
1 

             
 

 

 

 

 

 

 
 
 
 
 

Trainer and Advisor Skills to apply the Tool Box  
 

 
  
 



 

 

 

 

 

Advisor Profile Tool  Project Number 2013-1-FR1-LEO05-48380 

 

2 
This project has been funded with support from the European Commission. This publication [communication] reflects the views only of the 
author, and the Commission cannot be held responsible for any use which may be made of the information contained therein 

 
Trainer and Advisor Skills to apply the Tool Box ............................................................................ 1 

Introduction .................................................................................................................................... 4 

Skills to apply the Tool Box and behavioural/attitude techniques- “coaching”. ...................................... 4 

Rational for the Tool ................................................................................................................................. 5 

The Journey ..................................................................................................................................... 6 

Greek Approach ........................................................................................................................................ 6 

Level of Advisors and Satisfaction Measurement Survey ......................................................................... 7 

Purpose of satisfaction measurement survey .......................................................................................... 9 

The methodology approach ...................................................................................................................... 9 

Findings ..................................................................................................................................................... 9 

Originality ................................................................................................................................................ 10 

Training process ...................................................................................................................................... 10 

Advising process ...................................................................................................................................... 10 

Draft Questionnaire for Advising ............................................................................................................ 11 

Problem problematique? .................................................................................................................... 11 

CRITERIA: ................................................................................................................................................. 13 

Criterion 1: Qualification: Required Qualifications & Skills .................................................................... 14 

Criterion 2: Personality (assessment): .................................................................................................... 14 

Criterion 3: Responsibility - Qualitative results: ..................................................................................... 14 

Criterion 4: Dependability: ...................................................................................................................... 15 

Criterion 5: Decisions & Engineering abilities: ........................................................................................ 15 

Criterion 6: Cooperation – Coordination - Teamworking abilities .......................................................... 16 

Criterion 7: Judgment: ............................................................................................................................ 16 

Criterion 8: Communication abilities: ..................................................................................................... 16 

Criterion 9: Listener ................................................................................................................................ 16 

Criterion 10: Organization and Planning: ................................................................................................ 16 

Criterion 11: Adaptability to Change: ..................................................................................................... 16 

Criterion 12: Quality of Work .................................................................................................................. 17 

Criterion 13: Productivity ........................................................................................................................ 17 

Criterion 14: Use of Tools and Technology: ............................................................................................ 17 

Criterion 15: Financial evaluation (incomes vs outcomes): Incomes vs. outcomes (salary requests) .... 17 



 

 

 

 

 

Advisor Profile Tool  Project Number 2013-1-FR1-LEO05-48380 

 

3 
This project has been funded with support from the European Commission. This publication [communication] reflects the views only of the 
author, and the Commission cannot be held responsible for any use which may be made of the information contained therein 

Skills, behaviours and knowledge from the Partnership ........................................................................ 18 

Synthesis of Skills ................................................................................................................................ 18 

Synthesis of Behaviours ...................................................................................................................... 20 

Synthesis of Knowledge ...................................................................................................................... 20 

The French Approach .............................................................................................................................. 21 

Nature of skills  Criteria........................................................................................................................ 21 

The English Approach.............................................................................................................................. 23 

Maintain effective business support relationships with clients ............................................................. 23 

Summary ............................................................................................................................................. 23 

What you need to show ...................................................................................................................... 23 

What you need to know and understand ........................................................................................... 24 

Personal behaviours ............................................................................................................................ 24 

Support clients by Business Coaching ..................................................................................................... 24 

Summary ............................................................................................................................................. 24 

What you need to show ...................................................................................................................... 25 

What you need to know and understand ........................................................................................... 25 

Personal behaviours ................................................................................................................................ 27 

STRAT Advisor Profile .............................................................................................................................. 28 

The Results .............................................................................................................................................. 33 

Behaviour Criteria ................................................................................................................................... 33 

Competence Criteria ............................................................................................................................... 34 

Knowledge Criteria .................................................................................................................................. 35 

ECVET ...................................................................................................................................................... 36 

Preparation of ECVET process: ................................................................................................................ 36 

 
 
 
 



 

 

 

 

 

Advisor Profile Tool  Project Number 2013-1-FR1-LEO05-48380 

 

4 
This project has been funded with support from the European Commission. This publication [communication] reflects the views only of the 
author, and the Commission cannot be held responsible for any use which may be made of the information contained therein 

Introduction 
 

Skills to apply the Tool Box and behavioural/attitude techniques- “coaching”. 

  
STRAT-Training agreed to produce a complete Tool Box to provide VSE managers with Strategic 
methods for conducting their enterprise which take into account Sustainable Development and 
the current uncertain context. But, when an adviser works with a VSE manager, he must be able 
to adapt so as to define, develop and employ the right tools for a particular issue. To be able to 
do this, the Trainer must make sure the adviser understands that their job is not only to advise 
but also to develop with the manager the capacity to do the following: 
• Define the issue/problem (personal, operational, structural), 
• Define all the parameters which impact the situation, 
• Separate current aspects from long term ones, 
• Use the context to adapt the enterprise 
• Build a reactive strategic system where the enterprise is able to change its strategy quickly 
and efficiently. 

 

To develop this, the Trainers will be trained with the following two aspects: 
  
Firstly: complexity impacts the work of Trainers/advisers in complex situations: 
Today, more than ever, sense is the key to effective performance for a business. But a shared 
vision within an enterprise must be built whilst maintaining a sustainable coherence of 
activities, even despite the fact that complexity affects it daily. All VSE managers who are 
confronted with problems of change have to integrate 3 new approaches: 
• Think differently thanks to “Intentional Logic” 
• Make decisions based on new reference points thanks to “Orientation References” (A1: 
AVEC®) 
• Manage by putting initiative at the centre of driving the action 
  
Secondly: the necessity of a “coaching” attitude for advisers as a new way to help VSE 
managers improve the performance of their enterprise: 
The basis of these behavioural/attitude techniques are built on assistance devices for the 
development of activities and skills; researchers and consultants have shown that with the right 
support, complex situations provoke innovations (technological, strategic, new markets...). 
 
