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Shaping the future of luxury together.
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SERVICE EXCELLENCE

22| OfE| S =
(Luxury Attitude)

A2 M2[HL

(Selling Ceremony)
Arsh D24 S B2l
(Challenge Management)

VIC 10724 22|
(VIC Management)

U2 A 22| 3 S2t0| A
(CRM & Clienteling)

&= 04 Ci4 wo 2
(Chinese Sales Coaching)

HA| AlZ2] o5
(Understanding Duty-Free Market)

o|E & S OLIXIHE
LEADERSHIP &
MANAGEMENT

HELISEIERY
(Followship & Leadership)
ErdRa = PN E R
(Link Leadership)
AL B2
(Brand Myself)

g OLXHE
(Team Management)
Yol 2l
(Coaching Essence)
e =
(Negotiation Skills)

MH|A F3 2
QUALITY OF SERVICE

17 Me|2 3 02 ZH Jto|=
2iel i

(Customer Service(CS) & Experience(CX)
Guideline Development)

HMe| Y o203 2F

(Luxury Experience Programs)

A% HY S oHE Bt

(On-Site Inspection & Store Assessment)
OJAE{2| &

(Mystery Shopping)
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Audemars Piguet ‘Flagship Store Opening Project’

Balenciaga ‘Link Leadership’

Balenciaga ‘People Management’

Balenciaga ‘My Vision, My Career’

Balenciaga ‘Excellent Store Management for Assistant Store Managers'
Bang & Olufsen ‘Customer Experience in the New Normal Era’
Burberry ‘Burberry Presentation’

Burberry ‘Conflict Management'

Burberry ‘Advanced Art of Presentation’

Chanel ‘Chanel et Moi les Atelier - Luxury Attitude, Art of Storytelling,
Challenge Management, Artisan Luxury Service Signature'

Dr. Martens 'Sales Performance Management’

Dr. Martens ‘Follow-up Training’

Dyson ‘Leadership Essentials’

Golden Goose ‘Diversity & Inclusion’

Genesis ‘Genesis Hospitality’ (Dubai)

Genesis 'Genesis Ownership Experience’ (Australia, Canada, USA)

Genesis 'Genesis Ownership Experience’ (Retail Experience team at HQ)

Genesis 'Luxury Experience’ (Namyang Lab)

Genesis ‘Coaching for New Employees’ (Suji)

Genesis ‘Genesis Hospitality’ (Anseong, Gangnam, Hanam, Incheon Airport)
Genesis '‘Cheongju Opening Project - Genesis Hospitality, Business Manners,
Followership, Voice Training, Standard Customer Interaction Practice, Stress
Management, Challenge Management' and more.

Gucci 'Art of Storytelling’

Hotel Shilla ‘F&B Dining Upselling Technique Training’

Hotel Shilla ‘Global Communication Manners’

Inbetween ‘Challenge Management’

JPDC ‘Practical Leadership'

KCL Law Firm ‘Luxury Attitude'

LHUB ‘Luxury Attitude’

Lotte Department Store ‘Art of Storytelling’

Lotte Department Store ‘The Role of Luxury Brand Store Managers and VIP
Management Strategies'

LVMH P&C ‘Luxury Trends, Diversity & Inclusion’

Mercedes Benz ‘Accessories & Goods, VMD & Sales Training’
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¢« CHANEL ‘New Chapter For Next Leader’

e LVMH BEAUTY ‘Office Workshop_Luxury Trend & Understanding MZ'
e HERMES ‘Luxury Attitude e-Movie Learning’

e SAINT LAURENT ‘Clienteling’

¢ RICHEMONT KOREA ‘Boutique Master Management’

+ BURBERRY 'Middle Power Leadership for ASM’

o CLE DE PEAU BEAUTE 'Modern Art & Luxury Art Market’

» LORO PIANA ‘Store Manager Leadership-Knowing Myself’

e GENESIS ‘2023 H1 Genesis Space Field Coaching’

e POMELLATO ‘Luxury Service Essential & Luxury Selling Ceremony’
e FMK MASERATI ‘2023 Luxury Trend Watch’

e PERNOD RICHARD ‘Luxury Attitude'

e NOW WATCH (ROLEX/TUDOR) ‘Clienteling Essential’

e GENESIS '2023 H2 Genesis Space Field Coaching’

e SEPHORA ‘New Normal Selling Skills'

e GOLDEN GOOSE 'Diversity & Inclusion_Unconscious Bias'

¢ G-FORE ‘Luxury Service Essential & Luxury Selling Ceremony’

GENESIS ‘Global Service Guideline_Genesis Hospitality’ Development
GENESIS 'Pre-opening Training for Edinburgh Studio, UK’

GALLERIA DEPARTMENT STORE ‘Galleria Attitude for VIP Lounge'
VALENTINO ‘Moving Forward Leadership for SM’

SHINSEGAE DEPARTMENT STORE ‘FRIEZE SEOUL VIP LOUNGE Project’
GOLDEN DEW 'Golden Dew Experience'

SAMSUNG ELECTRONICS ‘Premium Retail Trend & Design Thinking'
NESPRESSO ‘Customer Centric Sales Communication’

GENESIS 'Genesis Hospitality’ Launching in Australia

VACHERON CONSTANTIN ‘Luxury Service Excellence'

GENESIS 'Art of Storytelling’

DR. MARTENS ‘Advanced Sales Techniques’

OTB KOREA ‘Coaching Essence for SM’

OTB KOREA ‘Luxury Attitude & New Normal Selling Skills’

GOLDEN GOOSE ‘Voice Up Workshop'

LOTTE DEPARTMENT STORE ‘Luxury Service for AVENUEL Lounge'

