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Team-building events take center stage at meetings

BY JANE ADLER

eam-building is back.
I At itsannual winter meeting, the Chicago-based IT con-

sulting firm Acquity Group LLC holds a team-building
event o bolster corporate goals. One year the company’s 190
employees were divided into 12 teams and then told to build a
mountdin. The theme: “Summit 2010,” referring to the company’s
objective to hit revenues of $100 million by the year 2010,

Each team had $100 to spend at a “hase camp,” a table with silly
materials such as toothpicks, hangers, toilet paper, and “anything
vou could find in the dollar store,” according to Jim Newman,
Acquity’s executive vice president of delivery services.

Teams had an hour to construct a mountain. Buf every 15 min-
utes a whistle would blow and an unforeseen event would occur—
just like real life. In
one instance, leam
captains were allowed
to raid items from
other teams’ tables. At
the end, the moun-
tains were judged on
realism, corporate
branding, and cre-
ativity. One feam
even built a person
into their peak.

“It was hilarious,
crazy and goofy,” says
Mr. Newman, who, at
the last meeting, had
employee teaims build
little sailboats to race.
“It also helped us
reinforce the objec-
tives of the company.”

After falling out of favor with meeting planners in the late
1990s, team-building programs are popular once again.
Corporations want ways to keep employees involved and get them
talking to each other. The recent wave of mergers and globaliza-
tion have otily accelerated the trend, experts say. Today’s workers
have to be able to get along with a variety of people across depart-
ment, company and even national houndaries.

But today’s team-building programs are different from the old-
style programs of the past. Those tended to emphasize the physi-
cal (think falling backwards into the arms of a stranger) which
often drew sighs from skeptical employees.

Now the trend is toward collaborative programs, such as cook-
ing where teams create meals together and then share them.
Another example: orienteering programs—some based on reality
TV shows like “The Amazing Race”—where members work
together to find a destination using clues. Or, teams may spend a
day working for a charity, say, helping to build a house for Habitat
for Humanity.

“There’s a real focus foday on team-building for a purpose,” says
Dick Axelrod, president at the Axelrod Group Inc., a Wilmette
consulting firm.

Though many team-building programs are designed to help
workers 1o get to know each other, some events have serious
corporate objectives. A popular new program, for instance, is
“Speak Easy,” offered by the Corporate Learning Institute Inc., of
Lisle, a corporate training and development firm. For the event,
the meeting room is divided into small seating areas with com-
fortable living room furniture. A wait staff serves desserts. Groups
of five to eight people sit together and have a relaxed conversation
about a serious topic, such as mentoring or leadership.

Each small group has a facilitator to guide the discussion. The
session lasts about two hours and participants not only get
know each other, but also generate real ideas that are funneled
back to company managers. “Gone are the days of silly corporate
Olympics,” says Tim Buividas, chief executive at the Corporate
Learning Institute.

Software  consulting
firm Model Metrics LLC,
Chicago, uses team-build-
ing evenfs at its meetings
to recruit and retain
employees. The firm com-
petes for workers with
high-profile firms such as
Agcenture and McKinsey
& Co., according to Model
Metrics President Adam
Caplan. “It's critical that
people love working here.”
The events generate a
positive buzz in the con-
sulting community, Mr.
Caplan adds. The events
also encourage interaction
between employees on the
technical side of the business and those in consulting,

Recognizing that not everyone likes the same activities, Mr.
Caplan alternates action-oriented events with more peaceful pur-
suits. Not long ago, the group raced go-karts at Chicago Indoor
Racing in Buffalo Grove. Another time the group took a cooking
class ar the downtown Macy's store.

Meeting planners have a wide array of program choices. Hour-
long events can be squeezed into half-day sessions; longer events
can take up as much as a day at a big convention.

Teambonding.com opened an office here in Chicago last
October. Calling itself the team-building department store, the
service otfers 65 different programs. “We try to stay on top of
trends,” says David Goldstein, owner of the Boston-based compa-
ny. Popular program themes are reality and survivor-type events
based on TV shows. For one client, the company created a film fes-
tival. Employee teaims, in Chicago, Barcelona and Singapore, were
given a camera and told to make a movie about a new product.
The movies were then shown at a dinner which incduded an
awards ceremony.

New York-based City Hunt LLC just opened a Chicago opera-
tion, offering a corporate adventure that uses city landmarks as a
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Chicago Trolley Company
615 W 4Lst Street
Chicago, 1L 60609
Phone: (773) 648-5000
Weh site: chicagorrolley.com
E-mall; john. curran@codachusa.com
Vehicles and Capacily: Largest trolley (leer in the
Midwest. Seats 32 passengers.

Chicagoland Transportation Solutions
117 §. Cook Street, Suite 326
Barringron, 1L 60010
Phone: (847) §54-901 3
Weh site: chicagotransporisolutions.com
E-mal: infonhatiot[@c[l:imgn[rmq:ortsoluﬂens.com
Vehicles and Gapacily: Sedins, limousines, vians, mini-
coaches, motorcoaches.

Coach USA Chicago
4400 §. Racine Avenue
Chicago, 1L 60609
Phone: (773) §90-2097
Weh site: coachusa.com

Colonial Coach Lines
1600 W, James Drive
Mounr Prospect, 1L 60056
Phone: (847} 593-7600
Weh site: coloniilcoach.com
E-mail; info@zolomalsoach.com
Vehicles and Capacity: 45-57 pass. coaches.
Prices: $300-$800

Concierge Car Service
700 8. Des Plaines Avenue
Chicago, 1L 60607

Phone: (312) 408-0800
Weh site: conciergecarservice. com
E-mail: info@conciergeca rservice.com
Vehicles and Capacity: Lusury & exotic cars & SUVs,
2-7 person capacity.
Prices: Duily rates from $179.

