
1 
 

  

TRAINING 
CALENDAR 



2 
 

  
SIAO and You 

The year 2020 has been one-in-a-century. It has brought unprecedented 

disruption to the way business in conducted both globally and locally.  To 

thrive in 2021 therefore, organisations and businesses must rejig their 

processes and reskill their human capital. 

SIAO remains your preferred partner for forward-looking, bottom-line lifting 

learning and development solutions.  

Our tested and proven methodology tackles the challenges faced when 

developing a skilled engaged workforce. 

Our faculty deploys both experience and expertise to train clients on a wide 

variety of relevant and pertinent subject matters. 
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Our Programmes 

  

Delivery Options 

 Class session 

 Video Presentations 

 Games 

 Group/Syndicates discussion 

 Simulation exercises - Role 
play 

 Case studies and problem-
solving activities 
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. 

 

  

Our Methodology 

We adopt a widely proven methodology in helping our clients tackle the challenges 
of learning and development among their employees. 

SIAO Learning and Development uses her experience and expertise to train clients 
on a wide variety of relevant and pertinent subject matters. 

Our Pedagogy 

All our programmes are designed with a mix of experience sharing, real life case 
discussions, besides lectures conducted in the class 

We provide practical insights and give even non-specialists a swift appreciation of 
the fundamentals, leading to better retention of the knowledge gained as well as 
an overall enriching learning experience. 

Our Pricing 

We offer best value pricing. Furthermore, generous discounts are available for “early 
bird” and bulk candidacy. 
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Personal 
Effectiveness 
January 20-22, 2021 

This Personal Effectiveness programme challenges you to 
think differently about how you currently do things.  
You will leave feeling motivated, more confident and with a 
plan of attack that you can start to work on immediately. 
 

Course Objectives  
 
By the end of this Programme you will: 
 

 Define personal effectiveness 
 Identify your personal strengths  
 Identify personal hinderances 
 Identify your individual working style  
 communicate confidently, effectively and efficiently.  
 Be more assertive and be able to confidently ask for 

the things that you want and need 
 Set clear goals and objectives and build an effective 

plan to achieve them 
 Be able to self-motivate yourself when required and 

deal confidently with set backs 

 Priortise tasks and manage your time more 
effectively 

 Know how to deal with “challenging” situations 
 

 Be able to delegate tasks effectively 
 Deploy problem-solving tools and make decisions 

efficiently. 

 
Course Content Summary   

 What is Managing Yourself and Personal 
Effectiveness? 

 Working styles and relationship building 
 Communicating clearly and assertively 
 Goal setting and planning 
 Building a personal development plan 
 Self motivation 
 Time Management and delegation 
 Dealing with different behaviours 
 Problem solving and decision making 

  

Who’s this for?  
The programme is open to anyone who wants do more, feel 
more confident, push yourself forward or challenge yourself, 
be able to manage your time, manage other people and 
become more driven. 
  

Price  
N90,000. Early Bird registration available. The program is also 
available to your organisation as an implant programme.  

 
  



7 
 

Now You’re in HR 
February 17-19 / July 26-30, 2021 

SIAO’s HR Essentials Boot Camp (aka “Now You’re in HR”) 
delivers an all-inclusive foundation in human resource 
management. The programme covers human resource 
planning, recruitment & selection, compensation & benefits, 
performance appraisal and training & development. 

 
Course Objectives  
By the end of the programme, participants will be able to: 

 define the concepts associated with HR 
 understand HRM’s importance  
 Outline and connect the key functions associated 

with Human Resource Management 
 Implement a Human Resource Planning Process 
 Understand the importance of Recruitment and 

Selection 
 Detail the main types of Compensation and Benefits 

Systems 
 Implement an effective Performance Appraisal 

Process 
 Understand the significance of Training  

 
Who’s this for?  

 HR staff who are new to the profession  

 Team Leaders and Project leaders and 
Administrators  

 Senior and Middle level managers who require some 
HR knowledge. 

