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WHAT WAS THE OBJECTIVE?
Stage II wanted to develop a core group of high 
potential team members. Using an application 
process, the leadership team identified people 
that had a thirst for development and offered 
more value to the business. This program set 
each of the 12 participants up with tools they 
needed to perform at their peak and each 
person needed to achieve two personal program 
goals – like an increase in sales or a reduction 
in costs. The achieving of these goals provided 
instant Return on Investment (ROI) for the 
program.

HOW DID WE DO IT?

Over 8 months, we worked with 12 high 
potential team members. They participated 
in group workshops focused on topics like 
‘building the habits of high performance’ and 
1-to-1 coaching sessions where we challenged 
each individual and helped them overcome 
personal challenges. We adopted an experiential 
approach to learning with this group and took 
them on a field trip to visit other businesses to 

see ideas and innovations. We offered several 
game-based learning activities, like one activity 
where they learned how to play the violin! We 
also used both a 360-degree feedback survey 
and Strengths Finder diagnostic to increase 
each person’s level of self-awareness. All of this 
was supported by regular online content via a 
social learning platform. 

HOW WAS IT INTEGRATED AND WHAT WERE 
THE RESULTS?
In the workshops, we explored different tools 
and strategies that the group could implement 
into the workplace to enhance performance. 
One example is the ‘Communication 
Strategy’ which was focused on improving 
communication, collaboration and reducing 
friction between teams. The team also set 
personal program goals developed around 
4 pillars; Increasing Sales, Increasing Brand 
Awareness, Decreasing Costs and Enhancing 
Process. Each individual had to commit to and 
achieve these two program goals to impact 
performance and the business. 
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