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Your organisation’s performance Is our compass
Your employee’s performance is our focus

We thus contribute to learning and development.
We do so by training, coaching and consulting




Facts & Figures

Major player in the Dutch training market. 100 EE’s: 50 being certified
trainers and consultants, supporting staff and another 100 freelancers

A broad range of training programme’s both generic and tailor-made

VO really works on your organisation’s performance: a direct link
between training and business results is key in our approach

25 years of expertise and innovative actions have put us in the vanguard
of HRD

International partnership with CEGOS having 28 offices in 11 countries,
training done in more than 50 countries in almost all market verticals

Our trainers: extravert, business-focussed, highly motivated and
dedicated, extravert, curious and ... they have humour!

In 2006: 10.000 participants in both open and in-company programme’s
VO'’s turnover in 2005 and 2006: 9,0 million and 11.0 million



Products and Services

Learning processes and interventions aimed at performance
improvement: both on behaviour and behavioural spin-off’s.

Training as critical element in organisational change

Development based learning: a broad range of interventions to
strengthen individual competences, creating a maximum of results in
day-to-day work

Open training: 100 different curriculae for individual participants, with
focus on well defined competences. Both basic training and training for
Advanced Personal Development

Individual coaching: with certified coaches for skills development,
personal effectivity, and career management

Birkman consultancy: powerfull method for behavioural analysis,
understanding of own behaviour and motivation, high validity& reliability

Blended learning: mix of E-learning & other educational environments,
like classroom sessions and individual feedback.



Markets and Clients

Financial Services: banks, insurance companies and accountancy
ABN AMRO, ING Bank, Postbank, Rabobank, Nederlandsche Bank, Kempen & Co
Nationale Nederlanden, Achmea, AMEV, DAS, SRK, Univé, ARAG, Delta Lloyd

Deloitte, Ernst & Young, KPMG, PricewaterhouseCoopers, BDO, Mazars, NIVRA,
Government/civil accountancy

Government & non profit organisations: ministries, local government,
education and healthcare

Almost all ministries (OCW, Buiza, BZK, Sozawe, Fin, VROM, VWS, etc)

Big 6 (Amsterdam, Rotterdam, The Hague, Utrecht, Groningen, Eindhoven, etc)

IRS, Inspections (IGZ, Education etc.) Land Registry, UWV, COA, IND

Education: Open University, UVA, Driestar

Healthcare: Antonius-Mesos Hospital, Meander Medical Centre, UMC, AMC, De Hoven

Industry, Engineering/Telcom/ICT
Energy: Essent, NUON, Eneco
Transport: KLM-Air France, Dutch Rail
ICT: Pink Roccade, Ordina
Telcom and Post: KPN, TNT, Versatel
Engineering/Consultancy: TNO, Grontmij, DCE, Witteveen + Bos
Industry and Construction: Corus, Heijmans



Performance based Learning

Required Performance, boiling down to situational Factors & Competences.
Followed by interventions and results analysis
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Performance Improvement: Examples

Performance Gap

Reasons why/Factors

Competences

Interventions

Absenteism is sky-high
e.g. more than 15%

- insufficient planning of
workload by teamleaders

- no policy on absenteism

- ability to deal with
absenteism no criterion
in recruitment/selection

ability to recruit and
select

ability to lead
interviews with ee’s on
absenteism

- recruitment & selection
goes from Line to HR

- better planning system

-implement policies and
training on handling
absenteism within org.

Client satisfaction does
not meet standards
(10% too low)

Automatic Call
Distribution system not
effective because of

- clumsy routines
-overloaded operators
- unclear instructions

telephone/comm. skills
assertivity

familiar with

key instructions

- redesign processes

-improve feedback
and instructions

-training on the job

- job aid (instructions)

Proposals do not meet
deadlines to submit in
40% of all cases/bids

- critical data not available

-no clear/generic formats
at hand

-roles and responsibilities
unclear to jobholders

time management
writing skills

-introduce document
management for all
proposals

- develop formats

-review R’'s and R’s

-training in writing skills




Development based Learning

Competence based Development in day-to-day practice.

