TRUONG PAI HOC MO THANH PHO HO CHI MINH
KHOA NGOAI NGU

PE CUONG MON HQC

I.  Théng tin tdng quat
1. Tén moén hoc tiéng Viét: PAM PHAN TRONG KINH DOANH
2. Tén mon hoc tiéng Anh: BUSINESS NEGOTIATION
3. Ma mon hoc: ENGL4208
4. Thudc khéi kién thire/ky ning

[1 Giao duc dai cuong [0 Kién thirc chuyén nganh
O  Kién thirc co s6 Kién thuc bo tro
0  Kién thirc nganh O D6 an/Khoa luan tét
nghiép
5. S tin chi
Téng sb Ly thuyét Thuc hanh Tu hoc
2TC 15 tiét thuc hanh g
’ theo nhom trén 16p 60 tict
15 tict (hoc trén lop) | va 15 tict lam bai ca 2(1,1,4)
nhan trén hé thong
LMS
6. Phu trdch mon hoc: Khoa Ngoai Ngir
a.  Khoa Ngoai Ngit/ B) mon Tiéng Anh Thwong Mai
b.  Giang vién: Nguyén Chau Bich Tuyén
Cc. Diachi email lién h¢: tuyen.ncb@ou.edu.vn ‘
d. Phong lam viéc: Phong 503, Truong PH Mo TP.HCM, C¢ s¢ H6 Hao Hon
Il.  Théng tin vé mén hoc
1. Mo ta mén hoc

Pam phan trong kinh doanh 1a mét trong nhitng mon hoc tu chon thudc
nhom kién thic bd tro chuyén nganh Tiéng Anh Thuong Mai. Pam phan 13 mot
trong nhitng k§ niang quan trong trong Ky ning giao tiép. Trén thyc té ching ta
thuc hién rat nhiéu cudc dam phan thuong luong trong hoc tap, cong viée va
trong cudc song thudng nhat ma déi khi chung ta khong nhan ra. Pam phan
trong kinh doanh la qua trinh ban bac, thoa thuan gitta cac bén mot cach tu
nguyén, trong dé cac bén didu chinh dé xuét tiéu chi, nguyén vong cua ca nhan
hay cua to chirc minh dé c6 thé dat duoc myc tiéu mong mudn.

2. Moén hoc diéu kién




STT

Moén hoc diéu kién Ma moén hoc

Mén hoc tién quyét

Khéng yéu cau

Mon hoc truoc

Khéng yéu cau

Mon hoc song hanh

Khéng yéu cau

3. Muc tiéu mon hoc
Sinh vién hoc xong mon hoc c6 kha nang:

Muc tiéu mén
hoc

Mo ta

CDR CTDT phan
bo cho mon hoc

CO1
(Kién
thirc)

Giai thich duoc nhitng vin dé co ban vé dam
phan, tam quan trong cua nghé thuat dam phéan
phan trong kinh doanh, cic buéc chuan bi trudc
khi ngdi vao ban dam phén, va nhing chién luoc
tai ban dam phéan

Phén loai dugc cac d6i tuong dam phan va nhiing
chién thuat hitu hiéu duoc ung dung khi dam
phan

Mo ta dugc nhiing trang thai tinh chét cua hoat
dong dam phan, dé c6 thé g dung nhiing chién
thuat ky nang can thiét caa nghé thuat dam phéan
trong cudc sdng hang, trong hoc tap va cong viéc
mot cach hiéu qua va thiét thuc hon

PLO4.1; PLOA4.2;
PLO4.3; PLO4.4

PLO7.1

CO2 (ky
nang )

Van dung kién thirc da hoc dé lwa chon céc chién
thuat dam phan hi€u qua trong tung truong hop cu
thé cling nhu nhirg chuan bi can thiét d¢ dam bao
budi ky két hay thda thuan dat dugc muc ti€u mong

muon.

