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The result
SSSI was recommended under its current name in 1 of 160 recorded answers. That appearance
was in an internal facilitator-certification question. A P&G-issued credential supplied the supporting
evidence.

The practical opportunity is to make SSSI's existing expertise easier to evaluate when a buyer
describes a business problem. The supplied site already explains diagnosis, live practice, coaching and
follow-through. The next work should connect those capabilities to a clear buying decision and
checkable proof.

Distinct answers recommending each provider / 160

Center for Creative Leadership 63

Korn Ferry 40

Crucial Learning 32

Dale Carnegie 26

Deloitte 24

DDI 23

Strategic Soft Skills Institute 1

Three priorities
1. Refine the existing Strategic Partnership page around fit, engagement steps, practical expectations
and evidence. 2. Make the certification route easier to compare: entry point, supervised progression,
delivery rights and continuing support. 3. Improve the strongest existing articles and add a small
number of targeted buyer resources with useful tools and examples.

This report includes two detailed and six focused provider reviews, current and historical market
context, eight content briefs, a prioritized action plan and draft copy for the Strategic Partnership
page. The accompanying evidence viewer contains all 160 saved answers and their source records.
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What the ten buyer situations
showed
Each situation contains four different unbranded questions, checked across four products: 16 answers
per situation. A single answer can recommend several providers.

Buying situation SSSI / 16 Most frequent alternatives in these
answers

S01. An initiative is stalled between functions 0 Deloitte 11; Bain, BCG, Korn Ferry and McKinsey
8 each

S02. A technical leader needs cooperation
without authority

0 CCL 8; Korn Ferry 8; AMA 5

S03. Functions cannot agree resources or
deadlines

0 Vantage Partners 9; The Gap Partnership 9;
Karrass 6

S04. A team faces a high-stakes client
negotiation

0 Karrass 8; Scotwork 8; Vantage Partners 7

S05. An organizational change is not being
adopted

0 Prosci 15; Deloitte 11; Kotter 8; North Highland 8

S06. Trust between a leader and team has
weakened

0 CCL 10; Korn Ferry 7; FranklinCovey and The
Table Group 4 each

S07. A technical expert is moving into functional
leadership

0 CCL 12; Korn Ferry 8; MIT Sloan Executive
Education 7

S08. Technical communication is delaying
executive decisions

0 Duarte 9; Decker Communications and
Management Consulted 5 each

S09. L&D is buying a tailored influence
programme

0 CCL 15; Dale Carnegie 12; DDI 8

S10. An employer wants internal influence
facilitators

1 Crucial Learning 15; CCL 8; DDI 6

How to use this
The competitive set changes with the problem. Initiative sponsors encounter large consultancies;
negotiation buyers encounter specialists; communication buyers encounter presentation and
decision-communication firms. SSSI needs a clear route for each relevant decision, rather than one
general claim about soft skills.

The first six situations represent 96 answers and the largest allocation in the agreed brief. That
supports choosing the Strategic Partnership page as the main copy priority. Certification is a parallel
opportunity with a specific positive evidence signal.

Evidence: approved question bank; all ten saved situation reviews. Counts describe this selected sample, not market
share or provider quality.
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Where SSSI appeared
One current-name recommendation
Q37, Claude: SSSI was named as an option for internal influence facilitators. The answer linked a
P&G-issued Credly badge that identifies facilitators certified by Strategic Soft Skills Institute. It also
noted that current terms and pricing were not established. [1]

This is useful third-party evidence of a facilitator pathway. It does not establish a current P&G
contract, endorsement for every SSSI service, or an open certification intake. Any use of P&G branding
or customer claims needs the appropriate permission.

Related appearances remain separate
Two answers contained qualified legacy SMS recommendations or references. A historical WEST event
page and legacy directories also appeared among retrieved sources. These are useful identity clues,
but they are not additional current-name SSSI recommendations.

No resolved source URL on SSSI's own domain was recorded in the captured textual source events.
This does not establish that the site is unindexed or inaccessible to every search or AI system.

Product Completed answers Relevant-provider
answers

Current-name SSSI
recommendations

ChatGPT 40 40 0

Gemini 40 39 0

Claude 40 40 1

Perplexity 40 40 0

What to do with this evidence
Use the full current company name consistently. Explain the 3SI acronym and any historical
relationship in approved language. Keep programme names, current company identity, practitioners
and delivery partners distinct.

On the certification page, connect the existing five-level pathway to an employer's questions: where a
trainer starts, what they can deliver, what supervision involves and which permissions follow approval.
Put current programme-specific facts alongside the relevant research and permitted credential
evidence.

Evidence: Q05, Q37-Q39; supplied certification extract; P&G credential [1].
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Which sources appeared most
There were 120 answers with known supporting links, spanning 703 page identities and 344
registrable domains. Some answers were uncited. The table counts distinct answers associated with a
supporting domain, not repeated links inside an answer.

Supporting domain Answers with known
support

ccl.org 28

cruciallearning.com 14

kornferry.com 10

managementconsulted.com 9

vantagepartners.com 8

influenceatwork.com 8

karrass.com 8

umbrex.com 8

Frequently used pages
Page Supporting answers

CCL: Influence Training 7

Korn Ferry: Influencing Without Authority 5

CCL: Executive Leadership Programs 5

Moxie: executive communication provider comparison 5

Crucial Learning: Certification 4

Management Consulted: corporate presentation training 4

Caltech CTME: custom Influencing Without Authority 4

Influence at Work: Cialdini trainers 4

The implication for SSSI
The saved sources include service pages, programme details, facilitator routes, credentials and
comparison content. A useful content plan should help buyers make those decisions and link to
evidence they can inspect.

Some comparison pages are published by vendors with commercial interests. Being cited does not
make a page independent or prove every claim in an answer. We checked selected high-value claims
rather than treating AI-generated prices, outcomes or licensing statements as approved facts.