The typical profile of a STRAT Adviser is described, including : 
1. capacity to help to build a shared vision within an enterprise with the right tool/method at 
the right moment in a given situation 
2. Coaching attitude and facilitation abilities 
 
A team of advisers and/or teachers with the appropriate skills is available in each partner's 
country.  
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Rational for the Tool 

As part of R2 within the initial application, the project identified the need to clarify the skills 
and knowledge set required by Business Advisors who would be using the tools presented. This 
required research with the existing partners and harnessing existing criteria used across partner 
countries.   
Methodology 
 
Initially the partnership agreed to identify their own profiles and present these under 3 key 
headings: 
 
Behaviours 
Knowledge 
Skills 
 
This research was completed in Copenhagen and the results presented to TUC who advised that 
they had a Skills Evaluator tool they could use but we would need to agree more specific 
criteria of an Advisor to use the tool.  Partners also identified existing criteria and qualifications 
already in existence in their own countries. 
 
TUC agreed to analyse this data and it was also agreed to include the results of similar research 
conducted under the CASDAR project in France.  All would then be presented to the 
partnership, which would then be able to grade importance of each criteria and also agree 
assessment criteria. 
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The Journey 
 

Greek Approach 

The University of Crete in Greece then presented what we needed to do to identify the criteria 
and also the different levels of evaluation needed to ensure a robust tools. 
General comments – A proposed Advisory System 
The advisory system of our project is depended on the involved ‘players’, the three-level of 
advisors and the VSEs (farmers or agri-businesses), as these are explained in detail in the 
section 2. Regarding the proposed advisory system, it can be sub-divided in 8 cases, as these 
are numbered in Figure 1. For each case, a short explanation follows:  
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   Figure 1. The proposed Advisory System 
 
– the Trained Advisors can express their satisfaction regarding the training process they have 
been involved in. In other words, they can express their satisfaction regarding the upper-level 
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of advisors – the Expert Advisor, who act as trainer of trainers. This can be supported by a 
satisfaction measurement survey1. 
– the Locally Trained Advisors can express their satisfaction regarding the training process they 
have been involved in. In other words, they can express their satisfaction regarding the upper-
level of advisors – the Trained Advisors. This can be supported by a similar satisfaction 
measurement survey, like in (1) case.  
– the Expert Advisor can expresses his/her preference for the job position of a Trained Advisor. 
In other words the Expert Advisor can express his/her preference on a series of criteria for the 
job position of a Trained Advisor, like qualifications, formal / informal education or training, 
knowledge, skills, etc. In this sense, the Expert Advisor acts as the Decision Maker who is 
actively involved in the process of a job evaluation survey.   
– the Trained Advisors can express their preferences for the job position of a Locally Trained 
Advisor on a series of criteria, like qualifications, formal / informal education or training, 
knowledge, skills, etc. In this sense, the Trained Advisors can act as the Decision Makers, like in 
case (3) above, who are actively involved in the process of a job evaluation survey. 
– It involves the periodic assessment of the results of the implementation of the strategies by 
the farmers or/and rural businesses.  Based on these results will be reassessing of the strategies 
and implement new ones. 
– the farmers or agri-businesses can express their opinion or judge for the effectiveness of the 
advising services offered to them by Locally Trained Advisors. In this sense, the members of 
VSEs can act as evaluators of the offered advising services. This can be supported by a survey 
focusing on the offered advising services.   
– the Expert Advisor can express his/her opinion or judge for the knowledge - skills – attitudes 
of the lower level of advisors – the Trained Advisors. This kind of evaluation could be useful for 
the development of an accreditation system for advisors. In other words, the upper-level of 
Expert Advisor can act as evaluator for the lower-level of advisors.  The whole process, can be 
supported by a skills evaluation survey. 
The Trained Advisors can express their opinion for the knowledge – skills –attitudes of the 
lower level of advisors – the Locally Trained Advisors, as is described above in the case (7). The 
whole process, can be supported by a skills evaluation survey. 
  
 

Level of Advisors and Satisfaction Measurement Survey 

 
In the frame of our project we can consider of a step-wise process. Initially, there is an Expert 
Advisor in a field. This person offers training to the participants during the meetings of our 
project. The last, as Trained Advisors, train locally other persons to become advisors. These 

                                                      
 
 
1 Some indicatively theoretical comments about satisfaction measurement survey and a draft questionnaire are 
presented in Section 2. Regarding all the rest type of proposed surveys, are not presented in this paper for 
simplicity purposes.    
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Locally Trained Advisors apply strategic tools at VSEs, therefore they are in contact with farmers 
or Agri-Business.  It is worth mentioning that even though, this is the general step-wise process, 
there is also the possibility the Trained Advisors to apply directly strategic tools at VSEs.    
In this step-wise process there is one (or more) person (-s), who is an Expert Advisor in a field, a 
few persons are going to develop the appropriate knowledge - skills – attitudes as strategic 
advisors while some more persons are going to be trained locally to act as strategic advisors, 
too (see, Figure 2). In this frame, we have to consider of two (2) different levels. The first level 
comprises what we call ‘Advisors’ while the second level comprises ‘Very Small Enterprises’ - 
VSEs. 

 
Figure 2. Actors during the step-wise process 
The customer satisfaction measurement, whoever the customer is, is one of the most 
important issues concerning organisations of all types. Customer satisfaction measurement 
may be considered as the most reliable feedback system, considering that it provides in an 
effective, direct, meaningful and objective way the clients’ preferences and expectations. In this 
way, customer satisfaction is a baseline standard of performance and a possible standard of 
excellence for any business organization.  
 
For measuring customer satisfaction, we have to consider the two different levels, as 
mentioned above. The process is as follows: VSEs – farmers express their satisfaction with 
advising services offered to them, while trainees express their satisfaction with their trainers. In 
other words, the lower part assess the upper part (see Figure 3). For example, farmers express 
their satisfaction with the offered services by Locally Trained Advisors, the Locally Trained 
Advisors express their satisfaction for their trainees (Trained Advisors) and finally the Trained 
Advisors express their satisfaction with their trainer –the Expert Advisor.  
The whole process, can be supported by two different types of questionnaires, one 
questionnaire for the Advisor Level and one questionnaire for the VSEs level. 
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Figure 3. The satisfaction measurement process 
 

Purpose of satisfaction measurement survey 

The purpose of the proposed survey is to evaluate the services provided to the trainees or 
farmers by the trainers or advisors, respectively. Therefore, two different surveys may be 
conducted. The first survey is related to training services while the second to advising services, 
respectively. 
 

