






Motivation for everyday work 
 
BEITRAINING® offers training seminars for small to medium size businesses. 
Their aim is to improve important people skills such as good service and 
effective sales. 
 
It is the rapidly developing business world with its ever-changing markets, products 
and technical devices that demands ongoing training for every employee. Many 
employees have already grasped the fact that standards are changing and are ready 
to invest both time and money in their own training. In fact, according to a study of 
the Federal Institute for Vocational Training, almost seven in ten employees took 
part in a training programme in 2002. Each participant spent an average of € 500 
and 133 hours training. 
 Managers are very pleased with this trend, because they have realized the 
benefits from permanent personal growth measures such as training. Recent years 
have seen much competition in the marketplace with price being the determining 
factor, but now more and more people come to realize that this strategy will not 
continue to produce the desired results. Service and Support have again become a 
company’s distinguishing feature. However, only those companies that employ 
motivated and well-trained staff stand a chance to be successful in these areas. This 
means training and education for their staff members. 
 Small to medium sized businesses know their needs, but however aspiring 
they are, reality tells them a different story. Until recently, personal growth finished 
last among 17 possible fields of activity, according to a survey of Haufe Akademie/ 
HR Blue. However, when asked which of these will gain in importance, personal 
growth was listed second. Small to medium sized businesses are indeed interested, 
yet both time and money are not readily available. To entertain the idea of having 
their own training centres rarely pays off, as staff numbers are low and differences in 
needs significant. Furthermore, managers are usually too involved in daily business 
to allow for personal training. The training programmes offered generally 
concentrate on product related training, market expertise and organisational issues. 
They do not provide training in the people skills area – an area that is not part of the 
educational curriculum at school or university. However, these are the skills that are 
needed in the day-to-day workplace. 

It is these that make the difference, because every customer will go where he 
or she is served in a friendly and competent manner. The company that is known for 
prompt and reliable service and whose staff services the customers as they want 
them to will get the business. 
 However, as soon as you realize that there is a constant need to train your 
staff for effective sales and high-quality customer service you will have to fight your 
way through a plethora of training offers; and topics, prices and quality standards 
are often not easy to compare. Training offers customised for your company are 
available; however, they will be expensive. They are offered on a per diem rate 
basis, so many managers decide that all their staff should participate to make the 
most of their investment. This decision does not take into account that each 
employee has regular cycles of performance output and that only at particular points 
in time, he will be ready to change his behaviour.  
In order to be effective training must include the right topics at the right time. 
Obviously, it is the employee who knows best what he wants to learn and when he 
wants to do it. 



 BEITRAINING®, an international training company with headquarters in 
Nuremberg, believes that only employees who participate voluntarily will be 
motivated enough to acquire new ideas and use them in practice. This is why the 
company, primarily focussed on small to medium sized businesses, offers only open 
seminars and insists on voluntary participants. But how can one be sure that only 
motivated employees sign up for seminars? What about those that only plan to 
escape everyday work and are not interested in training and changing their habits at 
all. 
 And related to that question: who should pay for it? Stefan Geukes, an 
experienced trainer and one of the newer associates of BEITRAINING®, is quite 
clear on this issue: if it is professional competence training and if knowledge is 
gained that the employee can use in this particular company only, then the employer 
should pay the training. If, however, knowledge is communicated that can be used 
in other companies as well, the employee should participate in the costs. This 
includes IT training and people skills training. BEITRAINING® seminars cover 
management, sales, service and personal growth. It is their policy to have 
employees contribute to the training, usually a combination of money and holidays. 
“Only if you pay yourself, you will really come voluntarily and only then will you be 
really motivated to learn and grow,” says Stefan Geukes. 
 It is also important to involve managers and associates before, during and 
after the training. BEITRAINING® starts all relationships analysing together with the 
manager the current situation, the company’s strategy and the training programme 
that suits their needs and goals best. The associate then may select those parts that 
he considers important for himself. 
 Seminars are never taken all at one time, but are always held in several units 
(one to three days) in several weeks. This will allow trainees to apply and reinforce 
the input and share their experience during the next training. Three weeks after the 
final session there will be an individual follow-up meeting with every participant. 
Trainers will come to their workplace and talk to the trainees about putting the 
topics into practice, about problems that have arisen and steps to be taken. It is a 
policy of BEITRAINING® that every trainee can repeat the seminar for free whenever 
he wants. Experience shows that trainees will use this opportunity as the 
employee’s focus changes with his or her job experience, and some ideas can be 
used in different situations. 
 Both sides will profit from the associates’ life-long learning. The profit of the 
company will be increased in the long run since every employee will undergo a 
sustainable change towards more efficiency and competence. On the other hand, 
the associate experiences personal success that will result in satisfaction, self-
confidence and security from which the customer will benefit, and so everyone will 
be happy. 
 


