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| think it is a collection of significant events in international trade. As you see,

the world watches in awe as China reclaims a place as a great power. It's easy
after the first seconds of reading this book to only think about how it affects you.
This book English for Business Negotiation delivers an entertaining account and
perspective on international trade negotiation. It is an excellent resource to
students, educators, and commercial affair enthusiasts.

The book included content, organization and reference sources. We could
hardly find any editing errors and organizational incongruities.

The author, professor Liyu Zhang, a modern practical business English schol-
ar, specialized in this area with an emphasis on its practical value.

The construction of the book meshes well with its organization and lends itself
successfully to the study of practical business English. The organization of this
course allows the reader to easily follow the route of the business English. Each
chapter consists of four sections: Tuning-in; Sourcing-up; Haggling-over; Tun-
ing-out; which fit logically into the topic of the chapter. All chapters are com-
posed of several defining parts that maintain a sense of continuity throughout
the volume.

Fortunately, you find this book. [t is a good place to start your learning, both for
its introduction to international trade, and for its documentation of the practical
business English.

Young Liu

XBA: RABEAHE FAS #Rilt, WAXERERRBEDREABEIIT. ER
TAFBITEAREARA, THEFIUBRBARER.
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Chapter 1
=% ' On Pricing

Focus
A general picture of negotiation
The category of negotiation
Price-haggling strategy
Price-haggling skills

“m Tuning-in

1. A trading company is purchasing soybeans from a Canadian trading company for un-

derline distributors. A reasonable price, of course, is expected. What should the

buyer in the trading company be expected to do? Heading for bargaining, you may

say for sure. Right, but how? If you are the buyer, which way you are taking for

preference?

A. Asking the supplier for quote and then taking it.

B. Asking the supplier for quote and then cutting it by half.

C. Asking the distributors for a price sounding ideal for marketing, then insisting 50% of it as
the price.

D. Asking for the data related to cost of manufacturing, then making out the target price.

If you take all except A, you are a quite good trader; at least, you know a deal needs

negotiating before it is set.

. Discussion.

1) Have you had some satisfying experience in price-haggling?
2) If not then the most unsatisfying ones?
Share with your partners and try to identify the factors that made a good / sucking bargain

or bargains.

. With the development of world trading, professionalism is of essence for business
people, of which, the negotiation skills are part of the integration. And this course

>
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book is aiming to help you develop the negotiation skills. The first thing for negotia-
tion is price-haggling. Even before you start this course, you surely have had some
experience in price-haggling on various occasions. And then the following part of the
course will be much easier for you for certain.

Sourcing-up
Haggling Is a Strategy

Haggling is an evolving marketplace skill. In practice, it goes back centuries, to
times when the vendor-cart and booths were the only sources of market trading activity
and goods exchange. Today, we find that bargain hunting and sale shopping are viable
adventures for discounts at retail stores; however, garage sales, auctions, flea markets,
and booth sales are prime opportunities to learn the art of haggling. Haggling is often as-
sociated with bantering, price debates, and auction-style environments. The (often) un-
comfortable, face-to-face negotiations of pricing quickly become competitive, thrilling,
and at times, risky. The lure of “the best bargain” is enticing with its accompanying
haggling process; the strategy of haggling really is based on simple bargaining roundtable
strategies.

Understanding the key components of haggling can help you build a strong set of
skills for your bargaining efforts. When you can accurately gauge the seller’s “hunger,”
you can gain a significant advantage. Haggling requires understanding your own motive;
without your baseline, or “set point” price in mind for a particular product, you'll quick-
ly fall into the trap of being out-priced, or losing the item to a price you may not have
had to pay for. Buyer's remorse is the worst felt when you know you could have gotten a
better price if you had just been patient, or taken different steps in your strategy. The
winning streaks will come with time, but you can best prepare by following these simple
steps to a valuable haggling strategy:

e Learn to bid VERY low. This is a technique that will surprise you more often
than not. If you bid extremely low in some cases, the sellers may completely re-
consider their first offer. Sometimes this makes them even stop and reflect;
maybe they've priced too high, and are unaware of the true value; maybe
they've overlooked something. Whatever the case may be, you can start out by
completely undercutting the initial offer, giving you the chance to gauge the sale
with better accuracy.

e Play the inspector: Make sure to touch, feel, and account for any flaws or
legitimate defects on the product. This will provide you a chance for leverage so
you can secure a lower price easily.

>
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e Choose your own add-ons: This helps to “seal the deal” by creating additional
value for you. If the seller really will not negotiate on price, offer to take it off
their hands by adding another item for the same price. This may also help bring
down the price just a few notches, depending on how desperate they are to sell
the item.

e Settle for second best: If you're eyeing an item that the seller has turned down a
bid from another customer, listen in and consider your own pitch. If you can
outdo them, go for it! This is your time to put your price strategies to the test.

