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BEOEM
EHEE The purpose of this course is to increase your business communication and English knowledge and abilities relating to business. We will discuss

/Object and| and practice assertiveness, negotiation and discussion skills, with a focus on improving practical English communication vocabulary and skills.

summary We will use Google Classroom (p7wjhpl) as the main tool for announcing updates, distributing assignments, etc.
of class |
FED
F3EZEH4E | At the end of this course you will have a better understanding of international business communication. You will be able to perform more
/Goal of | effectively in a wide range of business situations as both an individual and team member.
study |
| 1. Introduction: Course explanation and Q/A
| 2. Introduction to Assertiveness
3. Practice Scenario 1
EPERE. 4. What is Effective Negotiation? Two Key Ideas
Hixe 5. Pract!ce Scenar!o 2 & qu More Key Negotiation Ideas
ﬁ%%ﬁ 6. Practice Scenario 3 & Review and Q/A
/C;tents 7. Cpnfirm_ation c_)f Understanding
and 8. D!scuss!on Sk!IIs 1
meges | 9. D|s_cu55|qn SklII‘s 2 ] )
schedule | 10. Discussion Skills 3 & Introduction to Group Presentation
of the class 11. Paper Check-In 1: Your Main Idea and Outline
1 12. Presentation Check—in: Role allocations and draft slideshows
13. Paper Check-In 2: Your Draft; Presentation Q/A
14. Presentations by Groups: Key Points of Paper
15. Group presentations, continued; Paper due; What did we learn? Comments; Q&A
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G;:Zg;age | English (Instruction and classroom discussion). (H ARFETODE M. tHiXHATRE, )
Course |
A Paper: 35% Comprehension—level Checks: 30%* Presentation: 25% Participation 10%
/Evaluation | *There will be one in—person session or three short online sessions to assess your comprehension of the material.
method |
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/ﬂ'l'fdiook | | 1. [Getting To Yes: Negotiating An Agreement Without Giving Inll | Fisher | Ury and Patton | 2012 Ed | 9781847940933 |
and 1B - - | I - - -
references

2. | [Thank You for Arguingl | Heinrichs | Three Rivers Press | 2020 | 9780141986166 |
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Students should

- Be prepared for each class

+ Complete all assignments completely and on time

- Participate effectively and energetically in class exercises
* Give best effort in all activities

Other materials will be provided as needed

Office hours: Thursday 13:30-14:30 or by appointment (Please send email beforehand.)
Email: ray.roman.b6[at]. . .
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