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what you get!
Shane Bywater has worked in 

highly successful roles for over 

twenty-five years, in sales, service, 
product management, leadership 
and learning and development 

functions. This is across a range of 

industries and contexts that includes 

telecommunications and IT, banking, 
energy, marketing, mining and NGOs.

This diverse background gives him 
the key ingredients to be a successful, 
sustainable performer in the 
marketplace.

He brings these elements together to 
achieve outcomes that address the 

business needs of his clients.

Shane’s engaging, energetic, yet 
uncomplicated style allows him 

to connect with people of various 

roles, making them feel at ease, 
whilst providing valuable insight. He 
works with senior leaders, middle 
management and frontline staff.

Shane is active in charity work and 

sees this as a natural extension of his 

passion and enthusiasm of working 

with people.

Shane has qualifications that include 
a Bachelor’s Degree, Marketing 
Management Diploma and has a 

technical background. He also is 
accredited in DiSC and Situational 

Leadership.

Shane’s success in high-end corporate 

life is something you can draw upon. 

He provides external perspectives and 

insights that will immediately result in 

improved business results.

Shane’s Keynote presentations and 

workshops are entertaining and 

insightful, challenging the hearts and 
minds of your people - to action areas 

that will increase their performance.

Examples of his capabilities cover areas 
such as sales and customer service 

strategies; relationship development 

methodologies, developing 
coaching and mentoring 

programs; reviewing the 

effectiveness of existing 

learning programs and 

design, project 
management; 

and 

implementation 

of development 

initiatives.
 

    

    Contact 
Shane@ShaneBywater.com 

0488 555 981

ShaneBywater.com

Shane is a business expert who provides fresh  
insights and relevant perspectives that will  

transform your people and business outcomes.
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Dialling Into the Needs of Others 
Without Pushing Their Buttons  
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How many times do project 
deadlines creep, or sales 
opportunities are delayed, or 
reports aren’t handed in on time? 

Why is this?

Many times, the people involved 
have had misunderstandings of 

what was required. Sometimes, 
one party simply missed the point 

altogether.

How frustrating can that be? It’s 
happening all the time, and it is 
proving to be a major source of 
corporate waste and inefficiency. 
Typically, you will find it wasn’t the 
process that broke down - but the 
people in the process.

Key influencers KNOW how to 
D.I.A.L. into others - and get the 

best out of them.

In this session, Shane will challenge 
you and your people to think about 
your preferred means of operating.

You will also establish how people 
behave and process differently to 
you. He will then show you how 

to D.I.A.L. in to the way people 

process information and prefer to 

operate.

This will result in understanding 

how to positively persuade and 

communicate with people more 

effectively.

Being a Key Influencer is critical in 
today’s marketplace - and Shane 

will unlock simple ways to do that 

for you - that you can use the very 

next day.

1Dialling Into the Needs of Others 
Without Pushing Their Buttons
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The ABC of Coaching  
Excellence

There is so much time, energy and money 
spent on individual contributors to improve 
their performance.

Yet, the real upside in your 
business performance rests in the 
people who lead your individual 

contributors. This is where the 
real return is. Research shows 

that leaders want to coach their 

people, but sadly, very few do.

Let Shane encourage and inspire your 

leaders to be the coaches they want to be 
and the coaches you NEED them to be.

Your business performance depends on it.
In this session, Shane will show your people the ‘why’ 
of coaching, and then share three key ingredients that 
every coach must do to ensure they are successfully 

leading their people.
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Success in business is 85% ability to 
relate to other people and attitude and 

only 15% job knowledge and  
technical skills. 

Study: Carnegie Foundation, 2005
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Learn ways to positively influence 
and pursuade others. You will be 
able to apply key, proven principles 
of influence that will directly impact 
your ability to work with and through 
people. 

Learn how to present proposals 

to customers, discuss ideas with 
your manager, respond to difficult 
situations with colleagues, or improve 
the way people receive your input at 

meetings. 

Learn about the different types of 
‘power’ people use on a daily basis.

Shane will also draw on the comprehensive 

work of Dr. Robert Cialidini and how you can 
apply influence ‘levers’ to be a more effective 
communicator.

Magical Ways to 
Change People’s 
Minds



Copping It On the Chin and Doing 
It With a Smile

Learn More:

www.ShaneBywater.com 
www.KapowTraining.com  

www.SkillPills.com.au

4

5

1

2

3

4

5

Engage

Explore

Check

Collaborate

Check

Five Step
Framework

The workplace is a 

kaleidoscope of different 

personalities, cultures, 
experiences and biases. Whilst this 
diversity can result in positive outcomes, 
many times, these differences can result 
in emotional outbursts and conflicts.

Conflicts and objections can arise with 
customers, different business units and 
even colleagues.

Is there a way to navigate through 

objections and difficult situations and 
come out the other end with win-win 

outcomes? 

Yes there is!! You don’t need to defend, 
defer or destroy the other party.

Shane will show you a proven five-
step framework that will give you and 

your people every opportunity to handle 

difficult situations with maturity and 
professionalism.

Despite what is ‘coming at you’, you 
will learn to control the scenario and 

collaboratively seek win-win outcomes.
Specifically, in this session, Shane will 
establish the reasons people object, why 
we often ‘fight back’ - and how you can 
handle those objections in a way that 
respects the other person - and gets 

those mutual outcomes both parties 
need.

Whether it’s a 

happy customer 

or colleague, 
everybody 
wins!

Copping It On the Chin and Doing 
It With a Smile
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Who Has Shane Worked With?


