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Channeling needs of both Profits credibility, can-do spirit to:

Change as fast as environment (V)

suppliers & customers

* Topics |-V are all stand-alone presentations by MCG
I.  Hiring, Training, Motivating and Keeping the Best Employees
II. Achieving Perfect Service.
lll. Selling & Achieving Win-Win, Integrated Sole Supply Systems
IV. Relationship Marketing: Selling in the Next Five Years.
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