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Prices

) Objectives
BEASTHES REETRIIRZLSTER N,
\%ﬂﬂﬁﬁniﬁﬂﬁﬁ\ﬁ’%%ﬁ%*ﬁ%%ﬂiﬂo

(=]

75 E PR 5 b, 2 ORGSO A ] R R A R SR K, R 38 B XU B R SR 0 ) — A EE ]
BB, TEAE S RERT P B B A A R R £ R M R AR KA AR 3B SE A TR R B R 0 AR K 3K SE XU
TEA R 23k b F 2 Fng 4, — MR 76 i S A L ARBE R Y .

HEERAS AR5 8 ok PR R AT R . R R O — & 89 42 (commis-
sion), TMi#r#0(discount) B4 L HF L IRM A TEKF —E @ 5 Bk, BEME LS FiE 4K
L.

& [R] H B AR 25 2, — AT 3 S A B A 4 Cunit price) Fl B {E (total amount) BII N 25, 1 4
YT & F M A& RN A

Situation : 7 {8 4T HL 15 45 20 1 3th S6 A A BN 7 BREE RRARAN AR L (B2
Wb S A R X B R A AT B B AR, TO ik TR, W i %
. #r. (Tom makes a phone call to Mr Johnson asking for a
price reduction. However, Mr Johnson says this is their best

price and they can’t reduce it any more. He advises Tom to ac-




cept their price. )

Task One: Listen to the dialogue first and repeat the following sentences.

1.

2
33
4
5

Hello. This is Tom. May I speak to Mr Johnson?

. However, it is too high to be acceptable.

We wish you could accept it as soon as possible.

. It will leave us with no margin of profit.

. We do hope you could reduce your price a little next time.

[

-and expressions

acceptable [ok'septobl] a. A #E3Z exception [ik'sepfoan ]| n. E&Ab,#]5b
rise [raiz | v. K cooperation [ kou,opareifon] n. & 4E
profit ['profit] n. #I] ¥ raw material JE#1 £}

decline [diklain] v. F & margin of profit F|iH

competitor [ kem'petito| n. o3& result in §F

loss [los] n. %k ’

Task Two: Listen to the dialogue again and fill in the missing words.

Mr

Mr

Mr

Mr

Tom: Hello. This is Tom. May I speak to Mr Johnson?

Johnson: Hello, this is Johnson 1 . What can I do for you?
Tom: Well, we have received your letter of November 15th, in which you have
of the price. However, it is too high to be acceptable.
Johnson: Er. I see. But it is the best price we can do, as the cost of raw materials has been

3 and our goods are of fine quality. We only have a little profit. We

wish you could accept it as soon as possible.

Tom: It seems hard for us. As the market here is 4 and more competitors are

in the same market, it will leave us with no margin of profit.

Johnson: We do 5 . We still wish you to accept this time because we have got the
goods ready for 6 , or it will result in our great 7 .
Tom: Well, 8 our long and friendly relations, we set it as an 9
cept the price this time, and we do hope you could reduce your price a little next
time.
Johnson: Thank you for your 10 . Hope everything goes well.

Tom: We hope so, too.

Task Three: Listen to the dialogue for the last time and answer the following questions.

®
2

When did Mr Johnson write to Tom?



® What does Tom think of the price?

® Why does Mr Johnson say it is their best price?

® What is Tom'’s reason for the price reduction?

® Does Tom accept the price at last?

Task Four: Pairwork.

Situation: Mr Ali from Iran is discussing with Mr Zhang about price of Green Tea. Mr Ali
thinks the price keeps increasing very fast and asks for a reduction of 5% in price, but Mr
Zhang doesn’t agree. So they can’t close a business deal.

The following may be useful :

Your price is on the high side/a bit high/much too dear.

Your price is rising fast.

Can you make a reduction of 5% 7

If you stand firm, we can hardly come to terms.

==

Pre-reading Questions:
1. What is price?
2. What is price related to?

