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TRUONG PAI HOC VAN LANG
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PE THI/PE BAL RUBRIC VA THANG PIEM
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I. Thong tin chung
Tén hoc phan: | Quén tri ban hang trong kinh doanh khach san (E)

M3 hoc phan: | 72HOSP40163 S6 tin chi: | 3

Mai nhém 16p hoc phan: | 233 _72HOSP40163 01

2 14
Hinh thtrc thi: Tiéu ludn Thoi gian lam bai: .
ngay
Ca nhan L1 Nhém
Quy cach dat tén file 233 SALES HOTENSV _TIEULUAN

1. Format dé thi
- Font: Times New Roman
- Size: 13
- Quy udc dit tén file dé thi/dé bai:
+ M3 hoc phan_Tén hoc phan_Ma nhém hoc phan_ TIEUL De 1

2. Giao nhén dé thi

Sau khi kiém duyét dé thi, dap an/rubric. Trwéng Khoa/Bd mén giri dé thi, dép an/rubric vé Trung
tam Khao thi qua email: khaothivanlang@gmail.com bao gom file word va file pdf (nén lai va dit
mit khdu file nén) va nhin tin + ho tén ngudi giri qua s dién thoai 0918.01.03.09 (Phan Nhit Linh).
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II. Céc yéu cu ciia dé thi nhim dap ing CLO
(Phan nay phdi phéi hop véi théng tin tir dé cwong chi tiét ciia hoc phan)
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Ky
hiéu
CLO

Noi dung CLO

Hinh thire
danh gia

Trong s6 CLO
trong thanh phan
danh gia (%)

Cau hoi
thi s6

LAy dir
liéu do
lwong

murc dat

PLO/PI

)

@)

(&)

@

(©)

(M

CLO1

Conceptualize the
definitions in sales
management such
as business-to-
business buying
behaviour and
contract
management to
improve
hospitality
establishments

sales and revenues.

Individual
Report (no
presentation)

20%

Question
1

marks

PLO4

CLO2

Design new
services to adapt
with contemporary
demands of
business clients to
attract key
prospects and
maintain key
accounts for
hospitality
establishments.

Individual
Report (no
presentation)

20%

Question
2

marks

PLO4

CLO3

Establish
professional
presentation skills
and contract as
well as business
report writing to
adapt quickly to
the real working
environment at
hospitality
establishments

Individual
Report (no
presentation)

20%

Question
3

marks

PLO6
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Establish ability to
answer questions
related to sales
management to
improve chances Individual
CLO4 | of being selected Report (no 20%
as a potential presentation)
candidate for sales
position at
hospitality

Question 2

PL
4 marks 09

establishments

Aware the value of
understanding
sales management
knowledge and
skills and establish
the long-life
learning

Individual
Report (no 20%
presentation)

Question 2

PLOI12
5 marks ©

CLOS

motivation

Chu thich cac cft:

(1) Chi liét ké cac CLO dwoc ddnh gia boi dé thi két thiic hoc phan (twong img nhw dd mé ta trong
dé cwong chi tiét hoc phan). Luu y khong dia vao bang nay cic CLO khéng ding bai thi két thiic hoc
phan dé danh gi (cé6 mét s6 CLO dwoc bo tri danh gid bang bai kiém tra giita ky, danh gid qua dir
dn, do an trong qud trinh hoc hay cdc hinh thire danh gid qud trinh khéc chir khéng bo tri danh gid
bang bai thi két thiic hoc phan). Trieong hop mét s6 CLO vira dwoc bé tri danh gid qud trinh hay gitra
ky vira dege bo tri danh gid két thiic hoc phan thi van dwa vao cét (1)

(2) Néu noi dung cua CLO tuwong trng.

(3) Hinh thirc kiém tra déanh gid co thé la: trdc nghiém, tu ludn, dy dn, do an, van dap, thuc hanh
trén may tinh, thuc hanh phong thi nghiém, bdo cdo, thuyét trinh... phit hop véi néi dung ciia CLO
va mé ta trong d@é cirong chi tiét hoc phan.

(4) Trong s6 mirc dg quan trong ciia tieng CLO trong dé thi két thiic hoc phan do gidng vién ra dé
thi quy dinh (mang tinh twong déi) trén co s¢ mirc dé quan trong cia timg CLO. Dady la co s¢ dé
phdn phéi ty 1é % s6 diém t6i da cho cdc cdu héi thi dimg d@é danh gid cac CLO twong img, bdo dam
CLO quan trong hon thi dwoc danh gid véi diém s6 t6i da I6n hon. Cot (4) dimg dé hé tro cho cét
(6) r r r ; r ;o

(5) Liét ké cac cdau hoi thi so (cau hoi so ... hodc tir cau hoi so... den cau hoi so...) dung dé kiém
tra nguoi hoc dat cac CLO tuong 1ng.

