《商务英语口语》教案9
授课章节名称：Unit 5

教材逻辑结构分析和学生分析：

In this period, the students will learn the expressions about counter-offers and refusing an offer, they will watch a video about Commission in business.

教学目的：

1. Know how to make price negotiation;

2. Get to know how to make quantity discussion;

3. Talking about shipment discussion.
教学重点：

How to decline price offer.

教学难点：

Declining orders because of quantity.
更新、补充及删节内容：

Questioning shipment.
教学方法与使用教具：

Task-based teaching;

Video 

Teaching procedure:

Step 1 Leading in
  Ask the students to retell the expressions about enquiring price, shipment, and quantity.

Step 2 Presentation

1. Language Focus B

A. Responding to offers

We think your offer is too high. We're afraid we won’t have any margin.

Your offer is reasonable and realistic. It’s in line with current market prices.

If you are unable to decrease your price and can't make any concessions, there won’t be much point in any further discussion.

Still, I think it unwise for either of us to become entrenched on price.

I'm able to respond to your counter-offer by reducing our price by three dollars.

If the price is any higher than $1,000, we’d rather call the whole deal off.

B. Refusing price offers

Compared with prices quoted by other suppliers, yours is not workable.

We thank you for your offer, but regret to say that your price is not acceptable.

We can’t accept your offer unless the price is reduced by 5%.

Your counter-offer is too low. I'm afraid we can’t accept it.

The margins are too low. We won’t make any money. I'm sorry, we’ll have to drop the deal.
2. Follow-up Practice

  A. Ask the students to listen to the conversation and decide if the statements on page 33 are true or 

false.

B. Check the answers.

  C. Get the students work in pairs to listen to the conversation again and discuss with their partners what would concern them most if they were buying products from a farm.

3. Video 2

1. Pre-viewing
A. Get the students to look at the picture on page 34 and to have a rough idea of the video.
  2. Viewing

A. Get the students to watch the video and ask them to choose the best answer to each question on page 34.

B. Check the answers.
C. Get the students to watch the video again, think over and discuss what role 

commission plays in business.
3. Post-viewing
Ask the students to work in pairs. One of them is the representative of the seller and the other is the representative of the buyer. Choose a card and make a conversation according to the situation described on the card on page 35.
Step 3 Consolidation and Assignment
1. Get the Ss to read aloud the the expressions about asking about price negotiation, quantity discussion and shipment discussion.

2. Assignment: Read the Verbal Communication in Business on page 36.

