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WILSON LEARNING VALUES 
  

WIN-WIN INTENT: 
The outcome of every interaction is intended to be a win for all parties, and the 

challenge is to create a successful outcome together. 
 

INVULNERABLE SELF: 
Who you are is not the same as what you do.  Self-worth is not at stake every time 
a person makes a mistake or performs poorly.  This belief promotes self-respect 

and a healthy self-appreciation. 
 

WORLD OF ABUNDANCE : 
Research has shown that if you believe the universe is friendly, it will be for you. 

Professionals who succeed in their careers and enjoy their work also acknowledge 
and believe in the abundance of their own internal resources ς that they have all 

the personal power they need to accomplish their goals and life purposes. 
 

GROWTH THROUGH EXPERIENCE: 
The best way to learn and grow is through the lessons in life, especially the 

difficult ones. Tests and difficulties deepen our character, unlock the doors to new 
perspectives, sharpen our judgment and expand our awareness of connections.   
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THE WILSON LEARNING DIFFERENCE 
For over 40 years, Wilson Learning has provided clients with the necessary ópeople and self-

managementô skills to ensure that they are able to leverage their technical and product 

expertise to achieve success.   

When youôre trying to improve performance, learning is, at best, only 

part of the solution. Consideration must be given to the marketplace, 

to strategy, to work processes, and to the priorities of leadership. 

Without these different pieces working together, attempts at 

change and performance improvement are likely to fail.  

As a global leader in Human Performance Improvement 

Solutions (HPI), the Wilson Learning approach strives to 

create a synergy between people and business strategy. 

We do this by offering an extensive range of world-class 

solutions with a focus on Leadership, Sales and 

Individual Effectiveness. The approach Wilson Learning 

has for HPI includes diagnosing skill gaps and building customised performance 

improvement solutions which can be easily integrated into daily work practices, and are 

designed to have maximum impact on business results over the long-term.  

At Wilson Learning our team becomes part of your team as we work together to strengthen 

the talent that underpins your success ï your people.  

WHO WE ARE 

Wilson Learning was founded in the USA in 1965 by Larry Wilson.  The company is now 

Japanese owned and since 2000 has been listed on the Tokyo Stock Exchange. For three 

years running Wilson Learning has been ranked within the top 20 for both our Sales 

Methodology and Leadership programs by Trainingindustry.com. 

For over four decades, Wilson Learning has worked with the brightest minds and the worldôs 

leading thinkers to deliver Human Performance Improvement for: 

Á 800 global customers 

Á Fortune 1000/Forbes Global 2000 companies 

Á Over 45 countries 

Á Over 25 languages 

άΧWilson Learning set about defining the needs of the team.  The outcome was a blended 
learning pathway that would enable the team to communicate better with customers and 
each other. ¢ƘŜ ŦŀŎƛƭƛǘŀǘƻǊΩǎ ǎƪƛƭƭ ŀƴŘ ŜȄǇŜǊƛŜƴŎŜ ƛƴ ǘƘŜ ƘŜŀƭǘƘŎŀǊŜ ƛƴŘǳǎǘǊȅ ǿŀǎ ŜǎǎŜƴǘƛŀƭ ƛƴ 
establishing credibility, positive intent and providing relevanceΧ 

LΩƳ ǘƘǊƛƭƭŜŘ ǿƛǘƘ Ƙƻǿ ǘƘŜ ǘŜŀƳ ƘŀǾŜ ŘŜǾŜƭƻǇŜŘ ǎǘǊƻƴƎŜǊ ǊŀǇǇƻǊǘ ŀƴŘ ǘǊǳǎǘ with their 
ŎǳǎǘƻƳŜǊǎΦ Lǘ Ƙŀǎ ōŜŜƴ ŀ ǇƭŜŀǎǳǊŜ ǘƻ ǇŀǊǘƴŜǊ ǿƛǘƘ ²ƛƭǎƻƴ [ŜŀǊƴƛƴƎ ƻƴ ǘƘƛǎ ƛƴƛǘƛŀǘƛǾŜΦέ  

- Nick Dranganoudis, Sales & Marketing Director, Allergan  



 

 
© 2011 Wilson Learning Worldwide Inc.  