3. Who should be fully aware of all the factors concerning price?

Price

Price is an amount of money paid by the buyer to the seller of a product or service or, in
other words, that price is the money value of a product or service as
agreed upon in a market transaction. Both the buyer and the seller
should be familiar with not only the money amount, but with the
amount and quality of the product or service to be exchanged, the

time and place at which the exchange will take place and payment

will be made, the form of money to be used, the credit terms and
discounts that apply to the transaction, guarantees on the product or service, delivery terms,
and other factors. In other words, both the buyer and the seller should be fully aware of all the
factors that contain the total “package” being exchanged for the asked-for amount of money in

order that they may evaluate a given price.



d expressions

familiar [fomilje| a. BKH factor [fekto | n. HE,EHE
exchange [ikstfeindz] v. & n. Ak evaluate [i'veeljueit ] v. TFAf , ff it
form [fo.m]| n. B, T in other words /4] {51}

Tips

HAERONEEA B I ZOREIBLA I . AEENBIAF SN Ya T he B E
REMG RS ZEFRENHTF, ¥ AN R ETOEL LA THBIF RA. L. &
FEHASTHRA R E AWK M4 XA TR BFEBEAEEECRERH

1. as agreed upon in a market transaction. #N#ERX 5 & T IEE,
2. Both the buyer and the seller should be familiar with not only the money amount, but...
XATMRFTANBERBZ S POERE, hE----, L both...and... BH“(FE)E",
e. g. Both Tom and Mike are engineers.
PBMETEHE TR,
Lt & be familiar with sth. & 4 “Xt------ R,
e. g. They are not familiar with our market.
AN EMNTHAKT #o
i be familiar to sb. EA“(EF)HREARREEZREN",
e. g. This line of business is quite familiar to us.
BN X—K W FRIE,
Itk # not only...but (also)& X “F{E,MA",
e. g. He is learning not only English but (also) French.
AR EEFEIE, T EEEHKE,
3. apply to: NHATF,EATF.
e. g. This treatment applies only to regular customers.
XIMFBEATEERE .
i apply to sb. for sth. EA“EEABREEY",
e. g. We have applied to the bank for the covering L /C.
BINE@RITRIEFET FREHIL,
4. be aware of; #Ii# ;be fully aware of. 44,
.



e. g. John has been aware of having done something wrong.
ABERRTBCHMETES,
5. being exchanged for the asked-for amount of money in order that they may evaluate a given
price.
WELRRFTRAANERMNTNEELEN NI, L+ be exchanged for & A “# # i
B WA H R -
e. g. These could be exchanged for ready cash or useful goods.

XETZHRAREHETANFRE,

3 Grammar: 3417

I. zh&iA
8417 (gerund) H 311A + ing ML, & EFE KA not doing, BA 318 Fl £ i8] i #:  , 76 4y o
MY TFAE,TRYEE RE ZIEMNEIE.
L fEEE,
e. g. Seeing is believing.
AR I R 5
It is no use arguing with him.
PR A S R BA FIAR .
ER A A MAE AR T LME £, sh A AE BB RA —REM BN EZRET R, Ak
VB B EERR BRI — R 3 1E .
e. g. Sending an e-mail is convenient.
RE T HRERER M . QZ8 KW FHR)
To send an e-mail is convenient.
LRER TR RERMK . 38— BEHE-— &KX B FHRME)
2. fERIE.
e. g. Her job is receiving and sending letters.
i B TAE R WOR AR 1
3. fEEiE.
e. g. He is fond of chatting on line.
b Bk b MK .
I like reading magazines.
RERBERE.
(1) admit,avoid,consider,delay,dislike,enjoy, finish, give up,imagine, keep, mind, miss,
practise, put off,risk,suggest,can’t help % 5hid &% i 4H J§ 1 £ 5h 44 iA/E =iE
e. g. They enjoy working in China.
1B R E TAE.



(2) #iA] need,require, want ¥ “ 72" f# , H J5 221 H 30 45 18) 4 3 3 & 50K & 2 8 3h 1B
KERERSFHFEM, X, 3h Z R M E XX RN E L. be worth J5 %1 H 3h 4 18 1
FEEARRRBEE L.

e. g. The window needs/requires/wants cleaning/to be cleaned.

