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Making deals globally is a fact of life in modern business. To
successfully conduct deals abroad, executives need skills to negotiate
with counterparts who have different backgrounds and experiences.
This book provides international executives with the savvy they need to
negotiate with finesse and ease, no matter where they are. It offers
valuable insights into the fine points of negotiating, and guidelines on
delicate issues that can influence a promising deal. This book is an

Autore Cellich Claude

Materiale a stampa

Monografia



indispensable tool that provides know-how and expert strategies for
striking favorable deals. The book emphasizes the importance of
preparation and offers basic rules and checklists for staying on top in
negotiations.
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<P>Classical singing training is no longer relevant for the theatre
performer today. So how does an actor train his singing voice? </P>
<P>Now in its second edition, this practical handbook takes the reader
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through <B>a step-by-step training programme relevant to the
modern singing actor and dancer</B>. A variety of contemporary voice
qualities including belting and twang are explained, with exercises for
each topic. </P>


