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TERENHFBROBREEREENTRES. A REBOENRESR S, BAGhRE
BRFEAIAVFHRROEIT TP RBGETA R MEFEEHERESD. EMAIx—A,
FHERREBEFR I A AERIRBERSG - EF LSE L, ETENRFEAEBES
MARHN ., XEFERAAMTETAFHARTMTBILOFERNER. REBHEEMAR? 5
BEFRMEHEELE,CERC. EHEANKBEENFETHE LB IRE. IR EERE—A
H— AU LR E MR —BIEERBEIE. EEKERR, 8% 0E 32 % (INTERAC-
TIONAL) , Bf & 7% A (ADDRESSER) 55 3% 7% A\ (ADDRESSEE) 2 Al (iE & & Fr. RN FELSIET, %
BEARMTEAEBEES, BEEMEEN . GRTR, %48 TEEED, 1S U, ha
BTEFTHEANM, ATEB TR EB.

1 SREENEXREHFENTR

1.1 EEMELE

RREEFEEFAEELLRBEM AL HERTEIRE . EMHELIBRRRLRLE.
ENARE 82 EMB F HBUT, B2 R - QUE R T AE IS T SE PR A 15 3 ik 4 5Bk R4,
MEREHRT MRS B ROLRFLSN, FREEHTELHIRE. —RBHEERL
REEER, MRS ERE. R 8 0 #5802 R 815 8 5t O (INFORMATION
GAP). HEZ, FERWRP , WA BAMM T HIEME . TREF I THRBEANLZR B O ERETE
DS, b . RAXEMA RRELE.
1.2 ZEREIW [E1E

REHFHERRAFEFEEFRANERYE. Ak, ZWRREE N PO, ARELE
Ti— NEEAE, WEE. BT SFEMNRRREHE. XRAMERE. TREHERUELEN
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B, A RBEEERNIR. ARBENIEXZHFIRARET BB, MEMNERNEE. £/
V5B, BREB O FMBORAAHE. WHHXRRMNEMN, LR . S KEkE
AERR N C S EUE £ A 238 , 2 th R H o X 1k AR B 0 B O BT EE
1.3 ZFEMEHHE

FEHHREFIMENEEENEER. Eﬂhﬁ;ﬁﬁ:# a2 R AR, MR 5
B, EMRRERAEERA R, EMEENEIRREBURSRE. A TERENFLHEA
BA O ZENEEEFLRD, HEEFENENEERAMHEYE. RESUTRITHBERD
b, e R AR EE HHNNERHEPEEN L MARERESH L. AN, RBMH
5,3y 3 (ROLE-PLAYING) , B T 2 A 3t A A5 PR , A 5 MR F E M O E BB M ERESE, EE 500
REMMAENE.

2 ShERZEENAT KEFIJK%’I%HEEI']T%

ZRHFEEBRFRRNEML— E!%ﬁhﬁ&%ﬂﬁ%ﬂﬁ%ﬁﬁﬁﬁmﬂﬁﬁﬁimﬁﬁ
g BAREAL, 5I A REM RN, S EESHFENEERATIHE . BFNFFALATE
SR ERL, T AT, AN ik b, BE S O U BE R MR, ARG, B3, S
ERES LA ETELRMRER L. EERBEERNZIRESFLER, &5 X, BT EmRER A
B L PR R
KBl
Role-playing
Work in pairs. The whole class is divided into two groups. Group A acts as Mr.Li, an exporter from Zhejiang
Trading Imp. & Exp. Corporation and Group B Mr. Smith, an importer from Kimpton Brothers Company in
London.

Step One

Review useful expressions in this regard

Before the class, students are expected to acquaint themselves with useful expressions in this regard. Suited to
communicative class are any traditionally-compiled teaching materials about spoken English for international
business for this goal. The teacher can help the students to go over the useful expressions in a traditional way,
say, by having the students do oral translation in the beginning of the class.

Step Two

Present the situation

Mr Smith wants to place an order for 30,000 dozen wooden bead necklaces with Mr Li. That is, Art No. H-1,
10,000 dozen; Art No. H-2, 10,000 dozen and Art. No. H-3, 10,000 dozen respectively. Mr. Li, starting
with a light talk, comes into a serious negotiation over prices with Mr. Smith. As an exporter, Mr. Li tries to
sell the goods at the highest possible prices while as an importer, Mr. Smith negotiates for buying the goods at
the lowest possible prices. By meeting both parties half way, they finally reach an agreement on the prices.
Step Three

Provide both the exporter and the importer with the relevant imformation

In order to make the situation more realistic, the information for the exporter may be kept from the importer and
vice versa.

Information for the exporter.
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a. Prices off the factory. H-1:30 yuan in RMB per dozen; H-2.:40 yﬁan per dozen; H-3:50 yuan per dozen
b. Tax refund rate:13%

c. All the expenses involved:5%

d. Target profits; to earmn one yuan in RMB per USD

e. Lowest profits; to earn 0.5 yuan in RMB per USD

Group A can work out the prices on FOB basis itself according to the above information before the negotiation.
As the students learn about the target profits and the lowest profits, they can adjust the prices in a limited way
during the talk.

