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What we need to know about business English before
designing a course

Contexts:
Who are the users?
Where is it used (events, organizations)?
How is it used (media, channels)?
What are the purposes?

Language characteristics:
What distinguishes business English?




Contexts
International language for business communication
Medium of communication among NNS
Channels of communication: face-to-face, “old”
technologies, new technologies (ICT)

Language
Difficult to define

“... alot nearer the everyday language spoken by the

general public than many other segments of ESP”
(Pickett,1986:16)
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General English

Communication with public (mostly in L1)

Business English

Communication among businesses

Specialized language of particular business
(insurance, pharmaceuticals)
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Discourse communities

. Business genres

Communicative events
Grammar and vocabulary
Cross-cultural contexts

(Dudley-Evans & St John 1998)
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Language and discourse relate to the context
Context is defined by business relationship

Studies on how discourse Is affected by relationship
show three factors

New or old relationship
Balance of power
Cultural values and attitudes

(Charles 1996)
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Terminology in business community not clear

Mismatch between understanding words: project,
report, memo, presentation and meeting

(Barbara et al. 1996)

Validity of traditional letter categories, e.g. transmittal,
request and confirmation undermined (Bhatia 1993)

Meetings and negotiations difficult to separate

Negotiation activity takes place in many contexts:

offices, marketplaces, consultancy rooms, etc.
(Firth 1995)
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Oral
Telephoning
Socializing

Giving presentations

Participating in meetings and negotiating
Written

Corresponding

Reporting

NB: Modern technology changes written correspondence (email)
and oral communication (cell phones)
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Changes in language use

Earlier textbooks: elaborate gambits for
expressing opinions, taking turns, etc.

New language-based research points to
shorter, informal phrases
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Culture — “software of the mind” (Hofstede 1991)

Verbal and nonverbal behavior affected by
Assumptions
Beliefs
Attitudes
Norms

Language reflects culture and culture can shape
language
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English for General Business Purposes (EGBP)
Pre-experience learners
Similar to EFL but materials set in business context

Many published materials (input in text, audio, video,
CD-ROM format)

Development of four language skills + specific
vocabulary and grammar covered systematically
Macmillan Business English Program (Badger and Menzies, 1993)
Business Objectives (Hollett, 1991)
The Language of Business English (Brieger and Sweeney, 1994)
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English for Specific Business Purposes (ESBP)
Job-experienced learners
Small groups, even one-to-one

Materials: selection of published texts; written
activities stemming from learners’ business context

Deep-end approach: fluency activity, language and
skills work based on outcomes, further fluency
practice
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Evolution of language teaching influenced by
New methodologies
Technological changes

To be effective technology must
Fit methodological principles
Fit specific language needs
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Theories that informed EBP course design

Communicative language teaching:
vage o Content-based instruction

Langlee o
structi® e Integrated skills

Social constructivist theory
Socio-cultural theory of cognitive development




Socio-cultural theory of cognitive development (vygotsky 1978)

Knowledge is a social construct
Cognitive development is a result of social interaction

Cognitive change occurs within the cognitive zone of
proximal development

Learners progress from a lower to a higher level of
skills and knowledge under expert guidance or as a
result of cooperation with more capable peers




& 1

Social constructivist theory (Bruner 1966; Gergen 2001)

Knowledge is constructed by the learner
(it cannot be taught it must be learned)

Knowledge is socially constructed

Emphasis on higher cognitive skills: critical
thinking, problem solving, hypothesis
formulation, communication
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Theory of second language acquisition (Krashen 1987)

Five hypothesis:
Acquisition Is different than learning

There Is natural order of acquiring language
structures

Learning plays the role of monitor

Input Is crucial to language acquisition
Affective factors influence language learning
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Second language acquisition - theoretical framework
for communicative language teaching

Instructional principles
Realistic use of language
Communicative functions and meanings
Authentic materials
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Language activities

Based on interaction with peers and teachers,
negotiation of meanings, prediction, problem
solving (Breen & Candlin 1980)