Thao téc chinh xac cac budc chuan bi quan trong
cho cudc dam phan va sir dung ding chién thuat

can thiét trong mot tinh hudng cu thé

Hudéng dan nguoi hoc xay dung duoc mot cudc

PLOG6.1; PLOG6.2
PLO7.1

PLOS8.1:; PLOS8.2;
PLO8.3




dam phan trong d6 thé hién duoc cic budc chuan
bi trude khi ngdi vao ban dam phan, nhirng chién
thuat khi ngdi vao ban dam phan va nhiing tinh
hudng can phai giai quyét dé di dén két thuc cude
dam phan hay thay d6i can phai tiép tuc dam
phan sau d6 (chii ¥ dén trang thdi, biéu hién,
hanh vi, dang vé cw chi khoang cach thoi gian

khong gian hop Iy)

CO3 (Nang
luC tur chii va
trdach nhi¢gm)

Ling nghe va bay to quan diém ca nhan vé viéc lug
PLO9 - PLO9.1;

, PLO9.2 ; PLO9.3;
huong dam phan khéc nhau; va ton trong sy khac | PLO9.4 ;

chon céc chién thuat khic nhau trong mdi tinh

biét vé vin hoa va quan diém giita cac thanh vién | p| 010 - PLO10.1 :
trong nhom khi tién hanh mot cudc dam phan theo PLO10.3;PLO10.4

nhom.

CQ4 (thai do
doi vdi ban
than va xa

héi)

Giup nguoi hoc nhan ra dugc gia tri thiét thuc va v
nghia quan trong thong qua thyc hién nhitng cude
dam phan trong bdi canh cu thé dé tir 6 ban than | PLO11 - PLO11.1;
. v s a 22 i . .~ |PLO11.2;PLO11.3
c6 suy nghi va rut kinh nghi¢m dé co6 thé c6 nhiing . PLO11.4

hanh vi, thai d¢ tich cuc hon trong moi truong lam

viéc, hoc tap, sinh song

4.  Chuan dau ra (CDR) mon hoc
Hoc xong mon hoc nay, sinh vién lam dugc (dat dugc):

Muc tieu | CDR mon hgc
mon hoc
CO1 CLO1 Van dung kién thirc dé hoc (i.e. ngh¢ thuat dam phan trong
(Knowledge) kinh doanh, cac van dé can quan tim trudc khi ngdi vao ban

dam phan hay trong qua trinh dam phan) dé trinh bay tinh
kha thi cua nhiing chién thuat dam phan vao trong tinh huéng
dam phan cu thé trong thuc té (vi du dam phadn vé mét cudc
thwong lwong véi gido vién vé thoi gian nép bdi tdp, ndi dung
bai tdp hay tiéu chi cham diém (trong méi truong hoc tdp),




hodc thuwong lwong vé gia ca khi mua san phdm hay hay
thwong lwong nhitng chi tiet rang bugc trong hop dong kinh
doanh cu thé).

(Individual Final Term Paper: Part 1- Theory of business
negotiation ‘
Discussion Board (2 lan trong khoa hoc) on LMS

cO2
(Skills)

CLO2

Tao ra mot tinh hudng/ truong hop can phai dam phéan
(khoang 20 - 30 minutes) dugc tham khao tr nhiing dam
phan trong kinh doanh hay céng viéc,cudc séng ma trong do
c6 sit dung cac chién thuat dam phan khac nhau nhu win
lose, lose —win, win — win...chi y dén tir ngdn tir st dung,
ndi dung budi dam phan, cach st dung chién thuat va dic biét
1a phai néu ra dugc 1y do va muyc tiéu cia viéc ung chién
thuat dam phan dé dé trong cudc dam phan cu thé

(Group Assignment: Write a case study of a specific
negotiation conditions and details of all activities of that
negotiation session)

(Final Term Paper: Part 2)

CLO3

Thao tac thuan thuc cic budc trong qua trinh dam phan (thuc
hanh dam phdn trén 16p bang cdach sir dung kich ban dam
phan da dwoc tao ra theo yéu cdu gido vién) c6 sir dung cac
hinh anh cong cu hd trg dé tao ra mot cudc dam phan nhu
that gitip nguoi hoc dat muc ti€u cua bai hoc.

Group Assignment: Co-negotiating practice in class)

CO3
(attitudes)

CLO4

Phéi hop tbt voi ban ‘hoc khi tién hanh dam phan theo nhom
va c6 nhing gop ¥ can thiét cho cudc dam phan cua ban va
tat ca nhiing trao d6i gbp ¥ mang tinh xay dung va khach
quan.

(Group Assignment: Co-negotiation practice)

CO4
(attitudes)

CLOS

Biét lya chon trudng hop dam phan c6 ndi dung mang thiét
thue dua vao bai giang sao cho phu hop véi dic diém va nhu
cau cua ngudi hoc.

