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Obijectives

After completion of this unit, you should be able to:

1. Know the rules for setting up negotiation goals.

2. Know the rules for making a feasible negotiation plan.

3. Know how to prepare for business negotiations.

4. Know how to obtain necessary information about interested products as well as your op-

ponent’s company before beginning negotiations.

4

Know how to properly introduce your company and products to your counterparts.

6. Compose conversations of getting information based on the situations given.

lntroduction

International business negotiations involve many different aspects and some of the content is
very complicated. In order to achieve a favourable outcome from the negotiations, the negotiators of
both parties should make efficient preparations ;

1. Establishing business relations with others and éhoosing counterparts.

2. Getting as much information as possible about the negotiations.

3. Establishing targets for negotiations.

4. Making a feasible negotiation plan.

So, it is very important for negotiators to learn as much as possible about the target market
and the potential clients or partners they will deal with before negotiations. If the importers are in
the market for certain products, they have to get a lot of information on them, make comparisons
among the similar ones on the market, and find out which one can meet their
requirements. Finally, they can begin negotiations. Only when they fulfill the above can they begin

the negotiation process.
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Consider the following: -

1.

How can you look for a prospective partner/client and establish a good business relation-
ship with him to maintain and expand your business?

How can you get information you need to know?

1) Do market research

2) Make research into the firm concerned

Through which channels can you get the above information?

Besides in writing, how can you get information of your counterpart’s company and prod-
ucts, through face-to-face or phone conversations?

How do you set up targets according to the situation?

1) The best target

2) The intermediate target

3) The acceptable target

How do you make a negotiation plan?

1) The agenda

2) The location of the negotiation

. What should you pay attention to when making a plan?

Be simple, clear, specific, and give some leeway.

. If you were a seller, how could you introduce your company, products, and grasp the op-

portunity to do business?

Negotiation tips:
It’s not enough to know what you want from negotiation. You also need to anticipate what the

other party wants ( double think). The smart negotiator also tries to anticipate what the other party

thinks you want (triple think).

Company Introduction

Mr. Grant is interested in establishing a joint venture' with a Chinese partner and he is invited to
Nanhai Peanut Oil Co. Ltd. by Mr. Zhang , vice-president. Mr. Grant is taking the opportunity to get
information about the company. How does Mr. Zhang introduce his company?

(A: Mr. Zhang B: Mr. Grant)

A

I understand this is your first visit to our corporation.

B: Yes, and also my first visit to China.
A
B

I hope you’ve had a pleasant trip.

. Yes, I did. Now, let’s get to the point”. What is the name of your company?

R 4 B
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: It is Nanhai Peanut Oil Co. Ltd. Three years ago it was transformed into a stock company.
: Oh, I see. What is your company’s main product®?

: Our leading product® is “Lidi” Peanut Oil. It sells fast in many big cities all over China

and has recently been exported to Europe where it ciijoys ereat popularity”.

: Great. How much is your ) on® of peanut oil?

: We produce more than 300,000 tons every year. This figure has been increasing rapidly in

these several years. You know, our success in trade depends completely on the superior
7

Juc

: That’s great. Are there any other products in your company?

: Yes. Besides 1 0il*, we also produce other « 0il”, eggs, vegetables, and animal
food to 4
: Good. How many departments are there in your company?

: Our stock company consists of eight departments: Production, Purchasing, Finance, Au-

diting, Investment & Securities, Marketing, Personnel, and R&D.

: How many employees do you have?
: We totally have 600 employees so far.

: Good. You see, we’re interested in establishing a joint venture with a Chinese partner. It

seems that your company is one of our choices.

: I'm sure we will be your best choice.
: I hope so. But one more thing I'd like to know is your financial standine

: I can assure you that we have a sound financial standing. You can consult our bankers,

the ICBC ", Shenzhen. They can provide you with information about our business and fi-

nances.

: That sounds good. May I ask about your capital ?
: Yes, our registered capital is RMB30 million. We were listed on the Shenzhen Stock Ex-

change a year ago, and presently have a market capitalization of RMB50 million

yuan. Last year our net profit was 11 million yuan.

: Very impressive. Thank you for your information.

: You’re welcome. We look forward to your positive news.

. joint venture EF
. Let’s get to the point.

RITEAEE.

. main product FE >R
. leading product FE™
. enjoy great popularity A RE
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Chinese table-cloths have enjoyed great popularity on the European market.

hE & RERM T HEA R

. annual production Ereg

. superior quality of the product 7= E AL B R
. peanut oil PR '

. edible oil B

. meet the market demand W RETHMFER

meet v. MiAT; R

They failed to meet the deadline.

