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Bespoke
Courses

One of the reasons Motem Ltd has a 
reputation for results is because much of 
our work is tailored to specific client needs.

Content is carefully created to support your 
company’s strategic direction, matched to 
delegates’ needs and delivered in a way that 
suits a variety of learning styles.
There are 3 stages to this process:

2. Delivery 
Depending on your needs, 
this would be a full or half day 
usually at your premises.

3. Follow up 
To make the most of 
your investment, follow 
on support to reinforce 
the new attitudes, 
knowledge and skills 
is recommended. 
Unfortunately, we 
naturally tend to 
resist change and 
without support and 
accountability, there is 
a high risk of drifting 
back to the old ways 
of thinking, feeling and 
acting.

1. Design 
Research is carried 
out to find out the 
challenges that 
need addressing. 
This could be done 
via phone calls, 
emails, meetings 
or a day spent 
shadowing your 
staff. Material 
and exercises are 
created with input 
from you to ensure 
their relevance. 
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Book building
programme for Brokers

Why this? As a broker, you’re selling 
trust. You’re selling promises. You’re 
selling yourself. Insurance can be 
one of the most expensive services 
professionals buy and they can’t see 
it, touch it, or hold it. Very often it’s 
something that they don’t want to buy, 
but know that they have to. And this can 
present many challenges.

Who is it for? This is for Account 
Executives and Handlers who are 
keen to grow their book. They could 
be relatively new in the role, never had 
any formal sales training or want some 
techniques to ensure they’re on top of 
their game.  Even if conversion rates are 
good there are always new techniques 
to learn.

What will the programme cover? The 
sessions will be tailored according to 
needs of the participants but it could 
cover the following topics:

1. Building trust by understanding the 
customer

Generating leads through networking, 
phone calls and referrals

Asking the right questions to identify the 
strength of opportunity and where value 
lies

Emotions behind buying – recognising 
them and reassuring prospects

Empathic and active listening

Helping different personality styles to 
buy - what to emphasise without being 
pushy

Moving the conversation away from 
price

Key trust-building behaviours

Research showing the 10 things that 
sales winners do differently from those 
who finish in second place

Applying new skills to specific scenarios

Action planning

 

How long is 
it? 5 day-long 
sessions over 
a 7 month 
period

How many can 
attend?
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Bookbuilding programme for
Brokers cont.

2. Pitching, positioning, and persuading

Building value: the 4 key questions you 
have to answer

Lead generation strategies

Making the initial call

Compelling emails and letters

Preparation for meetings

Articulating your proposition

Demonstrating credibility

Making yourself memorable 
– 7 principles to apply to your 
conversations

6 Principles of persuasion

Cross selling techniques

Applying new skills to specific scenarios

Action planning

 

3. Handling difficult conversations 
without becoming defensive

A process for handling objections – 3 
stage framework

5 common objections and how to 
respond

Things to avoid saying

Coaching the prospect: telling the 
holding broker they’re going to move

What to do when… (the prospect is 
indifferent, has not allowed you enough 
time for a meeting, you’re not in front of 
the decision maker, you realise this isn’t 
a strong opportunity, when you’re under 
attack etc)

Preventing objections

Applying new skills to specific scenarios

Addressing specific challenges

Action planning
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Bookbuilding programme for
Brokers cont.

4. Influence and negotiation

Influencing tactics and how to use this 
to your advantage

Negotiation tactics and their solutions

Avoiding influence and negotiation 
pitfalls

Key preparation – what to focus on

Dealing with the 5 common buyer 
tactics

4 common emotions you want to effect 
in your prospect

What to do when… (prospect plays hard 
ball, withholds current premium etc)

Barriers to influence and negotiation

Six rules of effective negotiation 

Negotiation mantras

Trading and making offers – tips of the 
trade

Working with challenging underwriters

Action planning

 

5. Closing, converting and committing

Recognising buying signals

Body language – what are you both 
saying?

Asking for the business

Dealing with knockbacks and building 
resilience

Diary management and discipline

Prioritising opportunities 

Recap on the research showing the 10 
things that sales winners do differently 
from those who finish second. 

Action planning

How will the learning be reinforced?

