BF - BRICRIID !
JO0-NIVHRZEES
Bl

Dr. Saara M. JUIkunen

University of Eastern Finland
Head of Business School, Associate Professor
FNEERVEERMEDEFIR,
Unwersny of Eastern FmIand e e
. T %2 ATORERBOEEEEDEY HICBHT S
eniorlecturer FZIc BT BV THEESIF 3,
BBz a2 =Z7— 3 VOFEMR,
ECEOEBRNE D R R ZWINNCELSI—T T4 VT, v
X, RFEICBVWTENEEZES,
Wi ICHYIEIBHSE LT — 2 U N IR D 728 O Bi = 751731k (Sales Theatre Workshop) (3.

FINEINT AT 1 SV RRE T2 52 FBUK, B Z RS 500 B2 78 i LT B EE LY
KEHNDET X AAT—)IVFIRBOTH P OIREN, ZOBRPTFHEHZRTTVEY,

2018 FE A AKRZFEBERREEEE
NEAFZBRBRETOT S L FHESR

roa—N\IViEETOEI R ADEEREE ]
58 8H) 5-6KR /yOo—/\yb7ak 4021

1) International sales process (Dr. Saara Julkunen)
2) Personal selling skills in International sales (Dr. Jonna Koponen)
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1) Cultural intelligence in International sales (Dr. Jonna Koponen)
2) Strategic approach to International sales (Dr. Saara Julkunen)
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