Source totals include known support with unresolved inline mapping, deduplicated by answer. Six
records retain source exceptions; provider links and retrieved-only pages are reported separately in
the evidence viewer. These source counts can be lower bounds.
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Detailed comparison: CCL
Why it matters
Center for Creative Leadership appeared in 63/160 answers, across eight situations and all four
products. It was especially frequent for tailored influence programmes (15/16), leadership transitions
(12/16) and leader-team trust (10/16). Its domain supported 28 answers.

What a buyer can evaluate
The influence page offers separate internal-delivery and provider-delivery paths. A buyer can choose a
facilitator course, a wider content library, custom work or open programmes. The page also connects
the topic with related services and resources. [2]

The team-coaching page explains assessment before a coaching journey, the team and individual
levels of work, and links to client examples. Its custom-development page describes discovery, design
and measurement. These are published descriptions; they are not independently proven outcomes
from this study. [3,4]

The shop page gives concrete delivery information for its influence workshop, including facilitator
materials, audience, format and participant-kit requirements. It explicitly distinguishes the workshop
route from a certification requirement. [5]

What SSSI should adapt
Create a simple choice between help with a live business priority, a tailored manager cohort and
internal facilitator development. Use existing offers and connect the routes, rather than building an
equally broad catalogue.

For a sponsor facing stalled work, make the diagnostic decision understandable: who participates,
what information is considered, what is agreed after diagnosis and how practice is tied to current
work. Confirm the actual details before publication.

For internal delivery, show how SSSI's supervised progression works and how it differs from buying
facilitation materials. The five-level certification page already supplies a stronger basis than a generic
statement that training is available.

Where SSSI can be specific
Use technical and functional-leader examples that reflect SSSI's own work: competing priorities,
conversations that do not secure commitment, decision bottlenecks and negotiation pressure.
Connect each to a relevant method, practitioner and approved example. Describe the business
situation and engagement fit precisely; avoid unsupported claims of unique effectiveness.

CCL also offers customization, assessment and application. The study therefore does not support
positioning SSSI as the only provider that works beyond a classroom.

Evidence: saved provider/source tables; Q05-Q08, Q21-Q28, Q33-Q40; primary pages [2-5]. The page practices are
observable; their causal effect on AI recommendations is unproven.
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Detailed comparison: Korn Ferry
Why it matters
Korn Ferry appeared in 40/160 answers, across nine situations. Recommendations were
concentrated in Gemini and Claude, with 15 each, compared with four in ChatGPT and six in
Perplexity. This product difference is descriptive; the study did not repeat identical prompts to
estimate stability.

The most relevant concentrations were stalled initiatives (8/16), lateral influence (8/16), leadership
transitions (8/16) and leader-team trust (7/16). Its domain supported ten answers.

What a buyer can evaluate
The Influencing Without Authority page identifies the audience, learning objectives and available
modalities. It connects influence with credibility, organizational relationships and getting work done
without formal authority. [6]

The coaching page separates executive coaching from transition/onboarding and more senior
enterprise programmes. The wider leadership page distinguishes organizational needs and leadership
levels. The custom-development page describes different journeys for senior executives, high
potentials and managers. [7-9]

This gives buyers several ways to identify fit, although the breadth means they still need to choose
the right service. A leadership course, readiness assessment, coaching engagement and internal
delivery licence should not be treated as interchangeable.

What SSSI should adapt
State the intended leader and business situation near the top of the relevant offer. A recently
promoted technical leader has a different decision from an executive sponsor dealing with friction
across several departments.

Explain when confidential coaching is appropriate, when a team intervention is appropriate and when
cohort development fits better. Add concise comparison guidance to the existing page instead of
leaving the buyer to decode programme names.

Use SSSI's existing research and functional-leader articles to support those choices. A practical
illustration should show the challenge, who was involved, the chosen approach and what changed.
Identify illustrative scenarios clearly and substantiate any reported client result.

Where SSSI can be specific
SSSI can make its specialist context and working relationship easy to understand: technical and
functional leaders, current workplace situations and supervised practice. It does not need to imitate
Korn Ferry's enterprise-wide offer or claim an unverified advantage on price or outcomes.

Current programme availability and employer delivery rights must be checked for the exact offer. A
page labelled training and certification is not, by itself, evidence of permission to teach that
curriculum internally.

Evidence: saved provider/source tables; Q01-Q08, Q21-Q28; primary pages [6-9].
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The specialist comparisons that also
matter
Certification: Crucial Learning
Crucial Learning appeared in 15/16 certification answers and 32/160 overall. Its certification page
separates teaching courses from facilitating the SDI assessment, then describes prerequisites and
ongoing trainer resources. Its consulting offer also includes tailored work; it is not only an open-course
provider. [10,11]

For SSSI, the practical response is a comparison table on the existing certification page: programme,
participant prerequisites, observed practice, approval standard, delivery permissions, materials,
continuing support and progression. Explain the difference between being a participant, coaching
participants, leading delivery and certifying others.

Do not publish invented fees, automatic pass criteria, geography rights or licence-transfer terms.
These should come from current SSSI agreements and policy.

Negotiation: separate internal and client situations
Vantage Partners and The Gap Partnership each appeared in 9/16 internal-resource negotiation
answers. Karrass and Scotwork each appeared in 8/16 client-negotiation answers. The answers often
distinguished training, live advice and rehearsal.

SSSI's page should make the same buying distinction. A disagreement about internal priorities differs
from a client renewal with margin and relationship risk. Explain the role SSSI can take and how
confidential live material is handled, using actual policies.

Change adoption: define the contribution
Prosci appeared in 15/16 adoption answers. Some questions led to broad change-management firms,
while approach-comparison questions also surfaced influence specialists.

Show where SSSI's people-side work fits alongside the client's change or project team: understanding
stakeholder concerns, developing manager conversations and practicing influence in the rollout. Do
not imply that SSSI replaces technical implementation or every element of change management.

Decision communication: turn existing writing into a usable resource
Duarte led this situation at 9/16. SSSI already has a functional-leader communication series. Build on it
with a decision-brief template and clear guidance on distinguishing presentation problems,
recommendation logic and organizational decision barriers.

