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Exhibitions
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Part I Organizer’s Diary ¢

During this period, I will:
@ discuss the time for a new exhibition with colleagues;
@ discuss the venue for a new exhibition with colleagues;

@ write an invitation letter to exhibitors.

Vocabulary: Look at the pictures. Work with your partner and
write out the complete English names of the exhibition buildings

or logos.

BB IBEAL N,
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SHANGHAI CHINA

1. 2, 3.

Ufil

4. 5. 6.




o Unit 1 Preparations for Exhibitions

Brainstorming: Match the terms in column A with the definitions
in column B.

II. Reading

Passage 1 O

UFI was founded in Milan, 1925 and created under the name “Union des Foires
Internationales” (UFI) in French. It is now the world’s leading association of trade fair
organizers, exhibition and convention centers, professional exhibition associations and industry
partners. Up to 2011, it has more than 581 members from 84 countries.

The name change to “UFI”, accompanied by the tag line “The Global Association of the
Exhibition Industry”, was decided upon by the General Meeting in Cairo, 2003.

3% &é

According to UFI, the concepts of “fair”, “exposition” and “exhibition” are used similarly
in informal speech. However, there are some conceptual developments which show the
variability of today’s exhibition industry.

Fair comes from Latin “feria”, meaning “holiday”, as well as “market fair”, a periodic
gathering for sale of goods, often with shows or entertainment, at a place and time fixed by custom.

Expositions and Exhibitions have always been combined with the display of goods and
products.



Exhibitions differ from fairs in four major ways:
e Exhibitions are usually one-time events.
e Exhibitions are housed in permanent facilities built specifically for them.

e Although fairs are held regularly, they are not highly organized events. Exhibitions, on
the other hand, are highly organized events.

e Exhibitions differ from fairs in the very way in which business is conducted. Goods are
bought and sold at fairs. At exhibitions, commercial activity or selling of the displayed
goods is not usually involved. However, inherent in displaying the goods is the hope of
stimulating future sales.

World EXPO is the general name for various large expositions held since the mid-19th
century. World expositions last from 3 to 6 months in duration, usually having themes based
upon which pavilions are made to represent the country’s interpretation on that theme.

Trade Fairs have been the primary marketing medium of exporting countries. The
exhibits are confined to one industry or a specialized segment of a special industry.

Trade Shows are B-to-B (B2B) events. Companies in a specific industry demonstrate their
new products and services. Generally trade shows are open to the public and are attended by
company representatives and members of the press.

Consumer Shows (Public Shows) are events that are open to the general public. Exhibitors
are typically retail outlets, manufacturers or service organizations looking to bring their goods
and services directly to the end user.

Mixed Shows are a combination of trade and public shows. Exhibition organizers tend to
open their trade shows to trade and to public visitors.

* tag line a variant of a branding slogan typically used in marketing materials and
advertising Frig; 05 -

* inherent adj. existing as an essential constituent or characteristic; intrinsic FEA i
Hs PEERY

* pavilion n. a usually temporary structure erected at a fair or show for use by an
exhibitor IR IS S NY

* outlet . a store that sells the goods of a particular manufacturer or wholesaler

B E G R B R R ST R R

.
.....................................................................................................................................................



o Unit 1 Preparations for Exhibitions

ir. @B Read the text and fill in the form below with the information from
the text.

UFI (The Global Association of the Exhibition Industry)

" Founding time
Founding place
Initial name (French)
Number of members

Current name

@€ read the text again and fill in the diagram below with the
information from the text.

As with any organized event which involves schedules and deadlines, the planning of an
exhibition takes a lot of coordination and dedication to make it successful. There are various
steps that need to be completed.



Setting up a Planning Committee

The first and most logical step in exhibition planning is assembling a team of people who
have the necessary skills and experience. Once you have assembled your team, the next step is

to 1 an experienced exhibition coordinator.
Planning a Budget

An exhibition budget should be prepared through a 2 process involving
the sponsor, planning committee and coordinator. A budget is a listing of all 3 s

funding sources and projected revenue.
Selecting a Venue and Negotiating Contracts

Choosing a suitable 4 should be arranged as early as possible in order
to avoid any last minute nightmare. The site should be located as centrally as possible with
regards to your target audience. After selecting, it is a good practice to enter into a formal
contract agreement with the venue, and the 5 should be handled professionally.

Sourcing Exhibitors

Next in the planning process is finding potential exhibitors to take part in your show.
Sending out personal 6 is probably the most effective way to go.

Publicizing Your Exhibition

Publicity is of utmost importance in the planning of an exhibition. A sure-fire way of
increasing the amount of interest in your show is to offer a diverse range of activities, such as
seminars and interactive workshops.

* assemble v. to bring or call together into a group or whole £ &5 H&E3|—i&

* revenue 7. all the income produced by a particular source YT A

* venue n. a place for large gatherings £ 3%

* publicity n. the act or process of disseminating information to gain public
interest B &

* sure-fire adj. bound to be successful or perform as expected AJFEH]; —E BB
Ty ,

* seminar n. a meeting for an exchange of ideas; a conference Hfi14; T4

* workshop n. a period of discussion and practical work on a particular subject, in
which a group of people share their knowledge and experience #fit4r; #EXJ ¥

.....................................................................................................................................................



o Unit 1 Preparations for Exhibitions

Read the text and fill in the blanks with the given words according
to the context.

anticipated expenses appoint invitations

negotiations thoughtful venue

/

Read the text again and answer the following questions.
~ 1. What should be included in a budget?

