Практичне заняття №   
з предмета «Іноземна мова (за професійним спрямуванням)»
	Тема
	  Negotiations. Making travel arrangements.

	Мета заняття
	Формування навичок міжкультурної комунікації. Володіння лексичним  мінімум за темою, ознайомлення з вимогами проведення переговорів.

	Матеріально-технічне забезпечення та дидактичні засоби, ТЗН

	Підручник, словник, список лексичного мінімуму за темою ,практичні завдання.


Час – 2 академічні  години
Час – 80 хвилин
                        План проведення практичного заняття
	Структура заняття
	Відведений час
	Методичні вказівки

	1 Організаційна частина
	5
	Привітання, визначення присутності студентів на занятті

	2 Повідомлення теми, формулювання мети та основних завдань
	5
	Вступне зауваження, мотивацію актуальності теми практичного заняття, формулювання мети, контроль вихідного рівня знань студентів 

	3 Основна частина
	60
	Включає в себе: ознайомлення з основними теоретичними положеннями; самостійне виконання студентами завдань практичної роботи; поточний контроль виконання роботи, консультативна робота.

	4 Заключна частина
  Домашнє завдання:   (відповідно до робочої програми) 
	10
	Включає в себе: підведення підсумків, узагальнення матеріалу; видача завдання для самостійної роботи.
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Інструкційна картка
для проведення практичного заняття № 

Тема заняття:  Negotiations. Making travel arrangements..
Робоче місце: аудиторія № 302
Тривалість заняття: 80 хвилин
Мета проведення заняття: Формування навичок міжкультурної комунікації. Володіння лексичним  мінімум за темою, ознайомлення з вимогами проведення переговорів.
Матеріально-технічне оснащення робочого місця: Підручник, словник, список лексичного мінімуму за темою , практичні завдання 
Зміст і послідовність виконання завдань:
Перевірка виконання домашнього завдання; 
Ознайомлення з лексичним  мінімум за темою, з вимогами проведення переговорів.
Виконання практичних завдань . 
 Матеріально-технічне оснащення робочого місця: підручник, список лексичного мінімуму за темою, опорний конспект..
Методичні рекомендації щодо виконання й оформлення: практична робота студентів є невід’ємною складовою вивчення навчального предмета. Практичні завдання допомагають оволодіти знаннями, вміннями та навичками необхідними для  формування та розвитку ділової комунікації..
Після виконаної практичної роботи студент повинен:
        Знати: Лексичний мінімум за темою заняття. Вимоги. проведення переговорів.
.
           
Уміти: Вести диалог під  час проведення переговорів.
.
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І Привітання, перекличка за журналом, визначення чергових

ІІ Оголошення теми і мети заняття
Тема заняття: Negotiations. Making travel arrangements...
Мета заняття: : Формування навичок міжкультурної комунікації. Володіння лексичним  мінімум за темою, ознайомлення з вимогами проведення переговорів.

        ІІІ Процесуально-діяльнісний етап заняття

1. Negotiations
Get ready!
1.Before you read the passage, talk about these questions.
1 - How can negotiations help or harm a business?
2 - What are some qualities of a good negotiator?
Your working life is full of negotiations You don't just negotiate with other companies. You negotiate whenever there are two parties with different needs. And even though everyone involved wants to find a compromise that is mutually acceptable, many people dislike negotiating because of the conflicting interests.
But negotiations need not be confrontational. Don't try to win a negotiation. If you treat it as a contest, you will create a hostile atmosphere. Respect the other person and try to understand his or her needs. This way. you can create a spirit of cooperation.
Sometimes, the other party may reject your suggestions, and you need to anticipate this. A negotiation is a tradeoff, and sometimes you will need to back down. So prepare alternative options in case your preferred solution is unacceptable. Finally, don't negotiate if you are tired or stressed. You will never close the deal when negotiations are too intense. Reschedule to another time.

Reading
2.Listen and read the article in the business magazine. Then, mark the following statements as true (T) or false (F). When should you not negotiate?
1 - A good negotiator wins each part of a negotiation.
2 - Successful negotiations do not always end with ideal outcomes.
3 - Changing negotiation times can help people compromise.

