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Effective communication in business English
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Introduction BIiS

‘BSRBABRERFERI B— I 2H0. LEIERPOIBSE
EOBRY, FIRIASERBSHEHFUREENER IBERIONREESR
ft. ARTIMESRERER, LiEGBETE, ERMNRNAERNEIEE NERIZH
PEKFIBSREFIE

FRIETEREBLITEE:
MEURIBROITIIFEIBAET
BEIRARIG)IEEDD
REFETATRNEGS
BRES OB/
SCAASRIEFIEIN
BEEIRE—ERES
AIREDRIFE IR
EERNREE
RENENPTISEER

(BB ) MO TBIERERSRHIFPFRBENRIGINES, LFIEEX
CES5EARIPAIH, BRSIMNIE Ak FHETAF), TieREBAKH,
B NS, EEEBESOMNF. (BHEH) 886 MbEx, 818
EEFELATILERS

Context {§%

REFIEVNEMRFIASFFRIGINEIESIN ( BEXAHE ) ATAIR,
NBERBXER TS BRI R AFISRES .

Presentation and Practice i&E SRR E

SUSXUKIGEXIZES, BiFRL. TAFXRK. KEF, FH&E—
BTIEL



Tips V5t

AL E SN SZRF IR SAMES HEAYV RN
Consolidation INE %3

FUMA, BFIFRISIHESzAREIE 2RISR LES.
Reference EEFICHIRIZ

LR ZREREICFIEAREA.

Review €3

REFIBNINEZLS (IFEEEEFTEAREEUER ) -
BRT 6 MLEBITZIN, ABEBELITLERS:

Needs analysis BRI

ZE DR RREECREES X IMERNB AR BFAS, BiSH

EFINR.

Learning journal #3H&
REILARIAZ I BEXREMBRTTAFENRNS, #—2RBEARKAECSH

]
BEo

Resources $3#1H

ZEPD IR E IR, eI ENRIRIERI R R .
Answer keys 8EEE

BTYSEER, (fBRAILIEE, tLaIEZIRMES TES .
Transcripts X%

ZEP D =BcE CD RIFHRE XA,

Step 1

BNFIEBSH ‘TROWT (B 5-6 1) . XBHETAR:
® THRHCSINRERSZ RN ESIRIFIFEITE

B UL B\BE, e



® HLIREREERFIMABSELBITHAER, FHHELREIRF.
® MELUTAINFREIERBA 6 MLETT,

Step 2
FIERTRN TBARE “FIEE (F7-9RW) . E=RENET

NFEIE, B “FIFE" BAMEXERS .

Step 3
FIXBH 6 BT, FTLUREECHZFZIGE, BEMANREE

HZEIIRF .

RZES MR
S Ttowe < Q(g

Susan Lowe and Louise Pile

73 - 7& (Susan Lowe ) F1i&5% - J’/R ( Louise Pie ) —EIN\EBAZIENRS
FIBEHFTE, BEFENNFENIADED) K, BIRSHRES 7 SAEB
HIBERESZEIEMT .




Needs analysis &Ko

1 a #oE—EH4Ri%H (negotiation) o

b ABRMEB—TTEHNENX.

T

2 BHPRAEIENEERI Z. EEWS5RERMNYT#THIENITIE,
EHEEA T AR B TR IEmi#E{TRIEENITie, M.
a FIH{RETRESHNAGBEFIZEEL
b FEXLRHFES, MANBRZLRMAA, EEZARELA?

3 BELITFiages:
1 What skills and qualities do you think good negotiators need?
2 What typical phases of a negotiation can you identify?

3 What are the key elements of each phase?

SEERMNE 96 W,

4 FEBANBTHXTREBAER . BEE 1-6 BAFBRBLHN “FIAER
B, BE-TRREERFIWMLSE . ETRBLSHE CEELRIEK,
BESEERFRR, XHE—X, FRITLUCMNESREBLERRIRSR
gE L. BETRERPRMTINFHSIX 6 18T, BoREREENSEK
BRFMSRAEENSEERTFI .
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Learning journal 3 H&

EFIFTBEMIETR, TELEHTERNESIIRMERRIERE/N
e+, FESEHT MM, Fid, FECRAARRTRECSHEIHR.

{RENIZIC T RS, HEERIRESHAIM S .
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Unit: 3

Useful language: Wearekeento ... / Awimportantcom&demtzbwﬁr usis...
Useful tips: Use the present simple andy/or present continuons when stating interests.

Unit: ¢

Useful language: 7 propomtﬁat... / I propose + wﬁ
Useful tips: Diplomatic language can soften a disagreement.

RRZEIBF

Unit: 7

Useful tips:

Useful language:

Unit: 2

Useful language:

Useful tips:

Unit: 3

Useful tips:

Useful language:

Unit: ¢

Useful language:

Useful tips:




Unit: § Unit: 6

Useful language: Useful language:

Useful tips: Useful tips:

REEN—=RL, EIEEFIIBPRUENIEPAERFIRA.
BT 1gIT, (REBABBIHREIREFFFANX RIS, tal, RERET
AHMNESIRES, RELEFRINEIZLUHABS. T8, SECRE
LR fTIREHREREREN.

R TRAENER, BEEMFITL, JURBLUTXMpERE. TEHE—

Nebl.

fl

Unit: 3
Focus area: Ma/«ln_q proposals

I need to:

use more diplomatic language when rejecting a proposal.

To do this better, | intend to:

note down all the examples in Unit 3 and record myself saying them by
28 April. I will use two of the examples when I next reject aproposal:




{RESITHRIZE
Unit:

Focus area:

I need to:

To do this better, | intend to:

ABALEEIIRRPER, BOUERIEREHEFR. RTLUEE
BESIA, HEMATERN, WL ERIEERS.




