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EARNING

The | ioness Frinciple

What is the Lioness Principle?

All great leaders are, at some point, also great teachers... And all great teachers do two
things well: Teach for quick independence in their students and help them realize their
own instinctive greatness.

Lioness Principle Stages:

e Nurture / Safety: Creates a safe, nurturing environment in which
students feel safe to learn

e Play: Introduces skills in the form of play

e Awaken and Deepen Instincts: Introduces characteristics of real
skill to deepen the learning and encourage their natural, instinctive
connection to the skill and task.

e Real World Experience: Reality check; Introduces nuances and
expected challenges inherent and inevitable in the skill or process
being learned

e Demonstration of Success: Allows students to observe skills
successfully used by those who have mastered it already

e Flying Solo: Makes it easy to succeed early and allows for failure
as a natural part of the process... continues to send them back to
try again.

e Celebrates their success and releases them as students

“There is no such thing as teaching without learning.
If they haven’t learned it, you haven’t taught it.”
~ Benna Kallik

www.KatherineEitel.com Page 1 800-595-7060



KATHERINE EITEL'S / o
Lloncss Tra/n/ngﬁ-

Ml PEARNIG How to Teach lt, So They Get

Becoming a “Lioness” Trainer

1. What is the difference?

e Speakers: Bring content with little or no process.
e Facilitators: Bring process with little or no content.
e Trainers: Bring content and process.

Experts aren’t always good trainers.

Presentation vs. Training

Preacher vs. Teacher

Instructor Based Participant Based

| |
Allaboutme »> > 2> > > > Bringeach & &« & & <& < All about them

Data to middle; Experience
“Data” people love Know they will “Process” people love
“Sage on the Stage” (pour and snore) go back “Guide on the Side”
Delivery Discovery
Power Point as a crutch Uses more sensory activities
Follows Strict Outline / Agenda Prepares but is flexible
Controlling Supports
Only Expert in the room Sees many experts in the room
Boring Fun
Gives you the answer Helps you discover the answer
Delivers material once — moves on Recaps, Reviews, Revisits, Tests
Does all the talking Listens — Encourages Participation
Easy to get burned out/bored You keep the teaching fluid and fresh
Training is an event Training is a process

Albert Mehrabian, PhD, states in his book, Silent Messages, that learners retained information
at dramatically different rates depending on the teaching method used:

Telling 70% recall in 3 hours 10% in 3 days
Showing 72% in 3 hours 20% in 3 days
Telling / Showing / Doing 85% in 3 hours 65% in 3 days
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How To Do It

1. Getting Started — Clarify Expected Outcomes and Course Objectives

e Clarify Outcomes:
a. llluminating an idea (s)
b. Training specific skill sets and/or changing understandings
c. Supporting ongoing learning challenges / refining learning

e Establish clear course / learning objectives:
e Asaresult of this training, | want my participants to:

e Theoretical Objectives: (Fill in your content and objectives)
e Understand (__) so well they could teach it to someone else.
e Feel( ).
e Believe ( ).

o Skill Set Objectives:
e Be able to replicate ( ) skills independent of me.

e For example, in The Lioness Principle:

e My Theoretical Learning Objectives would be for my students to:
e Know the difference between “Delivery” and “Discovery” (and the
benefits of the latter)
e Believe if your participants are not “getting it” — it’s almost always
because of you, not them.
e Teach for independence and be able to build value for that concept
e Understand differences between basic learning and teaching styles
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e My Skill Set Learning Objectives would be for my students to:
e Lay out a training session using the OMEC Formula
e Apply CAT / CAR principles to their material
e “Chunk” their material using the 90/20/8 Rule
e Appropriately select the following based on the dynamics of the group,
material, physical setting, time, and course objectives:
e Openers / Closers
e Topic Introductions
e Participation / Review Exercises
e Testing Mechanisms
e Rewards / Giveaways
e Effectively manage difficult or resistant participants

e Are these reasonable training goals?
e Do you have enough time?
e The right participants?
e The right atmosphere and room dynamics?