B B .
This problem is worth discussing.
XA 8] BE AR S .

(3) fF%1& devote to,look forward to,stick to, be used to,object to, be busy,have diffi-
culty/trouble/problem(in), no use/good/need,feel like,a waste of time %5 J5 ) 3l ia] to. 2% 45 FH
IR 2w

e. g. I look forward to hearing from you soon.

W B AN AR AR R A
4. fESETE .
e. g. There is a swimming pool in the hotel.
IR EEA — AUk M
I. BhBANESEN

Bl 4 1A B 26 450 i ) AR SN FRAR ) T2 A | 44 18] BT A A B OE AR N 3 4 TRk . 7E A
FIH kLA AR AR EA0E . RSB ENE G A MEEE, KEH EERE LA M
AR A E A

e. g. His coming made us very happy.

b 1) B R AR RATRIF L
Mary’s leaving annoyed him.

L A R 4 A 1

C

Comprehension of the Text

1. Write “T” for true, “F” for false according to the text.

( )1. Price is an amount of money paid by the seller to the buyer of a product or service.

( )2. Price is the money value of a product or service as agreed upon in a market transac-
tion.

( )3. Only the buyer should be familiar with the money amount, the amount and quality of

the product or service to be exchanged.

( )4. Both the buyer and the seller should know the time and place at which the exchange
will take place and payment will be made.

( )5. The form of money to be used, the credit terms, discounts and delivery terms have

something to do with price.



(

)6. The buyer and the seller should be fully aware of all the factors that contain the prob-

lem of packing.

Il . Multiple choice.

1. Your price is on the high .
A. part B. side C. step D. wall
2. We very much regret that our clients find your prices too
A. low B. workable C. high D. reasonable
3. Our top quality goods  offered at low price for you.
A. are B. is C / D. to be
4. If youcan __ your price to the extent of US$ 10 per piece, we can place a large order with
you.
A. increase B. raise C. rise D. cut
5. To support you in pushing sales, we __ you a discount of 5%.
A. have B. allow C. make D. let
6. Business is possible  you would reduce the price.
A. unless B. when C. if D. since
7. We think the price you quoted is  higher than the market price.
A. alot of B. much C. more D. most
8. If you take the  into consideration, our price is reasonable.
A. quality B. quantity C. shipment D. packing
Word Study

. There are two columns below. Pair off each word in the first column with its synonyms( [E X

iA] )or near-synonyms (it ¥ id] ) in the second.

1. hear from a. increase
2. rise b. difficult
3. a little c. change
4. hard d. receive a letter from
5. reduce e. promise
6. exchange f. cut
7. discount g. a bit
8. guarantee h. allowance
IV. Fill in the blanks with proper prepositions.
They have got the goods ready shipment.
Any carelessness may result great losses.

U1 W DN

view of the long relations between us, we propose an easier payment term.
We have done much business this price.

Insurance applies losses at sea in the past.



6. Is it possible to reduce your price 5%.

7. We are quite familiar the market situation there.

8. We are well aware the quality of the goods.

V. Fill in the blanks with the words or expressions given below.
raw material in order that take place
factor as soon as possible  transactions

agreed upon

contains

O N O Ul W N =

They have to raise their price because the price of

We will make shipment

has risen a lot lately.

As in the contract, payment is to be made by L/C.

When does the Guangzhou Fair ?

The catalogue some interesting items.

Price is an important in the contract.

He works hard he can finish the task in time.
A number of have been concluded.

Grammar Exercises

VI[. Complete the following sentences with the Chinese given in the brackets, using gerund.

