








“ By utilizing this process inside our organization, our leaders and teams have been able to set and achieve extraordinary 
goals…. Any organization can create these same kinds of breakthrough results if they apply the principles and processes…”

— J.W. MARRIOTT, JR., EXECUTIVE CHAIRMAN, MARRIOTT INTERNATIONAL, INC.
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Our content is extremely engaging for participants, which is essential to creating lasting 
change. Perhaps our most important differentiator, however, is that we hold ourselves 
responsible for and measure ourselves by our clients’ achievement of transformational results.

Our commitment to achieving lasting impact extends to all of our clients�—�from CEOs 
to elementary school students, from senior management to frontline workers, and from 
corporations to governmental and educational institutions.

TRANSFORMATIONAL IMPACT AND REACH

We offer a wide range of content-delivery options, including online learning; blended 
learning; intellectual-property licenses; training through certified facilitators; onsite delivery 
through our cadre of world-class consultants; and organization-wide transformation 
processes, including coaching and consulting.

BREADTH AND SCALABILITY OF DELIVERY OPTIONS

We serve clients in more than 150 countries 
with solutions translated and localized into 
more than 30 languages.

GLOBAL CAPABILITY

WE DIFFERENTIATE  
OURSELVES IN FOUR KEY WAYS

Our content is designed and proven to establish the new mindsets, build the new skillsets, 
and utilize the most effective toolsets necessary to achieve sustained superior results. Our 
content is not based on fads. Rather, it is anchored in timeless principles, natural laws of 
human and organizational effectiveness, and proven applications. Our content is researched 
for years, refined through hundreds of field 
beta tests, and then developed through 
proven development processes. As a result 
of this disciplined approach, our content 
is enduring and often forms the basis for 
best-selling books that broaden our reach.

WORLD-CLASS, PRINCIPLE-CENTERED CONTENT 
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“A must-read for anyone who wants to get the right 

things done in the midst of today’s incredibly hectic world.” 

—JOEL PETERSON, Chairman, JetBlue; Professor, 

Stanford Graduate School of Management
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LEADERSHIP

EXCEPTIONAL LEADERSHIP AT EVERY LEVEL
Every day, miners at one of Mexico’s largest coal companies descended 2,000 feet below the earth’s surface, 
with one hour of emergency oxygen strapped to their waists. Besides dealing with the inherent stress of 
their industry, this organization was warring internally because customer demand was increasing just as 
productivity was dropping. The senior leaders knew that they would strengthen the organization to the degree 
they strengthened their people. As a result, the top leaders used The 7 Habits of Highly Effective People® to 
refocus on goals and trained all 6,000 employees in the content. In less than a year, safety issues declined  
28 percent, production increased 21 percent, EBITDA increased 108 percent, and morale increased significantly.
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LEADERSHIP SOLUTIONS

FranklinCovey’s Leadership Practice helps develop leaders who:

• Achieve sustained superior performance.

• Engage employees to achieve the most critical objectives.

• Win the loyalty of customers, constituents, and other 

stakeholders.

• Build strategic advantage by identifying and making a 

distinctive contribution.

Organizations work with FranklinCovey to develop:

• Individual-effectiveness capabilities for every associate.

• Emerging/high-potential leaders.

• New supervisors and managers.

• Team leaders.

• Executive leadership.

Effective leaders do things differently, partly because they see things differently. In today’s 
“whitewater world,” a world demanding responsiveness to constant change, the most effective 
leaders (perhaps paradoxically) address this constant change with timeless principles of effectiveness 
and unwavering character. They recognize that great leadership is not only about what they do, but 
who they are.

