《商务英语口语》教案12

授课章节名称：Unit 8

教材逻辑结构分析和学生分析：

In this period, the students will learn the expressions about starting the negotiation, making requests, and making concessions, after learning the expressions, they will watch a video about price and commission.

教学目的：

1. Know how to organise your negotiation;

2. Get to know how to bargain the price and commission;
教学重点：

Expressions about starting the negotiation, making requests, and making concessions.

教学难点：

Talking about impressions following a tour of a factory.
更新、补充及删节内容：

Add a discussion about how to bargain the price.  
教学方法与使用教具：

Task-based teaching;

Video 

Teaching procedure:

Step 1 Leading in
  Check the negotiating prices expressions to start the class.

Step 2 Presentation

1. Language Focus B

A. Striking a deal

OK, let’s call it a deal!

You have driven a hard bargain, but we’ll accept it.

Let’s meet each other half way to bridge the gap.

Let’s go fifty fifty on the difference.

To reach agreement on this transaction, we can make some concessions to our price.

The utmost/best we can do is to reduce the price by 1%.

If you order in larger lots, we can reduce the price a little.

In consideration of our long-term business relationship, we have decided to give you a 4% discount.

B. Rejecting a request

I’m afraid we can’t accept it/agree with you on that.

The best/utmost we can do is to make delivery a month early.

An 8% reduction is the best we can do.

There is simply no room for such a large discunt.

What I mean is that the gap between us is too great/huge/substantial.

Frankly speaking/ to be honest/ to be frank, we can’t agree with your idea about the discount.

If you insist on that, we will have to reconsider our position/reposition ourselves.

We can only accept that if you can ensure/assure us there will be repeat orders.

C. Expressing agreement

All right, I now agree with you on that.

Since we have been doing business for so long, we’re able to give you a discount.

In the light of our long-term cooperation, we’re happy to help you by giving you this discount.

We’ll adjust our prices taking your proposal into consideration.

We can say “yes” to the terms we’ve just discussed.

2. Follow-up Practice

  A. Ask the students to listen to the dialogue and complete the sentences on page 44

B. Check the answers.

  C. Get the students to work in pairs to make a dialogue according to the situation given on page 45

3. Video 2

1. Pre-viewing
A. Get the students to look at the picture on page 45 and to have a rough idea of the video.

  2. Viewing

A. Get the students to watch the video and make brief notes on the content of the dialogue, and then decide whether the statements on page 46 are true or false.

B. Check the answers.
C. Get the students to watch the video again complete the chart on page 46.
D. Check the answers.
3. Post-viewing
Ask the students to work in pairs to role-play the negotiation between Mr. Drouvin and Mr. Liu according to the given information.
Step 3 Consolidation and Assignment
1. Get the Ss to read aloud the the expressions about asking about starting the negotiation, making requests and making concessions.

2. Assignment: Read the Effective Non-Verbal Comminication in Business on page 48.