Information for the importer

a. The level of current market for wooden bead necklaces.

b. Other suppliers are approaching him for the business. The goods of similar quality might be obtainable at a
lower figure.

From the above we can figure out as follows:

Information gaps for the exporter

a. To which level can he set the prices mostly profitable to him and acceptable to Mr. Smith?

b. Whether Mr. Smith can obtain the same products from other suppliers at the lower prices?

c. To which level can he reduce the prices if Mr. Smith increases the quantity of his order?

Information gaps for the importer

a. Is there any possibility of cutting the prices to the level he indicates?

b. Whether the goods of similar quality are really obtainable from elsewhere?

Step Four

Build a dialogue on the above-mentioned situation.

Leave most of time to the students for practice in pairs. Then the teacher gets some pairs to present their dia-
logue to the whole class. To keep the dialogue going smoothly, the teacher may give the both parties some facts
respectively to support their ideas of prices because the students themselves have never done business before.
The students, however, are encouraged to come up with their own reasons to support their arguments.

To the exporter.

a. Raw materials are on the rise.

b. The quality of our goods are superior to that of the goods from elsewhere

c. The pays for the workers are going up.

To the importer.

a. The market is declining.

o

. Competitions on prices are more fierce.

. Other suppliers quote him lower prices for the same products.
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SZ. H M, XS EH T A 2 AR RSN NS, A B A, UM BB AR, S R # 6 P AT
MR, KRR, BT BEEETHIEN LA SEHE, EAMRG, I BN AA. #5
FRMEEES, MO8, BRE RMBREE . MXTMRERR, ELFOLEF A
A RE & 4 DA T JURR . (At DR AOSE 5 i R ) (1) SRR 7 88 32 9 4 4% 14 0 R B AR A D 9 8, 4R
IS BUR AP — AR AR 7 (2) JXt O (1R e 7R A 2 A B AR SR AR RO A2 1, 4508 S0 REAT T (3)
INSRXUTT X F Y4 B AR, R AT AR RP R IR T %5 i LA, BB EHMAIEHE, B8
“HSH”,BEREA, FSEANBRME. 550, N EEERRE I PRR, BUREN, BE
T ST M A B R SRR B M IR A, T SEA /DR . MR L X 2 5, BE R BE 3 30 1)
FHIEREN, ERTHFRR, AEHETE.

4 BEFEMRSH

4.1 REAZGEEESE BWNSEEEE FEHENREARGRESRET. EREESE, HEH
ISR %, EOBE S ESHZ —OEE . BTFEEROREERS ERMERE L, HTLER
SRR, — PG KA NG, BT AR i E4IR, ¥4 IR et RRL . BIFTHE 90
54, BER AR 30 AHE, B ATHMEI RO R E U5 B0 . SRT , ZE52BR Bk B2 o, BUMZE 10 ~ 15
Ay 5RET R AR SE A BR 0 15 B H 60, TN | 10 SRAMShib St M 2 BRI, H R AT ] £ 34t 2
EHTARAMENRRES . AMEENEREDIMSSELENERATHINER.

4.2 REFEBAHFORATAAAERLETY. EEELERERENSERY, BREER
BT AR L 005 SURE A, i b A0 SCRRIE SiEIF e . TG s BE vl , 32 4 N R
#8088, BEE HEESERMERNTR. SRUBEBMAEEETRELEE, BE,
B, R, SR . IREMAT A KRB S E SR IEE B AN, ELIEH, it
FETZHERK.

43 BERSHER. 2ERFOEESN, BRENESKE. HTXFEWHH, ¥ES 5EEED
B3, B S, FRERANRE AR IBNEN. TAMPEEERIEE, BRHTE
GXAHET, REREERAR, FAEE A TES. XREE—EEE LR TXx— 08
855 . BB O kAR BRIE S, A eI AR A 0 FlE, LR B TIES 8.

5 #ig

ZREHFRER W FENEE, UHLES THARIGEDENEE. XTHALFHR, R
BENE —EMFEFLFERRESPHAFTEZRE”, EURTREEL"HIES. Fik, X
BEEBRIEHEGE, RHFRRRKF.

& £ X B

1 NS EETHFEHFERS . RN N KE AR, 19911~ 37
2 BAfT . REHSFFEMTET . B¥. FESMER T HARL, 1983.25~30
3 ZA . ZEGRIEHE . LE. LESMEHF AR, 1987.4~ 50
(T#F 61 :)



®1H £ R FIXBANT R =0 61

(E#F57TH)

A demonstration of communicative approach to
oral business English teaching

Tian Jinjiang
(Zhejiang Economics & Trade Vocational College, Hangzhou 310012)

Abstract The application of a communicative approach and its features are well presented in the teach-

ing procedures conceming negotiations over prices in foreign trade.

Key words communicative approach foreign trade context of situation ~demonstration



