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the author. Toolshop® and Universal Blueprint® are registered trademarks. Unauthorized use of these names or any 

copyrighted text or graphics are prohibited by law. 

 

Throughout this manual, you will see the following abbreviations: 
AG =    Action Guide 

Adv = Advisor (Coach)  

DSP =  Direct Service Provider(s) (Advisors & Group Facilitators) 
GF  = Group Facilitator 
IP  =  Intellectual Property 

JSG =  Jump Start Guide (2018 short book title) 
PT =    Parents Toolshop®  
PTC =  Parents Toolshop® Consulting 
RTLeaders = Relationship Toolshop® Leaders 
RT or RTITI =  Relationship Toolshop® International Training Institute, LLC  
S&P =      Standards and Practices 
TPT = The Parents Toolshop® (Original 2000 book title) 
UB® = Universal Blueprint®  
 

This Standards and Practices Manual and any pre-acceptance orientation resources (i.e. The Leader Inquiry 

resources) provide details about what each training program provides and each party’s responsibilities and deadlines 

during the training process and active certification period.  

This manual is not written in stone. It is constantly being reviewed and updated as people ask questions the 

committee has not before answered or clarified. Rather than individually negotiate each decision, the S&P 

committee decides on a standard uniform policy that would be equitable to all current and future Relationship 

Toolshop® Leaders — while maintaining and protecting the quality assurance guidelines to which the committee has 

a primary commitment.  

At the time of initial application and in their annual reactivation report, Leaders confirm their understanding of and 

commitment to follow all Leader policies described in the most current S&P Manual. Once a tuition payment has 

been made, compliance by both parties (RTITI and the trainee) is expected. Whenever S&P updates are sent to all 

leaders (often with any changes highlighted), those policies go into effect and there is an opportunity for all leaders 

to ask questions and get clarifications of the new policies. Once that opportunity has been provided, whether a leader 

chooses to participate in those discussions, compliance with the then-current polices is expected without additional 

signatures of confirmation or past agreements. 
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RTITI SPEAKER BUREAU 
(For Team and Independent Toolshop® GF Consultants only – not Agency GFs) 

 

INTRODUCTION 

Once you are an experienced Team or Independent GF consultant whose outstanding performance has 

been documented, you may be eligible to join the Relationship Toolshop® Speaker Bureau (SB) to get 

more regular, frequent speaking engagements for higher speaking fees.  

As a non-SB GF, we’ll pass on to you any leads we hear of in your geographic location or area of 

expertise, to help you get more practice and income. RTITI isn’t responsible for actively marketing GFs. 

Newer speakers are always harder to book, since sponsors don’t know them. Less experience usually 

equals lower pay rates and lower evaluation scores. RTITI can’t make you a good speaker. We can give 

you the skills and the tools, but it’s your responsibility to hone them to a level that you can make a decent 

income or living as a professional speaker. Before you are at that level, you are a GF only and any related 

fee splits for those referrals are listed in the main GF S&P section and fee menu. 

Being on the SB and receiving leads from the SB is totally separate and in addition to speaking you 

do as a GF. As GFs achieve performance outcomes and are at a the skill level of being a professional 

speaker, they can apply to be accepted on the RTITI SB. New RT SB Consultants don’t need practice; 

they are good enough speakers that they could train anything that is from the main Toolshop® curricula 

they already teach. They just need more workshops to train and sponsors for whom to train. That’s where 

the RTITI SB comes in.  

RTITI has or may develop relationships with program sponsors who have an ongoing need for 

professional speakers, such as a sponsor who wants an ongoing contract for a particular program or series, 

another speaker bureau on which RTITI features its speakers, or a GF who has a topic, niche, or 

workshop that is particularly marketable, but breaking into that market might take knowledge and skills 

the GF doesn't have, but RTITI does.  Here are some examples:  

- A non-profit organization offers a parenting topic series each year to under-privileged parents, 

featuring local speakers. Jody used to present one of the topics for a decent fee, until her requests 

for higher-paid national and international speaking became so frequent she needed help covering 

this program. So she contracted with a RT-SB-GF to become the main speaker for this series. 

- A certified GF had a topic that would be very marketable in the college speaking market. Jody 

had training on how to make large speaker fees in the college market, but didn’t have a suitable 

topic. She and the GF agreed that if Jody helped get her topic positioned and marketed for 

colleges, the GF would offer it through the SB and RTITI would get a cut of the speaker fee.  

There was a lot of work RTITI did for the GF to get the workshops and marketing materials 

developed, marketing research, etc. This is why initially the fee split was more to RTITI, but as 

the speaker got started, and got a track record that could be mentioned in the marketing materials, 

her speaker fees went up and the fee split to RTITI went down. 

- Jody has been a trainer for the Ohio Child Welfare Training Program since 2002. OCWTP is, 

itself, a speaker bureau for professional trainers who offer training programs for protective 

service caseworkers and foster-adoptive parents. Other states and countries may have similar 

opportunities, but Ohio is one of the few that actually has a centralized speaker bureau for this 

purpose and is, therefore, considered to be one of the top states for professional quality training.  
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Because Jody once worked as a caseworker, she added in trauma-informed content to her main 

curriculum and then repackaged it to fit the 3- or 6-hour format OCWTP required, creating about 

two dozen workshops. To get them accepted, she needed to follow their format, which included 

reviewing hundreds of competencies to include in the outline, and acceptance process.  

For the first 15 years, Jody was usually able to meet all requests that came in. Eventually, her 

programs were so popular she had to turn away speaking engagements simply because she was 

already booked. Then, when she had a need for coverage during medical leave, she sought to add 

additional GFs to the RT OCWTP training team. They still had to pass the OCWTP application / 

acceptance process and take all the Trainer-of-Trainer trainings OCWTP requires, but they didn’t 

have to develop any workshops or handle the marketing, booking, or financial responsibilities.  

Jody didn’t need notes or scripts to teach her workshops, so to bring in additional trainers, she 

needed to standardize all two dozen of her OCWTP workshops. Then these GFs could teach the 

same workshops, to the same standards, and same effectiveness, with outlines, notes, scripts, etc. 

Each 3-6 hour workshop took about 1-2 weeks to update and standardize.  

Then, as requests came in, these additional SB-GFs could fulfill workshops. Some just wanted to 

cover for Jody, some wanted to train certain topics they had a passion for or experience with, or 

events that were close to their home, if travel was difficult due to family / parenting 

responsibilities.  