GENESIS 'Genesis Hospitality’ Launching in Europe
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MONCLER ‘Leadership based on Strength & Clienteling Essential’
HERMES ‘Travel Retail VMD Training Program’ Training

PRADA (PRADA / MIUMIU) ‘New Client Journey’ Training
RICHEMONT GROUP ‘Boutique Master Management’ Training
KERING Korea (BOUCHERON) ‘BM Management Program’

VAN CLEEF & ARPELS ‘Flagship Store Pre-Opening Choreography’
Training

BALENCIAGA ‘Luxury Experience Program’ Training

ALEXANDER MCQUEEN ‘Client Journey Training’

BACCARAT ‘Clienteling Essential & Luxury Service Signature(Intensive
Role-play)’ Training

BOUCHERON ‘Inspire’ Training

DOLCE & GABBANA ‘Management Master Training Project’ Training
FRED 'People Management Essential’ Training

GIVENCHY ‘Retail Management Service' Training

LORO PIANA ‘Understanding Generation MZ' Training

RIMOWA ‘Team Synergy Program’ Training

GOLDEN GOOSE ‘Sales Coaching for Coach’ Training

GOLDEN GOOSE 'Diversity & Inclusion’ Training

BUCCELLATI ‘Luxury Insight Program’ Training

ROGER DUBUIS ‘Luxury Service Signature’ Training

ROLEX & TUDOR ‘Annual Luxury Service Project’ Consulting & Training
TOD'S 'Winning Client's Heart & Storytelling' Training

GENESIS CDJ Field Coaching, VIP Lounge Guideline Manual Development
JENNY HOUSE ‘Luxury Service Project’ Consulting & Training

KOLON FnC ‘Luxury Attitude’ Training

LOTTE DEPARTMENT STORE ‘Store Management Panel Talk'

LOTTE GROUP ‘Global Business Manner' Training

HYUNDAI DEPARTMENT STORE ‘Evolution of Customer Experience in Luxury
Retail’ Training

DL ENC 'High-end Service Manual Development’

NOW WATCH (ROLEX/TUDOR) 'Annual Luxury Service Project’ Training &

Consulting
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¢« FAIRMONT AMBASSADOR HOTEL SEOUL ‘Signature Program’ Training e BERLUTI Korea 'Retail Leadership Academy’ Training

¢ GOLDEN GOOSE ‘New GOLDEN Retail Customer Service' Training e TIFFANY & Co. ‘Tiffany Signature' Training

e JOSUN HOTEL & RESORT ‘Luxury Service Signature’ Training e JEJU SHINHWA WORLD ‘Complain Management’ Training

« JIMMY CHOO ‘Clienteling Essential’ Consulting & Training e THE AMBASSADOR SEOUL ‘Luxury Attitude & Art of Storytelling’ Training
 TEMPUR 'People Management for Leaders’ Training e KERING ‘Managing & Boosting EQ / Influencing & Persuasion’ Training

e SAINT LAURENT 'Saint Laurent Attitude with Luxury Storytelling’ « MONTBLANC ‘Evolution of Customer Experience in Luxury Retail' Training
e GENESIS ‘Luxury Storytelling Insight’ Training e CHAUMET 'People Management Essential’ Training

¢ SIMMONS ‘Luxury Service Signature’ Training e TOD's GROUP (TOD's / Roger Vivier [ Hogan) ‘Link Leadership /

¢ BVLGARI 'Understanding Generation’ Training Understanding Generation Gap / Clienteling Essential’ Training

e SOFITEL AMBASSADOR HOTEL SEOUL ‘Art of Storytelling’ Training o SEPHORA KOREA 'Evolution of Customer Experience in Luxury Retail &

+ ADV KOREA (BACCARAT / BERNARDAUD) ‘Art of Storytelling’ Training Luxury Attitude’ Training

e FOUR SEASONS HOTEL SEOUL 'Art of Storytelling' Training
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« FENDI Korea ‘Telecommunications Clienteling Skills' Development
« BURBERRY Korea ‘'The BURBERRY Presence’ Service Training

o BOTTEGA VENETA Korea ‘Italian Craftsmanship & Culture' Training
e HOTEL SHILLA ‘VIP Service Attitude' Training

¢ FMK Corp. 'MASERATI Luxury Branding Strategy’ Training

¢ AMORE PACIFIC ‘Understanding Luxury’ Training

¢ RIMOWA Korea ‘Luxury Attitude’ Training

« MAX MARA ‘Luxury Service Signature' Training

¢ SAMSUNG ELECTRONICS ‘Premium Client Service Guideline'

+ DIOR KOREA ‘Followership' Training

e LVMH Cosmetics (GUERLAIN) ‘Store Operation Management' Training
e KOLON FNC ‘Luxury Service Signature’ Manager Workshop

o GENESIS 'Luxury Service Guideline’ Consulting and Development

e FOUR SEASONS HOTEL SEOUL ‘Luxury Experience’ Training

e GENESIS Hanam Studio ‘Service Excellence Program’ Consulting

GENESIS Suji 'Pre-opening Training’ for Managers and Curators

GENESIS On-site Coaching for ‘New Test Drive Program’

GENESIS Utilization Strategy and Execution Idea Creation Project Based on
Luxury Customer Psychological Survey

SAMSUNG ELECTRONICS ‘Clienteling Service' Guideline and Manual
Development

HERMES KOREA (DUTY FREE) ‘Luxury Attitude' Training

FAIRMONT AMBASSADOR SEOUL ‘Pre-opening Digital Marketing' Consulting
and Development

GENESIS ‘Luxury Service Guidelines’ Training

WE WORK KOREA Service Mind & Complaint Management’ Training for
Emotional Customer Experience

HANSUNG MOTORS (Mercedes-Benz) ‘Retail Leadership Academy_Luxury

Business Market Insight’ Training
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