Sales & Marketing Management training courses
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Is your business in shape to compete?
» Read more
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Training Course : product/marketing and/or brand management (for junior/middle and senior
level managers in Chinese/English)

1. =B AER 1. Value and function of the product manager

* eI ARIRE L * Definition of product manager

* VA AFE R NN TR IR * Why do we need a product manager - our competition

* FEARARIR AR TR environment

* A AR O E R IR AR R * Responsibilities of the product manager
* Establishment of management process and system

2. AR R S1ER focusing on product

* TimARR 1R

* TR AT ESIN AR S R R N 2. Identification and function of market research

* IMARITAE A S * Function of market research

* ZAR (ZFREHEE) * Necessary conditions and principles of market research
* How to design market research questionnaire

3. \) TGS BRI EHRRE * Desk research (collection of secondary material)

* PEST R EMHT

* SWOT 44 3. Market segmentation and target marketing

* ISR YE strategy

* MBI 1ER * PEST elements analysis

* A A TE * SWOT analysis

* AR5 SRR AR * Development of market potentiality

* FRNES—XR * Function of market segmentation

* AT AL * Methods of market segmentation

* Strategic choice of target marketing
4. TIHESE SR * Product differences - sales point
* PR * Market positioning
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- FEERBIE XL

- A A R 4. Integrated marketing strategy

- FramtE iy R AR * Product strategy

- BSLARhE SR - Definition of product

- PR RS - Integrated products strategy
* PR M SR - Product life-cycle strategy
* AR SR T SR - Setting up brand strategy
* PR SRS - Product packaging strategy
* BIE T mEET R * Product pricing strategy

* Product distribution channel strategy
5. 3MAT R A RREN IR 7= AR * Product promotion strategy
* FEERRIR=NEEN * Product marketing plan
* FREIRN R REK
* PRI SRR 5. How to be a successful product manager
* PR IR AR LN N f A * Three capabilities of a product manager
* Qualifications of a product manager

6. FHHAIB ST BIRRIHZE * Learning process of being a product manager
* B AR AB T, * Organizational role description of a product manager
* SREERIMATTRIE
* PR SR CER ) RERBERI R AR 6. Effective communication and conflicts solving
* FW AR AIBTT * Mastering fundamental of communication skills

* Dealing with different kinds of people

* Relationship between PM and other departments and
functions

* Skills to solve conflict effectively
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Teaching Hours: three times total and once a week for about 4 hours

2. (BESCENE) BEAH T i sk O SRR ST
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Training Courses in English: How to do sales and marketing operation and management in
client’s market based on B2B or B2C (courses can be taught by action learning or based on
clients requests)

The environment of the B2B sectors is 1. Specificities of Industrial marketing
increasingly complex and dynamic. B2B * B2B clients: decision system, amount involved,
marketing is specific to its context and its clients. purchasing criteria, and industry value chain

This training in B2B marketing can help * The axes of differentiation in industry and B2B services
participants to adapt its marketing to specific * The marketing approach applied to industry and B2B
markets and constraints in B2B industry. services
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This course will help participants to: 2. Analysis of B2B and B2C markets

1. Position marketing actions in the company * The five sources of potential competition in B2B market

2. Acquire marketing methods and tools specific to B2B * Major changes in the environment

industry * The marketing monitoring: identifying the best sources
of information

3. marketing strategies

* From analysis to strategy: SWOT

* Segmentation of industrial market and B2B services
* Choice of higher value markets: IAC method

* The strategic analysis models focused on B2B

4. Offers in markets operaitons

* The B2B marketing mix

* The concept of aggregate supply and related services.
* B2B profitability ratios

5. Innovation of sales & marketing

* From the sale of goods in right to use: a new type of
consumption

* Customer experience: a new field of differentiation
* The sources of innovation in the life cycle

6. From marketing plan to business action plan
* Milestones, process and tools

Teaching Hours: twice a week and total 12 weeks

3. MEEXEFHEEBVIRBENA (SERTSCEHT IEEEMERAE)

Branding and Sales Key Account Training Courses (can be taught in English language in
practical jobs and daily working management)

1. fh&/KXEFFEIT. £% (branding/Key Account Audit/Evaluation)

& PYEFERSHT customers analysis
uhEE % 1EE brand image
NT) IR 54 company strategy analysis
MiH %4 market analysis
VRERHE FSR 4 inner value for customers
VR EIRIMR 4T brand management situations

2. ETRIMMERITRIE/XE FENL positioning for brand/key account
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3. kAR FREEHIE. MHXEER VA brand/key account model and application in

work

4, FhE/IKE FEERGERNEE brand/key account management systems and
operation

PA_ESRAR ] B TEhA SI ANV BRE S , MXTERRIESRAME | BERE AV AR
BRI ATAR R 7 ST RORAE R Bt KA R SR T A v

The above courses can be specifically worked-out according to the clients requests and relative
course guideline and executive plans will be subjected to the company market and operational analysis
and/or problems summarized for solution.
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Other courses can be taught in Chinese/English and/or to be designed/requested by clients as
follows:

VPR ERERLINS NIEF Leadership Management for junior and middle level managers
PHERIEME  Sales Channel Improvement

ENEIE  Stress Management

HR L3 EIE  Team Performance Management

PME BRMVEIRGEERL)I| Professional Management English Training (i€ #lJf./requested and
designed by the clients)
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	3、品牌及大客户销售培训项目介绍（含使用英文进行工作管理和操作）
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