
Schedule Monday Tuesday Wednesday Thursday Friday

14 15 16 17 18

9:00-11:00
Consumer 

Behaviour

Consumer 

Behaviour

Cultural 

Economics
Cultural Economics

11:00-13:00

HR and Sales 

Force 

Management

HR and Sales 

Force 

Management

Rhetorical  

Techniques

Rhetorical  

Techniques

16:00-19:00
International 

Trade

International 

Trade

Internatioanal and 

Contemporary 

Legal System

Internatioanal and 

Contemporary 

Legal System

International Tax 

System

19:00-21:30

Cultural Styles of 

Negotiation and 

Protocol in Asia 

Cultural Styles of 

Negotiation and 

Protocol in Asia 

Management and 

Administration of 

Transnational 

Organizations, 

NGOs and Think 

Tanks

Management and 

Administration of 

Transnational 

Organizations, 

NGOs and Think 

Tanks

Cultural Styles of 

Negotiation and 

Protocol in Asia 

21 22 23 24 25

9:00-11:00
Consumer 

Behaviour

Consumer 

Behaviour

Cultural 

Economics
Cultural Economics

11:00-13:00

HR and Sales 

Force 

Management

HR and Sales 

Force 

Management

Rhetorical  

Techniques

Rhetorical  

Techniques

16:00-19:00
International 

Trade

International 

Trade

Internatioanal and 

Contemporary 

Legal System

Internatioanal and 

Contemporary 

Legal System

19:00-21:30

Cultural Styles of 

Negotiation and 

Protocol in Asia 

Cultural Styles of 

Negotiation and 

Protocol in Asia 

Management and 

Administration of 

Transnational 

Organizations, 

NGOs and Think 

Tanks

Management and 

Administration of 

Transnational 

Organizations, 

NGOs and Think 

Tanks

Cultural Styles of 

Negotiation and 

Protocol in Asia 

28

9:00-11:00
Consumer 

Behaviour

11:00-13:00

HR and Sales 

Force 

Management

16:00-19:00
International 

Trade

International 

Trade

19:00-21:30

Cultural Styles of 

Negotiation and 

Protocol in Asia 

1 2 3 4

9:00-11:00
Consumer 

Behaviour

Cultural 

Economics
Cultural Economics

11:00-13:00

HR and Sales 

Force 

Management

Rhetorical  

Techniques

Rhetorical  

Techniques
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February 

March



16:00-19:00
International 

Trade

International 

Trade

Internatioanal and 

Contemporary 

Legal System

Internatioanal and 

Contemporary 

Legal System

International Tax 

System

19:00-21:30

Cultural Styles of 

Negotiation and 

Protocol in Asia 

Cultural Styles of 

Negotiation and 

Protocol in Asia 

7 8 9 10 11

9:00-11:00
Consumer 

Behaviour

Consumer 

Behaviour

Cultural 

Economics
Cultural Economics

11:00-13:00

HR and Sales 

Force 

Management

HR and Sales 

Force 

Management

Rhetorical  

Techniques

Rhetorical  

Techniques

16:00-19:00
International 

Trade

International 

Trade

Internatioanal and 

Contemporary 

Legal System

Internatioanal and 

Contemporary 

Legal System

International Tax 

System

19:00-21:30

Cultural Styles of 

Negotiation and 

Protocol in Asia 

Cultural Styles of 

Negotiation and 

Protocol in Asia 

Management and 

Administration of 

Transnational 

Organizations, 

NGOs and Think 

Tanks

Management and 

Administration of 

Transnational 

Organizations, 

NGOs and Think 

Tanks

14 15 16 17 18

9:00-11:00
Consumer 

Behaviour

Consumer 

Behaviour

Cultural 

Economics
Cultural Economics

11:00-13:00

HR and Sales 

Force 

Management

HR and Sales 

Force 

Management

Rhetorical  

Techniques

Rhetorical  

Techniques

16:00-19:00
International 

Trade

International 

Trade

Internatioanal and 

Contemporary 

Legal System

Internatioanal and 

Contemporary 

Legal System

International Tax 

System

19:00-21:30

Cultural Styles of 

Negotiation and 

Protocol in Asia 

Cultural Styles of 

Negotiation and 

Protocol in Asia 

Management and 

Administration of 

Transnational 

Organizations, 

NGOs and Think 

Tanks

Management and 

Administration of 

Transnational 

Organizations, 

NGOs and Think 

Tanks

21 22 23 24 25

9:00-11:00
Consumer 

Behaviour

Consumer 

Behaviour

Cultural 

Economics
Cultural Economics

11:00-13:00

HR and Sales 

Force 

Management

HR and Sales 

Force 

Management

Rhetorical  

Techniques

Rhetorical  

Techniques

16:00-19:00
International 

Trade

International 

Trade

Internatioanal and 

Contemporary 

Legal System

Internatioanal and 

Contemporary 

Legal System

International Tax 

System

19:00-21:30

Cultural Styles of 

Negotiation and 

Protocol in Asia 

Cultural Styles of 

Negotiation and 

Protocol in Asia 

Management and 

Administration of 

Transnational 

Organizations, 

NGOs and Think 

Tanks

Management and 

Administration of 

Transnational 

Organizations, 

NGOs and Think 

Tanks

28 29 30 31 1

9:00-11:00
Consumer 

Behaviour

Consumer 

Behaviour

Cultural 

Economics
Cultural Economics



