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Key Success of Service Communication N19U3N19 .91993914 NHNALAT
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Great Customer Service on the Telephone n19LFNT 2.8WH NqETiNe
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Proactive Marketing PR NTAANA a.0qf ARASITUNS,
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The New Way of Marketing Communication NITAAIA 2A.999% 'a;l\il?iﬂ\m@,
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Sales Analysis @ n1918l B.4ANT 91TNAANS
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How to manage Customer Insight and create Marketing Innovation ~ N17AAA 2. 057 s9muw

N199ANNT Customer Insight AUN9ATNUTANITHNINITAAA

August 2010 i Course Instructor Fee

3 Professional Purchasing Strategy $nn a.nRFANT Tﬁﬁm@‘fmﬁ 4,800
nagmsnsAaTauLLTea N

4 The Psychology of Selling  NEW! n13278 @.1wga§ &191000)7 4,800
RFEINELINTUL

6 Sales Strategy for Increasing New Customer NEW! n17Uel ARUTLUA [;Tqm??tyﬁum 4,800
ﬂ@ﬂqwﬁfnwmﬂﬁmﬁuqngﬂuﬁ

18 Mastering Business Negotiation N19LTUNT .0459ANE MAUNTT | 4,800
Lﬂﬁﬁﬂﬂ’]i‘mi@’]ﬁi’ﬂi‘@dﬂ’]\iﬁqiﬁ@ﬂﬁ’mmﬁ’ﬂ%u

19-20 | 6 Managerial Skills for Top Manager 1UIWTAU @.ﬁﬁﬂi TrALFa, 8,800
6 ﬁﬂﬂ:gﬁumiﬁm?dw%‘u@mﬂ@méﬁmmi 8.2 numdung

26 Improving Service Quality and Service Standard n19LINNT @.%"fj’ﬂ ﬁg@lﬁm 4,800
nstiulgsauninuaziinsgauluuiznig

27 5 Strategic Thinking Enhancement u?msnaqu 9A.AT.ANTIY NANIELDIR | 4,800
5 gluunnnsAAEnagns

28 The 360 degree Marketing Certificate Program 'a:lu‘ﬁl 8 NIAAA ﬁwﬂﬂﬂiéwiﬂﬂmq@ 14,000
T45UNTUALUANTARIA 360 BIAN glw?l' 8

31 Blue Ocean Strategy (ussenelne 1 414) it u?miﬂaqwé .57 T 8,700
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Convincing @ WA U ALLD o151y duznlusssy | 4,800
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People Managemet & Working Plan for Manager 1TN17AY AT MaAYY INATITE 4,800
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Professional HRM Certificate Program g#1 3 NINLNTNYBE  INUINTENIIADUN 14,000
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Strategic Executive @ WEINAEME AT IATEEUNT 4,800
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Project Management:Definition & Planning N19LIWT HA.AT.ANG ﬂ'mma 4,800
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Project Management: Implementation & Evaluation N19LTUNT %mﬂi@,ma@mqw 4,800

9

UANNI9LIM3TAINNT: NsATLANUAZLETNINTIALHUTATINAS

Blue Ocean Strategy (usseinalng 2 41) @ UIMINALNE  INENIHNIIADUN
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10 Marketing Models for Marketing Excellence and Superiority NNTRANA AT.INAA 3979
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1 10 Key Marketing Metrics every Marketer Shouldknow NNTAAIA o JAfT s 4,800
10 fé”m']zﬁ'quwmmimmmﬁﬁnﬂwmmm‘j@m%‘wm:—;‘%

2-16 || Strategic Fast Track Program aq:uff'll i NV AneNTENsIRR A 17,000

5 The Power to Predict MSLEMNT  SALATANTNE NANIEWTRN | 4,800
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6 MCP : Managing Customer for Profit ~NEW! NIRAIA aANEN angweAlanos | 4,800
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19 Sales Planning for Management n19721¢l 8. 0U3AIINE AU 4,800
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21 Dealing the Different:Managing People 1UIWTAU o151 duznlusssn | 4,800
WANARANENNNSBMIALTILANANG

22 Sales Planning for Salesperson n19118l 34 28aAaLsAaW 4,800
NTNLERN TN g viuTinanafalls

27 Process Mapping: how to create workflow and work improvement  n191i311s Nﬂ.mﬁwﬁ ﬂlﬂmqa 4,800
n1391 Process Mapping Lﬁ@m;ﬂ\it:T\muLL@:Lﬁumuﬂixawﬁmwmu

28 HR Report for HR Analysis and Planning  NEW! wﬁ*wmnmw:rﬂr @.m‘fgﬁﬁ NIUN 4,800
LmeqmifeﬁvmﬁﬁmﬂmugmﬁwmmwwfﬁﬁmmzﬁumrmLLmu

29 Blue Ocean Strategy (Ussenaniendangw 1 9w)  NEW! u‘i‘miﬂaqw% Luciano Pezzotta




November 2010 Course

6 Managerial Skills for Top Manager
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Business Development Strategy @
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Service Blueprint:Planning to Implement Service Management
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“Strategic Lead” Marketing Plan
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Systems Thinking and Decision Making
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Strategic Management
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Strategic Planning
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Sales Analysis
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