 Managers who play multiple roles including HR but 
did not have formal HR orientation  

 Experienced Managers who are new to HR  

 
Course Content Summary   

 Human Resource Management and The 
Organization  

 Key Human Resource Functions  
 Human Resource Planning  
 Recruitment and Selection  
 Compensation and Benefits  
 Performance Appraisals   
 Training and Development 
 Setting up an HR Department 

 
Price 
N150,000. Early Bird registration available. 
The program is also available to your organisation as an 
implant programme.  
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Emerging Leader Programme 
February 3-5 / July 7-9, 2021

 
Would you like to manage the transition from talent to 
leadership? Would you like to realize your full potential as 
a leader?   
Succeeding as a leader demands profound changes in 
both skills and mindset. While a “talent” delivers value 
individually, a successful leader creates value through 
others. SIAO’s Emerging Leaders Program enables 
participants manage this vital transition. 

Course Objectives  
 
By the end of this Programme you will: 
 

 define the key concepts associated with supervisory 
skills  

 lead their team(s) better right from the start 
 avoid mistakes made by many new managers 
 be better equipped to keep your staff better 

motivated, productive, and on target 
 practice sharing power via delegation 
 resolve conflicts within teams. 
 Set clear goals and objectives and build an effective 

plan to achieve them 
 Be able to self-motivate yourself when required and 

deal confidently with set backs 

 Priortise tasks and manage your time more 
effectively 

 Know how to deal with “challenging”  
 Be able to delegate tasks effectivelyDeploy 

problem-solving tools and make decisions efficiently. 

 
Course Content Summary   

 Starting off on the Right Foot? 
 Blending Well - Making the Most of a Team 
 Working S.M.A.R.T. 
 Communicating as a Leader 
 Emotional Intelligence 
 Time Management 
 Delegation 
 Getting Along - Managing Conflict 

 
  

Who’s this for?  
This programme is ideal for Sales leaders, Supervisors and 
other team leaders set for supervisory roles. 
 

Price  
N90,000. Early Bird registration available. The program is also 
available to your organisation as an implant programme.   
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The Customer Recovery Process – 
Redeeming Service Failures 

March 4-5, 2021

Should a wronged customer be lost forever? service failures 
need not be fatal. However, service recovery does not just 
happen. It is a systematic business process that must be 
designed implemented and properly in an organisation.  
 

Course Objectives  
By the end of this Programme you will learn how to; 
 

 Define service recovery 
 Explain the service recovery paradox 
 Itemise the recovery process 
 List the benefits of an effective recovery process 
 List guidelines for soliciting, tracking and handling 

complaints 
 Understand the reasons and criteria for service 

guarantees 
 Identify neutral or indifferent service touch points 

which can create dissatisfaction 
 Actively listen to a customer with a complaint 

 
 

 

Course Content Summary   
 Why recover anything? 
 The Service Recovery Paradox 
 Developing a Service Recovery Strategy 

o Challenges and Benefits 
o Perception/Reputation Management 

 Managing Information and Communication during 
the Service Recovery Process 

o Listening, Delegating and Monitoring 
 Going forward 

 

Who’s this for?  
This programme is ideal for all client facing staff especially 
front desk officers and managers, sales and business 
development officers and managers, PR staff etc.  
 

Price  
N70,000. Early Bird registration available. per person  
The program is also available to your organisation as an 
implant programme. 

. 
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Managing Conflict at Work. 
March 18-19, 2021 

Conflict is an inescapable fact of work. In fact, some 
organisations end up spending most of their productive 
time dealing with conflict rather than getting work done.  
Exit interview statistics list intraoffice conflict as one of the 
main reasons for staff exit. 
This course deals not only with managing conflict, but 
turning them into a force for good. 
 

