CAMBA
2018

A series of workshops and masterclasses designed to
support our senior leaders and help them reach their
potential at Cambridge Assessment.

Welcome to
year two of
the CAMBA
programme

This programme supports the
other formal and informal learning
available to this community to
help you reach your potential at
Cambridge Assessment.
These initiatives will give you
an insight into the world of
strategy, commercial awareness,
communication and much more
from a number external speakers.
It will equip you with the tools to
help you lead change and influence
effectively.
Most workshops are offered both
face to face and virtually to allow
for maximum reach. We look
forward to welcoming you to some
of these events.
Jo Byrne

Head of Group Talent Development
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A series of workshops
and masterclasses
designed to support our
senior leaders.
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Dates for your diary
Bounce Back
Workout

Creativity for
Logical Thinkers
Workout

Commercial
Awareness

23

17 30

rd

th

APR ‘18

MAY ‘18

09:30 - 10:30
VIRTUAL

13:30 - 16:30
FACE2FACE

th

MAY ‘18

09:00 - 10:00*
VIRTUAL

Delivering
Change Workout

Engaging Others
for Results

18

20 09

th

JUL ‘18

09:30 - 11:00
FACE2FACE

20

th

NOV ‘18

15:30 - 17:00*
VIRTUAL

Fundamentals of
Communication

th

FEB ‘18

09:30 - 12:30
FACE2FACE

th

FEB ‘18

08:00 - 09:30*
VIRTUAL

Influence
& Persuade
Workout

26 03
th

JUN ‘18

13:00 - 14:30
FACE2FACE

rd

OCT ‘18

09:00 - 10:30*
VIRTUAL

Finance for
Non-Financial
Managers

15

th

MAR ‘18

13:30 - 16:30
FACE2FACE

18

th

APR ‘18

09:00 - 10:00*
VIRTUAL

Leading
Change Go
Large

30 04

26 20

25

13:00 - 17:00
FACE2FACE

10:30 - 12:00
FACE2FACE

09:30 - 10:30
FACE2FACE

th

JAN ‘18

th

MAY ‘18

09:00 - 13:00
FACE2FACE

th

JUN ‘18

th

SEP ‘18

15:30 - 17:00*
VIRTUAL

th

SEP ‘18

Book your place

via the Success Factors LMS

Managing
Upwards
Workout

27

18

13:00 - 14:30
FACE2FACE

13:30 - 16:30
FACE2FACE

th

th

MAR ‘18

OCT ‘18

Remote Control
Workout

27

th

MAR ‘18

JAN ‘18

10:30 - 12:00
FACE2FACE

13:30 - 16:30
FACE2FACE

Using Data to
Tell a Compelling
Story
th

JUL ‘18

13:30 - 16:30
FACE2FACE

12

th

SEP ‘18

09:00 - 10:00*
VIRTUAL

07

th

NOV ‘18

09:00 - 10:00*
VIRTUAL

21

st

FEB ‘18

09:00 - 10:00*
VIRTUAL

All FACE2FACE
sessions to be held
in Cambridge. Exact
location details will be
provided on booking.
*All virtual session
times provided are
GMT

COMING
SEP ‘18
CAMBRIDGE

Stress Busters
Workout

Strategy

25

th

12

Networking &
Guest Speaker
Event

Negotiation
Skills

18

th

JUL ‘18

13:00 - 14:30
FACE2FACE

Engaging Others for
Results
Facilitator: Mike Ferguson

Learning outcomes
• You will be able to inspire and
direct the actions of others.
• You will understand, and be able
to identify, the Nine Key Drivers of
your people.
• The role of ‘negotiation', as a life
skill, will be better understood.
• The tools will be at your disposal
to handle those ‘difficult’ situations
with far greater confidence

Content areas
• How people get things done:
the 'teleological’ nature of human
beings.
• We’ll discuss why
‘communication’ is the key to
success in driving others - and how
it regularly goes so badly wrong.
• Evaluating our current models
and processes - what works, and
what doesn’t.
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• Developing an improvement
strategy to more effectively
influence those around us.
• Why people are never ‘difficult'.

20

th

09

th

FEBRUARY ‘18

FEBRUARY ‘18

09.30 - 12.30

08:00 - 09:30*

FACE2FACE

VIRTUAL

*All times GMT

Commercial Awareness
Facilitators: Nous

Learning outcomes
• Use our understanding of
Cambridge Assessment’s operating
environment to drive business
growth.
• Apply a commercial mindset and
understanding of the business for
improved strategic decision making.
• Exploit business strategy
frameworks to unlock new insights
into customers, operations, product
development, sales and marketing
and technology.

Content areas

• Approaches to business strategy,
both market based and resource
based – such as Porter’s Five Forces,
Hamel Model and VRIN value chain
frameworks.
• Core business concepts –
opportunity cost and net present
value.

