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Members count on each other’s

.mﬁwmgmm to get

Hb Umnmd&mﬁ ,,moou, ,ﬁvm ‘,wﬂooEvB ; Oozmmm

;,Oobmmnmunmhmimﬂ opened the doors to a
state-of-the-art facility to deliver ‘conference
and mﬁubﬂ.ro ting services to students,

fac-

and other on-campus groups, as well

* Tast August,
the Chazin Group, was retained by the Con-

the best results

mﬁmm m&ﬁ EQ no:E also benefit @oB ,mEm- ,
ance on marketing and sales best @,Hwncnmm to
generate new business *m.
Ethan OrmNEu ?.mmama of

EJa

as onocmr ,Hmm&mam mbm the community. mﬁ,ﬁamngﬁmamm To conduct a program to their
; o o S

large.
- The
Center is
with students
~ Brooklyn College
- that
line staff support

Oo.umnnnbnn
staffed

 to the many visitors
that utilize the new.

,mmnmamm. In addi-
,QOP; the ,m,sz.mb\_m
staff is tasked with
creating a brand

community, ,msm ‘generating new business

opportunities for the Conference Center for

various events such as seminars, lectures and
receptions. « - ,

Meeting the Challenge

While the students that work i in the Con-
ference Center require 8@ -notch nﬁmﬁoan
service skills in order to provide Smnmmcob-
al service. to.the Center’s customers, many -
lacked the requisite _umnwwﬂoﬁi and training
to deliver oEde&Em Hmaim Om mmgnm. Hrm

raff on how to leverage marketing and sales

- best practices, and shared timely strategies for -
_prospecting by leveraging direct marketing,
.of

RSty

emall market-..

advertising, online strategies,

“Tng, list rental services, and other tactics.

*

_provide front-

Tevels,
for the very first tim
 sionals looking to transition’into a new field.

- name in the local
‘Conference Center,
“service best practices.

years of experience in the private
_number of sales and marketing roles, having

served most of the Fortune 1000 as clients
_ and possessing extensive experience manag- .

wozﬂama 12004, The Chazin Group deliv-

 ers career transition consulting services fo job

seekers from mﬁﬁmmﬁmnocbmm and experience
from ,@moEm entering the job market

to ;mmmmobm&_ profes- Center E& w&&

S, Lﬁ :mrv :5:
In addition, last October Mr. Chazin Hma,m i

; program m&:\mﬂma.ﬁo m@?oﬁﬁwﬁq 30 stu- -

College who work in the
focusing on customer

sadors to. the nozmmm. He memE& woi ex-
; ; ;nmmcg& ustomer care is a key driver that
, With both programs  organizations. rely on, to differe iate them-
Mr. Chazin was able to apply his g.md@;mfm@ _selyes in noaﬁmﬁﬂé business e SnoEBma
sectorina. WQ skills

dents of Brooklyn ;
of the Brook-
lyn College Student and Oobmmﬁmbnm Omcﬁmam,
we thank %oa for facilitating a top-notch
training program with our students,” said
Ryan Buck, directo of ﬁrm,mmooﬁva Col-
lege Student Center. “Many expressed their
mamaﬁcmm in hostin: ‘mcnw training. -For most
ing client H&wwoagwm and event \ nobmmnmunm ; : - ,
EmﬂEﬂm prograims. - , ,
During. the customer service @nommma gn

Chazin emphasized to the students the criti-
n& role that 9@ mmd\mm as moo%ﬁ: mB.umm-_

s
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- “In‘today’ s E&Ewﬁ mnomoB«a ncmﬂoBmH
service waoﬁmmm organizations with a power-
- ful tool to acquire and retain clients as well as

top talent,” said Mr. Chazin. “Providing the
students at the Brooklyn Oozmmm Conference

Center with best practices in ‘customer nmwm
using private sector sales skills is'a tremen-

dous way for this state-of-the-art conference -

center to position itself to its clients and pros-
“pectsnot only in waooEvB, but Em mcd,osnm,
5m metro area as well.” =

Since its ‘opening, the Conference Center
has served the varied needs of a wide range

“of clientele including: Bank of America, the
L moma of Elections of the City of New.York,
“the wnooEvB Public Library, Citibank, Sena-
* tor John Sampson’s office, mﬁm&cnwm. Target,

Warner Bros. Television, and many others.
- For. more, S\c::ana: about the Chazin
Group,. - visit - www. TheChazinGroup.com,

“eall (917) 239-5571 or . e-mail ~thechazin-
-~ group@yahoo.com, mow ‘more - information

about the Brooklyn College Gcéqmﬂm:nm Cen-
ter, call 718-951-5528, e-mail 8:\& encecen-
Ew@?o&&i cuny.edu “or visit- www.brook-
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