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Unit 1

Talking about Convention Industry
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OBJECTIVES:

e To answer questions about convention industry

e To exchange information about convention industry
e To respond to an inquiry about booking a meeting
e To write a proposal to host a convention

-y oy - v sy ey - -

= 335 =

% Dialogue 1; What Makes a Great Convention City?

Ag

Christina ( a college student doing her internship in NMSDC); B:. Bob ( NMSDC’s

director of conferences). They are talking about how to choose a great convention city.

: When you begin planning a convention, you need to consider different aspects

of the city. What do you think are some of the important criteria when
choosing a convention city?

In my view, the first concern is how accessible the city is. Since most
delegates now travel by air, the city to be selected must have a major airport
with frequent arrivals and departures. The city must also have good local

transportation, such as buses and trains.

: Sure, no wonder most renowned convention cities have direct air links to
‘many major cities worldwide, such like Hong Kong, Singapore and

Melbourne.

: Another important factor is the accommodation capacity of the city.



>

Convention organizers concern about whether there is enough hotel space and
a variety of accommodations for attendees. For major conventions, like the
National Minority Supplier Development Council( NMSDC), a city must have
available 1,000 rooms per night and offer access to large blocks of exhibit and
meeting space. Most groups want this space in the headquarter hotel or at a

nearby convention center.

: In most cases, the location should be affordable. However, record numbers

of attendees descend upon more costly cities like New York and Washington.

: That's true, they select those costly cities in order to sample their cultural

attractions, entertainment possibilities and myriad of activities, fine

restaurants and modes of local transportation.

. How about those corporate meetings?

. The planners of corporate meeting want to see a city, CVB or property that is

interested in and values their business. Besides, choosing a city where the
organization has or can develop a strong corporate base is also important.
Often members of an organization employed by these companies can draw

upon them for such support as sponsored activities or corporate recruitment.

. Any other factors to consider when selecting a convention city?
: Well, be aware of the time. You may hold your meeting during peak,

shoulder or off season, but the time affects the hotel rates and airfares that
are available. In addition, check whether there are other meetings that will be
held at the same time as your meeting, in the same city or in the same hotel.
The burden is on the organization planning the meeting to stay abreast of
who'’s coming. Make sure that no one else can have anything at the same time

that would conflict with your program, and put it in your contract.

. It seems that there are numerous criteria that must be met when you begin

planning a convention.

. That’s right. I just mentioned some important factors which contribute to a

great convention city. You may find more later.

M Notes :

1.

2.

NMSDC: National Minority Supplier Development Council 43 /08 EEFAL Y
HARERS

renowned convention cities 3& 4 & 1R AT
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3. accommodation capacity {E15#ERRE N
4. CVB: Convention and Visitor Bureau &1 %)H
5. Peak, shoulder or off season fif %, WF-F ik ZE

L 4 Dialogue 2: Booking a Meeting

(Ann is a sales representative of Minneapolis Convention Centre. Now she is

answering a call from John Charles who enquires about booking a meeting at

McCC.)

Allll;

Charles.

Ann:

Charles:

Ann .

Charles

Ann;

Charles:

Ann.

Charles:

Ann.

Charles:

Ann.

Good morning, this is Minneapolis Convention Centre. What can I do
for you?

Good morning, I want to hold a meeting at your convention center.
I'm very glad to offer you some help. May I ask you some questions
about the convention?

Sure.

How many delegates, sir?

About 200 attendees.

And when will the convention be held?

From November 11th to 13th.

Please wait a moment, sir. Let me check whether there are enough
meeting rooms available during the specified dates. Thank you for your
waiting. We do have the vacant and suitable conference halls and
meeting rooms during the period you specified.

That’s great. We need one well-equipped conference hall and four small
meeting rooms.

Don’t worry. We have plenty of space inside the convention center, so
we have the ability to host events of all types and sizes. The principal
conference hall has multiple functions and the maximum capacity of
2,300 people. The hall is equipped with top-class acoustic equipment
(including tape recording and digital recording), and equipment for
simultaneous interpretation of 10 languages. Besides, we have 2
medium-sized conference halls and 11 small meeting rooms.

What about the charge?

The rental cost of the principal conference hall is $1,500 per day.



Charles: That sounds reasonable.

Ann; Yes, sir. May I have your name and telephone number?

Charles: John Charles. J-O-H-N, C-H-A-R-L-E-S. And my number is 334-685-
2256.

Ann. OK, Mr. Charles, the number is 334-685-2256. When will you come to

inspect the venues?

Charles: Thank you very much. I will have a site inspection Wednesday
morning. Good-bye!

Ann: Good-bye! Thank you for calling, if you need further information,

please contact me or the event coordinator of our convention centre.

M Notes:

sales representative 4§84t 3=
attendee &%, WEE
conference halls 2 T

meeting rooms & =

Ot W W DN =

The' principal conference hall has multiple functions and the maximum
capacity of 2,300 people. jgz%i)‘(ﬁ*%'—/hzyjﬁ[gﬁ . ﬁgﬁggm 2300 54
%. |

acoustic equipment 3 i i% &

simultaneous interpretation [ 55 {£%

site inspection i % £

event coordinator £ thH, <A R
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L 4 Reading: The Historical Development of Convention Industry

For as long as there have been people, there have been meetings.
Archeologists have found primitive ruins that functioned as common areas where
people would gather to discuss communal interests, such as hunting plans,
wartime activities, negotiation for peace, or the organization of tribal celebration.
In ancient Rome, numerous buildings were especially used for holding debates
and meetings. The Roman Forum, a public square located in the center of a city,
was used for public discussion, judicial matters, and other business. Many

terms used in the convention industry today are based on Latin terms, for