Course Objectives  
By the end of this Programme you will learn how to; 
 

 Identify the causes of conflict 
 Identify Conflict Management styles 
 Understand the benefits of conflict resolution 
 List the skills required to manage conflict 
 Identify the do’s and don’ts of conflict resolution 
 List the steps in the conflict resolution process 

 

 
 

Course Content Summary   
 The Nature and Origins of Conflict 
 Types of Conflict 
 Conflict within the workplace 
 The Iceberg  
 The Strategy – Techniques for Dealing with Conflict 

o Identifying 
o Managing 
o Seeing the Big Picture 

 Potential Conflict Scenarios 
 Going forward 

 

Who’s this for?  
This programme is suited for Supervisors, Team Leaders, 
Team Members,  
 

Price  
N70,000. Early Bird registration available. per person  
The program is also available to your organisation as an 
implant programme.  
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The Ideal PA – Personal Assistant 
Development Programme 

April 14-15, 2021 

This programme helps Personal Assistants develop the 
knowledge, skills and capabilities for being effective and 
efficient at the job. 
 
The course also offers different ways of approaching tasks 
as a PA. This will improve your performance at work, teach 
you cooperation and allow for long term growth. 
 

Course Objectives  
By the end of this Programme you will learn how to; 
 

 Draw up professional emails, memoranda, faxes and 
business letters 

 Developing effective agendas and minutes for 
efficient meeting management 

 Prepare for meetings and appointments 
 Take and edit minutes of meetings 
 Apply filing and referencing systems 
 Coordinate and plan the diary 
 Perform Protocol and Event Management Roles  
 Handle information with appropriate confidentiality 

 Speak with precision 

 
Course Contents 

 Who the PA is – and is not? 
 Communication  
 Business writing skills  
 Professional Documentation 
 Meeting management  
 Managing a diary  
 Being organised  
 Event planning  

 

Who’s this for?  
This programme is for Personal Assistants. Executive 
Assistants and Departmental Secretaries  
 

Price  
N70,000. Early Bird registration available. The program is also 
available to your organisation as an implant programme.  
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Now You’re in Finance 

April 21-22, 2021 

This programme enables non-core financial professionals 
from functional areas other than finance such as sales, 
marketing, human resource, research and development, 
production, procurement etc., to grasp the basic 
fundamentals of finance and accounting.  

Course Objectives  
By the end of this Programme attendees will; 

 Understand the implications of finance on various 
corporate activities 

 Understand and analyse financial statements 
 Be in a better position to discuss relevant financial 

issues with finance managers/stakeholders in their 
organisation 

 Understand the impact of various decisions on a 
company’s performance 

 Get practical insights and gain swift appreciation of 
the fundamentals of finance and accounting 

 

 

 

Course Content Summary 

 Basics of financial accounting  
 Understanding financial statements 
 Working capital management 
 Cost information for decision-making and budgeting 
 Evaluation of investment projects 

 

Who’s this for?  
 
This programme is suited for managers and entrepreneurs in 
non-financial positions who need to improve their financial 
skills in order to make critical business decisions.  

 
 

Price  
N75,000. Early Bird registration available. per person  

The program is also available to your organisation as an 
implant programme. Contact us to talk about your 
requirements and for a no obligation quote 
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Now You’re in Sales 
May 4-7. 2021  
The programme is an all-encompassing treatment of the 
basic concepts of sales, and some basic skills to make the 
sales and business development team more productive This 
highly intensive four-day bootcamp takes delegates 
through the major elements of making a success in sales. 
Providing valuable insight into the workings of the sales 
process.  
Course Objectives 

At this program’s conclusion, participants will: 
 Learn how the sales cycle works 
 Shed the phobias associated with selling. 
 Identify and demonstrate core selling skills 
 Know and understand the real secrets behind what 

encourages people to buy. 
 Learn how to control the process of conversation 

 

Course Content Summary 

 The Sales Process 
 The Fear Factor in Sales 
 Attributes of a Good Sales Person 
 Core Selling Skills 

 People Buy from People 
 Questioning Skills for Sales 
 Listening Skills for Sales 
 Building Profitable Relationships 
 Handling Objections 
 Controlling the Conservation 
 Tactical Negotiation 
 Writing Sales Proposals 
 Presentations 
 Key Account Management 
 Going Forward 

 
 

Who’s this for?  
This programme is suited for sales and business 
development staff, team leaders, business owners, PR and 
Corporate Communications staff and anyone who needs to 
improve their selling skills.  
 