Group Assignment: (Final Term Paper: Part 2) on LMS

Ma tran tich hop giita chuan dau ra cia mon hoc (CLOS) va chuan dau ra cua
chuong trinh dao tao (PLOS)

PLO

CLO1

CLO2 CLO3 CLO4 CLO5
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5. Hoc liéu

a) Tai liéu chinh
[1] Business Negotiation — Compiled by Nguyen Chau Bich Tuyen, 2017

(khong tim thay trong danh muc thuw vién)

b) Tai liéu tham khdo
[2] Peeling Nic. Negotiations: What the best negotiators know, do and

say, Prentice Hall, 2011. (khéng tim thdy trong danh muc thie vién)
[3] Dale Carnegie, Pac Nhan Tam, Nha Xuat Ban Tong hop Thanh phd
HCM, 2010. (khéng tim thdy trong danh muc thu vién)

Dadnh gia mon hoc

Thanh pl;g danh | B danhgia | OTEEM T CHR mon hoc Ty 16 %
1) (2) 3) 4)




Al. Panh gi4 kién
thac

Final individual
Assignment on
LMS including
Part 1- Theory of
business
negotiation

Part 2- Write a
case study of a
specific
negotiation and
details of all
activities of that
negotiation
session)

Tuan 8, 9
(sau khi SV
két thic khoa
hoc

CLOs 1, 2

50%

A2. Béanh gid k¥
nang

Group
Assignment:
Writing 3 full
sessions of three
various
negotiation cases
(in learning
environment,
working place,
and in doing
business/ trading

)

Tuan 4 -7

CLOs1, 2,4

20%

Group
Assignment:
Each group
practices three
full sessions of
three negotiation
cases in learning
environment,
working place,
and in doing
business/ trading)
('written before)

Tuén 4-7

CLOs 3, 4

20%




A3. DBanh gia thai

do

Individual Tuan 4-7 CLOs1,4&5 10%
discussion on
LMS (twice)

Tong cong

100%

6.

Phuwong phap gidng day

6.1 Bai tip nhém (Group Assignments): xay dung mot truong hop dam phéan
cu thé theo nhém va thyc hanh dam phan theo nhém trén 16p. Cac thanh
vién trong 16p cung quan sat nhan xét gbp y (gop y ca noi dung cupc dam
phdn va biéu hién nha dam phdn & cd 2 phwong dién verbal langugage and
non-verbal language)

6.2 Final Term Paper Assignment (bai viét cd nhén thay thé bai thi cudi
khéa): tong két kién thirc da hoc trén 16p va tu hoc theo yéu cau cua giang
vién va bai viét cudi khoa phai c6 cac muc theo goi ¥ sau:

Topic:
Using negotiation techniques and strategies studied in main book and
reference books and based on personal perception and experience to
complete the following requirements:
I. Theoretical background
- Definitions and importance of negotiation in daily life and in
business
- Types of negotiators and their characteristics
- Benefits of using negotiation strategies in various specific
situations /or cases. (i.e. listing out all negotiation strategies
and then giving 3 examples of specific negotiation in three
contexts of learning, working or trading environments and
then presenting the appropriate negotiation strategies used in
these cases with explanations for their meanings or
implications)
Il. Practice
- Describing the negotiation context: negotiation field and its
necessity, negotiation objectives, numbers of negotiators,
negotiator’ levels.
- Suggesting negotiation strategies applied in a specific situation/
case of learning, working, or business environment
- Writing in details of conversation activities among negotiators
during the negotiation session
I11. References (at least 5 sources)

6.3 Thao luin trén dién dan LMS:




Lan 1 : Mdi sinh vién tra 101 va thao ludn cac cdu héi theo yéu cau (weeks 1
-3)

Lén 2: Mdi sinh vién chon mot bai viét vé mot budi dam phan (cua nhém
khac) va thong qua qua trinh thuyc hanh cua nhom doé trén 16p & ca hai
phuong dién ngdn tir st dung (verbal languge) va (non-verbal language)
lién quan dén ky nang dam phan va viét bao cdo nhan xét vé (nhing uvu

diém va han ché va dé nghi giai phap khic phuc cho nhom dé) trén hé théng
LMS.

