I xecutive & Sales Mcctings

High level executives, midline managers and sales
teams all have one thing in common: their Primargjob

is working with Peop!e. This is not an casy task and

knowing how one Phgsica”g resPonds to different

y” o o ,
%4 & Cog{s()l:r situations, such as: angry customers, Pushmg dead-

F nergizing Vitality: A Breath & Stretch at a Time lines, and managing, Pcople with different Personaii—
ties can be the sPark that igni’ccs healthg communi-

Objectives for this workshop: cation.

e | ecam techniques for starting strategic meet-
ings on a Productive note.

. ldenti{:ﬂ your Primarﬂ Plﬂﬂsical reaction to

« chc/y /s a su/oeré
stress.
. Leam tactical brcathing techniqucs to reduce ‘ércaf/wng coacht”
blood pressure and bod9 temperature cluring
high stress moments for claritg in decision
making and communication with others.
o | earncalming ’CﬁCl‘miqUCS to find center and | cave with Practiccd tccl'miclucs that can easilg be ap-
stay focused. Plicd in any board room, management meeting, person-
e Startandend major meetings with ease. nel hearing, or closing the deal scenario.
o End ]ong Planning mectings with rejuvenatecl 2 hour wor[(sl‘xops :
bodies and minds. Meeting Warm UP: find a center focal point and set aside oth-

ertask lists while meeting, Bctter communication, teamwork,
innovation and group energy bcgin strategic meetings on a good

note.

Meeting Cool Down: Decompress to end strategjc Planning

meetings and leave rejuvenated with clear vision and direc-~

tion. [ nd with emotional balance, stay calm, re_juvenate the self

ancl makc cIearFocuscd dCCiSiOI’\S.

214,/280-8425 P.O.Pox 180236, Dallas, T exas 75218 wendy@ompranyoga.com

www.ompranagoga.com