Evidence: S03-S05, S08-S10 reviews; supplied Strategic Partnership, certification and communication material.
Specialist counts describe the recorded recommendations, not verified superiority.
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What explains the recognition gap?
The clearest finding is a recognition and evidence gap: SSSI's supplied pages describe relevant
capabilities, but those capabilities rarely carry through into the recorded shortlists. This study does
not isolate one cause.

Separate the result from the explanation
Evidence Useful interpretation Practical check

One current-name
recommendation, plus separate
legacy references

Current identity and historical
continuity deserve attention

Review approved name, acronym and
programme relationships across
controlled assets

Existing copy already describes
diagnosis and application

The service is present; its buying
details and proof can be clearer

Check audience, engagement
expectations, evidence and next step on
the current page

The positive answer links a
P&G-issued credential

Relevant external evidence is an
asset

Connect permitted evidence to the
precise current offer; do not imply a
current contract

Many competitor
recommendations have no
observed own-domain citation

Citation acquisition alone is too
narrow a strategy

Improve the offer explanation and
evidence, then measure unchanged
questions

Research tooling could not
inspect the SSSI origin

A technical check remains useful Use owner-side exact-URL evidence; do
not assume a crawler block

A useful counterexample
CCL was recommended in 63 answers; 35 of those had no observed supporting link to its own domain.
Korn Ferry appeared in 40; 30 had no observed own-domain supporting link. Third-party sources or
uncited knowledge may still be involved. Six partial source records also limit the captured trail.

These observations do not reveal hidden model reasoning. They show why a plan focused only on
citation counts would be incomplete.

The response
Start with approved facts and proof, make the intervention and certification choices concrete, connect
existing useful assets and develop a small number of practical buyer resources. Treat technical
eligibility as a parallel diagnostic check and later testing as measurement, not an automatic promise
of improvement.

Evidence: original provider/source joins; supplied SSSI extracts; Q05 and Q37-Q40. Expanded analysis files retain the
observation, interpretation and test separately.
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Focused comparisons: development
and internal delivery
These reviews assess public buying information. The trade-offs below are not findings that a provider
delivers poor work.

Crucial Learning | 32/160 answers
Visible strength: The certification page distinguishes course trainers from SDI facilitators. A dated
partnership and later release notes show investment in AI-enabled practice.

Buying friction: Assessment facilitation, curriculum delivery and AI-practice access need different
checks. A partnership announcement alone does not establish full feature availability or measured
benefit.

SSSI response: Explain IE/PPI prerequisites, co-delivery, approval, licence scope and support in
buyer language. Show the value of the actual supported practice, without promising a new AI product.

Sources: X05, X06, X07, X31.

DDI | 23/160 answers
Visible strength: CoLab Studio positions role- and business-specific personalization within
LeaderLab, with a dated May 2026 launch.

Buying friction: Adapting curriculum is not the same as diagnosing a live organizational problem.
Published platform benefits still need programme- and client-specific evaluation.

SSSI response: Make the diagnostic work, practitioner input and real-work cases tangible. Use short
examples and approved outputs to explain the specialist engagement.

Sources: X08, X09.

Dale Carnegie | 26/160 answers
Visible strength: The official indexed page describes needs assessment, customized content,
success measures and follow-up, with in-person and online routes.

Buying friction: This broad page does not by itself resolve an employer's exact specialist
engagement, local delivery arrangement or programme-level commercial terms.

SSSI response: Show the specific situations and practice SSSI is equipped to address, with a clear
contact route and current scope.

Sources: X13.
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Focused comparisons: specialist
buying situations
These reviews assess public buying information. The trade-offs below are not findings that a provider
delivers poor work.

Vantage Partners | 17/160 answers
Visible strength: The reviewed page explicitly covers negotiations between functions as well as
commercial situations and describes a context-led initial discussion.

Buying friction: The page emphasizes complex high-stakes advisory work. A buyer still needs to
establish the right size and form of engagement for its own situation.

SSSI response: Give internal-resource negotiation and client-negotiation buyers separate examples,
explaining preparation, advice, rehearsal and confidentiality according to SSSI's actual offer.

Sources: X11.

Prosci | 16/160 answers
Visible strength: The advisory page distinguishes coaching people guiding change, support for
projects and enterprise capability.

Buying friction: An organization seeking one leader's influence support must still decide whether it
needs a broader change engagement or a targeted intervention.

SSSI response: Explain SSSI's people-side contribution alongside the client's project/change
function, with a concrete manager-conversation or stakeholder example.

Sources: X10.

Duarte | 13/160 answers
Visible strength: The page separates team and individual training, links methods and services, and
makes recommendation clarity a recognizable task.

Buying friction: Published performance figures on the page are vendor-reported. The buyer still
needs to distinguish message preparation from decision authority or team-relationship barriers.

SSSI response: Turn the existing communication series into a decision-brief tool, then show when
communication development, influence coaching or diagnosis is appropriate.

Sources: X12.
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Market history: what spending does
and does not show
Training magazine's annual US estimates provide context for buying decisions. They are not a forecast
of SSSI's market or revenue.

Report edition Total training spending, USD billions Outside products and services, USD
billions

2023 101.8 10.1

2024 98.0 12.4

2025 102.8 16.0

The useful interpretation
External products and services remained relevant even as total expenditure moved unevenly. A
specialist should still give a buyer a specific reason to commission work: the problem, the people
affected, the engagement scope and the evidence for the approach.

Do not describe the total as the leadership-consulting market. It includes internal payroll and many
categories of training. Outside products and services also covers far more than SSSI's offer.

How the series was produced
The reports use surveys of US corporations and educational institutions with at least 100 employees,
weighted to company-size and industry universes. Respondents and projected universes differ
between editions. These are nominal estimates, not an inflation-adjusted or fixed-company panel.

The 2024 report lists 251 respondents; the 2025 report describes fieldwork in April-July 2025 and a
changed projected company universe. Exact response counts were not available in the inspected text
for every edition. Do not add unsupported precision.