Ké hogch gidng day

Tua | Néi dung CDR | Hoat dgng day-hoc Bai ddnh gid | HL
n chinh
MH & tham
khao
1 Chapter 1 CLO | Instructor’s activities Assignment | [1] pp.
s1,2 1 (weeksl-— |-)
- Introduction of Introducing: negotiation | 3) -
Business definitions ~ and its | Individual | [21[3]
Negotiation and importance  for  learning | discussion
Its Importance negotiation on LMS -
Chapter 2: - _ - Discussion
: Preparation for negotiation | assignment
Preparation of : lated t
- — its stages and phases related 10
Negotiation theoretical
Students’ activities: background
of
Reading and taking note the | negotiation
o on LMS
main ideas of chapter 1 & 2 | (gy:
(at home) Presenting
preparation
Observing and taking in Steps for_
negotiation
some necesary preparations | and vital
for each stage and phase in strategies
applied in
specific negotiation cases business
as required during learnin negqti_ation
f 9 g by giving
periods (in class) detailed
explanation
and
illustrated
examples)




CLO | Instructor’s activities Assignment | [1]
] sl, 2 1 (weeks 1 —
Chapter 3: Presenting key factors, | 3)- pp
;H}:ee Factors information and knowledge | Individual | 57 [3]
ntiuencing on related to negotiation to | discussion
the negotiation ) LMS
Extra provide learners  have | N > —
discussion/ enough  skills  and ;z;%sé'é’:t
Study case techr.uque§ to build related to
relationships at  the | theoretical
Chapter 4: At b_arga_ining table thro!Jgh background
the Bargaining IIStenlng and ObserVIng, of
Table replying. and  making | negotiation
Extra discussion questions to decision in a | 0" LMS
/ Study case punctual way in negotiation
session
Students’ activities:
Reading and taking note the
main ideas of chapter 3 & 4
(at home)
Observing, memorizing and
chosing the appropriate
skills and techniques to
apply in a specific cases of
negotiation or in situation
of practice in group in
negotiating front of class
Chapter 5: CLO | Instructor’s activities Assignment | [1] pp.
o s1, 2, _ 1 (weeks 1 — | 229-
Characteristics Introducing the types of | 3).- 238)
of Negotiators negotiators  and  their | Individual
ch 6. characteristics, diverse | discussion Eﬂ [3]
apter 6: negotiation strategies, | 0N LMS —

Discussion




Negotiation negotiation margin  and | assignment
Process and negotiation balance related to
Strategies o theoretical
Students’ activities: background
Chapter 7: ] ) of
o Reading and taking note the | negotiation
Negotiation main ideas of chapter 5,6,7 | On LMS
Process and "
Methods & 8 (at home)
Chapter 8: Observing, memorizing
Widening Choosing appropriate,
Communication negotiation strategies and
negotiating project
Completing Assignment 1-
Individual discussion on
LMS
CLO | Instructor’s activities Assignment | [1] [2]
h ) s 1, . 2 - Group [3]
C apter_9. 2 3 Explaining BATNA Assignment
Seven Mistakes | , ANALYSIS and its on LMS
ISrI[ Nteg(_)tlatlon application in negotiation | (Group
rategies process, and some Assignment
interpersonal skills used in | THINK
Chapter 10: negotiation three cases
Solving of

Disagreements
in Negotiation

Students’ activities:

Reading and taking note the
main ideas of chapter 9 &
10 (at home)

Observing, note taking and
selecting BATNA analysis

and inter interpersonal
skills  to apply in
negotiation  project  if
possible

negotiation
in learning
environmen,
working
place, and
trading
condition
(buying or
selling
something)
and WRITE
all full
activities of
these three




Completing Assignment 2-
Group Assignment on
LMS

negotiation
sessions

Negotiating
Practice

(in learning
environment )

CLO
s1,
2,34

Instructor’s activities

Asking students work in
group and perform a
negotiating plan in
learning environment (as
written in Assignment 2-
Group Assignment on
LMS)

Giving comment and marks
on students’ performances
and suggestion if possible

Students’ activities:

Other students observe,
listen and give comments
taking notes all both
possitive and nagetive sides

Other students/ group raise
questions or give
suggesstion if possible

Assignment
3 - Group
Assignment:
PRACTICE
a full
session of a
negotiation
case in
learning
environment
(in front of
class)

[1] [2]
[3]

Negotiating
Practice

(in working
environment)

CLO
sl, 2,

Instructor’s activities

Asking students work in
group and perform a
negotiating plan in working
environment (as written in
Assignment  2-  Group
Assignment on LMS)

