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'O\
HOC ANH NGO TREN PAI VOA

Dl nghe bai hi ¢, xin BOM V&Agrave;O D&Acirc;Y

bay la Ching trinh Anh NgO Sinh B0 ng New Dynamic English bai 85; PhUm Van xin kinh

chao qui-vl thinh gil. Trong bai tri 0 ¢, qui vO nghe ba Shirley Graham t00 m0i quan tam vl
dich v hO tr07 sau khi giao hang clla hang diln t0 cla 6ng Blake.

Ba naéi: | wasn’t sure if his company could provide aftersales support and service. Trong phUn
diu, qui v nghe mit cau hUi, rdi nghe mit mOu dam tholi cé cau tr0 101, rdi nghe I0i cau hliva
trd 0.

Cut 1

Language Focus: Questions Based on FIB Dialog

Larry: Questions. Listen to the question.

Eliz: Does Ms. Graham think that Mr. Blake’s robots are too expensive? (short pause)
Larry: Now listen to the dialog.

Graham: There’s no doubt that your robots are well-engineered. And the price is quite low, very
reasonable.

Eliz: Does Ms. Graham think that Mr. Blake’s robots are too expensive? (ding) (pause for
answer)

Eliz: No, she doesn’t. She thinks the price of the robots is quite low. (short pause)

Larry: Listen to the question.

Eliz: What are her main concerns? (short pause)

Larry: Now listen to the dialog.

Graham: But it’s the other details that worry me.

Blake: You mean about service and support?

Graham: Exactly. Aftersales service and support are very important too.

Eliz: What are her main concerns? (ding) (pause for answer)

Eliz: Her main concerns are aftersales service and support. (short pause)
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Trong ph0n Mach gitp vO van hoa, Gary ch cach hiil0i cho chUc dillu minh hilu trong mOt
culcthing I00ng v thIOng mOi.

This culture tip deals with confirming understanding in a business negotiation. To confirm the
information=h0i I0i cho bilt chi ¢ tin-t0c la dung.

To restate=nh0c 0§, [0p 10i hay tom t0t 101 dil u minh hi0 u.

A negotiation=m0t cul c th00ng I00ng.

Negotiators=ngl0i thO0ng I00 ng.

Bl ng t0 =to negotiate.

A proposal=mit dl nghU;

di ng t0 =to propose.

Cut 2

Culture Tips: Confirming Understanding

Larry: Culture Tips

Eliz: Welcome to “Culture Tips” with Gary Engleton.

Gary: Hello everyone!

Eliz: Today we have a question about negotiations.

The question is “When I'm negotiating with Americans, I'm not always sure that | understand
their proposals.” “What should | do to be sure | understand?”

Gary: Good question. In negotiations, two people will sometimes think that they understand
each other. Later, they discover that they didn’t really understand.

Eliz: What can they do to avoid that?

Gary: Well, good negotiators ask a lot of questions to check their understanding. And they often
restate what the other person has said.

Eliz: Restate?

Gary: Yes. They say it again with different words. They confirm the information.

Eliz: Okay. So, let's say someone wants to sell you a product. You think the price is $50, but
you're not sure. What can you say?

Gary: You can restate the idea and say, “So...you will sell them to us at $50 each. Is that right?”
Or you can ask a direct question like “Do you mean you will sell them to us at $50 each?”
Eliz: And the other person will say something like “Yes, that’s right” or “No, that’s not right.”
Gary: Exactly. And then you know whether or not you’ve understood them correctly.

Eliz: Thanks, Gary, for the important information.

Gary: My pleasure.
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Trong ph0n Language Focus s p t0i, qui v0 nghe mit cau r0i tuy nghia trong bai hic, tr0 1D
dung hay sai, True or False.

Cut 3

Language Focus: True/False

Larry: True or False.

Larry: Listen. Is this statement true or false?

Eliz: In negotiations, sometimes people think they understand each other, but they really don’t
understand. (ding) (pause for answer)

Eliz: True. This can cause big problems in negotiations. (pause)

Eliz: It is impolite to restate what the other person says. (ding) (pause for answer)

Eliz: False. Restating what the other person says is an excellent strategy for confirming
understanding.(pause)
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Trong phOn kil m chO ng I0i cho dung, qui vl nghe dolln Wallace th00ng-lI00ng v vill ¢ tang
I00ng cho ngl0idd0iquyln cla éng ta vii ba Margaret la x0p c0a 6ng. Wallace is negotiating
pay increases for his subordinates with this boss. A pay increase= mit sU tang I00ng.

Blng t0 to increase nhiln mOnh v n thD hai; danh t0 an increase nhIn mdnh vin ddu. A
subordinate=nhan vién di0i quydn.

A bonus=till n thO [ ng.

