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https:/ / pixabay.com/en/drill-milling-milling-machine-444493 /

1 example negotiation
~ Innovation

= Supplier finds that
he can manufacture
a part at 5% less
weight. (= saving
for customer)

= Tooling will have to
be redesigned (=
cost).

= Who will cover the
initial cost of this
innovation?



https:/ / pixabay.com/en/industry-craft-workers-glass-blower-385489 /

An example negotiation
1on-compliance

Purchaser finds that
supplier is not in
compliance with
previously agreed
standards regarding
management of
workforce (working
hours, paid overtime
etc).

Supplier claims that
there is no other way
to meet the
requirements.

Purchaser has no
time to find a new
supplier.



https:/ / pixabay.com/en/ car-keys-auto-key-start-vehicle-1234786 /

nple negotiation -
mistake

@ Supplier signs a
contract to deliver
parts by a certain
deadline.

@ Supplier then finds
that a mistake was
made in the
planning and that
meeting this
deadline will not
be possible.
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Recipe book
approach

Devise

~ rough plan

Modity plan | Derive needs from

teaching -learning
process

Experienced cook course design process
Waters 1997: 85-86



Needs Analysis - multi-source
Feedback




EX p -l @ t a t i 9) )= Refresher training

Different cultural influences
and behaviours in
negotiations

How to deal with problems
when the negotiation gets

Business vocabulary and
typical expressions and
phrases



uage content

International
Negotiations

Handling breakdowns
. Closing the deal
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- Learn from other participants in group



urse content - flexible

Speed Dating Activity

You have five Minutes to:

* introduce yourself and yq Warm-up l /

ON

Discussions

Feedback and reflection

* In groups, Summarise th
one sheet of flip chart p

* Discuss what you foun
and why

e day’s activities on
aper.

d most / least useful

Language
work

* Present your findings to the class

Feedback



Asrecent negotiation (warm

1 went well /badly because ...

| 1 arned that ...



Anecdote circles

stories and experiences

——



Choose a theme (eg a
recent meeting with a
sub-supplier)

Ask open question
using emotion words
(eg Can you give us
examples of feeling

really happy or really
disappointed in this
meeting?)

Keep a low profile and
don’t interrupt or pass
comments. You are
facilitating, not teaching.




Role-play - topics for

discussion

To: Supplier
From: XYZ

Proposed topics for discussion at our meeting:

1 Discussion around increasing business
challenges

2 Review of quality issues over recent months
3 Agreed reduced pricing for next year

4 Future opportunities and potential for higher
volumes

O’Brien 2013: 207



AY TWO

use the flip chart to summarise

yuld you change, if anything?
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https:/ /pixabay.com/en/autos-technology-vw-214033 /

* Learners are a key source of input
he business world
« ESP is about understanding and
« ESP often seen as the language working with the learners’ specific
of a profession (eg engineering) contexts



= LA

TEACHING THE LANGUAGE
OF NEGOTIATIONS -
CHALLENGES AND
COMPROMISES

Evan Frendo

www.edb.de