FranklinCovey’s Leadership Practice develops leaders at three levels: personal (“lead myself”), team 
(“lead my team”), and organization-wide (“leader of leaders”). At each of these levels, we focus both 
on character�—�helping leaders to model personal effectiveness, build trust with all stakeholders, 
and expand their Circle of Influence�—�and on competence�—�the ability to engage others to execute 
with excellence and deliver sustained superior results.
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Leadership: Great Leaders, Great Teams, Great Results™

Leadership Foundations™

Leadership Modular Series™

The 7 Habits of Highly Effective People®:  

Signature Edition 4.0

7 Habits Leader Implementation: Coaching Your  

Team to Higher Performance 

The 7 Habits of Highly Effective People®: Foundations 

The 7 Habits for Managers®

The 7 Habits of Highly Effective People®:  

Interactive Edition

The 7 Habits Maximizer®

Championing Diversity™:  A Proactive Approach  

to Workplace Diversity

What the CEO Wants You to Know:  

Building Business Acumen™

Millennials@Work

Managing Millennials

The Change Element

The 7 Habits® Jump Start Series

FranklinCovey InSights® Leadership Modules

The Diversity Advantage™

The 3rd Alternative™ Series

LACK CRITICAL 
ATTRIBUTES

OF TODAY’S TOP PERFORMERS

70% ESSENTIAL FOR THEIR SUCCESS

IN FUTURE ROLES.

—FranklinCovey Study
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EXECUTION

EXECUTING STRATEGIES IN THE MIDST OF DAILY URGENCIES
To significantly increase their guests’ satisfaction, a 9,000-room luxury hotel chain sought to engage 
and focus every employee on the actions that would better serve their clients and increase their 
loyalty. With FranklinCovey’s 4 Disciplines of Execution® methodology, they engaged thousands 
of employees in a daily and weekly cadence of activities designed to dramatically improve the 
most important performance metrics throughout each hotel, achieving measurable gains in guest 
satisfaction and retention. One of many examples was the impact on luggage delivery time for one 
of their sprawling resort complexes, where delivery time was reduced from 107 minutes to just 12.
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FranklinCovey has studied the question of why some organizations execute with excellence while 
others falter, at a perhaps unprecedented level. Both top performers and their lesser-performing 
counterparts have pockets of known great performance�—�units where customers are delighted, 
employees engaged, and economics strong. Both top performers and lesser performers also have 
variability in their performance. The key difference is the shape of their “variability curves”�—�top 
performers’ curves are “righter and tighter” than those of lesser performers. They are simply better 
at institutionalizing what they already know how to do in pockets. Among lesser performers, the 
enormous energy required just to maintain day-to-day operations�—�the “whirlwind”�—�undermines the 
achievement of their top priorities. Top performers’ whirlwinds are no less powerful, but they establish 
processes for engaging their people toward the execution of their most important goals in the midst 
of the whirlwind. FranklinCovey’s execution methodology helps leaders establish clarity, focus, and 
accountability around critical strategic objectives, in the midst of competing daily urgencies.

FranklinCovey’s Execution Practice helps leaders:

• Define the few, critical actions with the greatest impact on 

achieving desired objectives.

• Focus their teams on executing with excellence on these  

key performance levers.

• Drive team and individual engagement and accountability.

Our 4 Disciplines of Execution methodology, processes, and tools  

help organizations:

• Achieve a dramatic increase in the consistent execution of 

critical goals and objectives.

• Significantly increase engagement and morale while increasing 

accountability.

• Develop an organizational culture of execution that becomes  

a sustainable competitive advantage.

• 

EXECUTION

OF STRATEGIC FAILURES
ARE DUE TO POOR

IT’S RARELY FOR LACK OF
SMARTS OR VISION.

OF LEADERSHIP.

—Ram Charan, Best-Selling Author 
and Global CEO Advisor

70%
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THE 4 DISCIPLINES OF EXECUTION

RIGHT AND TIGHT

Resisters Potentials Models

EXECUTION SOLUTIONS
OS

EXECUTION SOLUTIONS

 Certification

EXECUTION SOLUTIONS

Develop their next generation of high-execution senior leaders.