Ph: (02) 9232 4124     W: www.wilsonlearning.com.au    E: information@wilsonlearning.com.au 

OUR VISION 

To be the ñBest in Classò Learning Services Company, we enable performance 

through learning.  

This is achieved by: 

Á Being Global ï in reach and in mindset 

Á Contemporary offering enabled by technology 

Á People focused on customers, and on results 

This is supported by our core values:  

Á collaboration and teamwork;  

Á versatility and a win-win attitude; 

Á non-judgmental behaviour; 

Á integrity;  

Á personal accountability and 

actively taking responsibility; 

Á continual personal growth;  Á The idea that learning is a 

lifetime pursuit. 

OUR PURPOSE 

Helping people and organisations achieve performance with fulfilment (helping 

people become as much as they can be). 

Wilson Learningôs purpose is to achieve performance 
improvement at an individual, team and organisational level. 
We have a very specific objective ï to help clients achieve 
their strategic business concerns. 

ά²Ŝ ƪŜŜǇ ƎƻƛƴƎ ōŀŎƪ ǘƻ ²ƛƭǎƻƴ [ŜŀǊƴƛƴƎ ǿƘŜƴ ǘǊŀƛƴƛƴƎ 
needs arise, as we know that they will listen to our needs, 
and work with us, to come up with effective solutions that 
meet our needs. These guys actually take the time to listen 
ǘƻ ǘƘŜ ŎǳǎǘƻƳŜǊΗέ  

- Liz Edgerton, HR Manager Operations, ITT Water & 
Wastewater 

GLOBAL PRESENCE 

With over 700 staff, facilitators and consultants, and with representation in more than 45 

countries, it is Wilson Learningôs understanding and willingness to immerse in the cultures in 

which we work that makes us truly global. Itôs our global reach, global versatility, and global 

empathy which contribute to this - and this differentiates us from other providers.  

WORLD-WIDE EMPLOYEE NUMBERS 

Á Wilson Learning Worldwide employees:    400 

Á WL extended enterprise (facilitators, consultants etc.):  350 

Á Client Services & Support:                               40% 

Á Research & Development:                               20% 

Á Administration & Management:                        40% 
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GLOBAL HEADQUARTERS 

 

 

 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 

REGIONAL LOCATIONS 

 

 

 

REGIONAL HEADQUARTERS 
 
 
 
 
 
 
 
 
 
 
 
 

NORTH  
AMERICA 
Atlanta 
Boston 
Chicago 
Dallas 
Detroit 
Los Angeles  

Minneapolis 
New York 

Orlando 
San Francisco 
Toronto 

LATIN 
AMERICA 
Bogotá 
Buenos Aires 
Lima 
Mexico City 
San Juan 
Sao Paulo 

EMEA 
Amsterdam 
Athens 
Belgrade 
Brussels 
Bucharest 
Copenhagen 
Dubai 
Dublin 
Holte 
Istanbul 
Johannesburg 
Kuwait 
Lagos 
Lisbon 

London 
Lublin, Poland 
Lund, Sweden 

APAC  
Bangkok 
Christchurch 
Kuala Lumpur 
Manila  
New Delhi 
Seoul 
Singapore 

Sydney 

JAPAN 
Fukuoka 
Nagoya 
Osaka 

Tokyo 

CHINA  
Beijing 
Hong Kong 

Shanghai 

Madrid 
Milan 
Moscow 
Nicosia  
Oslo 
Paris 
Riga 
Sofia  
Stuttgart 
Tallinn 
Vantaa 
Vaud 

Wilson Learning Worldwide 
10-6 Roppongi 1-chome, Minato-ku, 
Tokyo 106-0032, Japan 
+81 3 6381 0234 

 

Asia Pacific:   
Level 13, 9 Hunter Street, Sydney,  
NSW 2000, Australia 
+61 2 9232 4124 

 

China:  
Suite 1606, Shanghai Kerry Centre, 
1515 Nanjing West Road, Jingan District, 
Shanghai 200040, China 
+86 21 5840 2388 

 

Europe, Middle East, Africa: 
Wilson House, 23 London End, 
Beaconsfield, Bucks HP9 2HN  
United Kingdom 
+44 1494 678 121   
 

 

North & South Americas: 
8000 West 78th Street, Suite 200 Edina, 
MN 55439 USA 
+1 800 328 7937 

 

GLOBAL REACH, 
LOCAL KNOWLEDGE 
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WHAT WE DO  

Wilson Learning focuses on the human factor; that is, what makes people think and act the 

way they do. Using the aspects of human performance improvement, Wilson Learning 

provides the tools and insights that give individuals the rationale behind adopting new skills. 