17

th

MAY ‘18

30

th

MAY ‘18

13:30 - 16:30

09:00 - 10:00*

FACE2FACE

VIRTUAL

*All times GMT

• The importance of the role of
leaders to understand and speak
confidently about the commercial
context of Cambridge Assessment.
• Key drivers in the Cambridge
Assessment operating environment
and the implications that the
business model and surplus sharing
arrangements have on strategy.
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Finance for NonFinancial Managers
Facilitators: Nous

Learning outcomes
• Become familiar and confident
with the terms and concepts of
financial statements to manage
finances more effectively.
• Apply technical financial
concepts to gain insight into the
current state of the organisation.
• Mobilise financial evidence in
support of multi-year business
cases, investment decisions and
partnership development, with
a particular focus on some key
financial concepts and tools.

Content areas
• Introduction to financial
reporting (statement of income,
balance sheets, statement of cash
flows) – what they do and why are
they useful?
• Cambridge Assessment’s
financial context role within
Cambridge University.
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• Exploration of helpful financial
and economic concepts such
as opportunity costs, return on
investment, the time value of
money and net present value.
• Case study evaluation to put the
skills to the test.

15

th

MARCH ‘18

18

th

APRIL ‘18

13.30 - 16.30

09:00 - 10:00*

FACE2FACE

VIRTUAL

*All times GMT

Negotiation Skills
Facilitators: Nous

Learning outcomes

• The golden rules and what to
avoid in negotiation.

• Apply advanced negotiation
techniques sensitive to type of
negotiation and stakeholder
context

• Putting negotiation into practice
– role play.

• Evaluate the cues and dynamics
of a negotiation
• Read and respond to contextual
information and your negotiation
partners approach to develop a
robust negotiation strategy.

Content areas

18

th

07

th

OCTOBER ‘18

NOVEMBER ‘18

13.30 - 16.30

09:00 - 10:00*

FACE2FACE

VIRTUAL

*All times GMT

• Changing the frame of
negotiations – integrative versus
distributive approaches.
• Key concepts and approaches
to preparing for and executing a
negotiation.
• Positional versus principled
negotiation, including
understanding your best alternative
to negotiated agreement (BATNA).
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Strategy
Facilitators: Nous

Learning outcomes
• Determine the main choices
we make when building an
organisational strategy.
• Explore a range of tools to assist
in making strategic choices.
• Apply strategic frameworks
to live strategic questions for
Cambridge Assessment.

Content areas
• Introduction to strategy and its
role in the organisation – both at
overall and business unit levels.
• Good strategy versus bad
strategy.
• Distinction between mediumterm and emergent strategy, and
between resource-based and
market-based approaches.
• Exploration of the spectrum
of approaches to strategy, with a
specific focus on a few useful tools.
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• Hands-on exercise to test some
useful approaches.

25

th

21

st

JANUARY ‘18

FEBRUARY ‘18

13:30 - 16:30

09:00 - 10:00*

FACE2FACE

VIRTUAL

*All times GMT

Using Data to Tell a
Compelling Story
Facilitators: Nous

Learning outcomes
• Distinguish between types of
data, purposes of analysis and
the most insightful methods of
presentation.
• Evaluate presentation of data
for accuracy and insightfulness,
including understanding the
usefulness and traps associated
with simple graphics, more complex
visualisations and infographics.
• Develop the skills to create
powerful and innovative
communications that are supported
by insights from data.
• Build your set of approaches and
tools to develop narrative based
graphics.

where they fail to communicate
either deliberately or by accident.
• Techniques for selecting the right
types of visualisation for a data or
information set, both simple and
complex.
• Approaches to crafting and
displaying the narrative of data to
your audience.
• Hands-on introduction to more
complex forms of data visualisation
and infographics.

12

th

12

th

JULY ‘18

SEPTEMBER ‘18

13:30 - 16:30

09:00 - 10:00*

FACE2FACE

VIRTUAL

Content areas
• Overview on the relationship
between data, narrative.

*All times GMT

• Evaluation of how charts
effectively communicate, and
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Remote Control
Workout
Facilitators: Mind Gym

By understanding how the geographical barrier
affects how team members connect both personally
and professionally, the remote manager can
find ways to ensure their team are working and
collaborating successfully.

L

eading a team is often
compared to conducting
an orchestra. But if your
musicians are spread all over the
world and in a variety of time
zones, it can be all but impossible
to keep everyone in tune.

over and tap me on the shoulder.

Virtual teams require a new kind
of leadership. In particular, they
demand:

• Early warning signals for when
things start to go awry.

• New ways of building
relationships and a sense of
community.
• Smart ways of using technology
to overcome the barrier of
invisibility.

• Clever use of what little time we
have together.

• A different set of expectations
about how to behave and what to
expect.

• Clarity on purpose, roles, process
- far more than when you can walk

This workout draws together
lessons from dispersed teams

Page | 12

across the world and provides
practical tools for you to overcome
the distance and manage your team
successfully by remote control.

In 90 minutes you will
have:
• Looked at the things you can do
to build a stronger remote team
identity.
• Explored how to keep a dispersed
team on a single track by building a
shared context.
• Found ways to ensure team
members benefit from their remote
experiences.
• Discovered how to make a
positive impact right away by
focusing on the area which will
make the greatest difference to
your remote team.

Three key points:
1.

Leading remotely isn’t
fundamentally different from
leading a co-located team, though
the physical barrier brings unique
challenges.

3.