OCWTP is very particular about the quality of their trainers. If a trainer gets a poor evaluation, 

OCWTP will say something about it. They understand there is a learning curve, but if low 

evaluation scores happens often, they won’t ask that speaker back --- and the 8 regional training 

center directors and 88 county coordinators all talk to each other, so if one of them has a bad 

experience, they tell the others and that speaker can essentially be blacklisted. In 15 years, Jody 

only had to cancel one speaking engagement, due to a family emergency. She was already at the 

hotel when emergency personnel called her and she needed to go home. That region didn’t ask 

her back for ten years! So quality assurance with OCWTP trainers is super-critical. One poor or 

diva performance can affect the entire RT OCWTP trainer team! 

OCWTP is just one professional opportunity that has the potential to generate an almost full-time 

income with part-time speaking! Of course, it depends on how often the trainer speaks, how good 

a speaker they are, how easy they are to work with, etc. Because OCWTP has hundreds of 

speakers, they have to have standardized policies, so they have non-negotiable speaker fees 

(better than most states or counties in the country) and don’t compensate for travel expenses. As 

you can see, while RTITI can bring increased value to OCWTP by adding trainers and topics, 

OCWTP can bring great value to RTITI and its SB GFs. In return, they expect trainers to deliver 

top-quality performance, be grateful for the opportunity, and easy to work with, as professionals. 

Jody had a long, spotless reputation and record as a speaker for the non-college sponsors, so 

bringing on speakers to replace her was a risk. Their performance would reflect on her and could 

impact her bookings, just by association. So it was of the utmost importance that these trainers 

were ready to start performing at a professional-speaker level, not “needing practice” or just 

wanting “extra money.” They needed to be every bit as much of a professional speaker as 

someone who travels giving keynote speeches --- in fact, training poorly-educated parents, foster 

parents who are used to fantastic trainers, or stressed out caseworkers for 6 hours requires a heck 

of a lot more skill than giving a 20 minute motivational keynote speech that’s memorized!  

All of these sponsors expected RTITI to provide them with speakers who were experienced, professional, 

and reliable. So RTITI needed to see, before giving them speaking engagements that would reflect on 

RTITI, that these GFs had taken self-initiative to get speaking engagements (free or otherwise), so their 

skills had improved to the caliber that they could be on any professional speaker bureau. Sure, every 
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speaker wants to command higher speaker fees, but to do that you must do more than deliver high-quality 

presentations and get consistently outstanding evaluations. You also have to behave like a professional 

speaker, by being easy to work with. Professional speakers don’t complain about things that don’t go their 

way or problems they experience; they immediately focus on solutions or adapt, adjust, get flexible, or do 

without --- all with a smile. They put the sponsors and trainees needs first. They don’t try to negotiate 

RTITI about fees that are non-negotiable with the speaker (When sponsors have fixed fees and don’t 

compensate for expenses, then neither can RTITI.), and express gratitude for the extra income that’s being 

provided to them without having to do all the up-front work required to get the gig and have content to 

train. They are humble, giving and service-focused, instead of being divas (men can be divas, too!) who 

expect special treatment, favors, or exceptions to rules that are there for quality assurance. 

As a SB consultant, you receive many advantages, such as getting your name before sponsors you 

otherwise might not know, getting higher fees negotiated for you than you may have felt comfortable 

asking for, having standardized contracts that prevent common problems, and more. The “win” for the RT 

SB is that the fee splits compensate for its connections, negotiating expertise, curriculum development 

and standardization, and administrative duties, and those fee splits are commensurate to the experience 

and performance of the speaker. So as speakers get better so do their fees. This is the way things work in 

the real-world, except you have someone helping you get extra speaking.  

The RTITI SB isn’t (or shouldn’t be) your only source of speaking engagements. As a GF, you will still 

need to do your part to keep your license active, skills sharp, and meet the same minimum renewal 

requirements all other GFs meet. It’s just the RTITI-SB will provide additional leads to you and the 

speaker fee splits will be performance-based, starting at a lower rate at first, while RTITI is doing all the 

administrative setup and curriculum development, and then eventually, the percentages are flipped, as you 

improve. 

All Relationship Toolshop® Speaker Bureau members are certified Relationship Toolshop® Team or 

Independent Group Facilitator Consultants (Agency GFs are ineligible). Speaker Bureau opportunities 

and responsibilities are in addition to those as a GF. So this section of the Relationship Toolshop® Leader 

S&P Manual explains these additional policies and practices unique to the Speaker Bureau. 

 

RTITI SPEAKER COORDINATOR 

● To prevent double-booking and ineffective negotiating that can burn bridges, the RTITI Speaker 

Coordinator oversees the speaking/training schedules of all Active GF Consultants presenting 

Toolshop® training programs and/or representing RTITI, whether they are in the RTITI Speaker 

Bureau or not. “Overseeing” means that the SB Coordinator is aware of all negotiations that all 

non-SB GFs are engaged in, providing support and advice, as needed, and is the only person 

authorized to negotiate on behalf of the RTITI SB GFs for RTITI SB contracts. 

● All RTITI Team and Independent GF Consultants (whether part of the Speaker Bureau or not) must 

provide the Speaker Coordinator with dates, times, and locations of any RTITI programs they are 

scheduled to provide. (If you are providing the 4-6 week advanced notice of your scheduled programs 

and publicity, as required in the previous section, the Speaker Coordinator will see it.) 

● If a SB GF receives a direct request to train for a SB sponsor, they must involve the SB Coordinator 

or Jody before accepting it. They may not negotiate a different pay rate than what the SB has 

negotiated, but can let the SB Coordinator know what they are willing to do. The SB Coordinator and 

Jody are ultimately the only people authorized to negotiate and enter into speaker agreements with SB 

sponsors. 

● The Speaker Coordinator then maintains a master calendar of all RTITI programs worldwide to 

enable anyone, anywhere, to access local RTITI classes. 
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BECOMING A SPEAKER BUREAU CONSULTANT 

SB GFs must first show proficiency and consistent results, so RTITI can guarantee that the program 

sponsors will receive highly qualified speakers. If they don’t and there are poor evaluations, the sponsor 

likely won’t ask RTITI GFs to speak again! This then affects other current and future SB GFs who could 

have met that sponsor’s requests. Since every SB speaker can lose gigs and potential income, based on the 

performance of other SB speakers, there must be strict criteria for getting on the SB, documenting your 

performance, and making sure you are ready for higher paid speaking before you get it. 

