is their lack 
of “soft” people skills. Like technical skills, soft skills 
can (and must) be learned.  
 
According to M.S. Rao in his articles ‘Myths and 
Truths about Soft Skills’, “people rise in organizations 
because of their hard skills and fall due to a dearth of 
soft skills.”  
Psychologist Daniel Goleman agrees, saying that 85% 
of success or failure is based on an individual’s 
emotional intelligence.  
 
Generally, there are three areas of management 
interpersonal skills that need the most improvement: 
Communication, Organization, and Performance 
Management. 
 
What will your training priorities be for 2016 and 
beyond? In what areas should managers be trained? 
What kind of training is most effective for your 
managers? How do you make sure the learning sticks 
long after the training has ended? One of the secrets 
to learning is the process of consistently giving 
meaningful and experiential training, over a period of 
time. In other words, statistics show that behaviour 
is changed through repetition over time. 
Contact Rachel for more details on her Sustainable 
Growth Programme. 
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Inspiring your people to give their best and drive your business forward 
 
Rachel Watson has worked with many of the Sunday Times Top 100 Companies 
advising on wellbeing programmes. Her clients have also included Barclays Bank PLC, 
Barnardos, QVC and Moneysupermarket.com. 
 

Rachel is committed to changing the culture of business in the UK so that people look 
forward to coming to work and are motivated to contribute their best. She also supports 
schools and communities to motivate young people to feel confident and achieve their 
full potential. 
 

Rachel works with fast growth companies to help them build sustainability, showing 
them how to build a structure that supports their rapid growth so they continue to 
grow, without compromising their customer service. She specialises in training business 
owners how to motivate teams to increase productivity and build the brand. Rachel also 
works with established teams / companies to help them manage times of change and 
uncertainty. 
 

Passionate about the importance of wellbeing and empowerment, Rachel knows first 
hand, how this significantly impacts on efficiency, productivity and ultimately profit. She 
learnt the value of motivated people during her 20-year career at Barclays Bank PLC, 
when she helped turn around underperforming teams; in one case, in a team of 80 
people, reducing headcount by 7% whilst both improving productivity of agents by 40% 
and decreasing absenteeism from 17% to 5% in 4 months. 
 

30 years experience within the corporate arena, more than 10 years and over 4,500 
hours experience as a coach, 10 years experience as a consultant and trainer, all of 
which equip her to work incredibly effectively in your business.   
 
 
“The benefits of The Wellbeing Programme have been fantastic. Lower attrition and absence 
have underpinned high customer satisfaction and led to a lower cost platform year on year.” 
Rob Hawthorn, Offshore Director, Barclays Bank PLC 
 
“Rachel’s service to MSM is invaluable. I was operating at 10% of my capability and with 
Rachel’s help, I got back on track and that has directly led to £20-30k of benefit.” 
Jon Wood, Customer Research Manager, Moneysupermarket.com 
 
“The programme has transformed our team leaders, retention rates have improved, productivity 
improved, better motivated staff, has led to more consistent quality standards. In months 3 to 6 
we saw a 24% increase in revenue and at month 12, we were still at over 20%.”  
Jill Worthington-Cox, Head of Client Services, Bluestone Group 
 
“The programme has resulted in sales from existing outlets increasing more than 20% in 7 
months, new outlet achieving sales growth of more than 50%. New job creation stands at 30%.” 
Mark Hughes, Managing Director, Jolly Good Rentals Group 

 
M: 07746 030 172 

 rachel@thewellbeingprogramme.com  
www.thewellbeingprogramme.com 


