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negotiations can get emotional. But
you need to remind yourself that
they're about businee. This course will
introduce above issues. Trying to
make students know how to use
negotiation theory and skill to solving
they problem and conflict.

GEESMEE

AZIFEERE -




	朝陽科技大學 095學年度第2學期教學大綱 International Business Negotiation 國際商務談判