Remote team members can
miss out on things they would get
in a co-located team, but there
are actions managers can take to
ensure this doesn’t happen.

The science behind it:
Malhotra, Majchrzak and Rosen
(2007) looked at data from
a comprehensive series of
observations, interviews and
surveys and identified the key
remote leadership practices on
which much of this workout is
based. The importance of having
a shared identity comes from
research into remote teams by
Hinds and Mortenson (2005) who
found it significantly moderated
conflicts that arise when people
who work together can’t see each
other.

27

th

MARCH ‘18
10:30 - 12:00

FACE2FACE

2. By focusing on the things
managers can do to build shared
identity and context, we reduce the
potential for conflict and help our
team on the way to remote success.
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Facilitators: Mind Gym

Managing
Upwards
Workout

Through empathising with and understanding the
individual in question, we can manage upwards with
confidence and impact.

M

ost of us can think of at
least one person who
has some control over us
and who isn’t always a joy to deal
with. This Workout will help you
find out how to manage them.
Whatever the challenges powerful
people present, they are rarely
insurmountable. Their motivations
and fears are often little different
from our own, however much it
may seem otherwise, and their
appreciation of our support is often
much greater than they let on.
Page | 14

There are also a host of techniques
that we can use to help turn their
priorities and idiosyncrasies to our
advantage (or at least prevent them
from being a disadvantage).
Power isn’t the issue. It’s what we
do about it that counts.

In 90 minutes you will
have:
• Discovered how to see things
from the more powerful person’s
perspective, not as you in their
shoes but as them.

• Considered how the way you
think about the relationship may
be getting in the way and what you
can do about it.
• Looked at how to identify and
deal with different power styles
such as the ‘consulter’ and the
‘evangelist’.
• Investigated a range of practical
techniques to manage people
who have more power than you,
which will make your life easier and
probably theirs too.
• Decided on the changes you
would most like to see in your
boss or another powerful person
and what you can do to help make
them happen.

The science behind it:
The five power styles are adapted
from the ‘leadership styles’
identified by Sandi Mann (2000)
and refer to the way a boss or
manager functions and behaves
towards you. ‘Power mindsets’ is
based on an NLP ( Neuro Linguistic
Programming) model known as
‘perceptual positions’.

27

th

MARCH ‘18
13:00 - 14:30

FACE2FACE

Three key points:
1.

By adopting the mindset of the
individual in question we learn to
pinpoint what motivates and drives
them.

2.

There are five key power styles
we may need to manage, and
there are tactics which specifically
manage each style.

3.

If we identify the things we can
and can’t influence, then we can
decide where to focus our efforts
for maximum impact.
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Facilitators: Mind Gym

Influence
& Persuade
Workout

By considering all the influencing tactics available
to us we can develop persuasion strategies for every
situation and make people say ‘yes’.

W

hen was the last time
that you wanted to
persuade someone to
think or do something differently
but didn’t succeed?
If it was more than a week ago
you are either a hermit, have little
desire to change anyone’s mind or
are a great influencer. Many of us
can think of an example in the last
24 hours.
Psychological research shows that
we each tend to favour one or two
influencing tactics and ignore the
Page | 16

rest. For example, some bosses
start with the rational reasons why
something needs to be done and, if
that fails, switch to using authority,
missing out on many other tactics
that could well have had a more
positive effect.
Once we know more about the
options available, we can choose
the right tactics for the situation.
It may not make us perfect but it
will make us more flexible and far
better at winning over even the
toughest opponents.

In 90 minutes you will
have:
• Considered what skills we can
learn from people who are great
influencers.
• Discovered the mental blocks
we create when we try to influence
people and how to remove them.
• Understood the 9 main
influencing techniques that people
use and the strengths each can
offer.
• Practised using some of the
9 tactics (and spotting them in
others).
• Had a go at combining the tactics
to create an influencing strategy for
a situation that is important to you.

The science behind it:
Gary Yukl identified the nine
influencing tactics (1993). He found
that successful leadership relies
heavily on being able to choose and
implement the right influencing
tactic at the right time.

26

th

20

th

JUNE ‘18

SEPTEMBER ‘18

10:30 - 12:00

15:30 - 17:00*

FACE2FACE

VIRTUAL

*All times GMT

Three key points:
1. There are nine different key
tactics we can use to influence and
persuade others. Most people only
use one or two default tactics.
2.

The tactics can come together
in different ways to form effective
influencing strategies for different
situations.

3. The tactics give us a broader
influencing strategy and help us
overcome things that may have
stopped us from influencing others
before.
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Creativity for
Logical Thinkers
Workout
Facilitators: Mind Gym

Discover a range of techniques to help even the most
logical minds come up with creative and off the wall
ideas.

I

am a logical thinker therefore I
am not a creative thinker. This
statement is false. But with a
tendency to pigeonhole different
types of minds and brainstorming
techniques that logical thinkers
find extremely uncomfortable
(some of which can make tree
hugging seem workaday), it’s
hardly surprising that many of us
who have an analytical preference
accept that we can’t be creative
thinkers as well.
Page | 18

Fortunately, there are techniques
that help the predominantly
rational mind generate just as offthe-wall and highly creative ideas as
the most free associating thinkers.
And, even better, these techniques
require us to think logically.
This Workout introduces three such
tools and shows how they can help
you generate thousands of ideas in
as many seconds. Now, that should
make sense to even the most
rational of minds.