1. It’s no good CH A fth — YO
2. His job is CR2A Rl HER B = 6.
3. I enjoy (o T4E).
4. I'm (M FHEHBHM) in the evening.
5. I remember (FE#7 b 0Lt £
6. T am fond of (SEHR).
7. The machine (FEBHET).
8. The salesman is busy (EDPANZR THE) these
days.
VI. Choose the best answer.
1. The book is worth  a second time.
A. to read B. to be read C. reading D. being read
2. I can’t imagine _ that with them.
A. do B. to do C. being done D. doing
3. It'sno use ___ to get a bargain these days.
A. to expect B. expecting C. wanting D. you expect
4. Let me tell you something about the price.
—Don’t you remember _ me that yesterday?
A. told B. telling C. to tell D. to have told
5. No one enjoys

A. laughing at B. laughed at C. to laugh at

"§8

D. being laughed at



6. Did you have difficulty the factory in the dark?

A. to find B. finding C. by finding D. to have found
7. We are looking forward to _ from you soon.

A. hear B. heard C. hearing D. be heard
8. On hearing the goods news, he couldn’t help

A. laughing B. laugh C. to laugh D. laughed
9. She devoted herself  the problem of price.

A. to study B. studying C. to studying D. study
10. I'd like to suggest _ the meeting till next week.

A. to put off B. putting off C. put off D. to be put off

Business Knowledge Extensions
VI. Translate the following sentences into Chinese.

1. May I know your price term?

2. Please let us know your lowest possible prices for the goods.

3. Please make us an offer for 5 metric tons of walnut.

4. The best we can do is to give you a 2% commission.

5. Is it possible for you to reduce the price by 5% 2

K. Cloze.

In modern companies pricing is handled 1 various ways. In small companies,
prices are often 2 by top management rather than by the marketing 3 sales
department. In large companies, prices are typically set by production 4 or by certain
divisions. More often top management sets the general pricing objectives and policies and 5
approves the prices proposed by lower levels of management. In industries 6 as airliners,



railroads, oil companies, etc. where pricing is a key factor, companies will often 7 a pri-
cing department to set prices. This department reports either to the marketing department or
top management. 8 people who exert (Jifi LA i) an influence on pricing include sales

managers, production managers, finance managers, and accountants.

1. A. in B. on C. with D. at

2. A. made B. taken C. set D. gone

3. A. and B. nor C. either D. or

4. A. cost B. managers C. rate D. line

5. A. now B. late C. then D. in advance
6. A. so B. same C. not D. such

7. A. establish B. find C. look D. see

8. A. Another B. Other C. The other D. Others

X. Writing.
Scene: R/~ AW B2 ABC 22 &) B &%, ZR R 2 000 4T 5B -4 42 A< AR B8 9% hn iz 3 41 404y
R R 2% 85 AR R & .

Hints: WEIMRT =HILH KRG, REMEBRFESRMNEL L F KR, MAKRITER, B
2 0004T B LS 2 WA IR B 3% 0052 B8 Al 29, 84T 68 Eon. ZMAR S H., KW ABAE A&
F, NS BB KM XBREE RS, BRE.

Key Words: be pleased to do, note, desire, enter into business relations with, at sb. ’s request,
offer sb. sth., men’s shirts, at... per dozen, reasonable, selling season, approach, clients in

other districts, look forward to

10



Knowledge

Profit Maximization

From a management point of view, making the largest profit is what business is all about.
However, in doing so, the exporter should guard against some misconceptions about the ways
of maximizing profit. Getting the highest price for a product,
or selling the maximum number of units is not necessarily the
realistic way to earn the highest profits. The trouble with try-
ing to increase profits by raising the price is that higher price
usually results in fewer sales. On the other hand, selling more
units by lowering the price could simply reduce revenue from

sales. In neither case can profit be maximized.

The successful international marketer is the one who sets
his price at the level where revenue from sales exceeds total costs by the largest margin. Identi-
fying this point is what the exporter should strive to do in order to earn more foreign exchange

for the state. It is undoubtedly a vital step which no exporter should ignore.

=B

expressions

maximization [ meeksomaizeifon] n. Fx K{EIL exceed [ik'siid] v. B, B H

misconception ['misken'sepfon] n. 1R f# identify [aidentifai] ». 1R, % 5
realistic [rislistik | a. BLSZ F Y strive [straiv ] v. ¥ 7,83}

lower [loua ] v. P& vital ['vaitl] a. KK, EXEEN
revenue ['revinju:] n. WA, Bil ignore [igno:] v. AEBHR



