English for Careers 1 

Unit 5 Trade
	 Teaching objective

	After studying this unit, the students are able to master the key words and structures, and more importantly, to communicate for the following purposes:

· understanding international trade
· understanding sales confirmation
· negotiating about price

· understanding and writing a memo
· promoting a product with different strategies
· mastering noun clauses


	The method of approach 

	1. Discussing, listening, reading, presenting, and role-playing by the students;

2. Explanation and demonstration by the teacher;

3. After-class research and practice by the students.

	Unit content

	Reading A: International Trade

Reading B: NaturaJam Sales Confirmation

Listening & Speaking: Negotiating Price

Writing: Memo

Mini-project: Selling a Product

Grammar: Noun Clauses

	Time requirement: 8-9 periods

	Unit Focus

regardless of      better off       alternative     make sense    process

specialize (in)     consumer       benefit        absolute      comparative

legal            be inclined to     party         exchange     likewise

participate (in)


	Teaching procedures

This unit is arranged for a time span of 8 hours, during which a time limit is suggested for each step. Though it’s always important to keep a time limit in mind for each activity, a teacher should never stick to a rigid time plan in teaching, but rather follow a more flexible time table when dealing with unexpected in-class occurrences and make necessary adjustments accordingly. Note that not every step suggested here is a must in teaching. A teacher can make whatever changes he thinks necessary. 

	Hour 1:

  Course introduction    

45 minutes   
  

Warming-up    


Task 1

10 minutes
Objective: Ss can identify the slogans of some famous companies.

Steps:

• Ss read Warming-up Task 1.

• Go through slogans A-H with Ss.

• Ask Ss to match the slogans with the pictures.

• Give the key.

• Time permitting, encourage Ss to brainstorm more slogans.
Suggested answers:
A–7         B–2           C–1           D–4

E–5         F–8            G–3          H–6
Task 2

10 minutes
Objective: Ss can identify several kinds of advertisement media.

Steps:

• Ss read Warming-up Task 2.

• Ask Ss to work in pairs and list places where they have seen or heard the slogans in Task 1.

• Get some Ss to give their answers.

• Ask the class to add more if necessary.

• Summarize the various media used for advertising.
Suggested Answers:

poster, newspaper, TV commercial, outdoor signs, etc.

New words in Reading A

15 minutes
Objective: Ss can get familiar with the new words and expressions, etc..

Steps:
• Ss listen to the new words and expressions, etc.

• Ss read the new words and expressions, etc.

Notes: For a class with higher English proficiency, the teacher may follow the following steps:

• Ss preview the new words and expressions.

• Ss read the new words and expressions.

• Ss dictate several important new words and expressions.

Discussions before Reading A
10 minutes
Objective: Ss can get familiar with the new words and expressions, etc..

Steps:
• Ss know something about Reading A.

• Ss discuss the following two questions:

1. What is the reason for people to trade?

2. Who would benefit from international trade?

• Comment briefly on their work.



	Hours 2-3:

  Reading A    

45 minutes   

Language points

35 minutes


Paragraph 1

regardless of: paying no attention to

e.g. The law requires equal treatment for all, regardless of race, religion or sex.

better off: in a better situation, especially in financial terms

e.g. Since my husband was made the manager, we are better off.

alternative: n. something you can choose to do or use instead of something else

e.g. Is there an alternative to what you propose?

make sense: to have a clear meaning and be easy to understand

e.g. Read this and tell me if it makes sense.

Paragraph 2

process: n. a series of actions that are done in order to achieve a particular result

e.g. Getting fit again has been a long slow process.

specialize (in): v. to limit all or most of your study, business, etc. to a particular subject or activity

e.g. Finally Alice decided to specialize in contract law.

consumer: n. someone who buys and uses products and services

e.g. There are a wider choice of goods for the consumers in big cities.

Paragraph 3

benefit: n. something that gives you advantages or improves your life in some way

e.g. This aid program will bring lasting benefits to the region.

absolute: a. unlimited; complete; true, correct and not changing in any situation; not in comparison with other things

e.g. An absolute ruler need not ask anyone for permission to do anything.

A child usually has absolute trust in his mother.

You have an absolute right to refuse medical treatment.

In absolute terms wages have risen, but not in comparison with the cost of living.

comparative: a. measured or judged by comparing

e.g. After a lifetime of poverty, his last few years were spent in comparative comfort.

legal: a. connected with or in accordance with the law

e.g. Mr. Smith is my legal advisor.

be inclined to: to have a tendency or wish to do something

e.g. I am inclined to start at once.

