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Hoc phén: TIENG ANH KINH DOANH
M4 hoc phin: ENG3001

Nganh: Kinh doanh quéc té

Chuyén nganh: Ngoai thwong

Trinh do: Pai hoc

Khdi lwgng hoc tap: 3 tin chi.

Hoc phin tién quyét:

IELTS Intermediate

Muc dich hoc phin
Tiéng Anh kinh doanh 1a mén tiéng Anh tich hop cac k¥ ning ngdn ngir pht hop cho sinh

vién & trinh d6 trung cip. Hoc phan niy bao gom céc ndi dung dugce thiét ké nham dap ung nhu

cau cua sinh vién muon hoc “kinh doanh” thong qua ngdn ngir va thuc hién céc tac nghiép kinh

doanh quen thudc bang tiéng Anh. Hoc phan ndy bao quat nhitng van dé quan trong trong kinh

doanh nhu thi truong, xay dung thuong hiéu, dit hang, tiép nhén va xir ly don dat hang, thuong

lugng, giao tiép thu tir. Ngoai ra, sinh vién c¢6 co hoi thuc hanh cac k¥ ning nhu: hoi hop, bao

céo kinh doanh thong qua dién giai d6 thi va k¥ nang thuong luong.

9.  Chuén dau ra hoc phan (CLO)
Mi CPBR o Cap do theo
TT cua hoc Tén chuan dau ra Bloom
phan

Thuyc hién duoc cac dam thoai lién quan dén tac nghiép 3

1 CLO1 .
trong kinh doanh
Hiéu cac cudc hdi thoai va bai noi lién quan dén linh vuc 2

2 CLO2 .
kinh doanh

3 CLO3 Str dung dugc von tr vung lién quan dén linh vuc kinh 3
doanh

4 CLO4 Viét dugc céc thu tir giao dich trong kinh doanh 3

5 CLO5 Co k¥ nang lam vi¢c nhém

6 CLO6 C6 k¥ ning giai quyét van dé

Ma tran quan hé chuin dau ra hoc phan (CLO) va chuin dau ra chuong trinh (PLO)
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Téng hop theo
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hoc phan

Ghi chu: (x) 12 m6i quan hé thap, (X) 1a mdi quan hé cao.
10. Nhiém vu cua sinh vién
Sinh vién phai dy 16p, tham gia cac hoat dong giao tiép tai 16p va lam cac bai tap 16n dugc
giao.
11. Tai liéu hoc tap
11.1 Gi&o trinh
Tu bién tap tir nhiéu ngudn khac nhau:
1. Market Leader; David Cotton; Pearson Education Limited, 2010.
2. English for Negotiating; Charles Lafon; Oxford University Press, 2010.
3. Business Advantage ; Michael Handford, Martin Lisboa; Cambridge University Press,
2012,
4. A Handbook of Commercial Correspondence; Tan Chau, NXB Tre, 2007.
5. English for Marketing and Advertising; Sylee Gore; Oxford University Press, 2009.
11.2 Tai liéu tham khdo
1. Business Venture; Roger Barnard and Jeff Cady; Oxford University Press, 2009.
2. The Business; John Allison, Rachel Appleby; Macmillan English, 2009
12. Thang diém: Theo thang diém tin chi.
13.  N@i dung chi tiét hoc phin
UNIT 1
START-UP
1.1. Start-up
1.1.1 Discussion: Important conditions for setting up a new business
1.1.2 Vocabulary: Economic terms
1.1.3 Listening: Important steps for setting up a new business
1.1.4 Reading: The Human Touch
1.1.5 Discussion: A new location
1.2 Language Skill: Socialising
1.2.1 Making contacts
1.2.2 Entertaining visitors

1.2.3 Keeping a conversation going
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Case Study: Soup Kitchen vs Gourmet to go
Discussion: Getting a loan from the bank
Listening: Explaining what a business plan is
Reading two authentic business plans
Writing a business plan
UNIT 2
MARKETING
Marketing
Discussion: Ideas about marketing mix and brand loyalty
Vocabulary: Word partnerships
Reading: Products and Brand Strategies
Market Research
Listening: Market Research Methods
Group work: Decide on a market research plan; Design a questionnaire
Language Skill: Meeting
Discussion: Meeting protocols
Listening: Meeting at a Marketing Department to discuss the launch of the
product
Useful language used by chairperson and participants
Case study: Kristal Water Company
Listening: Some typical comments from Kristal’s consumers
Problem-solving: Present ideas on how to improve the sales of Kristal
UNIT 3
NEGOTIATION
Negotiation Scenario
Discussion: Skills and qualities a good negotiator should have
Vocabulary: Types of negotiation; Negotiation procedures
Reading: The Art of Business: Learn to Love Negotiating
Negotiating Styles
Pairwork: Negotiation outcomes
Reading: Co-operation and Competition in Negotiation
Listening: Negotiating points and compromise
Language of Negotiation
Probing questions

Proposing



3.3.3.

