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Management Essentials E-Learning

Companies are complex systems that need to be 
understood in their entirety. This program gives par-
ticipants a compact overview of the principles, objec-
tives and practices of holistic, results-oriented man-
agement. 3 � 1 month e-learning modules. 
 
CONCEPT 
 
Talented managers and functional specialists who want to 
make a difference in their organizations and those who are 
aiming for senior positions must offer more than mastery of a 
management discipline. They need to understand all the 
functions and relationships in the complex system of their 
companies—whether strategy, marketing, or finance—and 
recognize the consequences of their actions. In addition to 
short-term objectives or temporary improvements in results, 
they need to be able to convert long-term strategies into suc-
cessful action. 
 
Consequently they need to understand the tenets of results 
based management, which is the focus of this program. 
 
Our Management Essentials course promotes holistic thinking 
about complex business systems.  
It supports staff development and career advancement for 
any company that: 

Promotes results-oriented thinking in younger managers n

and junior staff, especially at the operational level  
Wants to prepare functional specialists to take on positions n

of greater responsibility by being able to see the big picture 
Wants to develop the potential of people not specifically n

trained in business administration, including engineers, 
lawyers or practitioners 

 
 
KEY BENEFITS 
 

Deepen your understanding of business fundamentals n

Create precise strategic concepts, plan for market success n

and develop new business ideas 
Efficiently control and coordinate the processes of imple-n

menting strategy 
Learn how to analyze financial reports, identify trends, and n

study competitors 
Create the conditions for profitability, including cost con-n

trols and business planning 
Gain the ability to handle marketing tasks competently  n

Understand how strategy, marketing and finance interrelate n

and impact each other 
 
 

WHO SHOULD ATTEND 
 

Young managers, high potentials and junior staff who want n

to understand the various management disciplines in a 
global context so they can use result-based management 
tools competently 
Functional specialists and headquarters staff with little n

formal business training who seek a systematic, structured 
general management development program  
People promoted from commercial fields and career n

changers who seek an advanced management role or 
already have one, and who want a systematic review of 
general management principles 
Non-business experts such as technicians, lawyers, edu-n

cators, biologists, chemists, purchasers and service mana-
gers who want to learn general management skills quickly 

 
 
STRUCTURE 
 
Part 1: Strategic Management and Marketing 
Part 2: Finance 
Part 3: Marketing 
 
 
METHODS 
 
This program is delivered in 3 one-month online modules. 
The modules combines synchronous delivery, i.e. online 
learning in real time, with asynchronous delivery, which enables 
learners to organize learning according to their own schedule 
(self-paced learning). Participants require a laptop/PC/tablet 
with Internet access. This e-learning program starts in April 
and October each year and ends in June or December. 
 
 
AREAS OF FOCUS 
 
Foundations of Successful Management 
What makes successful, effective management? How do 
individual decisions influence results? How can you combine 
result-oriented action with freedom to act in a larger organi-
zation? Holistic management provides the answers. 

Understanding the organization holistically n

Values and corporate objectives n

Shareholder-, stakeholder- or customer value? n

Levers for achieving results n

The "health check" of your business: analytical tools n

Field-proven management principles n
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Effectiveness through Strategy 
The most important prerequisite for effectiveness is a precise, 
future-oriented strategy. Knowing what you want to achieve 
without losing the flexibility to correct your course; thinking 
strategically, but flexibly, to respond in daily business; apply-
ing your own resources to the really important issues—all 
these need to be learned. We show how to set strategic prior-
ities and develop promising strategies. 

How to create a strategic plan n

How to develop future-oriented, value-adding strategies n

How to apply the methods of strategic analysis and stra-n

tegy formulation 
 
Sustainability through Business Development and 
 Innovation 
Some markets don’t exist yet; you have to create them. This 
is always the case when new technologies or new business 
ideas exceed the imagination of potential customers. Learn 
how skilful innovation works.  Invent new products and ser-
vices. 

Strategic marketing n

Analyze the chances of success of new business ideas n

Sharpen your business acumen n

 
Excellence through Marketing 
When everybody does the same thing, there is no room for 
uniqueness. Where there is no differentiation, interchange-
ability predominates—and with it, price wars, displacement 
and deteriorating profitability. Marketing wants differentiation. 
Marketing seeks customer closeness and regularly increasing 
customer value. Without good marketing, the best strategy 
gets bogged down. Learn to develop potent marketing con-
cepts and actively control market success. 

