


;
o
s




B HERS H (CIP) $ii7

SRESER/ BB T4, — L 2 B WA ,2013. 1
ISBN 978-7-309-09070-3

L& I & I BRRRS-RUS-HE-BEER-86 V. H31
R E A E 1R CIP B A% (2012) 55 162440 5

SRXE
R
TG/ R G

5B R A R B AR R AT

FETTEAUE 579 5 R4 :200433

P41k : fupnet@ fudanpress. com  http://www. fudanpress. com
I 1T 4 .86-21-65642857 41T :86-21-65118853
HMELHIR I :86-21-65109143

KAETTFHE BRI PR 5TEA

A 850 x 1168 1/16 EPsK 11.25 %237 T
2013 47 1 A58 1 R 1 REDK]

ISBN 978-7-309-09070-3/H - 1957
EMr: 35.00 5T

A e SR (M)A 7 ) S LKA A PR R R AT R T
WOAURA  RAULSE




i
i

g
i

SRR YRMERLFEROEEBE . HELTT2WRAHRE K ABINR,
LRl B R BAHMOARIRS R B, HEESEFH CEERN 2RI IE
THMZMN: SROEER FBREY K h/MNRT RS RIREES; SRKFHE—
BARE; RSB, T AFNABSE M. SR AARTRHE RI8K,
ot Malb A R BERAAE TR , AUEBR AL A B RERRIEA TAT AL BRAF B ESRAAT]
HARSRINE S R8T, IRSMEHZ FIAAERES .

MR BN K & B AR 3615 N Z R & ] FRIEE (ESP) M A E IR
W, A1 713R R B B R S ST TN AA TR, EE R %
Ko ERNEREFEH, FETIL SR VARG S, MEESHS G EERARSRIE
AR RN, SRIRIE 5 R SRRV SGh. R FASEPRI B 28 0, @S AR R
ARHRMY 2R 5

(& BINE) RSB BT SRR Z R Al S WA . E—J7 HA B T
SRR RLEH 35 ERLMTEE , A E U8 R R L RSN B IR 5 B B o —




T, BLMES NG %, I RS TARMIFRINT A 50, HHAHF N, B R
FER L SEERE .

ABHGEBALTRR: 1L B IS m . AEM RS, MERIHEAT,
CEHEIG IR AL IORVT UL PR R o BT TAERAR MU K TR HE N 2,
A 1R IR AR ERNA, UL BRI SR B 5 FoE% S v, fli2E
AHERBAARHEIPAL IR . 2 B%BAITTH S S RBT B A HIXT AL , X4 | iS¢
LR R R BESERSC BB, AR — RS 5 SR A DA ARk .
2. LAV PERISCRIMESR o FEREBRTTI R BIRT TR T h R E BRI SRS R, HFENE
ERAM MR TAELRASSRMBE, s 52 TR, R E T HM
HOER I8 S i, LA FRof R R BRI SEPRRE T 0 3. ELctegRh, &4
BEA T M A SE AN SCIR, AR 18 5 il L DDA SRR, B AR R A B
Rtk

45 i b BRIV 22 Be X R A BARATE 4w , 17 57 R SR R L € G 5 1A 31 i
JCHEZR A4 R B BTN A B E 2. TR BH T . SRR X%, SIkRE
FHUrBI G o

ABEME SR PRE TR BRE A K 3R, A RA R EHE. BT
G F KA R, Bobt oo S Ar e AT Z A, B0 A8 AR 56 R B R e A U A s 3 7 fe
RAEM SRR PR TIRIE, RSO AR RIS RANT, METREITR S




(S REE) R L BERA R L MM, RA BRI L WM AT, d R &

.

 RALARELSSE .

i

|
/ W%"
.