In 90 minutes you will
have:
• Discovered the strengths that
logical minds bring to creative
thinking as well as the main barriers
that we need to circumvent.
• Practised using three very
different 'logical' approaches to
creativity which overcome innate
assumptions in the innovation
process.
• Decided which techniques
work best for different kinds of
challenges.
• Generated hundreds, if not
thousands of novel ideas
• A range of tools that you can
take away and use with others or by
yourself to generate creative ideas.

The science behind it:
The tools in this Workout are based
primarily on Edward de Bono’s
(1995) work on mental pattern
breaking. The human brain likes
to make patterns and form groups
and categories. De Bono’s work
suggests that to do something
different (i.e. be creative) we need
to force ourselves to break our
mental patterns.

26

th

03

rd

JUNE ‘18

OCTOBER ‘18

13:00 - 14:30

09:00 - 10:30*

FACE2FACE

VIRTUAL

*All times GMT

Three key points:
1.

Creativity is a skill that can be
developed.

2. At the idea generation stage
we should focus on quantity, not
quality.
3.

Breaking patterns and forcing
ourselves to think differently helps
our creativity.
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Delivering
Change Workout
Facilitators: Mind Gym

The hardest part of change is the transition period
and by managing people's reactions, we can deliver
our change successfully.

S

aying what you want to
be different is one thing.
Making it happen is
certainly quite another.
Nevertheless, wherever we work
we are likely to have to implement
change and often one that has been
designed and agreed by someone
else.
In order to make this change
happen promptly and effectively we
are almost certainly going to need
the support of the people around
us. They, however, may not be too
keen.
Page | 20

Overcoming resistance and winning
supporters is a critical capability for
anyone who aspires to a leadership
role in a modern organisation. So
is managing the ‘crazy time’ when
we have to deliver change as well as
carry on with the day job.
Mastering these skills will help, not
only with implementing changes in
the team and how it functions, but
help us redefine the relationship
we have with our clients, enable
our family to move house more
smoothly, and a host of other
changes.

In 90 minutes you will
have:
• Understood what convinces
people to change (and why people
resist).
• Thought through the different
degrees of change that can take
place.
• Considered what is involved in
the transitional element of change
(aka ‘crazy time’).
• Become familiar with different
reactions to change and how to
manage them.
• Have constructed a strategy to
help deliver a specific change that
you need to implement.

Three key points:
1.

There are different types
of levers that can make change
happen.

The science behind it:
This Workout is based on multiple
research studies from within
Transition Theory. Transitions are
the natural processes by which
humans respond to trauma
and change. If understood and
supported, these events can
become turning points and
opportunities. If not, they can lead
to serious errors of judgement,
depression, broken relationships
and careers, etc.

18

th

20

th

JULY ‘18

NOVEMBER ‘18

09:30 - 11:00

15:30 - 17:00*

FACE2FACE

VIRTUAL

*All times GMT

2.

As people approach change in
different ways, there are different
methods of reassuring people and
getting them on board.

3.

There are various tactics we
can use to make change more
effective.
Page | 21

Leading Change
Go Large
Facilitators: Mind Gym

Caught between a diktat from the top and resistance
from the team, leading change can require more
contortions than Houdini. How do you avoid getting
bent out of shape?

A

ccording to William
Bridges, it’s not the
change that does you in
but the transition. It’s the crazy
time between old and new that
needs meticulous management.

In this you’ll spot your default
settings when it comes to leading
change, and expand your repertoire
so that you have all the tools you
need to become a man (or woman)
of many parts.

Psychologically discarding the
familiar and trying something new
provokes a variety of responses
– from resisting uncertainty to
plunging straight in. Your job as a
leader is to deal with them all.

You may not be able to control
other people’s reactions, but by
anticipating and responding skilfully
you can turn the crazy time into a
source of innovation and renewal.
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In 60 minutes you will
have:
• Understood what happens
psychologically when we
experience change and the reasons
people resist.
• Explored the benefits and
drawbacks of different approaches
to leading change.
• Discovered the different ways
people respond to change and the
best way to deal with each.
• Uncovered a range of practical
tools that will make your crazy time
a lot less chaotic.

Three key points:
1.

Change sure ain’t easy, and it’s
the transition that’s really tough.

The science behind it:
The transition theory used in this
Go large relates to one of the
earliest and most popular theories
of change: Kurt Lewin’s ‘unfreeze –
move – refreeze’ model developed
in the 1950s. We also draw on
Gleischer’s DVF>R model, which
states that the combined power
of Dissatisfaction with the current
situation, Vision of a better future
and First steps to change must
be greater than the amount of
Resistance in order for the change
to be successful.

25

th

SEPTEMBER ‘18
09:30 - 10:30

FACE2FACE

2.

Being in a constant state of
transition is common in business
today; as a leader you need to be
able to help people through it.

3.

To successfully lead change,
you need to flex your style
depending on the situation and the
other person’s change reaction.
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Stress Busters
Workout
Facilitators: Mind Gym

We can manage our stress and keep it at the
optimum level using different combinations of stress
busting tactics.

