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IEE G Negotiating (l11) On Price

Part | Leading-in Questions

Part I

Drills & Expressions

Part Il Typical Dialogues

Roles Simulation
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Part | Leading-in Questions

a1 Why do you think the seller and the buyer would spend most of their time
in bargaining prices during the business negotiation?

The price of goods reflects the profit of the seller and the cost of the buyer. So
the price of goods is certainly among the chief terms discussed in business negotiation
and the seller and the buyer would spend most of their time in bargaining prices

during the business negotiation.
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Part | Leading-in Questions

Q2 What does it mean to say price bargaining does not mean merely
negotiating price but means negotiating all the terms and conditions?

It means that the seller and the buyer need to negotiate all the terms and
conditions during the price bargaining because the price of the goods is related to all
the other terms and conditions of the contract. Any change in these terms would
result in price adjustment. So the seller needs to be very careful in quoting the price

to the buyer and needs to state necessary terms on which the price is quoted.
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Part | Leading-in Questions

What should be made clear when the seller and the buyer talk about price

during business negotiation?

When talking about price during business negotiation, the seller and the buyer
usually need to make clear the following points: 1. The trade terms on which the price
is quoted; 2. The liabilities of the seller and the buyer under the price terms; 3. The
commission and/or discount in the quoted price; 4. The price adjustment in the price

clause of the contract.
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Drills & Expressions

A: This price is quite a bit higher than you quoted last time.

B: We’re sorry, but we’ve had a slight price increase here.

A: Slight? No, | don’t think so. But | do think the price you quoted rather on the high side. | wouldn’t call
this slight.

B: The cost of production has increased by 10% during the last few months. We’ve had to increase our
prices on this item by just 8%.

A: It seems to me that it’s rather high. I'll have to check with my boss.

B: I’'m sure you'll find that we are very competitive now.
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Drills & Expressions

Are these new prices acceptable for you, then?

We still think the price on Item No. 5 is too high.

No. Actually that’s about the best we can do on that.

It seems that we’re not going to be able to get together on price.

Why not? We can talk it over some more. Let’s see if we can work it out to your satisfaction.

Your offer is much higher than your competitor’s.

> @ 2 @ B2 @ 2

I’ll check back with my head office for you. I'll let you know as soon as | get an answer.
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Drills & Expressions

A: Well, | have discussed your offer with my colleagues and we find the price you quoted rather on the
high side.

B: Before we discuss prices, may | draw your attention to the costs of our manufacture? Perhaps we
could return to the question of prices later?

A: Yes, go ahead.

Here is a fact sheet to explain our costs of manufacture. You will see from the fact sheet that the costs

of our manufacture have risen for the last 6 months. Our offer was based on reasonable profit, not

upon wild speculation.

A: But | believe we could sell a lot more for you if you would agree to reduce prices by 10%.

Unfortunately , it would be very difficult to reduce them by 10% , I’'m afraid. But all being well,

there’s a good chance of reducing them by 2%.

&

&

Drill 3
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Drills & Expressions

I"d like to know if you could reduce prices by 10%.

I’'m sorry. We can’t handle these price decreases of yours.
But | don’t think we’ll be able to pay these prices.

We may be able to work out a better deal for you.

Such as?

We can give you a discount if you order for immediate shipment.
What are your discount terms?

2/10, net/30.

Let’s see, that means a 2% discount if paid within ten days.
Yes. And full payment is due within 30 days.

Let’s talk about it some more.

PP >0>0>® >
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Drills & Expressions

I’m glad that you could see us today.

Yes, we only have one more item to take care of.

That’s right. We have to work out the final price.

It’s time to get down to business now?

Uh-huh! I’ve got good news for you.

What is it?

The head office agreed to the lower price you asked for.
Great! Can we expect the same price as last time?

Oh, yes. No problem about that.

Good. Now we can go ahead and write up the order.

@ P> P>DE®®>0P

Drill 5
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Drills & Expressions

What is your best price on this item?
S§ 23.5 per pair.

What are your other discount terms?
We give a 2% discount for cash.

Is that all?

Yes, that is the best we can do.

That will be fine with us. We'll be ordering in just a few days.

@ > ® > ® > P 2

Fine. I'll start the paperwork for your order right away.

