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Task 2 NeElhEREIL

Part | Leading-in Questions

Part |l Drills & Expressions

Part Il Typical Dialogues

Roles Simulation
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Part | Leading-in Questions

Is it necessary to take a break from negotiations? Why?

Yes, of course. Because business negotiation can be a very trying process that is
full of confrontation and concession. After several rounds negotiating, both parties
would feel tired and exhausted. Taking a break from negotiations can help you

refreshed and make negotiations successful.
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Part | Leading-in Questions

What will you do if you feel tired during negotiations?

Suggest taking a coffee (tea) break or a lunch break from negotiating or even

taking a day off.
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Part | Leading-in Questions

What do you think is the main purpose of a tea break or a business lunch?

The main purpose of a tea break or a business lunch during a negotiation is to
take our minds off business for a change so that we can have a rest and enjoy a short
recess from our hard work. Meanwhile, a change of topic can release the nervous

atmosphere and ease the tension when the two parties fail to reach an agreement.
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Drills & Expressions

A: We have done a lot. You must be tired.

B: A little bit.

A: Let’s break now. Do you need some more coffee?
B: Yes, please. Give me a cup of coffee without sugar.
A: Here you are.

B: Thank you. Let’s dismiss and return in half an hour.
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=lad | Drills & Expressions
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Drills & Expressions

A: Since we are all tired , why don’t we recess until tomorrow?
B: Sounds good. We won’t be as tired then.

A: Now, it’s party time. Would you like to go out for a drink?

B: Sure. I'd like a glass of beer.

A: Some of my colleagues are going to the lobby bar. Would you be interested?
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Drills & Expressions

I’'m so hungry now. How about having lunch with me? I'd like to discuss a few details over lunch.
That will be fine with me.

Did you enjoy our dinner last night?

| most certainly did. It was a wonderful meal.

What would you think of having buffet lunch?

I’'m on a diet. I'll eat too much if | have the buffet.

Well, | know of an excellent Cantonese restaurant. Let’s have Cantonese.

®» » ® » ® > ® 2

I’m here at your disposal.

Drill 3
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Drills & Expressions

A:

Well, finally, we drew up an agenda for the following days.

Are you tired?

Yes, of course. Let me suggest we take a break.

OK.

There are still lots of snacks left over there. Help yourself to them.

Thank you.
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Drills & Expressions

Shall we take a break? | think you must be hungry now.
Not really, | had a heavy breakfast, and you?

Ah, very hungry. Would you like to discuss it over lunch?

@ > ® 2

Of course. You see, we took the business lunch as part of our working hours. It won’t last long. Say, no

more than one hour, and the food we order is usually fast food.

A: Do you? In China, we have a saying “Business is concluded on the table.” So usually we have a rich
feast and it lasts longer. But don’t worry, please make yourself comfortable. It is a simple working
lunch. May I invite you to a lunch at a Chinese restaurant?

B: Thank you, I'd be pleased to go with you.

A: Now let’s go.

Drill 5
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Drills & Expressions

A: Thank you very much for the very enjoyable lunch!

B: I’'m glad you like it. Would you like to take a break for a while after lunch?
A: No, thanks. | am full of energy. I'd prefer working.

B: So we can go on our further discussion in our office.

A: That’s good.

Drill 6
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Drills & Expressions

English for Chinese Typical Business Expressions

1. BERRXANERNRSE T, EEASHE, BUSFIH—H, KE—TR. / ZRINELHITRAT, &
—ERT . BNKE—TIE, FE? / FTIKE—T, BEHMHLEFLE? / AIAKE—TR? K
MNEE—T, tomEH%E. / FZNKRE+o, TFEEREEWL, FA1F? / ENATLARK
B—XWe?
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Drills & Expressions

English for Chinese Typical Business Expressions

2. W&, NSRBI ALE, HERPARTFTEXE. / BEZET. ZNSREXHE. / &KX
THREILEER. / BENAASKHMEIL AL, T—RSWEHGITIRXNEE? / BENIKTE
T—XSWHEHEIE? / FATRESVGEERIFAXE, EEHBIFEATL.
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Drills & Expressions

