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Pr od u ct  
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Nam e 
Su g g est ed  

Pr i ce 
 

Descr i p t io n  
S-110 Understanding DISC 

Behavioral St yles 
$37 I n th is course you w ill learn to understand your own behavioral st yle and how 

to use t his knowledge to enhance your com m unicat ion sk ills and increase 
your product iv it y.   

S-119 Understanding DISC 
Behavioral St yles for  
Managers 

$37 Managerial relat ionships oft en depend on adapt ing your m anager ial sty le.  
Being able to quick ly  recognize a person's behavioral sty le and interact  
appropriately are crit ical t o th is process.  Understanding Behavioral St yles for  
Managers shows you how to recognize different  behavior  pat t erns, and 
develop adapt ive skills that  increase your abilit y  to com m unicate successfully  
with others.   

S-121 Understanding DISC 
Behavioral St yles for  
Custom er Serv ice 

$37 Custom er Serv ice relat ionships often depend on Òget t ing off on the right  
footÓ.  Being able to quickly recognize a person's behavioral st yle and interact  
appropriately are crit ical t o th is process.  Understanding Behavioral St yles for  
Custom er Serv ice shows you how to recognize different  behavior  pat t erns,  
and develop adapt ive skills that  increase your ability  t o com m unicate 
successfully  with others.   

S-122 Understanding DISC 
Behavioral St yles for  Sales 

$37 Effect ive selling oft en depends on Òget t ing off on the right  footÓ.  Being able to 
quick ly  recognize a person's behavioral st yle and interact  appropriately are 
cr it ical to t his process. Understanding Behavioral St yles for  Sales shows you 
how to recognize different  behavior  pat t erns, and develop adapt ive sk ills that  
increase your ability  t o com m unicate successfully w it h others.  

S-123 Understanding DISC 
Behavioral St yles for  
Team s 

$37 Good t eam work oft en depends on Òget t ing off on t he right  footÓ. Being able t o 
quick ly  recognize a person's behavioral st yle and interact  appropriately are 
cr it ical to t his process. Understanding Behavioral St yles for  Team s shows you 
how to recognize different  behavior  pat t erns, and develop adapt ive sk ills that  
increase your ability  t o com m unicate successfully w it h others.  

S-111 Reinforcing Your 
Understanding of DI SC 
Behavioral St yles 

$20 I n th is course you w ill reinforce your understanding of your  own behavioral 
st yle and use this know ledge to enhance your com m unicat ion skills and 
increase your product ivit y.   
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 S-124 Reinforcing Your 
Understanding of DI SC 
Behavioral St yles for  
Managers 

$20 Managerial relat ionships oft en depend on adapt ing your m anager ial sty le.  
Being able to quick ly  recognize a person's behavioral sty le and interact  
appropriately are crit ical t o th is process.  Understanding Behavioral St yles for  
Managers shows you how to recognize different  behavior  pat t erns, and 
develop adapt ive skills that  increase your abilit y  to com m unicate successfully  
with others.   

S-125 Reinforcing Your 
Understanding of DI SC 
Behavioral St yles for  
Custom er Serv ice 

$20 Custom er Serv ice relat ionships often depend on Òget t ing off on the right  
footÓ.  Being able to quickly recognize a person's behavioral st yle and interact  
appropriately are crit ical t o th is process.  Understanding Behavioral St yles for  
Custom er Serv ice shows you how to recognize different  behavior  pat t erns,  
and develop adapt ive skills that  increase your ability  t o com m unicate 
successfully  with others.   

S-126 Reinforcing Your  
Understanding of DI SC 
Behavioral St yles for  Sales 

$20 Effect ive selling oft en depends on Òget t ing off on the right  footÓ.  Being able to 
quick ly  recognize a person's behavioral st yle and interact  appropriately are 
cr it ical to t his process. Understanding Behavioral St yles for  Sales shows you 
how to recognize different  behavior  pat t erns, and develop adapt ive sk ills that  
increase your ability  t o com m unicate successfully w it h others.  

S-127 Reinforcing Your 
Understanding of DI SC 
Behavioral St yles For  
Team s 

$20 Good t eam work oft en depends on Òget t ing off on t he right  footÓ. Being able t o 
quick ly  recognize a person's behavioral st yle and interact  appropriately are 
cr it ical to t his process. Understanding Behavioral St yles for  Team s shows you 
how to recognize different  behavior  pat t erns, and develop adapt ive sk ills that  
increase your ability  t o com m unicate successfully w it h others.  