Price  
N100,000. Early Bird registration available. The program is 
also available to your organisation as an implant 
programme. Contact us to talk about your requirements 
and for a no obligation quote 
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Now You’re in Audit 
May 18-21, 2021 

If you are new to internal auditing and looking for a solid 
foundation as you enter the profession, this course is the 
perfect first step for you to become proficient in your new 
role. Think of it as your roadmap to understanding the 
fundamental concepts and knowledge you need to 
succeed in audit. 

 

Course Objectives 

At this program’s conclusion, participants will be able to: 
 Become familiar with the concepts and terms that 

are central to internal auditing 
 carry out a value-added audit assignment 
 engage in a risk-based audit approach, from 

planning through process documentation to testing, 
analysis, and reporting 

 understand modern best practices in internal 
auditing today 

 communicate internal auditing results 
 

Course Content Summary 

 The Role of Internal Auditing 
 Internal Auditing Standards 
 Modern Internal Auditing 
 Analysing Internal Controls 
 Assessing Risk 
 Planning and Preliminary Fieldwork 
 Documenting Internal Controls 
 Audit Programs 
 Fieldwork Techniques and Applications 
 Effective Communications Strategies 

 

Who’s this for?  
Financial, and operational auditors with less than two years 
of audit experience as well as quality assurance personnel. 
 

Price  
N100,000. Early Bird registration available. The program is 
also available to your organisation as an implant 
programme. Contact us to talk about your requirements 
and for a no obligation quote 
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Presentation Proficiency 
June 2-3, 2021 

The programme will teach you how to prepare effective 
presentations, use the best method(s) for delivering your 
message while maintaining your audience's interest at all 
times. Strong presentation skills can advance a career 
while poor presentation skills can ground any rising star.  

Course Objectives 

At this program’s conclusion, participants should be able 
to: 

 Identify essential components of a presentation. 
 Describe an audience analysis and why it is a 

needed step in a presentation. 
 Organise information in a clear and concise 

manner. 
 Create an attention-grabbing introduction. 
 Implement techniques for varying vocal tones and 

body language. 
 Develop strategies for handling hecklers, bullies, and 

other disruptive participants. 
 Point out the benefits and pitfalls of various visual-

aid options and audience seating arrangements. 
 Begin implementing goals created during the 

session. 

 

Course Content Summary 

 The Anatomy of a Successful Presentation 
 Understanding Audience Differences 
 Organising Information 
 Effective Visual Aids 
 Slideology – The Science of Slides 
 Highs and Lows: Adding Vocal Variety 
 Stop Shaking in Your Shoes: Overcome the Fear 
 How and When to Use Humour 
 Know-It-Alls, Talkers, and Bullies: Managing Hecklers 
 Putting it to Practice - Stand and Deliver 

 

Who’s this for?  
This programme is suited for sales and business 
development staff, team leaders, PR and Corporate 
Communications staff and all other members of staff 
empowered to represent the organisation.  

Price  
N70,000. Early Bird registration available. Early Bird registration 
available. The program is also available to your 
organisation as an implant programme. Contact us to talk 
about your requirements and for a no obligation quote.  
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Project Management Fundamentals 
June 17-18, 2021

A Project Manager rooted in best practice, is an invaluable 
asset to any organisation. This programme gives 
participants the opportunity to apply the concepts taught 
so they are able to immediately apply the tools in the field – 
ultimately benefiting the organisation. 

Course Objectives 

At this program’s conclusion, participants will be able to: 
 

 Define roles and responsibilities of key project 
stakeholders. 

 Describe how projects get initiated and the 
elements in a project charter. 

 Develop the elements of a project management 
plan. 

 Identify and quantify project risks and develop 
appropriate risk responses. 

 Decompose deliverables to create a Work 
Breakdown Structure (WBS). 

 Identify the elements of an effective lessons learned 
exercise. 