English for Chinese Typical Business Expressions

3. FANETRITIRMAA? BIIERIKIKAZ RG], FAEF? / MAERNERIT—MNER: A
Bk, / WMRFRNE, RERERRLESERMEM. / TEZINEFREESVNE
W. / BAFKEILEREE R RERBRRT A,
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Drills & Expressions

English for Chinese Typical Business Expressions

 ITEATHEIE, RECERBEEEME, / NWTRITIENE, ThEtkRexames
ENEAFE? / EINE, RANE—QED? / BHE—T, f¥REELaGE. / 7
B —2 )L, ARG
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Drills & Expressions

English for Chinese Typical Business Expressions

5. HM=APA—ERINEIZDFEIL? SLEATRBARREHLRKITIL—T. / RPFT. @A
—EAIZFRaE—2 K ? / FHERAE—ERB TIE? BEE—ARZFR—ARERL?
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Drills & Expressions

English for Chinese Typical Business Expressions

6. FERRERE—SILE, BREEIHLT? / ARRFEE, RRERNEEENARSHAEESE
fifR. / BERXA—77FERF, RNERTEZFFRE—E. /BRREHEIK, REEBHRF
KPR BMNBERNISWREFE ? / REBHEHTTH, RINEREEHITT—RANXFIIE,
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Drills & Expressions

English for Chinese Typical Business Expressions

7. MBEHEBFFTLX—NEIE, HKINASEEL. / BAABRNEEZERIMIFEFIRIE—TXHEE,
/ BIANABRNPARIZX AR TE L. / FRINAIARE—TASXRMATIEHAE, MEUERFAER
RER?
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EladlIB Typical Dialogues

1. (After several rounds’ negotiating, it seems to Mr. Parker and Mr. Pang that it is difficult to come to an agreement on price.
So they decide to break the talking for a day.)

L L

Mr. Parker, at the moment, I’'m afraid | don’t find your price competitive at all.

Well, then, let me be competitive. I'll respond to your counter-offer by reducing our price by $2. What do you say to that?
That’s not much of an improvement.

Well, then, | would appreciate it if you would make a corresponding move.

You know, | have not the latitude of movement that you have in these matters. But | am willing to go up by 0.5S more.
Your counter- offer is much more modest than mine. And | cannot return to my Board with these terms.

I’m sorry to hear it, Mr. Parker. | thought | had made a fair offer. It was a higher price than we offered to other suppliers.
Where do we go from here?

We’ve been working very hard. We deserve a little relaxation, don’t you think?

Yes, you are right. It’s time to take a break from our negotiations. Since we are all very tired. Why don’t we take a day
off?

It’s nice to get out into the country when the weather improves.

That sounds to me like a good idea.

Hmm..., the weather’s delightful; things are turning green. | think it’s time for us to go out to see the Great Wall.
That’s great! | wonder if | might invite my wife along. I'd love to have her along.
Of course! Will you ask her for me? I'll be around tomorrow morning. Will eight o’clock be too early?

P:
P:
P:
P:
P:

’ g ’
a
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EladlIB Typical Dialogues

N
1. respond to Xifreser- B EIN, Ao
2. counter-offer i&fft, &, EtEy, “offer” B2 “iflim, wE”
3. make a corresponding move [BE3IE “MEHMNEIZER” , XBiE “(FEM) Y
BRE—2"
4. latitude BH, Fi, BFMW
5. modest [REIE “REMN; EERN” , XEMNERRE “BE/N .
6. returntomyBoard FIEESLR (ZE)
7. Where do we go from here? {1 T~—Z1ZE Lk ?
8. country X8B3 “27T, FHIN .
. 9. bearound 3Kifi, EMH )
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=il Typical Dialogues

MHRE, E, BIRENNR—REZFIEEHZE.

%, ZRKRLSTZFMUEN. KREETEN, BNEET. BEEAR?

BEAK.

BB BBEHEN—EE.

ARXEER L, ZARAETRFENERRE. XRBEHERN. FEHRERFEELLENIES 0.5 EITT.
BN E TN T .. BiR, XENNEK, RREEEXATE.

MAZRE, R4, HRER. TARTWENEAFEERN. EERIMNEGHEMAEREFHENES —L.
BN T—ZHE AT E?