W

hat stresses you out?
An unreasonable
client, an impossible
deadline, a house full of
screaming children, a date that
hasn’t turned up?
We all get stressed by events and
people at different times. Equally, if
we had a life without any of these
stresses we would find it pretty
dull.
Stress busters are ways of reducing
excessive levels of short-term stress
Page | 24

so they don’t affect our health or
our performance. We all have some
favourite approaches that work
for us. This Workout helps extend
our armoury of stress-reducing
techniques so we have some new
ones to try in the situations where
our current counter stress measures
don’t seem to be quite powerful
enough.
When things are getting too much,
what are you going to call on?
Stress busters. Naturally.

In 90 minutes you will
have:
• Discovered the most successful
strategies for dealing with shortterm stress.
• Uncovered which ones you tend
to use and which ones you could
consider using more.
• Practised identifying possible
strategies to reduce your stress.
• Learnt some practical techniques
for instant stress reduction.

The science behind it:
Psychologists have put forward a
number of theories to explain what
stress is and how we can manage
it. This Workout draws on three
of the best-tested models in the
field. The central premise behind
the Workout is that some stress
is good, but too much stress is
destructive. This idea comes from
the work of Yerkes Dodson (1908),
whose original research showed
that stress improves performance
up to a point, but that it then starts
to diminish performance.

Three key points:
1.

We need some stress in our
lives in order to perform, but too
much is destructive.

2.

The optimal level is different
for each of us. We can select from
a range of tactics to find something
that works in our different
situations.

18

th

JULY ‘18

13:00 - 14:30

FACE2FACE

3.

Some stress busting tactics
act by addressing the cause of our
stress, while others act by changing
our interpretation of the situation
or person that is stressing us out.
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Bounce Back
Workout
Facilitators: Mind Gym

You’ve missed the bus, again. Your office is making
cutbacks.Learn how to bounce back from the
everyday setbacks that life throws at us, and come
out even stronger.

W

hether it’s the feeling
of being left behind
when colleagues
have been promoted, a merger
threatening your job security or
your partner’s left you for your
next door neighbour; the real
challenge is turning a negative
situation into a positive one. It’s
how you react that counts.
Developing resilience to the
stresses and strains that life throws
Page | 26

at us begins with being able to
question the beliefs that propel us
into unconstructive thinking – be it
‘everything always goes wrong for
me’ or ‘it’s because I’m not good
enough’.
With the right tools, we can start
to develop a strategy for dealing
with setbacks. Using these tools
regularly helps to strengthen our
natural resilience so that we can
bounce through life.

In 90 minutes you will
have:
• See how your outlook on life’s
challenges is determined in three
simple steps and know how to
change it for the better.
• Recognise the thought traps we
can fall into and use some tactics to
avoid them.
• Use your own experiences of
resilience to make sure you are
more likely to bounce back in the
future.

Three key points:
1. We all have some resilience
because we overcome minor
setbacks every single day. This
resilience can be nurtured and
strengthened to make us bounce
even higher every time we are set
back.
2.

It is not the adversity that
leads directly to the consequence,
rather, it is the belief we adopt
that alters the consequence. By
addressing these beliefs, we can
change the conclusions that we
form; this gives us the ability to
choose the outcome we want.

The science behind it:
In the 1980’s, psychologist Albert
Ellis devised the ABC model of
resilience, showing that when
an adversity (A) occurs, people
form an unconscious belief (B)
regarding why it happened and,
consequently (C), experience an
emotional reaction, often anxiety
or depression. If you can reframe
your belief from negative to
positive, then you can change the
consequent emotional reaction as
well.

23

rd

APRIL ‘18

09:30 - 10:30

VIRTUAL
*All times GMT

3. Resilience is infectious, by
showing how strong you can be,
others will likely follow suit.
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Fundamentals of
Communication
Facilitators: Debate Mate

D

ebate Mate provides
communication training
from the classroom to
the boardroom. This half-day
workshop is open to anyone
looking for simple and easily
implementable techniques
to improve their day-to-day
communication skills.
The skills developed are: critical
and creative thinking, strategic
teamwork, communication
for management, thinking on
the spot, presenting with style
and responding to challenges
constructively. Debate Mate
training is also proven to develop
core confidence, empathy and

Page | 28

resilience. Participants will be
provided with a learning log,
which contains general tips and
reminders, but also space for them
to make a note of personal targets
and individual feedback.

Session One:

Inﬂuencing with Confidence
Participants learn how to
present stylistically and create
logical, coherent and persuasive
arguments.

Session Two:

Constructively Challenging
Participants develop tools to offer
challenges in a non-hostile way and

respond robustly to criticism. they
Participants also learn techniques
to think quickly and respond
effectively on the spot.

Session Three:
Debate Mate Den
Participants pitch an idea that
they’d like to see implemented at
Cambridge Assessment, using the
persuasive techniques developed
in Session 1. They will also be
questioned and challenged by
Debate Mate facilitators and other
Cambridge Assessment employees.

Session Four:
The Final Debate
Participants put all of their learning
into practice in a competitive
debate, on a contentious topic
relevant to Cambridge Assessment.

