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1. Free Samples — Most humans feel uncomfortable taking something without giving
something in return, and the grocery stores know this.

FREE SAM?_L_ES!

2.Textured, Rubber Mats (T FAHIERB:4) ~These rubber mats are there to slow you
down.

3. Big Shopping Carts — Does it seem like supermarket carts are getting bigger? How often
have you thought, the cart is full - time to go!

4. Farmers Market Chalkboards (E#2) — It seems like a farmer may have scrawled (F
) the price tag during the morning delivery —and this personal connection may
encourage you to buy.

5. Slow Music — Dreamy music puts you in a good mood and makes you walk slower. The
longer you linger in the supermarket, the more items you will buy.

&

-

6. End Caps — It’s hard not to notice the big, loud displays on the end of each aisle. You
probably assume these items are on sale or new.

7. Lines at Check Stands —Supermarkets know that the longer you hang out near the
overpriced(FR/13 #9) candy, gum, drinks and magazines — the more likely you are to buy
something.

> BORSPAEERATEE, 10N B DENRIRZI e
TSRS, A E T SR

3) HIRAT H i RRE 2L 1
FAetH I3 AR HAl s 5.

Sales strategies
1. Free Samples

2.Textured, rubber
mats

3. Big shopping
carts

4. Farmers Market

Chalkboards

6. End Caps

7. Lines at Check

Stands
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W)
Use of virtual bulletin boards

http://linoit.com/users/huzhenzhen/canvases/sales%20te
chniques

shopping carts are
getting bigger

Time limited offer  "“sic,
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3. (HEGEH) #bf warming up (p.76)

Look at the pictures and try to answer the questions:
»  Decide which of the following techniques attracts
you most. Why?

| 20%O0ff!
Coupon

B

A BRI LA RS JLA 5 T
SCHLH A5

1) AR a8 7 X piec,
Hig. (e.g)

Coupon, free samples, etc.
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> AR Tr
(Competitive price)

Sunshine promises to match any

competitor's offer

> THBRE R N7k
(Price comparison)
Look in other stores before we

get anything

5. (E#%i%H) ##f Reading and Vocabulary 53¢,
Read the passage about sales techniques (p.78)

Pedagogical Stages

Stage one: Brainstorming
» Teacher writes down the key phrases (sales
techniques; ways to resist buying), and divides the

whole class into group A and B.

&L ‘ eg.:

_frecs(rnples ) [ ] ‘ \__shopping list 7‘

ways to resist

/ techni‘que \ / buying \
U \ \ ‘

» One group writes down the related words of sales
techniques, and another group is responsible for

writing the ways to resist buying correspondingly.
Stage two: Word Attack Activity
Stage three: Text Learning

»  Jigsaw activity: the teacher divides the passage
into two parts.

A BB AT BLI BT LA T T
SCHLH A5

1) 5 STRH SR T A 1] VM R T
Rik.

Words and expressions
persuade  resist discount
convince  purchase additional
time-limited offers

stick to

pass up this deal

in advance

deserve a reward

tricky
efficient

2) TR B AR 25




PP | Tocinines
. Time-limited offers, sales and
discounts
Candies and magazines at the
checkout counter
_ Big stores
o

Cparcs | Repomss
_ Stick to your list

Give yourself a different
reward

_ Get more efficient

student B reads Part 2.
reading by turns.

which techniques.

parts.

6. (Cgmiti)
M

Project Questionnaire for cellphone buying (p.83)

JRYRE -

Project

1 Work in groups of four. J

z what influences their buying decisions of cellphones with the following

( Each member of the group surveys 4 students (2 boys and 2 girls) on
k questionnaire.

QUESTIONNAIRE FOR CELLPHONE BUYING

1. Gender

O Male O Female
2. Expected price

O Less than ¥1000 O ¥1000 — ¥3000 O More than ¥3000
3. What else do you care about most when buying a cellphone?

O Brand

O Physical appearance (e.g. size, colour)

O Core technical feature

O After-sales service
4. Where do you usually buy a cellphone?

O A specialty shop O An electronics store O On the Internet
5. Which sales techniques are you most interested in?

O Discounts

O Free phone cards or other accessories

O Free phones with a fixed amount of money credited to the phone

( Write a short report about your survey results based on the following
3 questions:
© Which factor do boys and girls care about most when buying phones? |
> Where do boys and girls usually buy their phones? ‘

Which sales technique works best on boys and girls?

83

»  Students work in pairs. Student A reads Part 1 and

»  Student A and B repeat the key information of the

»  Student A and B discuss which responses match

Stage four: explanation and translation of difficult
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G YSE
Project
»  Work in groups of four.

»  Choose one or two of the following online
shopping websites you are interested in.
A. https://www.taobao.com/

B. https://www.amazon.co.uk/

C. https://www.walmart.com/

D. http://www.ebay.co.uk/

E. https://www.jd.com/

»  Find out as many sales techniques as possible on
the shopping websites.
E.g. sales techniques on ebay.com
Buy 1, Get 1 AT 10% OFF

BBUY 1, GET 1 AT 10% OFF (add 2 to basket)

Nike Unisex A

® 1soldinlasthc

Condition

g Size

— Colour.

