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@B. Six people are talking about advertisements. Listen and fill in the blanks with the
missing words. Then discuss the questions.

Opinions on Ads

1. Nowadays, we can see many advertisements. Some people say they’re just a
However, sometimes I like to watch just the ads. They are

2. Some commercials are created so professionally that they become a
Unfortunately, that is a

3. It is not the ad itself that is annoying; it’s the of the ads.
4. Commercials are an of the TV business. As I understand it, TV
thanks to advertising.
5. I think that we are bombarded with too many ads, especially on TV. When you want to

watch a movie, you are every five minutes. It is so boring.

6. In my opinion, advertisements are part of our . We can’t do without them.
Commercials can you of a new product which you wouldn’t know about
otherwise.

g Questions for discussion:

® Do you think advertising should be allowed to interrupt TV or radio programs?

® Do you enjoy advertisements? Explain.

m Viewing, Listening and Speaking
OConversation 1

Word Tips

commercial /ka'm3:fal/ n. )45 a commercial advertisement

billboard /'b1lbo:d/ n JRRRR A A a large board displaying advertisements
version /'v3:fan/ n. WA ; 48K a related but different copy

have a winner on one’s hands FatR IS to be sure of success

@A. Watch the video clip and choose the best answer to each question you hear.

1. A) An efficient advertiser. B) The results of advertising.
C) Kinds of advertising. D) Interesting advertisements.
2. A) Television. B) Radio. C) Billboards. D) Newspapers.



3. A) 5 seconds. B) 15 seconds.

C) 30 seconds. D) one minute.
4. A) Manager-employee. B) Customer-secretary.
C) Father-daughter. D) Brother-sister.

@B. Watch the video clip again and identify the main idea of the conversation by
completing the blanks.

The company is to launch a national advertising campaign next month

to promote sales of their . A staff member Laura tells her superior
Henry the various kinds of she is going to use, which include

on television, radio , and , which, according
to Henry, should be placed to big cities. Laura also mentions the
lengths for a radio commercial and . She intends to show that their
software not only is convenient and , but also . Henry is
therefore confident that they will have a on their hands!

@C. Pair work: Listen to the conversation again, repeat it sentence by sentence, and then
role-play it in pairs. After the practice, change roles.

D. In the following box of substitution expressions, tick those you heard in the
conversation. Memorize all the expressions in the box. Then make a new conversation
with your partner by using any of the expressions. You don’t have to repeat all the
details in the original conversation.

BN NEE "EE Substitution Expressions iEn EEN BN

e How is our advertising campaign going?

o What’s the status of our advertising campaign?
What’s happening with our ad campaign?

e a national campaign will start

o anationwide movement will be launched

a country-wide campaign kicks off

o there will be television commercials

e television spots will be broadcast

we’ll have spots on television




e send out radio commercials
broadcast radio spots

do radio commercials

e outdoor ads will be featured on billboards
we’ll have some outdoor ads using billboards
billboards will feature some outdoor advertising
e We’ll show how convenient and efficient our software is.
We’ll demonstrate our software is very convenient and efficient.
They’ll show the convenience and efficiency of our software.
e satisfy various needs
meet different needs
fulfill a variety of requirements
e Seems a perfect method.
Sounds like an ideal approach.
Strikes one as the optimum technique.
e we’ll have a winner on our hands
it’ll be a sure success/thing

we’ll find nothing succeeds like success

E. Pair work: Work with your partner to discuss the questions.

1. What is your favorite commercial or advertisement? Give reasons for your preference.

2. If famous people such as film stars and sport champions advertise a drug that turns out to
be harmful to health, do you think they should take a legal responsibility? If yes, to what
extent?

OConversation 2

Word Tips

leaflet /'li:flit/ n. 1% a printed sheet of paper for distribution
catalogue /'kaetalng/ n.  H list

neon sign FEUT 4T neon light

medium (pl. media) /'mizdjsam/ n.  BHE ; g

Help Wanted FHIES 45 an advertisement to recruit employees

prestigious /. pres'ti:dzas/ adj. FiERARE Y respected by reason of high status or reputation



@A. Watch the video clip and mark the statements you hear T (true) or F (false).
1. [ 2. 1 3. 4. []

@ B. Watch the video clip again and complete the table with the information you hear.