What this changes for SSSI
Keep the first engagement bounded and tied to work the organization already wants to move forward.
Explain what the buyer will evaluate and how success will be reviewed. More articles or a larger
catalogue are not substitutes for that clarity.

Sources: X19-X21. Research cutoff: 5 November 2026. No later 2026 Training Industry Report is
assumed in this series.
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Current themes: trust, strategy and
supported practice
Trust belongs in the execution conversation
Korn Ferry's September 2026 analysis reports the following non-executive confidence in senior
leadership:

Survey year Trust/confidence in
senior leadership

2024 68%

2025 65%

2026 53%

Its coverage expanded from about 10,000 respondents/seven countries to 16,000/eleven. The
publisher states consistent country/eligibility rules for year comparisons. These are repeated global
surveys, not a same-person panel or SSSI client sample; relationships with AI attitudes are associative.
Source: X18.

Strategy ambitions still need interpersonal capability
DDI's 2027-edition findings were published on 14 October 2026, using April-August 2026 responses
from 11,395 leaders and 2,519 HR professionals across 50+ countries. The findings contrast high
priorities for innovation/change/strategy with lower-ranked interpersonal needs. They support
explaining human skills through strategic work, not claiming observed 2027 results. Sources: X14-X16.

Practice and personalization are visible competitive developments
Crucial Learning announced a Replay partnership in May 2026; its October release notes feature an AI
Practice Center. DDI announced CoLab Studio in May. These establish dated product developments,
not independently proven client benefits. Sources: X06-X09.

What SSSI should do
Make supported practice, practitioner feedback and application easy to understand using approved
examples. Connect the existing research and people-side intervention offer to the work leaders need
to accomplish. Only use an AI-adoption angle where SSSI can substantiate the actual contribution.

SSSI does not need to build an AI platform or claim every trending capability. LinkedIn's 2025 learning
research is further context for connecting skills with business strategy, not proof that more content
will generate bookings. Source: X22.
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Historical context: a foundation, not
a visibility trend
The history below distinguishes supplied company statements, external events, market developments
and the study itself.

1970s | Research foundations
The supplied research bibliography connects the influence framework with McClelland and Berlew's
work. An expertise foundation to explain accurately; not independent validation of every current
programme claim.

2012 | Self-reported delivery history
The supplied homepage states that virtual programmes were first delivered in 2012. Virtual delivery
should not be presented as a newly invented capability or an independently verified current
performance advantage.

September 2024 | Historical external event
A WEST influence workshop names Sherri, legacy SMS and a current SSSI quiz link. Useful identity
continuity; not a current offer or an additional recommendation in this baseline.

2025 | Market evidence
Training market estimates, DDI leadership research and LinkedIn learning research provide context for
budget and skills decisions. Different populations and methods; do not combine their percentages into
one trend line.

May-October 2026 | Competitive developments
Dated personalization/practice releases and current leadership research make business relevance,
trust and application prominent themes. A reason to communicate supported application clearly, not a
reason to rebrand as an AI software provider.

3-5 November 2026 | SSSI recorded baseline
40 approved questions across four products produced 160 saved primary answers and one
current-name SSSI recommendation. One observation period. No prior SSSI wave exists in this study,
so no historical visibility decline is asserted.

There is one SSSI AI-answer baseline in this study. No earlier SSSI wave exists to show a historical
improvement or decline. Market survey figures and product announcements must not be used as
substitute AI-visibility observations.
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Interpret the findings without
overcorrecting

Finding What it means What it does not establish

SSSI appears once under the
current name

A low unaided recommendation
frequency in this selected
baseline.

Weak delivery, weak business
fundamentals or 0.625% market share.

Competitors publish useful
buying details

There are concrete presentation
and evidence practices worth
adapting.

Those pages caused the models to
choose them or their outcomes are
superior.

Market reports discuss trust,
strategy and practice

Relevant context for how SSSI
explains its existing expertise.

A guaranteed budget, booking increase
or reason to claim a new capability.

No captured resolved source URL
points to the SSSI domain

The recorded source trail did not
visibly surface an owned page.

Proof of deindexing, a site-wide crawler
block or no exposure anywhere else.

A later product release is dated
2026

A documented competitive
development by the research
cutoff.

Evidence every announced feature
shipped or delivered measured client
gains.

Avoid these low-value responses
- Publishing generic weekly articles without a distinct buyer task.

- Expanding every existing post to a fixed word count.

- Claiming SSSI alone offers customization, real-work practice or follow-through.

- Treating a source mention as a recommendation or a licence as unrestricted permission.

- Building new software simply because larger providers announce AI features.

- Using industry averages or a convenience survey as SSSI client-outcome evidence.

- Assuming a reader or browser-permission error proves crawler blocking.
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The action plan
Order the work by dependencies and buyer relevance. The technical check can run in parallel; confirm
facts before publishing changes.

Now: establish the foundation
Priority Work Done when

A00 Check exact-page technical
eligibility in parallel

Specific results and any actual fault are recorded per URL.

A01 Confirm facts and assemble
usable proof

Each proposed claim has a source, scope, permission and
reviewer.

A02 Refine the Strategic Partnership
buying route

A sponsor can identify fit and the appropriate route without
decoding programme names.

A03 Clarify certification and current
identity

A buyer can distinguish participation, coaching, lead delivery and
certifying others.

Next: connect and develop useful assets
Priority Work Done when

A04 Repair and connect the best
existing content

Readers can inspect the support and take an appropriate service
next step.

A05 Develop the first two practical
buyer resources

Each resource answers a distinct buying question and contains
something usable.

A06 Distribute to the intended buyers Review audience fit, relevant replies, resource use and qualified
enquiries.

Later: extend selectively and measure
Priority Work Done when

A07 Use current themes where SSSI
has real delivery fit

The asset connects a real buyer problem to evidenced expertise,
without a new unsupported AI-consulting claim.

A08 Measure enquiries and repeat
unchanged questions

Compare recorded outputs, source roles and commercially
relevant enquiries with the original baseline.

