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Proverbs and Quotations

To effectively communicate, we must realize that we are all different in the way
we perceive the world and use this understanding as a guide to our
communication with others.
CAm.] Anthony Robbins
ATERME, RMNLARABABRNBIANZINMMROBAZTERE, FUAED
ESRNSHMABNZR.
(%) RFERE - FREN
In business, you don’t get what you deserve, you get what you negotiate.
CAm.] Chester L. Karrass
EERS L, RBIANARRESH, MBRKXFANER.
(%) HIHTHs - BERLET

Teaching Objectives

1.

We interact and communicate everyday. This unit is centered on that theme and looks at the more
essential communication skills of business negotiations. Text A introduces us to the assuming innocence
of a child and provides examples of how a child’s tactics can get the better of business opponents. Text
B relates to four personality types and offers an insight into how they can be spotted and negotiated
with. In understanding these different personalities, you have a better chance of dealing with them. In

addition, this unit is a lesson in human nature.

2. By learning this unit students will be able to grasp the main idea and structure of the texts, master new
words and key language points. Students will be able to improve their skills in translation,
communication and reading comprehension through performing the relevant tasks.

3. Language skills in this unit include Translation Skills and introduction of Debate Skills. Writing Focus
will center on summary writing. Students will learn the key points on how to write a summary, which is
a useful skill when gathering information or doing research.

Lead-in

A. Look at the picture and discuss with your partner on the following questions.

1. When was the last time you negotiated something? What did you learn from it?

2.

Is it all right to be dishonest when you negotiate?

3. When you were a kid, what effective child-negotiating techniques did you use to get what you wanted?
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B. Listening Practice
Listen to the short passage about “Cultural Differences in Negotiation Styles and
Manners”.
Pre-listening Task
Answer the following question and exchange your views with your partner. How do Chinese and
westerners differ in their negotiation styles and manners?

[ Script )
Cultural Differences in Negotiation Styles and Manners

A manager from an American company is planning to go to China. He is consulting with a cultural

expert.

Man: Ummm, the meeting today is very important for the future of our company. Is there anything else
| should know before | leave?

Woman: | briefed you of some of the details last week, but we need to discuss cultural differences such as
style of negotiation and even manners.

Man Good. Ummm, what should | do when we first meet? Shake hands and exchange name cards

Woman: Well, be careful. In China it's considered rude to accept a business card with just one hand. You
should always give and receive it with two hands and bow slightly. You should also read the
information on the card before you put it away.

Man Yes, | think | heard about that. Now, where shall we hold a meeting? Should we pull out all the
stops and hold it on the top floor of the Jin Mao Tower”

Woman: No. That would be considered a waste of public expense. Better to hold it at a private lunch or
dinner.

Man U-hm. Ok. Who should | speak to first?

Woman: The team that meets you, you will be introduced from senior official to junior so you should

always talk to the first person introduced, as he or she will be the most senior.



Unit 1 Communication Skills

Man: Okay, I'll keep that in mind. Well, this is useful information. What else?

Woman: Well, don’t take a nod as a sign of agreement. It’s usually just a sign that people are listening
attentively.

Man: OK. | want you to look after the bookings and schedule. We need this to go very smoothly.

Post-listening Task
Answer the following questions.
1. What is considered rude in China when people exchange business cards?
It is considered rude to give or accept a business card with just one hand.

2. Why doesn’t the woman like the idea of holding a meeting at the top of the Jin Mao Tower?
That would be considered a waste of public expense.

3. Who should the American manager speak to first when he is introduced to the team and why?
He should talk to the first person introduced, as he or she will be the most senior.

4. What does the sign of a nod mean in China?
It’s usually just a sign that people are listening attentively.

5. What does the man ask the woman to do at the end of the conversation?
He asked her to look after the bookings and schedule.

Reading Focus

Text A

First Reading

Read the text and then answer the questions in the left margin.

How to Negotiate Like a Child
Shari Lifland'

How to Negotiate

Like a Child

the L
EVERYTHIN

(Chinese] 14T iR H
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(Note 1) Shari Lifland (& % - v/ 4E ). manages and creates all editorial and
promotional content for several e-newsletters and Members-only Website for
American Management Association. She also writes various projects. Her

specialties are in excellent written and spoken communication skills.

Angelic. Sweet. Affectionate. These are the words that come to mind

when we think of children. But there’s another set of words that applies
equally well to children: Stubborn. Determined. Manipulative. Winners.

.. [Language point] But there’s another set of words ... : The phrase “a/another
set of ...” is a unit phrase used to indicate the amount or number of
something. Unit word or phrase can be singular or plural. Whether the verb is
singular or plural is determined by the unit word or phrase.
e. 2. A drop of blood was found on the ground.

Drops of blood were tound on the ground.
(Chinese] 4L A 7T & . F, ZALEEB DIZTF o, BT 2856 ﬁﬁx&xim"ﬁ]
L. A2 RER B — LA R AFE R T RE 2 Hl, 2R MK,

The truth of the matter is that when it comes to arguing with children,
children often win and the parents lose. Children are the best negotiators in
the world. If you learn how to negotiate like a child you will be able to get
nearly whatever you want. Negotiating like a child may be the most critical
negotiators

skill you can have in business and other walks of life.

(Language point] ... when it comes to arguing with children, ... : “It” in this

context is used to refer to the situation or condition in general instead of

- something that has been mentioned or already known.

e g It’s getting véry competitive in the job market.

The worst of it is I didn’t prepare for the exam and failed.
(Language point] ... in business and other walks of life. “Walks of life /all
- walks of life” is a set phrase that means “different levels of social position or
achievement”.
e. g. Throughout my life, I've met men from all walks of life.

The President’s job is to represent Americans from all walks of life.
‘Chinese] ¥ 5% b, S 43+ 4kl 2 T8 FRABRE . XFNHPARE., BTFAH
ERAERAF R, WRRFR Do TEIET LA ARKIUF AT 2R BB EAT R
B, BEFRFEFATRRMGELEGF L EATE L P EFHRORESGHAE.

' What are these techniques? In his slightly new book How to Negotiate Like
a Child: Unleash the Little Monster Within to Get EVERYTHING You Want?,



