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Couverture; Titre; Table des matieres; Figures; Remerciements; Avant-
propos; Chapitre 1: evaluer les progres realises, identifier les obstacles,
renouveler I'engagement; Chapitre 2: Situation de I'epidemie mondiale
de VIH; Chapitre 3: Gestion des causes societales du risqueet de la
vulnerabilite par rapport au VIH; Chapitre 4: Prevenir les nouvelles
infections a VIH: la cle pour inverser le cours de I'epidemie; Chapitre 5:
Traitement et prise en charge: progres sans precedent et defis a relever
Chapitre 6: Attenuation de I'impact de I'epidemie surles menages, les
communautes et les societesChapitre 7: Et a partir de la, que faut-il
faire? Soutenir une riposte efficace, solide, sur le long terme; Annexe 1;
Annexe 2

Connatre son pidmie est essentiel pour toute personne engage dans la
riposte au VIH. Largement illustr de
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UNISALENT0991002392649707536
Martinez Hidalgo y Teran, José Maria
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Everett Robert F

The entrepreneur's guide to marketing [[electronic resource] /] / Robert
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Marketing demystified -- Marketing applied : a strategic overview of
marketing -- What do | want? -- Your market and what it needs --
Your operational environment -- Assessing your own capabilities --
Identifying and evaluating your competitors -- Positioning your
product or service -- Pricing your products and services -- Deciding on
your marketing strategy -- Developing and delivering your message --
Getting your message out there -- Selling effectively and ethically --
Standing by your word -- Calling in the pros -- Conclusion.

Marketing often scares entrepreneurs. They've sweat buckets coming
up with a valuable product or service, and now they have to sell it?
Won't it sell itself? No. But, as marketing expert Bob Everett shows,
marketing is just not that hard. At some level, entrepreneurs know that.
They know what appeals to them and what leaves them cold. They
know when a person or marketing claim is trustworthy, and they know
when claims are exaggerated. Yet when it comes to marketing their
own products and services to others, entrepreneurs often find it
difficult to apply that same judgment and common sense. Eve



