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“No problem can withstand the 
assault of sustained thinking”

Re:thinking by Voltaire

Partnering with Thought Leaders & Influencers



DAY ONE DAY TWO

Module 1: Principles of Partnering with Thought 
Leaders & Influencers

•	 Explain what a Thought Leader is and 
does

•	 Describe and evaluate why Thought 
Leaders are critical to your brand in many 
different areas

•	 Describe the importance and process of 
mapping, selecting, developing  
relationships and measuring outcomes 
in partnering with Thought Leaders and 
Influencers

•	 Recall which parts of the internal and  
external codes of practice are most  
relevant to dealing with thought leaders & 
influencers

Module 4: Implementation & Measurement of 
Partnerships with Thought Leaders

•	 Describe what measurable outcomes 
you should expect from different Thought 
Leader partnership activities

•	 Set SMART objectives fro Thought Leader 
partnership activities

•	 Assess and decide which tactics to  
implement for maximum positive impact in 
building partnerships with Thought  
Leaders

•	 Describe the importance & methods of 
measurement in Thought Leader  
partnerships

•	 Describe how to measure return on  
investment for Thought Leader partnership 
activities, both for the Thought Leader and 
for the company

Module 2: Identification & Mapping Thought 
Leaders & Influencers

•	 Define what type of Though Leader net-
works exist and know the difference  
between acceptance and adoption

•	 Describe at least three different tools that 
can be used for mapping Thought leader 
networks

•	 Evaluate how different methodologies and 
agencies can assist  you with identifying 
and mapping Thought Leaders

Module 5: Thought Leaders and the Media

•	 Recall the benefits and dangers of using 
the media

•	 Describe how journalists think and the 
best way to get them on board with your 
messages

•	 Recall the reasons for other brands’  
successes and failures within the media

•	 Describe how to select and prepare your 
Thought Leaders for media scrutiny

•	 Recall the key points from industry Codes 
of Practice surrounding relationships and 
activities with Thought Leaders which  
apply to media activities

Module 3: Management & Development of  
Partnerships with Thought Leaders

•	 Describe how to manage a brand life cycle 
with support from brand advocates

•	 Identify the objectives and strategies to 
implement at each stage of the life cycle

•	 Develop a value proposition that resonates 
with Thought Leaders

•	 Describe and evaluate the role of global 
leadership in partnering with Thought 
Leader

Case Study: GSK’s Respiratory Franchise

•	 Describe the key Issues for planning  
partnerships with Thought Leaders

•	 Describe & assess the role of strategic 
development in the establishment of 
guidelines & standards in clinical  
conditions

•	 Critically valuate your current Thought 
Leader partnership development plan in 
comparison to the case study
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DAY ONE
Registration Form 

To register, please complete and return this form by fax - 01323 482 287 , email -  
l.southern@galbraithwight.com, or post - GalbraithWight, GalbraithWight House, 

Chaucer Business Park, Dittons Road, Polegate, East Sussex, BN26 6JF

Delegate Name: Job Title:

Tel: E-Mail: Mob:

Manager’ s Name: Job Title:

Tel: E-Mail: Mob:

Company Name: Invoice Address:

Purchase Order No:

Please circle the appropriate box(es) below to indicate the course(s) you wish to 
attend

Course Title 2010 Dates Course Fee (excl. VAT)

Partnering with Thought 
Leaders & Influencers

29th - 30th September
£1,600 pp

24th - 25th November

Please note: ALL THE ABOVE COURSES ARE NON-RESIDENTIAL
Venue: GalbraithWight Training Centre, East Sussex, United Kingdom

Partnering with Thought Leaders & Influencers

Terms and Conditions
Payment:  
To ensure your place please remit a cheque for the full amount with your registration form to 
the above address. Alternatively if you wish to pay via BACs please supply a purchase order 
number with your registration form. Payment must be received in full 1 month prior to the 
programme start date.

Cancellation
Cencellation 42 days* or more before course start date - full refund
Cancellation 22-41 days* before course start date – payment of 50% of total course fee 
Cancellation within 21 days* of course start date – payment of 100% of course fee

Postponement
Delegates may move to an alternative course without financial penalty if the alternative course 
takes place within 90 days* of the original course dates or is the next available course (if this is 
over 90 days*). Full payment must have been received to enable transfer. 

*Days are elapsed days, inclusive of weekends and public holidays