Paragraph 4

party: n. one of the people or groups involved in an argument, agreement, etc.

e.g. The two parties are having difficulty agreeing with each other.

Paragraph 5

exchange: v. to give something to someone and at the same time receive the same type of thing from them

e.g. I shook hands and exchanged a few words with the manager.

n. an act of giving something to someone and receiving something else from them

e.g. Would you like my old TV in exchange for this camera?

likewise: ad. the same; in a similar way

e.g. Nanny put up a hat and told the girls to do likewise.

participate (in): v. to take part in or become involved in an activity

e.g. Everyone in the class is expected to participate actively in these discussions.
Task 1

5 minutes
Objective:  Ss can find some specific information in the passage.

Steps:

• Ss do Task 1.

• Ask Ss to work individually.

• Check the answers.

Suggested Answers:
1. The reason is that they believe they will be better off by trading.

2. Because countries are permitted to specialize in what they do best and they can increase production.

3. Because the profits gained from international trade can be turned into additional investment in plants.

4. It refers to a principle that when people specialize in what they do best and then trade their products for the other things they need, they will all be better off.

5. All countries that participate.
Task 2

5 minutes
Objective: Ss can decide whether the following statements are true or false according to the passage.
Steps:

•Ss do Task 2.

• Ask Ss to work individually.

• Check the answers.

Key: 1. T      2. F      3. F      4. T      5. F
Task 3
Objective: Ss can speak well based on the topic of Reading A.

Steps:

•Ss do Task 3.

• Ask Ss to work in pairs.

Sample

Hello, Ms. Wilson, this is John Edwards speaking. I am the manager of the Sourcing Department of Brookstone Exporting Co. Our company is an exporter of high-quality toys. I understand that your company produces this type of product. We are seeking new suppliers for our overseas customers. Are you interested in exploring new markets and increasing sales? Our company can give you instant access to customers worldwide.
Language lab

45 minutes

             Task 1


5 minutes
Objective: Ss know the spelling and meaning of the words and expressions from Reading A.

Steps:

• Ss read Task 1.

• Allow Ss 5 minutes to do the task.

• Check the answers.
Key

Key: 1. F   2. E   3. H   4. J   5. B   6. A   7. I   8. C   9. G   10. D
             Task 2


10 minutes
Objective: Ss can use the words and expressions from Reading A.

Steps:

• Ss do Task 2.

• Ask Ss to work individually.

• Check the answers.

Answers: 

1. 1. profit        2. participate        3. consumers        4. legal

5. additional      6. parties           7. opportunity        8. specialized in 

9. exchange      10. export
             Task 3


10 minutes

Objective: Ss can use the words and expressions from Reading A.

Steps:

• Ss do Task 3.

• Ask Ss to work individually.

• Check the answers.

Key:   
1. regardless of

2. am inclined to

3. alternative

4. According to

5. Suppose

             Task 4


10 minutes
Objective: Ss can express ideas in writing using the two models outlined for Task 4.

Steps:
• Read the models to Ss with an explanation if needed.

• Ss work in pairs.

• Check the answers.
Key: 
Model 1

1. It took the manager a whole afternoon to explain the new company regulations.

2. It took the government several weeks to calm down the angry workers.

3. It took Jimmie a whole day to figure out the complex situation.

Model 2

1. The harder she works, the better achievement she makes.

2. The more fans there were in the hall, the more excited the player felt.

3. The more difficult the questions are, the less likely I am able to answer them.
             Task 5


10 minutes

Objective: Ss can use the vocabulary in Reading A for translation.

Steps:

• Ss work individually or in pairs and translate the sentences.

• Ask two Ss to write their translations on the board.

• Comment briefly on their work with emphasis on the structures of their sentences.
Key: 

1. They’re better off than we are.

2. Crying for that matter does not make any sense./Crying for that matter makes no

sense.

3. It is said that swimming brings great benefit to our health.

4. He believed his idea to be absolute truth.

5. The teacher wasn’t inclined to believe George’s excuse.

6. When can we receive your letter of confirmation?

7. If you can accept the terms and conditions of the contract, please sign your name here.

8. In accordance with your request, we are sending you the shirt samples.


	Hours 4-5:

        Listening


45 minutes

             Task 1


5 minutes
Objective: Ss can understand the conversation and choose the best answer.

Script:

M: To tell the truth, it’s impossible for us to close the deal based on your offer. There is competition from America. They could give us offers about 10% lower than yours.

W: Taking everything into consideration, our offer is reasonable.

M: Only because we have cooperated for a long time, we place the order for rice with you.