 Distinguish between product and project quality and 
define objectives for both. 

 Recognize when managed scope change becomes 
“scope creep.” 

 Utilize effective team development tactics. 

Course Content Summary 

 Project Management Concepts and Framework 
 Defining Project Scope 
 Risk Management 
 Estimating and Scheduling 
 Communications Management 
 Partnering with Stakeholders 
 Quality Management  
 Managing Scope Changes 
 Team Development 

 

Who’s this for?  

This course is designed for any project professional who 
stands to benefit from hands-on application of project 
management best practices, including project managers, 
business analysts, subject matter experts, business 
customers, managers, and team members.  

Price  

N80,000. Early Bird registration available. The program is also 
available to your organisation as an implant programme  
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Value Selling – The Future of Sales 
August 3-4, 2021 

Value selling (also known as consultative or solution selling) 
means selling the way your customer wants to buy – and 
not how you want to sell. In practice, it is about creating 
compelling reasons to change.  
 
This course improves your sales results, by increasing your 
sales professionalism and helping you adopt a more value-
centric consultative and solution focused approach to 
developing both new and existing customers. 

Course Objectives 

As a result of this course, participants will be able to: 

 Apply the higher-level skills and strategies needed to 
sell value-based and differentiated business solutions 

 Manage complex or high-value sales more 
proactively and accurately 

 Create and deliver persuasive sales messages based 
on value and agreed business improvements and 
solutions 

 Use advanced techniques to develop customer 
needs, value and decision-making criteria in depth 

 Make an impressive and compelling final proposal 
 

Course Content Summary 
 

 Key principles 
 Relationships 
 Prospecting skills in a solution sale 
 Teamwork and time management 
 Connecting 
 Consulting – influencing needs 
 Convincing – helping the customer choose you 
 Commitment – closing the sale 
 Going forward. 

 

Who’s this for?  

This course is designed for all business development 
consultants and sales staff. 

Price  

N80,000. Early Bird registration available. The program is also 
available to your organisation as an implant programme  
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Building the “Perfect” Team 
August 19-20, 2021 

Blending business theory and real-world insights, this 
programme will deliver the skills needed to better lead 
people and teams within your organisation.  

Key topics addressed will include motivation, 
communication, conflict management, team dynamics, 
and development of a healthy organisational culture. 

Course Objectives 

As a result of this course, participants will be able to: 

 better motivate, engage, and develop followers. 
 improve your skill in recognising, diagnosing, and 

transforming dysfunctional teams. 
 develop more effective strategies for dealing with 

and resolving workplace conflicts. 
 help establish a work culture that brings out the best 

in others. 
 Apply personality type analysis into building teams 

 
 
 
 

Course Content Summary 
 

 Introduction to teams 
 Motivating and engaging people 
 Managing work relationships 
 Leading teams for execution 
 Leading teams to solve problems 
 When good teams fail (part 1): too much conflict! 
 When good teams fail (part 2): too much cohesion! 
 Bringing divided groups together 
 Organizational culture 
 Bringing it together: analyzing and developing your 

team 
 

Who’s this for?  

This course is designed for managers, leaders and 
supervisors who need to set teams. 

Price  

N70,000. Early Bird registration available. per person. The 
program is also available to your organisation as an implant 
programme.  
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Creative Problem Solving / Critical  

Thinking – How Leaders Think. 
September 9-10, 2021 

Leaders must be successful problem solvers. This workshop 
gives participants an overview of the entire creative 
problem-solving process, as well as key problem-solving 
tools that can be used every day. 

Course Objectives 

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

 Apply creative problem-solving techniques, 
 Identify the information to gather, 
 Identify the key questions to ask in problem solving, 
 Identify the importance of defining a problem,  
 Identify and use four problem definition tools, 
 Use basic brainstorming tools to generate solutions, 
 Understand how to identify tasks and resources 

necessary to implement solutions 
 Implement solutions and continue to identify 

improvements. 
 

