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Dr1

Business Negotiations

= paings]

1.1 Pre-reading Activities

1. Is the proper protocol important in the international business negotiation?
2. Before studying the text, make predictions about the French conversation style.

1.1.1 Introduction

OOOBUS/hess & Applied English
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1.1.2 Vocabulary

Find the words in the text which mean the following. ,
1. a person who is involved in formal political or financial discussions
2. behaviour that is considered to be polite in a particular society or culture (pl.)
3. an act of shaking sb.’s hand with your own, used especially as a greeting
4. a system of fixed rules and formal behaviour used at official meetings
5. a word in front of a person’s name to show their rank or profession; a name that

describes a job

1.1.3 Comprehension

I. According to the passage, decide whether each of the following statements is True (T) or
False (F). ;

] 1. English negotiators are very informal and rude.

.1 2. English negotiators are never concerned with proper etiquette.

] 3. Most Westerners hope quick responses when they ask questions.

| 4. The British culture is a relatively low context.

— . e e

] 5. Conservative dress and correct posture and manners are very important in Germany.

I1. Choose the best answer for each of the following items with the information from the passage.
1. The main purpose of this passage is to tell us the information about .
A. shipment B. cultural difference C. checking-in hotel D. business

2. Which country is NOT mentioned in the passage?
A. Britain. B. French. C. Germany. D. Italia.

3. The best definition of “soft sell” is
A. a method of selling persuading sb. to buy sth.

FREEEE X WFHEFZWHLEOOO
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B. a method of selling using aggressive methods
C. a method of selling putting a lot of pressure on the customer to buy it
D. to be offered at the price mentioned
4. When addressing members of the negotiating team, which should be remembered?
A. Using title. B. Calling family name.
C. Calling nickname. D. Calling given name.
5. Which country often expects everyone to speak their language? :
A. Ttalia. B. Britain. C. French. D. Germany.

1.2 Oral Practice

1.2.1 Pattern Drills

Please read the following patterns, then follow the examples and make sentences.
1. Could you please explain...? RAEMRFE— F-oreee ng ?
e.g. Could you please explain why you don’t like it?
Could you please explain 2

Could you please explain . P CEANRL o el an aii: D

2. How are you getting on / along with...? +++++- BERRANAAT? /5 eee e KA 04T 2
e.g. How are you getting on with your family?

How are you getting on with ?

How are you getting along with = 2
3.1 don’t think it is necessary to... i\ A BEH LT eeeeee
e.g. ldon’t think it is necessary to tell him the truth.

I don’t think it is necessary to

I don’t think it is necessary to
4. Tused to... FidEH Heeeee-

e.g. Iused to live in Paris.

I used to

I used to
5.1t’s our duty to... ===+ REAM T
e.g. It’s out duty to report it to the police.

It’s our duty to

It’s our duty to
6. It is considered as one of... BN eeeeen i Lt

e.g. Itis considered as one of the greatest novels.
OOCBusiness & Applied English ?
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It is considered as one of
7. The reason why... is... ****** I SR R e e e
e.g. The reason why we aren’t going is that we can’t afford it.

The reason why is
The reason why ) s :
8. ...doesn’t make sense. ****** BHEH/BEARXAERE.

e.g. This sentence doesn’t make sense.
doesn’t make sense.

doesn’t make sense.

1.2.2 Dialogue 1

EERR &SR A, WHETESIHERRE. VRN, mEl. 2HamE, &
REV—NMREFBFRANEERY . UTFTRRTEIOAE, ¥3%, ERTIELAY
S, HFEZMKIEST, JFRRAXIESE.

ELAE:

1. The reason why... is... ***** F) SR R S e oo

2.1 don’t think it is necessary to... FINKE A LE -+
3. It’s our duty to... ===+ RBIIHITAE.

4.Tused to... FidFH Heeeoee

2 B SR, WFEEEWHEH OO0
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1.2.3 Dialogue 2

BHLUS, HBAEAREHTT, —BEWRH LWL . DT R T W5 % iE
MINE, #3%, ERTFAESOHNRAS, HFELHNEST, TFRENELS.

BELAE:

1. It is considered as one of... ==+ BHEIAR R ez —,

2. How are you getting on / along with...? +++++- BERRANAT 2 /15 ee oo A R0 G0 T 2
3. Could you please explain...? /REEMRERE— Foeeee g ?

4. ...doesn’t make sense. *++++* BHEHR/BHENAESR.

OO QBusiness & Applied English ?
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1.2.4 In-class Practice

1. Students in pairs are to practise the dialogue in class for about 10 minutes. While one student
takes the role of A, the other takes the role of B. When you do the practice, you may look at
the dialogue text for the first couple of times, and then you should make the dialogue without
consulting the text. Student A and student B should exchange the roles in the process.

2. One or two pairs of students are to demonstrate their dialogue skills based on the text. While
they are doing the dialogue in front of the class, the other students are prepared to give them

comments.

1.3 Negotiation Skills

1.3.1 Background Information

KRERAZSRAYE - L BRRMEBE GRAKZR) —Bhid: “@AEX
B, MY ROEERATEZ, 8 PERBLHEENE - HIRHBLHTE, =
SERFRAMETFRASENER . REAMIA T EEMERRMZ R L, HREA]
AT AR —BOMRER ML, ABAIBRRE WA ~ ik, AT LA AR B L AE A5
P SRR b, AW IERIRI 20 B AR, DURTERRAIMZINL, BEMAENTRE TS5,
HHWETE, ZHAEMG, Bjaikml— 80— TR, A B TR 5
BRAL BEHRHA. SFRAMSURERAE. EARRTH, RIVELTF UL+ KI5 %
BWHNE R BRATIBE TS B

PSS RA, AR KT A T AR5 T AT HIESh, BR A T MRH K SE X7 B4 3 »
HIEE HNAFHRE—FTEMFR. ERAMEREFNIRERET LR, O&
BAMRET LT P HEZERS. WHFRAER IR, BEEITTER, BRTEE—
RORAIFRIELLSE, A B R — 2945 1.