SSSI supplies current delivery facts and approved evidence; its website team implements approved
changes. The included copy and briefs can be used independently. Priorities do not imply a
guaranteed visibility or revenue gain. See the interactive action plan for owners, dependencies and
evidence.
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Priority-page draft: Strategic
Partnership
Proposed copy for the existing page. Review the current page and approve operating details before publishing. This
keeps the existing intervention model while simplifying the buying decision.

When the people side is holding important work back
Your initiative has a plan. Moving it forward also depends on people across the organization making
decisions, agreeing priorities and following through together.

Strategic Soft Skills Institute works with organizations when influence, negotiation, leadership or
working relationships are getting in the way of that progress.

We start by understanding the situation. Then we shape the right combination of practical
development, coaching and support around the work your people need to move forward.

Talk through your priorities

Is this the situation you are facing?
- Several functions are working hard, but shared decisions and commitments keep slipping.

- A technical or functional leader needs cooperation from people they do not manage.

- Teams cannot agree priorities, resources or deadlines without repeated escalation.

- A high-stakes negotiation is putting commercial results and relationships under pressure.

- A leader's intentions and the team's experience are no longer aligned.

These situations can have several causes. We look at how the work and the human dynamics interact
before deciding what support is appropriate.

Start with diagnosis
We examine how influence, negotiation, leadership presence and collaboration are playing out around
your priorities. Depending on the situation, this can include interviews, observation and existing
organizational information.

The purpose is to understand where work stalls, where conversations break down and where people
see the same situation differently. Those findings guide the next step.

Practice around the work that matters
The intervention is shaped around what the analysis reveals. It may combine live labs, on-camera
practice, virtual learning and confidential coaching. Participants work on situations relevant to their
responsibilities, with feedback and opportunities to adjust their approach.

The methods we draw on include Positive Power and Influence, negotiation, organizational navigation,
leadership readiness and our work on leader-follower relationships.
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Priority-page draft: process and
next step
How we work together
1. Clarify the priority. Discuss what needs to move forward, who is involved and where progress is
getting stuck.

2. Understand the dynamics. Use targeted organizational analysis to examine the relevant working
relationships, conversations and patterns.

3. Shape the intervention. Agree the combination of practice, coaching and development that fits
the situation.

4. Support application. Reinforce and adjust as people use the approaches in their real work.

Choose the right starting point
A live business priority: Start with a conversation about the initiative and the friction affecting it.

A group development need: Discuss a tailored influence, leadership or negotiation programme
around the situations your managers face.

Internal delivery capacity: Explore the Social Intelligence Strategist certification pathway and how
internal facilitators can develop through supervised practice.

Questions you may be considering
Do we need to choose a programme first?

For an intervention, the starting point is the situation and organizational analysis. The programme or
method follows the need.

Can you work with technical and functional leaders?

Our work addresses the influence, negotiation, leadership and relationship challenges these leaders
face when moving work across organizational boundaries.

Can support combine different formats?

Our published delivery options include in-person, virtual, blended and customized work. We discuss
the combination appropriate to your situation.

How should we assess progress?

Agree the behaviors and practical work signals that matter to your priority. Examples to discuss
include clearer commitments, more useful decision conversations and how people apply the
approaches at work. Use the measures suited to the engagement.

Talk through what needs to move forward
Tell us about the priority, who is involved and where progress is getting difficult. We can discuss
whether an intervention, a development programme or another route is the useful starting point.

Talk through your priorities

Email: info@strategicsoftskills.com
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Content briefs: start with the buying
decision
C01. When a cross-functional initiative stalls: workshop, coaching or
intervention?
Buyer: An executive sponsor or functional head facing slipped decisions and commitments.

Purpose: Help the sponsor choose the type of help needed and explain the diagnostic route. This
supports S01 and the distinction between adoption support and broad transformation in S05.

Cover: Symptoms versus possible causes; what a workshop can address; when one-leader coaching
fits; when team diagnosis is more useful; information to prepare; how to compare providers; practical
signs to track after work starts.

Distinctive contribution: A one-page decision worksheet covering the initiative, decision owners,
unresolved dependencies, examples of stalled conversations and the next decision needed. Use a
clearly labelled illustrative example unless an approved case is available.

Existing material: Build from Strategic Partnership. Link to the service; avoid restating its entire
copy in a new article.

Proof needed: Practitioner input and an approved example. Do not claim that human dynamics are
always the root cause.

LinkedIn angle: "Every team is delivering its tasks. Why is the shared initiative still late?" Lead with
a useful diagnostic question, then point to the worksheet.

Success: Relevant sponsors use the worksheet and enquire about the right type of support. Evidence:
Q01-Q04, Q17-Q20.

C02. Getting cooperation without authority: a guide for technical leaders
Buyer: A technical or functional leader who needs action from peers across reporting lines.

Purpose: Connect influence expertise to a concrete work problem. Review the existing
matrixed/hybrid-work article before creating a separate guide.

Cover: The requested commitment; the other party's priorities and constraints; trust and previous
interactions; choosing an appropriate influence behavior; preparing the conversation; checking what
was agreed; deciding when coaching or a programme is useful.

Distinctive contribution: An original stakeholder-conversation preparation sheet and an
expert-reviewed example of how an approach changes when the other team's constraint becomes
clear.

Proof needed: Accurate use of the relevant SSSI framework and programme terminology. Avoid
treating persuasion, manipulation and negotiation as identical.

Service path: Relevant influence programme or Strategic Partnership route, depending on whether
the need is individual or organizational.

LinkedIn angle: "They agreed in the meeting. Nothing happened afterwards. What commitment did
you actually secure?"

Success: The resource helps readers prepare a real conversation and select appropriate support.
Evidence: Q05-Q08.
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Content briefs: negotiation with real
stakes
C03. When departments cannot agree priorities: prepare the internal
negotiation
Buyer: A functional leader negotiating resources, deadlines or shared responsibilities.