The idea is to fully involve participants in the performance improvement process by 

integrating new material with their own experiences and points of view. It is then possible for 

learning to occur from the ñinside outò and to engage both the mind and the heart for 

sustained performance improvement. 

Wilson Learning offerings provide a blend of learning methodologies to appeal to different 

expectations and styles. These include: 

Á Large and small group dynamics ï 

discussion and practice 

Á Individual worksheets, planning 

guides and Tool Kits 

Á Video models 

Á Application exercises 

Á Role plays 

Á Case studies 

Á Simulations 

 

Wilson Learning solutions include fully customisable, ready-to-use training programs, e-

learning solutions and development support tools for sales, leadership, negotiation, 

presentations, social styles, customer service and management. 

SERVICES & TECHNOLOGY 

Wilson Learning helps with a global services offering ï a selection of learning and 

performance improvement services incorporated to assess your situation, plan an effective 

approach, help you learn and apply the right information and sustain ultimate performance. 

Á Customisation Services 

Á Instructional Design 

Á Assessment & Measurement Services 

Á Project Impact Evaluation 

Á e-Learning 

Á High Performance/ Executive Coaching 

Á Facilitation Services 

Á Consulting, L&D Best Practices 

Á Train-the-Trainer in WL programs 

Á Extended Learning System (ELS) 

Á Virtual Learning 

Á Sales Advantage Portal (online skills 

reinforcement) 

Á Innovator consulting technology (strategic planning) 

"I have been exposed to the principles and values of innovator (WL consulting technology) 
for over 15 years and count it ŀ ƻƴŜ ƻŦ ǘƘƻǎŜ άǊŀǊŜ ǘǊŜŀǎǳǊŜǎέ ǘƘŀǘ ȅƻǳ ƻŎŎŀǎƛƻƴŀƭƭȅ ŦƛƴŘ ǘƘŀǘ 
you carry with you for the rest of your life."  

- Leonard Whittaker - Millennium 3 Financial Services  



 

 
© 2011 Wilson Learning Worldwide Inc.  

Ph: (02) 9232 4124     W: www.wilsonlearning.com.au    E: information@wilsonlearning.com.au 

Strategic Leadership is usually 

associated with the Executive level in 

an organisation. Strategic Leaders 

typically focus on profitability, financial 

performance and/or critical decisions 

that affect the entire company.  

Training Programs 

Á Leading for GrowthÊ 

Á Leading from WithinÊ 

Á Innovation in ActionÊ 

Á Strategic Focusing WorkshopÊ 

Á Creating a Culture of 

EngagementÊ 

Services/Assessment 

Á High Performance CoachingÊ  

Á Leader NavigatorÊ  

(Web-based 360ô survey)  

LEADERSHIP EFFECTIVENESS  

In the 30 years that Wilson Learning has studied leadership, we have come to believe that 
the purpose of a leader is to engage others in committing their full energy to the 
creation of value and success. 

 

 
 

 
 
 

 
 
 

 
 
 

 
 
 

 
 
 

 
 
 

 
 
 

"The Wilson Learning methods are 'how we do business'.  They are what set us apart from 
our competitors and the reason why our customers rate us more highly in customer 
satisfaction than our peers."  

- Paul Bryant, Senior Manager, Financial Services, Suncorp Metway Ltd. 

 

Growth Leadership is usually 

associated with Middle Managers ï 

from department to division level 

management ï focused on both 

productivity and effective process 

improvement.  

Training Programs 

Á Building Relationship VersatilityÊ 

Á Creating Team MasteryÊ 

Á Leading For GrowthÊ 

Á Leading From WithinÊ 

Á Leading in Challenging TimesÊ 

Á Negotiating to YesÊ 

Á Performance Based InterviewingÊ 

Á The Leader ManagerÊ 

Performance Leadership is usually 

associated with first-line to department 

level leaders. These leaders typically 

have direct responsibility for 

overseeing productivity of individual 

contributors and production focused 

managers. 

