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B2B Branding
— PrOgramme

Date/Language/Venue: November 4-6, 2008 / English with sequential Chinese interpretation / Shanghai  Fee: RMB21,800

The need for marketing and branding of Chinese B2B companies has increased dramatically over the past years as they have
emerged as regional and global competitors. Over this intensive three-day programme, executives and managers will explore
the latest ideas in industrial marketing and B2B brand management. A variety of teaching techniques are employed, including
lecture/discussions, planning exercises, and workshops. The lecture/discussions are designed to provide the participants with
a framework for understanding and developing an industrial marketing and B2B branding plan.

Objective

The main objective of the programme is to provide participants with key concepts, skills and techniques that will enable them
to manage their B2B marketing and brand management strategy and more effectively and efficiently achieve their business
objectives. Participants will thoroughly examine concepts such as the business value creation and price innovation, global
strategy for business marketing, ingredient marketing for component suppliers and B2B selling and the relationship between
brand and M&A.

Who Should Attend

CEOs, Marketing Executives, Owners of Small and Medium Enterprises, Functional Heads of Divisions, Communication
Executives and anyone who is involved in setting and managing their industrial marketing and B2B branding plan and strategy
should consider taking this programme.

Programme Benefits

Participants will:

>> Understand the benefits of industrial marketing and branding

>> Set up programmes to build marketing and branding plans

>> Get to know the tools and instruments for marketing and brand management

>> Understand and avoid common problems in industrial marketing and brand management
>> Effectively manage brand in a constantly changing global environment

>> Establish a strong B2B brand particularly for international markets

>> Learn to evaluate brand and capture business development opportunities

Programme Coverage

>> Overview of business marketing

>> Organisational and buying behaviour

>> Value creation and price innovation

>> Branding concepts and industrial marketing
>> B2B branding principles/Branding dimensions
>> B2B communication and advertisement

>> Branding commodities

>> Brand distinctions

>> |Impact of branding and M&A

>> Brand measurement

>> Ingredient branding for component suppliers
>> Chinese brands going global

>> Global branding




= B2B

>>
>>
>>
>>
>>
>>

>>

>>
>>

>>

>>

>>B2B /
>>B2B

>>

>>

>>

>>

>>

>>

>>

2008 11 4 6 /

B2B

B2B

B2B

B2B

/ 21,800
/
B2B
B2B

B2B



Programme
- SChedule

Day 1
morning

afternoon

Day 2
morning

afternoon

Day 3

morning

afternoon

>> Introduction to programme

>> Overview of business marketing
>> QOrganisational & buying behaviour
>> Group task definition

>> Branding concepts and industrial marketing
>> B2B branding principles/Branding dimensions

>> Branding commodities
>> Case discussion

>> Brand distinctions

>> Impact of branding and M&A

>> Case discussion

>> Brand communication and pitfalls
>> Brand acceleration

>> Group exercise

>> Value creation and price innovations

>> Group exercise

>> Brand measurement

>> Ingredient branding

>> Ingredient branding (Continued)

>> Case discussion

>> Chinese brands going global discussion
>> Global branding
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Date/Language/Venue / /
November 4-6, 2008 / English with sequential 2008 11 4 6 / /
Chinese Interpretation / Shanghai (CEIBS Shanghai 699

campus, 699 Hongfeng Road, Pudong, Shanghai).

Admissions Procedures

Applications are reviewed as they arrive.

Completed applications must be received 20

working days before the start of the programme.

Any applications received after that date will be

considered on a space-available basis. Please

address all applications and enquiries to our 21,800

customer service team in Shanghai, Beijing or

Shenzhen. 15 15

20
20

Fee

The cost of the programme is RMB21,800, which
includes tuition, case licensing fees, lunches,
stationery, other course materials, and
interpretation and translation fees if required. The
full fee must be paid no later than 15 working days
before the start of the programme. Applications
made within 15 working days of the start of a
programme require immediate payment.

15
20 15

15

Cancellations

Cancellations or changes of a programme
registration may be made without penalty at least
15 working days before the start of the
programme. If a confirmed booking is cancelled
within 15 working days of the start of the
programme, or if the applicant fails to attend the
programme, a cancellation fee equaling to 20
percent of the total programme fee will be
charged. When a request to substitute
participant(s) for the same programme is made
less than 15 working days before the start of the
programme, the seat(s) will not be guaranteed. If
an applicant is unable to attend the programme,
the applicant may transfer to a different session of
the same programme or another CEIBS Executive
Education programme within the same calendar
year, but must pay any differences in fees between
the two programmes. All changes and
cancellations are subject to the final confirmation of
CEIBS.

* CEIBS reserves the right to amend information on this
programme including price, date, location, faculty, daily
schedule and other details.



Associate Professor of Marketing, CEIBS

EDUCATIONAL BACKGROUND:

Ph.D. and M.B.A. in Business Administration, Free University of
Berlin, Germany

M.A. in Economics, Free University of Berlin, Germany

TEACHING/RESEARCH INTERESTS:

Professor Pfoertsch is Associate Professor of Marketing at CEIBS.
Before joining CEIBS, he held the position of Professor for
International Business at the University of Pforzheim. His other
teaching positions have been at the University of Cooperative
Education Villengen-Schwenningen, Visiting Associate Professor
at Kellogg Graduate School of Management, Northwestern
University and Lecturer for Strategic Management at Lake Forest
Graduate School of Management. He has taught online with the
University of Maryland University College Graduate School.
Currently, he is a Guest Lecturer in the Executive MBA
programme at the University of lllinois, Chicago and at the
Steinbeis University in Berlin. His teaching interests include
international  marketing, business leadership, strategic
management, and international business environment. His
research areas focus on B2B brand management, internet
marketing, ingredient branding, and international strategy and
CRM.

