
•  business as usual, 

tends to take over 

•   slight behaviour

modification will     

be achieved

•  a lot of cerebral 

assent, not much 

belief will be affected

the major difference between the two scenarios is that the
one above stimulates the mind and achieves mental agreement ..........

the one below mixes the above with emotion...that power
that triggers all decisions......the element  that keeps our commitment !

• get below the surface

•   to see that values and

needs are identified and

shared with each other.

• commitments 

are made.

• ownership of

problems to be

solved is real

• commitments  withstand

greater pressure in the

corporate world

Scenario One ... 
Ordinary Training/Education

Scenario Two ... 
Coaching/Training with inspiration ... the Simulation Concept

AIHD

experiential