Advertising media Examples More details

leaflets The company can expect ,

Direct-mail advertising which is good for their

o billboards,
Outdoor advertising i Most of them are
an

There’s classified advertising such as

[13 2 and 13 ”.

i Newspaper advertisements include
Other media

magazines can help

the advertised products

@C. Pair work: Listen to the conversation again, repeat it sentence by sentence, and then
role-play it in pairs. After the practice, change roles.

D. In the following box of substitution expressions, tick those you heard in the
conversation. Memorize all the expressions in the box. Then make a new conversation
with your partner by using any of the expressions. You don’t have to repeat all the
details in the original conversation.

EE NEE vEE Substitution Expressions Bin EEn BN

e you find all kinds of leaflets in your mailbox
o there are various sorts of leaflets in your mail box

there’s a variety of flyers in your post box

e [ don’t know if it is expensive to produce them.

e [ always wonder if it costs a lot to make them.
I’d like to know the cost of turning them out.

e there is usually a high rate of response

o the company can expect a high response rate

a high response rate can be expected




e two of the media modes
o two styles of media

two ways of advertising in terms of medium

e are there other forms of media?
o what are the other types of media?

what other kinds of media are there?

e they are closely related to people’s lives
e they have a close connection to our daily lives

they touch on our day-to-day existence

e Products can enhance their prestige with advertising in top-ranked magazines.
o There is prestige to be gained by advertising in high-quality magazines.
Advertisements in prestigious magazines can help the advertised products win a

good reputation.

E. Debate

Topic:

Are you for or against advertisements?

Procedure:

1. Students are divided into groups of four.

2. Within each group the students are divided into an affirmative and a negative team.
3. The two speakers of each team brainstorm to formulate their points of view.

4. The two teams have a debate.

5. One group is invited to debate in front of the class.

OConversation 3: Additional Listening and Speaking

Word Tips

sharp-looking /[a:p-lokin/ adj. IF 5219 (of clothes or their wearer) smart and stylish

catchy /'kaetf1/ adj. %yit ¥ pleasing and easily remembered
evil /'ivl/ n. M {53 something that is harmful or undesirable
H royalty /'ro1alt/ n. JBL; fHiH%% a sum of money paid to sb. who has written

a book, a piece of music, etc.




endorse /in'da:s/ v.  ¥HF; B1% to support or recommend (a product) in an
advertisement

merit /'mertt/ n.  f{H the quality of being good or worthy

brand name £ J4 a widely known name

e

@A. Listen to the conversation and choose the best answer to each question you hear.

BOSS, or Hugo Boss, is a German luxury fashion and style house.

1. A) Fashionable. B) Not fashionable.
C) Too large for him. D) Rather small for him.

2. A) Ted likes it, but Richard dislikes it. B) Richard likes it, but Ted dislikes it.
C) They both like it. D) They both dislike it.

3. A) It looks neat. B) It is hidden.
C) It’s a pocket inside a pocket. D) All of the above.

4. A) Ted is for ads and Richard is against ads.
B) Ted is against ads and Richard is for ads.
C) Both Ted and Richard are against ads.
D) Both Ted and Richard are for ads.
5. A) Richard needs a new wallet.
B) Richard should continue to use the old wallet.
C) Richard won’t have enough money left.
D) Richard will be loaded with money.

@ B. Listen to the conversation again and answer the questions by completing the blanks.

1. Advertisers just beat us over the head with of things we don’t and

don’t want until we see

2. For the most part, ads are a evil. Advertising many of the services
we get for , like some magazines and cultural events such as the jazz festival.
Advertisers help to keep of things down.

3. He says,“by the time you’re done paying for brand names, you won’t need a

2



C. Pair Work: Work with you partner to discuss the pros and cons of advertising. You
may use the expressions from the conversation though you are not limited to them.

Student A in favor of ads Student B against ads

- As soon as I saw the ad in a popular - Don’t encourage advertisers. They already

magazine, | knew I had to have one. occupy too much space in the world. In fact,
- The ads are often interesting—catchy. they’re everywhere.
- They let me know about new products. - That’s not how I see it.
- For the most part, ads are a necessary evil. - Advertisers show us images of things we

- Advertising pays for many of the services  don’t need and don’t want until we see them.
we get for free, like... - Advertisers drive the costs up.

- Advertisers help to keep the costs of things - Advertisers pay tens of millions of dollars in
down. royalties for stars to endorse their products

- Without the ads, we wouldn’t know which - and that money has to be included in the cost
products to buy. of the product.