The methodology approach 

 
The first step is to formulate a specially designed questionnaire while the next step is to 
distribute the questionnaire in order to gather data. Next step is to analyse data and interpret 
the results in a meaningful way for the persons to whom they may concern.  
The method which can be used in both surveys is the MUSA method. The MUSA (Multicriteria 
Satisfaction Analysis) method is a multicriteria preference disaggregation approach, which 
provides quantitative measure of customer satisfaction (for the research in question, the term 
customer corresponds to a trainee or farmer) considering the qualitative form of customers’ 
judgements. 
 

Findings 

 
The main results of the method are focused on global and partial explanatory analysis. Global 
explanatory analysis lays emphasis on customers’ global satisfaction and its primary 
dimensions, while partial explanatory analysis focuses on each criterion and its relevant 
parameters separately. Satisfaction analysis results, consist of Global satisfaction index, Added 
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value curve, Criteria satisfaction indices, Weights of criteria, Demanding/Impact indices and 
Action /Improvement diagrams. 

Originality  

 
The MUSA method has been used in several real world applications, nevertheless it is the first 
time that it may be used in this particular frame of Training – Advising process. 
Preliminary Satisfaction Analysis 
The main objective behind the preliminary analysis of trainee / farmer behaviour, is to 
determine the dimensions of satisfaction, that is to say, the determination of the characteristics 
of the services offered that influence the global satisfaction. 
Information about the basic criteria and the partial dimensions (sub-criteria) can be the 
outcome of a discussion, a meeting, literature review, former experience, etc., (one draft 
questionnaire is presented in the next paragraph). Consequently, the main and partial 
satisfaction dimensions – criteria/sub-criteria, can be included in the two different types of 
questionnaires. 

Training process   

 
The main criteria of satisfaction could be: (a) the learning content, (b) the training process, (c) 
the resources, and (d) the reputation. Analytically, the criteria and sub-criteria of satisfaction 
proposed for the specific survey are presented in a hierarchical form in Figure 4. 

Advising process 

 
The main criteria of satisfaction could be: (a) advisor’s knowledge - skills, (b) advising process, 
(c) strategic approach, and (d) results. 
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TRAINING SATISFACTION 
MEASUREMENT

LEARNING CONTENT TRAINING PROCESS RESOURCES REPUTATION -ESTEEM

KNOWLEDGE OF 
TRAINERS

ADEQUATE 
PREPARATION OF 

TRAINERS

LEARNING & TEACHING 
APPROACH APPLIED

TIME SPENT FOR EACH 
LEARNING UNIT

ADEQUATE 
DISTRIBUTION BETWEEN 

THEORY & PRACTICE

CONTENT 
COMPREHENSION

CONNECTION WITH 
PRIOR KNOWLEDGE & 

EXPERIENCE

RELEVANCE OF THE 
LEARNING CONTENT TO 
THE SCOPE OF TRAINING

ACQUISITION OF NEW 
KNOWLEDGE AND SKILLS 

SUPPORTING MATERIAL

ROOM AND RESOURCES

SCOPE AND 
EXPECTATIONS OF THE 

TRAINING

CONNECTION BETWEEN 
LABOR MARKET AND 

TRAINING

 
Figure 4. Hierarchical structure of satisfaction criteria / sub-criteria for training process  
 

Draft Questionnaire for Advising 

A similar questionnaire as above, can be developed to support the survey that farmers may fill-
in for an advising process. 
 
Problem definition (What is the problem that we want to solve?) 
We need to develop a methodology for evaluating advisers working in the rural sector with 
SMEs, by their superiors and not by assessing candidates for advisor positions or evaluating 
jobs.  
 
Who are under evaluation? 
Advisors who provide advise to SME’s 
Decision makers – The Evaluators (Who is the Decision Maker? Who will make the evaluation?) 
we need: 
Evaluation from their customers (Agribusiness) 
Evaluation from the head of the advisors? 
Evaluation of an advisor by his colleagues 
Self-evaluation 
 

Problem problematique? 
To rank all the advisors (eg. from best to worst): Evaluation of all advisers of a service 
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To classify the advisors in different classes: by positioning advisors in different classes (eg. 
Excellent, good, not acceptable)  
Select one from a set: Select the best advisor from a set of candidates (eg. who can meet the 
requirements of a job) 
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CRITERIA: 

We suggest using the following set of criteria. 
 

Criteria 1 (grade1) 2 (grade2) 3 (grade3) 4 (grade4) 5 (grade5) 

Qualification gi(pi) = 2*grade1 + grade2 + 2*grade3 (where: pi sub-qualification i) 

1.1 Level of relevance of basic education 
(formal studies) 

Limited  Sufficient  Significant  Extremely 
significant 

 

1.2 Knowledge & Skills – Expertise in 
Agribusiness (Job knowledge) 

Limited  Sufficient  Significant  Extremely 
significant 

 

1.3 Experience (prior work experience) <= 5 years >5 & <= 10 years <=15 years >15  

Personality assessment Unsatisfactory Needs 
Improvement 

Meets 
Requirements 

Exceeds 
Requirements 

Superior 

Responsibility  Limited Medium Rather high High  Very high 

Dependability Limited Medium Rather high High  Very high 

Decisions & Engineering Abilities  Limited Medium Rather high High  Very high 

Cooperation – Coordination - Teamwork 
abilities  

Unsatisfactory 
- Aggressive, 
independent 

Needs 
Improvement 

Meets 
Requirements 

Exceeds 
Requirements 

Superior - 
Accommodating  

Judgment Limited Medium Rather high High  Very high 

Communication Abilities  In-adequate Poor  Satisfactory  Very 
Satisfactory 

Excellent  

Listener  Bad  Indifferent  Good   

Organization and Planning abilities Limited Medium Rather high High  Very high 

Adaptability to Change Limited Medium Rather high High  Very high 
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Criteria 1 (grade1) 2 (grade2) 3 (grade3) 4 (grade4) 5 (grade5) 