W: To be honest, we make little profit at this price.

M: We only hope that your price is comparable to others’. It’s reasonable, isn’t it?

W: Alright, we can cut our price by 3% in order to be in line with your market. It’s absolutely our bottom line.

M: OK. Let’s call it a deal.
Q1: Where is the competition from?

Q2: How does the woman cut the price?

Q3: Which of the following statements is TRUE according to the conversation?

Key

Key: 1. B     2. A    3. D
             Task 2


10 minutes
Objective: Ss can accurately write down the missing information.

Script & Key:

W: Nice to meet you, Mr. Bush. What products are you interested in?

M: I’m interested in your company’s printer. Can I have a look at your printers on display first?

W: Sure. Here are our catalogs which may help you make a good decision.

M: Could you give me some idea of your prices?

W: Here is the price list.

M: Let me see. Er… it’s a little expensive. Could you give us a special discount?

W: I’m sorry. This is our lowest price and we can’t go any further.

M: We’ll place a large order this time, if the price is more favorable.

W: When you consider the quality of our products, you’ll see our price is quite reasonable.
M: Well, I’ll call our head office and see what they have to say.

W: No problem. Thank you for your enquiry. If you need any more information, please call me. This is my card.

M: Thank you.

Ke
             Task 3


10 minutes
Objective: Ss can decide whether the statements are true or false.

Script:

M: We’re interested in your pure silk shirts.

W: This is our newest style for this year.

M: I’d like to order 300 pieces first for a trial order. If it proves to be satisfactory in our market, we’ll order more.

W: I’m sorry. The minimum order for this style is 800 pieces at US$15.

M: Oh dear, this style is new to our customers. 800 pieces will be too many for us. Could you reduce your minimum to 500 pieces?

W: 500 pieces with a slight increase in price is the best I can do. One dollar more than the present price. OK?

M: Well, I could accept your offer on the condition that you will deliver the goods right away.

W: OK. You can count on it.

Key

Key:

1. F newest style for this year       2. F US$15

3. F 500 pieces                  4. T
             Task 4


10 minutes

Objective: Ss can accurately write down the missing information.

Script:

W: Good morning, Mr. Mailer. You’ve got our catalog and price list?

M: Yes, your secretary gave them to me yesterday afternoon and I studied them carefully in the evening.

W: Considering our good relationship, we’re prepared to give you a 2% discount for orders over US$100,000 in value.

M: 2%? It’s too little. You see, it can hardly cover our expenses. How about 5%?

W: I’m afraid we can’t agree to 5%. You know, the cost of raw materials has doubled recently.

M: We’re your old partner and we’ve done business with you for 10 years. We do hope you’ll give us a special consideration.

W: OK. In that case, let’s meet half way. We suggest a 3.5% discount for an order of

US$100,000 and over in value.

M: Umm… 3.5% discount for orders of over US$100,000 in value. I agree. What about delivery then?

W: You’ll have to sign the contract with us within one month and delivery can be made two months after that.

M: Yes, a contract must be signed within one month and shipment will be made within two months after that.

W: Is there anything you want to add, Mr. Mailer?

M: Er…, no, I think that’s all. I’m very glad we’ve settled the problem.

W: I’m glad we have reached an agreement and I hope it’ll lead to more business between us.

Key

Key: 1. 3.5%        2. contract      3. Shipment/Delivery
             Task 5


10 minutes
Objective: Ss can accurately write down the missing information.

Script & Key:
Negotiating is the process by which two or more parties with different needs and goals work together to find a mutually acceptable solution to an issue. Understanding more about the negotiation process allows you to manage your negotiations with confidence and it increases the chance of success.

Before the negotiation, you should set your goals clearly: determine what you want and what your bottom line would be.

During the negotiation, start by talking about something with which no one could

disagree. You can recite basic facts that the other party will say yes to. Give them a chance to tell you what they want. They may have an offer more favorable than you expected. If you disagree with something, state your disagreement in a gentle but firm way. Don’t quarrel with the other party or get into a struggle. Remember negotiation does involve compromise. Unless you can get the other party to want exactly what you want, you will have to compromise. But you don’t have to compromise your principles.

Negotiating is a complex process but one worth mastering. If you follow the tips above, you will find the process easier.

Speaking


45 minutes

             Task 6


45 minutes

Objective: Ss are able to introduce themselves to their partners and ask questions about him/her with the useful expressions.
Steps:

• Ss read Task 6.

• Ss work in groups of four to practice negotiation.

• Comment briefly on their work
Suggested Answers: 
C: Good morning. Welcome to ABC Company.