- The ads show us the merits of the product. - Without ads, products would cost much less.

m Listening and Discussing

Passage 1
Word Tips

manufacturer / manjo'feektfora/ n. il a business engaged in manufacturing some product

persuade /pa'sweid/ vt. iR to convince
brand /braend/ n. % a name given to a product
sample /'seempl/ n. £l a small part of something intended as representative of the
whole
commission /ka'mifan/ n.  ZE 514> a committee with a special task
Pepsi Cola EE LIER
ﬂ wholesome /'havlsam/ adj. (@31 healthy
refreshments /r1'fre[mants/ n. S OB drinks and small amounts of food

@ A. Compound Dictation

Listen to the passage three times. When the passage is read for the first time, listen for the
general idea. When the passage is read the second time, fill in the blanks numbered from
S1 to S7 with the exact words you hear. For blanks numbered from S8 to S10, write down

either the exact words you hear or the main points in your own words. When the passage is



read the third time, check what you have written.

Advertising has become a specialized
activity. In today’s business world, (S1)
________ is usually greater than demand.
There is competition between manufacturers
of the same kind of product to (S2)
customers to buy their brand. They always have to
remind their customers (S3) the name
and qualities of their products by advertising.
The (S4) advertises in newspapers and
on radio. He employs (S5) to distribute

samples of his product. He advertises on the

Internet. He has advertisements (S6)

into television programs. Manufacturers often
spend (S7) sums of money on advertising. The average cost of producing 30-second
TV commercials is $ 500,000. (S8) . To place it on a popular program like American
Idol will cost $ 780,000. Thirty seconds on that great American football event, the Super Bowl,
goes for $ 2.5 million.(S9) . We think so because the advertisements say so. People
often don’t ask themselves if the ads are telling the truth when they buy advertised products.
Many shoppers depend on the Federal Trade Commission’s laws against false advertising. They
should exercise their own judgment as well. (S10) : “Today’s delicious, pure Pepsi

Cola — the wholesome, light refreshment.”

B. Communication Task: Work with your partner to discuss the questions.

1. Do you think a soccer star should receive millions of dollars from a manufacturer for
wearing his shoes in an ad?
2. Do you think it’s right to have women with little on in TV commercials selling beauty

products?

Passage 2
Word Tips

household /'haushauvld/ adj. FREMW; F AN domestic; of family
sway /swel/ vt. fHEEIE ; #20 to influence

householder /'hauvshavlda(r)/ n.  J*3 a person who owns a house



@A. Listen to the interview and choose the best answer to each question you hear.

1. A) The man is a reporter and the woman is a secretary.
B) The man is a reporter and the woman is a housewife.
C) The man is an advertiser and the woman is a housewife.
D) The man is a customer and the woman is a manager.

2. A) All are good except a few.

B) All are bad except a few.
C) Everybody is influenced by them except her.
D) Everybody is influenced by them, including her.
3. A) The quality of the advertised product.
B) The price of the advertised product.
C) The maker of the advertised product.
D) The price/performance ratio of the advertised product.

4. A) She looks for only what has been advertised.

B) She looks for what is of the best quality.
C) She buys the cheapest products.

D) She buys what her friends recommend.

@ B. Listen to the interview again and answer the questions orally.

1. What is the man?
2. What is the woman’s response after she watches a TV commercial?

3. What has the woman done since she became a householder?

C. Communication Task: Work with your partner(s) to discuss the questions.

Do you usually trust what ads say? Why or why not?

10



assage 3

Word Tips
golf /golf/ n. ERFR
buck /bak/ n. —3=70 dollar
charges three balls to his room ¥ 34~ (E/RFK) BREYMKCENBRYZ b
fine print SCHE T NS AR B R 4 248 5]
brochure /brav'fjus/ n. /MPHF booklet; manual

@A. Listen to the story twice and answer the following questions orally.

. Communication Task: Work in pairs

1. What advertisement does the man receive in the mail?
2. What information of the advertisement is in the fine print?

3. What is the difference between this golf resort and the luxury hotel across the street?

to retell the story. After you say one
sentence, the other student supplies
the next sentence. The two of you
carry on until you finish the whole

story.

11
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@B. Six people are in some kind of negotiations. Listen and fill in the blanks with the
missing words. Then discuss the questions.

Negotiations

1. When you compare the prices, you must . Our products are a bit
more expensive, but they are of high quality.

2. The you get from other sources are for goods of ordinary quality.

3. I can assure you the prices we offer you are very . I don’t think you’ll have
any difficulty in

4. I think you can have it for $5 million. And that’s . ve got three
buyers who have already , and I’'m looking for one more.

