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Professionals..

July 24, 3PM ET - Negotiation Skills & Conflict Resolution (2 hrs)
Aug 5, 4PM ET - Developing Clients for Life (2 hrs)

Sept 18, 3PM ET - Excellence in Business Etiquette (2 hrs)

Oct 24, 4PM ET - Managing Time & Stress (2 hrs)

Nov 5 & 6, 4PM ET - Professional Communication Skills (4 hrs)

Dec 11 & 12, 4PM ET - Listening with Intent (4 hrs)
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