11:00-13:00

HR and Sales 

Force 

Management

HR and Sales 

Force 

Management

Rhetorical  

Techniques

Rhetorical  

Techniques

16:00-19:00
International 

Trade

International 

Trade

Internatioanal and 

Contemporary 

Legal System

Internatioanal and 

Contemporary 

Legal System

International Tax 

System

19:00-21:30

Cultural Styles of 

Negotiation and 

Protocol in Asia 

Gestión de 

directivos y 

trabajadores 

expatriados

Management and 

Administration of 

Transnational 

Organizations, 

NGOs and Think 

Tanks

Management and 

Administration of 

Transnational 

Organizations, 

NGOs and Think 

Tanks

4 5 6 7 8

9:00-11:00
Consumer 

Behaviour

Consumer 

Behaviour

Cultural 

Economics

VACACIONES DE 

SEMANA SANTA

VACACIONES DE 

SEMANA SANTA

11:00-13:00

HR and Sales 

Force 

Management

HR and Sales 

Force 

Management

Rhetorical  

Techniques

VACACIONES DE 

SEMANA SANTA

VACACIONES DE 

SEMANA SANTA

16:00-19:00
International 

Trade

International 

Trade

Internatioanal and 

Contemporary 

Legal System

VACACIONES DE 

SEMANA SANTA

VACACIONES DE 

SEMANA SANTA

19:00-21:30

Cultural Styles of 

Negotiation and 

Protocol in Asia 

Gestión de 

directivos y 

trabajadores 

expatriados

VACACIONES DE 

SEMANA SANTA

VACACIONES DE 

SEMANA SANTA

11 12 13 14 15

VACACIONES 

DE SEMANA 

SANTA

VACACIONES 

DE SEMANA 

SANTA

VACACIONES DE 

SEMANA SANTA

VACACIONES DE 

SEMANA SANTA

VACACIONES DE 

SEMANA SANTA

18 19 20 21 22

9:00-11:00
New Western 

Approaches

Consumer 

Behaviour

New Western 

Approaches

Consumer 

Behaviour

11:00-13:00

HR and Sales 

Force 

Management

HR and Sales 

Force 

Management

Rhetorical  

Techniques

Rhetorical  

Techniques

16:00-19:00
International 

Trade

International 

Trade

Internatioanal and 

Contemporary 

Legal System

Internatioanal and 

Contemporary 

Legal System

International Tax 

System

19:00-21:30

Cultural Styles of 

Negotiation and 

Protocol in Asia 

Gestión de 

directivos y 

trabajadores 

expatriados

Gestión de 

directivos y 

trabajadores 

expatriados

25 26 27 28 29

9:00-11:00
New Western 

Approaches

Consumer 

Behaviour

New Western 

Approaches

Consumer 

Behaviour

11:00-13:00

HR and Sales 

Force 

Management

HR and Sales 

Force 

Management

Rhetorical  

Techniques

Rhetorical  

Techniques

16:00-19:00
International 

Trade

International 

Trade

Internatioanal and 

Contemporary 

Legal System

Internatioanal and 

Contemporary 

Legal System

International Tax 

System

April



19:00-21:30

Cultural Styles of 

Negotiation and 

Protocol in Asia 

Cultural Styles of 

Negotiation and 

Protocol in Asia 

Gestión de 

directivos y 

trabajadores 

expatriados

2 3 4 5 6

9:00-11:00
New Western 

Approaches

Consumer 

Behaviour

New Western 

Approaches

Consumer 

Behaviour

11:00-13:00

HR and Sales 

Force 

Management

HR and Sales 

Force 

Management

Rhetorical  

Techniques

Rhetorical  

Techniques

16:00-19:00
International 

Trade

International 

Trade

Internatioanal and 

Contemporary 

Legal System

International Tax 

System

19:00-21:30

Cultural Styles of 

Negotiation and 

Protocol in Asia 

Gestión de 

directivos y 

trabajadores 

expatriados

Gestión de 

directivos y 

trabajadores 

expatriados

9 10 11 12 13

9:00-11:00
New Western 

Approaches

Consumer 

Behaviour

New Western 

Approaches

Consumer 

Behaviour

11:00-13:00

HR and Sales 

Force 

Management

HR and Sales 

Force 

Management

Rhetorical  

Techniques

Rhetorical  

Techniques

16:00-19:00
International 

Trade

International 

Trade

19:00-21:30

Cultural Styles of 

Negotiation and 

Protocol in Asia 

Gestión de 

directivos y 

trabajadores 

expatriados

16 17 18 19 20

9:00-11:00
New Western 

Approaches

Consumer 

Behaviour

New Western 

Approaches

Consumer 

Behaviour

11:00-13:00

HR and Sales 

Force 

Management

HR and Sales 

Force 

Management

Rhetorical  

Techniques

Rhetorical  

Techniques

16:00-19:00
International 

Trade

International 

Trade

19:00-21:30

Cultural Styles of 

Negotiation and 

Protocol in Asia 

Gestión de 

directivos y 

trabajadores 

expatriados

Gestión de 

directivos y 

trabajadores 

expatriados

23 24 25 26 27

9:00-11:00
New Western 

Approaches

Consumer 

Behaviour

New Western 

Approaches

Consumer 

Behaviour

11:00-13:00

HR and Sales 

Force 

Management

HR and Sales 

Force 

Management

Rhetorical  

Techniques

Rhetorical  

Techniques

16:00-19:00
International 

Trade

International 

Trade

International Tax 

System

19:00-21:30

Cultural Styles of 

Negotiation and 

Protocol in Asia 

Gestión de 

directivos y 

trabajadores 

expatriados

Gestión de 

directivos y 

trabajadores 

expatriados

30 31

May