e Build flexibility into your agenda
e Break objectives into:
1. Need to Know
2. Nice to Know
3. Where to Go
e Ask participants for their main goals and most pressing questions up front
e Be able / willing to flex to include their burning questions and concerns
e Help them identify the most important thing they most need to learn to succeed
— instead of everything they could learn

2. Laying Out Your Day
e Each objective must be revisited somehow at least six times.

e This moves the information from short-term to long-term memory.
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OMEC Formula

° Opener, Material Chunks, Energizers, Closer (OMEC)

e Must be completed in:
e No less than one hour

e No more than four hours (half-day)

e Plan a cerebral morning and a physical afternoon
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Openers (”O" MEC)

*

\ David Meier, creator of The Accelerated Learning Training Method
calls this the Preparation Phase when you
“awaken the mind and remove the barriers.”

e Never use traditional introductions!

e People fear speaking
e Nobody cares!

e Why use “openers”?

e This is where you grab their attention!
e Especially important when participants are strangers
e Buys time for latecomers before real material begins
e Sets the tone for a different kind of learning
e Breaks pre-occupation:
e Commute, Home, Work, Will this course meet my expectations?

e Openers must:

¢ Connect:
< People to People
¢ People to Content
Create Safety
Reduce Anxiety
Deepen Learning Hunger
Be Simple
Promote Fun!

¢ ©C O o ¢

“As people act in ways which acknowledges their relatedness,
\ they are given the abundance of (the) community itself.”
~ Parker Palmer, The Company of Strangers
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Material Chunks (O“M”EC)

e Confucius (451 BC):
0 “What | hear | forget; what | see | remember; what | do | understand.”

1. 90-20-8 Rule (Bob Pike; Tony Buzan, Use Both Sides of Your Brain)

0 People can listen with attention for 90 minutes but only listen with retention for
20 minutes.

O Every 8-10 minutes, you must move, speak or act in a way that activates the
reticular formation of the brain to maintain attention and facilitate retention.

2. Chunking with C.A.T.

e C hunk your content — Break your material into small steps or pieces

e A ctivity — Create an activity for each “chunk” such as practicing with a partner, creating
their own script, fill-in-the-blank, journaling their observations or thoughts about how
they will use this new skill, triad review, etc.

e T est or Review — Before moving on to your next “chunk,” review (“open book”) their
confidence and retention of this piece with exercises such as notecard review, partner
review, etc. or if you have taught the last “chunk” in your process, you may chose to do
a true “closed book” test such as Word on the Card, Partner Testing, Etc.

e Passive
O Personal Reflection

e Connective
O Pair Share
O Each One / Teach One

e Active
0 Physical Reviews

“If you want them to HEAR it — you talk.
If you want them to LEARN it — they talk.”
\ ~ Sharon Bowman

It’s no wonder that teachers in traditional classrooms end up exhausted.
They are bucking the basic nature of the student.

Students want to question, discuss, argue and share.”

~ Spencer Kagan, Cooperative Learning
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Energizers (OM“E”C)

e Small physical exercises whose sole purpose it to quickly lift the energy in the room
and for the participants.

e Extremely important in the afternoon section of an all-day course.

Closers (OME”C") (Celebrations)

e Average trainers just run out of time.

e Transformational trainers always close on purpose.

e Don’t ever skip this important part!

e It’s really another “connection” piece (like an opener only looking forward.)

e Closers should include:
e Major and Comprehensive Review of Material
e Fun and Celebration
e Action Plan (including timelines and personal accountability)
e Connection between the learning and benefits of learning

“We don’t receive wisdom;

\ we must discover it for ourselves after a journey
that no one can take for us or spare us from..”

~ Marcel Proust
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\ “Adults are babies in big bodies.”
~ Bob Pike

Giveaways and Rewards

n u

e Refer to them as “learning aids”, “training tools”, (or Random Response Devices —
RRD’s) vs. “training toys”

e Generously reward involvement and achievement
e Help people access the child within
e People love “stuff” and will “play” much more than you think!

e Drawing / creating / touching all help with retention, break monotony, and provide
reticular moments

7

e When throwing a ball, make the distinction between “tossing to” and “throwing at
someone!

e Great if it is thematic but not imperative

e Investin a good training bag, box, cart, rolling case

\ “What we learn with pleasure we never forget.”
~ Louis Mercier
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Breaks and Timing

e Never have your meetings or trainings over meals (other than small candy prizes)
e Give frequent, shorter breaks
e Give specific, odd break times
e Don'’tsay, “10 minute break.”
e Do say, “It's 9:47 by my watch. We'll take an 11 minute break and be back at
9:58 (write on flip chart) for my best training tip of the morning (which is not in

your book!) If you are late... you will miss it. | will not be repeating it!”

e Reward people that are back on time.

