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Speaking on the Spot® (Clear, Concise & Compelling) 
Effective communication is essential at every level in today’s business environment.  
The amount of information that employees must respond to each day is practically 
overwhelming and has, subsequently, become a major obstacle to success and 
productivity.  To be heard above the din, we must communicate in a variety of 
impromptu situations with clarity and power.  In fact, experts agree that this is one of 
the most essential skills necessary to excel in today’s fast moving marketplace. 
Speaking on the Spot is a practical workshop that is based on Aristotle’s Rhetoric –
clarity, conviction, and credibility. This course covers everything from structuring ideas, 
to making a point and proving it, to responding to difficult situations persuasively.      
(1/2 up to 1 Day)  
"I've got 21 years of experience, best session I've ever taken.”

Tom Jones, Director of Service, General Electric

"Wonderful!!  Top vote getter for best segment of the day. Nicely done!” 2
Mary Anderson, VP, Ford Motor Company

Collaborating on the Spot®(Creating Dialogue to Solve Complex Problems) 
As organizations become flatter and more efficient with fewer levels of hierarchy, it’s 
imperative that today’s leaders possess the skills necessary to influence others, 
whether it be direct reports or those with whom they have little or no authority over. 
This is not an easy task, and yet, it is an essential skill for those who wish to truly make a 
positive impact on the organizations they serve.

This is a practical workshop designed to enhance each participant’s ability to influence 
others by facilitating meaningful conversations, surfacing issues, creating dialogue and 
solving problems through collaboration and cooperation. These skills are especially 
relevant for individual contributors, managers, coaches and mentors. (1/2 up to 1 Day) 
“Working with Clarity Central has given me the ability to create a corporate culture in 
which we are intentional about unleashing the latent power in each individual while 
moving toward a common goal.”

Thomas Rheineck, President & CEO, Indigo Identityware, Inc.

“Collaborating on the Spot is the foundation for establishing effective and impactful 
conversations that lead to clear agreements throughout an organization.”

Stacey Richey, Senior Recruiter, Vista Consulting Group
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Executive Presentations that Deliver®(Precise, Poised, & Persuasive) 
This is an advanced course designed to enhance each participant’s ability to 
provide an executive-level presentation with clarity and impact. To that end, the 
participants will be given time on day one to design, research and develop a 
“real-life” proposal to be delivered to their managers and colleagues on day two.

To elevate each participant’s performance, they will be filmed several times 
throughout the training and receive immediate personalized feedback. While this 
session is challenging and not for the faint of heart, the rewards are profound 
and will ensure future success in front of executives, boards and stakeholders. 
(1/2 - 2 Days) 
"I made major strides after just two days of training with Clarity Central.”

Marc, Vice President, Private Equity Firm

"We have embraced the services of Clarity Central as an integral part of our leadership 
training programs.  Attendees always give Clarity Central the highest ratings for 
content, interaction and application." 

Kurt Mueller, Sr. Vice President Sales, Hormel Foods Corporation
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Negotiating on the Spot® (Forging Winning Agreements)
To shape mutually beneficial transactions between individuals and the organizations 
they serve requires a complex set of skills. More specifically, today’s sales 
professionals, business development specialists and consultants must be adept at 
persuading others to join them in a shared vision of what’s possible. This course is
designed to enhance each participant’s ability to influence others by facilitating 
meaningful dialogue that surfaces issues and opportunities that lead to mutually 
beneficial  solutions. The individuals who possess these skills will have everything they 
need to become true “rainmakers” in their respective industry.  (1 Day) 
"This was a fast paced, engaging workshop that delivered valuable lessons in creating 
effective dialogue to drive results. I highly recommend this course!”

Tim Barinka, Vice President, Hormel Foods International

“This was one of the most practical yet insightful courses I have been through; I 
immediately put the tools into practice!”

Darcy Tabor, Success Advisor, Lanyon Solutions, Inc.
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Presentations that Deliver® (The Art of Persuasion) 
This is much more than your typical “presentations” class.  In fact, we are committed to 
providing a profound learning experience whereby each participant is encouraged to 
fully express themselves while being clear, concise and powerful. Participants will also 
learn how to design a talk that is tailored to address the needs and concerns of their 
audience. In addition, each participant will be filmed several times and receive 
immediate personalized feedback. This topic is especially relevant and practical for 
professionals who want to stretch themselves, get out of their comfort zone and 
differentiate themselves by becoming truly excellent speakers. (2 Days) 

"Most worthwhile sessions I can recall in my 20+ years!!!”
Leif B. Nygaard, Vice President, Wells Fargo

"Presentations that Deliver® was wonderful!  I HIGHLY recommend this class!”
Rosalyn Remulla, Director, U.S. Navy



Scott Nelson is a leadership coach, corporate trainer and senior partner at Clarity Central. His 
emotional intelligence, authentic feedback and ability to teach personal awareness have been 
key to his success in developing others. He is also an adjunct faculty member for the 
University of St. Thomas Opus College of Business Executive Education. Scott has done 
post-graduate work in ontology following his BBA in Management. Prior to Clarity 
Central he was a conflict resolution mediator at Mayo Clinic. Scott has 
worked with people of incredibly varied backgrounds including 
Maasai tribes in Tanzania, executive leaders in 
corporations, healthcare, schools, 
and government.

Since 1996, we at Clarity Central® have specialized in improving the effectiveness of
professionals and organizations across a variety of industries including: finance, manufacturing,
military, software, pharmaceuticals, food service, and non-profits.

We are passionate about serving organizations that are committed to achieving extraordinary
results by creating an environment in which each person is encouraged to grow and maximize
their potential. To that end, and in an effort to make the training sustainable, we offer a
progression of courses designed to increasingly challenge the participants while reinforcing the
skills previously acquired.

As a result, it’s routine for us to hear:

“This was the best training 
that I have ever attended!”About Us

Michael Foley
Phone: 612.210.7936
Email: mike@claritycentral.net
Website: www.claritycentral.net

Contact

Michael Foley is 
the founder of Clarity Central, 
a consulting firm specializing in 
communications skills. He is also an Adjunct 
Lecturer of Leadership at Northwestern University’s 
Kellogg School of Management. His ability to connect with an 
audience by sharing insights and humorous stories has been at the core of 
his success as a corporate trainer and speaker. Prior to Clarity Central, Michael 
excelled in business development for General Electric. Michael holds a BS in Engineering, 
an MA in Human Development and an MBA. In 2014, he was recognized by the National 
Speakers Association as a Certified Speaking Professional (CSP), the highest international 
recognition for professional speakers. 


