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K2 Strategies Capability Document 
“Beyond Peak Performance” 

 

Overview 

 
K2 Strategies is a talent management consultancy specialising in the 
recruitment, training and development of individuals and teams in order to 
improve peak performance. Key areas for focus are Leadership and 
Management, Sales and Marketing and Customer Service. Our services are 
designed and dedicated to increasing our client‟s revenues and bottom line 
profits. 
 
The challenges faced by businesses today are greater than ever. These include; 
increased competition (relating to both the business and staff), staff 
management, development and retention. Going Beyond Peak Performance 
requires a continuous process of training and improvement.  
 
We recognise that of all the resources that you have at your disposal as a 
business, the only one that offers you a genuine opportunity to transform 
productivity, performance and profitability is people. It is also important to 
recognise that people management and development is an ongoing cyclical 
process requiring high maintenance. 
 
Effective recruitment, training and development should lead solely from the 
identification of future goal and objectives i.e. where have you decided you 
want to be in three years time and what will your business look like? 
 
Contrast this with where you are now as a provider and as individuals and you 
will have identified a gap. Training and development will be a crucial factor in 
bridging this gap, particularly for the people who are going to set the pattern for 
the growth of your firm. 
 
Carried out properly, training and development will leave you with skills, and a 
„technology‟ or „toolkit‟, which will continue to be used regularly long after the 
training has finished. 
 
Our trainers and consultants have worked with a range of clients such as Logica, Gensler, 
National Bank of Philippines, Sony, Mouchel, Mace, SHL, EMI, Dairy Queen, PepsiCo, 
American Express, Revvd, Concero and Etisalat as well as a large number of Public Sector 
organisations.  
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The K2 Strategies Delivery Team 

 
Thomas King-New Leaders, Customer Care and Sales/Recruitment   
 

 
 
                                                                Dr. Patrick White-Organisational Leadership 

 

 
 

 
Kevin Rodgers-Leadership Assessment 

 
 
 
 
 

 
 
 
 

 
              
 
 
 

Thomas is the founder and CEO of K2 and the driving force behind the 
international expansion of the business. He has lived and worked in Australia, 
Switzerland and the UK starting and growing businesses, leading teams and 
coaching and mentoring senior level executives. In addition to running the 
business, he stays sharp by delivering training programs and speaking at 
conferences. He most recently addressed the UAE Military and Police on 
Leadership Lessons. Thomas focuses on Customer Care, Leadership for New 
Leaders, Recruitment and Sales Management.  

 

Patrick started life as an accountant, going on to complete a Masters in 
Marketing and then a PhD in Business Strategy and Leadership. After 
a successful corporate career he became a serial entrepreneur 
eventually selling his business which was turning over $2 billion and 
employing 600 staff. He is an in-demand world class trainer and 
conference speaker having in the last 12 months worked in more than 
a dozen countries. Patrick enjoys training Senior level Leadership, 
Business Strategy, Finance and Organisational Behaviour. 

 

Kevin is a Chartered Psychologist with a Masters in Occupational 
Psychology. Originally starting life as an engineer, he moved into 
psychology more than 12 years ago and has delivered many engaging 
training workshops. His key focus is the development and delivery of large 
scale assessment centres for organisations as diverse as GAP, American 
Express and the UK police force. He is also extremely experienced in 
Leadership Development programs and has delivered these on a global 
basis. 
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Anthony Mitchell-Strategic Leadership and Perception Management 

 

 
 

                                                           Annette Burke-Women in Leadership 
 

 
 
General Sir Michael Rose (Associate) Leadership Development and 
Negotiation 

 

 
 
 
 

 
 

Anthony is a „Results Driven‟ Strategic Management Specialist with 12 
Years Strategic Management Consulting Experience (Six in Global 
Markets). He is a dynamic & energetic „Business Driver‟ with proven 
ability to assess, develop & execute strategic initiatives in diverse & 
complex industries & cultural environments. He is an MBA and working 
on his Doctorate in Perception Management, a field in which he has 
developed outstanding business and market growth enablers for change 
management. Anthony has worked with clients and spoken at 
conferences all over Asia and the Middle East. 