Giving comment and marks
on students’ performances
and suggestion if possible

Students’ activities:

- Other students / groups
observe, listen and give
comments taking notes all
both possitive and nagetive
sides

Assignment
3 - Group
Assignment:
PRACTICE
a full
session of a
negotiation
case in
working
environment
(in front of
class)

[1] [2]
[3]




Other students/ group raise
questions or give
suggesstion if possible

Negotiating
Practice

(in doing
business)

And Group
discusion on
LMS

CLO
sl, 2,

Instructor’s activities

Asking students work in
group and perform a
negotiating plan in doing
business (as written in
Assignment  2-  Group
Assignment on LMS)

Giving comment and marks
on students’ performances
and suggestion if possible

Students’ activities:

- Other students listens to
comment and note taking

Other groups observe and
giving comments on the
group (which is teaching in
class)

All students are required to
participate in this individual
discussion on LMS by
giving comments /
evaluation on both content
and performances group
members) and based on
knowledge accesed and
individual experience, give
suggestions  for  Dbetter
negotication in particular
cases.

Assignment
3 - Group
Assignment
—Practice a
full session
of a
negotiation
case in doing
business (in
front of
class)

Assignment
4 - Group
discusion on
LMS (Each
student
selects a
negotiation
session of
one group
and discuss
both sides of
group
content and
group
members ‘per
fomances

[1] [2]
[3]

Instructing
students to
complete the
written
assignment on

CLO

1,2,5

Instructor’s activities

- Explain the requirements
of Final Term Assignment
- Remind studentss
reviewing what have
studied within 7 weeks and

Final Term
Assignment
— Written
Individual
Papper on
LMS
(including




LMS

have appropriate apllication
in their writing paper.

two parts as
required)

Students’ activities:

- Listen carefully the
instructions and complete
the final assignment in a
better way based on the
accessed knowledge and
individual perception and
experience

- Meet all requirements of
the final paper as planned

- Submit final paper on
LMS punctually

7. Tiéu chi danh gia
9.1. Tiéu chi danh gia bai viet ca nhan on IMS -(Holistic) Rubrics

Band Scores

Criteria assessment

9-10
Excellent

(Greatly
exceeds
expectations)

Demonstrates a superior ability to give details of
different components as required in each written
assignment

Demonstrates masterful knowledge of creative and
effective negotiation in a particular situation

Demonstrates a superior ability in language
competence (all appropriate words and technical terms
used), and logical expression in ideas exposed or describe
all appropriate strategies to develop the target (sub) skills
as well.

O

7-8
Good

(Exceeds
expectations)

Demonstrates an above average ability to give details
of different components as required in each written
assignment.

Demonstrates above average knowledge of creative
and effective negotiation in a particular situation

Demonstrates an above average knowledge in language
competence (most of appropriate words and technical
terms used) and quite logical expression in ideas exposed
or describe most of appropriate strategies to develop the
target (sub)skills

5-6

Demonstrates an average ability to give details of




Satisfactory

(Meets
expectations)

different components different components as required in
each written assignment.

Demonstrates an average knowledge of creative and
effective negotiation in a particular situation

Demonstrates an acceptable knowledge in language
competence (some appropriate words and technical terms
used) and relatively logical expression in ideas exposed or
describe some of appropriate strategies to develop the
target (sub)skills

3-4 -
Fair

(Below
expectations)

Demonstrates a less ability to give details of different
components as required in each written assignment.

Demonstrates a less knowledge of creative and
effective negotiation in a particular situation

Demonstrates a less knowledge in language
competence (less appropriate words and technical terms
used) and less logical expression in ideas exposed or
describe some of inappropriate strategies to develop the
target (sub)skills

Under 3 -
Poor

(Does not
meet
expectations)

Demonstrates a poor ability to give details of different
components different components as required in each
written assignment.

Demonstrates a poor knowledge of creative and
effective negotiation in a particular situation

Demonstrates a poor knowledge in language
competence (many inappropriate words and no technical
terms used) and illogical expression in ideas exposed or
describe numerous inappropriate strategies to develop the
target (sub)skills

9.2. Tiéu chi danh gia thwe hanh dam phan trén 16

Negotiation performance (Analytic) Rubrics

Assessment Ways in which assessment criteria is achieved
Criteria ]
(The questions may not all be relevant to every
The trainee_ lesson.)
(1) demonstrates a) Does the trainee highlight the target of

ability to follow
procedures and use
activities to

negotiation clearly?
b) Does the trainee use appropriate ways of
clarifying the skill and techniques applied in the




develop/improve
negotiation
skills.

d)

specific negotiation?

