<Elementary> Lesson No.9

BENEEE & Dffit&3S% / Price Negotiation with B2B Clients

0. Greetings & Ice-break (2min.) | R X EA

0-1 Greetings

Let's practice a short small talk that you can use to greet a business partner and start building a good relationship.

B DFE ERNB T EDRAN- b F—CERERERTOHOEVRE-IL =TI ZREBLTHIL & 5o

[Tips / REED E > ]
* Can you hear me clearly?
ADEIFTVTICEACZETH?
* How's your day going so far?
SHIGEAB—BEHTLED?
* Talk about one small topic (Work, Weather, News, Hometown, Sports event, etc.)

BOGEBEICOVWTELEL LS (R XK. 22—, H#jn. RIR-VYARY FRY)

0-2 Introduction

In today’s lesson, we'll learn about the following situation. Have you ever experienced something similar?
AKHOL Y RAYTIEUATDELE OSBRI F2aI—3 VIcDVWTRUVEY, AFROIFaI—>arazRB LIl ehH
DERIH?

- If you have experience, please tell us what it was like, what was difficult, or what you learned.




BEADNIE. CABRBIE 2T LD ST ERPRARILREZBI TR,
- If you don't have experience, try to imagine yourself handling that situation in English.

What do you think would be challenging?

BERHARITNIE. RETEOKRRICHIELTWBRECAZEBRLTHEL LD, CABEHEELESTIN?
Situation/ > Fa2TIT—> 3>
Request from client for breakdown of quote price.

7472 bEXRICEREMEZEHHAY 5%5H

1. Read (2 min) | B! % 2.3%

Let's read the following key sentences aloud!

TEEDOXEPHEZIERICEHRLEL LS !

1-1 Basic phrases

1. We reviewed all cost factors... (§RTOIARNERZREBELT..)

. Let me explain our cost structure... (X FEEICDWVWTEBHAIE T ZEL..)
. We reduced material costs by... (#¥l&% . BIBL & L7)

. We optimized our manufacturing process... (ME7Ot€ X =xm@EbLEL7..)
. We minimized development costs... (FARE&Zmx/IMELELT..)

. After your approval... (Z#&...)

. We are committed to building... (.DERICENTHROHEAET)

~N o0 0 WN

1-2 Essential words

1. reduce (HIiE9 3)

2. explain (§iFB9 %)

. approval (#&3R)

. continue (#t#td %)

. competitive (BiFEHIDH3)
. quality (&)

o 01 bW



7 . management ({2 )

8. process (FOtX)

9. committed (21 TEDHET)

1 0. partnership (/N—kF—2 v )

2. Try (3 min) | O—JILFL A#&H
Let's practice the role-play.

O—ILT7LADFEBELELLD !

Situation / > F a1 I —3 3> (Reference again)

Request from client for breakdown of quote price.

73472 bERICBREMEZ5HAY 55%5HE

@ [Teacher / Procurement Manager] :
Thank you for coming today. | received your email about the revised quotation with a 7% price reduction.
(KBIEFEBELWEEHONRESTTVET, 7%DMEEIRZZSCRBD DBEDA—ILZZITED £ L1,)
& [Student/ Sales Representative] :
Thank you for your time. We reviewed all cost factors and managed to reduce the price by 7%. This represents our
maximum effort to meet your budget requirements.
(BREZWEEEHDNRLSTETVET, IRTOORMNERZREL. 7%DEEEIRZRFLE L. TNl
HHEDOFEEGZ BT LODRAROENZRLTVET,)

an [Teacher / Procurement Manager] :
| understand your efforts, but we were hoping for a 10% reduction. Can you explain why 7% is your limit?

(It DENIFERL TV RTH 10%DHRZHFHEL TV R LT BETRHARAGONHRAL TVLLIFET
h?)

a [Student/ Sales Representative] :




Let me explain our cost structure. First, we reduced material costs by 4%. Second, we optimized our manufacturing
process for 2% savings. Third, we minimized development costs by 1%. Unfortunately, further reduction would affect
product quality.

(AR MBEICOVTEHRESETIET WV B—IS. MHBZ4%HIRLE LT, FIS. RETOERZ&RBLL
T2%DEHZRRLE LT, B=IC. ARBZ1%R/IMEL X LT, BREBHNS5. CUEDOHIREIZREAmmEBICRE
LFET)

an [Teacher / Procurement Manager] :
| appreciate the detailed breakdown. While it's not the 10% we requested, | think our management might approve
this proposal.

GHABARRZHDHAESTTVET, BERLE10%TIEHD FEAN. BEFBNCDIRRZER T 2HEMNH S
EBVETD)

a [Student/ Sales Representative] :
Thank you for considering our proposal. After your approval, we will continue to work on competitive material
sourcing and cost optimization for future projects. We are committed to building a long-term partnership with your
company.

REZIBHVLEESHONESTTVET, CAFERD. HROTOD 7 MIMITTHRFNIDODH D MHEFIEL
R bRBE{EICHks L TRD AT, it ORANAGN—FF—2y TEERIC2ATROEAET,)

an [Teacher / Procurement Manager] :
That's exactly what we want to hear. Your commitment to continuous improvement gives us confidence in this
partnership.

(ENCZRLBDPEES D > EETY, MENREANOHHEOII Y XY D CON— b F—2 v TADIE
FzE5XTINET)

3.Use (4min) | O—IJLFL A & EiE (ZTEHEET)




Let's perform the role-play and fill in the blanks by translating the Japanese into English!
ZERMOBAXRFBZREBICRRLAED S, O—IILTLAZRELTHFELELD !
Situation / > F a1 I —3< 3>~ (Reference again)

Request from client for breakdown of quote price.

