MANAGING TO
BE HUMAN

THE SURPRISING TRUTH
ABOUT BUILDING TRULY
INTELLIGENT
ORGANISATIONS
new paradigm leadership programmes

MANAGING TO BE HUMAN

CREATING
PURPOSEFUL HIGH
PERFORMANCE
CREATIVE
ORGANISATIONS
FILLED WITH VIBRANT
PEOPLE WHO
PASSIONATELY ENJOY
WHAT THEY ARE
DOING

MANAGING TO BE HUMAN
an invitation… an answer to a need… a promise
MANAGING TO BE HUMAN is an invitation to explore and practise a new way
of managing that many companies are already finding exciting and rewarding.
It answers a need to find a better way to manage. It sees this need as real
because of the failed management practises which, despite great efforts to improve
them, continue to under-deliver and disappoint. It sees this need as urgent
because the voices of millions of people around the world cry out for a better way to
be managed and a better way to work.
It promises a new approach to managing, a new paradigm for
management, that will transform how we manage and work and
will, in addition, deliver previously unmet levels of achievement,
success and overall well-being.
Never before have we more needed such a transformation of
management and work.
Never before have we had such an opportunity to create
purposeful, high performing and creative organizations with vibrant
people who passionately enjoy what they are doing and
contributing.
MANAGING TO BE HUMAN invites you to take up the invitation.

WORK

THE REWARDS

key to our true humanity

a high performing intelligent organisation

Far from the “Thank God it’s Friday” (TGIF) mentality and belief that work is ‘work,’
something that has to be done and in many cases suffered, we believe that work is
or can be one of the keys to our happiness and well-being, if it is handled and
managed well. And this sense of well-being is critical for high performance.

Imagine an organisation that is…

The MANAGING TO BE HUMAN workshops will change how managers see their
role and will transform how they work, how they lead their people and how they live
their lives.
This is the invitation and the promise, nothing less, which the principles of
MANAGING TO BE HUMAN offer you, your managers and your organisation.

62%
people giving
less of
themselves
than they could

1 A Vibrant, live, dynamic place run by people who are
passionately interested in doing a good job.
2 Driven by a shared goal that all understand and have bought
into.
3 Flexible entity that adjusts and responds to circumstances and
needs as required.
4 Constantly trying to improve and grow and be better.

14%
people around
the world
highly engaged
with their work

5 United entity with each person supporting and working for the
other.
6 Getting its information directly from the customers and from
what is happening.
7 Not constantly checking for direction or waiting to be told what
to do.
8 An exciting and fun place to work.

24%
people around
the world
disengaged
with their work

9 In control of itself by its desire to do a good job and provide a
quality and efficient service.
10 Forever inventing and searching for new and better ways to do
things.
THERE IS A WONDERFUL OPPORTUNITY AVAILABLE TO US IF WE
CAN LEARN TO MANAGE AND LEAD IN A WAY THAT CREATES A
TRULY INTELLIGENT ORGANISATION.

THE
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our approach
Many programmes equip participants with great Skills…but overall
Attitudes remain unchanged.
Of course these skills won’t really change anything if the desired
Attitudes are not in line with the version of the Role that we have.
And no Role will be effective of itself unless there are good
Relationships with other people in other roles.
And unless all of this happens within a complementary Culture of supportive
Structures and Systems, not much will happen and nothing at all will last.
OUR PROGRAMMES DEAL WITH ALL FIVE OF THESE INTERLINKED
AND MUTUALLY DEPENDENT ELEMENTS.

MANAGING TEAMS
creative leadership
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Why the need?
“Why spend time and resources on teams and meetings? Because teamwork, engagement,
collaboration are core to our humanity and critical to the achievement of our vision and success.
Nothing less. And out of 10 years in any organization we will spend 3 to 5 of those years, at
least, in meetings and that most important investment of time is not always the most productive
or enjoyably spent ”
MANAGING TO BE HUMAN

“I have been on many Leadership Programmes in the past,
MBA programmes etc.-. but I have never come across anything
like this. It is very profound and yet completely practical”
Andreas Saenz,
Corporate Manager, Derco S.A.
“Since undertaking this programme I see a huge change in
myself, my senior team and how we perform as a leadership
team on a day to day basis. It far exceeded my expectations.
Maybe’s coaching and mentoring style earned the trust and
respect of the entire team and this laid a great platform for us
to build on as we progressed through this programme.
I could not recommend this programme highly enough.”
James Winters,
Plant Manager, DePuy Orthopaedics Cork

THE PROGRAMME
We guarantee that this programme will make you more powerful and effective as a leader
and manager and enable you to:

Skills
• Learn and practise how to lead in a
facilitating way.
• Learn how to involve and engage people in
an empowering, high performing way.
• Be able to generate truly creative responses
to your business challenges and
opportunities.

Roles
• Review and enrich your role as a manager
and leader.
• Learn to act and behave as a positive
change agent.
• Develop an understanding of the manager
as a facilitative leader.