\ “Their learning will always be a reflection of our teaching.”
~Katherine Eitel
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LIONESS TRAINING

BRING OUT THE GREATNESS IN YOUR TEAM

Katherine Eitel is the master trainer to whom hundreds of healthcare consultants have turned to
become great trainers themselves. Whatever your road blocks, Katherine will help get your team to
the next level, thinking for themselves, truly caring about patient service and becoming strong

leaders in your practice.

LIONESS LEARNING OFFERS CORPORATE AND IN-OFFICE TRAINING PROGRAMS.
NO LONG-TERM CONTRACTS REQUIRED. GUARANTEED RESULTS. TRULY CUSTOMIZED.

orTion1: We Come to You

CUSTOMIZED PROGRAMS: ANNUAL PROGRAMS, 1 — 2 DAY WORKSHOPS, TELEPHONE COACHING

Utilizing special training exercises and testing components, our trainers’ understanding of
Adult Learning assures that your investment pays off fast!

Hard hitting and lots of fun!

Lets you still be you -- no canned scripts

Really works and the training sticks

Doesn’t spend time on what’s already working

Creative answers / personal motivation

SNENENENEN

orTion2: You Come to Us

|_ion Camp TEAM RETREATS

You can do it. | ion CamP is the place. Join us in San Diego, CA at the world famous Wild

Animal Park for a team retreat that will change your practice and professional life forever!
Create a team that takes responsibility, makes decisions, speaks with confidence, fully
supports each other, gets results, and has a blast doing it!

Leadership

Patient Communications

Conflict Resolution

Teamwork

AR

orTion 3: Learn at Your Leisure

AUDIO TRAINING AND FORMS PRODUCTS

WHEN YOU RAISE THE BOTTOM LINE.... YOU SHINE! Learn HOW with our easy-to-use, clearly
defined methods for exceptional phone calls (Have Them at Hello!y AND presenting financial
options to patients @rs How Much?™) t0 see immediate and measureable results.

CALL US TODAY! WE CAN HELP.

CHOOSE FROM

THESE TOPICS

OR TALK TO US
ABOUT YOUR OWN:

. Improved
Telephone Skills

. Financial
Arrangements /
Conversations

. Frequent
Cancellations /
Broken
Appointments

. Productive
Scheduling

° Perio Therapy
Compliance

. Pending
Treatment /
Overdue Recalls

. Treatment
Presentation

e  Teambuilding
. Better Meetings

. .....and much
more!

KATHERINE EITEL'S
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Have Them at Hello!

Phone Skills for the Exceptional Practice

“How much do you charge for a crown?”
“Are you on my insurance plan?”
“Can’t | just schedule a cleaning?”

meanwhile...
Three lines are ringing...
Two patients are being dismissed...
And your head’s about to explode!!

We can help.

“l was already pretty good on the phone but with
Katherine’s program...l became outstanding! My Phone Skills Training $195
doctor definitely noticed the difference which was a
nice bongs at my rgwew. She makeg it very non- Learn an easy-to-use, clearly-defined method for
threatening. I'd highly recommend it for anyone answering or making exceptional patient phone calls.
wanting to improve their job performance.” (length: 100 minutes)

~ Rochelle T., RDA/Scheduling Coordinator

e Two Audio CDs

e Interactive Team Workbook
Step-by-step instructions complete with essential phone
slips forms.

