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This course offers (1) modern, business—related topics to engage students
and involve them in the practice of everyday business, (2) an integrated
grammar syllabus offering extensive functional practice, and (3) varied
activities and learning strategies to motivate and support students in their
studies, It aims to build the students’ confidence in expressing themselves

correctly and fluently, and enable them to become effective communicators in
their future business careers.
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1| LIRTATSH R 5 2 B 57 848 59 | Lintroducing vocabulary used c3 | AB

®, in selling and exploring

QAR A A R B A TE R | marketing and advertising

AN TR T skills 2.Introducing terms

used in business negotiations
and applying effective
negotiating skills to a
win-win situation

2 LA 4B EAE T R 4y 8] B RS 4 5] | Lintroducing different types c3 | AB
lﬂi \47 ZRERENFAL G é’]’@i)ﬂ B = of companies, rules of
— A AP ‘23‘-‘_7’?]}’@ & 2 Jb| reported speech and phrasal

RA I IRE, verbs, and listening to a
2.F Bt RAAE IEF ¥R 01T | presentation about culturl
34, rules of doing business in

China, 2.Drawing up agendas,
take minutes, and writing
action plans for meetings

3 |4 3T20104 MR+ — 1% B B /& #.49 | Focusing on definitions of the| (3 AB
EREARRE S EHEWEA, | 11 trade terms of

INCOTERMS 2010 and their
applications in foreign trade

practices
4 | LB ﬁ”ﬁﬁﬁié M#L— 1B FI 8L | Exploring applications of C3 AB
EH M E, %5 E 8 EMH | "Uniform Custom and Practice
12 AR AZE, for Documentary Credits” and

leading students to interpret
the contents of various
letters of credit in foreign
trade transactions
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101/02/13~ ) )
U oLea10 | Selling (Unit 5)
101/02/20~ . .
20 oozee | Selling (Unit 5)
101/02/27~ ) )
31 LoL/03/04 Selling (Unit 5)
4 121;22;?? Selling (Unit 5) & The Organization (Unit 6)
101/03/12~ .. :
S| LoL/03/18 The Organization (Unit 6)
o L0101~ The Organization (Unit 6)

101/03/25




101/03/26~ o .
7| Looao; | The Organization (Unit 6)
101/04/02~
8 101/04/08 HOLIDAY
101/04/09~
9 L0L/04/15 Incoterms 2010--Explanation of 11 trade terms
(Handouts)
101/04/16~ iy
10 101/04/22 A & KA
101/04/23~
M o1/oaseg | Incoterms 2010--Explanation of 11 trade terms
(Handouts)
101/04/30~
12 L01/05/06 Import-export trade practices and Letters of Credit
(Handouts)
101/05/07~
13 101/05/13 Import—export trade practices and Letters of Credit
(Handouts)
101/05/14~
14 L01/05/20 Import-export trade practices and Letters of Credit
(Handouts)
101/05/21~
15 101/05/97 Import—export trade practices and Letters of Credit
(Handouts)
101/05/28~
16 101/06/03 Import-export trade practices and Letters of Credit
(Handouts)
101/06/04~
171 1o1/06/10 | Import—export trade practices and Letters of Credit
(Handouts)
101/06/11~ iy
18 101/06/17 MR KA
o (1)Tardiness: Be punctual for class is essential. You will lose
i Pl points for being late.
AR E3I8 | (2)Absence: You will lose points for being absent.

(3)If you are absent for 3 times, you CANNOT pass the class. show
your teacher your Proof of Absence (school business /A1& private
business 1K, sickness J&1&, death in the family #&1&)if you
cannot come,
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The Business: Pre-Intermediate Student’s Book. Karen Richardson, Marie
ot kA Kavanagh & John Sydes with Paul Emmersoat Taiwan ELT Publishing Co.,,
i Ltd, Taipei [Jc#r skt A R 8]] Tel: 23632143)
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