C-100 Handling Custom er 
Com plaints 

$37 This course present s a process for  dealing with object ions and com plaint s so 
you can be effect ive and keep client  relat ionships posit ive.   

C-101 Establishing Credibility  and 
Trust  for  Custom er Serv ice 

$37 Decisions to stay w ith one vendor or supplier require all the people who com e 
in contact  w ith t he custom er to establish som e level of credibilit y  and t rust .  
Establishing posit ive credibilit y  and t rust  allows custom er serv ice people a 
bet ter  opportunit y to create longer term  business relat ionships.  This course 
will discuss what  you can do to int ent ionally  build t rust  and confidence with 
your custom ers.   
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C-102 Managing Perform ance 
Discussions 

$37 This course provides a process to help m anagers have a discussion with an 
em ployee when perform ance needs t o im prove. Key com m unicat ion sk ills are 
addressed,  as well as a step-by-step out line for conduct ing the discussion in a 
way that  respect s t he individual,  and encourages him  or  her  to take 
responsibility  for im proving per form ance.   

C-103 Establishing Credibility  and 
Trust  for  Sales 

$37 Decisions to choose a vendor or supplier require all the people who com e in 
contact  wit h the client  to establish som e level of credib ilit y and t rust .  
Establishing posit ive credibilit y  and t rust  allows sales people a bet ter  
opportunit y  to create longer t erm  business relat ionships.  This course will 
discuss what  you can do to int ent ionally  build t rust  and confidence with your 
client s.   

C-104 Custom er Focused Sales 
I nterviews 

$37 I n th is course you w ill learn professional sales interviewing t echniques t hat  
will help you establish credibilit y,  qualify  opportunit ies m ore effect ively,  and 
discover a prospect 's im portant  business needs,  goals, prior it ies and personal 
win.   

C-105 Quest ions Are The Answer 
for Custom er Service 

$37 This course w ill provide you with exam ples of good quest ions that  you can 
use im m ediately to get  the inform at ion you need. You will learn t he difference 
between open- ended and closed-ended quest ions,  and when to use them . 
We' ll discuss seven different  t ypes of quest ions and how you can use each 
one.  

C-106 Quest ions Are the Answer 
for Sales 

$37 This course w ill provide you with exam ples of good quest ions that  you can 
use im m ediately to get  the inform at ion you need. You will learn t he difference 
between open- ended and closed-ended quest ions,  and when to use them . 
We' ll discuss seven different  t ypes of quest ions and how you can use each 
one.  

C-107 Overcom ing All Obj ect ions $37 This course present s a process for  dealing with object ions and com plaint s so 
you can be effect ive and keep client  relat ionships posit ive  

C-108 Behavioral I nt erviewing $37 The purpose of th is course is to m ake the int erviewing process easier , m ore 
effect ive,  and to provide you wit h the tools you need to ask t he right  
quest ions to bet ter  discover if  your candidate is the right  person for  t he j ob.  
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C-109 Territory and Account  
Managem ent  

$37 I n th is course you w ill learn the skills to:  define your t errit ory,  understand 
your custom er base, prior it ize your client s and prospects. You w ill learn four-
step m ethod for  m anaging your t erritory.  You w ill also learn how to protect  
that  t erritory.   

C-110 Gaining Com m itm ents to 
Act ion/ Closing 

$37 I n th is course we will discuss a var iet y of t echniques for  gaining lit t le 
com m itm ents from  a prospect  to advance the sale.  You w ill learn t he 
difference between low  pressure and high pressure closing st yles,  also,  how 
to recognize buying signals from  your prospect ,  and how to deal with them . 
We will see what  closing m ethod is m ost  effect ive wit h d ifferent  personalit y 
st yles.  We w ill also discuss what  t o do if  t he prospect  says Òno thanksÓ and 
how to overcom e obj ect ions when closing. 

C-111 Coaching $37 I n th is course we will ident ify and pract ice f ive ( 5)  keys to your coaching 
success and offer several im portant  coaching t ips.  Through exercises and 
case studies you will learn pract ical coaching skills and when to use them . 

C-112 Win-Win Negot iat ions $37 I n th is course we exam ine the sales negot iat ion process and determ ine the 
types of negot iat ions t hat  cause people t he m ost  dif ficult y.  We pract ice an 
effect ive negot iat ion process that  will help you and your custom er get  to a 
win 

C-113 Prospect ing to Create 
I nterest  

$37 I n th is course,  you will learn how to leverage your past  success and use a 
system  to ident ify, classify, and approach high level people and new 
opportunit ies.  We will also offer  you t ips on creat ing int ernal advocates from  
ex ist ing clients.  WeÕll pract ice how to qualify an opportunit y  and how to plan 
ahead t o get  t he m ost  out  of each client  m eet ing. 