While 77% of learning is forgotten in 6 
days if not reinforced, you can boost 
knowledge retention through spaced 
repetition and interval reinforcement. 
This is done via coaching and email 
reminders. Adults learn by doing – 
therefore this programmatic approach 
allows the participants to try out 
techniques in between sessions and 
share leanings and ask questions.
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Sales Conversations 
that Gain Trust

“We began working with Motem Ltd only 6 months ago and have 
already seen a marked improvement in our sales team’s meth-
ods. Our conversion rate for new business has improved to a 
30%+ average and resulted in the team hitting their annual target 
with nearly a month to run.”

Tom Forster. Divisional Director. Lycetts

Why this? Many businesses see 
insurance as a “necessary evil” and 
can regard those who sell it with 
indifference, defensiveness or plain 
rudeness. Furthermore, if price is the 
only criteria driving the decision, then 
it becomes extremely hard to compete 
and stay profitable.

But it doesn’t have to be this way.

In order to develop stronger 
relationships, prove their worth and 
stand out from the rest of the pack, 
brokers need to get in front of the right 
people, gain trust and understand the 
emotions that are driving the decision.

Who is it for? This is aimed at 
brokers who want to grow their book, 
strengthen their relationships and close 
more sales. It’s ideal for those who 
are looking for new approaches, tips 
and techniques based on cutting-edge 
neuroscience that explains how we 
make decisions. (It can be adapted for 
those who are not insurance brokers)

What is this? This interactive session 
breaks down a typical sales meeting so 
that delegates can make the most of the 

opportunity. By the end of the session, 
delegates will be able to:

Move away from price-driven 
conversations 

Start a meeting so that the prospect will 
listen

Get to the nub of the issue, 
demonstrating expertise and earning 
trust

Influence them (without being pushy) so 
that buying signals are seen

Connect with the prospect so that 
they’re less likely to feedback prices to 
their holding broker

Address their objections and 
reservations (without being defensive) 
so trust can be continued to be built

Close to convert more

Generate well-qualified leads

Avoid making the common mistakes 
which can derail a meeting

Retain what has been learnt.

How long is it?
6 hours. It’s 
also offered as 
a series of 45 
minute
webinars
and online
interactive 
classrooms

How many can 
attend?
12
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Secrets of Successful 
Networking
Become a confident and effective
networker

“Three months after working with Melissa, the South West
Premier team are 61% ahead of target, whereas this time last 
year, they were only 8% ahead.”

Frank Mowat Regional Wealth Director, HSBC

Why this? While networking events may 
be a key route to market for those in 
the finance sector, many professionals 
find them unproductive, frustrating and 
awkward.

Who is it for? It is for professionals who 
are reluctant networkers and want to 
become more confident and effective. It 
is also for those who enjoy networking 
and want to pick up some practical tips 
to help them make the most of their 
time at an event.

What is this? This highly practical 
workshop is structured around what 
to do before, during and after a typical 
networking event.

By the end of the session, delegates will 
be able to:

Prepare so that they’re networking with 
a purpose – using a checklist 

Read body language so they can get 
started in busy room when they don’t 
know anybody 

Remember names so that they form a 
good first impression

Hold an effective 5-step networking 
conversation 

Leave conversations professionally and 
gracefully so that they make a good last 
impression

Demonstrate their credibility through 
using stories 

Follow up professionally without being a 
pest 

Avoid making the one mistake that will 
ruin their chances of being successful. 

How long
is the
session?
The workshop 
is 3 hours. The 
interactive talk 
is 1 hour. The 
online
interactive 
classroom/
webinar 45 
min

How many 
delegates
can take
part?
Up to 40
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Make Yourself
Memorable
Ensure key people remember you 
and the value you create.

“After working with Motem Ltd, I learned that the best way to
succinctly explain my job role is to use simple language and
metaphors. I use this all the time now, finding that it easily draws 
others into conversation as they are usually intrigued.”

Sybil Pereira, Product Manager for Protection, Coutts

Why this? Our lead-generating ability 
is directly correlated to the way we 
describe our proposition. Given 
its importance, it is rarely given 
the attention it deserves. This can 
mean opportunities are missed as 
people don’t remember what we do or 
why we’re different.

Who is it for? The workshop is for 
professionals who often get glazed 
looks when describing what they do. It 
is for those who want to be able to give 
a more interesting answer than say, 
“I’m in accountancy/insurance/banking/
financial planning”.

What’s it about? Having studied 
what makes some people and their 
propositions more memorable than 
others, Melissa Kidd has pulled 
together 7 principles.  This interactive, 
communication skills session shows 
delegates how to apply them to their 
conversations.