Quality of Work Unsatisfactory Needs 
Improvement 

Meets 
Requirements 

Exceeds 
Requirements 

Superior 

Productivity  Unsatisfactory Needs 
Improvement 

Meets 
Requirements 

Exceeds 
Requirements 

Superior 

Use of Tools and Technology Limited Medium Rather high High  Very high 

Financial evaluation (incomes vs 
outcomes)  

1 2 3 4 5 

OVERALL EVALUATION      

 

Criterion 1: Qualification: Required Qualifications & Skills 

Estimation: gi(pi) = 2*grade1 + grade2 + 2*grade3 
 

Criterion 2: Personality (assessment):  

Employee Personality Profile (EPP): Achievement, Assertiveness, Competitiveness, Conscientiousness, Cooperativeness, Extroversion, 
Managerial, Motivation, Openness, Patience, Self-Confidence, Stability 
Criteria Personality Inventory (CPI):  Extraversion, Conscientiousness, Agreeableness, Openness, and Stability  
Adjustment, Ambition, Sociability, Likeability, Prudence, Intellections, School success  
Criterion 3: Responsibility - Qualitative results:  
Actions’ responsibility, Perspectives, Strategic role in development activities, Supporting of other units 
1. Limited: No strategic planning, no crucial actions, narrow geographical area, limited financial results. 
2. Medium: Intermediate grade to be chosen by the evaluator. 
3. Rather high: Intermediate grade to be chosen by the evaluator. 
4. High: Intermediate grade to be chosen by the evaluator. 
5. Very high: Strategic role, crucial actions, wide area, wide support of other departments, quite high financial results. 
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Criterion 4: Dependability: 

 Can employee be relied on to fulfill job responsibilities in both routine and complex job situations? 
 Does employee meet deadlines? 

 

Criterion 5: Decisions & Engineering abilities: 

Does employee develop appropriate solutions to problems and make effective decisions within the scope of his/her job? 
Can employee distinguish between significant and minor issues? 
Leadership and Supervision (Does employee delegate appropriate tasks to staff s/he supervises? Does employee develop the capabilities of 
staff s/he supervises? Does employee motivate staff s/he supervises so that they work together towards common objectives?) 
Abilities such as: 
(a) Problem investigation: Investigation of the current situation. For example, we may investigate the current way of doing RE. 
(b) Solution design: Propose an improvement to the current situation. For example, we may propose a new RE technique. 
(c) Solution validation: Investigation of proposed solution properties. For example, we may investigate the properties of a new RE technique 
such as i*, and predict whether this will improve the current way of doing RE in a certain aspect.  
(d) Solution selection: The literature has shown a succession of i* proposals each an improvement over the previous one. 
(e) Solution implementation: Realizing the selected solution, for example, introducing a new RE technique in an organization.  
(f) Implementation evaluation: Investigation of the new situation. For example, we may investigate the practice of RE in an organization, where 
this organization has recently introduced a new way of doing RE. 
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Criterion 6: Cooperation – Coordination - Teamworking abilities 

Does employee work cooperatively and effectively with others? 
Does employee support other team members and team decisions? 
 

Criterion 7: Judgment: 

Does employee make appropriate decisions within the scope of his/her job? 
What are the consequences of employee’s decisions? 
 

Criterion 8: Communication abilities: 

Interaction, Professional vocabulary, Language Quality, Fluency, Pronunciation, Presentation, … - Oral and Written Communication 
 

Criterion 9: Listener 

Active listening, listening and understanding, patient …  
 

Criterion 10: Organization and Planning: 

 Does employee define and arrange activities in a reasonable manner? 
 Does employee effectively use resources including time, money, materials, and staff within the scope of  his/her job? 
 

Criterion 11: Adaptability to Change: 

How does employee respond to changes in assignments, procedures, and circumstances? 
Is employee receptive to new ideas and concepts? 
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Criterion 12: Quality of Work 

The quality of work of the adviser 
 

Criterion 13: Productivity 

Does employee produce work at satisfactory levels? 
 Is employee's work complete and accurate? 
 

Criterion 14: Use of Tools and Technology: 

Does employee show competence in use of tools and technology? 

Does employee use available tools and technology to improve efficiency and effectiveness? 
 

Criterion 15: Financial evaluation (incomes vs outcomes): Incomes vs. outcomes (salary requests)  

 
Incomes 

Outcomes (salary requests) 

Low Medium High Very high 

Low 2 1 1 1 

Medium 3 2 1 1 

High 4 3 2 1 

Very high  5 4 3 2 
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Skills, behaviours and knowledge from the Partnership  

 
This are the items the partners agreed on during the workshop in Copenhagen on the topic of 
competences of advisers and Trainers. 

Synthesis of Skills 
To guide 
Be a facilitator 
Coaching 
Motivator 
 
Which skills do we need to have these competencies. To have these competencies we need to 
learn these skills:  
Active listening,  
Do not fear to go on the farm with a blank sheet of paper (Behaviour?),  
Reformulation (rephrasing) and questioning, capacity to question one’s own professional 
practices (behaviour?),  
Capacity to make a step back on situation,  
Reflection, 
Not personally involved (distance to the farmer) 
Be able to choose which tool to use  
To be organised,  
To be able to cooperate, build with other people,  
Keep it simple (communication!), efficient (no wasting time),  
Pragmatic, professional (accept ideas with no judgement, hold back own opinion) 
 
Skills on how to animate a group 
Leading a group 
To be able to alternate positions (postures) to advance the process: authority/listening and 
reformulation 
Be in charge of the group process: who can speak, what do you think, etc 
Gamemaster 
To be able to make a contract with an organisation 
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Benny (Danish Advisor) did two diagrams to illustrate how the adviser should behave.  
 
Theory of Kierkegaard 
Try to see the point of view of the farmer, think as he thinks. 
 