Drill 6
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Drills & Expressions

English for Chinese Typical Business Expressions

. RBRRAET A, / RIOEREAS. / MEABHRT. / XTI, / K
BNFHONEE T L. / RANEEERITTNE.
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Drills & Expressions

English for Chinese Typical Business Expressions

2. B—XRBE HRERNINMBLERABERT 100 . / RIEBZAZFIAARTNBELUIES.
/ BMRBFFPEZIZXMIBRE. / BNSZHRELRB 25 Ewx. / BRIERITIEAN 5%, &N
BNTERZRRHRE. / XTMNMBEWIAKERT, BMNTEEZ.
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Drills & Expressions

English for Chinese Typical Business Expressions

3. AIEFERE?/ TEBEE—RE?/ PE—REFE?/ BEELE—LHFE? / RIEFIRA
LB IFRE ATEE » /| XZ2EWRIEMNG 2/ EBFN 5% ? / AIGKERIEE (4, W) 23
xXmn?/ BE (H, N)23ETEARFE?
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Drills & Expressions

English for Chinese Typical Business Expressions

4. Mo, MEARAESIE. / BA, HPE 10% B, /({FEE)I0% E2FATAR. / REE—1 4551
MEMNE. / Fmth 3 ZETUARIRMFMNBEN. / AMEHERS, BNBEZEGNE. / AT
SRS, BRNEZRNTEE. /| ATERFAFR, RINRIFR—EHERITIN.
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Drills & Expressions

English for Chinese Typical Business Expressions

5. XREARNRENIET . / ZNBRHELEHRENET. / BMNERUBRKMNMHNT . / XM
REZXEMHSRIET. / BMNUNREBEUTESREBAT, E—LENEATENT .. / HITH
REAEENT. / RIBK, IMEREERENRIET .
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Drills & Expressions

English for Chinese Typical Business Expressions

6. FRERUKN T, XEFEMNNEIATEM. / BTERNE LK, RIS AEN. / BTEREREMNE
£, FANNEBERRENE. / M LRERTEMRIRAE L. /| EMRNBIEER LA TR
%o BASIERARZEEN,
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Drills & Expressions

English for Chinese Typical Business Expressions

7. MEMERENFmELL, ZFEEE—ESLXUENNNBEESERN, LRFEREFRFET
B. / MRAZRATHANZBNEFXRR, RIBANSZERIAMBNIERN. / EENEETE
75 2% REe. / EREBERT KHEBERMREMRST. / BRAER, BRAEREH.
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Drills & Expressions

English for Chinese Typical Business Expressions

STFRIG? / MBRIR. / XA KIBNZE.
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Drills & Expressions

English for Chinese Typical Business Expressions

9. AREFIE, LRJLFXRXEEZE. X O I/RITE I ALIE? /L%'ﬁdl]mﬁﬁ TCMESER
HMNBLEUETAR. /| —AREULEZSTEAETE, BUNREXEZHRNIFIZAET .
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Drills & Expressions

English for Chinese Typical Business Expressions

10. HRFVNLEHRFECNNMBENRAERN. A THMIMBES, FMNRFRIEEHLEIES. / W
RIFFRBIFECSHNIE, MMELE, BRINMWRAELEBRTET. / ZNEBREXNGHEMZ
, JE—3F. [/ XFFAF? RERKRN LB 5%, FNERTH T EEM0 5% .
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EladlIB Typical Dialogues

1. (Mr. Michell and Mr. Zhong are negotiating on prices. Mr. Michell is making a counter offer.)

M: What'’s your price for Electric Heaters?

Z: USS 45 per set FOB Guangzhou. We can supply from stock.

M: It’s a high price. | have another offer for a similar product at a much lower price.

Z: You know, Mr. Michell. The cost of production has increased by 10% each year during the last few years.

M: But | can pay 10% less for such an item elsewhere.

Z: | can assure you that our price is most realistic. A trial sale will convince you of what | say.

M: If you can go a little lower, I'd be able to give you an order right now. You see, | have here a client who intends to buy

5,000 sets. But price he allows me is only 40 dollars per set.

Z: 40 dollars? This price is absolutely out of the question. You cannot get the goods anywhere at this price. -
Gl
H
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EladlIB Typical Dialogues

1. (Mr. Michell and Mr. Zhong are negotiating on prices. Mr. Michell is making a counter offer.)

Z:

M:

M:

But 40 dollars is their final bid and | can’t help it. | hope you will give it a second thought. 5,000 sets is no small figure, is
it?

Well, since it is a big order, | think I'll allow you a discount of 5%. That is, 42.75 dollars per set.