Learning the art and science of haggling takes time; you will need to practice in dif-

ferent environments, with different people, and learn many lessons along the way. Be-
ing able to read and accurately gauge people is a leamed skill, and haggling is a prime
opportunity to be competitive, focused, and deliberate in your actions. The above key
steps and skills can help you create the best pricing and buying situation for you. Don’t
ever give up, even at the toughest negotiation; you'll fare better on your haggling ven-
tures in the long run!

Notes
1. to evolve ZHAWILTIER
e. g. Haggling is an evolving marketplace skill.
MRARH B~ A B B hE, BT RRIERA RS

vendor cart FE/NRRIERE
enticing with [H------ miEA
to banter ARAAEARRHLIR T
auction-style environment X B GHASZAFEM, THMIL
lure #ERS, B '
The lure of “the best bargain” is enticing with its accompanying haggling process;
the strategy of haggling really is based on simple bargaining roundtable strategies.
Bl “BEBERRNT ZHUSAREEBRARETRANEE; HTWRG AR
LS AEAE LR B T A B R B A TSR A R SR
7. to gauge iFfH, ME
8. streak JEETHA

e. g. The winning streaks will come with time. . . RETHES, SSHWIR--
9. legitimate &¥EHY, ARIFH
10. leverage {L#:
11. a few notches —¥&
12. to listen in MWr, HEEUT
13. pitch FE, KEE
14. outdo MHH—%
15. deliberate HEEBR, fFHRE
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16. baseline Zk
17. a set point price FHEAHEYH
18. being out-priced #EH, R EE
19. play the inspector ZWEZ
20. add-on [fhn#y, BZEE
e. g. to choose your own add-ons £# [ OB BB n & 44
21. to settle for ¥R T
e. g. settle for second best kT4EZB MR EK KR
22. in the long run &J5
23. to fare well A¥fia
e. g. You'll fare better on your haggling ventures in the long run! #R&FTSIERH
Af R SR AR AR T 1)
24. viable WI1THY, FTERINM

Haggling-over
After going through the following cases, try to pick up the expressions you think helpful

in negotiation on price.

O Wl A Making an Enquiry

Mr. Andrews, an importer from an Italian trading corporation, is discussing on the
price with Mrs. Zhao, a supplier for soybeans.

Andrews: When can we have your firm FOB price, Mrs. Zhao? Or your final and firm of-
fer for soybean?

Zhao: I understand you are interested in our goods, Mr. Andrews. And we’ll work
out the firm offer tomorrow. Would you be free to come at ten a. m. tomor-
row?

Andrews: Yes, that's set. I'll be here then.

Zhao: Our offer remains free for three days.

Andrews: If your price is favorable and my commission is reasonable, I can place the or-
der very soon.

Zhao: I am sure youll find our price favorable. Now, you see, soybeans market is
up greatly. For our long-term contacts, we still offer favorable discount.

Andrews: I am glad to hear so.

Zhao . What else can I do for you, Mr. Andrews?

Andrews: Some of my clients would like to make distribution for India fabric products. I
wonder if you can introduce me to some one in this line?
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Zhao:

Andrews:
Zhao :
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Your friend is mine, too. Ha! I'll make an appointment for you with Susan,
who has a lot of contacts in fabric.

Thank you a lot.

With pleasure.

1. firm offer SC#&Mt+

2. commission {H&

3. CIF ZEE#H

4. FOB #i XXM/ BEREM
5.

to make distribution Z2%4

(OC1:M B B Price Haggling

Mrs. Zhao makes a firm offer for soybean. Mr. Andrews is wondering whether there is
any room for reduction, so he is now making a counter-offer.

Andrews:

Zhao

Andrews:

Zhao H

Andrews:

Zhao .

Andrews:

Zhao:

Andrews:

Zhao .

Andrews

Zhao .

Andrews:

Mrs. Zhao, we have got your firm offer and wonder if there is some room for
lowering.

Our offer is 312 Euro dollars per ton, CIF Dalian, and you may have noticed
this quotation is lower than the current market price.

I am afraid I can’t agree with you. We have quotation from our other supplying
sources. As you know, we do not import with soybean as we mainly depend
on our native source.

Well, what is a competitive price for you, name it, will you?

I suggest somewhere around 280 Euro dollars per ton CIF Dalian. You see,
that's a price we both can benefit.

I am afraid it is impossible for us to enter your counter offer. You have wide
contacts, this is for certain, but I am sure you can't get an offer unreasonably
made like this.

Mrs. Zhao, no doubt your offer is not in line with international market.
Considering the quality, our offer is really an inexpensive one.

What our contacts can offer is also of top quality.

I really don’t see how the business could be pulled through, Mr. Andrews,
could we meet each other halfway?

But the price our side gave is a fair one. There is no point that we purchase
the same for a higher price.

I am surprised. Wouldn't it be better to settle on the price of 298 Euro dollars?
That type of soybeans will find a ready market in China.

Well, if you accept our offer for 285 Euro dollars, we will advise our end-
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