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Welcome to the 2015 corporate brochure from Edenchanges.  
 
To ensure our work has the maximum impact and benefit for our clients we specialise in three defined areas of 
business: LinkedIn, Recruitment and Management. 
 
We have a range of services within each of the sectors and our client base ranges from single entrepreneurs to 
multi-national plc’s and award winning recruitment companies. 
 
We list our most popular courses and services inside, however, if you want something else provided within the areas 
that we specialise in then contact us and we can tailor something specific to your situation. 
 

The Edenchanges Motto ~ The Best is Yet to Come 

Recruitment 
 

Our recruitment services are 
suitable for all recruitment 
consultancies and agencies 

 

Management 
 

Our management services are 
suitable for all companies 
with management teams 

 

LinkedIn 
 

Our LinkedIn services are 
suitable for all companies and 
individuals who use LinkedIn 
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Click an entry to be taken immediately to the course or service details 

Recruitment 
 

Recruitment Introduction  
Recruitment Inductions 

Recruitment Blitz 
Sales In 3 Dimensions 

Control in Recruitment 
Objection Handling and Negotiation 

Client Visits 
Time Management 

Winning Retained Assignments 
Winning Exclusivity 

Candidate Generation 
Phone Coaching 

Other Recruitment Services 
 

Management 
 

Management Introduction 
Management Training 
Team Leader Training 

 

LinkedIn 
 

LinkedIn Introduction 
Advanced LinkedIn Searching 

LinkedIn Profile Review 
LinkedIn Profile Writing 

LinkedIn For Business 
 

 

Contents 
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We can also provide a Competitor Review Analysis 
reviewing your top competitors LinkedIn profiles 

Would you like to ensure that your LinkedIn profile packs a punch, understand how to navigate the LinkedIn social 
landscape with confidence and ease and be able to search for exactly who and what you want? Then we can help. 
 
At Edenchanges we don’t do general social media, we do LinkedIn.  
 
We know LinkedIn thoroughly and  specialise in helping people create powerful profiles that truly showcase and 
promote their talents and their company’s services. 
 
Additionally we work with clients who need to be able to search accurately and quickly on LinkedIn. 

LinkedIn for Business 
Training 

 
Suitable for all companies 
wanting to maximise their 

LinkedIn benefits and profit 

Advanced LinkedIn 
Search Training 

 
Designed for recruiters this 

training is suitable for all 
recruitment professionals 

LinkedIn Profile 
Review 

 
Suitable for individuals or 

companies looking to perfect 
their profiles 

 

To book a course  
or for further information click here 
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A version of this course  
is available for non- recruiters 

Advanced LinkedIn Searching   One half day session, £100 per delegate 

 
An intensive half day focused on learning how to search LinkedIn to it’s fullest extent as well as best practice advice relating to 
expanding your network and attracting attention on LinkedIn 
 
Section  Outline 
1. Introduction Why the strength of your LinkedIn skills directly affects your future recruitment success 
2. Psychology of LinkedIn Understanding why people join and how this affects the way their profiles are written 
3. Search Facts The true limitations of LinkedIn searching, some global averages and how to exceed them 
4. Boolean Searching How to do this effectively and the specifics of what you can and cannot do with Boolean Searching 
5. Search Tips New ways to identify key words, specifically locate job seekers and remove specific people from your search 

  results e.g. other recruiters 
6. Different Search Types How to run explicit, implied and passive searches 
7. LinkedIn Recruiter  For those with access to LinkedIn Recruiter, these are tricks that can only be done with access to that system 
8. Vacancy Folder How to set up and maintain a folder of current vacancies that links to your LinkedIn profile 
9. Best Practice  Tried and tested advice on how to invite people to connect, when to post your status updates and advice on  

  things that don’t work on LinkedIn 
10. X-raying LinkedIn How to search for criteria outside of the set search fields in LinkedIn including dates and locations and how 

  to phrase your x-ray search string 

To book a course  
or for further information click here 
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We offer bulk discounts for companies  
ordering multiple Profile Review Reports 

LinkedIn Profile Review Report 
On-line service, £35 per profile 
 
Your LinkedIn profile is the most public on-line business 
profile that you have. We can help you ensure that it is as 
well written and powerfully presented as possible.  
 