By the end of the session delegates will 
be able to:

Listen so that people will talk 

Talk so that so that people want to 
listen  - using techniques to keep their 
attention

Use 3 concise, clear and conversational 

introductions so that people are 
interested in finding out more

Illustrate their work through stories 
which demonstrates credibility

Explain the importance of metaphors 
to help people understand more clearly 
what they do or their positioning in the 
market

Identify ways to keep strengthening 
their key relationships – without being a 
pest

Recognise how to avoid being 
remembered for the wrong reasons

Get out and meet more prospects with 
increased confidence and motivation

How long
is it?
The workshop 
is 3.5 hours. The 
interactive talk 
is 1 hour. The 
online
interactive 
classroom/we-
binar 45 min

How many
can attend?
Ideally 12
people for 3.5 
hour session,
up to 100 for
the hour long
session
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Influence and 
Persuasion
Increase your chances of getting a yes

“Understanding the 6 principles of persuasion has been
incredibly useful and I can see how we can make changes
across the business to become more influential.”

Mark Newberry, Head of UK Insurance Business Solutions

Why this? We’re all in the business  of 
influencing and persuading. By 
understanding some of the science 
behind persuasion and personalities, 
delegates will improve their chances of 
buy in, change and success. 

Who is it for? It is ideal for those in 
sales roles who need to influence 
and persuade colleagues, clients and 
prospects. 

What will it cover? By the end of the 
session, delegates will be able to: 

Use 7 strategies to increase their 
leverage

Recognise the 4 main personality styles 
and understand what motivates each of 
them 

Use the insight to identify the 
personality styles of their prospects, 
clients and those that they struggle to 
get along with 

Adapt their style of communication to 
improve their chances of success. 

Avoid switching people off 

Recognise the six scientifically-proven 
principles of persuasion 

Discern which of the six principles 
will be the most effective with each 
personality style 

Apply the principles of persuasion and 
influence to relevant challenges they 
face.

How long
is it?
The workshop 
is 3 hours. The 
interactive talk 
is 1 hour. 
The online 
interactive 
classroom/we-
binar 45 min

How many
can attend?
Ideally around 
12 people for 
the 3 hour
session, up to 
100 for the 1 
hour session
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Negotiation skills for
insurance professionals  
Get great results whilst maintaining
relationships

“After working with Melissa, I have greater insight into the impact I have on others and 
in considering other people’s communication needs. My negotiation and networking 
skills have improved considerably as a result of the training provided by Melissa. She 
tailored her approach for the people in our Leadership Group and this meant that she 
got the points across clearly. Her training is always interactive and fun.”

Paulina Whelan ACII, Underwriter, Allianz Legal Protection

Why this? Even though negotiation is a 
key part of an insurance professional’s 
role, very often they receive little 
training.  This can mean that they 
end up writing business that is not as 
profitable as it could have been, if they’d 
had some effective strategies and skills.

Who is it for? This is for brokers, 
underwriters and claims staff who have 
to negotiate on a daily basis. They can 
struggle when faced with push back 
and want to be more effective at holding 
their ground and thinking on their 
feet - so that they hit their numbers and 
maintain important relationships.

What is this? This interactive and 
practical session will address some 
of the typical challenges faced by 
insurance professionals in a soft 
market. By the end of it participants will 
be able to:

Prepare so that common mistakes can 
be easily avoided

Respond appropriately when faced with 
pushback or stand off.

Explain the 5 principles of negotiation

Flex their style so that they can 
build stronger relationships with key 
underwriters and brokers

Manage negotiations which result in 
good outcomes and strong relationships

 
What will we cover?

Common mistakes and how to avoid 
them

Must-do preparation to help you 
succeed (and think on your feet quickly 
should you find yourself in a sticky or 
stand-off situation)

Dealing with push back – 5 ways to 
handle it

How to increase power and leverage

5 principles of effective negotiation

What to do when they won’t budge? 5 
phrases that can help

Building relationships with challenging 
underwriters and brokers!

How long
is it?
3 hours face to 
face. 45
minute
interactive 
classroom/
webinar

How many can 
attend?
12
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Extraordinary
Client Service
Increase loyalty through service

“The training can easily be tailored to suit the business areas and 
Melissa takes ample time to understand the business objectives 
and adjusts the training accordingly thus making a bigger impact 
on the relevance and learning outcome for our staff.”

