ReaderTT.config = {"pagecount":17,"title":"Techniques de vente","author":"mouna","subject":"","keywords":"","creator":"Impress","producer":"LibreOffice 7.2","creationdate":"D:20220617090038Z'","moddate":"","trapped":"","fileName":"document.pdf","bounds":[[1100,825],[1100,825],[1100,825],[1100,825],[1100,825],[1100,825],[1100,825],[1100,825],[1100,825],[1100,825],[1100,825],[1100,825],[1100,825],[1100,825],[1100,825],[1100,825],[1100,825]],"bookmarks":[{"title":"Techniques de vente","page":1,"zoom":"XYZ 0 825 0"},{"title":"Introduction","page":2,"zoom":"XYZ 0 825 0"},{"title":"Comment annoncer la proposition ?","page":3,"zoom":"XYZ 0 825 0"},{"title":"Les tactiques de la proposition","page":4,"zoom":"XYZ 0 825 0"},{"title":"L'argumentation","page":5,"zoom":"XYZ 0 825 0"},{"title":"L'argumentation (2)","page":6,"zoom":"XYZ 0 825 0"},{"title":"L'argumentation (3)","page":7,"zoom":"XYZ 0 825 0"},{"title":"L'argumentation (4)","page":8,"zoom":"XYZ 0 825 0"},{"title":"L'argumentation (5)","page":9,"zoom":"XYZ 0 825 0"},{"title":"L'argumentation (6)","page":10,"zoom":"XYZ 0 825 0"},{"title":"L'argumentation (7)","page":11,"zoom":"XYZ 0 825 0"},{"title":"Le traitement des objections","page":12,"zoom":"XYZ 0 825 0"},{"title":"Le traitement des objections (2)","page":13,"zoom":"XYZ 0 825 0"},{"title":"Le traitement des objections (3)","page":14,"zoom":"XYZ 0 825 0"},{"title":"Le traitement des objections (4)","page":15,"zoom":"XYZ 0 825 0"},{"title":"Le traitement des objections (5)","page":16,"zoom":"XYZ 0 825 0"},{"title":"Le traitement des objections (6)","page":17,"zoom":"XYZ 0 825 0"}],"thumbnailType":"jpg","pageType":"html","pageLabels":[]};