Purpose: Distinguish a genuine trade-off from a simple communication problem and make SSSI's
negotiation work relevant to internal buyers.

Cover: Interests versus stated demands; interdependencies; authority to agree; constraints that
cannot be traded; options and consequences; what an agreement must record; when a neutral
facilitator or live negotiation advice may be appropriate.

Distinctive contribution: A preparation worksheet separating non-negotiable constraints,
negotiable options and assumptions to test. Include an engineering/operations example reviewed by a
practitioner.

Existing material: The current negotiation article is a starting asset. Add specific internal-buyer
guidance rather than another broad confidence article.

Proof needed: The actual scope of SSSI advice and facilitation; confidentiality and conflicts policy for
live situations. Do not imply every disagreement should be resolved by training.

LinkedIn angle: "Two departments can both be right about their priorities and still leave the business
stuck."

Success: Buyers distinguish preparation, training and facilitation and reach the appropriate enquiry
route. Evidence: Q09-Q12.

C04. Preparing technical teams for a high-stakes client negotiation
Buyer: A commercial or technical leader facing a renewal, scope disagreement or difficult terms.

Purpose: Explain what useful preparation and rehearsal look like when both commercial results and
the relationship matter.

Cover: Internal alignment; authority and escalation; alternatives; concessions and reciprocal
commitments; reading resistance; role rehearsal; what can safely be shared with a provider;
boundaries between skills support, commercial advice and legal advice.

Distinctive contribution: A rehearsal agenda and concession-planning template, with a clearly
labelled scenario rather than invented savings.

Existing material: Extend the negotiation theme with a buyer-specific resource. Connect approved
programme and intervention information.

Proof needed: Expert review, current confidentiality arrangements and any approved client
example. Never publish a sensitive live negotiation or claim guaranteed margin improvement.

LinkedIn angle: "Before rehearsing the client's objections, check whether your own team has agreed
what it can offer."

Success: A prospective team can explain its need, assess fit and prepare for a scoped discussion.
Evidence: Q13-Q16.
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Content briefs: use existing
strengths
C05. From a technical update to an executive decision
Buyer: A functional head whose team provides extensive information but struggles to secure
decisions.

Purpose: Turn the existing four-part communication series into a useful entry point for buyers. Prefer
a hub or consolidated practical guide over a near-duplicate series.

Cover: Decision required; recommendation; options and trade-offs; evidence and uncertainty;
decision owner; timing; the difference between an unclear message and an unresolved organizational
barrier.

Distinctive contribution: A reusable one-page decision-brief template plus a before/after illustrative
example. Show how the recommendation changes the executive's task, rather than simply shortening
the slides.

Proof needed: Establish whether ApexNova is fictional, composite, anonymized or a real client
before describing it as client evidence. Check references and obtain permission for actual materials.

Service path: Communication development, coaching or diagnosis according to the underlying
problem.

LinkedIn angle: "An executive update can be accurate and still leave the decision unclear."

Success: Readers use the template and identify the right development need. Evidence: Q29-Q32;
supplied functional-leader series.

C06. Building internal influence facilitators: what employers should
compare
Buyer: L&D teams deciding between internal capability, external delivery or a blend.

Purpose: Make the existing certification offer easy to assess. Start with an improved certification FAQ
and comparison table; develop an article only if it adds distinct guidance.

Cover: Participant versus facilitator status; IE and PPI pathways; preparation; observed practice and
co-delivery; readiness approval; rights by programme, audience and format; materials; ongoing
support; progression to certifying others.

Distinctive contribution: A quote-comparison worksheet separating initial preparation, recurring
delivery costs and support. Use actual quoted inputs; do not publish arbitrary break-even numbers.

Proof needed: Current SSSI terms, eligibility, progression and permission to use external credential
evidence. The P&G badge is an example of a pathway, not a current contract claim.

LinkedIn angle: "A facilitator certificate and permission to deliver a programme are different buying
questions."

Success: L&D can ask informed questions and choose the appropriate starting level. Evidence:
Q37-Q40; supplied certification page; [1].
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Content briefs: trust and
follow-through
C07. When trust breaks down between a leader and the team: choosing
the right help
Buyer: A functional executive, HR partner or leader deciding how to understand and address a
relationship problem.

Purpose: Connect Sherri's leader-follower research with a practical assessment decision. Build on the
research and ISE material already available.

Cover: What the buyer is trying to understand; when coaching, team work or assessment may fit; who
contributes information; confidentiality and reporting; what an instrument can and cannot establish;
how findings guide action.

Distinctive contribution: An expert-reviewed buyer checklist and a sample reporting outline with
fictional data clearly labelled.

Proof needed: Instrument methodology and actual evidence for any validity or precision claim. State
relevant boundaries; development support should not be presented as a substitute for a required
formal investigation or clinical care.

Service path: An appropriately scoped discussion about diagnosis and leader-team work.

LinkedIn angle: "The leader's intention and the team's experience can both be sincere and still be
far apart."

Success: Buyers understand the process and safeguards before commissioning work. Evidence:
Q21-Q24; supplied research and ISE text.

C08. After the workshop: how to assess application at work
Buyer: L&D teams that have funded development without enough follow-through.

Purpose: Improve the existing measurement article instead of creating another general ROI piece.

Cover: Define the target behavior before delivery; baseline observations; appropriate practice and
manager support; follow-up observation; business signals; alternative explanations; privacy and
reporting limits.

Distinctive contribution: A simple measurement sheet connecting a work situation, expected
behavior, observation source and review point. Separate attendance, satisfaction, demonstrated skill
and workplace application.

Proof needed: Replace any live citation artifacts with verified references. Check the population,
intervention and limits of external ROI studies. Broad training statistics are not SSSI results.

Service path: Tailored programme design and reinforcement, with measures agreed for the
engagement.

LinkedIn angle: "A workshop rating tells you about the workshop. What would show that work
changed afterwards?"

