n I: o LSLa)S-NS bo)SIM )bm QLSJ"

oSS!

BS ol

4wy )

BTt

& 19

eyl 5 420 pisels

Ell 2y 50 sboy s il

ko yud &l S Toko

& x5 oS5k

Y )l Gils ladds

OB S o Slh0 (S

9 Ml kulgy ol
ool
on &Bly g 1 Slos
Sl el g i

M‘)lﬁsb' 9 &dg0 ébél

08 S

é‘éu"ﬁ )S)M
kol coglgl oy

3,3l gl y ol il g Cymamnnise

o

Syl by 50 oo g cawl gy

bl

ts"’.“"’bﬁ) 9 | KWEES
EYRUNEE W W2 2
slas!

Sy ol il g o

Jazi ol 3
2953 9 41,25biod )5
29550yl

slasl b 3lai g ollaise
09,5

FB g5l bulgy ol

Slosie!

&l pl ! g s
FBOLSL g w80 ol ,3
éébcéw‘

pl el g g,

oligS (59logm 3 35 poi

e
S il & g At

LS‘S)LM Sowit

oligS (5391 o9m y 35 poi

(WY

St O 9 952/ dzmiioe

i S g2
By S

S Jo gl 3
6291 0gms 32 35 poise
Gdodids g oligs
Syl & 1 dmaiion

5 H Lo St

IRt MT;
olgS swoguw y 35 yois
S
3 il yho i
B Mols S

Sowg )5

Slos (5,135 ST il
3¢5 Gledlbl

855l a1 Jilod paek

JBlas (5,105 51 il
395 leMbl
PSSl & bl pac
&3> Y lgw

&8 Sl
395 wledb! Jslus
Y lgmw (g 13
L, pcian Cledbl

Oy a4 (5,08 S bl
SleMb|

e OleMbl 3l solaswls:

s oo 3l sl
=B,

OleMb| Sl

Q] s
9 Slanl JLio ass

S Lo (525 Slos

oligs s
9 SBloal JLis a4 =
Sl 50 ;Slos
&y O ity &y Ol
oo W1 poc 5 Jsluse

w5 g Fraw s
9 Slowal JLoo ass
o Slos

hio 9 (g y oy o

310 WSS g dm] s

9 l"">)5*1"°-c Jl-u«b Eve
FHIAVERW IRV

ol oo

Qo yos dgsk

Oy Ak

Gy dgsk

Gy dgsk

Slegw g blua ol

oy ol

a0 9 & po bl

oy ol

oy ol

& :.%




"alizko S ,9uisS U 0,Slio 5> pgo WlSG"

pLé 9 5ld & poit

S S poi

pLo g ks B po

pLo 9,ld B o

@‘-\.C ol g

&2 )l g oo

ool Cawsi

Vb e & Ao
Fon a8 (S

OO 0 g 3 G g

u.wuv @‘) OM%'*‘

alold Ldssw
15 S
pUL 295 (S o
Solgils
90 b yols cawos

Cawd

OOl Cawdi

1-Negotiating International by Lothar katz
2-Cultur Based Negotiation styles by Michella Lebaron

3-Doing business in Russia by James k.sabenius

S