C-114 Coaching for Sales 
Managers 

$37 The responsibilit ies of a sales m anager or supervisor  are var ied. One 
responsibility  far  too cr it ical to delay or  not  focus on consistent ly  is your  
responsibility  t o coach people on your sales t eam . I n t his course you will 
ident ify and pract ice f ive (5)  keys to your sales coaching success.  Through 
exercises and case studies you will learn pract ical sales coaching sk ills and 
when as well as how to apply  t hem . 
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C-115 Win-Win Negot iat ions For 
Managers 

$37 I n th is course we exam ine the negot iat ion process and determ ine the t ypes of 
negot iat ions that  cause people the m ost  dif ficult y. YouÕll review  the st rategies 
behind som e com m on negot iat ion tact ics and learn t o recognize t he pit falls 
that  you can avoid.  YouÕll pract ice an effect ive negot iat ion process that  will 
help you and the other  par t y get  t o a w in/ win. 

C-116 I nt roduct ion to Sales -  
Sales Professionals Make 
the Difference 

$20 Sm art  organizat ions invest  in developing their  salespeopleÕs sk ills to gain and 
then keep the Òcom pet it ive edge.Ó This int roductory course is intended to set  
the stage so you can sharpen your selling skills to becom e even m ore 
effect ive.  Custom er Focused Selling is not  t raining for the sake of t raining.  
We are com m it t ed to help you incorporate our  t echniques into a Òsystem Ó 
that  will allow  you to im prove your personal result s and exceed your business 
and personal goals. 

I -101 Managing Effect ively  For  
Im proved Result s With 
DISC 

$20 ÒManaging Effect ively For  I m proved Results With DISCÓ is t he perfect  
com plem ent  to I nscape PublishingÕs idX ready:  Front line Managem ent :  
Leveraging the St rengths of Your St yle.  Use th is int eract ive and enter taining 
course as a pre-work assignm ent  to prov ide a solid foundat ion of DISC 
behavioral sty le know ledge, spend valuable class t im e apply ing DI SC in 
m anagem ent  situat ions and then aft er the class as a rev iew and 
reinforcem ent  tool for  a fu ll year. 

I -102 Building St ronger Team s 
for Im proved Result s With 
DISC 

$20 ÒBuilding St ronger Team s for  I m proved Result s With DISCÓ is t he perfect  
com plem ent  to I nscape PublishingÕs idX ready:  Reducing Team  Conflict .  Use 
this int eract ive and enter tain ing course as a pre-work assignm ent  to prov ide 
a solid foundat ion of DI SC behavioral st yle know ledge,  spend valuable class 
t im e applying DISC in t eam  situat ions and t hen aft er the class as a rev iew  
and reinforcem ent  tool for  a fu ll year. 

I -103 Im proving Client  
Relat ionships and Sales 
Results w ith DISC 

$20 ÒIm proving Client  Relat ionships and Sales Result s w it h DISCÓ is t he perfect  
com plem ent  to I nscape PublishingÕs idX ready:   DiSC¨ Relat ionship Selling.  
Use th is int eract ive and entertain ing course as a pre-work assignm ent  to 
provide a solid foundat ion of DISC behavioral st yle knowledge,  spend 
valuable class t im e apply ing DI SC in selling sit uat ions and t hen after  t he class 
as a rev iew and reinforcem ent  tool for  a full year. 
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QL-102 Em ail Et iquet te $28 Em ail is an im portant  elem ent  of everyoneÕs work life, yet  m any people have 
never been t rained on the key elem ents of sending effect ive em ail.  As a 
result ,  too m any unim portant  and ineffect ive em ail m essages are sent  that  t ie 
up valuable resources and em ployeeÕs t im e.  This program  is designed t o help 
part icipant s recognize when em ail should and should not  be used, and 
im portant  t ips for sending effect ive em ail com m unicat ions.  This helps 
increase the professionalism  and eff iciency in your  organizat ion,  and can 
increase em ployee awareness of em ail r isks,  which could end in cost ly 
lawsuit s. 