Success: Buyers can specify a practical measurement approach and compare provider support.
Evidence: Q33-Q36; supplied measurement articles.
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Original research and an ongoing
learning plan
A useful first research project
Investigate where cross-functional commitments break down. Start with a small exploratory interview
study of relevant functional and technical leaders. Ask for recent concrete examples, the commitment
expected, what happened next and what information changed the situation.

Publish a clear method: recruitment route, participant roles, sample size, dates, interview questions,
analysis approach and limitations. Use consented anonymized quotations and practical patterns. A
convenience sample can produce useful exploratory insights; it should not be described as
representative of all leaders.

The output could be an evidence-led guide with a diagnostic worksheet and a webinar or discussion
for the same audience. Choose the question because the answer helps SSSI's buyers, rather than
because original data is assumed to earn citations automatically.

A later application study
If appropriate engagements and consent are available, examine a defined workplace behavior before
and after development. Agree the observation method, follow-up point, reporting rules and possible
alternative explanations in advance.

Separate participant feedback, observed behavior and business outcomes. Report attrition and
missing observations. Do not claim that the programme caused a commercial result simply because
an outcome improved afterwards.

LinkedIn distribution
Use the brief-specific hooks to reach relevant functional leaders, executive sponsors and L&D teams.
Each post should offer a useful observation, example or tool and connect to the relevant resource.
Rotate practical formats: a short scenario, a decision checklist, a worked example or a research
finding with its method.

Judge the content by audience fit, useful conversations and relevant enquiries. This study did not
establish that LinkedIn is a preferred citation source for SSSI. Distribution and AI citation performance
should be measured separately.

Rechecking the baseline
An efficient later check could use eight unchanged priority questions, three independent sessions per
product: 96 answers across the four products. Choose the questions before testing and log the exact
conditions. This would begin to show session variability as well as change over time; it would not
isolate the effect of the website edits.

The alternative is the full 40-question bank. Agree the later measurement scope after implementation.
Preserve the original results as the baseline and keep brand-named understanding tests separate
from unaided recommendations.
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Method and evidence notes
What was collected
Ten approved US-employer situations; 40 frozen English questions; one primary completed answer per
question in ChatGPT, Gemini, Claude and Perplexity. Collection took place on 3-5 November 2026.
There were 160 primary texts and 180 recorded attempts, including technical failures and retries. The
first completed primary result was retained. Q27 Gemini's completed generic non-answer was not
replaced.

The questions were unbranded. No current-name SSSI recommendation was added from a programme
name, practitioner, legacy SMS mention or delivery partner. Named providers count once per answer.
Explicit aliases were reviewed across questions; corporate parents, university units and unresolved
relationships remain distinct.

Actual product and routing conditions
These were consumer interfaces using recorded default modes and dedicated testing logins where
available, not a uniform logged-out or API benchmark. Chrome Incognito and product-private modes
were used as recorded. The browser route was checked through a US-New York VPN connection. This
is a routing condition, not proof that every product treated the account as a US resident.

Q01 Gemini used a guest Flash-Lite/NordVPN condition before later signed-in Temporary Auto
sessions. Product labels, errors and changes were logged. Q21's replacement-window attachment was
unverified; Q24 Claude mentioned India time despite the New York route. These conditions limit claims
about a controlled US-user experiment.

Sources and completeness
All 160 answer texts are saved with hashes. There are 3,170 textual source events. Supporting
citations, provider links, retrieved-only entries and entries with unresolved roles remain separate;
events can carry more than one role. No answer screenshots are included.

154 source records are complete. Q27, Q28 and Q32 ChatGPT each retain one unresolved original
citation URL. Q36 Perplexity retains seven unresolved bundle members; Q37 Gemini retains eight
marker mappings with all six sidebar rows saved; Q38 Perplexity retains fourteen member mappings
with all 54 panel URLs saved. Source counts may therefore be lower bounds. These exceptions do not
change the complete-text recommendation count.

Scope of interpretation
Four formulations are different buyer intents, not repeated identical prompts. Results describe the
recorded sample and conditions. They do not establish market share, hidden model reasoning, service
quality or guaranteed future visibility.

The SSSI content review uses archived supplied extracts. A fresh browser request was denied by a
saved permission policy; reader failures did not establish site-side blocking. Use owner-side inspection
for exact-page crawl/index diagnosis. Google guidance supports ordinary technical eligibility and
useful content, not a special AI markup or word-count requirement. [12,13]
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Primary references and reading
guide
Reviewed 5 November 2026. These references support the selected factual checks and
recommendations. The evidence viewer contains the original answer-linked source records and
distinguishes them from researcher follow-up checks.

1. P&G-issued 3SI Influence Effectiveness facilitator credential

2. CCL: Influence Training

3. CCL: Team Coaching

4. CCL: Customized Leadership Development

5. CCL: Influence Workshop Facilitator Course

6. Korn Ferry: Influencing Without Authority

7. Korn Ferry: Executive Coaching Services

8. Korn Ferry: Leadership Development

9. Korn Ferry: Custom Leadership Development Programs

10. Crucial Learning: Certification

11. Crucial Learning: Consulting

12. Google Search Central: AI features and your website

13. Google Search Central: Creating helpful, reliable, people-first content

Publication notes for the website team
Keep the existing relevant research and approved client evidence. Confirm the actual process, data
handling, delivery scope and current certification route. Check destinations before adding links to
programme, research and certification pages. Avoid unsubstantiated exclusivity, automatic outcomes
and treating an illustrative scenario as a measured client case.

Suggested page title: Strategic Soft Skills Interventions for Functional Leaders | SSSI

Suggested description: Help important work move forward through practical influence, negotiation, leadership and
relationship support shaped around your organization's priorities.

How to use the accompanying files
Read this report for the priorities, comparisons, briefs and page draft. Open the evidence viewer
locally to filter by situation, product or question and read all original captured answer texts and source
links. Use the editable report source for copy review and comments.

