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N Learning Objectives

After learning this unit, you’ll be able to:

1. know how to get information about the costs of attending an exhibition.

2. know how to answer clients’ questions.
3. know how to make preparation for the exhibition.
4. make a budget for a convention.

5. know the most important things when you are organizing an exhibition.




Before attending an exhibition, the clients would like to ask the organizer of the
exhibition about the costs of attending it. So we can see how the participants and

organizer of the exhibition express themselves.

Mod’e»l Dia!o»ques

A\
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Mr. Wang is a sales manager of a big textile company in the province.
His company wants to get some information about the costs of attending an

international textile material exhibition, so be is calling Miss Zbhang, a member

of the organizing committee.

Miss Zhang: Hello, Organizing Committee of International Textile Material Exhibition.
What can I do for you?

Mr.Wang: Hello. I'm the sales manager of a textile company. I'd like to know the
expenses of attending your exhibition in March. g

Z: Well, the average price of a standard booth is $2,000. This price varies according to
its location and which floor it is on.

: Can you lower the price of the spot?

N =

Of course. If you want to take part in the exhibition, we can give you some discounts
according to the dimensions of your spot.
W: That’s fine. May I know your name, please?

N

My name is Zhang Wei. I'll contact
you if you leave your name and
telephone number?

W: Sure. I'm Wang Qing, sales
manager of Zhong Da Textile
Company. My phone number is
88971219.

Z: Thank you.
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1. 7€ %ﬁﬂ%ﬁﬁZﬁﬁﬁ??IﬁM?ﬁ%ﬂf%jf’ﬁ Bhn. TR SR, ﬁiﬁ]#{ﬁ

FUEMEN,, 3526 B A HEA T AR . AR RS R B MO A AN [R], GX B 5
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2 EEFEVTRIE A IR E AR, —REEREET AR, FRRAE R
WF LG R A . “What can I do for you?” TEARFMZEH RFEME XL, W%
R, ﬁiﬁﬁﬁtiﬁﬁﬁﬂ PRIFEE A T E— IR A WA RN CRAENIR
st 22 " “REEMIREL TG "AELL ERYHLTEXTTE Y, “What can I do for you?”

RN fradr kS

3. booth: #fi; |

4. 7EE E RIS Y E A S B A (bargain ). A F B AR B AE S Miss |

. Zhang BRI B RIIRHNGE, AR RN RE R E L,

“j 5. “May 1 know your name, please?” J& FH 7E4] UK UL [ 5 4T 28 1 B A ALAR I i, o

X EE, ML EMKEEH. MBS TR H “What's your name?”

“Your name, please.”
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Mpy. Li is the vice general manager of a construction company. He is asking

Mr. Huang, an organizer of the Construction Material Exbhibition in September,

about the cost of attendance. They bave met before.

Mr. Li: Hello, Mr. Huang. This is Li Jun from Mingdi Construction Company. Do you still
remember me?

Mr. Huang: Yes, Mr. Li. How are things going? You must be calling to ask about our
construction material exhibition. Would you like to participate this year?

L: That’s right. What’s the price for a booth this year?

H: A standard booth costs 4,500 yuan. However, It is cheaper on the upper floor.

L: This is the third time we will take part in the exhibition. Can you give me a special
price?

H: I know. Since you are our old customer, I'm going to give you the maximum
discount.

L: Thank you. I'll sign up now. And the down payment will be sent to your account in
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H: Any time.

1 HIEPERREFEFEAN, ALY “Tam...”, WM “This is...” or “This is...
calling” .

. “How are things going?” f&AH B ZEME 1) —m) K&, WHTRAANZE, Bh “Uk
— YIRS ? 7 LA 7 R B ARk B R A R

How are you doing?

N

How’s everything with you?

How are you getting along with...?
3. A% H AT H: How much is...?

How much do you charge for...?

How about the cost of...?

What'’s the price for...?

. What’s your budget for...?

| 4. “Can you give me a special price? 7 BN “VREELAMLEMLZAIRE? ” “URAEAHTR
B o SR 4 iR A] LA “Can you lower your price?” “Can you give me a
discount?”