(6) Ghi diém s6 t6i da cho méi cau héi hodc phan thi.

(7) Trong trieong hop day la hoc phan cot 16i - sir dung két qua danh gid CLO ciia hang tuwong irng
trong bang dé do lwong danh gid mirc dé ngueoi hoc dat dwpe PLO/PI - can liét ké ky hiéu PLO/PI ¢é
lién quan vao hang twong vmg. Trong dé cuong chi tiét hoc phan ciing can mé td ré CLO tuwong g
ciia hoc phan nay sé dwoc sir dung lam dir liéu dé do lwong danh gid cac PLO/PL. Truong hop hoc
phan khéng ¢é CLO ndo phuc vu viéc do lwong danh gic mirc dat PLO/PI thi dé trong cét nay.
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II1. N§i dung dé bai

1. Dé bai

Each student will become a sales executive of the selected accommodation and he/she will compose
a sales plan for the key prospect.

Question 1: Introduction to the accommodation and to the key prospect (2 marks)
1.1 What is the service level of the accommodation? (0.5 mark)

1.2 What are target B2B customer of the accommodation? (0.5 mark)
1.3 Which organization will be the key prospect? (0.5 mark)

1.4 Which source of data was used to find the key prospect? (0.5 mark)
Question 2: Consulting duty of a sales executive (2 marks)

2.1 Identify 5 service features of the accommodation (0.5 mark)

2.2 Link these service features to the key prospect’s benefits (0.5 mark)
2.3 Identify 3 competitors of the accommodation (0.5 mark)

2.4 Identify similar service features of the competitors (0.5 mark)
Question 3: Contract management (2 marks)

3.1 Which piece of information is required in the page 1 of the service contract? (0.5 mark)
3.2 Atrticle of offer + acceptance (0.5 mark)

3.3 Article of consideration (0.5 mark)

3.4 Article of general terms (0.5 mark)

Question 4: Negotiation and reference (2 marks)

4.1 Identify BATNA, worst case, and desired price (0.5 mark)

4.2 Draw a negotiation diagram to illustrate section 4.1 (0.5 mark)

4.3 Cite from at least 10 reliable sources (0.5 mark)

4.4 Format the reference in the APA 6™ standard (0.5 mark)

Question 5: Report outlining (2 marks)

5.1 Spelling check (0.5 mark)

5.2 Page layout (0.5 mark)

5.3 File naming (0.5 mark)

5.4 Font and size consistency (0.5 mark)

2. Huémg din thé thirc trinh bay dé bai

B4o c4o tiéu luan:

- Trang bia

- Muc luc

- Danh muc hinh anh

- Danh myc bang biéu

- Noi dung bai

- Tai liéu tham khao
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3. Rubric va thang diém
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Weisht Excellent Good Average Fail
Criteria ((yg) From 8 — 10 From 6 —less | From 4 —less under 4
° points than 8 points than 6 points points
The content The content The content has
can artiall no relation to
demonstrate deﬁlonstre}l]tes
the academic e leotured the lectured
knowledge 4 knowledge. .
o . knowledge. . The content is
Content 70% which was .. | However, it can :
Furthermore, it out-of-topic.
lectured. X show some
M . provides
oreover, 1 limited relevant
has relevant
examples from examples.
examples from the industr
the industry Y
The report is The report is The report has The report has
well-structured | structured in an | an ambiguous
. . no structure.
with chapters. | unprofessional structure. .
.. Besides,
Moreover, manner. Additionally,
! . enormous
some mistakes | Furthermore, various (from mistakes (over
Report layout 20% (less than 5 mistakes (from 16 to 25 26 defects)
defects) such | 6 — 15 defects) defects)
. . such as
as spelling, such as mistakes such .
: ! . spelling, font,
font, and size spelling, font, as spelling, . .
. . . : and size might
might be and size might font, and size be found
found. be found. might be found. )
Citing from Citing from | Citing from less
reliable some unreliable | than 10 sources
sources (over sources (over (some sources
10 sources) 10 sources) and | are unreliable)
Reference 10% and presenting | presentingina | and presenting | No reference
in a correct correct format | in an incorrect
format (both (both in-text format (lack of
in-text and and reference in-text and/or
reference list) list) reference list)
100%
TP. Ho Chi Minh, ngay ..... thang ..... nam 2024
Nguoi duyét dé Giang vién ra dé

gl

ThS. Nguyén Thi Ngoc Linh

ThS. Tran Pirc Trung
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