Anh NgU sinh d0 ng - bai s 88: Luyl n cach nghe va hid u.

T&#225;c Gi&#7843;: VOA
Th&#7913; B&#7843y, 29 Th&#225;ng 11 N&#259;m 2008 01:13

'O\
HOC ANH NGO TREN PAI VOA

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

bay la Chi0ng Trinh Anh NgO' Sinh B0 ng New Dynamic English bai 88. Philm Van xin kinh
chao qui vO thinh gi. MO d0u bai hU ¢, qui vO luy0n nghe hillu bl ng cach nghe mit cau, rJi
nghe mit mdu dam tholi trong d6 co6 céau trd 10i; sau dé nghe 10i cau hii, ri tr0 I0i.

Depend on=trust, rely on=tin cly ai. That makes me very nervous=dillu d6 lam t6i r0t ay nay, lo
ngli.

Cut 1

Language Focus: Questions Based on FIB Dialog

Larry: Questions. Listen to the question.

Eliz: Does International Robotics have a nearby warehouse for spare parts? (short pause)
Larry: Now listen to the dialog.

Graham: As Mr. Epstein has told you, we have a good relationship with United Industries.
And we know we can depend on them.

On the other hand, your company has no facilities nearby, not even a warehouse for spare
parts.

That makes me very nervous.

Eliz: Does International Robotics have a nearby warehouse for spare parts? (ding) (pause for
answer)

Eliz: Mr. Blake’s company has no facilities nearby, not even a warehouse for spare parts.(short
pause)

Larry: Listen to the question.

Eliz: Why doesn’t Ms. Graham want to keep spare parts in her warehouse? (short pause)
Larry: Now listen to the dialog.

Blake: As | told Mike, I'm sure we can work out a satisfactory arrangement. For example, we
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can send you spare parts ahead of time.

Graham: | appreciate that, Mr. Blake, but we don’t want to warehouse spare parts here. It’s just
asking for trouble, and it also adds to our cost.

Eliz: Why doesn’'t Ms. Graham want to keep spare parts in her warehouse? (ding) (pause for
answer)

Eliz: She thinks it would cause trouble and add to her costs. (short pause)

MUSIC

Vietnamese Explanation

Trong phOn Culture Tips sUp t0i, Larry chl cho ta cach thO0ng I00ng. This culture tip is about
what to do at the beginning of a negotiation=ph0 n mach giup nay néi vl cdch phlilam luc dlu
trong mOt culc thiOng I00Nng. B0 y diln cach dl ¢ vl n —ti : am /sh/ trong to negotiate; a
negotiator. NhO ng khi la danh t0 thi vO n —ti phat am la /s/ trong negotiation.

Common ground=did m t00 ng ddng. Common ground is an interest which both of you
share=dilm t00ng ding la dilu ich I0i ma c0 hai cung chia sO. [Nguyén nghta cla chl
Ground=vung dit, mOt dot).

Being honest will allow you to build long term relationships=Thanh thit gitp b0 n gay ding dilc
lién hO dai hOn.

A high quality piece of equipment=m0t dl ng clii trang b0 c6 ph0m chit cao.

At all times=Iludn ludn, Itc nao clng. Probably the best advice | can give is to be honest at all
times=cd I0 10i khuyén t0t nhit t6i c6 thO gitp la luc nao cling thanh thoit.

Cut 2

Culture Tips: Beginning a Negotiation

Larry: Culture Tips

Eliz: Welcome once again to “Culture Tips” with Gary Engleton. Gary, our e mail question today
is about beginning a negotiation. Our question is “Sometimes | have trouble starting
negotiations with Americans.” “What should | do?”

Gary: Well, the first important thing to do is to focus on common ground.

Eliz: Common ground?
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Gary: Yes. Common ground is an interest which you both share. For example, you may want to
buy a high quality piece of equipment from Company X. You want to buy it; they want to sell it.
That’s common ground.

Eliz: That is a good way to start.

Gary: The second thing is to be very honest about any problems you see.

For example, you may want to buy their product, but it may be too expensive.

First, you can say that they have an excellent product, and then state your problem about the
price.

For example, you can say “There’s no doubt that your product is excellent.”

“However, the price is too high for us.”

After you have stated your position clearly, you have to encourage the other side to state their
position clearly too.

Probably the best advice | can give you is to be honest at all times.

Being honest will allow you to build long term relationships.

These relationships will help you in future negotiations.

Eliz: Thanks for the excellent advice, Gary!

Gary: My pleasure!

MUSIC

Vietnamese Explanation

Trong phUn thic tOp sOp t0i, qui vO nghe mt cau néi, ri tuy y nghia trong bai hOc ma tr0 10i
cau do 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, you should focus on interests that you share. (ding) (pause for answer)
Eliz: True. If you can’t find any common ground, there is nothing to negotiate. (pause)

Eliz: You shouldn'’t tell the other side about problems you see. (ding) (pause for answer) Eliz:
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False. You should be very honest about problems.

Eliz: That way, you have a chance to solve the problems. (pause)

Eliz: Building long term relationships is an important part of most negotiations. (ding) (pause for
answer)

Eliz: True. Long term relationships are important to success in business. (pause)

MUSIC

Vietnamese Explanation

Trong phUn t0i, ta nghe mOt mdu dam tholi th00Ong mOi vD cach nhi0ng mOt did m, conceding a
point.

To concede=nh00ng mOt dil m trong cul ¢ tranh lu0n.