75472 bERICBREMEZ5HAY 55%5H

Show Read part

i [Teacher / Procurement I\/Ianager] :

Thank you for coming today. | received your email about the revised quotation with a 7% price reduction.

& [Student/ Sales Representative] :

Thank you for your time. We reviewed all cost factors and managed to [HIi# T 3] the price by 7%. This represents our

maximum effort to meet your budget requirements.

an [Teacher / Procurement Manager] :

| understand your efforts, but we were hoping for a 10% reduction. Can you explain why 7% is your limit?

& [Student/ Sales Representative] :

Let me [§BB Y B] our cost structure. First, we reduced material costs by 4%. Second, we optimized our manufacturing
[Z’O+ X] for 2% savings. Third, we minimized development costs by 1%. Unfortunately, further reduction would

affect product [@E].

@ [Teacher/ Procurement Manager] :

| appreciate the detailed breakdown. While it's not the 10% we requested, | think our management might approve
this proposal.

& [Student/ Sales Representative] :

Thank you for considering our proposal. After your [#&3], we will [###t9 3] to work on [FEF /1D 3 B] material
sourcing and cost optimization for future projects. We are [£77TEXD #BL] to building a long-term [/X— kF—2v




71 with your company.

@ [Teacher/ Procurement Manager] :
That's exactly what we want to hear. Your commitment to continuous improvement gives us confidence in this

partnership.

4. Challenge (7 min)_| [SHAXEH

Let's perform the role-play and fill in the blanks by translating the Japanese into English!
ZEBMOBAXRFBZREBICRRLED S, O—ILTLAZRELTHFLELD !

*Let's practice this part repeatedly until we can speak it smoothly.

CON—BMERL=RICRE—F VT TEBDLIICHZETHEODRLFEBLEL £ 5,

Situation / ~F 21T —> 3> (Reference again)

Request from client for breakdown of quote price.

77472 b ERICBREMEZE5HAY 55%5HE

Show Try part

an [Teacher / Procurement Manager] :

Thank you for coming today. | received your email about the revised quotation with a 7% price reduction.

a [Student/ Sales Representative] :
Thank you for your time. [§RTOD IR FERZRE L. 7%DMi&HEIR%ZEIRE L £ L7=.] This represents our

maximum effort to meet your budget requirements.

an [Teacher/ Procurement Manager] :

| understand your efforts, but we were hoping for a 10% reduction. Can you explain why 7% is your limit?




& [Student/ Sales Representative] :

[OAX FEEICDWTEBE T TL 72 & L\, ] First, we reduced material costs by 4%. Second, [BS& 70Ot X & &xiE L L
T2%DENIIZEIR L £ L 7co] Third, we minimized development costs by 1%. Unfortunately, further reduction would
affect product quality.

an [Teacher / Procurement Manager] :

| appreciate the detailed breakdown. While it's not the 10% we requested, | think our management might approve

this proposal.

a [Student/ Sales Representative] :
Thank you for considering our proposal. [CE&ED. HROTOD 0 MIAT THEFNOHZMEEZEL IX MR
B Ik L TEXYD #EA £ 9] We are committed to building a long-term partnership with your company.

an [Teacher / Procurement Manager] :

That's exactly what we want to hear. Your commitment to continuous improvement gives us confidence in this

partnership.

5. Real-world application (5 min) | EFRIGH

Let's role-play with the phrases and flow we learned today. If you can, imagine your real job—it makes practice more

effective.
AHFEZBLEEEBYIL—X, 2o E=BVWHLANS. O—IIL LA TERICGELTHEL & 5. AIEET
HNIEX. BEEOEFZEIRLAENSFET EHENTT,

Situation/ > FaI—>3 >

You are presenting a revised quotation to a client after price negotiations. The client requested a 10% price reduction,
but you can only offer 7% while maintaining quality standards.

MAEITHRICT ZA1 T2 MEERBDDZIRTIBIHBE T, 7 717> MMI10%DMEHIRZ ZEK L & L7h
mEREEZHIF LAY SRETESDIZ7T%DA T,




an [Teacher / Procurement Manager] :

| see you've worked hard on the revised quotation. Can you walk me through your cost reduction approach?
(EERBRE D ICESICIRDEIENIONDND T, TR MIROT FO-FICOVWTHBALTWRRITEY
mn?)

& [Student/ Your Role] :

(Free Speaking based on today's lesson)

Hints/ E> b

1. Present the cost reduction results (dX MHIEHERZRTT D)

2 . Explain the detailed cost breakdown (G¥#liZx 21X FNERZ AT 3)

3. Express commitment to future improvements (f¥RDBMEANDELD #iAZRAT 3)

4 . Empbhasize long-term partnership value (REARVG/N— bk F—2w FOEEZRFAT )

6. Wrap-up (2 min)_| LY XV DIERDHIRD

Let's review today's lesson with your teacher!

SHOL Y AVICDOWTHEBEMEIRDIR>TAHELLD !

6-1 Comments from student
* Good points / RM o7& 3 « EFKTEREIA
* Things to work on / §#&s&{LL7cLWE T3

6-2 Feedback from teacher

+ Good points / B o 7c &

* Things to work on / §1&D5&1LRA >
* What to review / 8E R > k




*6-3 Questions from student (if any)

A
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