Training Programs 

Á Leading for PerformanceÊ 

14 Modules  

Á High Performance Team 

WorkshopÊ 

Á Leading in Challenging TimesÊ 

Á Negotiating to YesÊ 

CONSISTENTLY RATED IN 

TRAINING INDUSTRYôS TOP 

20 FOR LEADERSHIP 

TRAINING 2010, 2011 
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άL ŦƻǳƴŘ ǘƘŜ /ƻǳƴǎŜƭƭƻǊ {ŀƭŜǎǇŜǊǎƻƴΩǎ ǿƻǊƪ ǾŜǊȅ ǎǳƛǘŜŘ ǘƻ ƻǳǊ ƻǊƎŀƴƛǎŀǘƛƻƴ ŀǎ ŀ ōǳǎƛƴŜǎǎ-to-
ōǳǎƛƴŜǎǎ ŜƴǘŜǊǇǊƛǎŜ ōŜŎŀǳǎŜ ƛǘ ŜƳǇƘŀǎƛǎŜǎ ǘƘŜ ƴŜŜŘ ǘƻ ǳƴŘŜǊǎǘŀƴŘ ǘƘŜ ŎǳǎǘƻƳŜǊǎΩ ŎǊƛǘƛŎŀƭ 
success factors, provides a basis for being a credible supplier, and allows for partnership 
ƻǇǇƻǊǘǳƴƛǘƛŜǎ ǿƛǘƘ ƻǳǊ ŎǳǎǘƻƳŜǊǎΦέ  

- Peter Nash, National Sales Leader, BlueScope Steel 

Services/Assessment 

Á Salesperson NavigatorÊ (Web-

based 360ô survey) 

Á Salesforce CompassÊ - A Needs 

Analysis Survey (Web-based) 

 

 

 

 

 

 

 
The Salesperson as a Consultant 

adds value to the customerôs bottom 

line by understanding their business, 

industry, competition, buying 

behaviours, and business priorities. 

Sales Training Programs  

Á The Counsellor SalespersonÊ  

Á Applying Counsellor Salesperson 

Á The Consultative ProcessÊ 

Á Sales Excellence (telephone)Ê 

Á Applying Sales Excellence 

Á Signature Customer ServiceÊ  

Á Turning Information into SalesÊ 

Á The Versatile SalespersonÊ 

Á Applying Versatile Salesperson 

Á UPFRONTÊ ï Effective Meetings 

Á UPFRONTÊ ï Persuasion 

Through Presentation®  
 

Life Sciences modules available 

The Salesperson as a Strategist 

gain advantage by developing and 

implementing a strategy that 

determines which business is most 

profitable and the appropriate 

competitive approach to winning that 

business. 

Sales Training Programs 

Á Counsellor ProspectingÊ 

Á Negotiating to YesÊ  (Sales 

version) 

Á Sales Advantage SeriesÊ 

Á UPFRONTÊ ï Persuasion 

Through Presentation® 

Á Turning Information into SalesÊ 

SALES EFFECTIVENESS  

Our research has shown that to be a 
source of competitive advantage, 
salespeople need to fulfil two roles.  They 
have to be both Consultants to their 
clients and Strategists to their own 

organisation. 

 

CONSISTENTLY RATED IN 

TRAINING INDUSTRYôS TOP 

20 FOR SALES TRAINING 

2009, 2010, 2011 
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ά²ƛƭǎƻƴ [ŜŀǊƴƛƴƎ ŘŜƳƻƴǎǘǊŀǘŜŘ ŀ ƎŜƴǳƛƴŜ ŘŜǎƛǊŜ ǘƻ ǳƴŘŜǊǎǘŀƴŘ ƻǳǊ ōǳǎƛƴŜǎǎ ƳƻŘŜƭǎ ŀƴŘ 
our go-to market strategy. The skills training was outstanding. Our sales people now 
ƳŀȄƛƳƛǎŜ ƻǳǊ ŀōƛƭƛǘȅ ǘƻ ǎŜŎǳǊŜ ŜŀŎƘ ŀƴŘ ŜǾŜǊȅ ƻǇǇƻǊǘǳƴƛǘȅέ  

- Chris Mandahl, Enterprise Sales Director ANZ, Emerson Network Power 
 

 
TEAM EFFECTIVENESS 

Wilson Learningôs Team Curriculum addresses both 

the form ï the process of team development and 

management, and the essence ï the behaviour of 

teams, as groups and individuals. 

