Customer Service Leadership ° Zzgfifiiffiﬁéijff FRE
e BT AR BRUE LA PR P-4 15
July ﬁ;fi%ii?fﬁf o HIRI RS RIS M EREY, 3 kYRR 15 Kbk,
o LA 00 45, MIHINL I
PHETH TEPRERINTRE | o s s o ARATF!
© UERRI 4 T E A A B T B —
Lateral Thinking In Leadership | ¢ 4g 5 Jcfipinaiitsy “ g # 4.
SRS HU B B AL TS © I I A AR B PEH R Yo 4T 5 A
20104 8 H 11-12 H © TN T T G M B 1 AT
“OIFMK—BEEAFBESREN” | @ it sy ey mn gl m BURE 1 e b AT
Soft Negotiation ® S FHI YA T AR LS 5 W U SR
ot FHE o Lt BT, “HALIEE” SAEL.
20104 8 H 18-19 H ® 09 FAIFRTI 92 77
R TR o R WAL SEREGING .
Selling In Customer Service ® KBC 08 “EfEH I URAE, [N i JE RIS IR .
BRSSP A g ® RS fE s, M SIS RS S .
20104 8 A 20-21 H ® SERMURS MBS
NP © SR RV BT 00 F A«
® :[E ASTD iz /o HA- AR, SRAHBA AT
Remember Me Forever o LB, HLOLI AR R R
W iE P s T © TR IREASL B T A bR R AR
201049 A o IRULHE SN 5 ORI RIS AT i 2
“RE AR P R TR ® KE MBI IEAR S W7 45 % it Surprise.
psychological Skills In HRM ® HR B HE I TN AT F I 6 AL B 4R
R ©  ChESRR I D AR RN R AE HR 8 L
sep. 201045 9 1 © LB A B A AR HR A EL A i R
® LK HR A HI AT AR
“LBFHARNN HR B o SR, SN TR, SEMmAE.
® LRI TR U R L LR K0 T L4 5
KCP In Supply Chain Management | e k&7 i i BHIE B i {7 S s B iy 22
A L ) R B A A ® I —xt— M RS A R L
20104£ 9 H 24-25 H ® PRIk 1 SEE (1A N B BRI TR .
© RiRAEAR, LAt 1 46 BT L R R