AT TR BEHR AT 58 o
meet a customer’s requirement R K

. financial standing &R0
. ICBC (the Industrial and Commercial Bank of China) d = TRET

. registered capital bE) iR %

Getting Information at the Fair

At a Guangzhou Trade Fair, a Spanish buyer called Jose Garcia is in the market for Chinese

clothes and comes to the stand. Ms. Qian is recetving him warmly.
(A: Ms. Qian B: Jose Garcia)

A

cu>_c:>.w:>cu

>

Good morning, sir. It seems that you are interested in our products. Is there anything I can

do for you?

: Yes. My name is Jose Garcia, I'm from Spain, and this is my business card.
. Glad to meet you. And would you like to have a look at the patterns?

: Yes, please. Please show me the latest products.

: Here are some samples of different patterns'. What exactly are you after’?

. T would like something elegant with some oriental characteristics .

: We specialize in* producing suits and I'm sure you’ve come to the right place.

: Really? I'd like to know something more about this product. For example, what can you

tell me about the manufactured materials® and design?

: The product is made of 100% cotton, the material feels soft and smooth. Also, it is de-

signed in Tokyo, which is modern and elegant in fashion®. It is a very popular item’ this

ELLE eSS
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year, sold widely in big stores in China and chain stores® in other countries as well.

: Great. How about the sizes and colours?

: Look. Five colours are available: pink, blue, yellow, green, and white, and we can offer
all sizes from “S” to “XXL” .

: Good. What about the quality?

: Absolutely reliable. You see, it is excellently tailored’. What’s more, it can wear longer
than others because of its special material. The quality of our products is much admired in
the European market. I can assure you that no other product is more competitive than ours.

: It sounds good, but what about the price?

: Compared with other makers our price is quite moderate. Here are the price list"® and catalog".

: Thanks. Would you mind telling me more about your company? Is your company a state-
operated one?

: Yes. It is a large state export-oriented enterprise.

: Oh, I see. What do you mainly deal in?

: We mainly deal in the process and import & export of garments.

: What is your main item?

: Ready-made garments, especially suits. We have been in this line since 1990 with more

than 17 years’ experience.

: Good. What about the size of your company?

L i D i . 13
: We have five specialist subsidiaries ~ at home and six permanent representative offices" a-

broad. We have also set up two joint ventures on the home market.

: Would I be able to visit your company sometime?

: Of course, you are welcome. If you fix the time, we’ll arrange it for you.
: Thank you. I'll call you.

: OK. We look forward to hearing from you.

1. different pattefns INGE 6

2. What exactly are you after?

BHE T RS20

. with some oriental characteristics BAH R HEE

4. specialize in 5

We specialize in the import and export of textiles.

RATLBELGH MBI L 5.
Mr. Wang has been specializing in product design.

ESAE—-ENEP BB,
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. manufactured material FHB
. modern and elegant in fashion REEF B K
. a very popular item FEHHATHIRR
. chain store HEBUE
. excellently tailored MTHRK
HfplFeik : skillful manufacture HIERETS
. price list  HYrHFE
B RAMEREHOE P AL EAHG, —BRABXZHBOHRBEHE,
BEFITREAE, ASE: ALk, A, MBI &E4F. RESH
A, HABRFFRARYRA
. catalog n. LRSS
B LM E AT SRR
illustrated catalog WAHBEESRRB A RS E R
pamphlet R a/ M
brochure R s/ M-
. specialist subsidiary  F LR H]
. permanent representative office HihEL

Oialogue Three

Product Introduction by Phone

Mr. Liu, a clerk from a Chinese Automobile Company, is on the telephone introducing a new
model of car to his old client, Mr. Martin.
(A: Mr. Liu B: Mr. Martin)
A . Hello. This is Liu. Can I speak to Mr. Martin, please?
Oh, hello, Liu. How are you?
. Fine, thanks. How is your business?
. We've been quite busy. Do you have any good news?
. We have a new model XX-17 on offer. I thought that you might be interested in it.

. Wonderful. I really appreciate your information. Can you tell me more?

>.UJ>U:’>UJ

. Of course. Have you received our latest pamphlet?

CONETLPESTE)
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: Yes. But how does it compare with your old models?

: A great improvement compared to the old ones, especially in design and materials; it’s

more solidly built and has a better finish®,

: Good. What’s the major attraction this time?

