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mBEFEI—X:

> Course 1: HIX—4 T4 B (Strategic Marketing Management) 2 HiSwHE
> Course 2: AVHILIUF VT EEBIRE (Logical Thinking & Decision Making) 2 HFE#HE
> Course 3: BEIRIAVMEEREEIEAER (Customer Relationship Management) 2 B fE1#F{&
> Course 4 ARL—La X IR AV (Operations Management) 2 BB E

BHBAESE. S RILIRSVv—EUTAUTVWBRERTARBAFIVTSHD,. COMHEZiE L TEM
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BITBARFDI—TTAVTAXINEDLIYPTNEFHEFRANTESEELIC, SETERILPYA., AETIE.
D—HLEESTWA N FIEEL., BN EEI R ELH-EFEOEZ FEFATHNEET,
HEODTENED LSBT T4 T EEE US> THIGETHL IRV T D Thailand4 OBERPI—4 T4 -
A/R—=230H5F A, EE Case StudyZBL THRAEL. FATUVEZET,

* HIN—FTBHARE:

> =T Ta0TElE? > 4P's vs 4C's for B2B
> HR— AT FROEN > Sl WERESH
> = TAL T —F TvIT—h > ZATHRETTaYT
> SWOTHHT & 23#A DIBIE /STPHH #E > 2V —F —>vvAET57Y—(Blue Ocean Strategy )
> Brand Components » A/~N—232VAMSTU— (Innovation Strategy )
> TUAIWIT—4 7424  (Digital Marketing )
» Case Activity
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B —T T4 7 Bl
(Strategic Marketing Management)

I N N

Introduction -4P's vs 4C's
9.00 12:00 -Strategic Management -4C's for B2C—B2B
-What the Marketing ? -4P's vs 4C's for—B2B

-New paradigm of Marketing Management -Environmental analysis
-Market Research updated

Video Clip case -Blue Ocean Strategy
Video Clip case
Case Study Activity
Lunch Lunch
PM -SWOT Analysis -Innovation Strategy
1:00-4:00 -STP Analysis -Strategy Canvas
-Price focused -B2B Information, Trend, Analysis, Benchmark
-Thailand 4.0
Video Clip case
Case Study Activity Case Study Activity
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ERRR A, B ATRNICE R Bt E DA DA Ry EREL, BEINDOAREMICEZ DT, HIEMER
PEBRREDEEEZHIT. TZEONEEZEHAHLICRITET . RERFAOBESOTOER, FEEEAMIC
BT 5O T—RREITA—PTIL—TI—5 (YA . REMERTILEEICDITET,

> REMEEORATIO—FLE? > BENERREIOEX

* NWIN—TFE5HRE : > HikmEE CFEMAR A >4 D DEEE L1 DHED/ Strategic Interaction
> WA T— LR EEREDEE > Tactical vs Strategic Mindset
> Logic/ Simple Rule, Platform Thinking >System1 vs System 2 Thinking
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> Case Activity > ERREORICERT REERLYRY-
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A AN F DT ERRBIRTE
(Logical Thinking & Decision Making)
— v

-

AM -Introduction -Recapitulate: Day 1

9:00-12:00 -Foundation of Logical Thinking -Office of Strategy Management (OSM)
-Usage, Location and Details of Logical -4 Foundation: Strategic Interaction
Strategy -Strategic Framework
-Traditional vs Strategic Problem Solver -Tactical vs Strategic Mindset

-Stretch Goal Capacity (Growth Mindset, = -System 1 vs System 2 Thinking
Passion and Leadership)
-Planning Issue

Lunch Lunch
PM -Simple Rule of Logical Strategy -Content vs Relationship Based Persuasion
1:00-4:00 -Platform Thinking -Simple Rule of Content-Based Persuasion
-Logical Problem Solving Process -Paradigm & P-type & EQ

-Effective Steps to Project
-Risk Management
-Workshop Exercise -Decision Making Issue

