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VoA

HOC ANH NGO TREN DAI VOA

D0 nghe bai hi ¢, xin BOM V&Agrave;O0 D&Acirc;Y

Pay la Chilng Trinh Anh NgU' Sinh B0 ng New Dynamic English bai 158. Phom Van xin kinh
chao qui vO thinh gi0. Trong phin d0u bai hic, Larry Engleton, trong phi n M&ch gitp Van ho4,
néi ring tim hilu ly do ding sau I0p trd0ng cla phe ma minh th0Ong |00 ng giup ta tim ra thol
thun. When we negotiate, it is helpful to understand the reasons behind the other person’s
position. Reason=ly do; reasonable=h0p ly. That sounds reasonable=dilu d6é hlu ly. A
solution=gili phap; cau gili dap; di ng t0 to solve, to solve a problem=qili quylt mit viin d0 khé
khan. A position=I0p tr00ng, y, quan did m, didu minh chn.

The reasons behind the other person’s position.=ly do ti sao nglUi kia gil mdt I0p tr00ng.
Seafood restaurant=nha hang ban di bil n; ltalian restaurant=nha hang ban d0 &n kilu Y, nho
spaghetti=ban c6 thit vién va st ca chua; pizza=banh mi ming ni0ng, 0 trén mit c6 nhan thit,
phé mat, ndm, dUi thdi m0ng, v.v... Shrimp=tom; lobster=tdm hum. A solution that both can
accept=mit gili phap c hai bén dilu chip nhin [a win-win]. What we wanted was different, but
once we understand why we wanted it, we're closer to finding a solution.= Bil u chdng ta muln
co thd khac nhau, nhi'ng mOt khi ta hiDu t0i sao ta mul n didu doé, ta di tim ra gili phap hai bén
dl ng thud n. Nhi n xét: dung verb-ing sau closer to: closer to finding a solution. Nhi cach diic
adjective “CLOSE” (g0 n): [klous]; con verb CLOSE (déng): [klouz].

Cut 1

Culture Tips: The Reasons behind a Position

Larry: Culture Tips

This Culture Tip talks about reasons behind a position.

-areason ly do
- a solution gili phéap
- a position I0p trd0ng
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Eliz: Welcome once again to “Culture Tips” with Gary Engleton.
Gary: Today, we’re going to talk more about negotiations.

When you negotiate, it is very helpful to understand the reasons behind the other person’s
position.

If you understand why a person wants something, you can look for a solution that both of you
can accept.

Eliz: Can you give me an example?

Gary: Well, for example, if | want to go to an Italian restaurant, and you want to go to a seafood
restaurant, we are taking different positions.

Eliz: Yes, we want to go to different restaurants.

Gary: Right. But if the reason | want to go to an Italian restaurant is because | like spaghetti,
you may know a seafood restaurant that has great spaghetti.

Eliz: | see.

And if | want to go to a seafood restaurant because | love shrimp, you may know an ltalian
restaurant that has shrimp.

Gary: That’s right.

What we wanted was different, but once we understand why we wanted it, we were closer to
finding a solution.

Eliz: Thanks, Gary! That was really interesting.

MUSIC

Vietnamese Explanation

Trong phi n Language Focus sl p t0i, ta nghe mOt cau rdi can cl vao y nghia bai hic, tr0 I0i
dung hay sai, True or False. Nhi n xét: Trong phin t0i, qui vQ s nghe cau: “In a negotiation,
what someone wants and why they want it are both important.”=Trong cull ¢ th00ng I00ng, dil u
mOt ngl0i muln va ly do ngi0ita muln dlu quan tring. B0 y d0n nhém chl “what someone
wants” [someone theo sau bli ding t0 0 ngdi thd ba sO it, wants], nhing 0 ph0n sau, “why they
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want” thi chl t0 “they” thay cho ‘someone” theo sau bli diing t0 0 s nhil u. Khi ta néi, chl
someone hay everyone doi khi theo sau bl i “they.” Khi ta vilt, mul' n cho dung van phi m, dl
tranh mau thul n sO it s nhil u, thi cling céau trén, thay vi dung “they,” ta dung “he or she” thay
cho “someone”: “In a negotiation, what someone wants, and why he or she wants it are both
important.” Hay ta c6 thl dli “someone” thanh “people” theo sau bli “they”: “In a negotiation,
what people want, and why they want it are both important.”

Cut 2

Language Focus: True/False
Larry: True or False.

Eliz: In a negotiation, what someone wants and why they want it are both important.

(ding)
(pause for answer)

Eliz: True. If you understand the reasons behind the other person’s position, you can help
everyone get what they want.