 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
The difference between expert and coach 
When you are a coach, there is equality with the farmer 
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Synthesis of Behaviours 
 
Quiet 
Passionate 
Honest 
Idealistic 
To be able to implicate the target group 
Helpful 
Respect full 
Polite 
Charitable 
Open minded 
Smile 
Positive attitude 
Humble – Don´t ask for recognition 
Capacity to question one’s own method, choice of tool, ideas and perspectives 
To be confident in your selves 
Do not fear to go on to the farm with a blank sheet of paper 
 

Synthesis of Knowledge 
Social psychology of group: Belbin, profiling, Tuckman model (identify the maturity level of a 
group) 
Understand the socio-constructivist theory 
Ethology of a group and of human’s.  
Observe how they interact and behave/emotions 
Methodologies – Tool Box – Strategies 
Managing change process 
Lewin, Kubbler (identify the steps in process of change) 
DiSC profile for individuals 
In psychology: governance in the enterprise/in a group 
Constructive pedagogy 
Knowledge in pedagogy/androgogy  
Brinkerhoff (40-20-40) 
Group decision making process 
Enterprise management field   
 
For the knowledge part, questions about do we need to know things about the business, as we 
are developing Strategy advisors and not Business advisors. We need knowledge about the 
Strategy, but also basic knowledge about the business, its context. Be able to ask about the 
financial aspect for example, but just to have the context, no judgement on it. Androgogical or 
pedagogical are more important that financial or technical knowledge!  
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The French Approach 

The following criteria is summarised from research completed in the CASDAR project. 

Nature of skills  Criteria 

Social/Behavioural skills  Ease in the first contact 
Social/Behavioural skills  Able to facilitate discussion 
Social/Behavioural skills  Adapt himself to interlocutors 
Social/Behavioural skills  Adapt himself easily to new contexts/environments 
Social/Behavioural skills  Shows himself constructive in the exchanges 
Know-How    Mobilise pedagogy 
Social/Behavioural skills  Rigorous 
Social/Behavioural skills  Structured 
Social/Behavioural skills  Effective 
Know-How    Can alternate global vision and eye for details 
Know-How    Able to deal with different information 
Know-How    Uses information structuration methods 
Know-How    Able to spontaneoulsy create his own tools and methods 
Social/Behavioural skills  Facilitator to help a group to progress 
Social/Behavioural skills  Respect a framework 
Social/Behavioural skills  Face the criticisms(critics) 
Know-How    Analyse his professional practices and their results 
Know-How    Active listening 
Know-How Able to ask opened questions and reformulation of 

demand 
Know-How    Applies communication technics 
Know-How    Applies facilitation technics 
Social/Behavioural skills  Able to work in team for project management 
Know-How    Able to define and focus an aim 
Know-How    Able to present results to a public 
Knowledge Able to understand conceptualised ideas and popularize 

(vulgarise) them 
Know-How    Ability for critical backward movement 
Social/Behavioural skills  Sharp sense of service 
Knowledge    Able to find lacking resources 
Know-How    Able to articulate flexibility and organisation 
Social/Behavioural skills  Respect the various points of view in discussion 
Know-How    Timekeeper 
Know-How    Coach customers according to their rythm 
Know-How    Takes into account the complexity 
Know-How    Anticipate consequences of choices and decisions 
Know-How    Capacity of synthesis 
Know-How    Feel at ease with concrete items or in the abstract  
Know-How    Ability for forward-looking and trends recognition 
Social/Behavioural skills  Reactive 
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Social/Behavioural skills  Creative and Innovative 
Social/Behavioural skills  Able to develop relationship networks 
Social/Behavioural skills  Constancy in his opinions 
Social/Behavioural skills  Pragmatic 
Know-How    Able to help others in building his reflection/thoughts 
Know-How    Able to formalize written document 
Know-How Able to check where the customers are at each step of the 

method 
Social/Behavioural skills  Cope with unforeseen and uncertainty 
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The English Approach 

Academy of Learning researched existing National Vocational Standards to identify if any 
applied to the role of the STRAT advisor.  Government led initiatives such as Business Link, 
Chamber of Commerce and more recently the Growth Accelerator has meant that standards for 
such Advisors have been developed but these needed to be reviewed to assess appropriateness 
for STRAT advisors across Europe.  The standards that exist were developed by SFEDI which is 
the Government recognised UK Standards Setting Body for Business Support and Business 
Enterprise. Run by entrepreneurs for entrepreneurs, SFEDI researches leading practice, sets 
standards, principles and guidelines. 
Founded in 1996 it’s main role is to develop national occupational standards which act as: 
A set of tools to help anyone thinking about starting their own business, starting their business 
enterprise or growing their business enterprise 
A set of tools for anyone who is offering business advice and support to small business 
enterprises 
A framework for the development of awards and qualifications in business support and 
enterprise 
A benchmark of best practice in the world of small business support and enterprise 
development 
From these standards we extracted those that related to the Skill and Behavioural requirements 
of the Advisor or Trainer.  We used the following Standards: 
 

Maintain effective business support relationships with clients 

Summary 
 
This is about managing your portfolio of clients, having rapport with each of those clients, 
whether an individual or a team, and helping to develop their trust in the organisation you work 
for. This requires you to exercise skills from good listening to account management and the 
promotion of your organisation’s services. 
 

What you need to show 
You must make sure that your practice meets the following requirements. 
Maintain contact and exchange information with each client, in the ways that are appropriate 
and meet their need, through face to face meetings or by phone or e-mail 
Encourage clients to judge when and how to share their views and concerns with you and 
among their team. 
Find a style of discussion and exchange that helps an individual client or a client team to be 
open about business matters 
Clarify the roles and needs of different team members if you are working with a client team 
Detect if a client is anxious about their business and raise the matter sensitively. 
Encourage your clients to clearly explain what they want to achieve, so that you can identify 
and arrange support services that may help them. 
Direct clients who need specialist advice to those qualified to provide such support. 
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Propose and promote services (including costs) that are likely to meet your clients’ needs. 
Advise clients about ways of resourcing, including financing, support for business development 
and assessing returns on investment. 
Make sure that your clients understand the roles and responsibilities of the support process 
and the limits of any contractual obligations. 
Review with clients how they feel the relationship with you and your organisation is going 
Keep up-to-date and accurate records of client contact at all stages of the relationship. 
Assure your client of confidentiality at all times. 
End an engagement with a client in a way that encourages them to contact you for support in 
the future. 
 