 

Course Content Summary 

 The problem-solving method 
 Information gathering 
 Problem definition 
 Preparing for brainstorming 
 Methods used in generating solutions 
 Analysing and selecting solutions 
 Planning your next steps 

 

Who’s this for?  

This course is designed for anyone who would like to 
approach decision making and problem-solving in a more 
creative way. 

Price  

N70,000. Early Bird registration available. per person. The 
program is also available to your organisation as an implant 
programme.  



20 
 

 

Financial Modelling Using MS Excel 
September 22-24, 2021  
Financial Modeling skills are essential for finance and 
commerce professionals, particularly for seasoned 
executivesIn this programme, delegates will learn, apply 
and analyse financial models with Excel with competency 
and expertise. 

Course Objectives 

At this program’s conclusion, participants will be able to: 

 Build a case study model 
 Understand the approach to be used for all your 

financial modeling projects 
 Create the skeleton structure, table of contents, 

calculations and error check pages 
 use time series, checks, assumption, and outputs 
 Differentiate between the three primary financial 

statements 
 Balance the balance sheet in seconds 
 Avoid common mistakes and pitfalls in model design 
 Use key functions for financial modeling 
 Working around risk 
 Document, summarize and present results 

 

 

Course Content Summary 

 Accounting Basics 
 Modelling Architecture 
 Sample Detailed Case 
 Revenue & Capex 
 Depreciation 
 Financial Structure 
 Debt Schedule, Costs Drivers 
 Dividend & Tax 
 Integrating the Financials 
 Valuation and Ratio Analysis 
 Extra Excel Applications and Simple Macros 
 Circularity Switch & Iteration 

 

Who’s this for?  

Investment bankers, equity researchers, financial planners, 
corporate development officers, venture capitalists, and 
startup entrepreneurs.   

Price  

N70,000. Early Bird registration available. The program is also 
available to your organisation as an implant programme.  
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Advanced HR 
October 6-8. 2021  
The programme is to raise the proficiency levels of senior HR 
professionals. Deepening their knowledge and at the same 
time, improving their knowledge of how the organisation 
runs.  

Course Objectives 

As a result of this course, participants will deepen their 
knowledge of HR especially in 

 Employment and deployment considerations 
 Competency development and productivity 

improvement 
 Employee engagement and career advancement 
 Remunerations and welfare 
 Statutory compliance. 
 HR Analytics 

 

Course Content Summary 
 The HRBP Role 
 HR Metrics and Analytics 
 Managing Talent 
 Succession Planning 

 Retention Strategies - Perks 
 Recruiting, deploying (and Terminating) Talent 
 Training, Learning and Development 
 Performance Management 
 Reward Management 
 Payroll Management, Compensation & Benefits 

Administration 
 Nigerian Labour Laws 
 Leave Rights 
 Employee Welfare 
 Workplace Conflict Management 
 Preventing a Toxic Workplace 

 
 

Who’s this for?  

The programme is suited for HR professionals seeking to 
deepen their knowledge. 

Price  

N100,000. Early Bird registration available. The program is 
also available to your organisation as an implant 
programme. 
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Advanced Digital Marketing  
October 20-22, 2021 

The programme is an all-encompassing treatment of the 
concepts of Digital Marketing. 

Course Objectives 

As a result of this course, participants will be able to: 

 Create a structured digital marketing plan and 
budget 

 Identify the correct measures to set objectives and 
evaluate digital marketing 

 Review and prioritize the strategic options for 
boosting customer acquisition, conversion, and 
retention using digital marketing 

 Understand and follow the practical success factors 
to improve results from digital marketing 

 

Course Content Summary 

 Introduction to Digital Marketing 
 Search Engine Optimisation 
 Search Marketing 

 Web Site Analytics 
 Social Media Marketing 
 Email Marketing 
 Mobile Marketing 
 Display advertising 
 Strategy & Planning 

 

Who’s this for?  