5. I'll sign up now. FIMAEHM S . “signup” BH “Hs, A",

6. down payment: £ 4%

7. Any time. FERF UG EIR . #2F: You are welcome at any time.

([/’\11
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Miss Jiang’s company—Dagqi Utensil Company—hbas never taken part
in an exhibition before. This year, the company wanits to participate in the

International Housebold Utensil Exhibition. Therefore, Miss Jiang is calling Ms.

Brown.

Ms. Brown: Hello, Organization Committee of the International Household Utensil
Exhibition. May I help you?
Miss Jiang: Yes. My name is Jiang Ming. I'm from China Daqi Utensil Company. We have

seen information about the International Household Utensil Exhibition and we’d



Costs of Attendance Ml

T SENM 5

like to get some details about it.

B: The exhibition will be held from May 17th to May 23rd in Miami. It mainly caters to
clients in the Mexican and African markets. It has been held for 32 years and we have
been doing quite successfully.

J: Thank you for giving me this information. What about the expenses of taking part in

this exhibition?

B: The price of every standard booth is $2,500.

J: If we want to participate, what should we do?

B: You must fill in a registration form and send us the fee as soon as possible.

J: Can we book a booth now?

B: Yes, you can. There are some booths left.

J: That’s fine, thank you! Please reserve a booth for us. We will contact you as soon as
possible.

B: OK. I'm glad to help you. Could you let me know how I can contact you if you don’t
mind?

J: Sure. My phone number is 86-571-88566622.

il

1. We’d like to get some details about it. FA AR T —LL BARZRE (27 1H0L.
“would like to do sth.” &7~ “AEfH----- ", fian.
Would you like to go with me? /R BRI —dd 207
I'd like to go for a walk. FRAEEHL .

2. It mainly caters to clients in...: ‘B EE @A ZE- - W HHE

3. Thank you for giving me this information: /R 253X LE(5F 8 / R R KA 4

XEEEL
“thank you for...” /R “JEHR------ ", for eI A e BN 46, .
Thank you for your help.

Thank you for helping me.

VI PR N R E S B o
4. fill in a registration form: {5 FiC#
WA “fill out” B “fill in”

' 5. book a booth: FiliT—4~Efi:
“book” Erx “FIT”, FEIITHAFELL, WNASHE . FRIEFBRARSTNLE , B0
I've booked a ticket to New York. I 118 T A AP,
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“order” WF/R “HIT", (HEFRAZHITHF Y st
She ordered $2,000 dollars worth of silk from us. i AT 1 Hir{E 2 000 o0
2294
6. reserve: Tl
7. if you don’t mind: WHRARAI B UL
“mind” FRAE, HEEMATEAN
Do you mind doing...? fill:
—Do you mind my opening the window? /{41 & FE T 157
—Never mind/ Go ahead. JHIE,
X
—Do you mind my watching TV here? & i] LA7EiX HL 7 B AL 7
—You’d better not. The baby is sleeping. fclf-/NE:, PR/ MELEREDE

: 2 Use ful Expresswns 1

A. I'd like to know the cost of ...?
Would you please tell me the price
of: 7
What's the price for ... ?

How about the cost of ...?

What'’s your budget for...?

Can you lower the price?

Can you give me a special price?
Could you come up with a better

discount?

B. The price of a standard booth is...
Our budget for a standard booth is...
The minimum/maximum cost for attending the exhibition is...
The price varies according to ...

I’'m sorry, I can’t. That’s the lowest I can go.

C. I'd like to book the booth now.
This is the kind of booth I'm looking for. And the price is reasonable.
I'll take it.
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. Role-play

1. Work with a partner and play the roles of a participant and an organizer of an
exhibition.

2. Suppose you are a sales person in a textile company. You are going to show your
products in an exhibition. You want to know the cost of attending an exhibition.

Make a dialogue.

LT (T R AT Ml Reading and Discussion

A
Kol
“"} Directions: Read the passages and answer the questions that follow.

Passagé One

The price of a destination as a convention site is a critical marketing variable.
Major convention destinations such as New York, London, Hong Kong, and Sydney are
normally more expensive as the higher cost of real estate and facilities drives up the
price of meeting space, accommodation, and the cost of other services. In recent years,
so called “second-tier cities” have become more price competitive while still offering
good meeting facilities in less congested but attractive environments. Second tier cities
are suburbs of major cities or smaller cities that differ from first tier cities in the number
of hotel rooms, the size of the convention center, and the city wide hotel rack rates.