 

Annette delivers K2‟s Women in Leadership program. She has a 
Masters in Education and is working on her Doctorate which is 
focusing on Leadership issues with women. Previously the Mayor for 
10 years of Darwin in Australia, she has for the past 2 years been 
managing the International Leadership Programs for the Department 
of Civil Service in Abu Dhabi. She has highly developed teaching 
and training skills, with an excellent ability to establish rapport and 
mutual respect with others to facilitate coaching and mentoring.  

 

Michael has enjoyed a long and distinguished career in the British 
Army, commanding the SAS during the Falklands War and 
commanded the UN Protection Force in Bosnia. Since retiring he 
has worked with organizations around the world on leadership 
development, advising firms on security, risk and counter 
insurgency. He is a key note conference speaker, most recently 
addressing the UAE Military and Police on Managing Change in 
Leadership. He is also a noted author, writing “Fighting for Peace” 
and “Washington‟s War”. 
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Neil Streeter- Entrepreneurial Leadership and Sales 
 

 

 
Don Moore-Sales Management and Sales training 

 

 
 

Alan Mace- Sales and Financial Services Training 

 
 
 

Neil is a dynamic entrepreneur who has developed and grown 
teams around the world. He started his early career with 
McDonalds in Australia and brings a wealth of experience in 
franchising, hospitality and retail operations having been Executive 
Vice President of Operations in Asia for Pizza Hut and President of 
Motivation Asia based in Manila. He later worked as Chief 
Operating Officer for an RFM Corporation subsidiary that owned 
Dairy Queen and Little Caesars across Asia. More recently he has 
been working with firms in the Middle East and South Africa 
advising on growth and marketing strategies and taking teams to 
the next level. 

 

Don has a passion for training and personal development. On leaving the 
Army he embarked on a career as a salesman for Grand Metropolitan. His 
passion for people development helped him to achieve a number of senior 
management positions including a regional Directorship for a FTSE 250 
company. To underline his business credentials Don completed an MBA 
(dip) at Brighton University. He has worked as a freelance consultant for 
nine years working on assignments in a variety of locations from Hong 
Kong, Poland, Saudi Arabia, Europe and North America. Don often 
delivers motivational speeches as part of his skills portfolio. 

 
 

Alan has had an extensive career in sales and sales management 
spanning over 25 years within the financial services sector.  He has 
worked for a number of high profile financial institutions including 
Guardian Royal Exchange, Prudential Holborn Ltd and Co-operative 
Bank Financial Advisers Ltd where his high performance gained a high 
degree of customer loyalty. His wide range of experience includes; 
advising corporate clients in all aspects of business and personal 
financial planning, managing a team of staff in the production of new 
leads, training of sales teams and business partners, and working with 
senior management teams in developing relationship strategies with 
customers.   
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Anna Baines-Holmes - Head of Research 
 

 

 

 
 
 

Why work with K2 Strategies? 
 

 We provide a sophisticated end to end training solution for all roles with 
added “real life” perspectives that will take you to the next level of thinking 
as to how you will deal with 21st Century challenges-a no nonsense 
approach that is highly interactive and comes from our own experiences 

 You will identify additional skills and tools that can make you a better 
performer and take with you practical ideas that you can immediately 
implement in your business 

 We drive individual development and always get delegates to change their 
behaviour in a positive way resulting in improved performance 

 You will develop the ability to influence and communicate with others 
 We have a consistent track record of delivering massive revenue growth 

quickly and providing significant ROI 
 You will learn how to become a better problem solver and decision maker 
 Our trainers have extensive experience of working within both the Middle 

East and the West and have a superb understanding of diverse cultures 
 We have delivered a range of excellent workshops with very high positive 

feedback from delegates, hence our track record is already proven 
 You will discover how you can prepare for and embrace the forces of 

change 

 

 
 

She is a retail recruitment specialist and trainer by 
background, and graduate of Boise State University. After 
relocating back to the UK in 1998, she used her research 
and headhunting skills learned whilst working in-house for a 
major Pacific NW Manufacturer (Boise Cascade), and 
joined a boutique research company. She has worked 
across all sectors including construction and technology, 
both in the UK and internationally. 
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Client Testimonials 
 