The supplied SSSI materials include the Strategic Partnership, certification, research and blog
extracts. Any final website wording should be checked against current delivery facts and permissions.
The draft is material for that review, not a record of already implemented changes.

https://www.credly.com/org/p-g/badge/3si-influence-effectiveness-course-facilitator-at-p
https://www.ccl.org/leadership-solutions/leadership-topics/influence-skills-training/
https://www.ccl.org/leadership-solutions/leadership-coaching/team-coaching/
https://www.ccl.org/leadership-solutions/leadership-development-tools/customized-leadership-development/
https://shop.ccl.org/usa/influence-workshop-facilitator-course.html
https://www.kornferry.com/capabilities/leadership-professional-development/training-certifications/influencing-without-authority
https://www.kornferry.com/capabilities/leadership-professional-development/coaching/executive-coaching-solutions
https://www.kornferry.com/capabilities/leadership-professional-development/leadership
https://www.kornferry.com/capabilities/leadership-professional-development/leadership/custom
https://cruciallearning.com/certification/
https://cruciallearning.com/solutions/consulting/
https://developers.google.com/search/docs/appearance/ai-features
https://developers.google.com/search/docs/fundamentals/creating-helpful-content
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Expanded competitive and market
references
These primary sources supplement the original references. They were reviewed by 5 November 2026;
source dates and inspection limitations remain distinct.

X01. CCL: influence delivery choices. Current official page; earlier selected primary review.

X02. CCL: influence facilitator course. Current official shop page.

X03. Korn Ferry: influencing without authority. Current official course page.

X04. Korn Ferry: custom leadership programmes. Current official service page.

X05. Crucial Learning: certification. Current official page.

X06. Crucial Learning: Replay partnership. Dated 5 May 2026 announcement.

X07. Crucial Learning: platform release notes. October 2026 release notes inspected.

X08. DDI: CoLab Studio. Current official page.

X09. DDI: CoLab Studio announcement. Dated 18 May 2026 announcement.

X10. Prosci: advisory services. Current official page.

X11. Vantage Partners: strategic negotiations. Current official page.

X12. Duarte: corporate communication training. Current official page.

X13. Dale Carnegie: corporate training. Official indexed page text inspected; fresh direct reader
returned 403.

X14. DDI 2027 edition: research methods. Current official methods page.

X15. DDI 2027 edition: future leadership skills. Published 14 October 2026.

X16. DDI 2027 edition: trust. Published 14 October 2026.

https://www.ccl.org/leadership-solutions/leadership-topics/influence-skills-training/
https://shop.ccl.org/usa/influence-workshop-facilitator-course.html
https://www.kornferry.com/capabilities/leadership-professional-development/training-certifications/influencing-without-authority
https://www.kornferry.com/capabilities/leadership-professional-development/leadership/custom
https://cruciallearning.com/certification/
https://cruciallearning.com/press/crucial-learning-partners-with-replay-to-scale-ai-powered-practice-and-coaching-capabilities/
https://help.cruciallearning.com/s/article/Release-Notes-Crucial-Learning-Platform-CLP
https://www.ddi.com/solutions/leadership-development/customized-programs
https://www.ddi.com/about/media/ddi-launches-colab-studio
https://www.prosci.com/solutions/advisory-services
https://www.vantagepartners.com/strategic-negotiations
https://www.duarte.com/training/
https://www.dalecarnegie.com/en/corporate-leadership-development-training
https://www.ddi.com/research/global-leadership-forecast-2027/demographics
https://www.ddi.com/research/global-leadership-forecast-2027/future-leadership-skills
https://www.ddi.com/research/global-leadership-forecast-2027/trust-in-the-workplace
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Expanded references and
interpretation notes
These primary sources supplement the original references. They were reviewed by 5 November 2026;
source dates and inspection limitations remain distinct.

X17. DDI 2025 edition: announcement. Published 22 January 2025.

X18. Korn Ferry: leadership confidence analysis. Published 30 September 2026; methods inspected.

X19. Training magazine: 2023 industry report. Official indexed report text; direct reader returned 403.

X20. Training magazine: 2024 industry report. Published 20 November 2024.

X21. Training magazine: 2025 industry report. Published 10 November 2025.

X22. LinkedIn: Workplace Learning Report 2025. Official report landing-page text.

X23. P&G-issued 3SI facilitator credential. Current official issuer credential.

X24. WEST: influence without authority event. Historical first-party event page; collection review
PAGE-Q05-westorg-01.

X25. Google: AI features and your website. Official guidance inspected in primary report preparation.

X26. Google: people-first content. Official guidance inspected in primary report preparation.

X27. CCL: team coaching. Current official page reviewed for the main comparison.

X28. CCL: customized leadership development. Current official page reviewed for the main
comparison.

X29. Korn Ferry: executive coaching. Current official page reviewed for the main comparison.

X30. Korn Ferry: leadership development. Current official page reviewed for the main comparison.

X31. Crucial Learning: consulting. Current official page reviewed for the main comparison.

The interactive report provides the detailed source register and interpretation limits. Direct reader
failures for selected official pages are not a finding about their Google indexing. Market figures are
context, and vendor descriptions are not independent comparative outcome evidence.

https://www.ddi.com/about/media/global-leadership-forecast-2025
https://www.kornferry.com/institute/the-confidence-gap-undermining-ai-transformation
https://trainingmag.com/2023-training-industry-report/
https://trainingmag.com/2024-training-industry-report/
https://trainingmag.com/2025-training-industry-report/
https://business.linkedin.com/learn/resources/workplace-learning-report
https://www.credly.com/org/p-g/badge/3si-influence-effectiveness-course-facilitator-at-p
https://www.westorg.org/2024-09-18-influence-without-authority
https://developers.google.com/search/docs/appearance/ai-features
https://developers.google.com/search/docs/fundamentals/creating-helpful-content
https://www.ccl.org/leadership-solutions/leadership-coaching/team-coaching/
https://www.ccl.org/leadership-solutions/leadership-development-tools/customized-leadership-development/
https://www.kornferry.com/capabilities/leadership-professional-development/coaching/executive-coaching-solutions
https://www.kornferry.com/capabilities/leadership-professional-development/leadership
https://cruciallearning.com/solutions/consulting/