Profile Review Report Content 
1. 30 sections of the LinkedIn profile reviewed in-depth 
2. Extensive and detailed written report typically running 

four to five pages in length 
3. The report is individually produced based specifically on 

the actual profile content 
4. Colour coded report to help quickly identify the areas 

needing the most urgent attention 
5. Tailored advice on how to rewrite the headline, summary 

and experience sections building on the best parts of what 
has already been written 

6. 24-48 hour turn around (95% completed within 24 hours) 

 LinkedIn Profile Writing  
  On-line service, £180 per profile 
 
When you don’t have the time to write it yourself we will 
do it for you! Working in full consultation with yourself 
we will create a powerful profile that presents you in the 
best possible manner to your clients and industry peers.  
 
LinkedIn Profile Writing Details 
1. Can be created from scratch or based on an existing 

profile  
2. The profile will be fully complete and give you a LinkedIn 

‘All Star’ rating for completeness 
3. The profile will be individually written based on 

information provided by you 
4. Recommendations will be made regarding integrating 

your LinkedIn profile into your wider on-line or social 
media marketing activities 

5. Once written your profile will be tailored until you are 
100% satisfied with it 

To book a course  
or for further information click here 
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A half day version of this training is also available 

LinkedIn for Business   One full day session, £180 per delegate 

 
This course outlines how to maximise the rewards and returns when using LinkedIn for business as well as guidance on how to 
create a stunning LinkedIn profile. This training has evolved from several very popular talks that Edenchanges has given across 
the North of England, over the last five years, for a variety of business groups.  
 
Section  Outline 
1. LinkedIn Principles Four principles that are essential to understand and vital to your LinkedIn success  
2. Creating Your Profile Each section fully explained and specific advice given about what to include and what to omit – main areas 

covered   include: your photograph, headline, summary and experience sections, skills – other areas also included 
3. Managing Your Profile Managing recommendations and endorsements and why profile updates can help boost your profile 
4. Building Your Network Which invitations to ignore, who to invite and how to expand your network without getting banned as well as 

  advice on wording invitations 
5. Groups  The three different types of groups to join and how to manage your group activities 
6. Building Your Brand Advice on status updates and group discussions including when to post and what to post 
7. Effective Searching How to effectively and efficiently use the search function to find business partners, clients or other contacts 
8. To Upgrade or Not The pro’s and con’s of upgrading your LinkedIn account discussed 
9. Bells and Whistles Finishing touches to add to your profile to make it stand out above the rest 

To book a course  
or for further information click here 
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Bespoke recruitment courses can be created 

Let’s keep it simple, if you want your consultants to bill more then call us.  
 
Developing recruitment consultants of all levels is how we spend most of our time here at Edenchanges. 
 
On a weekly basis you will find us across the country delivering group training and one to one coaching for 
recruiters.   
 
And when we’re not doing that then we are likely to be consulting with recruitment owners on everything from the 
ideal workflow, how to use social media to it’s best advantage, advising on perfecting their LinkedIn profiles or 
ghost writing blogs and recruitment websites on their behalf. 

Other Services 
 

Suitable for individual 
recruiters and recruitment 

consultancies of all types 
 

Phone Coaching 
 

Especially suitable for 
recruiters with under three 

years of experience 
 

Recruitment Training 
 

Suitable for all recruiters 
regardless of experience  

or billing level 
 

To book a course  
or for further information click here 
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To book a course  
or for further information click here 

Phone Coaching 
One full day session, £380 for up to three delegates 
 
Here is an opportunity to have an expert and independent 
review of your consultant’s phone technique. 
 
We will sit with your consultants over a shared phone line and 
review and advise on their live calls. 
 
The phone coaching session is followed by a review session and a 
written report is produced afterwards to highlight the best parts 
of the consultant’s phone techniques and their development 
areas. This report is shared with the consultant, their manager 
and relevant senior management.  
 
Either single or multiple sessions can be run. When a series of  
sessions is run it is possible to directly track the progression of 
the consultant in each of their development areas. 

Other Services 
Various durations 
 
Being development specialists we get involved in a wide 
range of services for our clients, these have include: 
 
1. Creation of advice documents for candidates including 

interview tips, dealing with counter offers and general 
job hunting advice 

2. Internal recruitment form design and creation to match 
specific styles of styles and company requirements 

3. Advising on best hiring practice for bringing in new 
consultants 

4. Screening and evaluating shortlisted candidates for both 
researcher and consultant roles 

5. Website and brochure writing to promote entire 
companies and individual divisions 
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Recruitment Inductions   Variable course length 

– typically from three to five days, £180 per person per day 
 
You've made an investment in new consultants now give them 
the best start by putting them through a tried and tested 
induction program to maximise their chance of success. 
 
Designed and delivered successfully to hundreds of consultants 
over the last decade our inductions cover the core skills that 
consultants need to know to get up and running as quickly as 
possible. 
 
