Team Building Planner

Timeline for Team Building Sessions & Retreats

	
	1.
	FINALIZE THEME & FOCUS
	Objectives
	Facilitator
	Budget Per Person

	
	
	OF TEAM BUILDING
	· 
	· Internal
	· 

	Day 1
	
	
	
	· External
	What Budget Includes

	
	
	
	· 
	· Group Size
	· 

	
	
	
	
	· Demographics
	· 

	
	
	
	· 
	· Physical Challenges
	Preferred Dates (3)

	
	
	
	Focus
	· Indoor/Outdoor
	· 

	
	
	
	· Team Building
	Decision Making Timing
	· 

	
	
	
	· Strictly Recreation
	· 
	· 

	
	
	
	
	· 
	· 


	
	2.
	IDENTIFY DECISION CRITERIA
	Executive Oasis International
	Insert Name
	Insert Name

	Day 2
	
	& CONTACT TEAM BUILDING SUPPLIERS 
	Team Building Supplier 1
	Team Building Supplier 2
	Team Building Supplier 3

	
	
	
	
	
	

	
	
	· Learning Surveys and Participant Profiles Provided as Customization Aid
	· Yes
	· 
	· 

	
	
	· Pre-briefing Package or Presentation Sent
	· Yes
	· 
	· 

	
	
	· Offers facilitated team building not recreation being passed off as team building
	· Yes
	· 
	· 

	
	
	· 1/3 to ½ of Session Devoted to Debriefing and Business Application Exercises
	· Yes
	· 
	· 

	
	
	· Theme, Music, Energizers, & Activities Used  to Keep Group Energized
	· Yes
	· 
	· 

	
	
	· Offers indoor and outdoor programmes
	· Yes
	· 
	· 

	
	
	· Has Received Extensive Media Coverage Due to Professional Reputation
	· Yes
	· 
	· 


http://www.executiveoasis.com       http://www.twitter.com/executiveoasis

Blog:  http://corporateteambuilding.wordpress.com
	
	3. 
	ASSESS TEAM BUILDING CONSULTANTS
	Executive Oasis International
	Insert Name
	Insert Name

	Day 2
	
	
	Team Building Supplier 1
	Team Building Supplier 2
	Team Building Supplier 3

	
	
	· Experience in Our Industry
	· Wireless Communications

· Banking

· Airline

· Transportation

· High Technology

· Telecommunications

· Pharmaceutical

· Retail

· Film and Television

· Non-Profit

· Hospitals

· Social Agencies

· Associations

· Crown Corporations

· Consulting Firms
	· 
	· 

	
	
	
	· Insurance
	
	

	
	
	
	
	
	


	
	4.
	SELECT TEAM BUILDING PROVIDER
	
	
	

	Day 21


	
	5 - 10 Business Days After Receiving Proposal
	
	
	

	Day 28
	5.
	INITIAL PROJECT MEETING 

 (Include Decision Maker/ Executive Sponsor)
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	7.
	IDENTIFY DECISION CRITERIA
	Insert Name
	Insert Name
	Insert Name

	Day 28
	
	& CONTACT POSSIBLE VENUES
	Possible Venue 1
	Possible Venue 2
	Possible Venue 3

	
	
	Based on meeting & team building content
	
	
	

	
	
	· Location appropriate
	· 
	· 
	· 

	
	
	· Size Adequate
	· 
	· 
	· 

	
	
	· Fits Budget
	· 
	· 
	· 

	
	
	· Aesthetically Pleasing
	· 
	· 
	· 

	
	
	· Experience with your type of event
	· 
	· 
	· 

	
	
	
	
	
	


	
	8.
	SELECT VENUE
	
	
	

	Day 46
	
	5 - 10 Business Days After Receiving Proposal
	
	
	


	
	9.
	IDENTIFY DECISION CRITERIA
	Insert Name
	Insert Name
	Insert Name

	
	
	& CONTACT POSSIBLE CATERERS
	Possible Caterer 1
	Possible Caterer 2
	Possible Caterer 3