Training Programs 

Á Creating Team Mastery 

Á High Performing Teams Workshop 

Á Team Decision Making 

Á Innovation in Action 

Á Effective Problem Solving 

Á Building High Performance Teams 

Á Leading for Growth 

SALES LEADERSHIP 

 

 

 

 

 

 

 

Sales Management Training Programs 

Á Leading Competitive Business SolutionsÊ 

Á Lighthouse CoachingÊ 

Á Coaching for Sales PerformanceÊ 

Á Managing Signature ServiceÊ - The Key to Customer Satisfaction® 

Á Reinforcing the Counsellor ApproachÊ 

Á Reinforcing Signature ServiceÊ  

Services/Assessment 

Á Sales Leader NavigatorÊ (Web-based multi-rater instrument) 

In our more than 40 years of experience with 

salespeople and sales managers, we have found that 

effective sales leaders have a dual role.  

This dual role resides in their ability to manage the 

sales process and lead their salespeople. 

 ά!ǘ bŀƭŎƻΣ ǘƘŜ ²ƛƭǎƻƴ [ŜŀǊƴƛƴƎ ǎŀƭŜǎ ƳŜǘƘƻŘƻƭƻƎȅ ƛǎ 
ǘƘŜ άōŀŎƪōƻƴŜέ ƻŦ ƻǳǊ ǎŀƭŜǎ ŦƻǊŎŜ ǘǊŀƛƴƛƴƎΦέ   

- Martin Clarke, Training Manager. Nalco 
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ά²ƛƭǎƻƴ [ŜŀǊƴƛƴƎ ǿŀǎ ŀōƭŜ ǘƻ 

 

 

 

 

 

 

 

 INDIVIDUAL EFFECTIVENESS 

We think that along with Work Talents, the three skill setsð

Purposeful Communication, Inspired Thinking, and Fulfilled 

Selfðare critical to the development of highly effective 

individuals.  Our programs offer development in social 

styles recognition and versatility, presentation skills and 

negotiation skills training. 

Training Programs 

Á UPFRONTÊ- Persuasion Through Presentation® 

Á Building Relationship VersatilityÊ - Social Styles at 

WorkÊ  

Á Applying Building Relationship Versatility 

Á Consulting with ClientsÊ 

Á Global AwarenessÊ 

Á Innovation in Action SeriesÊ 

Á Leading from WithinÊ 

Á UPFRONTÊ ï Effective Meetings 

 

ά²ƛƭǎƻƴ [ŜŀǊƴƛƴƎ ǿŀǎ ŀōƭŜ ǘƻ ǘŀƛƭƻǊ ǘƘŜƛǊ ƭŜŀǊƴƛƴƎ ŀƴŘ ŘŜǾŜƭƻǇƳŜƴǘ ǇŀŎƪŀƎŜǎ ǘƻ ǎǳƛǘ Ƴȅ 
actual business needs. I was surprised to see how quickly my team adopted the language 
and skills of the Wilson Learning methodologies. It has certainly improved our customer 
ƛƴǘŜǊŀŎǘƛƻƴǎ ŀƴŘ ǘŜŀƳ ŘȅƴŀƳƛŎǎΦέ  

- Sally Armstrong, Program Manager. Sydney Water 

άbŜǾŜǊ ƘŀǾŜ L ƘŀŘ ŀ ǾŜƴŘƻǊ ǿƻǊƪ ƘŀǊŘŜǊ ǘƻ ƳŀƪŜ ǎǳǊŜ ǘƘŀǘ ǘƘŜ ǾŀƭǳŜ ǘƘŜȅ Ŏŀƴ ŀŘŘ ƛǎ 
assured of being delivered and tightly aligned wƛǘƘ ƻǳǊ ōǳǎƛƴŜǎǎ ƴŜŜŘǎέ 

- Roger Denton, Director of Education &Talent Development, Ecolab, USA 

OPEN WORKSHOPS 

Wilson Learningôs Open (Public) workshops provide 

development opportunities for individuals and small 

groups. 