The 4 Disciplines of Execution®:  

Manager Certification

Strategy Translation

FranklinCovey InSights® Execution Modules

EXECUTION SOLUTIONS



PRODUCTIVITY

THE SKILLS OF DECISION, ATTENTION, & ENERGY MANAGEMENT
A major flooring manufacturer identified annual revenue growth as a key goal. They already had the 
right salespeople in place and supported them with extensive sales training and industry knowledge. A 
key leverage point was to get the sales force to focus a disproportionate amount of time and effort on 
the highest-value sales activities and make decisions about how to spend their time with this lens. The 
organization implemented The 5 Choices to Extraordinary Productivity® as a process rather than as a 
one-time training event. The result? A significantly increased focus by all salespeeple on setting clear 
goals about where to spend their time and using their existing technology tools to support this focus.
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Today’s workforce is more stressed, pressed, and disengaged than ever before. Workers and 
management operate in a “do more with less” world, and the demands keep pouring in from their 
functional boss, matrix leaders, and virtual teams.

FranklinCovey’s Productivity Practice equips individuals, teams, and organizations to consistently 
make intentional high-value decisions and execute on high-impact goals and projects with excellence 
in the midst of unlimited choices, demands, and distractions.

Participants in our various productivity work sessions establish new mindsets about where to spend their time —  

driven by their most important priorities, as well as skillsets and toolsets that enable them to filter out distractions, 

achieve their highest priorities with excellence, and feel successful about what they have accomplished.

• Deliver projects large and small on time, on budget, and to scope more often.

• Communicate professionally and persuasively through excellent presentation and writing skills.

• Feel more accomplished at the end of virtually every day.

Organizations work with FranklinCovey’s Productivity Practice to:

• Dramatically increase individuals’ focus on their most important goals — goals that are often buried  

by less important urgencies and distractions.

• Develop consistent processes and important people skills among their “unofficial” project managers.

• Enhance knowledge-worker abilities to increase productivity and communicate more effectively.

The 5 Choices to Extraordinary Productivity®

Project Management Essentials for the Unofficial 

Project Manager™

Presentation Advantage®

Writing Advantage®

Technical Writing Advantage™

Meeting Advantage™

Rethinking Stress™

Time Management for Google®: Powered by  

The 5 Choices® to Extraordinary Productivity

Time Management for Outlook®: Powered by  

The 5 Choices to Extraordinary Productivity®

Time Management Fundamentals: Powered by  

The 5 Choices to Extraordinary Productivity®

Introduction to Project Management Essentials™

Business Writing Skills™

FranklinCovey InSights® Productivity Modules

PRODUCTIVITY SOLUTIONS

AMONG MANAGERS & WORKERS

OF ATTENTION, TIME, & ENERGY

40%
UNIMPORTANT,

IS SPENT ON

IRRELEVANT ACTIVITIES.

—A FranklinCovey Study of More 
Than 300,000 Professionals
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THE 5 CHOICES TO EXTRAORDINARY PRODUCTIVITY

DECISION ATTENTION ENERGY

DON’T REACT
TO THE URGENT

DON’T SETTLE
FOR ORDINARY
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TRUST

USING TRUST TO DECREASE COSTS AND SPEED RESULTS
Faced with unprecedented economic and crop-supply challenges, one of the world’s largest snack-food 
companies needed to rework their entire operating plan and implement price changes in every major 
grocery market in North America�—�processes that usually took 6 months and 16 weeks respectively. Using 
FranklinCovey’s Speed of Trust® process, leaders built a culture of trust in their teams, dramatically increasing 
the speed at which they worked. As a result, the organization implemented a new operating plan in only  
2 weeks and restructured pricing in just 5 weeks. The organization went on to exceed plan and deliver double-
digit growth of their products for the largest grocer in America, which the CEO credits to The Speed of Trust.
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FranklinCovey’s Speed of Trust Practice helps leaders:

• Measure and then improve levels of trust in their organization.

• Implement the 13 Behaviors that build trust in teams.

• Confidently extend “Smart Trust” to team members, vendors, and partners.

On an organizational level, we’ve developed simple, scalable  

trust-building processes that:

• Drive cultural change and increase employee engagement.

• Develop world-class teams, expanding collaboration  

and innovation.

• Help organizations successfully integrate cultures  

following a merger or an acquisition — a circumstance  

that often triggers mistrust. 

• Accelerate growth and increase shareholder value.