ACADEMIC ACHIEVEMENTS:

Professor Pfoertsch is the author of various books and numerous
articles. The most current book is on B2B Brand Management
which he co-authored with Philip Kotler. In the field of internet
marketing, he has published Living Web, a book on application of
internet marketing and internet strategy by businesses. He has
also written numerous articles on international strategies and
CRM.

CORPORATE EXPERIENCES:

Professor Pfoertsch has extensive experience in management
consulting. In the years at UBM Consulting Group, Arthur
Andersen and LEK, he travelled throughout Europe, Asia and
North  America, working with companies in developing
international strategies. His earlier positions include being an
Economic Advisor to the United Nations Industrial Development
Organisation.

Programme
Director

Waldemar A. Pfoertsch

EMBA

Living Web

UBM



MULTINATIONAL MANAGEMENT /

Success Beyond Borders - Developing a Winning Muttinational Company New /

Negpotiating Effectively with Chinese New /
China Expatriate Programme /

ADVANCED MANAGEMENT /
CEIBS-Harvard Business School-IESE Business School Joint Global CEO
Programme (Modular) /
- -IESE CEO
Mergers and Acquisitions /
Advanced Management Programme (Modular) /
Diploma in Hospital Management Programme (Modular) /

CFO Programme (Modular) /CFO
CEIBS-Harvard Business School-Tsinghua SEM Joint Senior Executive
Programme (Modular) /

CORPORATE GOVERNANCE /
CEIBS-Wharton Joint Programme: Corporate Governance and Board of
Directors /

GENERAL MANAGEMENT /

Diploma in Management Programme (Modular) /

CEIBS-Michigan Ross School of Business Joint Diploma in Management
Programme (Modular) /

Management Development Programme (Modular) /

STRATEGY & LEADERSHIP /

Strategy Execution NeW /

Growth Strategy New /

Building Organisational Capability for Strategic Implementation /
Developing Competitive Strategy /

Strategic Leadership /

Leadership and Change Management /

Leadership Programme for High Potentials /

Women in Leadership Programme /

Name (Mr./Ms.)

Company

City

Post Code

Fax

Complete and mail / fax the form

For more information on CEIBS Executive Education programmes listed below, please:
Tick the box(es) next to the brochure(s) you are requesting

NEGOTIATION & DECISION-MAKING /
Strategic Negotiation Programme /
Management of Negotiation and Decision-making /

ORGANISATION & MANAGEMENT /
Organisational Development and Change New /
Human Resources Management /

MARKETING & SALES /

Pricing Strategy NeW /

B2B Branding Programme New /B2B

CEIBS-Columbia Business School Joint Advanced Marketing
Management Programme /

Building and Managing Brands /

Integrated Marketing Communication /

Key Account Management /

Management of Innovation and New Product Development /

Marketing Strategy and Planning /
Strategic Sales Forces Management /

FINANCE /
Finance for Non-financial Executives /
Financial Statements Interpretation for Decision-makers /

Managerial Accounting for Decision-makers /

CEIBS LUJIAZUI INTERNATIONAL FINANCE
RESEARCH CENTRE PROGRAMMES /

Advanced Investment Management Programme: from Lujiazui to Wall
Street (Modular) NeW /

Managing Foreign Exchange Risk New/
Financial Derivatives New /

PRODUCTION-OPERATIONS /
Delivering Service Excellence New /
Lean Enterprises NeW /

Winning the Manufacturing Race /
Supply Chain Management /

Project Management /

Strategic R&D Management /

Position

Address

Province/Country

Tel/Mobile

E-mall



Contact Us

Customer Service Team

Executive Education Department

China Europe International Business School
699 Hongfeng Road, Pudong

Shanghai, 201206, P.R.C.

Tel: (86 21) 2890 5187/5197

Fax: (86 21) 2890 5183

E-mail: exed@ceibs.edu

699
201206
(86 21) 2890 5187/5197
(86 21) 2890 5183
exed@ceibs.edu

Customer Service Team

CEIBS Beijing Representative Office

3/F, Tower A, Raycom InfoTech Park

2 Kexueyuan South Road, Zhongguancun
Beijing, 100190, P.R.C.

Tel: (86 10) 8286 2890/1688

Fax: (86 10) 8286 1678

E-mail: exed@ceibs.edu

A 3
100190
(86 10) 8286 2890/1688
(86 10) 8286 1678
exed@ceibs.edu

http://exed.ceibs.edu

Customer Service Team

CEIBS Shenzhen Representative Office
Room 2302A, 23F, Han Tang Building
Overseas Chinese Town

Shenzhen, 518053, P.R.C.

Tel: (86 755) 2693 5750

Fax: (86 755) 2693 5743

E-mail: exed@ceibs.edu

23 2302A
518053
(86 755) 2693 5750
(86 755) 2693 5743
exed@ceibs.edu