MUSIC

Vietnamese Explanation

Trong phin t0i, ta nghe mit cull ¢ dam tholi trong d6 Ong Ira Cohen thul ¢ sOn xult dia hat
Hippo Records dang thi0ng I00ng vOi Ms. Winnie Smith thul ¢ phan v méai di ch cla hang ban
xe hii Smith Auto. Sales=thullc v mai vl . Salespeople=nhan vién mai vl. TOOng t0 salesman,
saleswoman, sales representative=nhan vién ban hang. Four-door=cé bln cla, c6 ddu ndigila
four va door vi chd nay dung lam tinh t0 kép. Steering wheel=v6 lang, tay lai. Power
steering=tay lai (v6-lang) nhi, t0 d0ng tr0 vO vO tri cO. Power brakes=ban dl p thing c6é 0ng
tang sl ¢, khil n chan dip thO ng nhi. Dependability=s0 dang tin cl'y. Dependable=dang tin cly.
Durable=bl n, xai lau.

Cost=gia=price. Extras=nhl ng mén thém vao, optionals, ngi i mua ndu mul n phOi trd thém,
nhO Air-conditioning, may I0nh, GPS, vilt t0tt0 chl Global Positioning System, hi thi ng d0 nh
vl tritoan clu, t0clabln dl chd d00ng t0 ding. | have to be honest with you=xin thl a th0t vOi
ong/ba la...A four-door car=xe bl n cll a; a two-door sedan=xe nha hai cll a; hatchback=xe c6 cl a
sau dubi. Truck=xe vOn t0i, xe chl hang.
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Cut 3

Business Dialog:

Larry: Business Dialog

Ira Cohen of Hippo Records is negotiating with Winnie Smith of Smith Auto Sales. Ira Cohen
thul ¢ hang ban dia hat Hippo Records dang thi 0 ng 100 ng vOi Winnie Smith thul ¢ hadng ban xe
hOi Smith Auto Sales.

Hippo Records wants to buy ten cars for their sales people. Hipppo Records mull n mua miDi
chil c xe cho nhén vién mai dl ch cla hang.

- a mid-size car: xe cl trung binh.

- an economy car: xe nhi, lo0i tilt kil m; con gUi la small cars, hay compact cars; nh0 Ford
Focus, Honda Civic. Mid-size cars, xe cl vl a, nhl Honda Accord, Toyota Camry, Ford Taurus.
Luxury cars, xe loli sang, nhi Lexus, Acura, Infinity, Mercedes, Cadillac.

That includes power steering and brakes, air conditioning and an FM/AM radio. Power steering:
tay lai, vé lang t0 diing trl vO ; power brakes=thi ng nhi ; air conditioning=may I0 nh; AM/FM
radio=ra-di-6 AM/FM

We’d like to reduce our inventory. Chung t6i muln gil m sO xe t0n kho. Inventory nhi'n mi nh
v n ddu: INventory.

Eliz: Let’s listen to today’s Business Dialog.

Ira Cohen of Hippo Records is negotiating with Winnie Smith of Smith Auto Sales.

Hippo Records wants to buy ten cars for their sales people.

SFX: office
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Winnie: Let me say once again, we can sell you our four-door, mid-size car for thirteen
thousand dollars.

That includes power steering and brakes, air conditioning and an FM/AM radio.

Ira: That’s a good price, but I'm sorry. We don’t want a mid-size car.

As I've said several times before, we want an economy car.

Winnie: Mr. Cohen, | understand your position.

But as I've told you, we are selling the mid-size cars at a very low price!

| don’t understand why you aren’t interested in them.

Ira: It's because our primary concerns are dependability and costs.

An economy car costs less to buy and to operate.

And we don’t care about extras, like air conditioning.

Winnie: Mr. Cohen, I'm going to be very honest with you.
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Our mid-size cars are more dependable and more durable than the economy cars.

In addition, we have a large supply, and we’d like to reduce our inventory.

If you would buy ten cars, | would be willing to reduce the price even more.

And I'm sure your salespeople would like the air conditioning.

Ira: Well... in that case, | might be interested.

MUSIC

Vietnamese Explanation

Trong phOn t0i, khi ta mudn ng00i khac hilu y minh muln, ta l0p I0i di0u ta da néi, titng Anh cé
chl to reiterate. C6 nhI ng nhom chi ta dung nh “Let me say once again,” xin cho t6i nhic I0i
mOtlonndala... “As I've told you...” nhll t6i da néi vili 6ng. Model=kil u xe.

Cut 4

Focus on Functions: Reiterating: I0p I0i dil u da néi (repeat something said).

Larry: Focus on Functions: Reiterating
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Larry: Listen to these expressions.

