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gap trong moi
trrong Kinh doanh
sang tao

Thé hién kha ning
lam viéc theo
nhém hiéu qua.

CLO®6

Quay 25 1 10
video

I1. N§i dung dé bai

Topic 1:
Read the scenario.

You work for AIRCON, a Texas-based company which makes air conditioning units for sales in the
USA. Following recent market research, the company has decided to expand into Europe — France
and Germany —where there are big potential markets for your products.

The Managing Director of AIRCON has asked your team to evaluate some people management
ideas create by the company’s board to support internationalization. Your task is to discuss some
ideas and decide which are most effective and cost-efficient.

Read your role cards. Roleplay the meeting to decide which ideas you agreed on.

Student A: Internationalization ideas

Organize intercultural training seminars in
the company so people can learn about
German and French business culture.

Send the management of the company to
an international business school to learn

about international strategy and
leadership.
Subsidize holidays to France and

Germany for staff members to encourage
them to experience and learn about the
countries.

Create intranet resources about culture
and trade rules / regulations for staff to
read and use on a daily basis.

Select the best Texan staff from the U.S. to
go to Germany and France to create local
offices there which promote AIRCON and
manage sales and marketing.

Your own idea(s).

Student C: The meeting facilitator

N

Student B: Internationalization ideas

= Offer in-company language courses to
train staff to speak German and French.

®= |nvite managers from other Texan
companies which work internationally
to hold 'breakfast meetings' with staff to
present and answer questions about
working internationally.

= Pay staff to travel to Germany and
France to take foreign language
courses.

= Recruit a new international sales
director for AIRCON with experience of
France and Germany, and who can drive
international sales and marketing.

= Create a French and German language
version of your website and sales
literature for potential customers in
these new markets.

= Yourown idea(s).
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Topic 2:
Read the scenarios. You are going to discuss each scenario to deal with people you may
feel are difficult. One person will be an observer for each discussion.

Scenario 1: You (A and B) are colleagues working in the marketing department. It’s very busy
because the new website is launching at the end of the month.

Scenario 2: You (A and C) are in the same team meeting every Monday morning. These meetings are
not usually very productive.

Scenario 3: You (B and C) are colleagues in the same department. B was recently promoted to
become the team leader.

Read the role cards and roleplay the three discussions.

Student A:

= Scenario 1: You have worked every weekend for the last five weeks so that the new website will
be ready by the deadline. However, you need to visit your mother, who has not been feeling well,
and would like to take a couple of days off and need to ask Student B to do overtime to cover
your absence. You usually get along well with them though don't usually talk about your private
lives.

= Scenario 2: You think these meetings are a complete waste of time, though you need to be
diplomatic not to say that openly. They're too long, not structured, never really have an
outcome, and anyway, it's a Monday morning: you're tired from the weekend and feeling
stressed as you always have a lot of other things to do on Mondays.

Student B:

= Scenario 1: You are very committed to this project and making it succeed. You don't have a very
good relationship with Student A, but they do their job well and you're happy to keep your
relationship functional. You have been working all the weekends since this project started and
you are very tired. However, you are holding out until the project ends in a couple of weeks and
hope to take a week off, if Student A can do some overtime for you.

= Scenario 3: You recently got a promotion to become the team leader of a small team of four
people. It's been going well, but one of your team members has become quite difficult. They're
older than you and have been with the company longer, but that shouldn't matter. Talk to them
and try to find a better way of working together.

Student C

= Scenario 2: It was your idea to have the team meetings on a Monday morning as a way of
updating everyone on each other's week ahead as well as identifying where anyone may need
support or have capacity to support others. You think Student A is always very negative and
difficultin these meetings, though you need to be diplomatic about how you communicate that.
Student A looks bored and disinterested and never really gets involved other than to interrupt
or disagree with others.

= Scenario 3: You were passed over for promotion recently and the person who got the job is
younger than you and joined the company more recently. You also think they're not at as
committed to the company as you are, and they are just using the company as a step on their
career ladder.
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Work in pairs. Roleplay two calls to clarify information in financial documents you sent
or received. When making the call, remember to:
= Say that there is information you want to clarify.
= Use appropriate phrases to ask for clarification.
= Paraphrase to check what you have understood.

Read your role cards.

Student A
Task 1-Financial Forecast for Business Unit TT

140
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You’re not sure wh' 04

everything going to
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Revenue
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Look at the information below and prepare to call your partner to ask for clarification.

om Year 1 to Year 2. And why is
_1sin Year 3, it’s better to simply

stop sales and focus on other areas of the business. Think of one or two points to clarify.

Task 2 - Growth Forecasts

and bring returns at different times.

products.
®= Product2isan
year after whict
rise slightly in Y
®= Product 3 is ve
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Your partner calls you to ask for clarification on some points in a growth forecast you sent them
earlier. Look at the information below and answer the questions.

You're planning on launching three very different products which should each behave differently

= Product1is one which will take time to generate sales. Itis a traditional product with very good
levels of quality. However, there are many similar products on the market so it will take time
before customers realise that it is better and make the switch from their existing competing

.well and consistently over the first
1d the end of the year. It might even

:chnology. It is likely to get a lot of
as with many versions are, some
sales will fall dramatically while we
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Student B: \

Task 1 -Financial Forecast for Business Unit TT
Your partner calls you to ask for clarification on some points in a financial forecast you sent them
earlier. Look at the information below and answer their questions.