 

Here are the steps a Team or Independent GF takes to become part of the RTITI Speaker Bureau:’ 

 

1.  Meet the Speaker Bureau Consultant Pre-requisites 

● Complete the certification process for RTITI Team or Independent Group Facilitator (GF). 

● Independently teach a minimum of three (3) Relationship Toolshop® programs (whichever you 

are certified to teach) in which 90% of your evaluations show either an excellent or good ratings. 

● Two of these three programs must be comprehensive, full-length (10+ hours) Toolshop® UB® 

core programs with scored skill assessments that show 75% of graduates improve their skills by 

either 2.5+ points or to 6+ points on the rating scale.   

● The GF probationary program can be used as one of these three programs.   

● All programs used to meet these pre-requisites must have occurred within the previous two years.   

● The pay for these programs will be the standard fee split listed in the current Standards & 

Practices Manual. 

● To be on the SB for a specific niche, you must document experience related to that niche when 

applying to the SB (in pre-requisites) or when wanting to add a niche to your SB availability. 

Documentation can include resumes (education, training, professional experience), plus 

documentation of life experience and how it will benefit those you train. 

 

So what if someone tries to meet the pre-requisites to be on the SB, but something out of their control 

prevents them from meeting the requirement? Without the intention of being insensitive or flip, the short 

answer is "try again" or "try harder." For example: 

- If no one signed up for a class, then no class occurred, so there are no results to document, so it 

can’t/doesn’t count towards meeting pre-requisites. Try again.  

- If no one turned in evaluations or skill assessments: 

o To prevent this: 

 Withhold certificates and trade for skill assessments and evaluations in class.  

 Let them stay late, if that’s what it takes.  

 Give them the forms the week before.  

 Give them time over break, etc.  

- If you get to the end of the class and have no submissions, people might promise, but not deliver. 

You can record testimonials at the end (audio/video) of class, as a backup to paper evals. (Have 

A/V permission forms on hand, too.)   

- If someone promised to send evaluations later and they haven't, send several reminders. Just keep 

in mind that the longer you wait, the less accurate the evaluation, because they don't remember as 

much. And if you don’t get any evaluation, then there’s nothing to document and you’ll need to 

try again. 

 

2.  Apply to be an RTITI Speaker Bureau Consultant 

The “RTTI-Speaker-Bureau-Consultant-Application” includes the following: 

● A checklist for submission of documentation showing GF has met the above pre-requisites.   

http://relationshiptoolshop.com/leader-training/applicant-info/sp-manual/
http://rt-leader.s3.amazonaws.com/s-and-p/RTTI-Speaker-Bureau-Consultant-Application%282018revisions4SPapproval%29.doc


 

8  

Relationship Toolshop® Standards & Practices Manual ~ RTITI Speaker Bureau ~ Part VI 

● GF indicates the Toolshop® programs he/she is certified to teach. (See the “What Can GFs 

Teach?” section of the S&P GF section.) 

● The applicant indicates what geographic “territory” he/she wants to serve—specifically, 

their local, state, and national interests.  The GF and RTITI Speaker Coordinator will 

jointly decide on the territory a GF is authorized to serve that is not in competition with 

other GFs teaching that Toolshop® program.  Within one’s “territory,” Speaker Bureau 

Consultants or RTITI can market Toolshop® programs, but all scheduling, invoicing, and 

payments must go through the Relationship Toolshop® Speaker Coordinator.   

 

3.  Request Standards and Practices Committee Approval 

The RTITI Speaker Bureau Coordinator, The RTITI Leader Coordinator, RTITI President and RTITI 

Expert who co-authored the Toolshop® curriculum to be taught will screen and recommend GFs to the 

Standards and Practices (S&P) committee for approval to serve on the RTITI Speaker Bureau. If 

additional information or clarification is needed, the S&P Committee will correspond directly, in writing, 

following their procedures. 

 

4.  Complete Speaker Bureau Consultant Probationary Period 

● A newly accepted Speaker Bureau GF Consultant will co-teach the first two Speaker Bureau 

programs with a Certified GF instructor (who may or may not be part of the Speaker Bureau) or 

videotape their solo presentations if no experienced GF lives in their area.    

● If a newly accepted Speaker Bureau GF Consultant is observed in person or co-teaches with a 

Certified GF instructor, the newly accepted Speaker Bureau Consultant receives 40% of the fee 

and the Certified GF (co-teaching or observing) will receive 50%, plus any travel expenses. The 

remaining 10% of the speaker fee is retained by RTITI, per standard GF fee splits. 

Once these probationary requirements are completed, they receive notification from the S&P Committee 

that they have been approved as a (solo) Certified Relationship Toolshop® Speaker Bureau Consultant 

and the programs (niches) they are approved to present. 

 

5. Begin RTITI Speaker Bureau Performance Pay Scale: 

The standard flat fee almost all professional speaker bureaus retain from their speakers is 10-30% of the 

speaker fee. The RTITI Speaker Bureau is unique in that it uses a performance-based pay scale, so 

speakers can earn far more than this standard. 

There are several reasons RTITI opted for a performance-based pay system: 

- RTITI needs to be sure its representatives are conducting themselves as professional speakers. 

“Fair” or “Poor” ratings demonstrate dissatisfactory performance, below the standard of a 

“professional” speaker, and should therefore not be rewarded at the same rate as top-quality. 

- Research shows that people who get paid no matter how they perform don’t always take as much 

pride in their performance or getting outcome results, where performance based pay results in 

better performance. 

- Although being on the RT-SB isn’t a place GFs should seek to “get practice,” (which is why they 

must meet the SB pre-requisites to get on it), the first few times you speak, your performance 

reviews might be lower than once you are seasoned in presenting a particular (or new) curricula. 

Therefore, the pay should be lower, commensurate to your performance. As your performance 

consistently shows it is top-quality, which is what we promise the sponsors, your pay increases. 

- We need performance feedback to identify any training or support needs, which we provide, 

usually free of charge to SB-GFs. 

- We need to develop new or standardize existing curricula that previously was only taught by one 

trainer, so additional trainers can present it. This is an extremely-time-consuming task requiring a 
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high level of specific skills. It’s a task that wouldn’t be necessary if the only presenter was the 

author. Once a curriculum has been standardized, many GFs can benefit from teaching it. So 

although all SB-GFs benefit from having more content to train, they don’t have to pay for this 

service. The higher percentage of fee splits RT keeps initially goes toward compensating for this 

time-consuming, highly-skilled service, provided at no cost to SB-GFs. 

