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             CLE - CREATIVE LEARNING EXERCISE

CLE  22 –  A ONE DAY PROGRAM OF MARKETING

                 LANGUAGE AND PRACTICE
                           “Learn how to communicate confidently    

             with marketing staff!”       

1.  PROGRAM

The program is designed to provide busy managers and students with the confidence to communicate effectively, with marketing staff.  It provides the opportunity to achieve a deeper understanding of marketing language, concepts, practice, techniques and reports, in just one day of efficient and effective training.

This broadening of knowledge, skills and attitudes, will enable them to capitalize on new business opportunities and to accelerate their 

professional development, using USA and UK terminology.. 

2. LEARNINGB  OBJECTIVES:

The specific learning objectives for one day of training, are to:

a.  Use and absorb the language of marketing without effort.

b.  Apply the language to basic marketing concepts.

c.  Relate to the concepts to current marketing practice.

d.  Confidently communicate effectively with marketing staff.

e.  Motivate further study in the future.

3. SYLLABUS:

The syllabus of the program includes: : marketing language, 

marketing mix, product types & distribution, consumer motivation,  product life-cycle,  pricing, outlets and distribution, advertising,

sales  promotion,  and overall marketing strategy, planning, control and customer relationship management.

4. TIME & METHOD:

In a ONE day with pre-course and post-course learning, the CLE method is designed to achieve rapid active individual learning using special materials and the stimulus of individual or group activity with limited formal teaching. The program provides the full cycle of pre-learning, learning and learning maintenance activities. 

CLE can be used for individuals, groups and companies as a stand-alone activity or before any relevant internal management training program or MBA or external Executive Program. 

The program can be adapted to meets the need of a wide variety of business managers, staff, trainees, and students, who need  to acquire rapidly, basic language, knowledge, skills and attitudes of modern marketing language and practice. 

3. PROGRAM STRUCTURE
The creative range of learning materials provides a variety of learning experiences related upon the needs of a course instructor for appropriate learning groups. 
To support the learning there is a Simple USA/UK/IAS Glossary of marketing, cost, budget and finance terminology, for continuous reference. A Learning Reinforcement Audio (20 minutes) is provided and finally there a more advanced post-course Mini-AGL program in Basic Finance (240 minutes)

  Original versions of these learning materials have been used by over 100,000 managers in seven languages in 30 countries around the world. In this new updated collated version we use humour and relaxation to motivate and reinforce the learning, which becomes almost instinctive, without stress! Programs may be freely available to selected clients for testing, evaluation and adaptation for specific needs.   
     

FACULTY:

Dr Patricia Nuq  MBA (Rutgers) 

Dr. R.G.A. Boland , CPA, FCA, DBA, ITP (Harvard Business School) ex professor of INSEAD, Cranfield, IMD, olumbia and ex UN in Geneva.  

Mr. Anthony Harris MBA (Cranfield),  Business  Consultant in Geneva and the EU.

FURTHER INFORMATION: Tel 33-450-40-89-82 Email: robertboland@wanadoo.fr