12¢ Revenue
]C(j == Margin
= InYear1therever &0 ich represents a 33 percent margin.
= In Year 2 there is 50 33 percent to 120. Margins should
increase consider Lg . be made in Year 1. This means that
the costs will be ¢ 0 — lly increase the margin potential to

Year 1 Year 2 Year 3

66 percent of ovel

= Finally, in Year 3 there will be a downturn as the market becomes mature. More marketing and sales
costs will be needed to keep the revenue at a level of around 80. These additional costs in Year 3 will
mean a sharp fall in margin to around 15. Still, it's better than nothing and worth it before this
business unit becomes unprofitable in Year 4 and we stop sales.

2 - Growth Forecasts
Look at the revenue information below and prepare to call your partner to ask for clarification.

= You're not sure why there is such a difference in performance between the three products over the
11/2 year period. Product 1 seems to be very slow to grow up until Q3, but then starts to outperform
the other two products at Q4 of the first year. You don't understand its very fast growth in Q3.

= Product 2 seems to perform well and grow steadily throughout the period. What makes it different
and more consistent than the other two products?

= Product 3 seems very erratic and unstable. It is characterised by very fast growth and an almost
equally fast decline. This doesn't seem to make sense.
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Work in pairs. Decide your roles and prepare your negotiating positions and roleplay
the two scenarios.

Scenario 1: You are colleagues in a marketing department. The team is very busy because a new
website is being launched at the end of the month.
Role A: You want to take three days off to go to a friend's wedding abroad, but it will mean that
your colleague (Role B) will have to do overtime.

Scenario 2:
Role A: You want to buy ten interactive projection screens for your company meeting rooms. They
cost $2,000 each but your budget is only $15,000.
Role B: You are the interactive projection screen salesperson. You can usually only give a
maximum 12 percent discount on orders between five and ten units.

Hudéng dan sinh vién trinh bay:

Sinh vién lam video c6 d6 dai 8-10 phut
Sinh vién Iam bai theo nhdm, mdi nhdm tir 2-3 thanh vién
Tat ca céac thanh vién trong nhém phai c6 mit trong video
Sinh vién can dn mac lich sy phi hop véi tinh hudng

Sinh vién ghi rd thdng (tén, ma SV) & dau video.

Tiéu chi chAm diém va thang diém (Rubric):
PROJECT NHOM CUOI KY

Tiéu | Trong Tot Khéa Trung binh Yeu/Kem
chi 5o (%) 8.0-10 6.5-7.9 5.0-6.4 <5.0
l\iol du;ng h_m_fl Noi dung tinh N?' dung’tlnh Noi dung tinh
huong rat chi tiét, x N huong kha don £ .
N o LA X huong day du, L X huong so sai, don
Noi giai quyét van dé 4 oA x| glan, glal quyét ) A
25 np A .| gial quyet van de 2 TA Ao gian, khéng giai
dung mot cach hop ly A SN van dé dat ra X X
X X khé tot va co ket A quyet dugc van
va thuyeét phuc, P nhung chua day \
, ma ro rang , de
thu hut. du
Van dung linh A 1 . , \
hoat cac cum tu, \_/an dung t,o t, kha C0 van dung cac Su dung tu vung,
< ., .. | linhhoat cac cum | . NI cum tur khong
N Cau truc cau da AP tr, cum tur va cau : N
Ngon A .. | tir, cau truc cau AN phu hop véi tinh
N 25 hoc, phu hop véi N R tric cau da hoc £ s
ngt da hoc va cé mot huong, sai ngir

tinh huéng dua ra
va hau nhu khong
hé co loi sai.

s6 101 sai nhu’ng
khong dang ké

nhung van con
mot vai loi sai

phap co ban
nhiéu.
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C0 su phan chia
cong viéc (trong

Phéan chia cong
viéc (trong

Phéan chia céng
viéc va vai dién

Phan credit cla
clip khong thée

Phan C.rfd't); va V;';ll credit), va vai chua dong déu hl?n Su.ehan‘ Chl.a
chia dién dong déu x A . cong vige va val
RPN dien dong deu (trong credit), x .
con gitra cac thanh PR NETSIR o dien trong nhom,
g 25 " ) . gitra cac thanh | mdt so thanh vién P S .
viec vién nhom, cac s " \ P mat so thanh vién
= N N vién, tuy nhién lam qué nhiéu A o
thanh vién co sy L hiAn A X hau nhu khong
x x chua thé hién ro Viéc va mot so N 2
ho trg lan nhau LA : AT lam gi, khong thé
. . sy gan ket cua thanh vién noi . S
trong video tinh F " . . hién vai tro trong
X cac thanh vién qua it trong clip o X
huong. clip tinh huong
Giong noi thé
Giong ndi rd Giong noi ro hién ding tinh Giond néi khan
Trinh rang, tu nhién, | rang, the hi¢n kha | than cua nhan vét tw n%ién thiéug
bay thu hat, thé hién | tot nhan vat trong | trong tinh huong siic sén ,khén
(dong o5 tot nhan vat trong |  tinh huong mot nhung thieu tu thé hian ?iun th?h
vali, tinh huong; boi | cach tu nhién, boi | nhién, boi canh huéne dua rf boi
béi canh rit phu hop | canh phit hop véi | phihop véi cha | 018 7%
canh) vai cha dé, cé sy | chu dé, co su dau dé nhung don . S
khong phu hop.

dau tu.

tu.

gian, thiéu sy dau
tu.

P. Trwéng bo mon

ThS. Cao Thi Xuan Tu

TP. Hé Chi Minh, ngay 08 thing 03 nam 2024
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ThS. Nguyén Huy Cwong
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