- The higher percentage going to RTITI in the beginning also covers the costs of our time and 

effort to find and cultivate relationships with potential program sponsors, negotiate the best fees 

for the trainer within the sponsors’ budget.  

- Then, the ongoing coordination requires many phone calls, emails, sending handouts, scheduling, 

etc. for each SB workshop. This saves the trainer from having to do all that and also justifies the 

higher percentage going to RTITI when new speaker first comes on board. So by the time they 

are getting the higher percentage, they are more experienced and performing at a consistently 

high level and RTITI has gotten most of their more-expensive tasks completed and their cut 

(lower in later gigs) will just cover those ongoing tasks, like scheduling, sending handouts, etc.  

 

Certified RTITI Speaker Bureau (SB) Consultants earn a minimum of 30% of the fee and can work their 

way up the scale, to 70% of the fee contracted with the sponsor. As the Speaker Bureau Consultants gain 

experience and documented performance results, they advance to the next level of pay. The only 

exception is if they train their own program through the RT-SB (so as not to compete with it). If 100% of 

the content is theirs and 0% is Toolshop®, they will get 90% of the fee and RTITI will retain 10%. 

Performance-based pay means advancement is based on documented performance, so the 

assumption is that a SB GF would not move up if there’s no documentation to warrant the 

advancement. SB GFs move up tier levels by: 

(a) Teaching a program,  

(b) Submitting performance reports to RTITI and  

(c) Their performance meets the criteria and is approved to count towards advancement. 

Our standard procedure is to pay for each program at whatever level has been documented and 

approved. If there’s no documentation of performance standards being met for a program, there’s 

no advancement. Making exceptions needs to truly be an exception, not the rule and not done in 

circumstances when the exception defeats the purpose of the rule, which is to document performance for 

“performance-based” pay.  

The table below outlines this scale, using an example with a $2,500 speaker fee paid by sponsor. Speaker 

fees vary greatly, depending on the target market and the sponsor’s budget, so the actual speaker fee may 

be more or less.  

SB-GFs can set their preferred minimum “take-home” fee they want to receive, per hour or per program. 

We recommend no less than $30/hour. Sometimes this is desirable, if sponsors can provide regular 

ongoing income, even though the first program is free or the ongoing gigs are a lower or non-negotiable 

fee. If a sponsor offers less than the SB-GF prefers, he/she has the option of declining the gig or accepting 

a lower fee, with RTITI getting an adjusted percentage of the fee.  

 

Level % of fee SB Consultant 

Receives: 

If GFs perform at this level, they 

can advance to next level 

Level 1 30% = $750.00 SB Consultant does 5 programs 

at this level with all excellent or 

good performance evaluations 

and an average of 6+ pts. on 
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post-program skill assessments 

completed for full-length 

programs. One of these 

programs can be the Speaker 

Bureau Probationary Program in 

which he/she was the lead 

instructor. 

 

Level 2 40% = $1,000.00 SB Consultant does 4 programs 

at this level with all excellent or 

good performance evaluations 

and an average of 6+ pts. on 

post-program skill assessments 

completed for full-length 

programs. (At least 9 programs 

have been taught by completion 

of this level.) 

Level 3 50% = $1,250.00 SB Consultant does 3 programs 

at this level with all excellent or 

good performance evaluations 

and an average of 6+ pts. on 

post-program skill assessments 

completed for full-length 

programs. (At least 12 programs 

have been taught by the 

completion of this level.) 

Level 4 60% = $1,500.00 SB Consultant does 2 programs 

at this level with all excellent or 

good performance evaluations 

and an average of 6+ pts. on 

post-program skill assessments 

completed for full-length 

programs. (At least 14 programs 

have been taught by the 

completion of this level.) 

Level 5 70% = $1,750.00 70% is the cap/max amount that 

the SB Consultant will earn. 

 

Example: If you are wondering how long it could take to do 14 programs, consider this: Every state has a 

team of trainers for their state protective service caseworkers and foster parents. Their speaking fees are 

lower than other sponsors (Ohio’s fee is $550/day non-negotiable), but trainers usually present workshops 

at least 1-2 time each month, so they can easily do 14 programs in one year. If you are eligible to get into 

your state’s trainer group (usually you need experience in the protective service field), you could get a 

pay increase from the lowest to highest SB pay range in one year. The fees the first year are lower, but 

more frequent, so it boosts you up the pay scale faster. 
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How to Document Performance? 

● A “program” is determined by what is evaluated. For example, if a sponsor asks for a series, 

which includes say 10 workshops and they want people to sign up for the entire series to get credit 

and they want their participants to only fill out one evaluation for the entire series, then that entire 

series is considered the “program.” Obviously, it would be better for the SB-GF to have each of the 

10 sessions evaluated so they can move up faster. Also obvious, is that the SB coordinator would first 

ask the sponsor if we could have evaluations of each session. If they object, the SB coordinator may 

ask someone already at a higher level to fulfill the contract. Only after those other options have been 

pursued would the SB coordinator ask someone at a lower level to teach that much without moving 

up a level. The SB committee has considered things like point systems, etc, but it would just further 

complicate things. We also considered having a longer program like that counted by the hour, but 

with only one evaluation, there wouldn’t be any way to evaluate one or several hours at a time. We 

want you to move up the levels, but the sponsor’s needs and preferences take precedence. You 

obviously have the option to say no to such a program if you don’t like the pay you’d get. Or you can 

do it to show you are willing to do whatever the sponsor wants and are willing to speak at a rate that 

you likely wouldn’t get paid if you were arranging your own programs in the community. It’s a glass 

half full or empty issue.  

 

● To qualify for each next level, a Speaker Bureau Consultant uses performance evaluations from 

their RTITI Speaker Bureau engagements. Non-SB engagements do not qualify unless they are 

exactly the same program. For example, teaching a parenting class to the public will help you qualify 

to get on the SB, but not to advance through the SB levels. SB gigs come from the SB Coordinator 

and are tracked. Those are the programs that qualify to move you up the SB pay levels. Remember, 

the SB is separate and in addition to your other GF speaking engagements. 

 

● All programs offered through the Speaker Bureau must have evaluations turned in at the end 

of each program. 

● If the sponsor has their own evaluation forms, the Speaker Bureau Consultant is to ask the 

sponsor for a summary of the evaluation results. RTITI will honor the sponsor’s form and 

will determine the rating scale conversion needed to meet performance standards. 

