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Course Title  Managing Enforcement Meetings Duration One day Enforcement 

Aim 

In an enforcement environment, your main aim is to ensure that people follow the rules, not to 
catch out those who break them.  For that reason, you’ll normally precede any criminal action 
with a series of meetings – you won’t dive straight in with an interview under caution!  

If all goes well, these meetings will produce the desired effect and there will be no need to go 
any further ;  conversely, if things don’t go well, you’ll want to be able to show that you did all 
you could to assist the person in compliance. 

This course looks at the importance of planning a meeting, having clear outcomes and keeping 
comprehensive records.  We’ll also discuss the difficult situations that can arise and work 
through some ways of handling difficult people. 

This course is suitable for all areas of enforcement. 

Prerequisites None  

Outcome Content 

Know how to plan and prepare for 
a meeting so as to achieve the 
best possible outcomes. 

 Setting a win : win goal for the meeting 
 Deciding on the topics to cover 
 Attendees and responsibilities 
 Information and evidence, and how to use it 
 Laying out the room, choosing your name and (in)formality 

Understand the processes in place 
to create and maintain a 
cooperative meeting. 

 Setting out the rules 
 Creating an atmosphere of trust and building rapport 
 Managing the process and Ashby’s Law 
 Listening skills 
 Emotional Intelligence and the ability based model 

Discuss the likely problems that 
arise during meetings and 
generate solutions to deal with 
them. 

 Diffusing blame – ‘how’ not ‘why’ 
 Encouraging involvement 
 Conflict resolution 
 Assertion vs aggression / compliance 
 Stress and conflict 
 Chunking for agreement 
 Unexpected disclosure of an(other) offence 

Develop methods to close a 
meeting so that all parties 
understand and agree the way 
forward. 

 Setting SMART objectives 
 Referring to the rules 
 Drafting agreements  
 Getting ‘buy-in’ 
 Forcing their hand with double binds and presuppositions 
 Conditional agreements 
 Escape clauses 

Book this course now : 

Cost Price Code A (See ‘Pricing’ on www.its-training-uk.com or contact us.) 

To book this event 
Telephone Mike or Jill on  0330 022 8262 
e-mail :  bookings@its-training-uk.com 

 