Although clearly important, the prices of meeting and accommodation services
are only one part of the total price of a destination. Marketers must also consider the
accessibility and cost of transportation to the destination, local transportation, food
services, etc. To attract major conventions some destinations may subsidize the cost of
the convention or offer assistance and services through the local CVB or association
chapter, either free of charge or at a reduced cost. While prices cannot be set and
controlled by a convention destination in quite the same way as occurs in other product

contexts, it is nevertheless a significant marketing variable.



destination #n. the place to which someone or something is going to be directed
real estate: land, including all the natural resources and permanent buildings on it
drive up: force to increase in number, price, etc.

accommodation 7n. room and board

congested adj. overfilled or overcrowded

- subsidize v. to assist or support with a subsidy

& . ) .
étﬁ/%guestwns For Discussion
==

1. Why are major convention destinations normally more expensive?

2. What does “second tier cities” refer to?

3. What should marketers consider in addition to the prices of meeting and
accommodation services?

4. If you were going to display something in an exhibition, what preparations would
you do beforehand?

5. Suppose you are organizing a convention or an exhibition, what are the most

important things you should do?

Passagé TWb i

The financial management of business events is a huge topic in itself which takes
into account not only the initial budgeting phase, but also cash flow management,
insurance and contracts, and of course regular financial reporting with an audit at the
conclusion. In this section, we aim to cover only the basics of budgeting, giving some
ideas and tips to those not familiar with this area.

Your first step, even when you are reasonably confident of a fixed number of
attendees, is breaking your budget into fixed and variable costs.

Fixed costs don’t change, regardless of the number of delegates, e.g. audiovisual,
speakers, promotion, and entertainment. Variable costs are just that—they are based on
per head charge, such as dinners, lunches, and delegate handouts.

Without getting too complicated, there are areas which are generally placed in
the fixed cost area, but may well alter if numbers do radically change. For instance, if

numbers blew out and you needed to hire more venue space. Or if the numbers varied
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substantially to the extent where the insurance premium was affected or you needed

more coaches for transfers.

take into account: take into consideration

budget #n. the total sum of money allocated for a particular purpose or time period
audit n. an examination of records or accounts to check their accuracy #it, f&#%
attendee n. persons who are present

alter v. to change

venue n. the locality of a gathering, as for a convention

substantially adv. significantly, really

premium 7. the amount paid or payable, often in installments, for an insurance

policy

5
4\\*&\72 Questions For Discussion
=7

i.T{()w shall we budget a convention according to the passage?

2. What are fixed costs?

3. What are variable costs?

4. If you are the organizer of a convention, how will you calculate your budget?

5. What would you do if there are many more attendees than you expected?
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Introduction to an
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January 10-11-12, 2008 10 00 am to 7.00 pm

Bangalore International Exhibition _Center
Tumkur Road, Bangalore, India

CMAL
B

3 Learning Objectives

After learning this unit, you’ll be able to:

1. give a brief infroduction of your exhibition, including its opening time,
location and history.

2. know how to make an inquiry about the exhibition.

3. get some knowledge about MICE.

4. know the current economic reputation of China in the world.
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L=Ya (T Mo, -Hl Dialogue Drills

Generally speaking, when the participants of an exhibition inquire about the

expenses, the organizer will give a brief introduction of the exhibition. The introduction
includes the time, location and the history of the exhibition. Sometimes, the organizers

will introduce themselves, too.

@ (SMAS ‘l‘ndin 08

January 10-11.12, 2
Nmomtwm::

’Mod»él Dialogues

(ff\ﬂ(l

) ¢

‘Llf‘ 21

Mr. Wang is talking with Miss Zbang about the International Textile

Material Exhibition.

Mr. Wang: Could you talk about the International Textile Material Exhibition this time?

Miss Zhang: The exhibition will be held from March 17th to March 22nd in Paris.

W: Oh, I see.

Z: The estimated number of booths is 2,000. The buyers are 3,500 professional
buying groups from more than 200 countries and regions.

W: That sounds good.

N

There have been a great number of contracts and orders in previous exhibitions.