: As you know, our cars have been very popular on the Russian market. I'm sure the high

quality, sporty look, and reasonable price are certainly major attractions. Another great

feature is the lrend-setting, sleek body style? that will have a strong appeal to the young
people.

: It sounds attractive. What are the characteristics?

: It has competitive features, can reach speed of 80km/h’ in 6 seconds, and has an ad-
vanced brake system* which can stop the car on a dime®,

: What about the gas mileage®?

: The 4-cylinder engine’ faithfully provides 80km/2* on the highway and 40km/g in the city.

: Good. Do you guarantee the supply of spare parts®?

: Certainly. We always have our customer’s interests at heart'®,

: Great. How long is the warranty'' 9

: We usually guarantee our products for 2 years.

: 2 years? But how about the maintenance after the warranty expires'??
\ll repairs are billed at cost®,

: OK, I see. Thank you. Could you please send us some more literature? I’ll look into it and

discuss it with my colleagues.

: I'll do it soon. But we really hope that you can come to our workshop and have a wonderful

experience here.

: Yeah. OK. Thank you once again. Bye.
: OK. We're looking forward to seeing you again. Bye.

. It’s more solidly built and has a better finish.

G IRE, SMEENT,

. trend-setting, sleek body style LR Wi
. 80km/h =80 kilometers per hour 80 2B //NEf

. brake system MERG

. stop on a dime BaME

. gas mileage 1 AI-EISMMBTT R AR

. 4-cylinder engine 4 MRELAE | %

. 80km/g = kilometers per gallon 80 AH/In€, B4 80 AH#Em 1 Mt




9. spare part (DLEEER) &4

10. We always have our customer’s interests at heart.
A0 ZIER LAB B 22 N
11. warranty n. R, HE

The vacuum cleaner has a S year warranty.

HE WA S FHREH.

They’ 11 repair the washer without charge because it is still under warranty.

AT R BB AL, AR B
. expire v. S
The L/C expires on December 15.

fEFIER] 12 A 15 B (BROHE12 A5 H),

. All repairs are billed at cost.

JITA B 418 SRR A 2 o

Task 1 Questions

Introduction
1. What kind of abilities do you think a negotiator should have?
2. Do you think “hearing ability” is important in a negotiation? Why or why not?
3. Do you think good preparation is crucial to a negotiation? Give your reasons.
Dialogue One
1. What is the company’s main product?
2. How many employees does the company have?
3. How much is the annual production of peanut 0il?
Dialogue Two
1. What is the buyer interested in?
2. What size and colours can the seller offer?
3. What does the seller mainly deal in?
Dialogue Three
1. Is Mr. Martin an old client?
2. Why does Mr. Liu phone Mr. Martin?
3. Do you think Mr. Martin will pay a personal visit to the workshop? Why?

'i&ﬁ%%%&ﬂ
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Task

2 Language Practice

I . Translate the following into English.

1.

2,

3.

Your price is too high, and we cannot accept.

Now it’s your turn —

a. AT KT, SRR ERNIABNE.
b, RATHMMM KR, RATTHEHFERITH M,
c. FATHMM KR, RITBHEAEER.

Please inform us as soon as you make decision.
Now it’s your turn —

a. HEMBTT BRI X A7 GG
b. EEMR Y REER T #H—SREEDL.
c. HERMBIT IR A RRBLRLXFIRT o

We look forward to hearing from you.

Now it’s your turn —

a. WPBEXG S EHRALBRTRE,

b. WIFBWKBMR T HIER

c. RIABWEMRI R P ETRBIRRAH B XK.

II. Translate the following sentences into English orally.

1.

© 0N AL AW N
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RIMY=R—EHBOBKRM, BEFREHEE.

HHCG, HMMr=REME EARNRIIM>RAEZES I,
RATH = BRI A 3 4,

A TREBH, A %E REEBEA S,

BT 2 LR Z KR 20 E

AT AmEETBRERZD?

PRAT12A B 0 55 R O0 B T T B 4 ] 7

PRI = R A A7 (superiority)
BEMAYLEJLEIEE %4 . (digital camera)

X FP = AR WRLEEHRAE B ? (specification )

. HERR B AT HIIEDL

- ARTTE ™ SR PR 7

- HRT XA R HE?

14, YRATEYTARIER B W BF 7 (ensure quality control)
. RIWEBEBR MR/ EE/ B

- PRI 2SRk SR BREL?

- WAV EE R B RHETHRANIT ZG?

. T gERFERE %7 (annual output)

. RITEMEALSES D2RIIWLA G, HPELRERIFE, (a full range of ...)
- KA1,