A: Thank you. I am the sales manager for XYZ Company, a logistics company. This is Ella Mill, my sales assistant.

C: Nice to meet you. (Shake hands) Since we are short of time, let’s get started. First, let’s consider the price.

B: You’ve all seen our offer and introduction. We would like to know what you think of the offer. Please feel free to ask questions.

C: Your offer is a little too high. It would be too expensive for us.

A: We offer an all-year building management service plan including cleaning, repairs, improvements and public security. Our price is quite reasonable.

D: Can you come down a bit? We hope you can cut down the monthly fees by 10%.

B: That is too much. What would you say if we offer you 8% discount?

C: I am sorry we can’t accept it. If you can’t give us 10% discount, we will have to look elsewhere.

A: If you offer a two-year contract, we can offer a 10% discount, for a three-year contract, 15% discount. That is our bottom line.

C: That sounds fine. We are willing to offer a two-year contract.

B: Then we give you a 10% discount.

D: Great. We accept it.

A: Good. Let’s go over the main points again…
               

	Hours 6-7:

        Reading B











  45 minutes
             New words









  5 minutes

Objective: Ss can get familiar with the new words and expressions, etc.

Steps:
• Ss listen to the new words and expressions, etc.

• Ss read the new words and expressions, etc.

             Fast reading








      20 minutes
Objective: Ss can comprehend Reading B.

Steps:

• Ss read the passage.

• Provide help if needed.

             Task 1










  10 minutes

Objective: Ss can accurately write down the missing information according to the passage.

Steps:

• Ss read the passage.

• Ss complete the task.

• Ss compare their work with others.

• Select Ss to present their work.
Key: 
1. The sales confirmation is made between NaturaJam Co., Ltd. and Tesko Co., Ltd.

2. The total value of the goods is USD16,500.00 (in figures).

3. The Children’s Jackets are priced at USD15.00 each piece.

4. The Seller agrees to sell the Buyer 500 pieces of Men’s Jackets.

5. The Seller shall ship the clothes on 5 June 2014.

             Task 2










  10 minutes

Objective: Ss can comprehend the specific information taken from the given text.

Steps:

• Ss read the passage.

• Ss complete the task.

• Ss compare their work with others.

• Select Ss to present their work.
Key: 
[image: image1.png]‘This contract is made by and agreed between the BUYER and SELLER. in
‘accordance with the terms and conditions stipulated below:

m:"; = = ‘:;s"“ Quantity | Unit Price Amount
200 USDI5.00
SMTTOY | DOZEN PER | USD3.00000
DOZEN
Total Value | USDOLLARS THREE THOUSAND ONLY

Shipment Date

20 Oct. 2014





        Writing











  45 minutes

             Task 1









  20 minutes
Objective: Ss can get familiar with the style of a memo.

Steps:

• Ss do the task individually.

• Ss compare with each other’s answers.

• Provide help if needed.

• Present the answers.
Key: inform, act, respect, appointed, place
             Task 2









  25 minutes

Objective: Ss can get familiar with the style of envelope.

Steps:

• Ss do the task individually.

• Ss compare with each other’s answers.

• Provide help if needed.

• Present the answers.
Key:
[image: image2.png]Memo

TO: M. Rick Smith, Quality Control
Manager

FROM:  Morgan Draper

DATE:  March 18, 2014

SUBJECT: Machine Problem

In the routine test yesterday, I discovered
some serious problems with a machine on the
production line, which may greatly affect the
quality of new products. In order fo ensure
the quality of the new products, I suggest a
thorough check of the whole production line.
T'm waiting for your permission.






	Hour 8:

       Mini-Project





  40 minutes

Objective: Ss can know how to sell something to passers-by at a stand.

Steps:

• Grouping. Divide the class into groups.

• Defining the project. Go through the project with the class and clarify requirements. You are advised to do it after Ss study Reading A. Get Ss to study the points listed in Business Know-how.

• Timing & cooperation. Give Ss the deadline for completion and guidelines on working together. Encourage them to decide first which product to sell and then assign different members different jobs.

• Co-working

1) Ss choose one product.

2) Ss discuss possible promotion methods of the product.

3) Ss specify different promotion methods of the product in details.

4) Ask 2 or 3 groups to present their promotion methods to the class.

5) Invite other groups to give comments.
Notes:
• Ss can put up a sign with slogans on the classroom wall and bring in the products they want to sell.

• Ss need to introduce the products orally in class and then try to persuade their classmates to buy.
       Quiz












  5 minutes
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