 Marketing exec or digital marketing exec 
 Digital marketing specialist (e.g. search, social or 

display) 
 Brand or product managers 
 Career changers who are looking to specialize in 

digital marketing 

Price  

N90,000. Early Bird registration available. Early Bird registration 
discount available. The program is also available to your 
organisation as an implant programme. 
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Influencing and Negotiating Skills. 
November 4-5, 2021 

The ability to influence the behaviour and decision making 
of peers, reports and superiors as well as take part in more 
formal negotiations is a core skill for successful organisations. 
Becoming more aware of the impact you have on others as 
well as understanding what drives your counterpart’s 
opinion and position is vital in order to become proficient in 
influencing and negotiating. 

Course Objectives 

As a result of this course, participants will be able to: 

 Understand what makes people tick 
 Learn effective communication techniques 
 Empathise with others 
 Use the science of persuasion 
 Learn the techniques that will win people to your 

way of thinking 
 

 
 

Course Content Summary 
 

 What makes people tick? 
 Effective communication 
 Making the point without making an enemy 
 Negotiating styles 
 Influencing and persuasion 
 Presenting the case 

 

Who’s this for?  

Anyone who is interested in influencing and persuading 
both managers and direct reports to accept their own point 
of view.  

Price  

N70,000. Early Bird registration discount available The 
program is also available to your organisation as an implant 
programme. Contact us to talk about your requirements 
and for a no obligation quote. 
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Managing a Crisis 
November 25-26, 2021 
Emergencies are part of doing business. One solid plan will 
help you to prevent, respond, and recover from all crises. 
This course will help you ensure your organization is ready to 
manage any kind of crisis. 

Course Objectives 

At this program’s conclusion, participants will learn to: 

 differentiate between a crisis and an incident  
 identify immediate and potential consequences 
 quickly achieve control of a crisis or incident  
 use a clear action plan 
 demonstrate decision-making,  
 build situational awareness  
 identify and counter threats (actual and emerging) 

to the organisation's perception and integrity  
 conduct effective debriefing and evaluations 

Course Content Summary 

 What is a crisis? 
 Consider the complete range of risks facing 

businesses  
 Roles & Responsibilities - manage the issue before it 

becomes a Crisis 
 Five deadly Leadership behaviours & Six winning 

strategies 

 Understanding 'denial-curve' and 'group-think' 
syndromes 

 Implementing a Business Continuity Management 
(BCM) strategy 

 Command and Control Issues. Operational, Tactical 
and Strategic 

 On Scene Crisis Management, essential elements for 
success 

 Reputation Management - Managing the Media 
 Post Incident evaluations, de-briefing skills 

 

Who’s this for?  

This course is designed for those within an organisation who: 

 direct and control the organisation at a high level 
 have authority to make high-level decisions on the 

organisation’s behalf,  
 command resources, and drive change rapidly 
 are accountable and/or responsible for the organisation’s 

reputation, operations and performance.   

Price  

N70,000. Early Bird registration available. The program is also 
available to your organisation as an implant programme.
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Technical Skills Programmes
 
    

Date Programme 

February 10-12 Reforms Within the Nigerian Tax System 

March 11-12 The Nigerian Data Protection Regulation: 
The Importance of Compliance and Implications of Non-Compliance 

April 28-29 Risk Management Essentials 

May 25-28 IFRS and Risk Analysis  

June 8-11 Project Management 

July 12-16 Advanced Enterprise Risk Management 

August 11-12 Disability Inclusion in the Corporate Environment: 
A Legal Mandate for Nigerian Companies 

September 14-15 Inter-Company Transactions and Expectations from Tax 
Payers. 

October 13-15 Principles of Government and Compliance Audit 

November 10-12 Corporate Governance 
An Effective Tool for Overall Sound Company Performance 

We also offer technical 
programmes as implant 
and open programmes. 
Please contact us for 
details. 
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The Aspire Series 

The SIAO ASPIRE Corporate Development & Improvement Organisation-Wide Training 

Programme is modeled to ensure that all employees have the necessary personal and corporate 

skills they need at each stage of their career. 

