

 New Business Model: Team Building


Team Building
	Course length:   

	Three hours

	
	

	Audience:


	BWC employees 

	
	

	Prerequisites/Prework:

	None

	
	

	Goals:




	Provides participants with an understanding of what is necessary for a team to function effectively. Participants learn the ingredients of successful teams, stages of growth and new business model (NBM) stakeholder/ team member needs. 

	
	

	Performance objectives:
	At the end of this class, participants will be able to:

· Identify the key components of a team;  
· Identify factors impacting team dynamics;
· Recognize the stages of team growth.


	Introduction
	25 minutes


The instructor welcomes and facilitates introductions. The instructor lays the foundation for the class by reviewing the class objectives. The instructor facilitates an ice breaker exercise.
	What is a team? 
	10  minutes


The instructor facilitates a discussion of the definition of a team. 
	Are you a good team member? 
	25 minutes


The instructor facilitates an exercise in which class participant groups discuss and flip chart the most important qualities of a team member.
	What makes a successful team?
	15  minutes


This interactive section discusses the key components that make a team successful. The instructor presents and reinforces components, such as clarity in team goals, clear and balanced communication, and beneficial team behaviors.
	Team dynamics
	10  minutes


The instructor provides information regarding the personal identity in the team, relationships among team members and identity with the organization. The instructor underscores the necessity of trust, the task function, and social function for a team to be successful and achieve its common goals. 
	Stages of team growth
	10 minutes


The instructor reviews the four stages of team growth: forming, storming, norming and performing.
	Working relationships
	60 minutes


The instructor emphasizes in today’s cross-functional work environment that team members need to build strong relationships with stakeholders/team members of the employer management and injury management groups of the customer care team. These relationships create links and understanding between functions and enhance cooperation and collaboration. After discussion, the instructor will facilitate an activity where various stakeholders on the customer care team will communicate their needs of other stakeholders to be successful in the process.  
	Learning application plan
	10 minutes


The instructor asks the class participants to complete the list of learning points they wish to apply upon returning to work. 
	Summary
	15 minutes


The instructor reviews the learning objectives and asks the participants to complete the class evaluation.
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