Paula Cook, Head of Client Services, Marsh

Why this? In your highly competitive 
commodotised market, it’s service that 
differentiates you, builds loyalty and 
creates advocates.  Understanding 
how to tailor communications and 
strengthen relationships can make a 
huge difference to clients’ experience 
and their perception of your service.

Who is it for? It is ideal for those who 
have a few, very important clients. And 
it is useful for those managing a large 
number of clients who need to build 
rapport with a range of personalities.

What is this? This session is a chance 
for delegates to step out and reflect on 
the relationships they have with their 
key clients. It’s an opportunity to review 
how well they know them and how 
they can strengthen relationships in 
challenging times.

What will it cover? By the end of the 
session, delegates will be able to: 

Recognise and deliver the 7 things 
clients want 

Assess how well they know their key 
clients 

Distinguish between the 4 main 
personality styles 

Develop different approaches to 
building rapport and communicating 
effectively 

Use words that work 

Manage expectations effectively by 
applying the 3 golden rules

Address some of the issues that get 
in the way of creating a good client 
experience.

How long
is it?
The workshop 
is 3 hours. 
The interactive 
talk is 1 hour
The online inter-
active class-
room/webinar is 
45 min

How many
can attend?
Ideally 12
people
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Challenging
conversations for
insurance professionals

Why this? Challenging conversations 
have the potential to strengthen or 
weaken a relationship and need to be 
handled with skill and care. However 
many people avoid such conversations 
for fear of saying the wrong thing, too 
much or not enough. Yet the issue is 
rarely resolved by ignoring or inflaming 
it.

Who is it for? This is for brokers, 
underwriters, claims staff, IFAs and 
paraplanners who

can get easily flustered especially when 
dealing with angry or aggressive people

can struggle to regain control of the 
conversation when on the back foot.

are not sure how to handle it when a 
prospect withholds their premium

can struggle to say no

find it hard to deliver bad news

find it difficult to talk about fees

What is it? The highly practical 
workshop focuses on the process, 
content and emotion of challenging 
conversations.  The session draws on 
the highly regarded research of the 

Harvard Negotiation Project. Delegates 
will leave with a framework, tools and 
phrases to handle tough situations, 
thorny issues and heated moments.

By the end of the session participants 
will be able to 

Start awkward conversations and stop 
procrastinating

Avoid common pitfalls

Deliver difficult messages

Use an easily-memorable 4 step 
framework with key phrases

Manage emotionally-charged situations.

Keep the conversation on track

Avoid saying the wrong things

Apply the ideas to real-life challenging 
conversations

 
We won’t cover formal workplace 
conversations such as dealing with 
underperformance, redundancies and 
grievances as these are management 
development subjects and need a 
specific approach.

How long
is the session?
3.5 hours
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How to
Fast Track Trust

“Sometimes I know that I don’t trust someone or that someone 
doesn’t trust me but I can’t explain why and don’t know how to 
improve the situation. After having been on this course, I have a 
useful tool to identify what’s going wrong in a relationship.
Furthermore, understanding the 13 behaviours that build and 
erode trust means I have a very clear and practical way to
develop my own trustworthiness,”

Joe Oliver, Watermark Wealth Management

Why this? Unfortunately the 2017 
Edelman Trust Barometer reported that 
the UK financial services industry still 
remains in the “distrusted” category. As 
the bedrock of any relationship is trust, 
it is crucial that steps are in place to 
rebuild it if profitability is to increase. 

What will it cover? By the end of the 
session, delegates will be able to: 

Describe the 4 components of a 
trust-based relationship 

Assess the level of trust in their key 
relationships

Understand where to focus their effort 
to build trust effectively

Describe the 13 trust-building 
behaviours

Assess their own trust-building 
behaviour

Create an action plan to develop their 
own trustworthiness

Understand how to restore trust when it 
has been eroded

Fast track trust when developing new 
relationships.

How long
is it?
3 hours

How many
can attend?
Ideally 12
people
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Giving and receiving 
feedback
Be a better boss and colleague

Why this? The word feedback can strike 
fear into many people’s hearts.  And 
yet giving and receiving it is crucial for 
success. But many people find it one 
of the hardest areas of their job, which 
can mean that all too often feedback 
is withheld or not solicited enough. 
This can result in stifled progress and a 
breakdown of relationships.

