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Business Growth Capability Development Program
The Federal Government is driving major reforms in the training system which requires Sydney Institute to be more competitive and to demonstrate our responsiveness in addressing the needs of business and individuals. 
In order to ensure our future sustainability, Sydney Institute needs to work in partnership with industry, enterprise, associations and other training organisations. 
Staff at Sydney Institute need to be engaged in meeting the challenges of growing the business and increase their skills, confidence and business acumen to support this growth.
Program Goal

To improve our SI staff capability, capacity and confidence to:

· Increase commercial business growth 

· Build successful partnerships 

· Increase levels of customer satisfaction

· Maximise staff networks to identify business and growth opportunities

· Ensure return business by current and future customers.

Measures of effectiveness

· Understand the “whole of Business” approach and the need to build the commercial arm of the business

· Staff involvement in all stages of the commercial business cycle

· Successful partnerships and alliances with industry and other RTO’s

· Repeat business from current and future customers

Strategy
A series of workshops and forums have been developed to build the capability of SI staff in growing our business.

The theme of a journey on a BUS was adopted to reflect building the BUSiness 

The workshop/forums names follow this theme.

1. On the Move – Understanding the changing VET environment.
2. Opportunity Knocks – Building successful relationships and evaluating a business opportunity. Build client relationships BSBMKG406A
3. Using the Right Gear – Understanding clients needs and using the appropriate products and services to meet those needs. Use training packages to meet clients needs TAADES401A
4. Running on Schedule – Maintaining your business relationship and managing the project. Manage Projects BSBCMN419A
Participants will receive a Certificate of Attendance from Sydney Institute Learning and Innovation after the workshop and have the option of being assessed against the unit of competency if they choose. All the units can be used towards the Certificate IV TAA. This option requires the development of a portfolio of evidence and will be explained by the facilitator at the end of each workshop. 
On the Move - Business Literacy Forum
Purpose
The “On the Move” Discussion Forum focuses on understanding the changing VET environment,  

The Forum deals and discusses issues including:

· How is the external environment changing VET?
· How does the changing environment affect Sydney Institute, affect me?
· What is whole of business?
· What funding sources are available?
· How are we performing?
· Where to from here?

OPPORTUNITY KNOCKS
Building successful relationships and evaluating a business opportunity 
Purpose
The purpose of this workshop is to provide learning opportunities to participants that will enable them to communicate with clients and build positive professional client relationships based on meeting client needs and engaging clients for productive long term relationships. Gather and analyse information to realise business growth.
Topics
· Initiate interpersonal communication with clients

· Establish client relationship management strategies

· Maintain and improve ongoing relationships with clients
Learning Outcomes
· Improve capability, capacity and confidence to build effective client relationships

· Review current business performance and capability

· Review client relationship and approaches

· Define a business opportunity and develop a business case

This workshop is developed according to the unit of competency BSBMKG406A Build Client Relationships - a Business Services National Competency Standard developed as part of the Business Services Training Package. 
Using the Right Gear

Understanding clients, their product and service needs
Purpose
The purpose of this workshop is to provide learning opportunities to participants that will enable them to develop the skills and knowledge required to identify and customise training solutions to meet the needs of their clients by customising training packages, identifying funding sources and other suitable products and services.
Topics
· Who are Sydney Institutes clients and what products and services are available to meet their needs.
· What government funding sources are available? What are their benefits and applications? 
· Contextualising training packages and accredited courses to meet client’s needs. How to sell the benefits and deliver the solutions to the client.
· Identify technologies that can assist with the flexible delivery of our products.
Learning Outcomes 
· Identify the products and services available to TAFE NSW – Sydney Institute and how they can be used to meet the needs of our clients

· Identify available the government funding sources available for training and discuss the benefits of these to our clients.

· Contextualize and use training packages and accredited courses as an integrated tool for client applications and identify appropriate technologies for delivery.
This workshop is developed according to the unit of competency TAADES401A – Using Training packages to meet client needs - a National Competency Standard developed as part of the TA004 Training and Assessment Training Package

Running on Schedule

Maintaining your business relationship and managing the project

Purpose 
The purpose of this workshop is to provide learning opportunities to participants to enable them to acquire the knowledge and skills to allow them to manage projects effectively and provide them with tools to use in the workplace.
Topics 
· Define project

· Develop project plan

· Administer and monitor project

· Finalise project

· Review project

Learning Outcomes
· Formulating clear understanding of client needs and expectations

· Focusing efforts and resources on agreed priorities

· Reviewing relevant organisational policies and procedures with relation to the project

· Maintaining and improving ongoing relationships with clients

· Leading, managing and working in a team environment

· Employing a planned approach and monitors progress and outcomes

· Benchmarking performance and implements continuous improvement
This workshop is developed according to the unit of competency BSBCMN419A Manage projects - a National Competency Standard developed as part of the a Business Services National Competency Standard developed as part of the Business Services Training Package.
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