-Workshop Exercise

MY ) | Gieoe 2t Mormgormens

aent Program ,,,,,,,,,,,,,,,,



T

M APBEEBRBTERHE (F458]) : 1-ABZE (3)

— v
* EEHE - BEIRIVAVIFRLERIER
~BEELOBFLEEBREBEL. IRVAVNT DFEETEERFHICENT
* EMEHR : 2021F 78 7H(GK)— 8B (X)(2BRM)
* HERE 0 BAASFILTRDv—
(R=TTFAT IRy —, E— VAT R D r—, TAFHII AT r—(ELHH S HERFT ) h R E )
* FREE : 44
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EEBRFNEHITHEOICE TEEIERIFGEREREL. ELTENZRE. HEFLTLIEEER
[CEETY., COPETIE.BELOEREIRA—SITIENERMEZNY, FT-EEERFD HDHE
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* IN-FIAE:

CRMEIEfAIA ? /CRMDF—aV 2T RERRNT ST REEET D
SESFLBEY T T4V BMEECRMANY 2—TORD 3y

CRM®M A 737k (customer experience, satisfaction and loyalty)
BET—ADOIRGE /IR IAVNFE, Y —F LS. customer lifetime value
R R NFS595 1A Esocial networking® 222

Case Activity (4552 #T)
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BENAVAVNFREBIEIER

(Customer Relationship Management)

o ——— /
AM - Understanding of key concepts and - Customer Lifetime Value
9:00 -12:00 best practices of CRM
- What is CRM? - Customer Lifetime Cycle Management
- CRM and Value Customer acquisition/Customer

satisfaction/Customer retention

- Communication Strategy
- Social network and CRM

Case Activity Case Activity

Lunch Lunch
PM - Customer loyalty - SRM, supplier as an internal customer
1:00 - 4:00 Analyze Customer Needs / Want / - Commitment and Trust

Demand - Supply positioning model

- Supplier referencing model
- Net Promoter Score (NPS)

Case Activity Case Activity
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FRL—3r X -2 AV (Operations Management)

—

/

I S R

AM
9:00-12:00

PM
1:00-4:00

Introduction to operations management
What / Why

OM Case Example

-Competitive Advantage

-Process

-10 Strategic OM Decisions

Lunch

-What is lean ?

-5 key Principles of Lean M.

Work shop: Traditional vs Lean Process
Work shop: Select your Project

-What is value ?
Work shop: Identify Value

alent Program

Analyzing the Current Operations
-Value Stream Map the Existing Process

Purpose of VSM / Element of VSM / Example

of VSM
Work shop: Create Current state of VSM

-Waste, 8 types of waste
Value-added, non-value added activities

Lunch

-Redesigning the Operations
-Tools, 5S, Pokayoke, Visual Control,
Standard Work,

-Value Stream Map of Future State
Work shop: Identify Process change
opportunities, Mapping the Future State
( Presentation + Incorporate)
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Dr. Burim Otakanon (§i<—4 71> BE&)
ASST. Prof. at College of Management, Mahidol University

Education:
+ MBA. New Hampshire College, Southern New Hampshire University, USA

* Advanced Certificate in International Business, New Hampshire College, Southern
New Hampshire University, USA
* Ph.D. Technopreneurship and Innovation Management, Chulalongkorn University

Dr. Rath Dhnadirek (AP AN X T LERRRE)

Lecturer at College of Management, Mahidol University

General Manager, T. Dhnarath International Co. Ltd Co-Managing Director
and Senior Partner, Sycamore Management Consulting

Education:

+ Ph.D. in Marketing with a concentration area in Consumer Psychology and Decision
Sciences (Support Area: Statistics and Quantitative Analyses), The University of
Chicago, USA
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Dr. Phallapa Petison (AE YAV MFAEEIRTFER)
ASST. Prof. at College of Management, Mahidol University

Education:
« MBA. Asian Institute of Technology

* Ph.D. International Business, Asian Institute of Technology

Dr. Prattana Punnakitikashem (A RL—33> X IR AVR)
ASSOC. Prof. at College of Management, Mahidol University

Education:

* M.S. Industrial Engineering, University of Texas at Arlington.