Structure & Systems
• Explore new and improved ways of leading
teams and optimising the value-add of each
meeting.
• Create new ways of working built around
creativity, high performance and facilitative
leadership.
• Create systems and structures that promote
harmony and a culture of continuous
improvement.

Attitudes
• Learn to see the world as a place of
opportunity and possibility.
• Learn to develop new ways of working that
support involvement, collaboration and
break-through ideas.
• Develop empowering and can-do-attitudes
within your team.

Relationships
• Learn how to get the most from people in
groups and teams.
• Become adept at managing and utilising
differences.
• Experience, learn and practise the dynamics
of powerful team working.

DURATION OF PROGRAMME: 2 DAYS

MANAGING INDIVIDUALS
high performance leadership
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Why the need?
“It is our responsibility and our wonderful privilege as managers and leaders to help people to
be fully human, by which I mean, being the best they can be.”
MANAGING TO BE HUMAN

“This was such an insightful programme - I got whole new
insights into managing and leading people and as a result
improving their performance.”
Stephen Cotter,
GM, CIE Tours International

THE PROGRAMME
You will be more powerful and effective as a result of taking this programme because you
will learn practical approaches, rich skills and new methodologies to:

Skills
• Explore and practise new ways of getting
better results through and from people.
• Learn how to release, tap and develop our
own and others’ potential.
• Practise coaching skills and application of
the coaching philosophy for high
performance.

Roles
• Explore, better understand and appreciate
the role of the manager as leader and
coach.
• Develop an understanding of the role of
managers as developers of people, rather
than as critics.
• Develop a greater awareness of the
enormous responsibility and privilege it is to
be a manager of people.

Structure & Systems
• Understand and promote behaviours
consistent with the development of a high
performing coaching culture within your
organisation.
• Understand and skilfully handle the
dynamics of Performance Development
Meetings.
• Create systems and ways of working that
up-hold and promote high performance.

Attitudes
• Get a deeper understanding of what blocks
people from performing to their potential and
how best to overcome these blocks.
• Gain a new understanding of the Power we
have as Leaders to “make others powerful”.
• Discover and believe in the enormous under
utilised potential in people.

Relationships
• Be able to deal with difficult situations
without damaging the relationship with the
person affected.
• Handle situations of unsatisfactory
performance in a healthy and respectful way.
• Learn to handle our roles as managers in
relationships of respect and trust.

DURATION OF PROGRAMME: 2 DAYS

MANAGING OTHER
STAKEHOLDERS
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negotiating & influencing with
integrity and effectiveness
Why the need?

“As managers we can feel comfortable in influencing our own staff because we feel we have
authority, position, power. But, we can often feel a real sense of discomfort when we have to
negotiate with or influence people over whom we have no positional power – peers, other senior
managers, customers and other key corporate stakeholders. But, the truth is that we don’t
need status or positional power to be truly effective either in negotiating or influencing critical
players in our lives. There is a far better and easier way.”

THE PROGRAMME
This programme will enable you to become more powerful, effective and successful as a
leader and manager by:

Skills
• Improving your ability to understand and get
inside the other person’s world.
• Discovering and practising a new approach
that will help you become more
POWER-FULL and effective in all your
negotiations.
• Experiencing how compromise and ‘settling
for’ are neither necessary nor desirable
when negotiating and influencing others.

MANAGING TO BE HUMAN

Attitudes
• Learning a more authentic and effective way
to negotiate and influence key people.
• Understanding how win-win outcomes are
always possible when you negotiate.
• Seeing negotiation as a communication
challenge for which you need to develop
new or better skills.

Roles
“I thought I knew everything about negotiating until I went on
this programme! I don’t just recommend it, I believe
completely that any company or individual that completes
this programme on a Thursday and Friday will see the benefits
to their business by 10 am Monday morning”.
Eamon Malone,
CEO, Growing Together.

• Exploring and learning a new paradigm of
what it means to successfully negotiate.
• Reviewing and developing a new approach
to your role as a negotiator and influencer.
• Learning to integrate negotiating with your
values, so it becomes your greatest asset.

Structure & Systems
• Understand and promote the behaviours
consistent with successful negotiations.
• Learn a structure and model on which to
build your negotiating and influencing
approach.
• Create systems and ways of working that
uphold a Win-Win approach to all your
organisation’s negotiations.

Relationships
• Discovering how to develop and maintain
healthy relationships of trust and honesty.
• Becoming adept at handling difficult
people/negotiations and achieving the
optimal results for both parties.
• Learning how to effectively manage-up the
key senior relationships within your
organisation.

DURATION OF PROGRAMME: 2 DAYS

MANAGING MYSELF
removing the blocks to true
human performance
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Why the need?
“We all have and deploy the most subtle and powerful ways to block ourselves and to get in our
own way. We are, in effect, very often our own worst enemy and are mostly completely
unaware of these blind spots. We can learn to unblock ourselves and equally importantly, learn
to help others to do so, and to discover whole new strengths they never knew they had.”
MANAGING TO BE HUMAN

“for over thirty years I have been doing the same things and
making the same mistakes over and over again. It is a
wonderful sense of freedom and joy from knowing myself a bit
better and wonderful to have gained a far better
understanding of the people around me and those with whom
I work.”
Alice Kanengoni,
Programme Manager, OSISA

THE PROGRAMME
We guarantee that this programme will open your eyes to how powerful and effective you
really are.