B-102-12 Sales Train ing and 
Developm ent  Subscript ion 

$159 The Sales Training Subscr ipt ion gives every salesperson the potent ial to leap 
to higher sales plateaus.  How? By learning a com prehensive set  of basic skills 
and know ledge -  the grounding t hey need to sell successfully  and 
consistent ly. 
I ncludes 12 m onths access to the following courses:  
 
¥ Understanding Behavioral St yles for  Sales 
¥ Establishing Credibility  & Trust  for  Sales 
¥ Quest ions Are The Answer for  Sales 
¥ Custom er Focused Sales I nterviews 
¥ Overcom ing All Obj ect ions 
¥ Territory Managem ent  
¥ Prospect ing to Create I nterest  
¥ Win-Win Negot iat ions 
¥ Gaining Com m itm ents to Act ion/ Closing 
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B-202-12 Custom er Serv ice Train ing 
and Developm ent  
Subscript ion 

$159 Custom er Serv ice organizat ions that  create posit ive custom er relat ionships 
will w in in t his new century. The I nternet  has im pacted every aspect  of 
business -  both dom est ically  and globally.  Today, custom ers have finger t ip 
access to a vast  array of resources t hat  give them  t rem endous know ledge -  
and power,  including new and eff icient  ways to t rain Custom er Service 
representat ives. The potent ial for  your  Custom er Serv ice people to m ake a 
real difference in every business is r ising.  The individual representat ive holds 
ext raordinary influence over the custom er's relat ionship with a com pany.  
Understanding your custom er, learning how to put  the custom er first  and 
leveraging t he potent ial t hat  lies in every person on your t eam  that  t ouches a 
custom er is t he w inning form ula for  t he new century. 
 
I ncludes 12 m onths access to the following courses:  
¥ Understanding Behavioral St yles for  Custom er Serv ice 
¥ Establishing Credibility  & Trust  for  Custom er Service 
¥ Quest ions Are The Answer for  Custom er Serv ice 
¥ Custom er Focused I nterviews 
¥ Handling Custom er Com plaints & Obj ect ions 
¥ Win-Win Negot iat ions 
¥ Gaining Com m itm ents to Act ion/ Closing 
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B-302-12 Leadership Training and 
Developm ent  Subscript ion 

$159 Despit e t he m assive shift s in t oday 's business landscape, one key success 
factor rem ains constant :  leadership.  Unlocking t he leadership potent ial of 
your  em ployees w ill dr ive your com pany to leadership in it s indust ry. 
 
I ncludes 12 m onths access to the following courses:  
¥ Understanding Behavioral St yles for  Managers 
¥ Managing Perform ance Discussions  
¥ Behavioral I nt erviewing 
¥ Coaching 
¥ Coaching for Sales Managers 
¥ Win-Win Negot iat ions For Managers 
 

 
* Access to all courses and subscriptions is available for 12 months from the date a student is registered.
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Onl ine  Vo lu m e Pr i cin g  
 
The purpose of th is volum e pricing program  is t o address the growing dem and for  h igh volum e use of our online courses and the 
desire to m ix and m atch subscript ions.  WeÕre offering you an opt ion to m eet  your  needs for high volum e usage and t he flexibility  t o 
m ix and m atch learning subscript ions.  The pr icing is t he sam e whether  t he client  host s or  CRKI nteract ive host s. I f you choose t o 
host  the license is between you and CRKInteract ive and the Associate w ill coordinate t he t ransact ion. We offer  an Unlim it ed Use as 
well as a Perpetual License as detailed in t he following. 
 
 

I t em  Seat s Su g g est ed  
Pr i ce p er  u n i t  

1-99 $20 
100- 249 $19 
250- 499 $18 

  

RUBS Courses/ I nt ro/ IDX Courses ( S-111,  S- 124, S- 125, S-126,  S-127,  C-116 I - 101,  I - 102 
and I -103)  
 
Any com binat ion of available listed courses 
 
Access is available for 12 months from the date a student is registered. 

  

1-99 $37 
100- 249 $35 
250- 499 $33 

  

All other Single ( Non-RUBS/ Int ro or IDX)  Courses (C- 100 thru C-116, S-110,  S- 119,  S-121, 
S-122 and S-123)  
 
Any com binat ion of available courses 
 
Access is available for 12 months from the date a student is registered. 

  

1-99 $28 
100- 249 $26 
250- 499 $24 

  

Quantum  Learning Courses 
(QL-102)  
 
Access is available for 12 months from the date a student is registered. 