Current open workshops include: 

Á Building Relationship VersatilityÊ  

Á The Counsellor SalespersonÊ  

Á Negotiating to YesÊ   

Á UPFRONTÊ- Persuasion Through Presentation® 

Á Beyond CSPÊ - Strategic Business Calling 
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RESEARCH & DEVELOPMENT 

Rigorous research is an integral and fundamental process in our product development cycle.  

Michael Leimbach, PhD, Vice President of Global Research and Development, dedicates his 

work to developing and testing Wilson Learningôs curriculum.  Funded by a percentage of 

global sales, he works with a dedicated group of Wilson Learning personnel and associated 

experts to conduct industry related research, independent focus groups and impact 

evaluation studies with clients to test and validate Wilson Learningôs approaches and 

methodologies.  

PROFESSIONAL ALLIANCES & PARTNERSHIPS 

Wilson Learning has many professional affiliations, agencies, 

distributorships and representation throughout the world.   

Wilson Learning Worldwide participates annually in:  

Á American Society for Training and Development (ASTD) 

conference ï Exhibitor/ sponsor  

Á Society for Pharmaceutical and Biotech Trainers (USA) ï 

Exhibitor/sponsor 

Á International Standards Organisation (ISO) & American 

National Standards Institute (ANSI) ï Dr Michael 

Leimbach, VP, represents Wilson Learning.  

 

Significant strategic partnerships or alliances with global coverage include:  

Á Quarto, UK 

Á Hogan Assessment Systems, USA 

Á The Inventure Group, USA 

Á ES Research Group, USA  

Á William Ury, Harvard University 

Á Book Review Company  

 

Wilson Learning is a global Registered Education 

Provider (R.E.P.) for the Project Management 

Institute (PMI). As part of the Continuing Certification 

Requirements, project management professionals 

can earn Professional Development Units (PDUs) for 

Wilson Learningôs Negotiating to Yes (12 PDUs), 

Building Relationship Versatility (12.5 PDUs) and The 

Consultative Process/ The Counsellor Salesperson 

(12.5 PDUs) ï all 2 day programs.  

The Financial Planning Association of Australia (FPA) is a professional 

body for Australiaôs financial planners. CPD Accreditation has been 

granted for Wilson Learning's "The Counsellor Salesperson" workshop and 

"The Consultative Advisor". A total of 30.5 CPD points for the 3-day 

workshop or 20.25 CPD points for the 2-day workshop. 

 

 

 



 

 

 

 
 
 
 
 
THE WILSON LEARNING DIFFERENCE 
V Personalised service; consultative approach 

V Global reach, local knowledge 

V Expertise in individual, team and leadership 
effectiveness 

V Customisation, ground-up development, facilitation 

V Specialist in assessment & measurement 

V Flexible delivery formats 

V World-wide network of facilitators and associates 
offices 

 
 
 
 
 
 
 

CHALLENGING PEOPLE TO THINKé ENGAGEé PERFORM 

 

PERFORMANCE § FULFILLMENT § RESULTS 

 

�³�:ILSON LEARNING 

DEMONSTRATED A 

GENUINE DESIRE TO 

UNDERSTAND OUR 
BUSINESS MODELS 

AND OUR GO-TO 

MARKET STRATEGY. 
THE SKILLS TRAINING 
WAS OUTSTANDING. 
OUR SALES PEOPLE 

NOW MAXIMISE OUR 

ABILITY TO SECURE 
EACH AND EVERY 

OPPORTUNITY�  ́ 

CHRIS MANDAHL, 
ENTERPRISE SALES 
DIRECTOR ANZ, 
EMERSON NETWORK 

POWER 

 

 

 

 

 

 

 

ASIA PACIFIC 
HEADQUARTERS 
 

Level 13, 
9 Hunter Street 
Sydney 
NSW 2000 
Australia 
 
+61 2 9232 4124 

 
clientservices@ 
wilsonlearning.com.au 

 

 

 

 

 

 