Vocabulary
3. Choose the word that is closest in meaning to the underlined part.
1. Just stop demanding what you want.
A anticipate          B back down          C close the deal
2. The parties are very eager to argue with each other.
A intense          B mutually acceptable          C confrontational
3. Mr. Brown will offer a deal, so try to think about it beforehand
A anticipate it          B close the deal          C negotiate
4. Try to discuss and change the contract terms.
A close the deal          B anticipate          C negotiate
5. Give up something in order to get something more important if you have to.
A trade-off          B party          C interest

Listening
4. Listen to a conversation between two employees. Then answer the questions.
1	What can you infer about the woman?
A She has not negotiated before.
B She will not accept the current prices.
C She has offered several trade-offs.
D She did not anticipate higher prices.
2	What compromise does the man suggest?
A purchasing the paper at full price
B allowing the suppliers to delay delivery
C buying a large amount of paper at once
D paying a portion of the transportation costs

5. Listen again and complete the conversation.
M: How is the negotiation with the paper suppliers going?
W: It's intense. They won't drop their prices.
M: Well, we 1 __________ that. Their transportation costs are much higher these days.
W: But if they don't 2 __________ __________, we'll never close the deal.
M: Have you offered a 3 __________ ?
W: Not yet. I can't think of anything that we can give up.
M: Think of it from their point of view. They can't lower their prices because of
transportation costs.
W: Exactly.
M: So what if we offer to 4 _____ _____ _____ _____ of paper at once?
W: How would that help us?
M: They'll only have to deliver it once, which will 5 __________ on their transportation costs.






Speaking
6. With a partner, act out the roles below, based on the dialogue from Task 5. Then switch roles.
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2.Making travel arrangements
Get ready!
1. Before you read the passage, talk about these questions.
1 Do you think the Internet will make business travel unnecessary? Why or why not?
2 What are the benefits and challenges of business travel?

I am pleased to confirm your itinerary for your trip from Sydney to London.
I have booked you on a business class flight SQ174 from Sydney Airport to London Heathrow. Departure is at 8:05 am on August 19th. This includes a 19-hour layover in Singapore.
I arranged accommodations at the Singapore Orchid Hotel, which has a wide range of luxury amenities. You will arrive at London Heathrow at 3:55 pm on August 20th. Your e-ticket is attached to this mail. On arrival at Heathrow you can reach the center of London either by train or coach. First class train fares start at £26. Alternatively you can rent a car at the airport. Please let me know your preference so I can make the necessary reservations. Thank you once again for choosing Merit Travel. If you have any other queries, please do not hesitate to get in touch.
	Jana lemon
	Merit Travel

Reading
2. Listen and read the email message from a travel agency. Then, choose the correct answers. What should Mr. Tyler dc if he has any queries?
1	Which of the following is NOT on Mr. Tyler's itinerary?
	A a layover in Singapore
	B a flight from Sydney to London
	C accommodations in a luxury hotel
	D a coach ticket to central London
2	What is the main idea of the passage?
	A the details of an upcoming trip
B a description of destination options
C the estimated cost of a vacation
D services provided by a travel agency
3	What is included whith the email?
	A a flight ticket
B a hotel booking form
C a train schedule
D a list of car rental agencies

3. Fill in the blanks with the correct words and phrases from the word bank.
	rent   first   class   fare   arrival   amenities
1 Businesspeople fly __________ because it is more comfortable.
2 The train __________from this city to the capital is very expensive.
3 The hotel has several __________, such as a swimming pool.
4 Upon __________, passengers should go to baggage claim.
5 Carol will __________ a car while she is on business in New York.

Listening
4.Listen to a conversation between a travel agent and a businessman. Check (✓) the costs that the travel agent must investigate.
1 □ business class flights to London
2 □ accommodations in Singapore
3 [bookmark: _GoBack]□ coach fares from Heathrow to London
4 □ renting a car in London
5 □ accommodations in London
5. Listen again and complete the conversation.
Agent: Oh hello Mr. Tyler. Did you receive the 1__________?
Businessman: Yes I did, thank you. But I had one or two questions. 
Agent: Sure, fire away.
Businessman: Firstly, about the 2__________in Singapore. Are the 3__________included in the price of the airline ticket?
Agent: Yes it is. It's part of the 4__________package.
Businessman: That's great. Secondly, how much are 5__________from Heathrow to the center of London?
Agent: I can find that out for you.
Businessman: That'd be great. Can you also find out the cost of 6__________a car for five days too, please?

6. With a partner, act out the roles below, based on the dialogue from Task 5. Then switch roles.
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Домашнє завдання: 
Вивчити  лексичний  мінімум за темою
Знати вимоги проведення переговорів. 
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USE LANGUAGE SUCH AS:

How is the negotiation with ...
going?

Think of it from their point of view.
How would that help us?
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Student A: Student B is having
problems with a negotiation. Give
advice about:

e anticipating problems

e offering compromise

e how to lower prices
Make up a type of supplier.

Student B: You are having trouble
negotiating with suppliers. Ask
Student A for advice.
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USE LANGUAGE SUCH AS:
Did you receive the itinerary?
| had one or two questions.
Can you also find out ...
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Student A: You received your
itinerary for a business trip. Ask
Student B about:

e cost of accommodations
e transportation options and costs
Make up a destination.

Student B: You are a travel agent.
Answer Student A's questions.