This program makes it fun and easy to: .
Training Call Package $695

=  Convert more calls to appointments o ]
e Training Call Service

u Increase return on investment and Subsequent This call he'pS celebrate areas that are Working well and
referrals from advertising callers gives clear guidance for those that need improvement.
Included is one copy of the call, a written analysis, and

=  Keep patients from canceling action plan. Have Them At Hello Audio CD & Workbook

Set (above) is included...a $195 value!
= Improve success with:

o Price Shoppers In-Office Phone & Front-Line Verbal Skills Training
8 :Enr?]uerrz;r;(;]i-iggven patients A fun, action-packed, and transformational day of customized
o “Cleaning only” patients in-office training for your team. (Includes the Audio CD
o Pending Treatment Calls Program, Team Workbook, Training Call Service AND Master
o Hygiene Reminder Calls Forms!) Call us for a customized quote.

o Confirmation Calls

= Learn 4 easy steps to a great call CALL TODAY!

= Juggle multiple calls with finesse

= Have patients hanging up saying, “WOW!" . o
Receive a FREE 2 month subscription

to Frontline Focus with any purchase!

This training increased advertising ROI significantly. (NEW monthly electronic audio newsletter)
Call conversion increased from 70 % to 94%; no-shows

dropped from 31% to 13%! | loved it!
~Dave Berger, D.D.S.

*
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It's How Much?!

Financial Conversations for the Exceptional Practice

“Can you just bill me?”

“Do you take payments?”
“l had no idea it would be this much!”

Tired of being the “Money Lady”

patients try to avoid?

We can help.

“For years | struggled with making good financial
arrangements and getting patients to say “yes” to
large treatment plans. This training helped me get
improved results with patients...and a raise!”

~ Michele V., Financial Coordinator

This program makes it fun and easy to:

e  Shift from the "Money Lady" to "Financial
Counselor"

e Help your doctor "close on treatment” before
you “"close on money"

o Filter the financials through the patient's
emotional triggers

e Set up a consult room that actually works

e Lower Accounts Receivable

e Use financial verbal skills that increase
collections AND production

e Increase pre-payment for large and small

treatment plans

Eliminate being the "bank"

Collect more at the time of service

Use forms that reduce patient confusion

Become the shining star in your practice!

“After taking advanced cosmetic courses, we
needed advanced financial presentation skills and
we found it! As my team made the shift to financial
advocate, not only did our collections improve but
also our overall production and acceptance of larger
cases. This is an easy and awesome training tool!”
~John Buzza, D.D.S.

Financial Conversations Training Program $195

e Audio CD
Learn an easy-to-use, clearly-defined method for
presenting financial options to patients. (length: 60
minutes)

e Interactive Team Workbook
Step-by-step instructions complete with essential
customizable forms on CD-Rom (MS Office
Required).

In-Office Front-Line Verbal Skills Training

A fun, action-packed, and transformational day of
customized in-office training for your team. (Includes the
Audio CD Program, Team Workbook, AND Master
Forms!) Call us for a customized quote.

CALL TODAY!

Receive a FREE 2 month subscription
to Frontline Focus with any purchase!
(NEW monthly electronic audio newsletter)

www.KatherineEitel.com

KATHERINE \EITEL

(800) 595-7060




Raise the Bottom Line......and You Shine!
Exceptional Verbal Skills for Everyday People

Have Them At Hello!

Phone Skills for the Exceptional Practice

TeleClass Recordings

Verbal Skills for the Exceptional Practice

Learn an easy-to-use, clearly-defined
method for answering and making
exceptional patient phone calls with this
Audio CD program. The accompanying
interactive team workbook provides
step-by-step instructions complete with
essential phone slips forms.

It’s How Much?!

Financial Conversations
for the Exceptional Practice

Listen in to these recordings of recent life-
changing workshops and have your
questions answered by the industry’s
leading dental communications = skills
expert. Best of all, you can listen to your
TeleClass CD when it fits your schedule! _ =z
(Includes a handout from the course.) =

ul]
e Connecting the Dots

Treatment presentation made simple (and lucrative!)
e | Only Want the Cleaning My Insurance Will Cover!

This Audio CD program makes it fun
and easy to shift from “The Money
Lady” to “Financial Counselor”.

The accompanying interactive team
workbook provides step-by-step instructions complete with
essential customizable forms.

Master Forms

for the Exceptional Practice

Create perio therapy compliance beyond insurance
coverage.
e | need to cancel my appointment .... again!

Eliminate cancellations and broken appointments from
your schedule.
e  Stop Bugging Me!

