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: Dr. Saara M. Julkunen

Head of Business School, Associate Professor
Dr. Jonna P. Koponen

Senior Lecturer
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17:10—18:50 International Sales Process
(Dr. Julkunen)
19:00 — 20:40 Personal Selling Skills in International Sales
(Dr. Koponen)

@ 201845 H 10 H (K)
17:10—18:50 Cultural Intelligence in International Sales
(Dr. Julkunen)
19:00 — 20:40 Strategic Approach to International Sales
(Dr. Koponen)
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