Our standard template presents both candidate and client 
based guidance up to the stage of arranging second interviews.  
 

 
 
If desired we can alter the contents to create a complete 360 
degree recruitment course or one focused purely on candidate 
related skills which ever best fits your company’s procedures 
for new consultants and resourcers. 
 
Typical Sections 
 
1. The Recruitment World 
2. Personal Skills and Attributes 
3. Time Management 
4. Communication Skills 
5. Interviewing and Qualifying 
6. Recruitment Sales 
7. Taking and Filling Vacancies 
8. Habits of Big Billers 

To book a course 
or for further information click here 
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Recruitment Blitz   One full day session, £180 per delegate 

 
A rapid fire day focusing on the recruitment part of a recruiters job.  
 
Section  Outline  
1. Your Recruitment World A vital introduction to the recruitment world outlining key principles and points 
2. The Skills You Need The five specific and separate skill areas you should master to excel in recruitment 
3. Recruitment Psychology Four psychological points that super charge your recruitment when used well 
4. Questions  Asking them well, intelligent listening, seven question types explained, questioning flaws and dealing with  

  difficult questions 
5. Interviewing Effectively Rapport building techniques, the most important things to ask candidates and how to interview effectively  

  and efficiently 
6. Taking a Vacancy How and why to qualify the quality of vacancies, key methods to improve your chance of filling the vacancy, 

  how to establish more control of the recruitment process and levels of client commitment explained 
7. Finding Candidates The truth about finding candidates revealed and specific advice about the fastest way to fill vacancies 
8. Habits of Big Billers Advice from some of the biggest billers in the industry and common characteristics of big billers highlighted 

This course is very often run as a companion course to Sales in 3 Dimensions 
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This course is very often run as a companion course to Recruitment Blitz 

Sales in 3 Dimensions   One full day session, £180 per delegate 

 
An intensive day focused purely on recruitment sales and selling. 
 
Section  Outline  
1. The 3 Dimensions Understanding the 3 Dimensions of sales and the reasons why it is vital you should master all three 
2. Sales Psychology  Understanding the fundamental psychology of sales itself, the sales person and the potential client and how 

  to use that knowledge profitably to sell more 
3. Sales Overview How and why selling has changed in the last decade, the structure and requirements of modern selling and  

  the golden rule of business development 
4. Strategic Sales Why this is critically important, eight reasons to approach decision makers, the reality of effective selling and 

  how this affects a recruiters desk and daily activities and critical pipeline figures to monitor 
5. Tactical Sales The secret to phone sales success, the eight step Foundation Sales Model, the power of multiple objectives  

  analysed and how to script powerful opening statements 
6. Closing  Four closing methods presented with recruitment specific examples shown 
7. Sales Communication The power of intelligent listening, communication traps to avoid and how to hear what they are really saying 
8. Barriers to Sales Success The most common barrier to sales success and things that annoy decision makers when being sold to 
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To book a course 
or for further information click here 

Control in Recruitment   One full day session, £180 per delegate 

 
The more control of the recruitment process that a consultant can have then the more they will bill. This course is designed to give 
them that control through showing the best ways to establish, maintain and exert control over both candidates and clients. 
 
Section  Outline 
1. Introduction Defining control and examining its reality in the recruitment world 
2. Key Stages  Examining the six key stages in the recruitment process where the recruiter can exert control over the  

  process with specific advice on questions to ask and actions to take at each of those stages 
3. Origins of Power Where a consultant’s power comes from and how to use the different types of power effectively 
4. What Not To Do Actions that can weaken your power and your ability to exert control 
5. Counter offers A detailed break down of how to manage counter offers and advice covering several stages of the  

  recruitment process including interviewing, taking and presenting an offer, prepping a candidate prior to  
  counter offer and post offer management 

6. Trusting Communication Communication techniques to build trust and rapport with both clients and candidates 
7. Behavioural Economics How this branch of psychology directly relates to recruitment and what it can teach us about how and why  

  people make decisions and how we can use that knowledge to increase our control and influence 
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Two separate half days courses – one on Objection 
Handling and one on Negotiation are also available 

Objection Handling and Negotiation   One full day session, £180 per delegate 

 
A powerful and practical course most suitable for consultants who have a few months of recruitment experience and some 
practice at negotiating their own fees. The material has been designed to be immediately useable by delegates following the 
training session and should result in delegates negotiating higher rates on their very next deal. 
 