(SREEY A IR, 0l SRS ; SRR fERAL; SEs; #EE
Py AR B IRIR B RS Bl 55 BRBER M Bk . X U BRIC B i
BRVETRE . WA BRTCH SR XU | AR B AR RS BB AE SRR R STl
PRI L RS R E R\ HR . B E—AFE, RAAR K5
G M. BE— TS ERBEAR R AL L 52 . BRBIIINZR ST, 8 0t T/ A
A S TR S R, DAGRAIE SE BRI GRIGIBR AT, 72 T RANR BB SRR |
BGBRIN AL 55 R, X202 ABUHR B 9

ARBEATCAE N\AES, 53518

Section I  Brainstorming F & i IR RRATE 5 | 2 A HE AA T TR0

Section I Focus Reading $& {3t i 52 FH ) ] 2 A4 R}, 346 Bl 2 AE 38 1 B A A
BAES, BRSNS P TR AN, 428 DY sL PR RE ) o




Section III ~ Situational Dialogues B/l 15 Wi TAE A1 5%, LAXHE A0 57 R A BAE 55,
fE B GBI T R38BT

Section IV Practical Writing ¥§{£ 23RS GIERA], EAKI R ARBEFWENS
VESEREBIRE , 75 B A A AR NG | (a7 (0 23 R 55 B FH SCS o

Section V  Extended Reading i 4 FE{#1 PR 32 [5] {52 1 N 25, ZE4BHR 27 AE )2 RE 1 0
L A R g A g R N B W il 253 128

Section VI Culture & Etiquette $#2{1E2% & o 8 S SCIL AR LA F IR, 3 A
AR

Section VII  Enjoying English SR 4 ER/INSCTE | 18 2 A 1B~ 5] DG,

Section VIII  Tips $#& {45 R Ui vh iy FIXHE AL, AR TR EFAEERES EH¥X
HACHAIRET] -

Hegrh A T WA TH ¥ . B EEY Focus Reading . Situational Dialogue
1 Practical Writing YE 0 i B2E N2, HAWER 3 AIVE N2 218 A 2T WEM . 1,
AFERME T =AM FEEBSW . BT AL SR E FRIERE I DS
JESIRINL R A . =F WA BRSO IR, BE AT L2 3 3 76 2 S AR 5 i A v it
WBhZZE , MO LAY K 2] F I RRTERE




i
i
i

i

i
i

i
i

.

i

e

i

i
"r(,’"ﬂ‘""' i

|
.
.

Chapter 1 Extending an Invitation to an Exhibition

Section I

Section 11

Section III

Section IV

Section V

Section VI

Section VII
Section VIII

Brajnstonning.............. ..
FOCUS Reading cecccsssesense
Exhibition Invitation ---«----

Situational Dialogues ***-+*--

SIEHIE

Dialogue A Inviting a Regular Customer by Phone -

Dialogue B Inviting a VIP Exhibitor in Person -+

Practical Writing ---s+seeeeeeesse
Invitation Letter «-++-+=++=+
Extended Reading «+«--veseeeeeeeees
Exhibition and Its Classification
Culture & Etiquette «==+-+=sseee=e+
Enjoying English --eceeeeeeeeenennes

Tips-.--o......---.-....-.--o-.......----

Chapter 2 Making Travel Arrangements

Section I

Section II

Section III

e
.

Brainstorming -« +«+-=+++ss+ssessesees
Focus Reading +++++e++sseeneeesenes
Get the Most Out of Trade Shows -
Situational Dialogues «+=#«xxeseeeeees

Dialogue A  Shipping Exhibits

Dialogue B Talking About the Schedule

e
il

o

&R

1
1
1
1
4
4
5
7

.
o
o




Section IV
Section V
Section VI

Section VII
Section VIII

Chapter 3

Section 1

Section II

Section 111

Section IV

Section V

Section VI
Section VII
Section VIII

Chapter 4

Section 1

Section 11

Practical Writing ~ ---++--+--

Reservation FOrm «-ecteeeeererseereesesattirntiiuiiitiiiecisecciaccineeeas 2D
Extended Reading «+---++eeeeeressereeseemnie 24
Shipping and Move-in

Culture & BqQUette +++++=+sssssssesrmsrmmmmmiiniiiiiii 27
Enjoying English «+«eeeeeeeeeeeeessiiiiiiie 29

TipS"' teeesetiecntittitittitietittetttttsctsossnssescscnsananss 3()

Making Exhibition Stands Attractive #fi'&E{ - 31

BIrainStOrming: - ++++weeeeesssseeermmmnssnsermim e 31
Focus Reading

Making Your Trade Show Display Stand Out ----+

Situational Dialogues «++««+++s+s+esssseesssressseesniiesnintniieeiees 34
Dialogue A  Setting up a Booth «--++sseeeeeerresereniiniiiiii. 34
Dialogue B Designing an Exhibition Stand o034
Practical Writing «--eseseeeererssesesrnmme... 37
Meeting Address —««--esseeeereermsssstriiieee 37
Extended Reading -

