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(Seminar on Global Literacy II)

REFHA HEHE VERtRERD Il Y~

BB Uk - 24 izﬂ'lﬁﬁx FiETRI1A4 - WME [ 384R i

BRI {3 Rp R/ FERAE G |12 R 200 - B BH0.5 B

FREE

EERWEEaAI 2= —Ya VBN EFIZOTHE L BT, BIEENCAE U AEREA R L, EREEHSND S
0= VIR N D E AP 2 Z ENTEDEE (Fua—r0L s VT T v—) ZHIIHOTLHZE2HNE
T4, ARETIZ. T2 a7 4 _X—MIBWT, HEOERICFAET S, BodT 5, kA5, M
FREBSO=— X% HfFE LIz ECiEmT 5. Zhmazd AT, Lot lEEIC LD IR A XL (negociating
skills) | ZH 2O 572 DFEEHRFEFEE 21TV E T,

AREEIXESTORGEZE R E{ 7 1 7 Z & [ Advanced English Skills Course] O *f4FH T9, fEFHICAT—R
OF AR D EFI2085H] CEEFERIBHAL) LI LREE Lo EICIi3E TRIERE (Certificate for Advanced English
Skills) 25 S E T,

FoFa—<RY —LOE

<EFH>
4 ERNCBER A I a=r—va VEENEFICOT, BESLLOZKE RIFR ANFBRZHE Z N TE 2,
12. WS OERFRLEIALZ BB L, 70— VR TYS 2 il LATE 5 2 L8 T& %,

<FEEFH>
1 &0 ANEMEE BRI 20 2. AR, R, &S - SURIcR T2 OCER & Rk SW i F#E xRk 2
LIMTE S,

6. L RIZEIT BIRMEE - B - RO RELEKEBICHMT 272012, BWEENHELZ LSO LN TE S,

FERR BIZEEE)

Students will gain confidence and the ability to express themselves more clearly in order to obtain their goals.
Negotiating Skills:

*How to prepare for negotiating by considering the needs and wants of others and yourself

*How to express your needs and wants

*How to agree and disagree with others

*How to bargain and compromise
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Students will learn language to politely and actively participate in negotiation situations.
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Attitude (10 points), Homework (30 points), Midterm Test (30 points: 15 points written, 15 points interview), Final Test
(30 points: 15 points written, 15 points interview)
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An online LMS (learning management system) will be used.
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1 * Self Introduction * Self introductions
1] 10.2 17:00 - 18: L2 ; -
0.26(4) 00 -18:30 AT * Class Introduction * What is negotiation? / The ten rules of negotiation

* Asking for opinions

* Giving opinions and reasons

* Responding to opinions (agreeing & disagreeing)
* Prioritizing: HIT and SMART objectives

2| 11.2(H) Z " pagi] - * Preparing to Negotiate

* Welcoming and making introductions
3| 11.9(H) Z " X - * Opening the Negotiation|* Making small talk
* Setting the agenda and telling interests

* Making proposals
* Accepting & rejecting proposals

4| 11.16(H) / " XTI - * Making Proposals ¢ Offering counter-proposals

" ¢ Mid-term Test ) .
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5 30(H) I n X Written and Intervie Written and Interview

* Persuading and bargaining
6| 12.7(H) " " X - * Reaching Agreement * Checking understanding
* Clarifying and showing understanding

* Asking & answering questions
7 | 12.14(H) " " pagid] - * Dealing with Deadlock |¢ Slowing things down and taking a break
* Body language

* Summarizing
* Confirming agreement

8| 12.21(H) U I XA - * Concluding the Deal « Outlining future actions follow-up
* Thanking and saying good bye
« Class Summary / * Review points that were difficult
9| 14(1) ! N XK TH - . Y * Negotiation Game
Overview

e Feedback

. e Final Test
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0 8(H) X Written and Intervie Written and Interview
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Students are expected to do online homework before each class; this homework will prepare students for the class. In class, students should be ready to
practice using what they have studied to speak. Class time will be used for communicative activities, maximizing students' speaking time.
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