30

04

13:00 - 17:00

09:00 - 13:00

FACE2FACE

FACE2FACE

th

JAN ‘18

th

MAY ‘18

*All times GMT
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Simon
Lancaster
Biography

S

imon is a Principal in Nous
Group’s London office. He
is an experienced project
director who provides consulting
services to high profile public and
private sector organisations, with
particular expertise in strategy
development, strategic and
business planning, stakeholder
consultation, strategy
implementation, organisational
design and public policy.
Simon is also a highly skilled
facilitator, with a proven track
record of leading meetings and
workshops, in diverse formats, and
ensuring effective outcomes are
delivered.
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Experience:
• Delivered multiple projects for
a leading Russell Group university,
including facilitating executive
strategy days and developing an
engagement strategy.
• Worked with Cambridge English
on a number of projects, including
developing a new strategy for the
organisation and then partnering
closely to design and deliver its
implementation.
• Worked with a major London
based NHS Trust with a turnover
in excess of £1bn to facilitate
executive strategy and leadership
group days.
• Advised health commissioning
bodies on optimal system
structures to achieve desired
outcomes.
• Facilitated numerous strategic
planning days for business,
government and not-for-profits –
involving various combinations of
boards, executives and staff.

of ‘credible boundary’ scenarios
and widespread stakeholder
consultation.
• Facilitated strategic analysis,
strategic planning sessions and
strategy development for a leading
electricity generator.
• Consulted for a major Australian
state government department
on how to address long-term and
ongoing business performance
issues in its 81 public sector
residential aged care services.
• Worked with a statutory
authority in the energy field, to
prepare it for challenges arising
from a new national policy and
regulatory environment.
• Designed and managed public
policy development programs for
Australian state and federal public
sector leaders.

• Developed long-term (25-year)
visions for electricity transmission
organisations, based on generation
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Oliver
Whitton
Biography

O

liver is a consultant in our
business and digital
strategy practice with
strengths are a strategic mindset,
deep analytical capability and
an engaging and personable
attitude. He has experience in
higher education: he has recently
contributed to long-term growth
strategies and assessing research
investment options for leading
Australian universities.
A former Working Group Member
for the ATLAS Collaboration, an
international research group, Oliver
excels at research and collaborative
work.
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Experience:
• Contributed to the creation of
an Australian university’s tenyear growth strategy, which
was endorsed by the university
leadership and the associated
initiatives to optimise asset use
implemented.
• Developed a pedagogy change
program for a leading Australian
university to drive targeted active
learning adoption in key faculties.
• Supported the facilities team
at a major Australian university
to develop a ten-year capital plan
forecast to enable rapid student
growth while retaining flexibility
to respond to long-term market
changes, informing budget and
capital decisions for the short to
medium term.
• Planned and facilitated a series
of workshops with business
owners and university staff to
provide input for an English
university’s 5 year strategic plan.

collaborate with them to identify
course classifications to inform the
next phase of that review.
• Conducted extensive
consultations with a large
Australian university’s
stakeholders to create a
delivery model for targeted
blended learning classes. These
consultations enabled cooperative
design of the delivery model and
approval of the model for roll-out
across the university.
• Developed an assessment
framework that enabled a leading
Australian university to invest
in research topic areas that will
drive performance and rankings.
The framework was based on
a combination of stakeholder
workshops, desktop research and
SciVal data analysis.

• Facilitated a series of workshops
with a large English university’s
faculties to update them on a
course architecture review and
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Joe BartlettGordon
Biography

J

oe is a Senior Consultant with
experience in public, private
and non-profit sectors in
Australia, the UK and Europe.
An experienced facilitator at all
levels of an organisation, Joe has
designed and delivered capability
development programs for clients
from a range of sectors, including
financial services, education and
human services.
In addition to design and delivery of
capability development, he has
worked across a number of sectors
to help organisations solve strategic
challenges and improve the way
they deliver services and products.
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Experience:
• Designed and delivered
courses on project management
for a number of teams within
Cambridge English, including the
Making the Difference team and
the Business Development team.

for new strategic priorities at
Cambridge English, liaising with
the CEO and senior staff. All
strategic priorities were supported
and fully endorsed by the
corporate board.

• Supported the design and
delivery of the workshop on high
performing teams delivered by
Felicity Hudson of Nous Group
at the Leadership Forum in
Cambridge.

• Project managed a set of
strategic change initiatives
involving a large number of local
and internationally based staff at
Cambridge English.

• Facilitated a process of
restructuring the governance
arrangements of one of Australia’s
largest aged care providers,
including working closely with
the CEO, national Board Chair
and regional Board Chairs to
agree the new TOR and working
arrangements.

• Designed and delivered a ‘miniMBA’ course to Cambridge English
participants, including study
materials.