Leading at the Speed of Trust®

Speed of Trust® Foundations

The Speed of Trust® Business Simulation

Meeting in a Box® for the Front Line

Speed of Trust® Team Index

Organizational Trust and Engagement Index

Self Trust: Increasing Your Credibility and  

Influence at Work™

Relationship Trust: Building Strong Teams  

and Relationships at Work™

Organizational Trust: Building a High- 

Trust Organization™

Smart Trust™

FranklinCovey InSights® Trust Modules

Speed of Trust® Transformation Process

CultureCare: Building Trust and Collaboration for  

a Superior Patient Experience

TRUST SOLUTIONS

No leadership competency can compensate for a low-credibility, low-trust leader. As a result, 
organizations around the world are adding “trust” to their competency models because it impacts 
strategy, innovation, collaboration, performance, execution, talent retention, and customer and 
employee loyalty. Low-trust organizations pay heavy “Trust Taxes” in the form of diminished results, 
cumbersome bureaucracy, demoralized employees, and ever-increasing costs�—�while the work itself 
slows to a crawl.

Trust is more than a soft, social virtue�—�it’s a measurable, strategic advantage driven by specific, 
learnable behaviors. FranklinCovey’s Speed of Trust Practice has developed powerful processes to 
increase trust on the personal, team, relationship, and organizational levels, leading to lowered costs 
and faster results.
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—Helliwell Huang Study
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SALES 
PERFORMANCE

TRANSFORMING THE BUYER/SELLER RELATIONSHIP
While struggling with stalled sales numbers, a global leader in consumer-data services wanted to 
implement a common methodology across their entire sales force. After adopting FranklinCovey’s 
sales approach, their sales force learned to structure more effective conversations, resulting in 
an increased focus on their clients’ needs. As a result of the Helping Clients Succeed® approach, 
overall sales grew by 35 percent in the first quarter alone, and average deal sizes increased by  
18 percent.
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Too often sales professionals approach their customers with the faulty mindset that sales is 
something they do to their customers rather than with them.

FranklinCovey’s Sales Performance Practice has a simple sales philosophy: the more you focus on 
helping your clients succeed, the more you will succeed. 

With the Helping Clients Succeed sales methodology, buyers get the solutions they need in a way 
they feel good about, while salespeople are able to shorten their sales cycles, grow their accounts, 
close more deals, improve margins, and win more loyal clients.

FranklinCovey’s sales processes help sales leaders:

• Sharpen sales execution and reinforce leadership and individual skills.

• Initiate and qualify opportunities, win deals, and grow revenue through a process of assessment, 

development, execution, and measurement.

• Improve their planning, processes, and pipeline management.

Organizations hire the FranklinCovey Sales Performance Practice to:

• Help sales professionals consistently execute a consultative sales methodology.

• Teach sales forces to engage in complex selling environments or transition to selling on value.

• Coach sales professionals on specific deals.

Helping Clients Succeed®: Filling Your Pipeline™

Helping Clients Succeed®: Qualifying Opportunities™

Helping Clients Succeed®: Closing the Sale™

Opportunity Coaching

Sales Leadership Program

SALES PERFORMANCE SOLUTIONS

THE TOP 5% OF HIGH-PERFORMING 
SALES PROFESSIONALS SPEND

5%

95%
OF THEIR TIME QUALIFYING 

OPPORTUNITIES AND

OF THEIR TIME PROPOSING.

O
N

LY

—FranklinCovey Sales 
Performance Practice
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HELPING CLIENTS SUCCEED SALES CYCLE

FLOW Opportunities Through
or Out of the Pipeline

PLAN Your Sales Activities

FILL Your 
Pipeline With 
Qualified 
Opportunities

WIN More
Consistently

®



CUSTOMER 
LOYALTY

EACH MOMENT COUNTS WHEN CREATING A LOYAL CUSTOMER
Every day, leaders and teams of an international pet-supply company come to work with the goal of delighting 
customers and making each one a “promoter”—�a client who will come back, increase their purchases, and  
refer the store to others. How does this organization know which stores are winning and which need to improve? 
They get frequent, accurate data from a statistically relevant sample of customers at each store location. 
From this feedback, the organization can accurately rank their stores, reward the teams and leaders who are  
building the organization’s brand, and coach those who are not. This organization’s focus on delighting 
customers has paid off�—�customer-satisfaction and loyalty scores are up year over year, and profits are too.
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Just imagine trying to improve profit across your organization without a frequent and accurate 
profit measure.