Aesthetic Planning for Your Booth -

Culture &Etiquette .........................................................45
Enjoying English ...n.n.ta.lon..nt.-.0----o--.‘ol-.ooootoo-noo.o-ooo.-oo‘46
TipS""“""' e 47

Attending the Exhibition BHNRBLS <oevvveeerreeeeeeneen 48

Brainstorming... .............................................48
Focus Reading

Exhibition Rules--o--.........--..-o-...-....--..-..-...-...--.-............... 48




Section 111

Section IV

Section V

Section VI

Section VII
Section VIII

Chapter 5

Section I

Section II

Section III

Section IV

Section V

Section VI

Section VII
Section VIII

Situational Dialogues =++++++++++++ssssserrrrrretasarenaeenannnsnnisnninnnnns §()
Dialogue A At the Reception Desk (3£F4t) of an Exhibition Hall --- 50
Dialogue B At the Hall for Textiles (454 /#) and Garments (&) --- 51
Practical WHIting +++++++sssseeeessssssseesnsnnseennniiiiseniniineeaiiiee. 54
CompanyBrochures ........-.....................-.-..-.....................54
ExtendedReading .........--------...........................................56
Introductiont()CantonFair .--...-.--....--.--.-.-..-.--.-.-.----.-...-.-..56
Culture&Etiquette ..........-.......-....-.-...............--.........-....59

Enjoying EngliSh ............................................................60

TipS""“"“'"'""'""""""‘"“""""'""""""""""""""""'61

Receiving Visitors FEIFR T oo 62

BrainStOrMUNg -+ +++++++seerssnsresssssessssnsanntaenitieeiiteeiieeennees 62
FocusReading B R R TR PR PP T RRY YA
Visitor Registration FOIm «+++«+++ssssesssesessuseennieenniiiiiniiiianies 62
SituationalDialogues"""""""'""""""""“""""""'“'""""64
Dialogue A Meeting a Regular Customer at a Stand ++=+=+++-=++=++- 64
Dialogue B  Introducing a New Type Machine «::++eseeseeseeresceees 65
PracticalWriting B R R TR TR TRTR RN oY+
Business Cards B R RETRRRTN ;Y]
Extended Reading --+++++veseeereeessemmmsinii . 70
Keys to Effective Communication at a Stand = =++=+eseseeseeseecereeee- 70
Culture & EtiqUette «++ssessssssresssssssnuresnuntnniiieniieaniieennin 72

Enjoying EngllSh B LR TP R PR R PRI Ry i

TipS"'""'""""""'""""""'""""""""'"""""""""""'""73




Chapter 6

Section |

Section II

Section III

Section IV
Section V
Section VI

Section VII
Section VIII

Chapter 7

Section 1

Section 11

Section III

Section IV

Section V

Introducing Exhibits ﬁgﬁ%ﬁ:ﬁl ............................-..--75

BrainStOTMUNg +++-+++++++ssssessnseessssssnstsanitesnitteniiieneeeeeen 75
Focus Reading  «++++++esssreeersnsrsssssannntsnniiiniiiniiecinceeen 75
Enhance Results with a Trade Show Promotional Item«««=--=-2x2=2=+75
Situational Dialogues «++«««++++sxeeerererresssrrinniriiiiiniie . 78
Dialogue A Recommending New Products —+«eseeceereereeeereeeeee 78
Dialogue B Introducing Handicrafts (- T.Z5ff) «weeeeeeeeeeeeeeeess 79
Practical Wting «eeeeeeeeeeeeeeessssssssssnnnnieeee. 8]
Product INStruction ««+«+«+«+esrsrsrsrsrararisrrieieiesenenennieieieeeeneeees 8]
Extended Reading ««+-+++++sssrssreessnsesnneensnieniianninniiiieenee 84
Trade Show Exhibit Display 3 Seconds to Make an Impact «+++++--+--- 84
Culture & BHQUette «c«sweeeereesesssssseenenninniiiiiiiiiiiiieneeee.. 87