At SIAO, our interest lies in helping your organisation get the maximum benefit from their people 

(employees and management), ensuring every organisation has or grooms the right type and 

‘fit’ of people to suit their corporate profile and aspirations and to also develop a culture of high 

performers and high achievers. 

This is why we designed Aspire. A bouquet from which a bespoke Learning & Development 

curriculum can be developed to meet your organisation’s unique needs. 
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ENTRY LEVEL JUNIOR MANAGEMENT MIDDLE MANAGEMENT SENIOR MANAGEMENT THE BOARD PRE-RETIREMENT 

Appearance and Grooming Emotional Intelligence From Management to Leadership Why Am I A Leader? 
Corporate Governance 

Today 
General Work-Exit Orientation 

Setting Personal Goals Developing Interpersonal Skills 
Understanding Yourself, Others & 

Organisational Culture 
 

Cognitive Skills for Leaders 
Providing Strategic 

Leadership 
Opportunities and Decisions: 

Understanding Corporate Culture Conducting Effective Meetings 
Developing and Leading Your 

Team 
The Visionary Leader 

Emotional Intelligence 
For Leaders 

How to Make Effective Investment 
Decisions 

Communication Skills Diversification 
Managing and Motivating Your 

Staff 
360º Leadership 

Understanding Board 
Dynamics 

Health and Leisure at Retirement 

Meeting Attendance and 
Management 

Assertiveness 
Managing Change and Yourself 

Successfully 
Innovating for Change 

Understanding The 
Digital Age 

Assuring Family Peace 

Report and Proposal Writing Effective Delegation Emotional Intelligence 
The Generational Divide. How a 

Millennial works. 
 

Know Your Company  

Visioning / Planning Professional Grooming Conflict Management 
Engaging Your Team for Better 

Productivity 
Understanding Board 

Papers 
 

Time Management Skills For Future Managers Problem Solving and Decision 
Investing in Your People 

(Mentoring & Reverse-Mentoring) 
Basics Accounting For 

Directors 
 

Organisational Skills Problem Solving and Decision Performance Management 
Understanding and fitting into 

Corporate Strategy. 
Top Management 

Review 
 

Social Media for Business 
Understanding the Organisational 

Policies and Procedure 
 

Accounting for Non-Accountants 
Leading with Emotional 

Intelligence. 
Understanding Risk  

Teamwork in Business Customer 
Service 

Conflict Management 
 

Negotiation 
Customer Service and Marketing 
Skills for Experienced Managers 

Typical Board 
Committees 

 

 
Advanced Customer Service and 

Marketing 
Effective Coaching Skills 

Understanding the Metrics of The 
Economy 

The Board and The 
Public 

 

  
Customer Service and Marketing 

for Managers 
Finance for Non-Finance 

Managers 
Identifying New 

Business Opportunities 
 

  Advanced Reporting for Managers Crisis and Conflict Management   

  
Visioning and Critical Thinking for 

Managers 
Employee Assessment and 

Motivation 
  

  
Questioning and Interviewing Skills 

for Managers 
Questioning and Interviewing Skills   

  
Finance for Non-Finance 

Managers 
Personal Development for Senior 

Managers 
  

 
 
 

Personal Development for 
Managers 

 
 
 

 
 

 



28 
 

 

 
 
 

 

 

 

 

 

 

 

 

 

 

 

Mr. Ituah Ighodalo - Managing Partner
• 0802 311 6537
• ituah.ighodalo@siao-ng.com

Nneka Eneli - Head, HR Consulting
• 0809 065 5490
• nneka.eneli@siao-ng.com

Buki Olagbami - Lead, L&D
• 0704 198 3138
• adebukunola.olagbami@siao-ng.com

Oredola Smith - HR Consultant
• 0803 515 4194
• oredola.smith@siao-ng.com

Oluwafemi Ajomale- HR Consultant
• 0807 631 6789
• oluwafemi.ajomale@siao-ng.com
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18b Olu Holloway Road, Ikoyi, Lagos  01 4630871-2 

1st Floor, Bank of Industry Building, Central District Area, FCT Abuja 09 291 2462-3 


