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F: exec COUI’SGS@|S€ ac.uk LSE Executive Education courses last five days. Classes start between 8:30am-9:30am and end between

5:30pm-6:30pm with an early finish on Friday. Social events will be held on Monday and Thursday evenings.

T.+44 (O)2O 7849 4615 Please note course content and schedule are subject to change and may vary. www.lse.ac.uk/execed