BN—EITESRES, mMR—RT, &ile?

=/, &iE. BRI TRAIZFE—FNHMET .. BEAZNEBRT, RMNAHTALARKE—KVE?
REGFERT, BEFINEEERRIERN.

KERXPTEEANIE,

B, RERXal, EREIETT, REEBFBEKET .

REFT! AIABIERAR—EED? RREMt—EE.

SAFA! BRIHBRE— TS ? X EFERER(. \SRHWRARXRET—R?

17, BN\ ERF.

vy v v v vvvuvuv3uvuvuvmvwIV T T
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EladlIB Typical Dialogues

2. (Mr. Gary and Mr. Wu have prepared to move on to the next topic. But Mr. Anderson suggests having a break.)

G: Next, let’s have a talk over the questions of payment terms, if you don’t mind.

W: I’ve no objection.

G: As for the payment terms, we suggest that you accept D/A.

W: At the beginning of our negotiation, | think | have made it very clear that D/A is absolutely impossible.

G: Our past purchase of other products from you has been paid as a rule by confirmed, irrevocable letter of credit at
sight. In view of our long business relations, we hope that you would alter your payment terms this time.

W: That sounds reasonable. But I'd like to hear the comments by others present at the meeting.

A: | feel alittle light- headed. How about having a break and resuming later with a fresh mind?

W: Why not? It happens that | am hungry now.

G: lam hungry, too.

KiEIZ T K54t




==yl |IBl Typical Dialogues e

2. (Mr. Gary and Mr. Wu have prepared to move on to the next topic. But Mr. Anderson suggests having a break.)

A: Since we are all hungry, | suggest we just stop here. It’s almost noon. How about we all go out to lunch together?
G: Sounds like a good idea. Does everyone agree?

W: | still have a few questions. But | can wait until after lunch.

G: You mean you are not done with your speech yet?

W: No, there are a few more points | need to make.

A: That’s OK. But let’s have lunch first.

W: No problem. It happens that I'll have to ask for my boss’s opinion about the payment terms.

A: We'll wait for your good news.

G: Shall we go to lunch now?

All: Let’s go.

KiEIZ T K54t



EladlIB Typical Dialogues

1. alter %, e

2 present HE, Z|iF

3 light-headed SkZARTE
4. resume BELEE , EFIHS
5

6

7

. It happens that ... IE%¥, flfI5

. bedonewith (&) M5, &XR; (FERH)TEN; TETH
make a point 1§ “UHBA— 1M m, RIA—MEZL” . EQAFER “BEILAFE
WA, 7
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=il Typical Dialogues

IR, MNEEARY, HMNBMBLERIRTRTIN.

 HRBREERL.

XFARAN, TATEWIRFIRZ A AZE,

 AERF—FR, RBEREKRSRABRT . ARXBEFRNBT T,

REIRG, ZAUENSEAEEL~mOMTRA RS SE A NAHHEEAERIE. ZE23RTICHAR R
A, BAHEEXRIRTBEB R IRTBI T R F

UricskAEiEE, ERFERTEMSS ARIERL.

ERFEREE. HVKRE—T, LKNEREFEE, RAEBHRETFANLET?

: At ARWE? EFHAILFIET

AL TFHHRT .

O = 9 = 9
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=il Typical Dialogues

BEARFMEE T, HEWNGES%K. RPFT. HI—EESPEIZDNFEE?
riEk2EMFER. KERHBREL?

L E L)@, PERAUFRZEFREHER.
EHERRREMNAS RS BITE?

BB, BEEILREERA,

FH, BEEFENTEZEZRIE,

R, FRIEFEBER—THRMNZBMATHAREFHHEL.
BEATFERTFHE,

HAIEEZ RS ?

All: FEME,

o » = 2 =2 O = 0 2
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Part IV BEOIERITIEELR)D

Situational Information:
Mr. Chen, the sales manager of Guangdong Light Industrial Products Import & Export
Corporation, and Miss Li, his assistant, have been negotiating with Mr. Smith, an old customer
from Overseas Trading Corp., America for a week. All of them feel very tired. So they decide to

take their minds off business for a change.
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Part IV BEOIERITIEELR)D

Role 1. Suppose you are Mr. Chen. You are going to suggest a break. Try to complete the following dialogue with some of the
drills and expressions in Part Il and lll . The Chinese in the brackets are for your reference only.