• Conducted online interviews
and workshops with members
of Cambridge English’s global
network across multiple time
zones.
• Led the analytical design work
and the analysis of market and
internal performance metrics
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Laura
Gordon
Biography

L

aura is a senior consultant in
Nous’ Public Policy and
Business Strategy practice
area. She has experience across
a range of sectors including
education, government and
health, and brings strong
research, analytical and
communication skills to the role.
Laura’s facilitation experience spans
private organisations, government
bodies and public / community
groups. She is also an experienced
project manager, and at Nous
has worked on projects including
strategic, business and service
planning, and program /
organisational review.
Page | 36

Experience:
• Currently working with
Cambridge English to refine and
strengthen a product business
and marketing strategy for a new
product venture. This work includes
critiquing existing strategy, testing
assumptions and identifying
opportunities to better position the
product for sustainable competitive
advantage.
• Supported Cambridge English
to strategically consider a long
standing relationship. This involved
developing options for the future
framing of this relationship to
deliver better outcomes for the
organisation in three important
areas.
• Project managed the design and
delivery of 25 public consultations
across Australia to inform the
Government’s new End of Life Care
framework. Laura acted as lead
facilitator at a number of these
events.

areas: educational, financial,
research and other. This project
involves workshop facilitation with
the senior leadership team.
• Co-facilitated the refresh of a
strategic plan for an Australian
State Department of Health.
• Project managed the
development of operating model
options for an integrated research,
education and clinical care centre
with a major teaching hospital and
university.
• Project managed and cofacilitated a series of co-design
workshops to support senior
government and industry
representatives in the areas
of science, IT and innovation
to develop a new approach
to stakeholder engagement.
Workshops incorporated a number
of learning opportunities for
participants – including new design
processes.

• Currently working with a leading
UK university to analyse and
consider how size and shape levers
can be used to out-perform the
sector across a range of outcome
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Michael
Ferguson

BSc, MSc, MNLP, CEng, MIoD

Biography

M

ike is a Coach, Workshop
Leader, Facilitator
and Speaker for
the Academy for Chief
Executives. Originally qualified
as a Chartered Electrical
Engineer, Mike subsequently
held several managerial
posts in manufacturing and
telecommunications, setting up
his own electrical contracting
company in 1981.
For the last 30 years, however, Mike
has been working primarily
in the fields of management
and leadership development,
having discovered his real
interests in 'human software'
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and the implications for people
development and optimum
personal performance.
His special interests include the
development of self-efficacy
and the profound developments
in cognitive and self-image
psychology that have occurred
during the last few decades. He
has made an extensive study of
the characteristics of ‘successful’
people and how these qualities
can be developed successfully in
others. His use of the outdoors
as a learning environment to
support action learning and
team development is reflected in
many of the People Development
programmes he leads.
Mike's commercial activities extend
across a very wide range of private
and public-sector organisations.
In addition to his roles as a Nonexecutive Director and Charity
Trustee, he is consulted widely
by organisations seeking cultural
change and improved use of their
human resources, and as a coach
for their senior staff. Recent
projects include the development
and implementation of the
performance appraisal systems for
GMC-registered medical doctors
across the UK, and the selection
process for the London 2012

Olympics Gamesmakers.
Mike likes to make work fun and is a
keen presenter, having trained with
the London Academy of Music
and Dramatic Art. He is regularly
described as “an inspiring speaker”
and speaks around the world,
notably for the elite Academy
for Chief Executives. He holds a
Master’s degree in Management, is
a graduate of the Pacific Institute in
Seattle and is a Master Practitioner
in Neurolinguistic Programming. He
is also a Registered Hypnotherapist.
In addition to his commercial work,
Mike held senior posts at leading
UK University Business School
for many years, and continues to
deliver work as a Visiting Professor
at Business Schools both in the UK
and overseas.
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Debate Mate
Biographies
Benedict Sarhangian
Benedict has been involved with
Debate Mate since its first year
and has designed and delivered
workshops to a number of
audiences across the world, from
Boston to Shanghai, Doha to Dubai.
Prior to joining Debate Mate, he
won a scholarship to read for a
Masters’ in International History
at the LSE, having previously
placed first in his year for his

undergraduate degree at the same
university. In addition to designing
and delivering Debate Mate’s
training programmes, Benedict
is responsible for Debate Mate’s
Executive Coaching programmes,
new initiatives and he supports
the CEO with public relations and
press, international expansion and
bespoke projects.

Scarlett McCabe
Scarlett has worked for
Debate Mate since she was an
undergraduate debater at the
London School of Economics,
where she mentored in schools
in the UK and internationally.
After graduating with a First
in International History, she
took some time out to pursue a
training contract with Slaughter
Page | 40

and May. Scarlett set up Debate
Mate Jamaica in 2013, and, upon
returning to the UK 2 years ago,
became part of the founding
members of the corporate arm
Debate Mate. Currently, she
manages the day to day work
of Debate Mate in the UK, and
oversees Debate Mate Jamaica.

Joe O’Toole
Joseph works as a Project Manager,
planning and delivering sessions
with corporate clients across a
range of industries. He has worked
on a variety of projects with clients
such as BBC, The Premier League,
Deloitte, Tiger Aspect, UBS,
Dorchester Collection, and Hilton.
On the charitable side, Joseph
co-ordinates the behavioural
intervention programmes, using

debate to re-engage young people
who are on the verge of exclusion
from mainstream education. As a
part of this work, he has designed
a successful Debate Boxing
Programme. His background
working in fringe and student
theatre companies makes him
one of our communication style
experts!