Counter-proposing

3.3.4  Reaching agreement
3.3.5 Summarising
UNIT 4
FINANCE
4.1. Finance of a business
4.1.1  Discussion: Where people put their money.
4.1.2 Vocabulary: Financial terms
4.1.3 Reading: Reporting financial success
4.1.4 Listening: The Profit and Loss Account
4.2. Language of Presentation
4.2.1 Opening a presentation
4.2.2  Structuring a presentation
4.2.3. Refering to visual aids
4.3.4 Closing a presentation
UNIT 5
BUSINESS CORRESPONDENCE
5.1. Structure and Presentation
5.1.1 Layout of a business letter and e-mail
5.1.2 Key business letter terminology and etiquette
5.1.3 Guidelines for writing a business letter
5.2. Types of business letter
5.2.1 Letter of enquiry
5.2.2 Reply letter to an enquiry
5.2.3 Letter of Ordering
14. Ma tran quan hé chuin diu ra (CLO) va ndi dung (chwong) hoc phin
Chuong — o ™ < o ©
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1 Start-up X X X X
2 Marketing X X X X X
3 Negotiation X X X X
4 Finance X X X X
5 Business Correspondence X X X




15. Méi quan hé giira chuin diu ra hoc phan (CLO) va phwong phap gidng day, hoc tip
(TLM)

A P o2 N hém
STT Ma Te: phlro’ngAphap stang phuong 8 8 8 8 8 8
ay, hoc tap (TLM) ohép olololololo

1 TLM1 | Giai thich cy thé 1 X[ X[ X X | X
2 TLM2 | Thuyét giang 1
3 TLM3 Tham luan 1
4 TLM4 | Giai quyét van dé 2 X
5 TLM5 | Tép kich nao 2 X | X | X X
6 TLM6 | Hoc theo tinh huéng 2 X | X
7 TLM7 | Dong vai 2 X X
8 TLM8 | Tro choi 2 X X X
9 TLM9 Thuec tap, thuc té 2
10 TLM10 | Tranh luan 3
11 | TLM11 | Théo luan 3 X X X | X
12 TLM12 | Hoc nhéom 3 X
13 | TLM13 | Cau hoi goi mo 4 X | X | X X | X
14 TLM14 | Du an nghién clru 4
15 TLM15 | Hoc truc tuyén 5
16 | TLM16 | Baitap 6 nha 6 X | X X | X
17 | TLM17 | Khac 7

16. Phan b thoi gian theo sb tiét tin chi cho 3 tin chi (1 tin chi = 15 tiét)

S6 tiét tin chi

Chuone Tén ch Ly Thye To Ph hap giang d
en chuong y on uon ap glang da
thur , | hanh/ thao , ¢ & Phep sine T
thuyét . sO
luan®

TLM1, TLM4,TLMS,
1 Start-up 3 9 12 | TML7,TMLS8, TML11,
TML13, TML16

TLM1, TLM4, TLMS,

2 Marketing 3 9 12
TLM6, TML7, TML11




. TLM1, TLM5, TML7,
3 Negotiation 2 7 9
TML11, TML13, TML16
_ TLM1, TLM5, TML7,
4 Finance 2 4 6
TMLS, TML11, TML13
. Business 5 A 6 TLM2, TLM5, TML11,
Correspondence TML13, TML16
Tong 12 33 45

Ghi chii: S6 gio thyc hanh/ thdao lugn trén thuc 1é sé bcfng 6 tiét thuc hanh/ thao ludgn
trén thiét ké x 2.

17. Mbi quan hé giira chuin dau ra hoc phan (CLO) va phwong phap danh gia (AM)

Nhom
STT M Tén phwong phap b 8 8 8 g 8 8
a phuwong
dénh gia . |o| 0| o| 0| 0| O
phap
1 AM1 | Su tham gia trén 16p 1 X X X X X
2 AM2 | Danh gia bai tap 1 X | X X | X
3 AM3 | K¥ nang trinh bay 1 X X X
4 AM4 | Thyc hanh tai 16p 2
5 AMS5 | Bai thu hoach 2 X
6 AMG6 | Thi viét 2 X
7 AM7 | Kiém tra trac nghiém 2 X X | X
8 AMS8 | Thi van dap 2
K§ nang giao tié
9 AM9 }: s& P 2
thong qua van ban
10 AM10 | Dy an 3 X X | X
11 AMI11 | Lam viéc nhom 3 X X
12 | AM12 | Kho4 luan tot nghiép 3
13 AM13 | Danh gia dong cap 4
18. Ké hoach kiém tra, danh gia
S Phwong | Ty
Tud N e e | B S8 8 88
uan phap ¢
dung o|o|o|0| 0|0
T danh gia | (%)




Unit AM1,
112131415161718191 20
1,2,3/4, AM2, X X
10,11,12,13 %
5 AM4
Unit AM3, 20
14,15 X X X X
1,2,3,4 AM11 %
Toan 60
Theo lich AM7 X X X
bo %
2 100
Tong cong

%
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