What you need to know and understand 
 
You need to know, understand and be able to apply each of the following. 
Interpersonal and communication skills 
How to use effective interpersonal and communication skills, including, when appropriate: 
listening fully and attentively; 
questioning; 
checking accuracy; 
summarising; 
reflecting back; 
challenging; 
respecting and acknowledging issues; 
negotiation; 
giving, receiving and passing on constructive feedback; 
dealing with difficulties. 
The benefits and drawbacks of different kinds of communication in different circumstances (for 
example, face-to-face contact, phone, fax and e-mail). 

Personal behaviours 
 
You need to show the following behaviours. 
Appreciate how an organisation operates in different client sectors 
Tailor your approach to align with the client’s goals and circumstances 
Respect the client’s need for information, commitment and confidentiality.   
Listen and respond effectively, and check understanding 
Adapt your personal style to empathise with a whole range of clients.  
Build and maintain rapport over sustained periods.  
Invite a two-way exchange of information and feedback with clients and others.  
 

Support clients by Business Coaching 

Summary  
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This is about coaching clients to help them identify their personal development to achieve their 
business goals, and supporting clients in achieving them. It involves establishing a good client 
relationship, helping clients identify needs and priorities, providing encouragement and support 
to help clients maintain their motivation and carry out their plans and encouraging clients to act 
for themselves.  
 

What you need to show 
 
You must make sure that your practice meets the following requirements. 
Make sure your clients understand your role as a mentor, how it differs to other business 
support roles and agree with them the goals and rules of the mentoring process, and how long 
it will last. 
Help clients to express and discuss ideas and any concerns about their business situation, needs 
and progress, without judging them and give them feedback. 
Encourage clients to explain clearly what they want to achieve and to compare their needs and 
abilities with current business practices. 
Recommend and agree in detail a programme of activity which best meets your clients’ needs 
and agree with them how often to review progress and in how much detail. 
Encourage your clients to develop the confidence, understanding and skills needed to meet 
their personal and business objectives. 
Present new information to clients in a way that they are able to understand and that is 
relevant to their needs. 
Recognise when you are giving business advice and no longer mentoring, and act appropriately. 
Help clients review progress, and set a realistic range of options to meet their needs and goals 
and understand how, and whether, the options are practical. 
Help clients reflect on and learn from things that did not turn out as expected. 
Refer clients to relevant sources of information, advice or further support, as they need them 
and where relevant plan how it will be provided and evaluated. 
Present a positive image of business mentoring, and follow the code of ethics for mentoring set 
by the organisation you represent, behaving in a way that shows you are willing to help your 
clients and will respect their confidentiality. 
Encourage clients to use new points of view when evaluating, considering and using 
information to improve their own skills and the performance of their business. 
Help clients take more and more responsibility for setting their goals and encourage them to 
make their own decisions, make plans, prioritise actions and put these into practice. 
Keep up-to-date and accurate records of client contact. 
 

What you need to know and understand 
You need to know, understand and be able to apply each of the following. 
Principles of Coaching 
What your role as a business coach is and how it is different from other business support. 
What the code of ethics for coaching is set by the organisation you represent and how to work 
within the requirements and policies of the mentoring scheme in which you are involved. 
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What the rules on confidentiality and data protection are, and how to follow them. 
The different reasons clients might have for running a business, and how these will affect their 
goals. 
What rules to set for the coaching process. These might be about how often to meet, the places 
and times to meet, what to do if someone can’t make a session, confidentiality, involving other 
work colleagues, or dealing with problems. 
How to identify and agree a contract for coaching 
What resources and facilities are likely to be needed.  
How your behaviour is different when you are advising instead of coaching, how to recognise 
this and the effect it will have on the relationship with your clients. 
The range and limits of different communication methods (for example, face to face, phone, 
fax, e-mail and body language). 
How different people learn. 
How to: 
create an environment in which clients will feel at ease. 
make the  experience effective for different clients. 
identify when the relationship has reached a natural end and end it successfully. 
gain and maintain clients’ enthusiasm, commitment and trust. 
listen uncritically so as to identify clients’ real situations, problems or needs. 
question and check with clients what they have understood from you. 
share information, ideas and arguments patiently and tactfully. 
inspire confidence, persistence and realism. 
build long-term relationships. 
give, receive and pass on feedback. 
sort out any difficulties and reduce conflicts and differences as far as possible. 
manage your time and activities. 
show respect for and sensitivity to the needs and feelings of other people. 
avoid bias, preconceptions and judging. 
recognise the effect of your own actions and behaviour on other people. 
present yourself positively to other people. 
stay calm in difficult or uncertain situations. 
handle other people’s emotions without becoming personally involved in them. 
What clients’ personal goals are. Goals can be specific problems with the business or broader 
personal and business targets. 
What further sources of support may be relevant to clients and how to recommend them. 
 
How different clients have different learning preferences and limits and what they are. How to: 
help clients identify or develop practical and affordable solutions. 
develop clients’ self-confidence. 
help clients review and develop skills that will improve how competitive their business is. 
develop clients’ personal skills so they can develop the business for themselves. 
encourage clients to express themselves and take action to meet their goals. 
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Personal behaviours 

You need to be able to: 
respect the client’s need for information, commitment and confidentiality.  
listen and respond effectively, and check understanding.  
adapt your personal style to empathise with a whole range of clients.  
build and maintain rapport over sustained periods.  
invite a two-way exchange of information and feedback with clients and others.  
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STRAT Advisor Profile 

From all the above, a combined questionnaire was developed using all criteria that the 
Partnership felt was relevant for all partner countries.  We then identified the importance of 
each criteria and assessment criteria needed in order to measure if the criteria was being met.   
All Trainers and Advisers contributed to this based on there own knowledge and experience of 
working within the Project. 
This resulted in the following criteria.  This was then completed on behalf of Trainers and 
Advisors. 

Criteria Assessment Methodology 
OB – Observation / Pr – 
Product / PD – Professional 
discussion / WT – Witness 
Testimony / Si - Simulation / 
AS – Assignment  - Indicate 
all that apply 

Importanc
e 
1/2/3 
Or NA 
Not 
Applicable 

Knowledge 
(K) / 
Competence 
(C)/ 
Behaviour 
(B) 

Achieve results through the guided 
actions of others. 