Does the trainee show that s/he can help
listeners (instructors, classmates) to understand
clearly the reasons why such negotiation
strategies applied in that negotiation session?

Does the trainee show that s/he can focus the
steps of conducting a negotiation in the
particular context (before, while and after the
negotiation)?

Does the trainee ensure a communicative
focus in negotiation activities?

(2)

Demonstrates
ability to set up and
manage whole
negotiation in group

(including group
activities, verbal
language and

nonverbal language)

f)

Does the trainee show s/he can arrange the
furniture & equipment in the classroom to suit
different types of negotiation activities?

Does the trainee give clear expressions at
appropriate stages of the negotiation?

Does the trainee organize the content of
negotiation effectively?

Does the trainee have good performances
during the negotiation session?

Does the trainee maintain an appropriate
space, position and time or any necessary
flexibility during negotiation session?

Does the trainee ensure whether the verbal
language and non-verbal wused during the
negotiation correctly or not?

3)

Demonstrates
ability to use English
appropriately in
negotiation  context
e.g. when explaining,
eliciting,  conveying
meaning and giving
suggestion

Does the trainee use simplified and natural
language to explain, to give and check to catch
up the ideas and attitude of negotiators during
negotiation activities happened?

Does the trainee show that s/he can complete
the negotiation project through ?

setting context?

building up information discussed in

negotiation?

assessing knowledge learned from the
lectures?

checking meaning of language items
(words/structures)?

checking the audience understanding of
negotiation performance?

(4)

Demonstrates

a)

Does the trainee show that s/he can negotiate




ability to carrying out
a negotiation &
provide feedback

appropriately by listening to his/ her partners,
thinking clearly when making decision or having
any alternative, or when maintaining his/ her
attention to their partners’ expectations?

b) Does the trainee give appropriate feedback to
their partners during the negotiation?

C) Does the trainee use a variety of techniques
in order to give good reflection on negotiation
activities?

d) Does the trainee show an awareness of
avoiding fierce arguments in negotiation if he/
she would like to get further success later?

()

Demonstrates
ability to create a
positive  negotiation
atmosphere, ensuring
attention of  other
peers’ in class

a) Does the trainee establish good interpersonal
skill with group members and with other
learners?

b) Does the trainee ensure that group members
are fully involved in negotiation activities in all
stages and phases of the negotiation session?

C) Does the trainee maintain a positive
atmosphere in performing negotiation period?

d) Does the trainee use a superior (an above
average/ average/ below average/ poor) volume
level & clarity?

e) Does the trainee demonstrate an extreme (an
above average/ average/ below average/ poor)
display of poise and confidence demeanor during
the negotiation performance?

f) Does the trainee demonstrate a superior (an
above average/ average/ below average/ poor)
ability to maintain good nonverbal language
(facial expression, manner, posture...) during the
negotiation session?

Note:

For each criterion, the trainee’s performance is classified into five levels:

Band scores

Descriptions

9-10 The trainee greatly exceeds expectations or demonstrates a
superior ability.

Excellent

7-8 The trainee exceeds expectations or demonstrates an

Good

above average ability.




5-6

The trainee meets expectations or demonstrates an average
ability.

Satisfactory
3-4 The trainee meets below expectations or demonstrates a
. below average ability.
Fair
Under 3 The trainee does not meet expectations or demonstrates a
very poor ability.
Poor

8. Quy dinh ciia mon hoc

- Quy dinh Ve nop bai tap dung thoi gian quy dinh trén LMS

- Quy dinh Ve chuyén can: bat budc tham gia ddy du 7 budi. Néu vang 1 budi s&
bi trir 10% s diém toan khoa.
- Quy dinh vé cAm thi: Sinh vién ving 2 budi s& bj trir 20% sb diém toan khoa.
- Noi quy 16p hoc: Sinh vién dén 16p dung gio, tré 30 phit xem nhu vang 1 bubi.
Pam bao cac khau chuén bi tot khi thuc hanh dam phén trén 16p.

TRUONG KHOA NGOAI NGU Giang vién bién soan

(Ky va ghi ro ho tén) (Ky va ghi ro ho tén)

Nguyén Thiy Nga Nguyén Chau Bich Tuyén