5. Your report on set the stage for our new technology.

6. You’ve also done well at . Your contribution has been

recognized, and you’re going to get a raise.

g Questions for discussion:

® Do you prefer buying a low-priced product of lesser quality or a high-priced product of better
quality? Why?

® [f many people are buying a product, are you likely to buy it as well? Why or why not?

® [fa company wants to sell its products, where do you think the greater part of their investment

should go: staff salaries, scale of production, or the development of high technology? Why?

m Viewing, Listening and Speaking
OConversation 1

Word Tips

competitive /kam'petrtiv/ adj. 554+ 7117 able to compete successfully

soar /s2:/ v, SRR Pl Tt to rise sharply

split the difference ZHr; Y1 to bridge the gap by meeting halfway
out of stock A AT not in stock

trial /'tra1al/ adj. IRKHERY testing

@A. Watch the video clip and choose the best answer to each question you hear.

1. A) Skills for price cuts. B) A price negotiation.
C) The different effects of different prices.
D) The biggest discount for a wonderful product.



2. A) Her company is still exploring the market.
B) Her company does not have enough funds.

C) Her boss has set a price ceiling.

D) She believes the product to be of inferior quality.

3. A) The man gives in.

C) The two persons meet halfway.
4. A) To show it to her boss.

C) To sell it to a third party.

B) The woman gives in.

D) A third person offers a special benefit.
B) To show it to the engineer.

D) To try it out.

@B. Watch the video clip again and complete the negotiation table with the information

you hear.

The woman asks for

-

The man does not want to do much

v

The woman wants to cut the price

v

The man can’t offer the woman

v
v

The woman refuses to

a 2 percent cut.

The man says the price of this product

v

The woman suggests

,ora

v

The business/deal is therefore done.

@C. Pair work: Listen to the conversation again, repeat it sentence by sentence, and then
role-play it in pairs. After the practice, change roles.

D. In the following box of substitution expressions, tick those you heard in the
conversation. Memorize all the expressions in the box. Then make a new conversation
with your partner by using any of the expressions. You don’t have to repeat all the

details in the original conversation.

NN NEE VEE Substitution Expressions Iin EEN BN

e offer us a 5 percent discount
e give us a discount of 5 percent

cut the price by 5 percent

14



e we’re not in the habit of bargaining
we rarely discuss discounts
we don’t do much bargaining
e be highly competitive
have a sharp competitive edge
have a keen competitive spirit
e a2 percent reduction
a 2 percent cut
a discount of 2 percent
e make a deal
strike a deal
close a deal
e the price of this product is rising
the product is selling for a higher and higher price
the price of this product is soaring
e divide the difference
reach a price halfway between
split the difference
e Another point.
Another thing.
There’s yet another thing.
e not in stock
sold out

out of stock

E. Pair Work: Work with your partner to create a conversation according to the following
situation.

Student A intends to sell his DVD player for $ 50, and Student B wants to buy it for just 30
dollars. They negotiate the price but finally fail to strike a deal.

You may refer to the following expressions though you are not limited to them.

It is sold for... dollars.

I’d like to have it for... dollars.

Can you give me a 10% discount?

I can offer no more than a 2% cut.

15



My... is of superior quality.

This kind of... sells well.

The market price is higher.

The electronics store is offering a big discount.
Why don’t we split the difference?

That’s the lowest price I can offer.

That’s the highest quote I can give you.

I’m afraid I can’t sell it for this price.

Thanks anyway.

OConversation 2

Word Tips

hardware /'ha:dwea/ n. ifif}: the physical equipment used in a computer system

quote /kwaut/ vt. JF (#) to state a price

@A. Watch the video clip and answer the questions you hear with Y (Yes) or N (No).

1. [] 2. [ 3. [] 4. []

5. [

@B. Watch the video clip again and identify the main idea of the conversation by

completing the blanks.

The woman thinks the price for the hardware is on

, but the

man argues that it at the same price in America. The woman says

that 50 dollars would be a bit too expensive and they have received

attractive offers of below 40 dollars from . The man thinks the

low price is due to a . Also he believes that 40 dollars leaves them

only , so he asks the woman to place

. Unfortunately, the

woman is planning to order only and requests a quantity discount

of . In reply, the man offers her a , to which the woman

makes a counter offer of . To achieve this, the woman has to

her order.