OB, Pr, PD, PS, WT, Si, TS,  AS   

Adapt your personal style to 
empathise with a whole range of 
clients. 

OB, Pr, PD, PS, WT, Si, TS,  AS   

Apply knowledge/experience 
effectively, yet remain open to 
exploring new ideas. 

OB, Pr, PD, PS, WT, Si, TS,  AS   

Appreciate how an organisation 
operates in different client sectors 

OB, Pr, PD, PS, WT, Si, TS,  AS   

Appreciate how an organisation 
operates in different client sectors. 

OB, Pr, PD, PS, WT, Si, TS,  AS   

Ask for support from specialists 
when you are not sure what to do. 

OB, Pr, PD, PS, WT, Si, TS,  AS   

Be committed to developing 
yourself to improve performance. 

OB, Pr, PD, PS, WT, Si, TS,  AS   

Be fully aware of the impact of 
change on an organisation 

OB, Pr, PD, PS, WT, Si, TS,  AS   

Develop self to improve 
performance 

OB, Pr, PD, PS, WT, Si, TS,  AS   

Gain respect by operating in a 
professional and credible manner 

OB, Pr, PD, PS, WT, Si, TS,  AS   

Generate justifiable able 
alternatives to solve a problem or 
reach an outcome 

OB, Pr, PD, PS, WT, Si, TS,  AS   

Handle disagreements or 
resistance constructively and fairly 

OB, Pr, PD, PS, WT, Si, TS,  AS   
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Criteria Assessment Methodology 
OB – Observation / Pr – 
Product / PD – Professional 
discussion / WT – Witness 
Testimony / Si - Simulation / 
AS – Assignment  - Indicate 
all that apply 

Importanc
e 
1/2/3 
Or NA 
Not 
Applicable 

Knowledge 
(K) / 
Competence 
(C)/ 
Behaviour 
(B) 

Have a rigorous but impartial 
questioning style 

OB, Pr, PD, PS, WT, Si, TS,  AS   

Invite a two-way exchange of 
information and feedback with 
clients and others 

OB, Pr, PD, PS, WT, Si, TS,  AS   

Listen and respond effectively, and 
check understanding 
 

OB, Pr, PD, PS, WT, Si, TS,  AS   

Prioritise and schedule to ensure 
optimum use of time and resource 

OB, Pr, PD, PS, WT, Si, TS,  AS   

Remain positive and maintain 
effort despite setbacks, changes or 
ambiguities 

OB, Pr, PD, PS, WT, Si, TS,  AS   

Respect the client’s need for 
information, commitment and 
confidentiality 

OB, Pr, PD, PS, WT, Si, TS,  AS   

Seek the right information to 
analyse a situation and draw sound 
conclusions 

OB, Pr, PD, PS, WT, Si, TS,  AS   

Tailor your approach to align with 
the client’s goals and 
circumstances. IiP1.2 

OB, Pr, PD, PS, WT, Si, TS,  AS   

Think strategically; take a holistic 
view of the way forward 

OB, Pr, PD, PS, WT, Si, TS,  AS   

Be able to facilitate discussion OB, Pr, PD, PS, WT, Si, TS,  AS   

Be able to adapt himself to the 
needs of the discussion. 

OB, Pr, PD, PS, WT, Si, TS,  AS   

Be able to adapt himself easily to 
new contexts/environments 

OB, Pr, PD, PS, WT, Si, TS,  AS   

Be able to change the way 
instructions are delivered 
pedagogically 

OB, Pr, PD, PS, WT, Si, TS,  AS   

Be able to negotiate an 
appropriate structure for the 
support 

OB, Pr, PD, PS, WT, Si, TS,  AS   

Be able to alternate global vision 
and eye for details 

OB, Pr, PD, PS, WT, Si, TS,  AS   
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Criteria Assessment Methodology 
OB – Observation / Pr – 
Product / PD – Professional 
discussion / WT – Witness 
Testimony / Si - Simulation / 
AS – Assignment  - Indicate 
all that apply 

Importanc
e 
1/2/3 
Or NA 
Not 
Applicable 

Knowledge 
(K) / 
Competence 
(C)/ 
Behaviour 
(B) 

Be able to deal with different 
information 

OB, Pr, PD, PS, WT, Si, TS,  AS   

Be able to spontaneously create his 
own tools and methods 

OB, Pr, PD, PS, WT, Si, TS,  AS   

To be a facilitator to help a group 
to progress 

OB, Pr, PD, PS, WT, Si, TS,  AS   

Be able to ask open questions and 
clarify  the demand 

OB, Pr, PD, PS, WT, Si, TS,  AS   

Be able  to work in team for project 
management 

OB, Pr, PD, PS, WT, Si, TS,  AS   

Understand and apply effective 
communication technics  

OB, Pr, PD, PS, WT, Si, TS,  AS   

Be able to define and focus an aim OB, Pr, PD, PS, WT, Si, TS,  AS   

Be able to present results to a 
public 

OB, Pr, PD, PS, WT, Si, TS,  AS   

Be able to understand 
conceptualised ideas and 
popularize (vulgarise) them 

OB, Pr, PD, PS, WT, Si, TS,  AS   

Have the ability  for critical 
backward movement 

OB, Pr, PD, PS, WT, Si, TS,  AS   

Be able to find lacking resources OB, Pr, PD, PS, WT, Si, TS,  AS   

Be able to articulate flexibility and 
organisation 

OB, Pr, PD, PS, WT, Si, TS,  AS   

Respect the various points of view 
in discussion 

OB, Pr, PD, PS, WT, Si, TS,  AS   

Be a good Timekeeper OB, Pr, PD, PS, WT, Si, TS,  AS   

Be able to Coach customers 
according to their needs and 
learning style 

OB, Pr, PD, PS, WT, Si, TS,  AS   

Anticipate consequences of choices 
and decisions 

OB, Pr, PD, PS, WT, Si, TS,  AS   

Feel at ease with concrete items or 
in the abstract  

OB, Pr, PD, PS, WT, Si, TS,  AS   

Ability for forward-looking and 
trends recognition 

OB, Pr, PD, PS, WT, Si, TS,  AS   

Be Creative and Innovative OB, Pr, PD, PS, WT, Si, TS,  AS   
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Criteria Assessment Methodology 
OB – Observation / Pr – 
Product / PD – Professional 
discussion / WT – Witness 
Testimony / Si - Simulation / 
AS – Assignment  - Indicate 
all that apply 