Our profits are down from last year=I0i t0 ¢ c0a chung ta nam nay th p h0 n nam ngoai. We can’t
afford a pay increase=chung ta khong th a0 kh0 nang tang I00 ng.

Top management=nhan vién quin tr0 cap clp.

Oppose=chlng.

Permanent increase=tang I0 0 ng vinh vidn.

Cut 4

Business Dialog: Confirming Understanding
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Larry: Business Dialog Wallace is negotiating pay increases for his subordinates with his boss
Margaret.

I’'m saying that top management is going to oppose any permanent increase in expenses.=T0i
mul n noi lIa nhan vién qui n-trd cao clp sU ching I0i mOt sO tang chi-tiéu vinh vil n.

Eliz: Let’s listen to today’s Business Dialog.
Wallace is negotiating pay increases for his subordinates with his boss Margaret.

Wallace: My team has worked really hard and they deserve a pay increase.

Margaret: | agree that they have worked hard, but our profits are down from last year. We can’t
afford a pay increase.

Wallace:So are you saying that there isn’t enough money?

Margaret: I'm saying that top management is going to oppose any permanent increase in
expenses.

Wallace: What if the expense were for this year only?

Margaret: You mean like a bonus that would be paid only once?

Wallace: Yes. In other words, a one-time-only bonus.

Margaret: That would be much more acceptable.

MUSIC
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Trong phOn confirming understanding, kil m chO ng I0i d0 hilu rd, ta nghe nhing cach nhic I0i
cau di kilm ching I0i dilu ngd0i kh&c ndi hay nght, nh, So are you saying ...You mean...In
other words...VOy dilu b0 n muln nai la...b0n néi vy 1a c6 y muln ndi...N6i khac di...

Cut5

Focus on Functions: Confirming Understanding

4/7



Anh NgU sinh di ng - bai s0 85: L0 ng nghe cau hii va dam thoUi.

T&#225;c Gi&#7843;: VOA
Th&#7913; B&#7843;y, 29 Th&#225;ng 11 N&#259;m 2008 00:53

Larry: Focus on Functions: Confirming Understanding

Eliz: Now let’s focus on Confirming Understanding.

Larry: Listen and Repeat.

Eliz: So...(pause for repeat)

Eliz: So are you saying that there isn’t enough money? (pause for repeat)
Eliz: You mean...(pause for repeat)

Eliz: You mean like a bonus? (pause for repeat)

Eliz: I'm saying that... (pause for repeat)

Eliz: I'm saying that top management is going to oppose any increase. (pause for repeat)
Eliz: In other words... (pause for repeat)

Eliz: In other words, a one-time-only bonus. (pause for repeat)
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Trong philn Mach giup van hoa, Gary chi cho ta cach hii l0i cho hilu ré dilu ngd0i khac néi.
To restate or clarify your position or the other person’s position=nhic I0i hay lam sang 0
I0p-tri0ng cla minh hay I0p tr00ng cla ngl Ui khac. [Do you mean...? So are you saying that...]

Cut 6
Gary’s Tips: Confirming Understanding

Larry: Gary’s Tips.
Gary talks about confirming understanding.

MUSIC

Eliz: Now it’s time for Gary’s Tips with Gary Engleton!
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Gary: Hello, Elizabeth! Today I'll be talking about confirming understanding. In a business
discussion or negotiation, it is often necessary to restate or clarify your position or the other
person’s position.

This will help you confirm your understanding. Let’s look at some useful expressions from
today’s Business Dialog.

Wallace: My team has worked really hard and they deserve a pay increase.

Margaret: | agree that they have worked hard, but our profits are down from last year. We can’t
afford a pay increase.

Wallace: So are you saying that there isn’t enough money?

Gary: Wallace uses the expression “So you are saying...” to confirm his understanding. And
Margaret then restates her idea more clearly, using the expression “I'm saying...”

Margaret: I'm saying that top management is going to oppose any permanent increase in
expenses.

Gary: This conversation provides excellent examples of both people working hard to understand
each other’s position. And as they talk, they begin to agree. When Wallace suggests a one-time
only payment, Margaret confirms her understanding using the expression “You mean.”

Wallace: What if the expense were for this year only?

Margaret: You mean like a bonus that would be paid only once?
Wallace: Yes. In other words, a one-time-only bonus.

Margaret: That would be much more acceptable.

Gary: By confirming understanding and restating each other’s position, they reach some
agreement.

Thanks for joining us today for Gary’s Tips. We'll see you again next time!

Eliz: Thanks, Gary.
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Eliz: Well, our time is up. Tune in again next time for Functioning in Business. See you then!
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Qui vO via hic xong bai 85 trong Chi 0 ng Trinh Anh Ngi Sinh B0 ng New Dynamic English.
PhOm Van xin kinh chao qui v thinh gil va xin h0'n g0 p I0i trong bai hi ¢ kU ti0 p.
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