《商务英语口语》教案11

授课章节名称：Unit 7

教材逻辑结构分析和学生分析：

In this period, the students are supposed to learn the expressions about nargaining, requesting for discounts, expressing agreement and refusing a price reduction. After learning the expressions, they will watch a video about a factory tour about price negotiation.

教学目的：

1. Know the expressions about negotiating prices;

2. Understand the expressions in the real conversation;

3. Master the skills and techniques used in negotiations.

教学重点：

Master the expressions about negotiating prices. 

教学难点：

How to use the skills and techniques in the price negotiation.
更新、补充及删节内容：

Some other definitions about doing bussiness such as Trial Order.  
教学方法与使用教具：

Task-based teaching;

Tape-recorder 

Teaching procedures:

Step 1 Leading in

1. Revise the tips from negotiation experts.
2. Check the students’ homework and ask some pairs of students to tell their experience about bargainning the price.
Step 2 Presentation

1. Language Focus A

A. Talking about the price

This business can be concluded if you can lower your price to RMB50 per item.

Would you be able to give a discount for repeat orders/bulk orders/larger quantities?

As this is a new product, would you consider increasing the discount to help us get it into the market?

I don’t deny your excellent quality and if you offer a competitive price, we can place a larger order.

I’m afraid we can’t accept that price because it is much lower than the market price.

US$100/mt is already our bottom/rock-bottom price. It can’t be lowered any further.

To be frank, it’s difficult to meet your price and the general practice is to give only a 2% discount.

Ususlly we offer no discount for this commodity/quantity/order value. Our profits are very low.

B. Talking about commission

Do you include any commission?

We’re a commissioned agent. We do business on a commission basis.

You can get a higher commission rate if you order a bigger quantity.

We’ll grant you a 2% commission in the hope of future business/pushing sales.

When the turnover surpasses/tops one million dollars, the commission will be increased by 2%.

Our price leaves us with little profit margin, so we can’t give you any commission.

You can earn a favourable 2% commission on orders over US$50,000.

We are only willing to pay you a commission at 8% calculated on gross profits/net profits/net invoive values.

3. Video 1

  A. Get the students to look at the pictures on page 42 to have a rough idea of the video.

  B. Ask the students to watch the video and choose the correct answer to each question on page 42.

  C. Check the answers.

  D. Ask the students to watch the video again and fill in the chart on page 43.

  E. Check the answers.

4. Post-viewing

Get the students to work in small groups to discuss if they encountered each of these people in a negotiation, what would they think of them? 

  (1) s

  (2) Someone interrupts you.

  (3) Someone who always goes hesitated.

  (4) Someone who speaks fast without pausing for breath.

  (5) Someone who says nothing.

Step 3 Consolidation and Assignment
(1) Get the Ss to read aloud the expressions about bargaining, requesting for discounts, expressing agreement and refusing a price reduction.

