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Postgraduate Diploma in Growth Management for Smart Retail and B2B
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AIGC and Marketing Applications
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Real-time Demand Monetisation - Live Streaming and Video Marketing
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Uni-marketing and Overseas Growth Strategies
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Agile and Digital Supply Chain Management
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Category Management and Digital Merchandising
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Social Marketing and Brand Communication
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Innovative Product Development and Growth Marketing
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Market Leadership and Business Negotiation
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Key Account Growth Management and Relationship Marketing
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Omni-channel Business Growth and Experience Management
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