Continental Airport Express

1200 W. 35th Street

Chicago, 1L 60609
Phone: (773) 247-1200
Web sfte: dirportexpress.com
E-mail: shutile@airportexpress.com
Vehicles and Capacity: Vans, limos, mini and motor
coaches.

Grown Cars and Limousines
30 S, Wacker Drive, Suite 2600
Chicago, 1L 60606
Phone: (847} 803-0005
Weh site: crowncodch. com
E-mail: crowncars@sheglobal.net

Delaware Cars and Limousines
3235 W. Lake Street
Chicago, L 60607
Phone: (312} 337-2800
Weh site: delawarecars.com
E-mall: info@delawarecars.com
Vehicles and Capacily: Sedans, vans, limos, SUVs,
buses.

Greyhound Lines Charter Services
15110 N. Dallas Parloway
Dallas, TX 75248
Phone; (500) 454-2457
Weh site: grevhound .com
E-mail: charters@grevhound.com
Vehicles and Capacily: 47-passenger buses.
Prices: $365 and up.

Lamers Bus Line
1122 W. Boden Court
Milwaukee, W1 53221
Phone: (800)) §22-3550
Weh site: golamers.com
E-mail: deanh@gnlamers.com

Metropolitan Limousine, Inc.
845 North Michipan Averus
Water Tower Place
Chicago, 1L 60611
Phone: (312) §08-8000
Web site; metropolitanlimo.com
E-mail: reservations@metropolitanlimo.com
Vehicles and Capacity: Lincoln Town Cars. Mercedes
S-hady sedans, 6 & & passenger Lircoln limou-
sines, SUVs, vans, mini-buses and coaches.

@
min-america

Mid America Charter Lines
2513 E. Higgins Road

Elle Grove Village, 1L 60007
Phone: (800) 323-0312
Weh site: bus-charter.com
E-mail: golfiesz@earthlink.net
Vehicles and Capacity: 24. 36, 46. 56 & 700,
Prices: $375-$822
As a fimily owned and operated service since
1947, we have expanded from a schaol bus
company in rural Uinois into 2 complete trans-
poriztion company providing economy to Hrst
class ground transpartation for groups in
Chicagn, Dallas and Denver. Specialist in golf,
ski and technical visits.

Midwest Transit System
7800 College Drive, Suite 3
Palos Heights, 1L 60463
Phone: (708) 448-7822
Web site: midwestiransitsystem.comy

My Chauffeur Limousine
2500 E. Devon Avenue
Elk Grave Village, 1L
Phone: (6§47} 376-6100
Web site: nuychauf com
E-mail: lisa.thde@ecarev.com

Northwest Limousine Service
9950 W, Lawrence Avenue, Suite 314
Schiller 'ark, 1L 60176
Phone: (847} 671-5444
Weh site: oharelimousine.com
E-mail: chiphare@aol.com

0'Hare Midway Limousine Service
1419 Lake Cook Road, Suire 130
Deerfield, 1L 60015
Phone: (§47) 948-8050, (500} 468-0211 (out of
state)
Weh site: ohare-midwav.com
E-mail: grparker@ohare-midway.com
Vehicles and Gapacity: §4 sireich lirousines/sedans.
Seven 21-25 mini-coaches.

Pioneer Coach Lines
8770 W. Bryn Mawr Avenue, Suite 1300
Chicago, IL 60631
Phone: (773) 774-1100
Weh site: poneercoachchicag.com
E-mail: info@pioneercoachchicagn.com

Pontarelli Companies
2225 W. Hubbard Sireet
Chicago, 1L 60612
Phone: {00} 322-5466
Web site: pontarelliuschicago.com
E-mail: resv@pontarellischicago com

Royal American Charter Lines
17727 Volbrecht Road
Lansing, M1 60438
Phone: (800} 323-5281
Web site: rayalride.com

Starlight Express Coaches
13720 5. Kostner Avenue
Crestwood, 1L

Phone: (708} 4.50-3360
Web site: starlighrexpresscoaches.com
E-mail: starlightexpress@sheslobal net
Vehicles and Capacity: 11 vehicles 18-57 pass.
Prices: $390-8695

The Trolley Car Company
183 Oak Sireet
Elmhurst, IL 60126
Phone: (630) 617-9398
Web site: trolleyciannet
E-mail: tralleycars@sheglobal .net
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backdrop. Teams solve a series of chal-
lenges, including one that gives each teain
a list of images to captrure on digital cam-
eras.

Fun-type team events cost anywhere
from about $30 to $200 per person,
depending on the program. Custom pro-
grams with a serious business objective
and follow up consultations can cost as
much $10,000 a day.

As fun as some of the events sound,
managers say there are always those who
are hesitant or downright hostile about
joining in. At insurance company Aflac
Inc., Ilinois managers have a quarterly
meeting that indudes a team program.
“You always have negative individuals who
are not willing to participate,” says Tommy
Johnson Jr., state sales coordinator. Most
offen, skeptics join in, he says, but their
attitude isn't right. “We try and get them to
go dlong as best we can. It’s our responsi-
bility fo come up with ways (o get them
involved.”

No-fail dactivities at the outset {icebreak-
ers) can help boost participation. For
example, consultant Susan Heathfield, of
Williamston, Mich., asks small groups to
find 10 things they all have in common. “Tt
gets people laughing and helps theimn focus
on commonalities,” she says. Another strat-
egy—one that works well with teams that
have a serious project to tackle—is to have
the team create rules for the group.

In order to elicit cooperation, meeting
planners are also careful about event tim-
ing. The best advice: Don’t schedule a pro-
gram just before a big work project is due.
And don’t plan a weekend event when
workers wanl time off, n