2. What kind of place is suitable for an exhibition?

3. What is the most important thing in planning an exhibition?

A letter of invitation, or invitation letter, is a key business marketing letter that is typically
used to invite clients or customers to participate in special business events.

It generally includes the following key elements:

¢ date, venue, and time of the event

<+ name of the person or organization sponsoring the event
< people to be invited

K/

< type of the social event being held

L)

++ deadline for application or reply

< directions or a simple map if the location may be difficult to find



Dear Exhibitor:

We invite you to join SN in Chicago, IL, Oct. 17-21,2012, for this
one-of-a-kind event which brings together scientists from around the
globe to exchange ideas and debut cutting-edge research on the brain
and nervous system.

Neuroscience 2012 promises to attract more than 30,000 attendees,
providing you best opportunity to attract new prospects, introduce
new products, and give product d tions to buyers in your
field. The exhibit area is always a bustling marketplace for the latest and
most innovative products and rechnologies in neuroscience.

Book Early to Save Money and Secure Your Space

Be among those who take advantage of this unparalleled marketing op-
portunity and book your booth space by May 15, the priority deadline,
to receive the discounted booth fee.

Society for Neuroscience Annual Meeting Recognized

by Industry Experts

The Society for Neuroscience annual meeting was ranked as having
one of the best exhibit halls by scientists and exhibitors in research
conducted by Biolnformatics, LLC, a premier research firm in the life
sciences market.

SfN’s annual meeting was ranked No.5 in EXPO Magazine'’s Top 25 Medi-
cal Shows list. EXPO provides strategies and solutions for trade show,
convention, and corporate event management.

We look forward to welcoming you in Chicago, IL!

Yours Sincerely,
Leo Edward

Fill in the form with the information from Sample 1.




o Unit 1 Preparations for Exhibitions

&

Sample 2: Exhibitor to visitors

AML Mobiles Limited Here is a
18, Pretty Park Sample.
Hyderabad

June 29, 2012

Dear Mr. Ram,

It makes great happiness and pleasure for me to invite you to the AML Gadgets Expo,
to be held in Skyway Exhibition Center, New York from January 14 to 16, 2013. For the
convenience of everybody, the timings have been arranged between 9: 00 am to 8 : 00 pm.

This exhibition is to provide an opportunity for everybody who is interested in AML
gadgets to interact with one another. Our new products and demand in worldwide market will
also be shown in the exhibition. Please be the part of this exhibition so that we can move to the
successful venture together.

Booth Number: A-G-306, 307.

We look forward to meeting you at the venue.

Sincerely,
Charles Gupta

Fill in the form with the information from Sample 2.

Item ; Content

@ IV. Situational Dialogs

Discussing the exhibition time

Chris Davis: the Sales Manager of Saidel Group, a famous international convention and
exhibition company
Lily Wang and Charles Zhang: Chris’ colleagues in the Sales and Marketing Department



HE = = %3

Close your book and listen to the dialog.

Chris:

Lily:
Charles:
Chris:
Charles:
Chris:
Lily:

Chris:
Charles:

Chris:

Lily:

Chris:
Lily:

Morning everyone. You know we will organize a new trade fair— Asia Spring

Fair, which features a wide spectrum of light-industry products. And today we
will choose a suitable time for the show. Lily, please take meeting minutes.

OK.

Organizing a new show is really hard, because few people want to attend a new show.
I know. That’s why we should choose an appropriate time and venue.

As the name is Spring Fair, what do you think of the middle of March?

I’'m afraid it will be too late. I prefer late February.

But the traditional Chinese Spring Festival may be in February. How about the

middle of January? I think it is the best time slot before the launch of major trade
fairs in Europe and the United States.

Sounds reasonable. The suppliers can accommodate the buyers’ needs.

I agree. And there are many similarly themed trade shows held in Asia during
January, which gather a large number of buyers in the region for sourcing products.
Yes. As th er pr ts cycl s. internati uyers are now
sourcing more frequently. And January is the best timing for manufacturers to
meet new buyers from around the globe.

Don’t forget an old Chinese saying— A year’s plan starts with spring. January is
the beginning of the year, which provides buyers the most ideal time slot to source
the latest products of the year.

Great. You should write down this sentence in our prospectus to promote our show.

No problem.

Read the dialog again and recite the underlined expressions.

Work in groups. Act as Chris Davis, Lily Wang and Charles Zhang
and role-play the dialog.

Choosing the exhibition venue

Chris Davis: the Sales Manager of Saidel Group, a famous international convention and
exhibition company
Lily Wang and Charles Zhang: Chris’ colleagues in the Sales and Marketing Department

Close your book and listen to the dialog.

Chris:
10

Last meeting was really productive and effective. We decided the time of the new