@C. Pair work: Listen to the conversation again, repeat it sentence by sentence, and then

role-play it in pairs. After the practice, change roles.

16



D. In the following box of substitution expressions, tick those you heard in the
conversation. Memorize all the expressions in the box. Then make a new conversation
with your partner by using any of the expressions. You don’t have to repeat all the
details in the original conversation.

NN NEE "EE Substitution Expressions 1En EEn En

e your price for the hardware is on the high side
o your price for the hardware is high

your hardware is expensive

e it sells well

e it is selling quite well
it’s selling briskly

e Frankly, ...

¢ Honestly, ...
To tell (you) the truth, ...

e made a quotation of less than 40
o gave a figure lower than 40

quoted a price below 40

e How could that be?
¢ That’s impossible.

That can’t be true.

e you can make a large order
e your order will be large

you’ll place a large order

e What about a 5 percent cut?
© How about 5 percent?

Can you manage 5 percent off the price?

e double the size of your order
® increase your order twice

make an order twice that size

e make a bargain
e strike a bargain

make a good deal




e lead to more orders
result in more orders

bring additional orders in

E. Pair/Group work: Work with your partner(s) to discuss the questions.

1. What can you say to ask a seller to reduce the price of his product?
(You may refer to the following key words though you’re not limited to them: the prices at
other stores, the problems of the product, your limited budget, your boss’ instructions, the
future market for the product, etc.)

2. Would you like to buy an expensive cell phone with many functions or an inexpensive cell

phone with just the basic functions? Justify your choice with as many reasons as possible.

OConversation 3: Additional Listening and Speaking

Word Tips

catalog /'kaetalng/ n. R H SR alist of items for sale
go through the roof “kifk (of a price) increase very rapidly
ﬂ skyrocket /'skarrokrt/ v. KK (of a price) to increase very steeply or rapidly
competitive /kem'petrtiv/ adj. A 354+ 7189 (of prices) low enough to compare well with those of
rival traders

@A. Listen to the conversation and choose the best answer to each question you hear.

1. A) The quality of the shoes. B) The production costs.
C) The suitable price. D) The cheapest price.

2. A) They are about 20 percent higher. B) They are about 30 percent higher.
C) They are about 20 percent lower. D) They are about 30 percent lower.

3. A) The product quality has improved.
B) The reputation of the company has risen.
C) The production costs have increased.

D) Other companies are less competitive.

4. A) At least 10 percent higher. B) At least 20 percent higher.
C) About 30 percent higher. D) About 10 percent lower.
5.A) 5 dollars. B) 10 dollars.
C) 20 dollars. D) 3,000 dollars.

18



@ B. Listen to the conversation again and answer the questions by completing the blanks.

1. He says, “Only two percent? You must ! In that case, there’s no reason to

this discussion.”

2. She reminds the man of the and of their products.

3. She says that is ridiculous. They would have no . They would be selling

C. Pair work: Work with your partner to discuss the questions:

If you are very interested in a peddler’s ( /& ) toy car, for which he asks 50 dollars, what

counter-offer will you make in the beginning? (40, 30 or 20 dollars?) Give your reasons. What

price can you accept in the end? Again, give your reasons.

m Listening and Discussing

Passage 1
Word Tips

real estate n.  B3HbF” property

robust /ra'bast/ adj. SR 5 1Y strong

replacement /r1'plezsmant/ n. e putting in the place of another; substitution
appliance /a'plarans/ n. £ an electric device

@A. Listen to the passage and choose the best answer to each question you hear.

1. A) You can plan your negotiation.
B) You can predict the market trend.
C) You can decide whether you should buy right now.
D) You can decide whether you should sell right now.
2. A) You may give up buying the house.
B) You may try to add those costs to the total price.
C) You may ask for new appliances to make up for the loss.
D) You may ask the owner to reduce the price by 5%.
3. A) To buy a house after getting a loan.
B) To buy a house after it undergoes a professional inspection.
C) To ask for old appliances to be replaced by new ones.

D) To ask that the old appliances stay.

19



4. A) It is a magazine article written by an expert.
B) It is a newspaper article written by an expert.
C) It is an expert’s talk with his colleagues.

D) It is an expert’s lecture.

@ B. Listen to the passage again and fill in the blanks in the tree diagrams.