Quantity.

»  Make a 3-minute group presentation.
Tips: your presentation should include the following
points.

1) One specific sales technique

2) How to respond to the technique

3) Related pictures

HEHR—
VWA SR>+ AR ) 352

SB—: £33 (Vocabulary + Translation + Writing)

7. (CHBIERD
¥+ Reading and vocabulary 5 3E iR 2k > # (p.80)

#(# My Progress Check 2k ~]#l Vocabulary and
Structure P4 /% Translation (p.86)

3 FHA L) S A

1) A AR, B2
FH IR R R VAR IS o

2) FRECE ATV ST 15
NJE LIS S R EN T




8. (Mtdmik A
F/&N: #AH Reading and writing Z: X (p.86)

Read the paragraph and complete the following tasks.

It is one of the most obvious and tricky techniques. When a store
uses this technique, you often get excited. Suddenly, you’re convincing
vourself that passing up this deal would be a mistake you’ll regret for
the rest of your life.

1. Translate the underlined sentence into Chinese.
2. Write down your understanding of the italicized part in about 80
words.

A -

Read the paragraph and complete the following tasks.

It is one of the most obvious and tricky techniques. When a store uses
this technique, you often get excited. Suddenly, you’re convincing yourself
that passing up this deal would be a mistake you’ll regret for the rest of
your life.

1. Choose the best Chinese translation of the underlined sentence. ( B)

A iEECHE, SIXIEE S B A TR .
B. MREVURE C: ST XARIHIRE R, KatEt.
C. HOMHCHE, XRXARNKIEREEE—ET.

2. Describe a time when you or your friend passed up a good deal.
You should say:
1) What deal it was
2) Where and when it happened
3) Who were there
4) And how you felt about this experience.

SR’

A [ 132
9. (T )2 b BHR

> WRAEM B

B3 JF 3L 7 Sneaky Supermarket Marketing Strategies
to Stop Falling For

http://www.organicauthority.com/7-sneaky-supermark

et-marketing-strategies-to-stop-falling-for/

> URJE 2B T R S $E R Siren Song

Did you know the story of Siren Song ?

The sirens were a group of partly human female creatures that
lured sailors onto destructive rocks with their singing. Odysseus
and his men encountered the sirens on their long journey home
from Troy. The only way to sail by them safely was to make oneself
deaf to their enchanting song, so Odysseus packed the men's ears
with wax, while he himself, ever curious, kept his ears open but had
himself tied to the mast to keep from flinging himself into the water
or steering his ship toward sure destruction in his desire to see
them. A siren today is a sinister but almost irresistible woman. A
siren song, however, may be any appeal that lures a person to act
against his or her better judgment.
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2. (HEEEEM) % Listening and Speaking 25—
Wr J3%4 %l Listen to the dialogue about buying a used
car. (p.76-77)

3. (B9 B S2520)

> A% B

SN — HAT PR AT I TR) D9 — 231D
http://v.youku.com/v_show/id_XMjcONzcOMDIzMg=-=.

htm|?spm=a2h3j.8428770.3416059.1
WA —RER AR M B IH  2 1)
JESTAAT T B o

A BRI LA RS JLA 5 T
SCHLH A5

D AR H MR

2) A S5 AN B
e.g. the sympathy card

price comparison

pretend to leave

3) AR MANNE, HEIREIYL
Py A R TEVE BE 1) B o

A BOPRERT BU RS T T SE 3
H A5

ey R & 1 b 51
W, AJTIESEEA.

1453 R T UM BLF 7 T 92
91 Fi:
1) PHAR A A

E.g.
Would you take S.. for this?

a fixed price

I don’s think anybody would pay more than $.. for this.
the package deal

best seller

How about I offer you $..2

I make my final offer $..?
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2. (EIZIEAD
(M Listening and Speaking
S BT IR R

Listen to the dialogue about buying a used car.
(p.76-77)

BERFES] (BRIRED

A BB AT BLI BT LA T T
SCHLH A5
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2) ST BRECTFIRI = KK SE:
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0-9: IS,

10-99: HEtr “-teen” Fl “-ty”,
100-00: B 3758 SCH 7 L = A1 8
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Million Hundred

1

1, 323, 889, 211

Billion Thousand
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3. (GEINIEES B9k > 8D
> A% AtamE
Scenario:

Han Meimei, an international student who is new in
Los Angeles, is planning to buy a used car. But she is not
sure how to bargain in English. Can you help her to...

1) say big numbers correctly;

|2) understand big numbers correctly;
|3) learn some useful bargaining sentence structures.

BRI K —FREE

HEBIR=

wWE: WEHA

4. (BME L)
VBB W
Let’s have a dictation

»  Work in pairs. One student reads the numbers and

another writes down the answers. Please exchange

roles.

