
Unit 7 Bid and bargain

| Make proposals and counter-proposals   | Bargain for agreement   |

Objective: Make proposals and counter-proposals

Medea is a well-known pop star who recently hit the headline news
when it became known that she was ‘very friendly’ with a royal
prince. The relationship has now ended, but she wants to publish a
book telling her story. Her agent is in negotiation with a publisher
to sign a contract for the book. You are going to play the roles of
Medea’s agent and the publisher’s representative and try to reach
agreement about the advance. 

You may want to use some of the following language.

What do you have in mind?
I’d like to propose ...
I think you can do better than that.
We have to take into consideration ...
In that case, we could ...
No way! That’s out of the question!
That sounds fine. You’ve got a deal!

Student A: You are Medea’s agent, turn to page 97.
Student B: You are the publisher’s representative, turn to page 100.

Take a few minutes to prepare your role. Then hold a negotiation
with your partner. 

What amount did you agree?
Compare your deal with other pairs – who got the best deal?
Who made the first proposal? 
Was it accepted quickly?
What did you find out about the other person’s position?

Task 1
Pairs
20 minutes

Negotiating 
What conclusions can you draw from the role-play above? Think
about the following questions.

– Is it a good idea to set a target for what you want?

– Does making the first proposal put you at an advantage or a
disadvantage?

– Does it help to discuss factors other than money? Why?

– Does it help to find out more about your partner’s position? Why?

Good business practice, page 78

Bidding and bargaining
Match the functions 1–7 with the phrases a–j below that you can use
in a negotiation.  

1 Stating needs

2 Responding positively

3 Responding negatively

4 Responding without commitment

5 Giving justification

6 Generating options

7 Bargaining (conditional offers)

a It’s important for us to have 24-hour service because we work through
the night.

b Here’s another idea. We could put a penalty clause in the contract in
case of delays.

c We’ll increase our offer if you can guarantee delivery by the end of
January.

d I see what you mean. But how would that work?

e We really need delivery by the 14th.

f We could agree to that if you paid us 50 per cent up front.

g We will have to raise our price if you insist on early delivery.

h I’m afraid that could be a problem.

i What if we included service in the price? Would that help?

j We have no problem with that.

Grammar reference: Conditionals, page 95
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Analysis
10 minutes

What do you think?
Whole group
5–10 minutes

What do you say?
5 minutes
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