Yet, many organizations trying to improve their customer experience rely on unreliable customer-
service metrics or none at all. In our experience, email and receipt surveys get very low response 
rates. As a result, the ranking of locations from these surveys leads many companies to reward 
and penalize the wrong managers, benchmark best practices from the wrong teams, and  
inaccurately identify which locations are helping or hurting their brands.

FranklinCovey’s Customer Loyalty Practice helps chains and other multi-unit operators drive faster 
revenue and profit growth through increased customer and employee loyalty. We’ve partnered 
with Fred Reichheld, loyalty expert and creator of the Net Promoter System™ (NPS®), to help 
organizations measure and improve customer and employee loyalty through accurate metrics  
and world-class training and development.

FranklinCovey’s Customer Loyalty Practice helps organizations:

• Collect statistically valid feedback from a representative 

sample of customers and employees.

• Increase the visibility of customer-service metrics so 

managers get real-time feedback.

• Apply an accountability process at frontline teams so they 

deliver exceptional customer service at a much higher 

percentage of the time.

• Measure and improve employee engagement.

Organizations engage FranklinCovey to:

• Gather accurate and representative customer- 

experience feedback.

• Train leaders and teams to deliver exceptional  

customer service.

• Provide expert consultation on improving customer  

and employee loyalty.

Customer-Service Metrics™ (Satisfaction and  

Net Promoter Score™)

The 7 Habits® of Outstanding Customer Service

Employee Loyalty and Engagement (ELE) Solution

Customized Customer-Research Surveys

CUSTOMER LOYALTY SOLUTIONS

PROMOTERS SPEND

54%
MORE THAN
DETRACTORS DO.

—FranklinCovey Customer 
Loyalty Practice
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Creating a Customer-Centric Culture

ACCURATE
METRICS
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EXECUTION 
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ADOPTION AND
ENGAGEMENT

Real-time customer 
scores and comments 

on a Web portal.

Leaders and supervisors 
execute a great experience 

more consistently.

Employees 
empowered to 

delight customers.

Measure employee 
engagement and link 

rewards to performance.



EDUCATION

EVERY STUDENT CAN BECOME A LEADER
Critical portions of what is now The Leader in Me® were first pioneered by a principal of a failing U.S. 
elementary school who learned of the 7 Habits and was inspired to rebuild her school around the idea of 
leadership. Within three years, it became the top school of its kind in the U.S. Since then, The Leader in Me 
has expanded to more than 1,500 schools in 25 countries, including a Taiwanese elementary/middle school. 
This school integrated leadership development into its curriculum to build students into leaders, increase 
academic performance, and change the culture of the school. The Leader in Me is often sponsored by local 
businesses that want to enhance the future workforce and make a difference in the lives of young people.
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Instead of seeing children through the lens of a normal distribution curve—some kids are smart and 
some less smart—The Leader in Me paradigm is that every child is capable of being a leader. 

Based on The 7 Habits of Highly Effective People, The Leader in Me is a whole-school transformation 
process that integrates principles of leadership and effectiveness into school curriculum using 
everyday, age-appropriate language.

The Leader in Me is not an event or a curriculum—it’s leadership development everywhere, all the 
time. Instead of “teaching leadership every Tuesday at 1 p.m.,” educators make leadership training 
part of everything they do. As teachers will tell you, it’s not doing one more thing; it’s doing what 
you’re already doing in a better way.

Schools that use The Leader in Me process consistently report student increases in:

• Self-confidence

• Teamwork

• Initiative

• Responsibility

• Creativity

• Leadership

• Communication

• Diversity awareness

The Leader in Me process has proven to:

• Increase student leadership.

• Boost student self-confidence.

• Improve school culture.

• Enhance student goal setting  

and achievement.

• Decrease disciplinary issues.

• Increase teacher engagement and  

parent involvement.