	 Day 50
	
	
	
	
	

	
	
	· 
	· 
	· 
	· 

	
	
	· 
	· 
	· 
	· 

	
	
	· Fits Budget
	· 
	· 
	· 

	
	
	· Creativity/Innovation
	· 
	· 
	· 

	
	
	· 
	· 
	· 
	· 

	Day 70
	10.
	SELECT CATERER
	
	
	

	
	
	5 - 10 Business Days After Receiving Proposal
	
	
	

	6 Weeks Prior
	11.
	FINALIZE MENU
	
	
	


	
	[image: image1.png]EXECUTIVE
OASIS




	Executive Oasis International helps organizations survive, thrive and grow even during turbulent times.   They specialize in facilitated business team building, executive retreats, sales incentive trips, and corporate event planning. Featured destinations include Canada, Jamaica, Dubai, Abu Dhabi, Oman, Egypt, Singapore, Malaysia, Japan, Czech Republic, and Italy.Their clients have included Holt Renfrew, Novo Nordisk Canada, Royal Bank of Canada, Mars Canada, Rogers Communications (Fido), Xerox Canada, Bell Mobility, Telus Mobility, Dubai World/Nakheel, McKinsey (Dubai), Thomson Reuters (Dubai), GlaxoSmithKline GSK (Saudi Arabia), Batelco (Bahrain), AXA Insurance Gulf (Bahrain), Ericsson AB (Saudi Arabia), OCBC Bank (Malaysia). Anne has toured Asia 16 times and delivered sessions to over 2000 executives, managers, and professionals. She has regularly conducts sessions for executives, managers, and professionals in the Middle East. Anne Thornley-Brown is the Senior Group Manager for Linkedin’s Event Planning and Management Group and the owner of Linkedin’s International Business Team Building Alliance Group.


	


How avoid derailing your next corporate event






By Anne Thornley-Brown, President, Executive Oasis International

What is wrong with this picture?

	Team Recreation
	A  Toronto firm called and requested a recreational event for a team of 14. They expected to pay less than $1000.

A couple of days later, another Toronto firm requested a recreational event for a team of 18. All that they had budgeted was $75 per person INCLUDING taxes.


	
	Wrong Budget

	Corporate Event
	A cross-functional team of 8 employees disregards the advice of their event planner, all caterers and the venue. They take 2 months after touring venues to select a venue. They obtain quotes from 4 caterers, request numerous revisions and, after 3 months, they select a pub to cater their event consisting of international cuisine. After spending 3 months reviewing and approving drafts of team building, they re-design the session disregarding all the advise they have been given by all the professionals they have consulted.


	
	Death by Committee

	Team Building Retreat
	A prospective client from Asia insisted on an itinerary consisting of beach activities in Oman in July. Firms did not make the shortlist if they advised the company’s representatives that, with temperatures soaring past 40C, the group would be very uncomfortable and there could be significant hot weather health risks for some members of their team.


	
	Wrong Season

	Sales Meeting
	A company from Quebec was interested in dog sledding during their January sales meeting. Although they were advised that it would take 2 hours to travel to an area with enough snow for dog sledding, they insisted on staying at a downtown Toronto hotel instead of at a resort in the Muskokas.


	
	Wrong Location

	Sales Incentive Trip
	Day 1
	Members of your team arrive in the evening from various countries. They are immediately whisked to a 5 star beach resort. You have a brief orientation to set the stage for your incentive. Some people head for the beach. Others head over to the bar. You meet for dinner. The menu consists of western cuisine. After dinner, some head over to the resort’s discotheque. Others return to the bar and eventually head back to their rooms drunk. Some stragglers arrive just in time to go to bed.
	
	Wrong Itinerary

Next time save money & Stay at home

	
	Day 2 
	Some people spend more time on the beach. Others play golf, go shopping or opt for spa treatments. That night, you have a lavish awards banquet with a gourmet western menu.
	
	Wrong Timeframe

	
	Day 3
	Early the next morning, people head for the airport and fly home.
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