Importanc
e 
1/2/3 
Or NA 
Not 
Applicable 

Knowledge 
(K) / 
Competence 
(C)/ 
Behaviour 
(B) 

Be able to develop relationship 
networks 

OB, Pr, PD, PS, WT, Si, TS,  AS   

Be able to help others in building 
his reflection/thoughts 

OB, Pr, PD, PS, WT, Si, TS,  AS   

Be able to formalize written 
document 

OB, Pr, PD, PS, WT, Si, TS,  AS   

Capacity to make a step back on 
situation,  

OB, Pr, PD, PS, WT, Si, TS,  AS   

Capacity to make a step back on 
situation,  

OB, Pr, PD, PS, WT, Si, TS,  AS   

Be able to check where the 
customers are at each step of the 
method 

OB, Pr, PD, PS, WT, Si, TS,  AS   

Not personally involved (distance 
to the farmer)  

OB, Pr, PD, PS, WT, Si, TS,  AS   

Be able to choose which tool to use  OB, Pr, PD, PS, WT, Si, TS,  AS   

To be able to cooperate, build with 
other people,  

OB, Pr, PD, PS, WT, Si, TS,  AS   

Pragmatic, professional (accept 
ideas with no judgement, hold 
back own opinion) 

OB, Pr, PD, PS, WT, Si, TS,  AS   

To be able to implicate the target 
group 

OB, Pr, PD, PS, WT, Si, TS,  AS   

Capacity to question one’s own 
method, choice of tool, ideas and 
perspectives  

OB, Pr, PD, PS, WT, Si, TS,  AS   

Do not fear to go on to the farm 
with a blank sheet of paper 

OB, Pr, PD, PS, WT, Si, TS,  AS   

Be able to  complete a Social 
psychology of group: (Belbin, 
profiling),  

OB, Pr, PD, PS, WT, Si, TS,  AS   

Understand the socio-
constructivist theory Tuckman 
model (identify the maturity level 
of a group)  

OB, Pr, PD, PS, WT, Si, TS,  AS   
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Criteria Assessment Methodology 
OB – Observation / Pr – 
Product / PD – Professional 
discussion / WT – Witness 
Testimony / Si - Simulation / 
AS – Assignment  - Indicate 
all that apply 

Importanc
e 
1/2/3 
Or NA 
Not 
Applicable 

Knowledge 
(K) / 
Competence 
(C)/ 
Behaviour 
(B) 

Be able to study and comprehend 
the Ethology of a group and of 
human’s.  

OB, Pr, PD, PS, WT, Si, TS,  AS   

Effectively observe how they 
interact and behave/emotions  

OB, Pr, PD, PS, WT, Si, TS,  AS   

Know the different Methodologies 
available in the Tool Box –  

OB, Pr, PD, PS, WT, Si, TS,  AS   

Understand other tools available 
and when their use could benefit 
the customer i.e. Strategies 
Managing change process Lewin, 
Kubbler (identify the steps in 
process of change), DISC profiling, 
Knowledge in pedagogy/androgogy 
Brinkerhoff (40-20-40) 

OB, Pr, PD, PS, WT, Si, TS,  AS   
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The Results 

The results are set out for the Criteria for Trainers and Advisors and split over Behaviours / 
Competence / Knowledge 

Behaviour Criteria  

 
 
The assessment criteria to assess a Trainers Behavioural skills includes; 
 
Witness Testimonies for clients / users 
Simulation 
Assignments 

Behaviour Criteria 
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Competence Criteria 
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Assessment Criteria – Observation, Professional Discussion, Product of Training and Witness 
Testimonies 
 

Knowledge Criteria 

 
 
Assessment Criteria 
Assignments, Personal Statement, Professional discussions, Classroom Observations 
 
From the above each partner will be able to develop a job profile and assessment strategy 
when engaging Trainers and Adviser to deliver the Strategic tools developed under this project. 
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ECVET 

In the rationale for the project the authors believed that a Europe wide set of criteria for the 
project could be beneficial stating:  
 
The partners of STRAT-Training feel that a wider (transnational) level is necessary to share their 
tools, methods and techniques in order to benefit of each other. Partners want to contribute to 
a new programme which can receive an ECVET qualification so that training organisations and 
Trainers from across Europe may obtain the complete and tested training contents for 
sustainable Strategy management support for VSEs. 
 
Also stating that: 
 
Evaluation of the pilot sites will enable the partnership to identify criteria for the progamme in 
terms of its future national and ECVET certifications. 
 
This area of the project has been achieved by combining Criteria to be measured using Greek, 
French and English models that were in existing or had been developed based on scientific 
research.  This criteria together with the Criteria identified by the partnership and evaluated by 
Trainers and Advisors across the partnership enables us to produce the results identified within 
this report. 
 
The next stage outside of the project would be to seek ECVET accreditation using this criteria.  
However when a meeting with ECVET was arranged it was identified that the information they 
need to support accreditation was outside of the objectives of this project. 
 
Notable they require research to cover the following criteria: 
 

Preparation of ECVET process: 

Date of the demand? 
What is your type of organisation (name, adress, website...)? 
Contact of the person? (name, function, phone, mail) 
What is the activity sector and field of skill of your organisation? 
What is your step of ECVET knowledge? 
Do you have a project or an activity linked to ECVET? 
If yes, please precise: content, public aimed, partners,.., … 
How did you know ECVET? 
What kind of support do you need to prepare ECVET: expertising, advising coaching, 
information,., ? 
ECVET Experts in charge of the demand 
First contact (with who, when, how) 
Decision of the intervention (who formulated the demand) 
Intervention realized : if yes precise date and place of the intervention  
Preparation of the intervention : theme(s), means used, public aimed (final destination) 
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Realization of the intervention : course, public present during the intervention (number of 
participants, profiles) 
Evaluation and continuation 

 
 
In conclusion it was agreed within the partnership to try and influence their own awarding 
organisations before moving towards ECVET accreditation.  