  
1-99 $159 

100- 249 $95 
Subscript ions Bundles 
 
Any com binat ion of available subscript ions 250- 499 $84 
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I t em  Seat s Su g g est ed  
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Access is available for 12 months from the date a student is registered.   
 
 
 

Un l i m i ted Use L icen ses for  th e cl i en t  to host  Ð 
 
Any single course Ð 

�  One-year license @ $10,000.  
�  Two-year license @ $15,000.  
�  Three-year license @ $20,000.  

 
Any single ÒReinforcing Your Understanding of DISC Behavioral StylesÓ course Ð 

�  One-year license @ $6,000.  
�  Two-year license @ $9,000.  
�  Three-year license @ $12,000.  
 

  
All five ÒReinforcing Your Understanding of DISC Behavioral StylesÓ courses (management, sales customer service, teams & 
general communications) - 

�  One-year license @ $15,000.  
�  Two-year license @ $22,500.  
�  Three-year license @ $30,000.  

 
All five ÒUnderstanding DISC Behavioral StylesÓ Courses (management, sales, customer service, teams & general 
communications) Ð 

�  One year - $25,000 
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�  Two year - $40,000 
�  Three year - $50,000 

 
Any individual subscription (Bundle for sales, customer service or leadership) Ð 

�  One year - $25,000 
�  Two year - $40,000 
�  Three year - $50,000 

 
 
Entire CRKI Online Library Ð 

�  One-year license @ $60,000.  
�  Two-year license @ $100,000. 
�  Three-year license @ $120,000.  

 
I f CRKI hosts for the Unlimited Use client, these Hosting Fees will be added Ð 

¥ One year hosting @ $2,000 
¥ Two year hosting @ $3,000 
¥ Three year hosting @ $4,000. 

 
 
 
PERPETUA L Un l i m i ted Use L icen se On ly Of fer ed i f  H osted by Cl ien t  - 
 
Any single course Perpetual License @ $30,000.   
 
Any single ÒReinforcing Your Understanding of DISC Behavioral StylesÓ course Perpetual License @ $18,000. 
 
All five ÒReinforcing Your Understanding of DISC BehavioralÓ Courses (management, sales, customer service, teams & general 
communications) @ $36,000. 
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All five ÒUnderstanding DISC Behavioral StylesÓ Courses (management, sales, customer service, teams & general 
communications) Perpetual License @ $60,000. 
 
Any individual subscription (Bundle for sales, customer service or leadership) Perpetual License @ $60,000. 
 
Entire CRKI Online Library Perpetual License @ $150,000.  
 
* * I n scap e Pu b l ish i n g  Pr o f i l es &  Act i on  Pl an n er s  -  Highly  recom m ended for certain courses and available t hrough t he 
author ized I nscape Publishing prov ider.  These are not  part  of CRKInteract iveÕs courseware.  The pricing above and thru out  t his 
docum ent  is for CRKI  courseware only  and excludes all I nscape Publishing inst rum ents and product s.   
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I LT- 300-BFK 21st  Century Leadership 

Bundle -  Facilitator Kit s 
$1875 All 9 I nst ructor  Led Leadership course facilitat or  kits for $150 off t he 

wholesale pr ice. 
I LT- 300-BPW 21st  Century Leadership 

Bundle Ð Part icipant  
Workbooks 

$250 All 9 I nst ructor  Led Leadership course par t icipant  workbooks. 

I LT- 301-FK Leadership vs.  
Managem ent  -  Facilitat or  
Kit *  

$250 Managers will gain an understanding of the differences between 
leading and m anaging.  Different  leadership sty les w ill be exam ined so 
part icipant s can enhance their  personal leadership st yle. 

I LT- 301-PW Leadership vs.  
Managem ent  Ð Part icipant  
Workbook 

$30 Part icipant  workbook for th is course. 

I LT- 302-FK Set t ing and 
Com m unicat ing Goals and 
Expectat ions -  Facilitator  
Kit *  

$250 Reduces t he frust rat ion and disappointm ents t hat  occur  when people 
do not  do as expected.  Helps to im prove the int erpersonal clim ate of 
you and your associates.  Reduces t he need for  confront ing when 
things do not  go as expected. 

I LT- 302-PW Set t ing and 
Com m unicat ing Goals and 
Expectat ions Ð Part icipant  
Workbook 

$30 Part icipant  workbook for th is course. 

I LT- 303-FK Developing Your People -  
Facilitator  Kit *  

$250 Accelerates the developm ent  of your  m ost  prom ising people.   Help 
you develop an act ion plan for your  below  average per form ers.  Uses 
a scient if ic approach in dealing with your people, your  associates,  and 
your super iors. 

