
Who Will Benefit?
 l Frontline Staff/Receptionists
 l Interns
 l New Hires
 l Sales Team
 l Administrative/Support Staff
 l Junior Executives

Delivery Options 

Each workshop is 2-4 hours in length 
depending on needs, audience size, 
and scheduling requirements.

Business
Workshops

Customer Service Expert  

Building a Culture of Excellence

Contact us to discuss your needs or to schedule a workshop. 

www.CChenConsulting.com
PHONE:  301-580-7780 | EMAIL:  info@CChenConsulting.com



Professional Image
The 11 Essentials

Today’s business arena is diverse. You are constantly 
being judged by your image and actions. Are you 

taking the steps to manage your own professional 
image? If not, you can be sure, someone else will. 
Studies reveal that most impressions are made 
within the first 30 seconds to two minutes of an 
initial meeting. That’s not much time to convey the 
professional image that says, “I’m competent, trust 
worthy, and someone you should do business with.” 

Your image consists of your:

 l physical appearance
 l non-verbal and verbal communication
 l interpersonal interactions.

This workshop will cover the essential elements to 
developing a powerful professional image. Gain 
the competitive edge in today’s competitive work 
environment and become a class act that sees results. 

Do you have the skills needed for a successful 
career? Do your employees demonstrate 

competency and confidence? Every stellar professional 
and organization understands the necessity of building 
social skills in today’s competitive market. In fact, 
according to Professor Casciaro of Harvard Business 
School, competency is based on likability. He says, 
“How we value competence changes depending on 
whether we like someone or not.” Unfortunately, 
the most competent employee may lose credibility if 
social skills are lacking. Consider a study conducted by 

Harvard University, the Carnegie Foundation, and the 
Stanford Research Institute on people skills: 

 l  85% of a person’s ability to get a job, keep that job, 
and to even advance in that job depends on social 
savvy.

 l 15% is based on technical ability. 

This workshop will cover the ten core professional 
skills needed to build confidence and catapult you 
and your organization to success. Go from average to 
exceptional!

Social Savvy
10 Confidence Builders  
for Success
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Body Language
10 Non-Verbal Missteps

Was grandma right to nag you about slouching? 
Does standing straight really matter? Isn’t 

just being competent enough? Turns out, it’s not. 
All of those subtle and not-so-subtle gestures, 
movements, and expressions are constantly being 
interpreted by others - positively and negatively. 
Unfortunately, most people are oblivious to their 
own negative body language and the opportunities 
that slip away because of it.  

Did you know that the impression you make on 
others is based on. . . 

 l up to 55% on body language?
 l up to 38% on vocal quality?

This workshop will share the ten worst blunders 
made and how to overcome them. Stop sabotaging 
your credibility, effectiveness, and success, and un-
lock the power of your non-verbal communication.

Communication. How important is it really? Whether 
speaking face-to-face, over the telephone, or 

through written correspondence, it matters…a LOT. 
Consider this survey conducted by Towers Watson:

 l  Companies with highly effective communication 
had 47% higher total returns to shareholders be-
tween 2004 and 2009. 

The key to effective communication is understanding - 
people understanding people. 

Understanding builds good relationships and good 
relationships build good business.

Effective communication helps:

 l to resolve differences.
 l to build trust and respect.
 l  to create environments that encourage creative 
ideas and problem solving.

 l to improve professional image.

This workshop will share the seven keys to opening 
doors to effective communication. Overcome the 
obstacles of communicating with colleagues and 
clients.

Communication 101
7 Keys to Opening Doors
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Customer Service
5 Secrets to Service  

Excellence

From retail to hospitality to corporate enterprises to 
healthcare, it’s all about the customer experience. 

Is your team giving the experience that not only brings 
the customer back, but creates a loyal customer and 
brand ambassador? The key to delivering world-class 
service is through building relationships. When positive 
relationships are formed, you gain a loyal customer 
who leaves your place of business with a memorable 
experience. In today’s competitive consumer arena, it’s 
interesting to note the following statistic on time spent 
on employee training:

 l 90% Technical Skills
 l 10% Soft Skills

The “soft skills” are what keeps the customer coming 
back. Those skills that give the memorable experience 
- a positive and memorable experience.

This workshop will share the five critical steps to deliv-
ering world-class service. Learn the secrets of becom-
ing the organization books are written about.

Many of today’s business meetings and 
job interviews take place over dinner. 

Unfortunately, many business men and women 
damage opportunities to build relationships by 
fumbling awkwardly through meals. Business meals 
are not just about the food. It’s about relationships. 
Employers and potential clients can’t help but to 
observe the professionalism of those they are dining 
with. This is a great opportunity to present a polished, 
poised, and refined image.Too many business men 
and women damage their career by not knowing the 
rules of the table. Do you wonder about:

 l who picks up the tab.
 l where to place personal items.
 l what to order.
 l which utensil to use.
 l when to begin eating.
 l and more!

This workshop will walk through the ten biggest 
blunders professionals make. Learn how to navigate 
any dining situation with confidence and ease while 
projecting a positive professional image.

Business Dining
Top 10 Blunders
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Networking
5 Steps to Making  

the Connection

Effective networking is mutually beneficial to all. 
The key is to build strong, positive, and meaningful 

relationships. It’s about engaging and connecting. 
Building powerful networking skills does many things 
for your professional life. They: 

 l help to land that dream job. 
 l achieve promotions. 
 l  create relationships with industry decision makers. 
 l find new business opportunities. 
 l open doors to future success. 

 l put you in a better position to ask for help. 
 l provide important and helpful resources. 
 l add security. 

Did you know. . . . 70% of all jobs are found through 
networking!

This workshop will share the five blunders of networking 
and how to overcome them. Stop sabotaging your ability 
to make authentic and genuine connections and learn 
the secrets of the pros.

Does your team struggle with communication, trust, 
conflict? Need to improve productivity, problem 

solving, leadership? 

The Myers-Briggs Type Indicator (MBTI), developed 
by Katharine Briggs and Isabel Myers, is based on the 
work of C. G. Jung, a Swiss psychologist. The MBTI 
instrument is designed to help you understand your 
unique preferences and help you understand that 
people differ from one another.

The MBTI will aid by:

 l Fostering trust
 l Helping improve productivity
 l Recognizing strengths and weaknesses

 l Dealing with conflict
 l Building leadership
 l Enhancing problem solving
 l Improving communication

The MBTI is used by a wide range of organizations 
which include businesses, educational institutions, 
healthcare organizations, government agencies, and 
Fortune 500 companies.

This workshop will help support an understanding 
of yourself, colleagues, and clients. It will 
encourage positive relationships that enhance your 
organizations ability to provide exceptional service 
internally and externally.

MBTI (Myers-Briggs Type Indicator)

Understanding the Unique  

Differences of Yourself & Others
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