Who is it for? This is for managers who 
are required to give feedback but are:

Worried about how the other person will 
react

Unsure of what to say so that it’s clear 
but caring

Unable to manage their own reactions 
- should they receive some corrective 
feedback from their manager or peer.

 
What is it? This interactive and practical 
session will offer some strategies and 
skills, tools and techniques to ensure 
that feedback is given to peers and 
team members in a way that gets the 
message across while maintaining the 
relationship.  It will also provide some 
tips and techniques for taking feedback 
well. By the end of this session, 
participants will be able to:

Prepare delivering impromptu feedback 
with team and peers

Use a structure, which clearly 
communicates the helpful or unhelpful 

behaviour and its impact, so that the 
other person understands how to keep 
on developing

Listen to feedback and take appropriate 
action

 
This session will cover

Depending on the length of the session:

Why delivering and receiving feedback 
effectively is crucial for your career

Why giving and receiving feedback can 
be challenging

A model to help you communicate with 
care and challenge 

Key preparation for delivering feedback

Two ingredients to create psychological 
safety so that the message can be 
heard in the right way 

Tips and techniques for giving 
feedback to your team in day to day 
conversations

How to give peers impromptu feedback 
– using a model

6 tips for taking feedback well

What to do if you receive feedback that 
you don’t understand or agree with

A strategy for managing your strong 
emotions

What to do in certain challenging 
scenarios 

How long
is the session?
3.5 hours. The 
online
interactive 
classroom/we-
binar 45 min

How many
can attend?
Ideally around 
12 people
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Challenging
conversations for
managers

Why this? Many managers aren’t 
equipped with the skills to hold 
challenging conversations. Often 
promoted because they’re technically 
very good, the management aspect 
of their job is incidental. Unless 
challenging conversations are handled 
with skill and care they have the 
potential to strengthen or weaken a 
relationship and can really affect the day 
to day experience of coming to work for 
everyone involved

Who is it for? This is aimed at new 
managers who haven’t had any formal 
training and also those who would 
like a refresher course in how to hold 
challenging conversations.  This is for 
you if you’re not sure what to do when 
you:

find yourself managing your former 
peers

manage someone with body odour

need to pull someone up on lateness or 
other underperformance

manage someone with an “apathetic” 
attitude

What is it? The highly practical 
workshop focuses on the process, 

content and emotion of challenging 
conversations.  The session draws on 
the highly regarded research of the 
Harvard Negotiation Project. Delegates 
will leave with a framework, tools and 
phrases to handle tough situations, 
thorny issues and heated moments.

By the end of the session delegates will 
be able to:

Start awkward conversations and stop 
procrastinating

Avoid common pitfalls

Deliver difficult messages

Use an easily-memorable 4 step 
framework with key phrases

Manage emotionally-charged situations.

Keep the conversation on track

Avoid saying the wrong things

Apply the ideas to real-life challenging 
conversations

 
We won’t cover formal workplace 
conversations such as redundancies 
and grievances as these are 
management development subjects and 
need a specific approach.

How long
is the session?
3.5 hours
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Coaching skills
for managers
Get the best out of your direct reports

Why this? Managers are increasingly 
been encouraged to take a coaching 
approach to develop their team. This is 
because, done well, it can really boost 
performance and build capacity.

Who is it for? This is for managers 
who are looking to enhance their 
effectiveness as coaches by 
understanding the key principles, 
models and techniques that underpin 
this approach to learning and 
development.

What is it? This interactive and practical 
skills session focuses on the key areas 
that are necessary to have an effective 
coaching session and how to avoid 
some of the common mistakes and 
myths that surround it.

What will participants learn?

By the end of the session, they will be 
able to:

Explain what is coaching and how it 
differs from other approaches and why 
it can be valuable

Discern whether coaching is the right 
tool for the job

Set up the coaching correctly so that 
expectations are clear, the coachee 
has bought into the idea and feels safe 
sharing their thoughts

Explain the 3-part coaching process

Apply the 5 principles which guide good 
questions

Use a coaching model which has 
been designed for managers coaching 
their teams (it’s not the GROW model) 
in a range of scenarios. Including 
addressing an early performance 
issue, coaching a team member who is 
struggling with confidence, motivation 
or time management. 

