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1IMPO1 Skl (Channel Management)

1IMP0O2 i (Marketing Management Basic) 2R
2T i 2
(Marketing Programs) 2L_AH

1MPO5 S R A (Brand Management) 2K
1MP06 B A (Effective Product Manager) 2K
1IMPO7 R W& T e Ak (Strategic Marketing Management) 2K
2SEP01 NP ER 1T (Professional Selling Skills) 2K
OSEPAY S 2SEP02 A E R 1T (Telephone Selling Skills) 2K
(Sales Enhancement 2SEP03 BRI R (Sales Negotiation Skills) 2K
Programs) 2SEP04 [ B B (Regional Management) 3K
2SEP05 HirEH 5173h11 % (Target Management And Action Plans) 2K
3GMPO1 Wl AT £ (How to Become an Excellent Supervisor) 2K
3GMP02 RIHA N (Successful Management) 2K
3GMPO3 HEPAT (Exexution To Win) 2K
3GMP0O4 I H (Project Management) 2K
3GMPO5  |15i4m15 (Situational Leadership) 2K
3GMPLEE B HIR 3GMPO6 | Hii)llH Il (Train The Trainer) 2K
(General Management 3GMPO7 [ J 1 i (Problem Solving) 2K
Programs) 3GMP0O8 k=gl (Meeting Management ) 2K
3GMP0O9 VAP BN] (Effective Communication Skills) 2K
3GMP10  |ikHE 1Y (Negotiation Skills) 2K
3GMP11 AL s A (Change Management) 2K
3GMP12 ik B R 5 5 LK) (Strategic Decision Making and Planning) 2K
3GMP13  |/5Thi M LiE (Six Thinking Hats) 2K
40P01 MR R EFE VAL S B (Selection Evaluation and Management of Suppliers) 2K
40P02 S S F A (Practical Purchasing Techniques) 2K
40P =i ek 40P03 KIS 5 A o BT (Cost and Price Analysis in Purchasing) 2K
40P04 S 3H (Purchasing Negotiation) 2K
40P05 L/ k=g (Logistics Management) 2K