» Ph.D. Industrial Engineering, University of Texas at A rlington.
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M [ Course 3]

AR YR AT IR LRI R TE

M [ Course 1]

5 —tr T4 R

2021 78 7BH(K)-8B (K) (2BFE)

- HFE: 2021%F 6H 29H (A)-30B (K) (2BFE) - HiE:
o FFMHE: 9:00 -12:00 13:00 -16:00 o B 9:00 -12:00 13:00 -16:00
. i College of Management, Mahidol University

. =I5 College of Management, Mahidol University

- ZHEE. Bht 13,000 (BRE.T14—ILAIEL)

M [ Course 2]
OUANNS XV TEERRTE
- B 20214 6A15B(X)-168(K) (2HRE)
o BFFE: 9:00 -12:00 13:00 —16:00

. =i College of Management, Mahidol University
- 2% Bht 13000 (BREB.T1—ILAVED)

o L. Bht 13,000

(BB, T4—TLA4I8T)

M [ Course 4]
ARL—23 0 X IRT AL

- H%E:
o FFM: 9:00 -12:00 13:00 —16:00
. i College of Management, Mahidol University

- Z#EE: Bht 13,000

20215 7H148 (7K)-158 (K) (28FE)

(BB.T1—TLAYEL)

EEEI-205hn H1 A2 BRROBZ SR, F5IERASNET,

1o 5ALUECSMOGEE., FSINERSNET,
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FAECEFSEDOERBIERICRILD,
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p BAFETEEEHATYI7L, LR B TFEDIAZ 2= —2 a3 2 BBRICTL. iTREIYS5
FIREDfERIZE(FTOERLY,
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HIN— T4 VD ERE
(Strategic Marketing Management)

AV IR ITEERBRTE
(Logical Thinking & Decision Making)

BEIRYAY M FREEIRTE R

(Customer Relationship Management)

ARV—=23V X IR IAV B
(Operations Management)

* ENEN, 71— TL1HEBERAEEAET,

Bht

Bht

Bht

Bht

13,000

13,000

13,000

13,000

* CDPPO2F B LU L ZRDEZ S, FIEIE—F# NS S5ZLULISMDEE, B5I0EHFINET,
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>ERAHRFE
BAA IA—L (BIERM)) C S BEEIFEAELHEH D L. Email: cbubcl@cicombrains.com
THYEDFYIAHR(Ms. Tae ) ETHEYLEELY,

>EBERORILEIE

SHIAASTTR. YTERFVKREREKXER ( College of Management, Mahidol
University) &Ylnvoice % &L \-LET,

Invoicel ZEEE SN TULVSERITIRYAA . T E/MIFTOEZILWESEVBELLEITETS,
KIZEFHHIEIRBICTITEBRAELET,

> BHAHARR: HI— T4 HE 68 158 (K) 20214
ASALI XU T EERRE 68 18 (K) 20214
BEEIRIVAVMFRELEEMER 68 238 (K) 20214
ARL—2a X RTAV 68 308 (k) 20214
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~HERIE AN SADIE>T20~0BFDF v LI DFE X, ZEBADIONENZEFTT,
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SRR H BT R 1765 LIRS S B DX voiLiE, FEERAD100%E N 1EEET,

cmmy

e
College of Management

| Mahiddi University

aent Program



HSBeE%E
I >

* / >3y *x HRR:
BAFE/HREE 51> :(66)-82-671-8574 BEEES : + (81)-3-5294-5576
o _— > — m E
A% FrIK (Ms.Tae)/ Zovs—Ms. @) 0= BEILE
Email: c.thamma@cicombrains.com Email: cbubcl@cicombrains.com
n.namchoat@cicombrains.com
AARER G
HY- =% (Ms. Endo)
Email: h.endo@cicombrains.com

»Website: https://lwww.cicombrains.com/CB-UBCL/

Map to CMMU : College of Management, Mahidol University
4th Floor, 69 Vipavadee Rangsit Road, Phayathai Bangkok 10400
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