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Objectives % o The course aims to develop students’ English for business
communication skills through a variety of task-based activities and
practice to prepare them in the world of business. Students can
confidently express themselves accurately and clearly as they progress
through the course.
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four different bu31ness contexts: networking, presentations, meetings,
and negotiations are to be presented with explicit instructions,
abundant and effective conversation practice. A variety class
activities: Brainstorming quizzes, listening comprehension practice ,
business communication skills, business culture, business writing will
be conducted through out the course.
Syllabus
2/25  Course introduction/Warm-up Activity
3/4 Part I Networking Ul: Introductions
3/11 Part I U2: Listening
3/18 Part I U3: Small Talk
3/25 Part II Presentations U4: Presentation Organization
4/1 Part II U5: Preparation and Delivery
4/8 Part Il U6: Presentation Style
4/15 Midterm: Sales Pitch
4/22 Part IV Negotiations Ul0: International Negotiation Review Quiz
(unitsl-6)

\x}

4/29 Part IV Ull: Negotiation Styles

5/6 Part IV Ul2: Closing the Negotiation

5/13 Part III Meetings UT7: Running a Successful Meeting
5/20 Part III U8: Participating in Meetings

5/27 Part III U9: Conference Calls

6/§ Meeting Simulation or Negotiation Simulation + Review Quiz(units7-
12
6/10 Finals for compulsory subjects

#H ¥ Lecture : 50%




e 8 0 4 s Group discussion : 30%
Method of
Instruction % p|# 3t Case study : 10%
Y Practical exercises : 10%
#3 Lecture : This course is taught in English. %
EL e Coursebook: English for Key Business Skills (Collins) by Tomalin,
Textbooks Barry. Cosmos. 2020
ISBN:978-986-318-914-5
%% 2 p : (Communicating in Business English
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This course is taught in English.
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Grading

1. Midterm Exam: (25%)
Sales pitch (individual or a group of 2-3)
2 mins per person /a
group of 2-3: 4-6 mins
2. Final Exam: (25%)
Meeting Simulation
ggline(videoconference)/Face—to—Face Meeting Simulation (a group of 3-

Or

Negotiation Simulation (a group of 2-4)

3. 2 Review Quizzes 30%

4. Attendance + class performance + class pre-preparationt discussions+
assignments 20 %

2 mins x(3-4p)=6-8 mins
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Notes

This i1s an English-taught course.