● If the sponsor doesn’t have a program evaluation form, the Speaker Bureau Consultant is to 

get permission from the sponsor to use the standard Toolshop® program evaluation form (in 

the Skill Assessment Packet), which can be modified, if needed. 

● Always check at the beginning of the class to see evaluations have been provided. If not, ask 

for them to go make copies. If they don’t have any, always have a supply of Toolshop® 

evaluation forms on hand, or at least one, for them to copy and use. The SB-GF would then 

prepare an Evaluation Summary Report in the Skill Assessment Packet to submit. (Skill 

assessments are Toolshop® specific, so they are always provided by the RT Leader.) 

● If the sponsor doesn’t want to do evaluations, the SB Coordinator or the SB-GF on site can 

ask the sponsor if you may ask at the end for evaluations, because your pay depends on it. 

● You may withhold any Toolshop® certificates pending receiving evaluations or skill 

assessments. You may not withhold any certificates the sponsor might give out, like 

continuing education hours.  

● If you teach a program with no evaluations, you will get paid at the rate you were at the 

previous time you taught and it will not count towards advancement in the performance-based 

pay scale.  

● If at least one person turns in an evaluation, you get credit towards advancement. 
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LOGISTICS OF THE RTITI SPEAKER BUREAU 

 
MARKETING 

The Speaker Bureau Consultant or RTITI Speaker Bureau Coordinator does the following: 

● Compiles a list of potential sponsors in an area that are known to have funding or speaking 

opportunities for the type of programs offered by RTITI. (An example of a Sponsor would be 

schools.) 

● Contacts potential sponsors about booking one of the Toolshop® programs. 

● Calls the potential sponsor to give them a heads-up call that we are mailing information, 

so it's not perceived as junk mail. 

● Sends potential sponsor a brochure that is professionally written/designed by RTITI. It 

can have links to detailed info on-line, but fees and bookings are discussed directly, by 

phone or in person. 

● Calls potential sponsor a week after mailing the brochures, to follow-up and answer any 

questions they might have. (The RTITI Speaker Bureau Coordinator has scripts and 

suggestions to follow.) 

● Generally speaking, the programs with the highest income potential (i.e., colleges, schools with 

Title I funding) are the ones RTITI will most aggressively market and coordinate most of the 

logistics for the RTITI Speaker Bureau Consultant. 

● For community programs in the Speaker Bureau Consultant’s local area, RTITI will provide 

materials, guidelines, and support, but since marketing is about relationships, not selling, 

someone local is far better equipped to develop and maintain community relationships than 

RTITI can do from afar. 

RTITI expects a minimum amount of help from Speaker Bureau Consultants in order to market 

programs for them, especially in their local area. This entails tasks such as sending database 

information to RTITI and providing any requested information. 

If the SB Consultant does not assist in the minimum amount of marketing mentioned above, it may 

take RTITI longer to start setting up contracts for them. Since there will be more work for RTITI to 

do, it will take longer for the SB Consultant to start getting speaking engagements and move up to the 

higher speaker pay scale. 

If the SB Consultant does more than the minimum amount of marketing, such as initiating phone 

calls, printing and sending their own brochures, etc., he/she will likely advance more quickly to upper 

levels of the performance pay scale because of the increased potential for speaking engagements. 

RTITI is willing to provide additional materials, training, and support for GF Consultants willing to 

market Relationship Toolshop® programs (whether they are part of the Speaker’s Bureau or not.) 

Speaker Bureau Consultants will be introduced to organizations in which RTITI already has 

relationships, to help them get into that organization to teach programs. 

 

When a sponsor requests a program, RTITI matches the request with a SB Consultant who has “Active 

GF” status (has paid their liability insurance portion, renewed their license, not had their license go 

inactive, etc.). The criteria used to match a SB Consultant with a request is based upon the following 

criteria, in this order: 

1.  Territory 

2.  Curricula SB Consultant is certified to teach and has observed being taught. 
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3.  The most qualified SB Consultant, based upon performance evaluations, for the fee offered. 

 

Here are the criteria used for making decisions at each step: 

 

1. Territory: 

● The S&P non-competition clause will be adhered to at all times. (See page 19 in Part I: Introduction 

section of this S&P Manual.) 

● SB Consultants will be contacted for a speaker request based on territory first. If more than one SB 

Consultant serves that territory, the RTITI Speaker Coordinator will look to see which curriculum 

each SB consultant is authorized to provide.  (See next point.) 

 

2. Curricula 

● SB Consultants will be listed according to the curricula they are certified to teach (examples of 

curricula areas are: Foster Parent’s Toolshop®, Teacher’s Toolshop®, and Caseworker’s Toolshop®). 

● If a SB Consultant is certified to teach more than one curricula or has a special area of expertise, then 

that Consultant will be listed under each curricula area he/she is certified to teach. 

● GFs are certified to teach niche-specific Relationship Toolshop® programs, based on their choice. 

They may not be required to have direct experience in that area to be a certified GF. A SB 

Consultant, however, must also have knowledge, training and/or experience in a niche in order to be 

accepted to teach that niche-specific Toolshop® programs as a Speaker Bureau Consultant. For 

example: 

● To teach The Teacher’s Toolshop® program, the SB Consultant needs to have special knowledge, 

training and/or experience in the school classroom, understand issues teachers face, and have 

real-life examples he/she can use. 

● To teach The Foster Parent's Toolshop® program, the SB Consultant needs to have knowledge of 

foster parent issues and/or training and/or experience in protective service or foster care/adoption. 

● To teach The Caseworkers Toolshop® program, the SB Consultant needs to understand the court 

system and have knowledge, training and/or experience as a protective service or juvenile court 

professional, working with both clients and staff. 

● Other curriculum areas would be similar.  If special knowledge or expertise is needed, then SB 

Consultants will need to document that in their application, in order to teach that particular 

curriculum area program. 

● A SB GF may be certified approved to train a particular curricula or niche, but if the SB has 

workshops different than or in addition to what they observed and practiced teaching during their 

certification process, they must observe another SB-GF or the author/co-author teaching the 

curriculum. This observation may be live or on-line. 

● RTITI owns the curricula being taught through the SB. If a SB-GF is also a CC or Expert and they 

develop a curricula using or incorporating any Toolshop® teachings, that 

program/workshop/curricula becomes part of RTITI’s content collection. A SB-GF who helped 

develop a new program/workshop/curricula will always be the first choice to train that 

program/workshop/curricula if they are able and choose to. They may not, however, be the exclusive 

trainer for that program/workshop/curricula. This allows us to expand and scale to other regions. (See 

the CC or Expert sections information related to compensation for content creation/co-creation or 

profit splits.)  