You will:
• Be familiarised with all nine of the
different personality types of the powerful
Enneagram Personality Typology and
helped to identify your own type.
• Discover what unconsciously drives you
and the other people in your work
environment or life.
• Gain a deeper understanding of your
unhealthy self-sabotaging patterns of
behaviour and learn what to do about
them.
• Find the key to helping and unblocking
those important people in your
organisations whose behaviour and
performance does not match their real
potential, or what is needed.
• Discover how to use your real strengths
and bring them to the fore in how you
manage and relate to others.
• Become familiar with models to help you
both understand and better relate to
people in your own teams as well as
those with whom you work.
• Empower yourself through establishing
your own personal development path to
further growth, success and happiness.

Outcomes:
• An enriched and powerful new
awareness of yourself and of the
wonderful, hidden and blocked potential
you have.
• Familiarised with powerful approaches to
better understanding and getting the
best from yourself and others.
• Increased self-awareness enabling you to
live from your best qualities and reach
your highest potential.
• Increased personal performance and
effectiveness.
• Stronger teamwork, communication and
working relationships.
• Greater collaboration, harmony and
reduced conflict in your relationships.
• The ability to understand and better deal
with difficult or enigmatic people in your
team or organization.

DURATION OF PROGRAMME:
2 DAYS AND INDIVIDUAL MEETINGS

MANAGING CLIENTS
creative sales, marketing and
customer service
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Why the need?
“Some people believe they are natural salespeople and are entirely comfortable selling. Some are
not so comfortable. Whether or which, there’s a new and far better way to sell and uncover unmet
customer needs that is more comfortable and much more effective for everyone, that comes from a
real confidence in what we have to offer and, indeed, from an excitement around it.”
MANAGING TO BE HUMAN

THE PROGRAMME
Experiencing this programme will make you more powerful and effective as a leader and
manager in how you relate to your existing clients, potential clients and to your market in
general by training you in new skills, processes and approaches to:

Skills
• Learn to listen to existing and potential
customers in new and insightful ways.
• Learn a new way to be present in Sales
Meetings that wins confidence and
business.
• Practise new creative skills to uncover the
unknown and unmet needs of clients.

Roles
“I can say without doubt that this was the most powerful
programme that I have ever been on. It was creative, fresh,
insightful and extremely practical. It inspires a whole new way
of thinking, of getting into the customers world of unmet
needs and co-creating innovative solutions to meet those
needs. This programme will dramatically change your results
and make your job much more enjoyable and meaningful!”
Paul O’Mahony,
Business Development Manager,
Glanbia Nutritionals.

• Discover a new and richer version of the role
of the Sales Person.
• Learn to work as real value-adding partners
with existing and potential customers.
• Understand the role of sales and marketing
as being about Service.

Structure & Systems
• Learn how Customer Creative Sessions
(CCS) work and how they differ from normal
customer forums and focus groups.
• Gain an understanding of a Creative Sales
Approach that changes our approach to
sales.
• Learn how to make Sales, Customer and
Marketing work part of everyone’s job and
part of everyday business.

Attitudes
• See Sales and Selling in a new way, a
comfortable way and a more effective way.
• Enjoy the challenge of helping people to
discover their real needs and finding creative
ways to meet them.
• Develop exciting ways to be truly authentic
and hence more effective in meeting
customer and market needs.

Relationships
• See how the Seller-Buyer relationship can be
transformed into a truly cooperative one.
• Learn how and why a healthy and respectful
relationship is key to all Sales, Customer and
Market relationships.
• Learn and practise new ways to work with
groups in truly creative ways.

DURATION OF PROGRAMME: 2 DAYS

ABOUT MAYBE
INTERNATIONAL
Maybe...
is an international organisation whose mission is to help people and organisations realise that much
more is possible in business and life than they might currently believe and to challenge, facilitate,
coach, train and support them to make these possibilities a reality.
Our rich heritage in Leadership, Creativity, Performance, Human Development and our constantly
challenging the status quo has enabled us to consistently deliver breakthrough results for our
valued clients over the last 20 years.
For further information check out our website www.maybe.ie or contact us below;

HEAD OFFICE (IRELAND)
Maybe International Ireland

SPAIN
Maybe International España

CHILE
Maybe International Chile S.A

27 Fitzwilliam Square
Dublin 2
Ireland

Calle Sorolla 57,B-D
28222-Majadahonda,
Madrid
España

Avda. Alonso de Cordova 5710 Of.802
Las Condes
Santiago
Chile

email:
espana@maybeinternational.com
tel: + 34 669153653

email: chile@maybeinternational.com
tel: +56 9987 48767

email: info@maybe.ie
tel: +353 1 8256554

www.maybe.ie

THE END…..
OR A NEW BEGINNING!