' 1. BHRFILURELFAEN B/

ST RA DL E KR 2 AL, BUA R
I UL 5 Uk BR AL R 7 A%, FEFERAI LA
WMBERTT R REA%L, ERSRATE
g SPRmEME, B BREMULGEH A
HEI. AIHRETH MR FRABKE
THrEME X .

2. BFRFUMERF BED

2 51 55 WA BT #R A B U5 R 1%
SR EEATE, EA R E M

? RS EHERGE. WFEEEWHETOOO
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RAEPTHE o MR —IRAFHT7, B PBORMIBR . 7 LR R @ T 09T R,
BrRAMESAR R, SEMEXTHFER, LT KB LTI H R A, s

3. MFRFITEARM TN '

B9 RAM G R UBIT B RN LR, WRAEEAFL IS, . 48,
G5, HESESHFERANBRRERT B, ™EK, 2% LHSEASK. ZFEHH)
FAERSL R RBRAE . BTCART S5 WA OUE R OISR N, 5 B B 7 4 2k 1 P 5

IR, 795 BRA R — PRI AR SR ATE BN, B O T Y 2R o S A 4 6
FIRBEARAIBLTT, ARG RIS X L S RIEL TG o 1 551640 0 6 A R ) 2 5 ik 3 46 7
SRR T B AN . ISR UE, EEGUTILNE:

1. FESEMERN

RS RARBUETEEFEHNS ENG RSN EETR, HE T EFLHHERET,
HUEMBEARE D, WREF—T7LLRETS, BN, SEXLRRTER Y, 4584
ERRPIARGT . FTUEBE, ERAT, RIORASNTRIROME, KRHaENS, R
RARIIX T, WARMT, BERPHEITHEERFIZN, WEX Y, REFRESHEEGA
B, EARVEGEEOREM, FAEKEEHENTRE.

2. BEEAEN

B RCER S P AU R B DO U R R . R RS L2, RE )
HER =7 R, —T5 B —T5 52, SRR B 25 42 3 ST (0 1 G 00 J2 - T 14«
BRI BRA AR, ERAP B — 8 & BRI, (B8 —H RSN SRR e
RSLE . TOBHABTEAE, BT & B BRI B AR, SRR R .

3. MER AR

PO NS TR, BN ERN, BFEHE, REARE, ERAFR AL 6,
RSN 2R REER, AR, R AR A, WA, S RAA K.

1M 55 WA S B R B R A2, EERIY:

(MIEE “HR” BRI “B” WAL BRRHRE— A1 S5
AR, SRUSZREEERN, A% —HERKORATE.

QMIBH “HEE” YA “ O E A" PRI . I 30 B 4 A
REIFERHEACEHRARA, — KRR GH, BN HFR: WRS XN, o
EXRTT LG RBERNTTLY), REEBEERTE, HHREAK.

GYMIAH “EILIFHE” WHAMFIA “ ENER” AR . B it 53818 737,
M BAEEL, SR E TR A, BFEREOEN T RE T, 5% AR
(TS Ze s T B I BT R B AR T, 408 38 SRPE L Y AT 8 -

ORI 5 YA BARR R B R . B 43 5 Bk ST 1 FRAAL 2
IS, NEMBEHIRR, BB KK R BB P TR 28 56 A e
AMUKROARLL S, BERSFERS, FEEE¥.

PTUATES A R S5 WA B AR, NPE TS SEBRAR G &, RIS I A% 2 A 75 3
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1.3.2 Comprehension Exercises

IR
. RS RAANRIRIEH R BT .

- BERRBRANEERE B RR, B .

. WS RAMGRA VR ETRE, BIORBRIRG, VREIBR, REEME, RRIE. DU
BRI IEB| B EREEE R

. B RA R B R R AR R P Sk M BGRER RN T -

5. AR T 25 VR I R IR A 1 45 WA R R %, ERIIATE “RUW” WA R I
WA

W N =

N

I1. iRZA fEFE
1. W& RA
2. XFEAX AR

L. iR
PN — A B E DA —ABATRES AR . (TR)E, BUBHEE — MR A R R 2

ICHGT IS AL . JCHRI AT DU 3.

1 A ARRE SR PIIRE R, VR ST ER AR £ 2

2. T 5 WA L R TR L SR N, RS ] AR B 2

3. H—AIF: WAANEF—MET, BREDHERNSGREEHET 2R, B EHET S
i —, PIET R BOAANTETK T, BERBH. W, mRR5TREH 4
PERIR I, B REIRAF AR YR IX AN R L ? BRI IR RIMER—AT A2

14 Situational Dialogue Design

In this section, students are asked to design short situational dialogues.

Please design a negotiation dialogue for each of the two situations in which two persons represent two
business parties to negotiate over the affairs as described below. Your design has to use some of the
vocabularies and sentence patterns you have just learned in this unit. And the dialogue should be as long
as at least about 10 sentences.

1.4.1 Situational Dialogue 1

Suppose your corporation has done very well in export and import transaction and therefore

becomes a well-known company. Mr. Brown, an American enterprise manager, will come to

[
il
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China to talk with you, intending to establish business relations with your company. Make a
dialogue about meeting at airport and checking-in at the hotel.

1.4.2 Situational Dialogue 2

Work in a speaking pair and make a dialogue on your understanding of the importance of
international business negotiation.

OOQBusiness & Applied English




