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Learning Dynamics Creates Custom 
Solutions for Clients’ Unique Needs 
Learning Dynamics has been innovating employee training and development solutions for 35 
years. During this time, the company has leveraged extensive internal experience in the financial 
services industry, coupled with training design and delivery expertise to help its clients achieve 
transformation and success. 

Learning Dynamics clients ask for help in many different ways. Some need a focused solution to a business 
problem: effective meetings or better customer service, for example. Others choose Learning Dynamics for 
longer-term projects to develop the next generation of organizational leaders. As the banking and credit 
union industries change, still other companies ask us to help them transform their teams from the old skill 
sets of tellers, customer service representatives and managers to the “Universal Banker” model, allowing all 
customer-facing employees to help with almost every request. 

When a need is identified, Learning Dynamics Consultants meet with the client to completely understand the 
unique challenges and opportunities facing the organization. They then create customized solutions built on 
the foundation of effective training initiatives that have proven successful with other clients in the past. By 
blending proven strategies with a flexible, consultative, and collaborative approach to program development, 
Learning Dynamics helps clients achieve their goals and realize significant returns on investment.  

Many clients report that their ROI far exceeds 
the investment in Learning Dynamics’ services, a 
reasonable explanation for why more than 80% 
of Learning Dynamics clients return for 
additional services. Many of these organizations 
have made Learning Dynamics an integral part 
of their ongoing talent development process, 
and have maintained years-long relationships 

with the company. 

The following three cases studies illustrate how Learning Dynamics was able to craft solutions to meet the 
needs of its financial services clients. Consider how these and other solutions can help your organization 
grow, too. We will be pleased to share our expertise to help you prosper.  

Many Learning Dynamics clients report returns on 
investment far exceeding the investment in training 

and development services. 
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Out of Control Meetings. Make them Fewer and Better. 
A long-time Learning Dynamics client, a successful Connecticut bank, recognized that meetings had taken on an 
outsized role in the company. Many of its managers were complaining that they spent too much time in meetings, 
leaving little time to do their jobs. Additionally, senior leaders, up to and including the C-suite, were hearing that 
some meetings were perceived as being ineffective and unnecessary. This bank’s astute President recognized that 
something needed to be done. Meetings needed to be more productive or cancelled. 

The Solution 
Learning Dynamics revamped and relaunched its meetings training program, Meetings that Drive Results™. Taking 
the best of the original program and incorporating the latest research and best practices on the topic of in-person 
and virtual gatherings, the program was further customized to meet the needs of the bank.  

Learning Dynamics then delivered two instructor-led training sessions. The first session, a shorter executive 
version, was delivered to all senior leaders of the organization. Participants included the President and all executive 
vice presidents. They wanted to preview the session and calibrate their own messages to the company with the 
content of the program. Learning Dynamics also created a supporting job aid.  

Once the executives had received their training, the bank had every manager, including branch and back office 
leaders, participate in training sessions. More than 50 managers completed the program. 

The Outcomes 
Senior executives have embraced the concepts of the Meetings that Drive Results™ program. The company has 
posted reminders of core concepts in its meeting and conference rooms to reinforce the training and to make the 
disciplines part of its culture. 

Managers also report that their use of the training and the job aid have made them more effective in planning 
meetings. They are inviting the right people, getting commitments from their peers, and getting real work done. 
Additionally, some meetings have been eliminated, opening up time for more productive activities.  

The Bottom Line 
Meetings that Drive Results™ was updated and customized to meet the needs of a long-time client. Every manager in 
the company participated. The company reports more effective meetings and productivity gains.  

 

How can Learning Dynamics™ Help Your Company Grow? 
These three case studies are presented to help readers envision how Learning Dynamics training initiatives help 
organizations learn, develop, and grow. They are also intended to illustrate how senior-leader engagement has been 
successful at changing company culture for the better. Learning Dynamics training and development programs can 
help your company create a new tradition of excellence. 

If you would like to learn more about how Learning Dynamics can play a role in your organization’s future 
success, contact us today for a complimentary consultation. Our team of experts will be happy to take the time to 
understand your priorities, and you will benefit from our 35 years of training excellence.  

Contact Learning Dynamics at 203-265-7499 or 800-3-SKILLS. If you prefer to email a request, please use 
contact@learningdynamics.com. Also follow Learning Dynamics on LinkedIn, Twitter and Facebook. 
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Maintain Customer Service Standards, but Add More Sales Effort 
A Massachusetts community bank known for outstanding customer service and peer-leading customer loyalty 
wanted its customer-facing staff to engage customers to drive sales of additional products and services. The 
company recognized that employees were terrific at making customers feel welcome. They were not, however, 
doing enough to explore other customer needs and opportunities to form a deeper relationship with customers. 