Help develop grammatical, linguistic,

sociolinguistic and strategic competencies
(Canale & Swain 1980)

Uninterrupted by error correction, create secure
atmosphere, build confidence and motivation

Classroom instruction
Integrated skills
Thematic units
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SLA and cognitive learning theories

Development of linguistic competence through

Interaction with authentic, contextualized and,
challenging materials in a communicative, academic
context (Kasper 2000)

Scaffolding of tasks/assignments
Process of gathering, evaluating and synthesizing

Natural progress through cognitive, associative and
autonomous stages of learning (critical thinking)

Classroom Instruction
Integrated skills
Thematic units: sustained content




4 4 & &

1. Specially prepared readings, tests, and quizzes

2. Generally available resources to enrich and expand
courses
3. Computer Assisted Language Learning (CALL)
Exploration of new technologies for language teaching

Email, electronic boards, discussion forums, discussion
groups, chat programs

4. Systems for solving particular types of problems
Developed for solving or simulating real-life problems
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Used in education
1.  Augmentation aid to conventional teaching

2. Complete and integrated solutions to course
delivery (Barker 2000)

Inspire, a Web-based negotiation support system

Adopted to enhance traditionally designed
language curriculum




English for Business Purposes
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What should we take into consideration when designing an
EBP course?

1. Audience and their needs (needs analysis: formal or
Informal)

2. Materials (relevant to the needs)

3. Methodology (most effective for developing
communication skills)

4. Technology (to fit methodology and enhance
communication skills)

5. Course duration (hours of instruction)
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International/immigrant; intermediate

Students and advanced level

Texts from business and organizational

Materials behavior literature and Inspire

Methodology Content-based instruction

Technology = Computers + traditional

Duration One term
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Overall

Prepare students for the complexities of business
communication

Particular
Reading skills; speed and discrete point

Writing: informal, semi-formal and formal
Listening and speaking

Critical thinking and analysis
Vocabulary and structures
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Exposure to rich language input
Texts
Website

Interaction with
Persons: classmates, teacher, counterparts
System: negotiation support features
Explicit language instruction
Vocabulary and structures
Guidelines for writing; modeling




Thematic units

Essentials of business communication
(3-4 weeks)

The individual and the collective in society/high and
low context cultures
(3-4 weeks)

Conflict resolution through negotiations
(3 weeks)




In class

class

Discussion on

: Language
negotiations RSELIeE <;i>

activities

On-line negotiations via Inspire
Negotiation journal writing
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Extensive, authentic texts from literature; cases
Week 1: decision making and conflict resolution
Week 2: theory of negotiations
Week 3: preparation for report writing

Inspire negotiations on-line

Assignments for evaluation
Negotiation journal
Report
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Reading
Skimming/scanning
Speed reading/timed-reading
Following instructions (Inspire)
Reading graphs (Inspire)
Listening and speaking
Group work: problem solving, face-to-face negotiating
Oral summaries/jigsaw readings
Writing
Messages between negotiators — semi formal
Inspire negotiation journal - informal
Report - formal
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Vocabulary awareness Punctuation
Sentence combining Revising sentences
Paraphrasing Revising paragraphs
Collaborative dictation Report guidelines

Sentence boundaries Word game

Models for conferencing

Available at:
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Negotiation is communication
Basic, generic human activity (Lewicki, Lotterer & Irwin 1985)]
Jointly constructed process (business, family, politics)
Characteristics
Conflict of interest; parties prepared to talk
Parties search for agreement (a better deal)

Expectation to give and take; to influence process
and outcomes

Language practice
Social interaction: meaning oriented, “natural”, rich
Recycling of vocabulary and structures
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Inspire creates a context rich in “authentic”
communication: interaction with the system and the
counterpart

No logistical problems of matching students in different
locations (Inspire team does it)

Easy to use

Fits into philosophy of communicative and content-
based language instruction
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Negotiation support system used for research and training