Enjoying EngllSh B LA TR RT3

TipS‘""'""""""""""""""""‘""'"""""""""""""""""88

Holding Business Negotiations R 457ATER -oeoeereeee- 90

Brajnstorming--..o...-.....c-------.-..-...--o...--..--..o.--..-..-.-....-..... 90

FOCUSReading ...............................................................90
Get What You Want in a Business Negotiation«+«+«+«+++«seseeeececee- 90
SituationalDialogues""""""-'""""'--""'"""""'""'""'"'-"93
Dialogue A New Clients Expecting to Place a Trial Order (iX114%) - 93
Dialogue B Accepting an Order at a Lower Price in Order to
DCVCIOPNCWMarkets"""""""""""‘""“"""""94
Practical WHting  +«+e-e-seesesessssesssssmmsmnnssinisissssieeeee 96
Letters for Establishing Business Relationship «-+«-++=seeseeseeceeeee- 96
Extended Reading +++--+++sereseseesrsrsssnssnnsenniensins 100

Group Dynamics in Negotiations R L LT T T TR R PR T PR PR PRP TR [0]0]




Section VI
Section VII
Section VIII

Chapter 8

Section I

Section 11

Section 111

Section IV
Section V
Section VI

Section VII
Section VIII

Chapter 9

Section 1

Section 11

Section IIT

Culture &Etiquette . P T R R R R T T
Enjoying Enghsh ceesecsssssstscsssrencsanns esesccccssrscscsscessscssescas

Leaving an Exhibition and Follow-up of Negotiations

Brainstorming--'-"'- ....... B R TP P PRy PR
FOCUSReading cesecensen B R R R R TR
Negotiation -++++++++ssssreresssnnsreeesnneees
SituationalDialogues......................................................
Dialogue A Following up the Sales of a Previous Order --------
Dialogue B Dealing with the Orders from Potential Customers -
Practical WEHting  +r«+++ssssseeessssnresssnnsnssenniiinssniiiieeene
NegotiationonPrice('ﬁ'ﬁgiﬁ*U)
ExtendedReading B L L L R R R P P P
GivingFeedbackAfteraNegotiation B R R R LR R PR
Culture&Etiquette cessecsennans cescecscacaccscrcssestscsrtstsencastrcnns

Enjoying EngllSh [ R R LR PR

P R R R R R R R

Analyzing the Productivity of the Exhibition

Brainstorming""'""""""""" ........ cecessesscessessescacsne cecescss

FOCUSReading eosees cescccscescccsccssses
Show Evaluation Techniques---- oreieie aieieieiereseie o dio & SsbisiAETRIbASE B
Situational Dialogues o seseeniee 08008 80 aeETe eSS0 N0 0000080888008

Dialogue A Talking About the Result of an Exhibition «+-«-+«---*




Dialogue B Analyzing the Outcome
Section IV Practical Writing
Business Follow-up
Section V Extended Reading
Analyzing SAIC’s Four Highlights in the Exhibition
Section VI Culture & Etiquette
Section VII  Enjoying English --+-++-+++ SenETESEES 8 s SRSHSSRNSES § ¢ SRR SRS ¢ SRS SN
Section VIII  Tips::eeeereeeessennsennenns 53 Se T & ¢ s e § FeeTIRREEE s SEEme 135

Bt —: FEEFRSIL. BT LRLT oo e . 136
B 3R 2 A1 BRI A e 1]
B =1 A RERNIICAE oeereererereneeees

Keys ...... cecssssscssaas cessessccnsanes cecesscccanse cecssssccscsnee cesecssssences cessccscssesnns 156




Section | Brainstorming

Directions: ook at the photograph below and read the four statements related to it, then choose the statement that best
describes the photograph, and tell the possible function of the woman.

1. The WOMAN i ..
A. writing a letter
B. chatting online
C. making a call
D.

reading a novel

2. The function of the woman may be

eesscsseessscsensssnsencnnas

Section Il Focus Reading

Exhibition Invitation

>

Exhibitions may be “trade fairs”, “trade shows” or “expositions” as they are called in different places
of the world. These terms are made for the purpose (H I]) of trade and sales promotion (fi24H). As a
rising industry, exhibitions are considered part of the business zourism (fiKK Iif# M) industry because they
stimulate (B4 Ji)]) travel for both exhibitors (J& 1} B{if, 2 J& ) and visitors." They also create a high

level of demand for travel services, catering and accommodation (f¥15).
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An invitation (#5175 PR) for an exhibition is a formal
way to invite peers ([R]H{V ¥ \) and dlients to the exhibition
so as to make exhibits known to people who are in the
industry.