A concession (danh t0)ii=m0t sO nhOng bO.

We're falling behind in our work=chung ta tr0 trong céng vill ¢ cl a chang ta.

Fall behind=tr0 hin.

A complaint=m01 di0 u khil' u ndi, than phidn. Verb: to complain=than philn.

Orders=hang da dit mua.

Cut 4

Business Dialog: Conceding a Point

Larry: Business Dialog

Eliz: Let’s listen to today’s Business Dialog. Jennifer is trying to convince her boss, Joe, to buy
new computers for the office.

Jennifer: The computers we have now are three years old!

They’re so slow that we can’t get any work done!

Joe: Jennifer, of course | understand your concerns, but....

Jennifer: Joe, they’re more than concerns; these are big complaints! We can’t get our work
done because the computers are so slow!

Joe: Jennifer, there’s no doubt in my mind that you are right, but we just don’t have the money
for new computers!

Jennifer: Joe, if we don’t get some new computers soon, we'll lose business.
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Joe: You have a good point, Jennifer, but.....

Jennifer: Joe, we’re falling behind in our work. And our customers are not receiving their orders
on time. (pause)

Joe: That is very serious.

| want to assure you that | understand what you have said.

Jennifer: But what are you going to do about it?

Joe: (Deep sigh) OK. I'll talk to the boss one more time.

Jennifer: Thanks, Joe. | knew you’d understand.

MUSIC

Vietnamese Explanation

Trong phOn t0i ta nghe nhing cach nhing b0 .

Cut5

Focus on Functions: Conceding a Point

Larry: Focus on Functions: Conceding a Point

Eliz: Now let’s focus on Conceding a Point.

Larry: Listen and Repeat.

Eliz: Of course | understand your concerns, but.... (pause for repeat)

Eliz: Of course | understand your concerns, but.... (pause for repeat)

Eliz: There’s no doubt in my mind that you are right, but ... (pause for repeat)

Eliz: There’s no doubt in my mind that you are right, but ... (pause for repeat)

Eliz: You have a good point, but..... (pause for repeat)

Eliz: You have a good point, but..... (pause for repeat)

Eliz: | want to assure you that | understand what you have said. (pause for repeat)
Eliz: | want to assure you that | understand what you have said. (pause for repeat)

MUSIC
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Vietnamese Explanation

Hay nghe Larry chil cach nhi0ng bl. Even though Joe is conceding a point, he follows each
concession with the word “but”=Tuy Joe nhing b0 mdt dil m, nhd ng éng dung chl “nhlng” sau
mOi didm nhO0ng bO.

He lets Jennifer know that he understands her position, even if he can do nothing about it=Ong
di c6 Jennifer bilt ring 6ng hilu I0p tri0ng cla cd, tuy éng khdng gitp gi dic.

| see your point=tdi hilu I0p tr00ng (y) cla cb. You have a good point=Cé c6 mity hay. We'll
lose business=chung ta si mOt khach.

Focusing on understanding is a good strategy in negotiations=Chu tring vao vil ¢ tim hilu I0p
tri0ng cla nglUi khac la mit cach t0t trong nhing cull ¢ thOOng I00 ng.

Cut 6

Gary’s Tips: Conceding a Point
Larry: Gary’s Tips.

UPBEAT MUSIC

Eliz: Now it’s time for Gary’s Tips with Gary Engleton!

Gary: Hello, Elizabeth! Today I'll be talking about conceding a point as part of a negotiation.
When you are in a negotiation, you want to establish common ground.

Often this means conceding some parts of the other side’s position.

In today’s Business Dialog, Joe recognizes that many of Jennifer’s points are correct.

One expression he uses is “l understand your concerns.”

Jennifer: The computers we have now are three years old! They’re so slow that we can’t get any
work done!

Joe: Jennifer, of course | understand your concerns, but....

Gary: Joe also uses other expressions to make concessions, for example: “You have a good
point.”
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Let’s listen again.

Joe: Jennifer, there’s no doubt in my mind that you are right, but we just don’t have the money
for new computers!

Jennifer: Joe, if we don’t get some new computers soon, we’ll lose business.

Joe: You have a good point, Jennifer, but.....

Jennifer: Joe, we're falling behind in our work. And our customers are not receiving their orders
on time.

Gary: Even though Joe is conceding a point, he follows each concession with the word “but.”
He lets Jennifer know that he understands her position, even if he can do nothing about it.

Focusing on understanding is a good strategy in negotiations. He says:

Joe: | want to assure you that | understand what you have said.

Gary: In Mr. Blake’s conversation with Ms. Graham, Mr. Blake also shows that he understands
Ms. Graham’s position. First he uses the expression “I understand” when Ms. Grahams says
she is nervous.

Graham: That makes me very nervous.

Blake: | understand.

Gary: Then he uses the expression “| see your point.”

Graham: It’s just asking for trouble, and it also adds to our cost.

Blake: Yes, | see your point.

Gary: Mr. Blake builds trust by showing that he understands Ms. Graham’s concerns. And a
sense of trust is essential to any negotiation. | hope today’s tips were helpful! Thanks for joining
us today for Gary’s Tips.

Eliz: Thanks, Gary!

MUSIC

Eliz: Well, our time is up. Tune in again next time for Functioning in Business. See you then!

Vietnamese Explanation
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Qui vO via hic xong bai 88 trong Chi 0 ng Trinh Anh NgU 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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