The mandate from the C-suite was clear: drive sales without being pushy. Do not alienate our customers who 
appreciate us for our service and commitment to the community. Sell more without coming across as sales people. 

The Solution 
Learning Dynamics had extensive conversations with senior leaders of the bank to learn about its culture, products 
and services, and business plans. The bank was also preparing to launch a new checking account product and 
mobile banking services, so it was important to help the company’s employees become more comfortable asking 
questions and making recommendations. 

After this consultation, Learning Dynamics recommended a customized version of Maximizing Customer 
Relationships™, a program that teaches employees how to enter into comfortable conversations with customers to 
uncover needs. It also emphasizes a consultative sales approach that encourages questioning and active listening, all 
with the goal of recommending services and products that are appropriate and appreciated by the bank’s customers.  
The program was delivered bankwide to 
all branch and call center staff. 

Learning Dynamics also created a series 
of six Skills Sharpener newsletters. 
Delivered monthly to the bank, these 
one-page refreshers were designed to 
keep the training alive within the bank’s 
organization. 

The Outcomes 
Senior Management reported that the training participants enjoyed the program and implemented their new skills 
immediately. Many are showing genuine talent at developing customer relationships. Some have broken out and 
become sales leaders within their branches and the bank as a whole. The mobile banking upgrade launch has been 
a success fueled by employees who are more comfortable engaging customers in focused sales conversations.  

Skills Sharpeners turned into powerful follow-up training and coaching tools. The bank’s senior managers 
encouraged branch managers to use the monthly document as the focus for branch meetings and one-on-one and 
small-group coaching sessions. The six Skills Sharpeners encapsulated the main messages of the Maximizing Customer 
Relationships™ program and kept the training process moving forward. 

The bank has found the training to be so successful, in fact, that it has engaged Learning Dynamics to return for 
additional sessions this year to train people hired since last year’s initiative.  

The Bottom Line 
Learning Dynamics’ Maximizing Customer Relationships™ was customized for a community bank that wanted more 
sales while maintaining its excellent customer service. Supplemented by Skills Sharpeners and engaged leadership to 
change the culture, this bank has reported excellent results and asked Learning Dynamics to train its newest 
employees this year. 

Engaging training with consistent follow-up discussion, along 
with coaching enhanced with “Skills Sharpeners,” can change 

corporate culture and performance for the better. 
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Developing Leaders. Preparing for the Future. 
A Connecticut bank with which Learning Dynamics has worked for years saw the need to develop talent internally 
to create the foundation for long-term sustainable growth and success. Due to the organization’s size, it did not 
have the internal resources or time to create a systematic program to achieve its needs. Additionally, the company 
was not certain it had the experience to build a program that would incorporate the needs of adult learners in a way 
that would be engaging and effective. 

This company saw that it had talented people who could do more, but in some cases it was raw talent. Its 
employees had formal education, but not the hands-on leadership training and experience that would help them 
prepare to move up and run the organization over the coming years. Learning Dynamics was called in to help. 

The Solution 
Learning Dynamics recommended its flagship Investing in People™ program. This multi-month leadership training 
program includes an assessment center, a program-long capstone project based on an organizational need, and 
multiple interactive instructor-led training sessions. Through the course of the program, participants learn new 
skills, discuss challenges and victories, and come to know each other much better. The students learn new skills 

and learn about each other, their 
business partners now and into the 
future.  

The Outcomes 
This client has made Investing in 
People™ the cornerstone of its 
leadership talent development and 
succession planning strategy, and 

employees have come to see an invitation to the program as an important step in their careers with the 
organization. Senior managers, including the CEO, have embraced the significance of this program, how it is 
viewed by employees, and has taken steps to formalize inclusion and to recognize completion. The program has 
become a part of the company’s performance culture. 

The client has reported two significant benefits from the Investing in People™ effort. First, as was intended by its 
implementation, the company’s leaders have developed important management and leadership skills and have been 
prepared for higher level opportunities. Secondly, the company reports significantly greater engagement by these 
employees.  

The Bottom Line 
Learning Dynamics’ Investing in People™ program helped a community bank develop and prepare its next generation 
of leaders. Senior managers have created a culture around the training initiative and it has been identified as a key 
motivator in employee engagement and loyalty. 
 
 
 
 

Many companies see extreme value in developing and providing 
talent from within. The “Investing in People” program by 

Learning Dynamics makes it possible. 
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