: 1 accept.

It’s quite a bargain. | hope you will appreciate it.

: Thank you for your cooperation.

But it will leave us very little margin of profit. | hope our first supply will induce your clients to place regular orders with
us in future.
In the long run, you’ll not lose by it. Don’t you think so?

| hope so.
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EladlIB Typical Dialogues
— \

1. offer k&, XBEFEZRERN-

2. increased by 10% EHNT 10% . EFEIXPFRIES increase to... FIXHl: Bi&EE
“HEAN - 7, IFEE “1EmE----- 7 . MY ZEE—AMATIE “by”, {Ba0
REREMNBENEFBNBBEERAMNE “to” . HEIMNAEWER TSR “ reduce” »
U0 :Please reduce the amount of your L/C by USD 520. ( iE4&{EHIiEEZRE 2> 520 &
JCo )

3. convincesb.of sth. ERABERE, SEAMNEEZEEEL

4 . outof the question RAANFIEER (IRA KAL), BEBHIZEHY

5. bargain MFZIRAERR “X5, E£3=, MENMENFRA" , HanadEBUE “YWh
, WINEN” o XBERERNE, BRR “—REENRXS .

6 . margin of profit XB3g “FljEZE)” .

. = OB 6] = . =W-&L
\Z——inthelongrunm—=nISiE =HS "N mER (URZE) SR J

KiEIZ T K54t
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=il Typical Dialogues

M: BRSFEEZ DK

Z: 45 ETT. | MESERXEN. WEHEA.

M: IBRET . FSBIRMU~mIIFZ—MHRN, NMBRSZ.

Z: KEURFKE, REHE, SEX/LFPEFHRATFEH LK 10% .

M: BFAEE MG DI 10% FATLALRXFH~ 5.

Z: EROEANNRN EEERE. WEHE—TIRMSMBERRENMRT .

M: INREREFRMIFE—2M, D EMATUIT . G, RFXLBMNEAFTERL 5,000 &, AIMBLIRAINIERE 40
ET—Aa.

Z: 40 EZTL—8? XTMNMERAITAE. BEWILEZABIX M.
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=il Typical Dialogues

M: A] 40 ETEMAINEFLN, KTRME REEEEBZE—T. 5000 GA 2N NEF, EIE?

Z: BRARANKITR, HEILE 5% BUITHAE. tmiEi, B8 42.75 £,

M: 12X T,

2 XAERIFEFERT, FENREFSERX—R.

M: SIS E1E,

Z: AEBATHWFEREFERT . FEENE—REESESENERSREZERKTT S,
M: NKIEE, BA=IZT. BiilE?

Z: FHEEue!

KEIE T K5 Rt O)




EladlIB Typical Dialogues

2. (Mr. Lakins and Mr. Liang are doing bargaining at the negotiating table.)

L: Your price is much higher than you quoted last time.

L: As you ask for special packing and delivery, our price should include the extra charges. You can’t expect us to keep to
the original price, can you?

L: You must know that all companies are cutting their prices in order to get a large market share.

L: That’s right. But extra services deserve extra pay. With the special packing and delivery you require, | don’t think any
other company can offer such a competitive price as ours.

L: To be honest, we won’t be able to make a profit at your price. Can’t we find a price that is good for both sides?

L: You know Mr. Lakins, we don’t do much bargaining. We go in for business on the basis of mutual benefit.

L: Sellers never admit their prices to be higher than their competitors. But I’'m afraid this time if you don’t bring your
price into line with the prevailing market, you’ll stand no chance.

L: You seem to be hinting at something. As our old customer and friend, you might very well speak out your mind in a
more direct way.

L: By all means. In my opinion, you must reduce your price by 5% in order to stand competition from other suppliers.

it
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EladlIB Typical Dialogues

2. (Mr. Lakins and Mr. Liang are doing bargaining at the negotiating table.)

L: 5%7? I’m afraid you are asking too much. To tell the truth, ours is the rock-bottom price.

L: We have had a very good relationship over the past years. | think this transaction would be more promising if you
could make an appropriate reduction.

OK. Considering our good cooperation, we are prepared to make some concessions.

Then how much can you go down?

1% off the original price.

1% ? Your reduction is too modest. Can you take one more step forward and give us 3%?

3% won’t leave us anything.