Exhibition Invitation is the key step of
exhibition marketing (23 &5 ) and a guarantee of
a successful exhibition. Before the exhibition, various
(& FP&HFER]) forms of media, such as newspapers,

telephone, fax, e-mail, website, mail, invitation and so on are used to invite related organizations of various

places to be exhibitors or sponsors.”
If you want your invitations to be effective, you should follow the processes below:
* Determine the target clients (H¥R% F) from the databases
* Send invitations (e-mail, mail delivery, fax, etc. )
* Analyze delivery results
* Telemarketing (telephone calls, reminders before the
exhibition date)
* Make personal VIP invitations (market categorization by
CRM’ methods)
Traditionally, it is advised to send out the formal

invitations eight weeks prior to (fE -+++-- Z Hi) the exhibition.

If the exhibition is informal, it is usually acceptable to send the
invitations three weeks prior to it. Anything less than three weeks puts pressure on your clients as they will
have very little time to clear their schedule (H#23) and be prepared.’

BAERRNSRIELEN %
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Chapter 1 Extending an Invitation to an Exhibition

2. Before the exhibition, various forms of media, such as newspapers, telephone, fax, e-mail, website, mail, invitation and
so on are used to invite related organizations of various places to be exhibitors or éponsors.
FEFR YUY, W AORAR BT A5 L RO P A5 R R 2 A R S AL IR B R A S A
kSRR :

3. CRM = Customer Relationship Management 7% J' X REH

4. Anything less than three weeks puts pressure on your clients as they will have very little time to clear their scheduleand "
be prepared. b e e s B e e o S oo Lo i g G ‘
FETF = R SR B PURBIE S, B A TTEA £ B AT R A SR

S

@ Exercises

e

I. Match the words on the left with their meanings on the right.

&l exhibition industry
SRERIH sales promotion

ZJER] catering industry/trade
2Rl target client

SREH exhibition invitation
{28 business tourism industry
HiR% F accommodation

HeBh Ry exhibitor

15 sponsor

R 55 ik exhibition marketing

Il. Decide whether the following statements are true or false based on the
text.

( ) 1. Exhibitions are used for sightseeing.

( ) 2. Exhibition Invitations are not very important in exhibition marketing,




( ) 3. You can send your invitation to everyone you think of.

( ) 4. Before the exhibition, different forms of media are used to invite organizations to be

exhibitors or visitors.

( ) 5. It is advised to send out the formal invitations 3 weeks prior to the exhibition.

i Section Ill Situational Dialogues

Dialogue A Inviting a Regular Customer by Phone

Li Jing, an assistant (B1F-, BYEE) of China Import and Export Fair (B2, calls a regular customer (Jifi
%), Mr. Smith of a foreign company in the U.S., to attend the Fair.

Mr. Smith:
Li Jing:

Mr. Smith:
Li Jing:

Mr. Smith:
Li Jing:

Mr. Smith:
Li Jing:

Mr. Smith:
Li Jing:
Mzt. Smith:
Li Jing:

Good morning, this is ARMSTRONG Company, Smith speaking, May I help you?
Good morning, Mr. Smith. This is Li Jing from the China Import and Export Fair. 1
haven’t seen you for ages! How has your company been going?

Pretty well. We’re planning to expand (¥ J&, &JE) our business.”

Fine. I'm calling to invite you to attend the 109th China Import and Export Fair on April
19th, 2011.

We accept that with pleasure. We would like to present (J&7RR) our new products there.
You are warmly welcome. I'm going to send you the schedule, application form (H i
), charges (%t F) lists and details of certain other services provided during the period
of the trade fair.”

1 appreciate (&) that very much.*

By the way, I suggest that you provide a brief introduction of your company and the
main products, written in Chinese and English, to the Organizing Committee (!l %
£%) .° They will publish a special edition about the exhibitors and their products with
weblinks at the same time.

No problem. We’ll contact you as soon as possible.

OK. I’ll fax the information I mentioned previously to you very soon.’

Thank you. See you soon.

My pleasure. See you then.