○ If a SB-GF develops a program/workshop/curricula after they are already on the RT-SB 

for one of the SB sponsors and it has no Toolshop® content in it, they will own the 

copyright to the content, but must train it through the RT-SB. All requests for this 

program shall go through the RT-SB. This prevents violating the inter-team competition 

clause in the Introduction. The fee split for that program only will be 10% to RTITI and 
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90% to the SB-GF. If resign from the RT-SB or are for whatever reason no longer a 

certified and actively licensed GF, they must update the program to assure there is no 

Toolshop® content, not even content that is “similar,” or it will be in violation of the 

NDA. It must all be original content unrelated to Toolshop®. They must properly cite 

anything from Toolshop® just as any other person outside RTITI must. If the RT-SB 

wants to continue offering that program through the SB, it must get permission from the 

exiting leader and that leader may choose to negotiate continuing to receive a percentage 

of the percentage fee split that RTITI keeps.  

● If no SB Consultants in the sponsor’s territory are certified to teach the requested program, then the 

Speaker Coordinator will look to the next nearest territory for a SB Consultant who is certified to 

teach the requested program. 

● If more than one SB Consultant in the sponsor’s territory is authorized to teach the requested 

program, then the RTITI Speaker Coordinator will look to see whose performance ratings are the 

highest. (See next point.) 

 

3. Performance 

● SB Consultants who are the most skillful and have received the best performance evaluations will be 

chosen for the highest paying Speaker Bureau positions.  

● If a sponsor offers a lower speaker fee than RTITI usually requests/receives, then RTITI will match 

the program/sponsor with a less experienced SB Consultant. The sponsor doesn't pay as much, so 

they don’t expect to get authors or national speakers and the SB Consultant gets practice so he/she 

will qualify for higher-pay rates. 

● RTITI’s contract states that sponsors are to provide evaluations to RTITI after each program. Yet, it is 

the SB Consultants’ responsibility to double-check the sponsor’s intent to do this before the program, 

the day of the program, and to obtain any copies of performance evaluations from the sponsor after 

the presentation. 

● Sponsors or SB Consultants must submit performance evaluations to RTITI within 30 days of the 

completion of the program.   

● If the sponsor already provides a different evaluation method, their method can be used if it provides 

generally the same information as Toolshop® evaluations  

● Other performance issues that could impact being asked to speak or moving up the pay scale may 

include: 

○  Cancelling after already agreeing to train, unless a true emergency, and even then that 

should only happen once every few years!!! That SB speaker and others could lose their 

future contracts due to one speaker doing this. It reflects on all who are training for the 

same sponsor. Sponsors remember. 

■ Note, in our contracts, we have a phrase that we have the right to substitute under 

emergency situations. But not all sponsors agree to this clause. 

■ For sponsors where we are using their contract, the reason has to be serious 

illness, death, and the sponsor decides if a substitution is allowed. 

○ ·         Canceling for non-emergency or frequent cancellations (pattern) will result in  

■ (a) Being asked later than other SB speakers and  

■ (b) Removal from SB bureau. 

○ Asking for exceptions, special treatment or negotiating standard policy (especially if it’s 

repeated) 

○ Repeatedly saying “no” to requests. (Leader will not be the first to be asked, and may be 

only offered opportunity if everyone else says “no.”) 
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SPEAKER BUREAU CONTRACTS 

Part of being on the speaker bureau is to get experience as a professional speaker, which isn’t always as 

lucrative or glamorous as people may think. Divas don’t get asked back, while speakers who are easy to 

work with, non-demanding, and put the sponsor’s needs first will be. Part of the learning curve also 

involves realizing you aren’t an employee who can expect the same pay, all travel expenses covered, etc. 

That’s not how being a consultant works. So here’s how it does work, realistically and practically. 

The master speaker bureau contract includes several standard provisions, including those related to 

payments, late fees, cancellations, etc. This section outlines how these policies play out in real-life, given 

some of the different policies sponsors may have. 

When you agree to present a program through the RT-SB, you will be sent a contract to review the details 

in writing. You might see it before it’s sent to the sponsor for signing, and will definitely see it after it’s 

been signed.  

 

Determining Speaker Fee Rates: 

 

During the time the SB-GF is moving up through the performance-based pay levels, the speaker fee rate 

that is listed in the contract will be the minimum the SB-GF will get. This is because some engagements 

can be scheduled 6-12 months in advance. Their pay level on the day they agree to present the program 

might be lower than what level they will be in 6-12 months, once they have fulfilled other contracts. Their 

pay level at that time is also not something definite, because a scheduled program could be cancelled or 

the documentation needed for advancement might not be submitted, or it is but doesn’t qualify for 

advancement. By not “locking in” the pay rate at a lower rate, it allows the SB-GF to be paid at the 

highest possible rate as of the day of service.  

Specifically, here’s how it would work: The SB-GF’s pay levels are tracked on a google doc (or 

some other shared cloud-based document), so both the SB Coordinator and SB-GF are always on 

the same page about where is their pay rate. The SB speaker contract will state the current 

payment level the SB GF has earned at the time of booking, which would be the minimum rate the 

GF would be paid. The contract will state this is a “minimum” rate, so if the GF successfully 

moves up to a higher SB tier level by the time the payment is ready to be made to the SB GF, the 

GF will be paid at the highest tier level he or she has been approved to earn, based on 

documentation received and approved prior to the payment date.   

 

Speaker Fee Negotiations: 

● The SB Coordinator will always attempt to negotiate with the sponsor the highest fee plus any 

travel expenses for the SB Consultants. Once the fee and terms are agreed upon, that offer will be 

presented to the SB Consultant, who may not ask for it to be further negotiated and must base 

his/her decision on the offer presented to them. This is because further negotiations with the 

sponsor can damage future opportunities for all Toolshop® SB Consultants. The best possible 

terms are always negotiated, but not all the terms we ask for may be agreed to by the sponsor. 

Therefore, saying “yes” shows a willingness to meet a sponsor’s needs, which is a valuable 

characteristic of easy-to-work-with speakers. 

● The SB performance-based speaker fee scale itself is non-negotiable.  If SB Consultants want an 

engagement to apply toward moving them farther along the performance-based fee scale, they 

will accept the fee the sponsor agrees to pay at the fee-split rate that SB Consultant has reached. 