. - = - =

| think it unwise for us both to insist on our own views. How is this, then? To pull this transaction through, let’'s meet
halfway? You see, joint efforts would help carry us each one more step forward.
L: You certainly have a way of talking me into it, Mr. Lakins. All right, | give up. Let’s meet each other half way. Our

maximum is 2%. We can’t go any further.

L: All right. As a token of our sincerity, we accept the price.

KER T KF 8 mAt ®)



EladlIB Typical Dialogues

keep to "R¥F, EF, 55T
market share THiA{R %R
deserve N3, {H1R, NMizEZ|
goinfor BNAZEIE, BERRE “1BX, &M, NF” .
prevailing J1THY, BRITHY, IMITHY
stand no chance &#l%<. f8[EMHE, stand achance WEEFZE “BIE” .
hint at B&7~, =, H%%ITE&
speak out one’s mind R X AROEE, BEFFIEE
by all means [RERZ “R—YUIIE, w7, XB “‘REMIEETEH .
.stand &%, :Djl_.\l
. rock-bottom price J&{/t, mMEM
. more promising X BIgEFHIE.
. concession b5, i
. meet halfway WH&it—3%
. talk sb. into sth./ doing sth. TEARFEAMIESE
. token RIE
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=il Typical Dialogues

L {RAMBEELRRINEZ T .

L. BTHRAEXGINERNEAE, ZMNONEHBHINERESEAT . RESPELERINERFRNIE.

L. REFAH, AAREERM, UERSEZHHIAMNE.

L. R3E. AR, FONESUERTINER. FAEXKFNERMLIE, TEMNABBEAARERERNXES
EFMERNBIE.

L: EERM, RBARANMERNIETRATE. FNEEHRE—ME LS AT BN 1ETE?

L NEHRE, REE, BNAERFTNEN. BNBMEENRH#REF.

L SEFNRARFINMENNIELET FE. TEX—RARRAONEAIER SHI—8, BEMEHFET.

L FRIREREE. EAZER, RIAMESTE, BiRftamiitdalik?

L BEBERT . AAZEBLGENFRS, RANMBLHFER 5% .

KEIE T K5 Rt O)




=il Typical Dialogues

L: 5% ? (RIS TIE. X, XERNWKEET .

L FELERNVEEERIR, WRXREEEHEEN, XHAFKRERNE,

L B, ETREREFNEEXR, RINEEMLILE.

L: BEFEZ/DE?

L EIRN AR LEE 1% .

L: 1% ? KD THE. BERBERZILE, %H3%?

L: 3% HAH—=FERET .

L RAANGHEHNCHERAAEN. REBEXFEITAT? ATERX S, WHFBERIL—FEAE? R, HLFE
ENhRESEHRNM L EFHEH—2P.

L RXANRBRAATEE—E. 5, HAF. BNEIL—F. &% 2%, TEELT.

L 1T. ARTENRE, EIEZT.

KEIE T K5 Rt O)




Part IV BEOIERITIEELR)D

Situational Information:

Mr. Chen, the sales manager of Guangdong Light Industrial Products Import & Export
Corporation, and Miss Li, his assistant, are talking with Mr. Smith, an old customer from
Overseas Trading Corp., America, about the offer from Mr. Chen to sell sports shoes to Overseas
Trading Corp., for S 25(U.S) per pair. This offer, Mr. Chen said, was based upon an expanding
market and was reasonable and competitive. There was some heat discussion about the prices,

upon which Mr. Smith and Mr. Chen found little to agree.

JE I T k2 ik At ® e e ©®




Part IV BEOIERITIEELR)D

Role 1. Suppose you are Mr. Chen. You and Miss Li, your assistant, are going to persuade Mr. Smith to accept your offer. Try to
complete the following dialogue with some of the drills and expressions in Part II and Ill. The Chinese in the brackets are for
your reference only.

S: To tell you the truth, we are greatly surprised at the price you offer us. This price is quite a bit higher than it was last
time.

L: We’re sorry, but we’ve had a slight price increase here.

S: Slight? No, | don’t think so. But | do think the price you quoted rather on the high side. | wouldn’t call this slight.

C: (FEVHEMk<Al, BEFEZE—THRNKRARE? BTEEMNE LK, FNDESPRN 8% . )

L: Actually that’s about the best we can do on that.

S: I'm afraid | can’t agree with you there. A Korean manufacturer has offered us a price ten percent lower than yours.

L: When you compare the prices, you must take everything into consideration. Our products are of high quality.