Avoid saying the wrong things such as 
offering advice, telling the coachee how 
to solve the problem

How long
is the session?
6 hours face to 
face

“As a result of the session, my colleagues have been given the confidence to coach 
others. The training had been carefully tailored so that is was informative, interactive 
and relevant. Three months later I can confidently say that it has made a positive
impact.”

Mel Palenthorpe, Learning & Talent Development Advisor, Michelmores LLP
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Make your people
feel like stars
Empower, motivate and inspire

Why this? Research shows that one 
of the key reasons people leave 
companies is because they have a 
difficult relationship with their manager, 
not because they are struggling to do 
the job.  So, to hold on to your talent, it’s 
crucial you understand how to get the 
best out of people. There are some very 
simple and quick ways to enable this 
once you know how. And yet very often, 
a manager’s own heavy workloads 
can mean opportunities to empower, 
motivate and inspire are missed.

Who is it for? This is for managers and 
senior leaders.

What is it? This session is a chance to 
step out and reflect on their style. It 
focuses on how they lead by example. 
Reviewing their strength and qualities, 
we discuss how they can express them 
in a range of situations. We look at the 
opportunities for them to empower, 
motivate and inspire throughout their 
day. Then we discuss how best to do 
this, based on the various personalities 
in their team and what feels natural for 
them.

By the end of this course delegates will 
be able to:

Recognise the small things that make a 
big difference

Connect with their values as managers 
of people

Recognise the different personality 
styles in their team

Bring out the best in their team 
members by understanding what 
switches them on and how to avoid 
switching them off

Ask powerful and conversational 
coaching questions

Start potentially challenging 
conversations so that your team 
member doesn’t feel anxious about 
having got something wrong

Manage “millennials” more effectively 
as they need a different approach

 
Please note this won’t cover addressing 
underperformance management 
specifically.

How long
is the session?
3 hours

How many can 
attend?
This session is 
for 12
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Personal impact
and power
Bringing your boldest self to your
biggest challenges

Why this? Our personal communication 
style can greatly affect how effective 
we are. Whether you want to be 
more influential, understand the body 
language of power or come across 
more confidently in your conversations, 
this course can help. It brings 
together elements of communication, 
assertiveness and influencing so 
that you can be clear, confident and 
sure-footed when it matters.

Who is it for? This is for professionals 
who need to influence others – be they 
clients, colleagues or board members.  
You could be a new manager looking for 
some help with your team, or else want 
to ensure you’re as influential when 
dealing with clients – both face to face 
and on the phone.

What is it? This practical workshop 
largely focuses on how we 
communicate rather than what we say. 
The tools and techniques, which have 
been drawn from many fields, such 

as: psychology, cognitive behavioural 
therapy, communication and acting and 
can be applied in the situations in which 
you want to make greater impact. 

We take a detailed look at how you 
can improve your ability to influence 
others by ensuring that you are not 
unconsciously eroding your impact. By 
the end of the course, delegates will:

Gain clarity on the impact that they 
would like to make in certain contexts

Recognise how they can address the 
gap between how they are currently 
making an impact and how they would 
like to come across

Understand the components of a first 
and last impression

Increase their awareness of unhelpful 
thought patterns and understand how 
to change them

How long
is the session?
3 hours

How many can 
attend?
This session is 
for 12

“First impressions and how you act are just important as what you have to say. Me-
lissa’s ‘Personal Impact and Power’ workshop helped identify easy fixes to give me 
greater authority and confidence. Time is at a premium in my role, so I was impressed 
by the way the session was tailored to meet my needs.  This is high-quality, cut-
ting-edge training to improve those personal skills that can otherwise take years to 
develop.”
 
Russell Wright (Head of Retirement, Hargreaves Lansdown)
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Personal impact and power cont.

Spot unhelpful language patterns and 
create more effective messages

Understand the role of body language in 
turning up and turning down power and 
reflect on own habits that are getting in 
the way

Effectively match body language to the 
message or the intention

Speak so people will listen – using voice 
control, emphasis, tone and pitch

Use two models to create an effective 
message and open a meeting with 
impact

Apply the frameworks and phrases to 
relevant situations in which they would 
like to make a greater impact
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Presenting
Create concise, impactful messages
and deliver with confidence

Why this? For many people - even 
experienced presenters - getting up 
and presenting in front of an audience 
can be a terrifying experience. And 
yet whether it’s talking at meetings, 
making sales presentations or giving 
talks, presenting can be a big part of 
a role and can heavily influence hiring 
decisions.