Problem- ldentification Intervention aims Transfer of
analysis of key at results
training competences
issues and factors like: Behavioural
training & coaching Change in
workplace analysis day-to-day
action learning practice
blended learning Support from
strengthening of direct
educational environment
environment
& workprocesses




Leverage for Success

Consultants being Subject Matter Experts in various market verticals
Trainers who do confront their audience with respect

Broad focus on performance and influencers like: vision, motivation, work-
environment, competences

Directly available methods for measuring and monitoring training progress

Profound search for potential leverage for success within client organisation
and to be deployed successfully

Use of E-learning and other "smart” methods to avoid loss of energy

Long term experience with a wide range of clients and markets: branche
know-how and expertise linking competences to client-specific issues rapidly
and effectively



Expertise

Management and Leadership
Leading direct reports (basic/advanced)
Effective leadership
Projectmanagement
Ability to coach

Change and Influence
Consulting skills
Negotiation skills
How to discuss and influence

Verbal Communication
Debating skills
Meeting skills
Interview skills

Written Communication
Reporting skills
Writing memo’s
Correspondance

Coaching
Coaching in general
Career coaching
Individual coaching

Presentation skills and motivation
Presentation skills
Sales and Consultancy pitches
Intercultural and International presentations

Personal impact & effectivity
Assertivity
Tactical performance
Stressmanagement
Timemanagement
How to “reset” my mindset?

Education and training
Didactical skills
How to work effectively
Instruct and Coach
Training in Action

Account Management & Client Focus
Client focus skills
CRM/Accountmanagement
Direct sales and marketing
Call center demands and skills



Birkman Method

Detailed reporting and counseling (questionnaire based) for employees:

Professional focus and interest

Working styles (strengths and weaknesses)
Critical needs for work-environment

Stress behaviour and effective counseling

Relevance & applicability of both individual and team-based targets
Individual assessment and how to determine learning objectives
When to design job-related education programs and management-development curriculae
A support to assessment and recruitment
In case of coaching and career-counseling
As core material when a tailor-made approach and design for HR systems is required
To gain full transparancy in group’s processes, being a key element in SWOT'’s

Vergouwen Overduin has 25 certified Birkman consultants on the pay-role
and represents the European Centre for validated Birkman analysis.



Faculty

Vergouwen Overduin has partnerships with various universities and is sponsor for
two key members of faculty at the Business University Nyenrode Both members
of faculty contribute to important innovation programme’s within VO and client
organisatons thus creating high-level services and products to many of them.

Prof dr. John Koster

Professor of Marketing and Organisation at Business University
Nyenrode. Focus in his research is within the realm of strategic
marketing, market-focus, structure and versatility of commercial roles like
sales and marketing. But also CRM and implementation of market- and
client-management programme’s. Professor Koster is partner in the
Holland Consulting Group.

Prof. dr. Frank Kwakman

Professor of Management and Professional Services at Business
University Nyenrode. Focus in his research is within the realm of
knowledge management, innovation and entrepreneurship for
Professional Services in The Netherlands. Professor Kwakman is also
partner in the Holland Consulting Group



Publications

Boudewijn Overduin & Jos Arets:
Training yes or no..

Frank Kwakman & Boudewijn Overduin,
Professionals & Professional
Development

Rick Willemsen, Successfull Acquisition,
sales and authenticity

Carola Beers, Didactical Standards

Henriétte Houét, Standards for writing
skills

Henriétte Houét & Margriet de Groot,
Standards for business correspondance

Jorinde Derrix, Assertivity and how to
uget itn

Joep Jaspers et. al. Manual for Internal
communication

Annemiek Geverink et al. Large
Scale Interventions: Establishing
sustainable change through
international conventions on key
topics.

Kees Maat et.al. How to effectively
communicate?

Joep Jaspers & Marion van Weeren
Braaksma, Professionals & required
Writing Skills

Henriétte Houét & Elsbeth Teeling,
High-level consultancy & reporting

Michiel Boswinkel & Joep Jaspers,
How to convince me on 1 page?



Certification

VO'’s open and in-company training programs have been recognised and
certified by CEDEO (focus on client satisfaction analysis)

VO is Co-founder and member of VETRON
Since 1995 certified 1ISO 9001: 2000
Since 2004: VO has been recognised/certified as Investor in People (lIP)



