PE CUONG TONG QUAT

COURSE SYLLABUS
Mon hgoc: Pam phan kinh doanh

Course’s name: Business Negotiation

1. Thong tin chung/General Information
- M s6 mén hoc/

GT04
Course Code:

- SO tin chi/ Credits: 3

Ly Thyc hanh/
- S6 tiét/ Periods: thuyét/Theory: ~ Practice: 15

30
- Mén hoc tién quyét/ - Mon hoc bét budc: Kinh doanh quéc té
Prerequisite Course: - Compulory Course: International Economic
- CTDT/ Training i

Kinh té d6i ngoai (International Economic Relations)

Program
- Trinh d¢/ Level Nam 4 (fourth -year student)

2. Muc tiéu mon hoc/ Objectives:

Nim vitng mot cach co6 hé¢ thé)ng kién thirc cap nhat vé dam phan kinh doanh
quéc té.

Ung dung 1y thuyét vé noi dung va k¥ ning dam phén kinh doanh qudc té trong
thuc hanh dam phan.

Tim kiém, thu thap, xtr Iy va phan tich thong tin, dir li¢u can thiét phuc vu cho
viéc chuan bi dam phan voi ddi tac tir nén van hoa khac.

Phat trién va hoan thién k¥ ning 1am viéc nhom hiéu qua.

Master the updated knowledge of international business negotiation in a
systematic way

Apply the theory of negotiation and negotiating skills in real international
business context.

Search, collect, process and analyze information and data for the preparation

of negotiations with partners from other cultures.



Develop and improve groupwork skill.

3. Tém tit ndi dung mon hoc/ Course outline:

Cung cap kién thirc nang cao cho sinh vién vé dam phén kinh doanh quéc té.
Trén co s d6, cung cap cho sinh vién cac nguyén tic ciia dam phéan kinh doanh
qudc té, cac ndi dung co ban cua cia dam phan kinh doanh qubc té nhu: quy
trinh dam phan va k¥ nang dam phan.

Provide students with advanced knowledge about international business
negotiation. On that basis, providing students with the principles of
international business negotiation, the basic content of international business
negotiation, such as the negotiation process and negotiation skills.

4. Tai liéu giang day/ Teaching materials

4.1 Tai liéu bat budc/ Textbooks

Negotiation - Mc Graw Hill, 2014

4.2 Tai liéu tham khao/ Additional learning materials

Roger Fisher & William Ury (1991), Getting to Yes - Negotiating Agreement
Without Giving In, Penguin Books.

Claude Cellich & Subhash C. Jain (2012), Practical Solutions to Global
Business Negotiations, Business Expert Press, LLC, New York.

Negotiation: Readings, Exercises, and Cases, McGraw-Hill /Irwin; 6 edition,
20009.

G. Richard Shell (2009), “Pam phdn dé gianh lgi thé - Nhitng chién lwoc
dam phdn cho nhitng ngwdi biét minh dang lam gi, NXB Tré.

G. Richard Shell (2009), "Negotiations to take advantage - negotiation
strategies for those who know what they are doing”, Youth Publishing
House.

Poan Thi Héng Van (2006), Pam phdn trong kinh doanh quéc té, NXB
Thong ké.

Doan Thi Hong Van (2006), Negotiating International Business, Statistical
Publishing House.

5. Chuin dau ra mén hoc/ Learning Outcomes

Ap dung cac budc trong timg giai doan ctia ddm phan kinh doanh qudc té
Learning outcomes:

Apply the steps in each phase of an international business negotiation

6. Phuwong phap hoc tap/ Learning methods



- SV doc trudc bai giang, 1am bai tip vé nha

- Giang vién hd trg SV thém trong cic van dé nghién ciru dé tai hoc tap

- Students read textbook at home, do homework

- Lecturer supports students more in learning and researching about the course
subject

7. Phwong phap danh gia/ Assessment Scheme

TT/ | Phwong phap/Method Ty trong/ Proportion
No.
1 Qua trinh/ Participation 30%
2 Gitra ky/ Midterm exam 20%
3 Cudi ky/ Final exam 50%
Tong cong/Total 100%