This allows for perfectly-clear expectations and helps the SB Coordinator avoid lengthy middle-

http://jodyjp.s3.amazonaws.com/speaker/MASTER-RTITI-Contract-with-edit-prompts-secure.pdf
https://docs.google.com/spreadsheets/d/1oiZSX8oyfSJl8kVV5_fEbX5SyaPWv1yDfdhAchIRtwM/edit?usp=sharing
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man negotiations with both the sponsor and SB Consultant, which can damage relationships with 

both. 

 

Travel Expense reimbursement: The standard speaker contract states the expectation that speakers are 

willing to travel up to 50 miles one way, without any travel expense or gas mileage reimbursement, 

Beyond 50 miles, the SB Coordinator will request the sponsor reimburse travel expenses, based on 

commonly available standards, to prevent time consuming research each time, such as:  

○ Car travel: IRS standard mileage rates 

 

○ Lodging standard U.S. Government per diem rates. If the sponsor is paying for lodging, 

some will require the speaker to stay at a particular location (i.e. a specific hotel, or a 

hotel chain and not a VRBO, AirBNB, or condo that involves renting from a private 

owner). The SB Coordinator and RTITI cannot control or change a sponsor’s policy 

about this. This is often a non-negotiable sponsor policy, due to liability issues for them. 

Trying to circumvent it can only get the sponsor in trouble with their funders, which will 

damage the relationship with RTITI and jeopardize future contracts with that sponsor for 

all SB Consultants. Therefore, SB Consultants may not request lodging at a specific 

place, If the sponsor provides a generic lodging expense, without any stipulations as to 

where the speaker can stay, then the SB Consultant can use this payment to stay wherever 

they choose as a private citizen and not under the name of RTITI or the sponsor/. 

 

○ Airfare: An estimate shall be found from a travel search engine to see the average cost. 

(These show results from many travel booking sites, such as Kayak, Hipmunk. Google 

flights, Mobissimo, etc.) Flights that leave before 6 a.m. or in the evening and result in 

being a red-eye flight or that have 4+ hour layovers can be excluded. This “most 

reasonable” rate is what will be used for the reimbursement request. Once the contract is 

signed, the SB Consultant can book his/her own flight, choosing a different flight than the 

one used for the estimate. If the rates have changed (for better or worse) they will still 

receive whatever was paid to RTITI for the airfare. It’s up to SB Consultants if they want 

to choose fights with cost-saving features (like red-eyes or longer flights), to receive the 

amount paid but not spend that amount. Sometimes, the sponsor will want to use their 

own travel services, doing the booking. In these cases, the SB Consultant can make their 

preferences known (like a window seat), but may not be guaranteed to receive them. 

 

○ Rental cars: Unless a speaking engagement is speaking at the same location as the hotel 

they are staying in, the SB Coordinator will request a sponsor pay for a rental car for the 

days of service. If the sponsor offers to provide transportation, RTITI will usually accept, 

often asking if the speaker fee can be slightly higher since they are saving this expense. 

■ If the speaker chooses to rent a car on their own, to have more freedom and 

independence, or to arrive or depart earlier or later to sightsee, then those days of 

rental will not be included and are to be paid for by the SB Consultant.  

■ If the sponsor books the speaker to perform services on days in which a weekend 

falls (i.e., a Friday and weekday(s) of the following week), then the sponsor 

would be asked to pay for a weekly/weekend rate and the speakers could use the 

car during their time off to sightsee, at their own fuel expense.  

 

● If a sponsor refuses to pre-pay or reimburse travel expenses, the SB Consultant should base their 

decision to accept or decline the opportunity to speak knowing travel expenses will not be paid,  

https://www.irs.gov/tax-professionals/standard-mileage-rates
https://www.gsa.gov/travel
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● If the SB Coordinator knows travel won’t be included, he/she may try to negotiate for a 

higher fee or additional training opportunities at or near that location, to provide more 

income without more travel, thereby providing additional income gained from one trip./  

 

● If travel reimbursement is not an option or the request is denied: 

○ The SB Consultant shall not ask for any further negotiations to be made on 

his/her behalf. 

○ The SB Consultant may take the initiative to seek additional income-generating 

activities near, around, or on the way to/from the speaking location (not with the 

sponsor in question, as the SB Coordinator would have already asked).  

○ These additional speaking engagements are to be handled according to the type 

of event it is: SB engagements should involve the SB Coordinator and non-SB 

events can be arranged by the SB Consultant directly, as a GF (i.e. speaking at a 

school or church in the area) or private citizen (doing some legal, ethical income-

generating activity while you are in the area (like doing a Tupperware party for 

your cousin who lives on the way home). / 

 

SB Speaker cancellations and coverage  

The speaker contract outlines any partial fees or penalties the sponsor will pay for cancelling an 

engagement, depending on how far out the program is cancelled. We will address here, our policy for a 

speaker cancelling.  

The individual who originally accepted the gig is responsible for arranging coverage, unless they are 

physically/mentally unable to (i.e., in the hospital or unconscious), in which case the SB Coordinator 

would take responsibility. The SB GF who first had the gig can contact other SB speakers who are 

authorized to teach that curriculum (or if it’s one of the universal UB topics any PT GF can teach it, even 

if not on the SB, as a one-time exception). It is assumed that the fee split would be whatever the coverage 

SB trainer or GF would usually make (based on SB level or standard GF fee split).  

 

If coverage is not arranged and a SB GF cancels or wants to reschedule without first trying to arrange 

coverage, this creates major issues for sponsors who have already publicized the original date and have 

registrants expecting to receive training hours on that date. Therefore, the following consequences will 

occur: 

- If the SB GF is a no-show, they are permanently removed from the SB and can never be on it 

again. 

- If the SB GF cancels at the last minute and coverage can’t be arranged in time OR the SB GF 

arranged for coverage at the last minute but circumstances are such that advanced coverage could 

have been made, the SB GF needing coverage will be asked last for future SB gigs. 

- If the SB GF arranges for coverage in advance, with time to inform the SB sponsor or get their 

approval for a replacement trainer, there will be no negative consequence to the SB GF needing 

coverage, unless it becomes a problematic pattern (occurs more than 3x in a year (12-month 

period). 

 

Payment dates: The SB contract requests all speaker fees be paid at the time service is rendered and for 

travel fees to be paid up-front, so reservations can be pre-paid. Often, however, the sponsor has their own 

payment rules, such as all payments being made after services are provided, which could incur interest on 

travel reservations made with credit cards. 