C: (FMEMERENETREL, BEEE—ESAXMAENHNEEEEN, LERIFEAEFESMEMN. )

S: | grant that yours are of better quality. But still | don’t think we’ll be able to pay these prices.

C: (XMRELHRZAREZ T, WIFRINTAIUEE—NHRERE. )

S: OK, let’s talk about it some more.
K32 T K 3 h R ® ©®© O &




Part IV BEOIERITIEELR)D

S: To tell you the truth, we are greatly surprised at the price you offer us. This price is quite a bit higher than it was last time.

L: We’re sorry, but we’ve had a slight price increase here.

S: Slight? No | don’t think so. But | do think the price you quoted rather on the high side. | wouldn’t call this slight.

C: (Before we discuss prices, may | draw your attention to the costs of our manufacture? Raw material prices have risen, so
we’ve had to increase our prices on this item by just 8%.)

L: Actually that’s about the best we can do on that.

A

I’m afraid | can’t agree with you there. A Korean manufacturer has offered us a price ten percent lower than yours.

L: When you compare the prices, you must take everything into consideration. Our products are of high quality.
(Comparing with other goods of similar quality, I’'m sure you’ll find that our prices are reasonable and very competitive.)
| grant that yours are of better quality. But still | don’t think we’ll be able to pay these prices.

(I'll check back with my head office for you. We may be able to work out a better deal for you.)

“w o v o

Ok, Let’s talk about it some more.

RiEE T K5 R4t O)




Part IV BEOIERITIEELR)D

Role 2. Suppose you are Miss Li. You and Mr. Chen, your boss, are going to persuade Mr. Smith to accept your revised price. Try
to read aloud and practice the underlined sentences in the following dialogue.

L: Good morning, Mr. Smith. I’'m glad that you could see us today.

S: Yes, we only have one more item to take care of.

C: That’s right. We have to work out the final price.

L: Let’s get down to business now. Are these new prices acceptable for you?

S: It seems to me that it’s still rather high. | have checked with my boss. | believe we could sell a lot more for you if you
would agree to reduce the prices by 10%.

It would be very difficult to reduce them by 10%, I’m afraid. But there’s a good chance of reducing them by 5%.
Can’t you make it cheaper?

How much do you think you could bring the price down?

How about S 23 per unit?

The most we can offer is $23.50.

This is the lowest possible price. We're selling at cost already.

Then, we’ll make it $23.50.

JE I T k2 ik At ® e e ©®
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Part IV BEOIERITIEELR)D

Role 3. Mr. Chen and Miss Li are negotiating with Mr. Smith about the price of their products and Mr. Smith is trying to persuade
them to reduce the price by 10%. Now, suppose you are an interpreter and try to interpret for them.

S: It seems that we’re not going to be able to get together on price.

L: RTARITR ?

S: The prices and discounts are problems for us.

C: BTEMBRALHA, EINAESAEN.

S: Your price is much higher than your competitor’s. A Korean manufacturer has offered us a price ten percent lower than

yours.

C: RAFEE, ZME10% BEKET, BURETAEINE, F2% BEREREERN.

S: We can’t sell our product at that price. Will you make it a bit cheaper?

C: BHELEBANMNMNZTET .

L: AFIARRNIATIAS EITHRHRE, BATTARE— I,

S: What are your other discount terms ?

C: 10 XM#r, 30 K&,

L: B EUIAR 10 KRR, A 2% HH$n?

C: =8, (BWNR 30 RAFNFRFEET -

S: WEe’'ll have to think it over some more. I'll let you know as soon as | get an answer.
Kk 5 T K 3 A ® ©®© O &




Part IV BEOIERITIEELR)D

BRENME LEENNEBENF T E—H.
Why not?
O] @R 72 T/ A& A 0

We have to raise the price because the cost of raw materials rose.
RN ELEEEMARRSERZ T, B—KEHE] BREFZNTHNSLERLTERT 10% .

Unfortunately , it would be very difficult to reduce them by 10%, I’m afraid. But all being well, there’s a good chance

o v o v v

of reducing them by 2%.

XN ERFTNZEM, TUUEFERE—=E?

I’m afraid that there is no room to negotiate the price.

But we can give you a discount if you order for immediate shipment.
RO E 305 than{ay ?

2/10, net/30.

That means a 2% discount if paid within ten days.

Yes. And full payment is due within 30 days.

e, BHERMZE—T, —BERIMBERIERT

“w o mTownmrTow
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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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