Leading Virtual Teams to Peak
Performance

SEMINAR DESCRIPTION

Getting peak performance from any team is a major challenge in
today's fast paced business environments. While technology
seems to make it easier for people scattered across geographies,
cultures and time zones to work together without working face-
to-face — leaders must learn new ways to direct and guide Virtual
Teams to perform at higher levels in spite of the separation.
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We will begin by examining the forces in the workplace that are driving the rise of Virtual Teams and then explore the
distinct challenges and advantages of teaming across geographic and cultural boundaries. Participants will use a Team
Survey do reveal a snapshot of where their Team is; what’s working and what needs attention. Participants will work

interactively as they learn strategies, actions and best practices
development and to higher levels of performance and success.

to guide their virtual teams through four stages of

This session is highly interactive with opportunities for participants to explore and apply the ideas presented on their own

Virtual Teams.

TIME TOPICS

20% The Rise and Challenges of Virtual Teams

. Factors contributing to demand for Virtual Teams

. The impact of distance on collaboration andfpemance

. Advantages and challenges of Virtual Teams

40 % Stages of Team Development

¢ Developing a snapshot of your Virtual Team

*  Ensuring successful stamp of Virtual Teams

¢ Dealing with conflict virtually

e Establishing norms and straightening out

e Striving for peak performance

40 % What Leaders Can Do

* Winning strategies and actions for leaders of Virtual Teams

* Four best practices for leaders of Virtual Teams

¢ Technological and process resources

GUIDE TO PARTICIPANT SELECTION

Department Admin| Distrib | Engr | Finc | H.R. | Legal |[Mktng| MIS | Mfg | PIng | Pchsg|R & D | Sales
Senior Executive

(Pres, Exec & Sr VP) 3 3 3 3 | 2 3 3 32| 3 3 3 3
Executive

(VP & Gen'l Mgr) 2 3 3 3 2 3 2 2 2 3 3 2 2
Senior Managers

(Div & Reg Mgrs) 2 3 2 3 1 3 1 1 1 3 2 1 1
Middle Managers

& Superintendents 1 1 1 1 1 1 1 1 (1 1 1 1 1

010 indicates primary target audience
020 indicates a good fit if the level of material is appropriate
030 indicates (in the opiniontbé faculty) limited applicability.
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