Negotiation characteristics
Bilateral (international)
Asynchronous communication

Negotiation methodology
Pre-negotiation
Conduct
Post-negotiation
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Negotiation process and its main activities
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Buyer: Cypress Cycles
A small manufacturer of expensive mountain bikes
Needs rear wheel gear assemblies

Seller: Itex Manufacturing
A manufacturer of rear wheel gear assemblies
Wants to supply rear gear assemblies to Cypress

Negotiation issues:

Price

Delivery

Payment

Return policy
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Getting started
Registration
On-line readings
An example (demo)
Glossary
FAQ
Lab time (1-1.5 hours)
Pre-negotiation phase

Situation and problem
Preference elicitation and verification
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Out of class (2-3 weeks)
Negotiation phase

Offer and support formulation
Counteroffer analysis
Message exchange
Negotiation history
transcript and graph
Strategies and tactics
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Post-negotiation questionnaire
Evaluation of partner
Evaluation of oneself
Evaluation of negotiation

$#
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Acquisition — central role in developing communicative
ability
Negotiating: using language in natural, communicative
situations

“Picking it up” through reading, recycling, recalling
and analyzing

Input — crucial to language acquisition
The system and peers

Rich language environment
Including support features
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Learning — supporting role: a monitor
Asynchronous communication

Time to compose messages, check glossary, recall
grammar rules, edit

Conscious learning complements acquisition
Affective factors minimized - low affective filter
Anonymous negotiation
Low level of anxiety

Power differences minimized (gender, occupation,
status)
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Development of linguistic, grammatical, sociolinguistic
and strategic competencies through

“Multiple opportunity” - three weeks of negotiations

“Interaction with authentic materials” — Inspire, a
system for training (NS)

“Contextualized” - business context

“Communicative context” - authentic communication
with counterpart
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Scaffolding of tasks/assignments

Process of gathering, analyzing and evaluating —
preparation for and conduct of negotiation

Natural progress through cognitive, associative and
autonomous stages of learning (critical thinking)

From computer lab to negotiating

Analyses of the case, issues, ratings, making decisions,
evaluating

Using negotiation support features
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Student motivation

Involvement (cognitive and emotional) for extended
period of time

Students control process and outcomes
Communication

Authentic
Acquisition of new vocabulary and structures

Using language of persuasion and argumentation
Development of fluency and accuracy
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“My experience with the INSPIRE negotiation support
system was remarkable. | gained excellent practice
which is relevant to my language development and
profession. | was able to engage in international
negotiation on the Web without disclosing my identity. |
enjoyed each and every moment of my negotiation with
my counterpart. It was a thrilling experience to me and
for most of my students in my 21.195 class. Therefore |
strongly recommend that INSPIRE be used next term.”
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“I am having fun and difficulties at the same time. | enjoy
arguing with someone, at the same time | can learn a lot
from my counterpart about business terms. | gain a little
knowledge by asking my parents and relatives.”

“It was a really good experience to go through. | have
never done something like that, and if | have a chance
sometimes in life to negotiate, | will have at least some
ideas on how to maintain a good negotiation and what
steps to go through”.
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Summary of other positive comments:

new, real, “fun with virtual discussion,” learning business
vocabulary, negotiation tactics and strategies, improving
writing, improving thinking in English when negotiating,
greater concern with accuracy and level of formality than
when communicating with classmates.
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Inspire: new technology that fits methodology

New technology and pedagogical principles
Language used for realistic communication
Student at the center of the learning process
Tasks broken down into manageable steps
Progressive level of difficulty
Tasks and activities scaffold final assignment
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Change of the teaching model

Different preparation
Requesting negotiations
Agreeing on starting date and deadline
|deally the instructor negotiates
Registration (instructor or students)
Scheduling one class in computer lab
Three weeks of classes during negotiation
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The pros and cons of technology in teaching and learning
Limited control
Ambiguity
Unpredictable situations
System and network problems
Inactive counterparts
Delays (tactics or negligence)
Time constraints
Human and computer errors
Students’ familiarity with technology and procedures