“I am delighted to say that the quality of training we received both in terms of 
content and delivery was excellent. K2‟s willingness to go the extra mile made an 
enormous difference to the benefits we reaped from each training session. I 
would not hesitate to recommend their services to any company.” 
Jackie Scarf-HR Manager MITIE Engineering 

 
“Tom is the best trainer I have ever worked with. He is able to empathize with the 
trainees and then deliver a clear and concise message. He is a dynamic public 
speaker able to enthuse, motivate and entertain his audience.  
Tom can organize, manage and present a highly professional and bespoke 
conference, tailored to match the audience's requirements." 
Mike Jones-Recruitment Director-Logica plc 
 

 “K2 ran a very successful one day workshop using a combination of team 
games, processes and techniques to help me achieve my objective of the day. 
Tom is an engaging deliverer of training and the workshop was extremely well 
received by the whole team and I would certainly recommend his services to 
anyone requiring more performance from themselves or their team.” 
Ian Parker-Marketing Director Mace 
 
"I attended one of K2's in-house training workshops and found it to be dynamic, 
engaging and worthwhile. Thomas is a very interactive trainer and gave 
thoughtful consideration to the structure and content of the course. I have to say 
that since doing the course I have had the best billing year ever! The numerous 
tips and anecdotes from Thomas's personal experience of recruitment made the 
course come alive and very enjoyable. I would recommend K2 to anyone looking 
for improvement in their recruitment skills."  
Rob Lawton – Managing Director – Greenwell Gleeson     

 “As a USA executive, I needed help locating a national sales manager in 
Europe. The quality of the candidates that Thomas provided were world-class 
and we ended up hiring a person that he recommended. I highly endorse K2.” 
John Knab- CEO Phonex Broadband 
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Training Programs available in 2009/2010 

 

Leadership and Management 
 

1. Foundations of Effective Business Leadership 

-Everything you need to know about leading a team, department or company in a 

tough market 

2. Strategies for Managing in Tough Times 

-Winning the War for Talent and keeping employees focused and productive 

3. Creative Problem Solving and Decision Making 

-Realising that it is not about right or wrong, rather it is making Optimal 

5ŜŎƛǎƛƻƴǎ ŀƴŘ ά¢ƘƛƴƪƛƴƎ ƻǳǘǎƛŘŜ ǘƘŜ .ƻȄέ 

4. How to Conduct Effective Meetings 

-Or how to keep everybody keen, focused, productive and awake! 

5. Leading High Performance Teams to Success in a Difficult Economy 

-Combining the techniques of FISH!, High Five teams, Gung Ho and the Seven 

Habits to stimulate and produce the next level of performance 

6. Team Building and Motivation 

-Understanding your team and what makes them tick so you can produce results 

of excellence even in a tough market 

7. Women in Leadership-skills for the 21st century woman 

-an outstanding workshop for women by women that clearly shows the way 

forward and how to succeed in business as a woman 

8. Project Management Essentials 

-a dynamic introduction to the important and essential aspects of excellent 

project management, ideal for those new to PM 

      9.    New Leaders Academy 

 - a modulated program designed for those new to managing teams or functions.                  

This workshop is delivered over a period of weeks and will give delegates a strong   

understanding of the latest thinking and tools and how to apply them quickly.                      
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Sales and Marketing 
 

1. Foundations of Effective Sales Leadership 

-Successful sales management and leading sales teams to success in a really 

tough sales climate needs a fresh approach and a different perspective-do you 

want to go to the next level? 

2. Strategies for Selling in Tough Times 

-Mastering Objections, Creating and Discovering Needs and Finding new 

Customers 

3. The Art of Sales Masters 

-The Ultimate Sales Training Workshop, the A-Z of getting to YES! 