Eliz: Let me say once again

Let me say once again, we can sell you our mid-size model.

(pause)

Eliz: As I've said several times before

As I've said several times before, we want an economy car.

(pause)

Eliz: As I've told you

As I've told you, we are selling the cars at a very low price!

(pause)

MUSIC

Vietnamese Explanation
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Trong phOn t0i, ta nghe Gary chi cach I0p I0i—reiterating. MO ¢ dich la d0 n6i rd I0p tri0ng cla
minh, t0c la y minh muln gi. Trong ph0n nay, ta nghe vai cau hay nhdém chll hOu ich khithDOng
I00ng. B la cau, “Let me say once again...” xin thl'a I0i la...hay cau, “As | said several times
before...” nhi t6i da nhilu I0n thoa vOi Ong/Ba 1a...Nh0 10i 1a Ong Cohen mulln mua 10 céi xe
lo0i nh0, ti0t kiD m, economy cars, khéng c6 til n nghi hay phl tung thém vao (extras) nhl
air-conditioning, may c6 bl n a0 chd dl0ng GPS. Ong ciing muln xe dibin va dl tIntilnsla
hay t0n sang. Ms. Smith c6 nhilu loli xe hi c0 trung binh mid-sized cars; ¢6 néi: Our mid-size
cars are more dependable than economy cars, and we are selling them at a very low price. Loli
xe cU trung binh cla chung t6i chly t0t hin xe lodi nhO, va chung t6i hiln ban vii gia rdt hO. In
addition, we have a large supply, and we’d like to reduce our inventory.=HIn n a, chung téi con
nhilu xe, va mul n gidm s xe 0 n kho cla chung t6i. If you buy ten cars, | would be willing to
reduce the price even more.=NOu 6ng muln mua 10 chil ¢ xe, t6i sO n Iong gillm gia nC a.

Hai di0 m chinh--dependability (b0 n) va low cost (gia hi)--1a hai did m Ong Cohen chlp nhin
diOc. To reduce our inventory=gillm sl xe t0n kho cla chung téi. To reach an agreement=dit
t0i mOt thoD thuldn. Interests=dilu quan tam, dilu cha y. They finally reach an agreement where
both of their interests are met=Culi cung hi dit d0n mOt thol thuln ma mdi quan tdm cla cl
haibén dlu dilc dapOng. Béla mOttri0ng hOp thOiOng I00ng ma cl hai bén chlp nhi n. Qui
v con nhO chO gi t0 tinh trd ng nay khéng?--A win-win solution!

Cut 5

Gary’s Tips: Reiterating (I0p I0i)

Larry: Gary’s Tips.

Gary discusses how to repeat something that you said earlier.

UPBEAT 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 some expressions that are very useful in
business discussions and negotiations.

It is sometimes useful to repeat something that you said earlier.

One expression you can use is “Let me say once again...” as in today’s Business Dialog.

Winnie: Let me say once again, we can sell you our four-door, mid-size car for thirteen
thousand dollars.

That includes power steering and brakes, air conditioning and an FM/AM radio.

Gary: Mr. Cohen doesn’t want to buy a mid-sized car.

He reminds Ms. Smith of what he said earlier.

Ira: As I've said several times before, we want an economy car.

Winnie: Mr. Cohen, | understand your position.

But as I've told you, we are selling the mid-size cars at a very low price!

Gary: Both sides are repeating their positions, and they do not seem close to agreement.
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Later they are able to reach agreement by recognizing that Mr. Cohen’s interests--
dependability and price --can be met by Ms. Smith’s mid-size cars.

The mid-size cars are more dependable than the economy cars, and Ms. Smith offers to sell
them for a very low price.

Winnie: Mr. Cohen, I'm going to be very honest with you.

Our mid-sized cars are more dependable and more durable than the economy cars.

In addition, we have a large supply, and we’d like to reduce our inventory.

If you would buy ten cars, | would be willing to reduce the price even more.

And I'm sure your salespeople would like the air conditioning.

Ira: Well... in that case, | might be interested.

Gary: In this Dialog, Mr. Cohen and Ms. Smith began by repeating their positions.

They finally reach an agreement where both of their interests are met.

This is an example of a successful negotiation.
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Thanks for joining us today for Gary’s Tips.

Eliz: Thanks Gary!

MUSIC

FIB Closing

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

MUSIC
Vietnamese Explanation

Qui vD vl a hic xong bai 158 trong Chi0ng Trinh Anh Ngd Sinh B0 ng New Dynamic English.
PhOm Van xin kinh chao qui v thinh gil va xin h0'n g p I0i trong bai hi ¢ kU ti0 p.
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