oesbad !z gl
Ll s pedaidl Susg
Sslmdl (ogladl @ Balll
5 tume

2 :Jalall
PRVNSRIENE

PLEY [ RTY
e Bran fus Lpwples e Syaally olas Sy (osladl Adeay sl canpai ) Solll g
Bt ) Ygimg (oglanll ISy liadty 8yd ASY paglanll cilimaliuly disealy (aglatll ageio
oo Aaliza gleil ae Jolatll Gyl (ogladdl oldMsl yall augy LS Llsliey (ogladl dles
doall (mslall 3yls] Sy cumplall
P oe oSeky O 28kl melidl JLeST way (U e ads
Sloslally (oglattly dalarll Al cealall 48,00 A
ooslatll limsliul e caadll 2
w2oladl Adee >lhe sl 3
Lole 3ylacadl Zoanly (sl § 2wl Jolgall sl 4
Aumglatll Bulaadl oLl loadl et § a8yall elb alaiiul e 8080 S
(ool gl saladlSlemdl 3 Adlas¥l Cbldl pas GluiST 6
Hgllall Aacud| Ciylall
ssandll Jlar¥! ¢ ugadll clabud
Bl (gt
Sloglally (oslatll § apalio dande  Jo¥1 sl
Gl=dl poglanll glesl Gl el
ool BIaSGy Slulew (alemslinl I jezldl
Gl posladl Ao J>le pl Il gl
gLdY wluasg ezl ualdl el
Gl=dl posladl Sl ealudl He=ll
Juall poslall pasbass cusslall blal  mbadl sl
Joodl Golatll (aglanll 8yl3] pelidl el
Gl Gogladl SLdMs ] pulill el



Jles¥g (%60) e 950ld zmazm Al ¢5sdls Bl Juae (elisg Gl Olmiel + satus @l spuedid] Ay
(%40) 22 5L
syl
1. Charles B. Craver, The Art of Negotiation in the Business World, Carolina Academic Press;
2nd edition (2020)
2. William W. Baber & Chavi C-Y Fletcher-Chen (2020), Practical Business Negotiation, 2nd
ed, Routledge
3. Ghauri, P.N., & Usunier, J. C. (Eds.). (2003). International business negotiations. Emerald
Group Publishing.
Gholl ulzll (adall @lle «quladly (Flail (ogledl @le § Anddn cdizg dazxo G 4
o oSl ey gaally aslal
e Byalall ajelly Al IM) S cpae (Jlaall pagladl cggepnit Lk





