VR BE

FIRENMRER - BRABETmE - #EENZhERRNER - HHBUGTHEHE
A B R &T&ﬁ&)?%ﬁl&%ﬂ&

7FF|_ $I§ BIOHE T 85=-+)\H1 103.1.30 &iTA #BEB BEE
EAfi4RIE SEEB

frag N EEl=
&55:0933118495
8H:03-5351719
e-mail:dialysis98@gmail.com
AERBR . =EERA

&% 1 04-23205577

HE R
SARRERY  AZ—ENBFLEEURBEER  E2RAEEBHA
BOREAZE BRESUEBBH O ETZRE  SBIERN - B
AT |



S |
gz

BEAXE XX

NEW YEAR




202
DOCTORS JANUARY 23, 2014, 12:30 PM
Teaching Doctors the Art of Negotiation
By DHRUV KHULLAR New York Times
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patient adherence, diagnostic accuracy and chronic disease
management. But good communication, by itself, is only part of the
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