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i Negoliations are held everywhere.
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Make the Nego™™®

The perfect result of negatiation is Lo sellle a bargain.
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i Kecp the best condition for negotiating anytime.
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Make the NG%O\‘

Use slralegies for reversing the critical situation.
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se your UOQ% language Lo improve your negolialory skills.
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| Notice the principles and taboos in negotiation.
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@@ Ncgotialions are held everywhere.
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Make the NegP™

B "< pceriect result of negatiation is Lo settle a bargain.
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il Kccp the best condition for negotiating anytime.
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B Usc strategies for reversing the critical situation.
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