Who is it for? This is ideal for those 
who get very nervous, who might 
have to present detailed and technical 
information and those who can make 
typical mistakes such as:

Lack of preparation and preparing the 
wrong way around

Limited influence or impact due to poor 
structure and monotonous delivery or 
obvious reading

Over-detailed visuals and reliance on 
PowerPoint

Odd gestures or behaviours and 
repetitive verbal ‘tics’ or patterns

Poor question and answer session

 
What is it? This interactive and practical 
session will help professionals become 
skilled, articulate and passionate 
presenters

What will delegates be able to do 
afterwards?

Explain why it’s important to be able to 
get their message over in 30 seconds

Use a checklist to prepare their 
presentation so they can structure it 
for maximum impact, influence and 
engagement plus handle the question 
and answer element

Talk so that people will listen – using 
pauses, inflexion, pace and emphasis

Design slides to reinforce key points 
rather than compete with presenter for 
audience’s attention

Adapt their style to suit the style of the 
decision maker to improve chances of 
buy in

Apply 4 communication techniques to 
convey technical concepts in simple 
terms 

Explain what happens to our brain 
when we get nervous and use some 
strategies to help manage nerves

Use their body as an instrument so that 
their message is congruent

How long
is the session?
3 hours

How many can 
attend?
This session is 
for 12



22

Writing skills
Create concise, influential messages
and maintain relationships 

Why this? From a good email subject 
header to dealing with complaints or 
delivering bad news, the written word 
has the potential to escalate or diffuse 
a situation, strengthen or weaken a 
relationship and progress or stifle an 
idea. Yet very often professionals have 
received no formal training since they 
were at school.  

Who is it for? This is for you if your 
audience often ignores your emails, you 
aren’t sure how to make them more 
concise, you often have to deliver bad 
news or deal with complaints or you get 
in a muddle over apostrophes.

What is it? This session will help you 
become skilled, clear and caring 
communicators. By the end of the 
session, participants will be able to: 

Prepare properly so that emails are 
more likely to cause action

Create easy-to-read, understand and 
actionable emails and letters

Write effective subject headers and 
avoid making common mistakes

Use an effective structure to deliver bad 
news

Explain the correct usage of 
apostrophes and other punctuation 
marks

Spot commonly made mistakes in their 
own writing

Avoid falling into the trap of easily 
confused words

How long
is the session?
3 hours



Melissa Kidd 
07855 105 865 
melissa@motem.co.uk

Why Motem Ltd?

Melissa Kidd runs Motem Ltd which 
specialises in helping insurance 
professionals to strengthen their 
relationships and sell more. She also 
works with a range of associates to 
ensure the material is robust and at the 
forefront of new thinking and research.

 

Why Motem?

Results driven 
It’s a sad fact that we lose much of what 
we learn unless it is reinforced, put into 
practice and reflected upon. Fortunately 
we make this really easy by following up 
with emails, conference calls, webinars 
and collaborative forums.

Subject matter expertise 
We have a deep understanding of what 
makes people tick and communication 
stick.  This combined with an 
appreciation of the complexity of the 
finance sector (the insurance industry in 
particular) is a rare mix.

Relevance 
Delegates will always be contacted in 
advance of the workshop to understand 
their challenges in order that these 
can these can be incorporated in 
the session to make it as relevant as 
possible.

Highly practical 
It is deeply important to us that you’re 
able to put into practice what you’ve 

learnt the next day. Theory is kept to a 
minimum.

Repeat business 
Around 95% of all Motem’s business is 
by referral.

And if that wasn’t enough... 
Melissa is a Master Practitioner in Neuro 
Linguistic Programming  - because 
she is endlessly interested in how 
language affects behaviour. She also 
has a certificate in coaching from the 
ICF-accredited organisation Coaching 
Development - because sometimes 
one to one support is the fastest way to 
results.

Motem’s clients include the Chartered 
Insurance Institute, Zurich, Marsh, NIG, 
Broker Network, Personal Finance 
Society, Lycetts, FarmWeb, Arthur J 
Gallagher, British Insurance Brokers’ 
Association, HSBC and the accountancy 
group CharterGroup. Additionally 
Melissa has worked with the leadership 
teams at Coca Cola and the Royal Mail.

“If you look after your staff, they’ll look after your customers.
It’s that simple.”

Richard Branson