The Leader in Me®

The 7 Habits of Highly Effective Teens®

The Choice Is Yours®

The Decision Is Yours®

The 8 Habits of a Successful Marriage™

The 7 Habits of Successful Families™

Introduction to The 7 Habits of Highly Effective 

College Students™

The 7 Habits of Effective College Students —  

Succeeding in College…and in Life

EDUCATION SOLUTIONS

SCHOOLS WORLDWIDE
ARE IMPLEMENTING

2,000
THE LEADER IN ME 

PROCESS.

E
X

PA
N

D
IN

G
 W

E
E

K
LY

© Franklin Covey Co. All rights reserved.

START WITH YOU

AND REMEMBER TO  
TAKE CARE OF YOURSELF

THEN PLAY WELL 
WITH OTHERS
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Habit 7

Habit 6

Habit 5

Habit 4

Habit 3

Habit 2

Habit 1

SEEK FIRST TO UNDERSTAND,  
THEN TO BE UNDERSTOOD®  

Listen Before You Talk

BEGIN WITH  
THE END IN MIND® 

Have a Plan

BE PROACTIVE®  
You’re in Charge

SHARPEN THE SAW®  
Balance Feels Best

SYNERGIZE® 
Together Is Better

THINK WIN-WIN®  
Everyone Can Win

PUT FIRST THINGS FIRST®  
Work First, Then Play

THE 7 HABITS



















FranklinCovey has authored more than 30 books, many of which are perennial best-sellers and 
translated into dozens of languages. Through print and electronic media, we continue to develop 
world-class thought leadership.

FRANKLINCOVEY MEDIA PUBLISHING

The 7 Habits of Highly Effective People

The 8th Habit: From Effectiveness  
to Greatness

The 3rd Alternative: Solving Life’s Most  
Difficult Problems

The Leader in Me: How Schools Around  
the World Are Inspiring Greatness,  
One Child at a Time, 2nd Edition

The Wisdom and Teachings  
of Stephen R. Covey 

The 7 Habits of Highly Effective Families

Principle-Centered Leadership

Everyday Greatness:  
Inspiration for a Meaningful Life

Living the 7 Habits: The Courage to Change

Great Work, Great Career

Predictable Results in Unpredictable Times

First Things First

The Speed of Trust: The One Thing  
That Changes Everything

Smart Trust: Creating Prosperity, Energy,  
and Joy in a Low-Trust World

The 4 Disciplines of Execution:  
Achieving Your Wildly Important Goals

The 7 Habits of Highly Effective Teens:  
The Ultimate Teenage Success Guide

The 6 Most Important Decisions  
You’ll Ever Make: A Guide for Teens

The 7 Habits of Happy Kids

The 7 Habits of Happy Kids Collection

The 10 Natural Laws of Successful Time  
and Life Management

What Matters Most:  
The Power of Living Your Values

Let’s Get Real or Let’s Not Play: The Demise  
of 20th-Century Selling and the Advent  

of Helping Clients Succeed

Let’s Get Real or Let’s Not Play:  
Transforming the Buyer/Seller Relationship

The Power Principle: Influence With Honor

The Nobility of Policing:  
Guardians of Democracy

The Learning Explosion:  
9 Rules to Ignite Your Virtual Classrooms

The Webinar Manifesto

Millennials@WORK

The 5 Choices: The Path to  
Extraordinary Productivity

Project Management for the  
Unofficial Project Manager

Presentation Advantage

The Ultimate Competitive Advantage

Unlocking Potential

Unwind

The Ultimate Question:  
Driving Good Profits and True Growth

Fred Reichheld

The Ultimate Question 2.0: How Net 
Promoter Companies Thrive in a  

Customer-Driven World
Fred Reichheld

What the CEO Wants You to Know:  
How Your Company Really Works

Ram Charan

Sticking Points
Hayden Shaw

FRANKLINCOVEY THOUGHT LEADERSHIP

THOUGHT-LEADERSHIP PARTNERS
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FranklinCovey Training And Consulting LLP

Plot Number 56, Sector 17-A,
Gurgaon - 12200, Haryana, India

 
Tel: +91-9650015233, +91-9650013640

E-mail: connect@franklincovey.co.in
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