S: I’'m glad that we have reached an agreement on the price of the products. Now let’s move on to the next issue, which
is how to improve sales performance.

C: (XM ANEITERERIE, NIIBERRRENEFHEBANEBEFG ) ?

S: Last year, our sales volume was on the low side. But one year would be too early to judge. We need two years to

develop the market. Anything less doesn’t interest us. So, why don’t we set aside this issue and turn back to how to

improve sales performance?

(ARERFFTIRX—EEE, RNFASHBER) .

Where do we go from here?

(EMNMELEHITRAT, KE—TIE, FE)?

OK. Since we are all tired, why don’t we take a day off?

(=58, BRMN—ELESRFES, BZBR—RT. )

Let’s stop here for today and then finish up tomorrow afternoon.

“ oo v o v oo
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Part IV BEOIERITIEELR)D

S: I’m glad that we have reached an agreement on the price of the products. Now let’s move on to the next issue, which

is how to improve sales performance.
C: (Sorry to interrupt you, but would you please first let us know your idea of sales volume of last year?)
S: Last year, our sales volume was on the low side. But one year would be too early to judge. We need two years to
develop the market. Anything less doesn’t interest us. So, why don’t we set aside this issue and turn back to how to
improve sales performance?
(We'll never get anywhere if you insist on talking about this one problem.)
Where do we go from here?
(We’ve gone over quite a lot. Shall we take a break?)
OK. Since we are all tired, why don’t we take a day off?

(That’s right. We’ve been working very hard. We deserve a little relaxation.)

“ o v o v v

Let’s stop here for today and then finish up tomorrow afternoon.

RiEE T K5 R4t O)




Part IV BEOIERITIEELR)D

Role 2. After taking a break from negotiation, both Mr. Chen and Mr. Smith look well —rested and confident. They are ready for
another round of talk. They even keep talking during the lunch time. Now, suppose you are Mr. Smith. Try to complete the
following dialogue according to the contexts.

C: Good morning, Mr. Smith!
S: (Good morning, Mr. Chen.)
C: | hope you enjoyed a short recess from our hard work.
S: (l'am full of energy now. Shall we continue our talk?)
C: |feel also refreshed and anxious to return to the bargaining table.
S: (Shall we begin now?)
C: Of course. Go ahead.
S: Now, (! like to turn back to ) how to improve sales performance, the possible solutions.
(around lunch time)
C: It's almost noon. Are you hungry? Why don’t we go to lunch together?
S: (How about talking further over lunch )? 1'd like to discuss a few details over lunch.
C: OK, I agree with your opinion. We can keep talking over lunch.
K32 T K 3 h R ® ©®© O &




Part IV BEOIERITIEELR)D

Role 3. Do you still remember how Mr. Smith and Mr. Parker made a suggestion? They said , “Why don’t we take a day
off ?” Now, suppose you are one of the negotiators and try to make the following suggestions.

Why don’t we recess until tomorrow?

Why don’t we go out to lunch and discuss a few details at the table (over lunch)?

KiEH T K54 mAit



Part IV BEOIERITIEELR)D

Role 3. Do you still remember how Mr. Smith and Mr. Parker made a suggestion? They said , “Why don’t we take a day
off ?” Now, suppose you are one of the negotiators and try to make the following suggestions.

Why don’t we continue our negotiations at a later date?

Why don’t we summarize what we discussed today so that we can re-open a formal negotiation later.

KiEH T K54 mAit



Part IV BEOIERITIEELR)D

Role 3. Do you still remember how Mr. Smith and Mr. Parker made a suggestion? They said , “Why don’t we take a day
off ?” Now, suppose you are one of the negotiators and try to make the following suggestions.

Why don’t we stop here for today?
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Part IV BEOIERITIEELR)D

Role 4. Form a group of 2 to 4, try to work out a dialogue related to the theme of this unit and then perform it in class.
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