Section  Outline 
1. The Truth  Understanding what objections truly are and five global tips to assist in managing and working with them 
2. Personal Demons A sharing of the most common and troubling objections that delegates face on a regular basis 
3. Four Aces  The four best technique styles to adopt to help counter any objection 
4. Negotiation Introduction Understanding the truth about negotiation and how to use that to your advantage 
5. Clever Words A look at some linguistic trickery to get what you want along with listening and questioning techniques 
6. Negotiation Process The negotiation process examined and a better process suggested as well as negotiation planning outlined 
7. Powerful Principles Four negotiation principles which can always be used and could, on their own, win full fee deals 
8. Negotiation Techniques Nineteen tried and tested negotiation techniques guaranteed to increase the fee percentage of every delegate 

  attending the course 
9. Negotiation Psychology  Revealing the delegates own strengths and weaknesses along with exploring the clients mind-set and looking 

  at such points as perception, value compared to cost, and economic vs emotional decision making 
10. Go forth and … Action points that delegates should take, following this course, to achieve more during their next negotiation 

To book a course  
or for further information click here 
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To book a course  
or for further information click here 

Client Visits 
One half day session, £100 per delegate 
 
Client visits are the single most worthwhile thing a 
recruiter can do … assuming they do it well! This course 
outlines practical do’s and don’ts that they can apply on 
their next visit. 
 
Course Content 
1. How to win more client meetings 
2. How and what to qualify once the decision maker has 

agreed to meet you  
3. What planning to do prior to the meeting and what to take 

with you on the day 
4. Specific things to do whilst at your meeting get the most 

out of your visit including opening strongly, body language 
tips, communication tips and gaining real commitment 

5. How to follow on from the meeting and further strengthen 
the client relationship and use your visit in other ways 

Time Management  

One half day session, £100 per delegate 
 
Time is the resource in least supply to recruiters yet all 
recruiters can improve their workflow, efficiency and 
time management with the help of this course. 
 
Course Content 
1. Four questions to highlight the reality of time 

management and expand the delegates view of it 
2. Techniques and advice on achieving good time 

management on a daily basis  
3. Identifying and avoiding the delegates personal time 

stealers as well as describing the most common ones 
4. Organisation, desk and online efficiencies that save time 
5. A process for corporate strategic planning presented 

illustrating how to plan your desk like a business to 
ensure that your daily activities match your end goals 
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To book a course 
or for further information click here 

Winning Retained Assignments   One full day session, £180 per delegate 

 
A detailed, challenging and interactive day focused on selling retained assignments. From core psychological points to practical 
methods of presenting the offerings delegates will be well positioned to win retained assignments at the end of this course. 
 
Section  Outline 
1. The Mystery Understanding why people generally, and the delegates specifically, don’t sell more assignments and the  

  potential for improvement that exists 
2. When?  The best and worst situations in which to present the retained option compared and contrasted 
3. Selling it  A clear look at what type of sale this is, the most critical factor in the process, and what beliefs the delegates 

  do, or don’t have, towards selling assignments 
4. The Components A comprehensive look at the components of a retained search assignment and their features and benefits 
5. Analysing the Benefits Continuing from above, this section looks at the benefits in greater detail and challenges delegates to  

  understand fully how to present them to a prospective client 
6. The Process The process to follow when pitching for an assignment including how and when to close for the deal 
7. Fees  How to work with the figures to win you the assignment you want at the rate you want 
8. Reliable Phrases Tried and tested phrases that work well when presenting assignments 
9. Proposal Proposals Recommendations on how to structure and layout a retained proposal and how to use it to win assignments 
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To book a course  
or for further information click here 

Winning Exclusivity  One half day session, £100 per delegate 

 
A detailed look at how to obtain exclusivity when taking a vacancy. 
 
Section  Outline 
1. Introduction Outlining what exclusivity actually means and the type of sale you are attempting to make 
2. When?  A clear guide on what the best times to go for exclusivity are 
3. Clients View Understanding the clients perspective of the pro’s and con’s of exclusivity 
4. Now Say Yes The reasons why it is in the best interest of a client to say yes to exclusivity 
5. The Pitch  When to make the pitch, how to structure it and how to demonstrate the quality of your proposal 
6. Running Them How to run the assignment once you have it with pitfalls and challenges examined 
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This course is very often run as a companion 
course to Advanced LinkedIn Searching 

Candidate Generation   One half day session, £100 per delegate 

 
Focusing on the traditional methods to identify, approach and gain new candidates this course covers essential core recruitment 
search skills that every recruiter should master. 
 