● Once payment has been received by RTITI, the SB Consultant will be paid his/her fee split at the 

next RTITI pay date, which is the 10th and 25th of each month.  
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● If the sponsor pays the travel fees directly to RTITI, rather than paying for it directly with the 

airline, hotel, etc., the payment will be forwarded to the SB Consultant who will fulfill the 

contract.  

● Unfortunately, it’s not uncommon for the sponsor’s internal accounting mandates to prohibit 

payment for services that have not yet been delivered or any travel related to it. Therefore, it 

could be 30-90 days before payment is received by RTITI. This means the SB Consultant may 

have to pay out-of-pocket to book travel or pay credit card interest if the sponsor doesn’t pay in 

advance or within 30 days. This is the sponsor’s policy, RTITI has no control over it, so it is part 

of the terms of the offer made to the SB consultant, which can be considered when deciding 

whether to accept or decline the offer to speak. 

● Since these policies allow the SB consultant to know what rate was agreed upon in the contract, 

he/she can move forward making reservations, knowing how much will be reimbursed and 

approximately when. 

 

Last-minute changes not reflected in the contract 

If a sponsor changes the program they want taught after the contract has been signed by the trainer, the 

trainer would be expected to teach whatever the sponsor wanted that day, if they are qualified to do so. 

Same if you show up and they expect a different program. You train what they want as long as you are 

approved to do so. If the change works to your favor, you will benefit and be happy. If the change does 

not work in your favor, the sponsor’s needs/preferences supersede the trainer’s and the trainer is expected 

to be flexible and do whatever the sponsor wants without complaining or expecting to get credit for 

something other than what they actually taught. If at trainer is inflexible, then the trainer will be less 

likely to be asked to train in the future. 

 

In summary, the SB Coordinator will do their best to negotiate the best speaker fee and expense 

reimbursement for the SB Consultant. If that rate is too low, or won’t include travel expenses, then 

the SB Consultant has the option to not accept the offer, without penalties. RTITI can only offer 

what it is given. So if a sponsor refuses to include travel expenses, RTITI won’t add on or deduct such 

from the fees or negotiate different fee-split percentages. If you think about there being 100+ speakers in 

the bureau, it’s easy to see how quickly it could become a time-intensive accounting nightmare if every 

SB Consultant tried to negotiate each aspect of the terms they are offered. Working within the constraints 

of sponsors’ budgets and policies is a reality of being a professional speaker, will result in more speaking 

engagements, better reviews, and move you faster into the higher performance-based pay ranges. 

There are admittedly some down-sides to being part of a speaker bureau, such as having to accept offers 

with sponsors who have non-negotiable payment policies, due to their funding sources or government 

status, The up-sides, however, far outweigh these, making speaker bureaus great win/win opportunities if 

you are fortunate enough to be accepted into one,  

 

FUTURE CONSIDERATIONS 

 (These aren’t policies, just FYI, to encourage you to set a goal to be a SB Consultant.) 

RTITI wants to build its Speaker Bureau to have more trainers who can train on a variety of topics. The 

following opportunities are one RTITI would like to pursue, but needs more SB Consultants with these 

special areas of topic expertise before RTITI can pursue them. 
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Also, because there are so many opportunities in these areas and additional marketing and paperwork 

involved, RTITI would need to hire someone to be the exclusive Speaker Bureau Coordinator (right now 

one person is serving in other roles, too.) 

College Speaking Circuit “Agent”: 

● GFs who have skills/talents/expertise in topics that would be of interest to college students and their 

parents can earn big fees in the college speaking circuit. Many speakers don’t know about these 

opportunities or do but don’t want to do all the marketing required. As a result, RTITI and potential 

SB Consultants are missing $2,000-$10,000 a day speaking engagements! 

● RTITI has training on how to get into this market, but does not currently have speakers with the 

knowledge, expertise, or program curricula in college-related topics that get high-paying bookings, so 

RTITI has not gotten into this arena. (RTITI can share a list of these topics. Some include stress 

management, conflict management, goal setting, etc. (all with a focus on college-related issues). 

● Leaders who have skills/talents/expertise in topic areas that could elicit big fees in the college 

speaking circuit and have met the SB pre-requisites can discuss with RTITI the possibility of the 

RTITI Speaker Bureau representing/marketing them to the college market for a fee split. That would 

be like having an "agent" who handles all the marketing! 

 

Government Contracts: 

There are millions of dollars available for trainers willing to provide training for the government. RTITI 

has had discussions with a company that prepares all the paperwork to get accepted into the list of 

providers. They said many of our topics (even parenting) have many requests for trainers. 

The cost of having someone else handle the GSA application/approval process is expensive, so RTITI 

would want to be sure it had enough SB Consultants who could accept government training opportunities, 

to recoup the investment. Without being a RTITI SB Consultant, the time and expense of individuals 

getting on this list is likely prohibitive. 

While the speaker fees for these programs are extremely high (like the college speaking circuit), the 

number of potential contracts is more than what any one or two SB Consultants could handle. So RTITI is 

hoping each of you considers “going the extra mile” to qualify for the RTITI Speaker Bureau and travel 

to some of these opportunities. 

 

------------------------------------------------------------------------------------------------------ 
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This Standards and Practices Manual provides the most detailed information about the various forms of 

Relationship Toolshop® instructor certification. Publicity materials and application packets may only offer 

summaries, for reader-friendly information to assist in deciding to get more information about this unique career-

building opportunity. 

To continue reading the Standards & Practices Manual, go to: http://relationshiptoolshop.com/leader-

training/applicant-info/leader-applicant-information/ and click the link for other sections: 

Part I: Introduction 
Part II:  Content Contributor (Non-Leader Opportunity)  
Part III: Universal Leader Policies  
Part IV: Advisors 

Part V:  Group Facilitators  
A. Group Facilitators: Private Consultant providing training programs to the Public 

B. Group Facilitators: Employees of Non Profit Organizations providing Toolshop® training programs to 

their own clients  

Part VI: Speaker Bureau Policies 

Part VII: Trainer-Of-Trainer Certification Process 

Part VI: Certified Relationship Toolshop® Expert 

 

 

 

 

 

 

 

 

 

 

Jody Pawel, the author of The Parents Toolshop® and founder/President of Relationship Toolshop® International 

Training Institute, and the Standards & Practices Committee hope this manual has answered any questions you 

have about being a Relationship Toolshop® Leader. If you have any further questions or concerns, feel free to 

contact the Standards & Practices Committee at S&Pcommittee@RelationshiopToolshop.com or (937) 748-4541. 
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