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Cashing in on Exhibitions
FTAF RIS

LOGUE  Attending an Exhibition

Oliver Yang, sales manager of North China Expo, is meeting Milton Walter, marketing manager of a

multinational company.

O: Good morning. If I'm not mistaken, you must be Mr. Walter. May I take the liberty to
introduce myself? My name is Oliver Yang.

M: How do you do? I'm Milton Walter.

O: How do you do? I've been looking forward to meeting you for quite a while. How has your
company been going?

M: Pretty well. We are expecting to extend our business.

O: Great. We're doing a hi-tech exhibition right now and would like you to participate.

M: My great pleasure. We see exhibition as a good means of advertising our new products. It's
easy and inexpensive, you know.

O: That's right. The number of visitors to our show has ever been on the rise. They'll be seeing
your products for the first time, and therefore you are increasing the potential market.

M: By the way, do you have any special edition for exhibitors?

O: Yes, we do. Please email me a brief introduction of your complete range of your products.

M: OK, we will soon.

O: Great. We'll send you the schedule and application form as well as information of our
services for the exhibition.

M: I appreciate that.

O: Cheers. See you.

M: My pleasure. See you.



2 )
Study A i. =7 | lﬁ ___Practice

TB®Y A What Is an Exhibition for?

E/a’dapt/ V.
Exhibition, historically a European term, has been & ____i RB RHA
Americans as it is getting more global, particularly referring to |
’ . /a'ri:na/ n.

traveling show. Its primary purpose is to provide an ai

i . Blrde i me %
exchange of information between companies and potential clients,

presenting the state of art for an industry to both the exhibitors and
the attendees. Exhibitors are able to compare their products to those 1 /kem'petitiv/  adj.

examine

serves as a part of the , but also provides a media for 1 YL

P T R

research and development. :

Your company can display the full range of its products exactly
as you want them; and you can make use of machinery so that
visitors can see what those products are capable of in operation. If ! /pra'maufan/ n.
you have a new product, showing it at an exhibition is an easy and : 1R 4%

extremely inexpensive way of | . You can use the occasion
for market research, which provides a good opportunity for testing ! /'prautataip/ n.

the possible market by displaying a and discussing its X 37

potential with visitors coming around your

1
also be a good means of penetrating that market and exhibitors ;gt{?"% Py
planning to head towards overseas market should follow this course. ' .
[he presence of the press will give you a feag ¢ chance of * 30 By

coverage in the media, whether television, radio or the trade press.
An exhibition provides a stage to meet a large number of people
important to you in a fairy short space of time, allowing you a
chance to talk in depth with anyone who comes to your stand. Since
many such visitors will be seeing your products for the very first time,
and you are thus increasing the potential market for your products.
Larger shows, especially international trade exhibitions, are likely to
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attract almost all the significant members of the purchasing public or
trade in their field. Your technical and administrative staff also can ! repri'zentativ/ n.
meet _visitors on_your §tand, somgthmg that does not g;dmanly %%ﬁﬁ

Most of the people who come onto your stand will do SO not merely

| U
by chance but because they are interested in the things they have ggautj [ %

seen, which means that they will be already receptive to
by your sales team.

Probably the most vital reason for your company to participate in an exhibition and
having your sales staff on the stand is that only here, in the exhibition hall, can visitors talk
freely to your sales representatives because neither they are on your premises, nor you on
theirs. This helps greatly particularly for clients who are not ordinarily able to come and talk to
you because of their links with your competitors or for other "political" reasons.

Exhibitions may not always be the best answer to your
promotions. For instance, your display material consists of only text
and photographs, and then an exhibition may well be the last place /ad 'vaizabl/ adj.

REL

to show them. It's

well-designed brochure w1th color pictures and a personal letter.

Companies should stay away from exhibitions unless you are prepared to put in a great
deal of hard work not only before but during and, importantly, after the exhibition itself. A
common _fault among exhibitors is that even though they apply a lot of effort, money and
laborate organization to the production of their stand, they fail that organizing drive
and s ip to its proper conclusion, the object of the whole process.

Every stand in the exhibition hall is supposed to make an
overall marketing strategy. The exhibition must not be allowed to 1

/ ab'tein/ vt.
finish on the show's closing day. Your company has to take up all ' ﬁf” &3

ed. Only by thoroughly following this

will the exhibition re ve achieved its goal; otherwise,

the contacts you have

you are unlikely to attain the ultimate object of your company's , yHEimAL i

strategy. The failure to implement after the show is probably the ! 4 &

reason why exhibitions have sometimes got themselves a bad
for being unable to attain their aims.
Exhibition as a hand-on marketing media is a young and dynamic industry, which is
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growing and maturing at an amazing rate. Yet its infancy does indicate that it lacks some of the
necessary traits of more established industries, such as adequate market intelligence,
appropriate education and training structures. To too many people it still means too much
drinking, too many late nights, too many useless social events, too much money spent.