Section  Outline 
1. Introduction An honest look at the number and different methods available to a consultant to attract candidates 
2. Networking New ways to measure and judge the strength of your network of contacts 
3. Job Adverts Tips on how to script attractive job adverts that will get read as well as how to filter out unwanted candidates 
4. Headhunting for Money A look at how your headhunting skills  can be used to win assignments and maintain your fee levels  
5. Five Stages  The five stages of headhunting broken down and presented in detail including: taking the initial vacancy,  

  creating a cover story, generating target companies and individuals, approaching headhunt targets, opening 
  the conversation, testing for commitment and the dangers of headhunting 

6. Indirect Headhunting What this is and how to do it including the mirror close and the details we want on referrals 
7. Candidate Management How to handle headhunted candidates including managing their expectations and practical things to do with 

  advert responses that do not fit what you are looking for 

To book a course  
or for further information click here 
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The two sets of courses are complementary and many delegates attend both as their role develops 

Would you like your management to communicate better, manage in a more effective and efficient way and inspire 
their teams to greater efforts? Then we can help. 
 
We’ll take your managers and team leaders through a carefully crafted series of modules to provide them with new 
skills, improve their existing management abilities and help them develop more quickly. 
 
Many of our clients use these training programmes as a means to evaluate and test their existing and potential 
managers and team leaders and we are happy to provide confidential feedback, and even written evaluations, on 
your delegates. 

Manager Training 
 

Suitable for managers with 
larger teams or with greater 
management responsibility 

Team Leader Training 
 

Suitable for people managing 
smaller teams or with limited 

management responsibility 
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A variety of two-day versions  
can also be delivered 

Full Management Training Programme   Nine half day sessions, £100 per session, per delegate 

 
This has been developed and delivered over almost a decade and is our most popular management training course.  
A co-ordinated and systematic series of half day training sessions that link and build to provide a complete management training 
program. We recommend that modules are delivered once a month to enable delegates time to implement their new skills 
between sessions. You will see your managers develop and improve over the course of the programme. 
 
Session Number and Title Outline 
1. Management Introduction Immediately challenging delegates to think, learn and boost their management skills 
2. Management Challenges A tour of the dark underbelly of management including power, politics, confrontation and critical errors 
3. Coaching  Delegates gain clarity and understanding about coaching as well as a powerful coaching structure to use 
4. Motivation  The mysteries of motivation explained and practical advice given on how to motivate people effectively 
5. Gamification and Goals This sessions includes a look at gamification and how to set positive, realistic and achievable goals 
6. Leadership  Traits, examples and principles of leadership are examined in detail in this session 
7. Management Control Specific methods of management control, including running effective meetings, are presented 
8. Creative Thinking A fresh look at how we think, how we could think smarter and practical methods of creative thinking 
9. Review Session An exploration of the key topics covered on the course and additional advice provided on each module 

To book a course  
or for further information click here 
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As team leaders develop into full managers they can go on to do the full management training course 

Team Leader Training Programme   Four half day sessions, £100 per session, per delegate 

 
A co-ordinated and systematic series of half day training sessions that link and build to provide a solid introduction to the 
business of managing a team of people. We recommend that modules are delivered once a month to enable delegates time to 
implement their new skills and techniques between sessions.  
 
Session Number and Title Outline  
1. Team Leader Introduction Starts with self analysis and awareness exercises then explains how to analyse the team members abilities 
2. Building the Team Defining what a team is, how to build a team culture, how to train the team and managing by objectives 
3. Conflict and Discipline  Conflict management and avoidance, a guide to disciplinary best practice and a serious look at discrimination 
4. Motivation and Goals An outline of motivation and effective goal setting along with gamification theory 
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Because our fees are per delegate you can decide who to invest in more accurately 

Training Fees 
 
Edenchanges charges per delegate to help companies easily and accurately assign their training budgets in the most appropriate 
and productive manner.  
 
Half day courses are £100 per delegate  
Full day courses are £180 per delegate 
 
 
 
 
 
 
 
 
 
 
To ensure a fully interactive training course we recommend that training groups be kept to a maximum size of ten delegates. 
All fees listed exclude VAT 
 

Number of 
delegates 

1 2 3 4 5 6 7 8 9 10 11 12 

½ day course £200 £200 £300 £400 £500 £600 £700 £800 £900 £1000 £1100 £1200 

Full day course £380 £380 £540 £720 £900 £1080 £1260 £1440 £1620 £1800 £1980 £2160 
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The Catalyst, York Science Park 
Units G5 & G6, Baird Lane 

York, YO10 5GA 
 

+44 (0) 1904 727 555 
enquiries@edenchanges.com 

 
For free weekly information on 

personal and professional 
development matters visit 

www.edenchanges.com 
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