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Learning Objectives )

ﬁfter studying this unit, students will be able to... \
1. list the useful vocabulary and expressions into their own

words.

2. compare the informal and diplomatic language while
presenting their ideas and opinions.

3. analyze and take note group discussion by taking note
systematically.

4. create role play script and do a role play creatively.
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disruption

proposal
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diplomatic productivity




designate ongoing
relationship

counter proposal
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Vocabulary and phrases

] team

1 organization
Q client A
4 contract

g proEosal Qto agree
customer Qto delay the start date
4 project leader :
3 broiect A 4 to do research
project management 3 to move from one project to another
5 1 to postpone a project
¢ 0 torecognize the team to see through

1 to take a contract on o
 to work with someone B
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Making proposal

In negotiation when someone doesn't agree with
the suggestion and they put an alternative forward
instead “what is it called?” “what sort of

language can soften and a negative Building
: 2t Trusting
reaction” Relationships

At the proposal stage of negotiation,
the things to deal with;
Zreacting to counter proposal,

g using diplomatic languages
to soften the mood and tone of your
communication.
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Making proposal: 1

O My proposalis to... ////

O Myideais that... >

Q I like to proposethat ... . 7 2
O My suggestion is... \\\(//

e

7 ( Accepting proposal:
- 4 I think that meets our requirements...
- U That sounds acceptable!
e U That sounds reasonable!
- U [ can acceptthat ...
7 - U Fine!




Useful phrases

Offering counter proposal:

Q Instead of ...how about....
 Rather than we might be able to...
d Could...instead ?

Rejecting proposal:

U Sorry but I'm not really sure about that...
 That's not what we had in mind

4 I'm afraid I'm not convinced by that...

4 I'm afraid | have some restoration about that..

1 Perhaps a better the idea would beto ...
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Unit summary

Making proposal
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vSE THE PHRASE:

“THAT s MOT GooD
Elou6H -

(This was made famous by Henry
Kissinger)

When you use a competitive
approach to negotiation, you
tend to be assertive, demanding,
and threatening. You will try your
best to subdue and overpower
the other side to accept your
proposals and demands. You
seek to win even when this
entails cost to the other party

(o)

Using a collaborative approach
to negotiate, you will invest all
your efforts in exploring options
with your counterparts, seeking
common ground and shared
interests. You aim to end the

negotiation process with win-win
results
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Making proposal

Using a compromising strategy
to negotiate a deal, you tend to
give up easily on your initial
% HOT WP e ce THE PHRASE. demandsand accept some of the
"EE%@DEW@T 60oD demands of your counterpart.
i (s i The outcome of negotiationin

¥ furHorLTy such casesis a compromise

g s solution, in which both parties

e e i will lose, compared to what they
hoped to achieve in the process.




Exercises

1. Complete the sentences with suitable expressions

1. I'd like to propose that ....
2. My colleagues and | suggest....

3. We propose having consider your proposal, my boss suggests....

4. Lasttime we met we proposed that...

2. Make these sentences more diplomatic @

1. that's out of the question.

2. | can acceptcan't accept that..

3. That's not good enough :
4, That's far too expensive ®
5. Your deliver times are extremely slow

V6



Thank you