With proper and adequate organizing and planni ere is no

reason why this should have been so. Exhibitions work as amazing ! /'edzi/ adj.
platforms for the sale of new products, fresh ideas and gdgy R X A

(. |
techniques. They are able to offer an opportunity to display objects 1

to a very wide audience at a very low capital cost, and they provide
a potential customer with an ideal chance to compare all the  /3'veilabal/ adj.

IR AR

s to the Text

1. The presence of the press will give you ready-made chance of coverage in the media...
i & EIRAARGE B BRE AR A FMBELREI & .
presence being present in a place Zin Kl
—> We request the honor of your presence at Dalian Auto Exhibition from August 18 to
August 21 in Xinghai Square. %€ T 8 H 18 HZ 21 HEKERW HBITHRERNK
&, BUFR AR,

2. Your technical and administrative staff also can meet visitors on your stand, something that
does not ordinarily happen if your sales are entirely in the hands of representatives.
BAMEHEAN AL LIBRE 5SSWELR, HBRTH TEHESETARER.
in the hands of in one's control 7E ¥ A By ¥ &2
—> Mobile phone subscribers have to pay for roaming since the market is in the hands
of one or two companies. T34 —F /N KA 7 &R, FHUH P HEE ST B B8 9% .

3. ...because they are neither on your premises, nor you on theirs.

------ E AN RERII AR, TIREAREMIIRI A

premises house or building with its outbuildings, land, etc. }FEHHEMBE AN EFT
—> It's advisable for you to insure your staff since they are away from your premises to
promote your products at the stand. PE2b it TEEFFARMERFAIERITIRE, LA L
B AT RS

4. A common fault among exhibitors is that even though they apply a lot of money, effort and
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elaborate organization to the production of their stand, they fail to carry that organizing
drive and salesmanship through to its proper conclusion, the object of the whole process.
RESREREE —NER: MNIAERARERSENSIBOMERE, HARKEX
FHERMEHZARFMER, TRELHENTENRLBIR.
fail to beunableto Kt A HE
—> The company failed to achieve its goal due to the lack of contact with potential
customers after the exhibition. BT &/ REEFBHIRIE 7, %A FE&H LIRS
HE R

. Only by thoroughly following this through will the exhibition really have achieved its goal...
REMEHREFRE TIE, AR IEXTREKTUEE -
only 5| FfE34a), Rx “REFA"
—> Only when the teams are devoted to the exhibition can they achieve their goal. RFH
HIBA4=f LLkL, 7 REIE 3 R WA TN E 1.

. With proper and adequate organizing and planning there is no reason why this should have
been so.
&Y. RO MARMEKR, RESEAE B ME .
with 5217 83hZEEM, 759 REEEH M.
——> With a favorable climate and an outstanding environment, Dalian attracted a huge
number of participants in the Fashion Expo 2009. K#&EHA EAMSME. HARKIFEE,
it 2009 F ERFIRFEIE RG] TARL SRR .

Iq%ﬁ?Discussion

As a company based in North China, you are doing newly developed audio-visual
products for domestic market, and expecting to extend your business. Please discuss among

peers as to what the best way is to present your products to your potential customers:

* Advertising your products in People’s Daily

» Displaying them in Guangzhou Import and Export Commodities Fair
* Renting a stand in Dalian International Automobile Expo

* Booking a stand in Xiamen Hi-tech Exhibition

» Showing your products in Shenyang Horticultural Expo

* Advertising in CCTV

 Having a booth in Dalian International Fashion Festival
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* Promoting in Shanghai World Expo 2010

o

!;gercnses

L
1.

Answer the Following Questions Based on the Text
As far as a company is concerned, what's the sensible and inexpensive way of launching a
new product?

. Why does an exhibition play a vital role in today's marketing ?

. Do you think exhibiting can always be the best answer to a company's needs? Why?

. Why have exhibitions sometimes got themselves a bad name for failing to create sales?

. What sort of shows are able to attract the audience?

. What may result in a failure for an exhibition?

. What is the primary purpose of launching a trade show?

. Why does the author say that, as a marketing media, exhibition industry is still young, yet

dynamic?

Is it advisable for a company to participate as many exhibitions as possible?

10. Is the author quite pessimistic about the future of this rookie industry?
I1. Writing

Suppose you are a sales manager of China North Hi-tech Exhibition, responsible for

invitation of prestigious companies to participate in your exhibition. Please write an invitation

letter to your clients requesting their presence. Your letter should cover the following items:

* Schedule

* Expenditure

* Application forms

» Agreement

* Deposit of booth rental

* Services you can provide
* Hotels and transport

II1. Translation
Part A Translate the followings into English.

1.
2.
3.

JE BN FEF X, FEIETE S, AN
SRERF BB N RAEIE R .
FEAEWATH: | E e,