The components of a potent marketing concept n

How to put the customer and customer value at the center n

 
Developing Financial Literacy 
Achieve sales goals, control costs, keep to investment 
budgets, hit profit and cash flow targets—more and more 
often, managers are taking over these tasks at a younger age 
than ever before. We provide the necessary help, knowledge 
and tools. 

The objectives and instruments of financial management n

Active control of income and expenditures n

Cost and break-even considerations n

Levers for optimizing results n

Budgeting and investment decisions n

 
Use of Financial Data for Remedial Action 
Managers need to detect financial target variances as early 
as possible. Accounting provides the necessary data and 
reports. It is the responsibility of management to evaluate 
them and take appropriate measures to stay on track. 

Early detection of target deviations n

Competent handling of controlling reportsn

MANAGEMENT DEVELOPMENT, 
TALENT MANAGEMENT

Dates 
 
 
EP9711        Start April 2021 

EP9721        Start October 2021 

Duration: 3 months e-learning 
Fees:       EUR 4,700.– | CHF 4,900.– | US$ 5,400.– 
 
Registration: www.bostonprograms.com/ep97 or 
registration form on the back of the brochure



THE BOSTON BUSINESS  
SCHOOL ADVANTAGE 

www.bostonprograms.com

Are you interested in corporate education or 
consulting? Call us at: +41(0)43 499 4020

General Information
Registration and Confirmation 
You can register by email, mail or FAX, or at our website. 
Once you register, you receive written confirmation, including 
detailed information on the location of the program, travel 
directions, hotel accommodations and an invoice for the 
program fees. If the program is fully booked, we notify you 
immediately. When you complete the program, you receive a 
certificate of attendance. Please note that the program cur-
riculum, faculty and hotels are subject to change and/or 
amendment. 
 
Change of Registration 
If you need to change your registration, please notify us at 
least 4 weeks before the program starts. A change of regis-
tration entails a fee of 300 Euros. Under some rare circum-
stances, a program or parts of a program may have to be 
postponed or modified. In such cases, we will notify you 
immediately to ensure that you can attend an alternative 
program with similar content. 
 
Cancellation 
You may cancel your registration free of charge 3 months 
before the program starts. If you cancel between 3 months 
and 6 weeks before the start date, you will be charged 
40% of the program fees. For cancellations within 6 weeks of 
the program start date, you will be charged the full program 
fees. You can arrange to have someone take your place up to 
3 days prior to the program start date. 

Program Fees 
Program fees for our seminars and programs include the 
faculty fees and educational materials associated with the 
program (V.A.T. is not included). Accommodations and meals 
are not included. If only parts of a program are attended, 
missed parts may not be made up. Payment is accepted in 
Euros, Swiss Francs or US Dollars. Reference currency: Euro. 
 
Accommodation, Daily Delegate Rates  
Our programs are held at high-quality hotels and seminar 
centers. Participants are not obligated to stay at the seminar 
hotel. Note, however, that Boston Business School customar-
ily negotiates a special room rate with the seminar hotel. 
Unless it is included in the accommodation rate, an additional 
daily delegate rate for lunch, coffee, etc., will be charged to 
participants. For rooms at the seminar hotel, participants 
make their own reservations following instructions provided 
by Boston Business School, and pay the hotel bill on the final 
day of the program. 
 
Insurance, Disclaimer 
Boston Business School does not offer insurance to partici-
pants. Therefore, participants must carry their own insurance 
policies to protect them from damages due to accidents, 
disease, theft and so on. Boston Business School cannot be 
held liable for damages. Terms, conditions and course 
content are subject to change and/or amendment. 

I wish to participate in the following program:

Name of Program 

                        Program Number                        Program Dates 

                        Prefix       ® Ms.       ® Mr.          Titel 

Last Name                                                           First Name 

Company/Organization 

                        Street, P.O. Box 

                        Postal Code, City 

                        Country 

                        Email 

                        Telephone                                   FAx 

                        Position                                       Industry (opt.) 

                        Number of Employees (opt.)     ® under 200   ® up to 1000 ® over 1000 

 

Signature                                                             Date

Registration 
Form 
 
Please complete and print this  
registration form and mail or  
FAX it to: 
 

Boston Business School 
Kirchstrasse 3 
CH-8700 Kuesnacht/Zurich 
 

Phone +41 (0)43 499 40 20 
Fax +41 (0)43 499 40 21 
Email 
info@bostonprograms.com 
Internet 
www.bostonprograms.com
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