I LT- 303-PW Developing Your People Ð 
Part icipant  Workbook 

$30 Part icipant  workbook for th is course. 

I LT- 304-FK Coaching Your People -  
Facilitator  Kit *  

$250 Managers will learn a coaching m ethod designed to accom plish t he 
desired act iv it ies and ult im ately  t he results required of their  people. 
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I LT- 304-PW Coaching Your People Ð 
Part icipant  Workbook 

$30 Part icipant  workbook for th is course. 

I LT- 305-FK Coaching for Sales 
Managers -  Facilitator  Kit *  

$250 Sales m anagers will learn how to increase sales product ivit y,  open 
new accounts, develop a winning team  spir it  and establish the sales 
m anager as the local ÒexpertÓ in Custom er Focused Selling. 

I LT- 305-PW Coaching for Sales 
Managers Ð Part icipant  
Workbook 

$30 Part icipant  workbook for th is course. 

I LT- 306-FK Confront ing Const ruct ively 
-  Facilitat or  Kit *  

$250 Uses caring confrontat ion rather  than t hreatening confrontat ion to 
describe and correct  inappropr iate act ions instead of accusing, 
cr it icizing, or  m anipulat ing. 

I LT- 306-PW Confront ing Const ruct ively 
Ð Part icipant  Workbook 

$30 Part icipant  workbook for th is course. 

I LT- 307-FK Managing Perform ance 
Discussions -  Facilitator 
Kit *  

$250 This course enables a m anager to plan and carry out  a discussion 
with an em ployee when that  em ployeeÕs per form ance needs to 
im prove. Key com m unicat ion skills are addressed, as well as a step-
by-step out line for conduct ing the discussion in a way t hat  respect s 
the indiv idual,  and encourages him  or her  t o take responsibilit y for  
im proving perform ance. 

I LT- 307-PW Managing Perform ance 
Discussions Ð Part icipant  
Workbook 

$30 Part icipant  workbook for th is course. 

I LT- 308-FK Behavioral I nt erviewing -  
Facilitator  Kit *  

$250 Part icipants w ill learn how to ident ify the skills needed for any 
posit ion,  learn a quest ioning approach which will help you determ ine 
a candidateÕs abilit ies based on past  per form ance,  understand key 
steps to take in each phase of the interview ing cycle, understand how 
to conduct  a fair  and legal int erview,  pract ice using an effect ive 
behavioral interview ing process. 

I LT- 308-PW Behavioral I nt erviewing Ð 
Part icipant  Workbook 

$30 Part icipant  workbook for th is course. 
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I LT- 309-FK Creat ing a Mot ivat ional 
Environm ent  -  Facilitat or  
Kit *  

$250 Helps your people to becom e self- m ot ivated, and helps you to know 
what  will m ot ivate cert ain people.   Makes it  easier for  super iors and 
associates to work w it h you.  Helps speed up the developm ent  and 
reduce t he turnover of your  Ôhigh potent ialÕ people. 

I LT- 309-PW Creat ing a Mot ivat ional 
Environm ent  Ð Part icipant  
Workbook 

$30 Part icipant  workbook for th is course. 

 
* All facilitator kits include a leader’s guide, 1 participant workbook, and a CD-ROM with PowerPoint Slides and online course 
introduction animations. 
 
NOTE:  PLEASE NOTE THAT THI S LEADERSHIP CURRICULUM BUILDS UPON A MANAGER OR SUPERVI SOR'S DISC BEHAVI ORAL STYLE 
AWARENESS. I nscape Publishing Profiles & Act ion Planners -  Highly  recom m ended for cer tain courses and available through the 
author ized I nscape Publishing prov ider.  These are not  part  of CRKInteract ive's courseware.  The pricing above is for  CRKI  courseware 
only and excludes all I nscape Publishing inst rum ents and product s. 
 
KI T REVI EW :  You m ay order  a facilitator  kit  for  a course as a sam ple.  CRKI  w ill drop ship to you for a t en day review.  The fee is 
$30/ course plus shipping ( two day Fed Ex) . I f  not  returned to CRKI  aft er  t en work ing days we w ill invoice you for  the balance.   
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I t em  Qu an t i t y  Di scou n t  
5-9 10%  

10-24 20%  
Facilitator  Kit  

25+  25%  
100- 249 5%  
250- 499 10%  
500- 999 15%  

Part icipant  Workbook 

1000+  20%  
 