Practice: prices

1) I make my final offer ¥ 10.5 for the lovely T-shirt.
2) Would you take ¥ 1,230 for this computer?

3) Idon’t think anybody would pay more than ¥ 81,900
for this used car.

4) I'll give you a special offer ¥ 329,990 for the annual
rent in this business center.

5) How about I offer you ¥ 1,200,000 for the house?

EE: FAEERRSEIN, EE 105 XY
NSRRI KON point.

1755 1 JL A LA B 2
5L H b

D BAFCRETRIE

2) it % 7.
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1. (173 3% ) 26 1 B

> HECFHEAM

https://www.gumtree.com/

http://www.vestiairecollective.com/

> BIREARLE VR AT N TR A Y 3 ] 2 )
8

What are the basic elements of a “for sale” ad?

E.g. the brand of the item, the condition (very

good, good, fair) etc.

#H=H
W SEHBSR+SEHEE

2. (E¥zikH) #b1 practical reading 14 3C
Read the “for sale” ad and pay attention to the
information about the bike. (p.81)

A BB AT BLI BT LA T T
SCHLH A5

1) WENEAER T SRR

2) FRE AT ORI,

A5 AR N .

ket

The basic writing patterns and
elements of the “for sale”

advertisement genre.

S FH ) 5+ ) 5

A BB AT BLI BT LA T T
SCHLH A5

D iEFERA XK, MEif,
GIECOR

2) ZFTHEMEASCRRE

3) ZFTEMNREANE

3. (gt D
#Ht practical reading [5] 132RR

JRREA

2 Read again and discuss what information a “for sale” ad must include.

[] the item for sale [] brand [ features of the item
[ price [1 original price 1 condition
[J photo [] address of the seller [ name of the seller

[ job of the seller [ contact information [] reason for selling

BEYSE

1 A FBUE A -

CFEEANE

4G SR AL A

JR BRIk Y a “for sale”
ad MUST include, fH_FJ 7
P25 L flexible, Bk T RH
FRAL TR B A6, A HAh Ty
[ 115 B AT B AR 72

R HSCA a “for sale” ad MAY
include, VA 24 AT 3G AN A A5
B, s —4ER QR.
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Read again and discuss what information a “for sale”
ad MAY include.

[ the item for sale

brand

features of the item price

[

)

original price

)

condition

)

photo

)

address of the seller

)

name of the seller

)

job of the seller

)

contact information

)

reason for selling

Can you add other information of a used ad?

My QR Code %

4. (HEEH) #bf Practical Writing (p.82)

W SAEE

1 FHA U J 5 -

D B ZFEHREANR.

2) Joint construction of the text

A SRR B T .

5. (A mMZ>D)
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> e,
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> WREES FHEBESRINE;

> NSRS R R R AR E T
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1) S EHAE
Teaching-Learning Cycle
(Hyland, 2004, p.129)

5. L
Linking Developing the
v related texts context ~
4. 7 G2
Independent / . Modeling and
construction deconstructing
of the text - . the text
L3,
g Joint
/ construction
of the text

Independent construction of the
text & %H4E T EBEERRK
B, PR AL AIE, M
LR
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7. WD
PRJG ZEMR %12 :  The Advertising Concept Book.

T ok ] N ! o
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Advertising A
|
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|
s Think Now,
s, Design Later
06 campaigns
Thames & Hudson

2) B M.
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H A5

CREART 5 BB L A — DR R R ) | RS ek

Teaching-Learning Cycle
(Hyland, 2004, p.129)

s. 1

Linking Developing the
\ related texts context -

4 7 G 2
Independent / \ Modeling and
construction ) deconstructing

of the text ) . the text
/7 3.
Joint

construction
of the text

Linking related texts 4 f& 2% 4= X
B BCTHIRX AN R S5 1R A
K0 R T o

= M REAHPBEMRERERRR
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RAEFF R JRA
Grammar for use (p.80) BloAZER HE R R (6 PRI, HEAVIEF O, % EEN
WRE H A=Y .
>  fEAH U reading and vocabulary LA & practical reading B
TH R EPIRTE A o

> http://www.yingyu.com/e/20140708/53bb8de3dalc8.shtml
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My Progress Check WNEAM ETE R, SARBICFEECBMEAKR, HE5H
Listening Comprehension (p.85) HFr IR, FrbAAR{EH .

Around the world (p.84) PRIyt 2 HE R (6 PRI D, BB TtAH 2 F0 B 12 BE A A, AF:
R A A2 B RHE T

3. REHERR R

(Classroom Teaching)

REFERIATRERT “HBEEVMPERTE T, HEREE - FENAAHE".

4. FFEVHT

(Teaching Assessment)

1. What's the lowest price of the house the man can offer to the woman?
A. $1,660,000

B. $1,550,000

C. $1,300,000

D. $1,616,000

Key: D

2. The woman mentions another house to

A. show that she has seen a lot of houses.

B. suggest that the house on Green Street is expensive.

C. imply that the location of a house is important.

D. complain that the house price in this city has increased a lot.
Key: B
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