Convert patients with pending treatment and overdue
recalls to appointments without bugging them to death.
e How Much Do You Charge For a Crown?

Convert more price shoppers to appointments and weed
out the “Lookey-Loos.”
e Areyouon my plan? My insurance pays 100%!

Master Forms is a collection of letters,

forms, monitors, signs, and

announcements representing 15 years
L of actual, practical consulting in

progressive, growing dental practices

across the country. These forms and
letters are meant to be customized for your practice. Along
with over 100 files on CD-Rom, you will receive full-color,
paper copies of each document.

—

Forms Packages

for the Exceptional Practice

Telephone skills that eliminate the insurance barrier.

The Lioness Principle:
Bring Out The Leader in You!

Customizable forms, letters, monitors,
signs and announcements! Includes a
paper copy of the forms and files on CD.

e Annual Business Plan and
Insurance Independence
Charting and Documentation
Financial Arrangements
Hygiene Department
Patient Reactivation
Personnel Leadership
Phone Skills
Team Meetings

In this live keynote presentation, participants will learn how
to:

e Teach new information to your
teammates so they really get it!

e Identify the one “story” that holds
you back from the results you crave
and deserve

e How to develop the “leader” inside
every member of your team

e Motivate you and your team to do
more, enjoy more and BE MORE!

800-595-7060

www.KatherineEitel.com
info@KatherineEitel.com
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| Item # | Product | Unit Price | Qty | Total
Have Them at Hello! Phone Skills for the Exceptional Practice
PHS 102 |Phone Skills Training Program Audio CD/Interactive Workbook $195 $
PHS 103 |Additional Team Workbook $75 $
PHS 101 |Phone Skills Training Call Package $695 $
PHS 104 |Additional Training Call Service $545 $
It's How Much?! Financial Conversations for the Exceptional Practice
IHM 101 |Financial Conversations Training Program Audio CD/Interactive Workbook $195 $
IHM 102 |Additional Team Workbook $75 $
Forms for the Exceptional Practice
MFD 101 [Master Forms CD-Rom and binder | $495| |$
Forms Packages Special Offer: Any 4 Forms Packages for the Price of 3
FRM 101 |Phone Skills $75 $
FRM 102 |Patient Reactivation $75 $
FRM 103 |Financial Arrangements $75 $
FRM 104 |Hygiene Department $75 $
FRM 105 |Team Meetings $75 $
FRM 106 |Charting and Documentation $75 $
FRM 107 |Annual Business Plan Development/Insurance Independence $75 $
FRM 108 |Personnel Leadership $75 $
TeleClass CDs Special Offer: Any 4 TeleClass CDs for $150
TLS 101 [Connecting the Dots (treatment presentation) $45 $
TLS 102 |l Only Want the Cleaning My Insurance Will Cover! (perio compliance) $45 $
TLS 103 |l Need to Cancel My Appointment... Again! (cancellations/broken appts) $45 $
TLS 104 [Stop Bugging Me! (pending treatment/overdue recall) $45 $
TLS 105 |How Much Do You Charge For a Crown? (price shoppers) $45 $
TLS 106 [Are You On My Plan? My Insurance Pays 100%! (insurance barrier) $45 $
Miscellaneous
PPB 101 |Powerful Practice Book: Strategies for Dental Practice Success $25 $
TTK 101 |Trainer's Tool Kit $195 $
TLP 101 |DVD: The Lioness Principle: Bring Out The Leader In You! $59 $
Subtotal:[$
Less Discount:|$
Sales Tax (CA Only) (7.75%)|$
Shipping and Handling: $10 Ground; $15 Second Day; $20 Next Day; $20 Canada mail: |$
Total:|$
Sold / Ship To:
Name:
Company: \
KATHERINE \EITEL
Address: ! '
City ST Zip: PO Box 50490 ~ Mesa, AZ 85208
Phone: info@KatherineEitel.com
e-mail: Fax: 951-346-3524

Payment Information:

Check: Make payable to Katherine Eitel and Associates
Credit Card: a MC Q Visa O Am Exp
Card # exp /

Signature

(800) 595-7060
www.KatherineEitel.com