Seun Iyaniwura
Seun worked for Debate Mate
since she was a mentor at the
University of Nottingham. There,
she was President of the Debating
Union where she represented
Nottingham at the European
and World Universities Debating
Championships. She has worked for
Debate Mate in Africa, the Middle

East and Asia and is currently
responsible for Debate Mate’s
partnerships and teacher training
programmes. Seun joined the team
in September 2011. Seun is part of
the founding team and is currently
responsible for overseeing Debate
Mate's education programmes.

Emily Ball
Emily works on the design and
delivery of bespoke educational
programmes. Over the past
year, Emily has been involved in
education projects with NLCS, the
Premier League and World ORT.
On the charitable side, Emily is
an Executive Programme Director

delivering student training and
larger corporate partnerships. With
her background in teaching, Emily
also designs and delivers successful
teacher training programmes,
empowering teachers from across
the UK to use debating in their
lessons.
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Mind Gym
Biographies
Catherine Semark
Catherine has over fifteen
year’s experience as a coach and
facilitator. Since joining The Mind
Gym in 2005, she has delivered
over 1,400 sessions for a diverse
range of clients including:
Home Office – Leadership
programme working with Senior
Civil Servants and high potentials of
the future

Google – Open core skills
programme
Sainsbury’s - Aspire Programme
developing their top talent
Lloyds TSB – Bespoke programme
for consumer banking, focusing on
developing knowledge and core
skills from each business area.

Jane Kemp
Jane has over 15 years of experience
working in advertising, research
and branding for a broad spectrum
of companies, including the BBC,
Proctor and Gamble, GSK, HSBC
and Jeans for Genes.
Jane has been delighting Mind Gym
clients since 2011 and has delivered
on big programmes such as Thames
Water turning around customer
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service, Fitness First’s Management
development programmes and
New Look’s weekly workout
sessions.
Jane has also worked as a
Consultant for the BBC delivering
brand strategy, and most recently
at Interbrand as Global strategy
Director where she headed up the
internal training academy.

Noel Woodgate
Successful leadership of Sales,
Customer Service and Marketing
teams means recommending Noel
to a wide range of clients.
Prior to linking up with Mind
Gym in 2005, Noel had 3 years
of working freelance in the
consultancy and coaching arena,
following a successful career at
Xerox where he had responsibility
for multi million dollar projects and
budgets including setting up Xerox

operational support of the Athens
Olympics.
Noel has delivered Mind Gym
sessions throughout Europe and
has experience of working in EMEA,
Russia and North America
An experienced coach, Noel
delivers Workouts, Go larges,
Summits and Virtual workouts
as well as getting involved with
research and writing.

Jen Rolfe
Jen is something of a Mind Gym
veteran with several years of tenure
in both our solutions (learning
design) and client teams. She’s lead
complex research-design-delivery
projects with a number of clients
from RBS insurance front line
customer service to working with
McLaren’s senior team on their
performance management and
employee values.
She delivers a whole suite of Mind
Gym products, including virtual

sessions and the train the trainer
Academy (her favourite). She’s also
delivered internationally; in the
UAE, Europe, the USA and Canada
to name a few.
She has an MA in Psychology
and an MSc in Applied Positive
Psychology, where she specialised
in what it means to flourish at
work. She is also an accredited
strengths practitioner, MBTI
practitioner, and holds a certificate
in Transactional Analysis.
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What others
have said...
""

Tell me and I
forget. Teach me and I
remember. Involve me
and I learn.

""

I am so very proud
of our CAMBA portfolio,
accessible to all our
senior managers and
created to successfully
blend both facilitative
and participative
approaches. I am
confident delegates will
be engaged, inspired
and lifted to grow
their potential through
these great learning
experiences.

I just wanted to
say that I thought the
course was first class
- well thought out, to
the point and lots of
sound practical advice.
The skills learned in
this course - the ability
rapidly to respond to a
different point of view,
and the confidence to
present an argument
effectively - are valuable
life skills and in a
business context can
be usefully deployed
in both internally and
externally facing roles
right across the business.

Stacey Lambert

Simon Lebus

Benjamin Franklin

""

Group Talent Director
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Group CEO

""

Really good - lots
of theory, which was
applied to real world
scenarios.
CAMBA 2017 Delegate

""

I'm definitely being
more aware of the
commercial aspects,
which is important as my
role is to take on more of
a commercial focus.
CAMBA 2017 Delegate

""

""

This was easily
the most useful online
training I’ve ever been to.
Really well structured
and presented. Very
much looking forward to
the rest of the series.
CAMBA 2017 Delegate

""

I found the session
to be avery useful
and have already
implemented some of
the material I learnt.
CAMBA 2017 Delegate

Just to say having
attended most of the
CAMBA sessions, how
good I've found them.
The materials have
been really thoughtprovoking and they've
worked hard to make the
workshops practical and
I've found I've left each
with something I can
immediately apply to my
context.
CAMBA 2017 Delegate
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Group Talent Development
+44 (0)1223 553 868

talentdevelopment@cambridgeassessment.org.uk

Follow us on Yammer

Building a Culture of Learning