4. Strategic Marketing Skills 

-getting the right message across at the right time to the right audience needs 

the right skills to do well in a tough market 

5. Presentation and Public Speaking Skills 

-Making an Impact on any audience is easy when you know how and have the 

confidence to communicate and present  

6. Key Account Management 

-building strong client relationships and building loyalty and retention 

7. Telemarketing 

-everything you need to know get through to the right people and make a sale on 

ǘƘŜ ǇƘƻƴŜ ƛƴ ǘƻŘŀȅΩǎ ƘƛƎƘƭȅ ŎƻƳǇŜǘƛǘƛǾŜ market 

.      8.  Train the Trainer 

-a dynamic workshop designed for both those new to the training environment 

as well as those with more experience but seeking tools and techniques to take 

their training to the next level. 

        9.  Recruitment Academy 

 -a modulated program designed for flexibility of skill level and available for both  

ǘƘŜ ƴŜǿ ǇŜǊǎƻƴ ƛƴ ǊŜŎǊǳƛǘƳŜƴǘ ŀǎ ǿŜƭƭ ŀǎ ǘƘŜ ŜȄǇŜǊƛŜƴŎŜŘ άƘŜŀŘ-ƘǳƴǘŜǊέ and 

Manager. Can be delivered in a tight timeframe or scheduled over a longer 

period allowing for implementation of learning. 



 

K2 Strategies Ltd. UAE: +971 50 685 0222 UK: +44 7771 680 215 
Email: info@k2strategies.org 

 

 

Customer Service 

1. Customer Focused Management-LǘΩǎ ŀƭƭ ŀōƻǳǘ ǘƘŜ !ǘǘƛǘǳŘŜΗ 
-improving and managing customer relations begins with all levels of staff engaging with 

the right mental attitude which goes across the whole culture of a business  

2. Effective Complaint Handling 
-when a customer has a complaint, your staff need the right tools and techniques to 

defuse anger and keep customers happy 

 

3. Strategies for Customer Retention in Tough Times 

-tough markets need a new and better approach to the entire customer cycle in order to 

retain customer loyalty 

4. ¢ŜƭŜǇƘƻƴŜ {ƪƛƭƭǎ ŀƴŘ /ǳǎǘƻƳŜǊ /ŀǊŜ ά¢ǳǊƴƛƴƎ DƻƻŘ ƳƻǊƴƛƴƎ ƛƴǘƻ 

DƻƻŘ .ǳǎƛƴŜǎǎέ 
-dealing with a customer over the phone and using the opportunity as a moment of truth 

to take a customer to the next level needs focus and training 

 

Personal Development 

 

1. Brilliant Body Language! 
-you need to understand how you and your customer are communicating at the 

subliminal level of body language in order to maximise  customer relations and increase 

sales 

2. Be a Better Listener-Active Listening Skills 
-listening is the key ingredient in mastering communication and an important aspect 

often overlooked in building skills for sales and customer service 

3. Assertiveness Skills (and dealing with difficult situations) 
-designed for managers and staff dealing with all levels of customer and employee 

interaction and engagement. How to make your point and make it stick! 

4. Understanding Emotional Intelligence 
-engage the power of emotional intelligence to generate positive change everywhere, all 

the time 
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5. Developing Effective Interpersonal and Communication Skills 
-making presentations with impact and communicating well for both personal and 

business situations are skills needed by all today 

6. Time Management 

-we all have only 24 hours per day-how we use our time and make priorities can 

make a huge difference to performance and effectiveness-even a small amount 

of improved change in this vital aspect can make a difference 

 

Summary 
 

At K2 Strategies, we provide leading edge content and delivery that focuses 
on every aspect of the learning experience. 
Stimulating the senses through sound, touch, sight (smell and taste if we 
can) all help us to learn and remember. We pride ourselves on the positive 
feedback we get from our customers due to the use of media, film, 
cartoons, hands-on games and interactive exercises. 
Everything we do is geared towards maximizing the development of 
knowledge, skills and performance. Engaging the K2 Strategies Training 
Team will provide you with a dynamic economic opportunity that can be 
extended locally and internationally as our relationship grows. 
 
 
 

ñWorking with people, building true partnerships, 
going Beyond Peak Performanceò 

 
 
 
 
 
 