The positions of the buyer
and the seller

l
I |

The may have The may have
the stronger position the stronger position
|
if the local e
g if similar ] :
real estate if the seller houses have if the local if the seller if the house
market is not been sold for real estate needs has
____and ___to their market____ to been_
;rzmes move asking price S e

C. Communication Task: Work with your partner to create a conversation according to
the following situation.

You and your partner play the roles of the buyer and the seller respectively. The buyer

wants to purchase a camera that is priced at 200 dollars. Try to negotiate a price.

You can refer to the following expressions though you are not limited to them.

The buyer The seller

Show hesitation. The camera sells well elsewhere.

Mention a lower price elsewhere. Its performance/price ratio is good.

Point out some problems with the camera. A new model is usually very expensive.

A new model will soon come out. The promotion sale will soon be over.

Ask if the price is much higher than the My boss does not authorize me to provide a
market price. lower price.

Threaten to leave.
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Passage 2

define /d1'fain/ vt. FEIEAE to make clear

priority /prar'oritt/ n.  ARSEEETI sth. given first attention

specific /sp1'sifik/ adj. LR ; BIBAY definite

concede /kan'sizd/ vi. il to yield; give over

turnaround /'t3:na.ravnd/ n.  Ji% turnover; the speed at which goods are sold
concession /kan'sefan/ n. ik yielding

negate /n1'gert/ v. {57 to say no to

bargain with 5o MM to negotiate the terms of an exchange

@A. Listen to the passage and put the following sentences into the right order by entering
the numbers in the brackets.
( ) Start by defining what your priorities are.
) Ensure each member of the team knows your negotiating strategy.
) Write down your negotiating strengths to get the concessions you require.
) Establish the right negotiating team.

) Consider the supplier’s different offers and what you are ready to concede.

~ NSNS~

) Make a written plan of your strategy.

@ B. Listen to the passage again and answer the questions by completing the blanks.

1. What is the use of a written plan of your strategy?

It will help you and work out where you will draw the line and

2. What priorities are mentioned in the passage?

The priorities can be low price, goods or a specific

3. Considering the ranks of the supplier’s representatives, what shouldn’t you do?

You shouldn’t send a account manager to

C. Pair/Group Work: Work with your partner(s) to discuss the questions.

Which of the following three strategies do you think is the most effective?

And which is the least effective? Why?

(1) State the strengths of your product (quality,
price, sales volume, etc.).

(2) Defend the weak points of your product.

(3) Negate the strengths of a competing product.
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Passage 3

Word Tips

compromise /'kompramarz/ vt. Z} to settle by giving up some of your demands
make /meik/ n. ¥ brand
interior /in'trarra/ adj. WY inside
specifications /. spesifr'ketfenz/ n. I ARULAH; FiA% the detailed description of the goods
tactic /'taektik/ n. A % method
confer with 1 to discuss with
E permanently /'p3:mantlr/ adv. 7K A for ever
scenario /sr'na:riau/ n.  |HHL a situation imagined

@A. Listen to the passage three times. When the passage is read for the first time, listen
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for the general idea. When it is read for the second time, fill in the blanks with the
exact words you hear. When it is read for the third time, check what you have written.

Before you start negotiating, state the aspects of the deal you’re happy with and the

you want to discuss. Ask the supplier to do the same.

Make sure both sides are satisfied with what is being . Get the supplier to restate
any discounts offered and payment terms. Keep these key bits of information close at hand.

If you have enough bargaining power, using your own terms and conditions of
purchase.

Do not indicate that there are things you’re prepared to concede or compromise on too early
in the negotiations. Try to give the impression you’re the negotiations cautiously
without revealing your position.

For important or large purchases, you should set out the key points of the deal in writing.
For example, for the of company cars, these points might state your requirements:
the make, year, model, the interior specifications and delivery times.

You also need to be aware of common negotiating . If the other party keeps
referring to urgent deadlines or a person they need to confer with, remember they may be using
pressure tactics. Use such tactics yourself with

Don’t allow pressure to force you into agreeing to a point you’re not . Ask for a
break if you need one. Each time a point , clarify that you’ve understood it correctly
and write it down.

In some trades, suppliers set artificially high prices that are then

If this scenario applies to your business, then ensure that any concessions the supplier gives are

real.



@ B. Listen to the passage again and answer the questions orally.

C. Communication Task: Work with your partner to discuss these questions.

Mention at least three factors that can give you greater bargaining power.

Why is the seller likely to reduce the price if you place a large order?

What can you do to be on guard against the following selling strategy? (The seller
offers a fairly good deal on a product of quality, then says “For only a little more, I can

provide this newer model.” But the newer model is in fact of poorer quality.)
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