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Advanced Analytics for Sales Leaders
Utilizing the Power of Data to Drive Sales Performance
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9:30am - 11:00am CT
The Keys to a

School of Management

LIVE VIRTUAL FORMAT

This live virtual program will be offered in half day sessions and will include regular breaks and significant interaction with faculty and other participants.
All times are Central Time.
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Long-Term Benefit
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without notice any statement in this publication concerning,
but not limited to, rules, policies, tuition, fees, curricula and
courses. This includes the right to cancel a program at any
time for any reason. In case of a cancellation, the university
is not responsible for any travel or other related expenses
accrued by the program registrant.
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