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Lesson One

Brief Introduction to Conventions

and Exhibitions %
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Section One:Lead in

-
Conventions offer a unique opportunity for developing a wide range of professional
relationships by means of;
> expert panels
» presentations
» key note speeches
» exhibits
> social events
In an increasingly digital age, exhibitions are the only media where buyers , sellers
and products physically come together — a potent force for business with the following
characteristics :
> highly targeted
> flexible
>» a two-way communication process
» neutral sales environment both for buyers and sellers

3 a three-dimensional media



Unit 1 Preparation for Exhibition ( &7 )

» fast market penetration

» most cost-effective means of exploring and entering new export markets

Section Two.Speak and Act

Words and Expressions for the Dialogues :

1. convention [ kon'venfon] n. K%, 4%

2. exhibition [ eksi’bifon] n. BY ,B¥ <

3. key note speech £ B{Hii

4, flexible [ 'fleksobl] a. a4/, RIGEH

5. neutral [ 'njustrol] a. FSLH, R

6. dimensional [ di’'menfanal] a. Z3[&]f)

7. penetration [ peni’treifon] n. B:%, 8%, A
8. cost-effective [ kosti'fektiv] a. & AR H , RIEHY
9. commodity [ ko'moditi] n. B &%, H &

10. fair [fea] n. B¥ LS, T HE |

11. boom [buim] v. A KB

12. persuasive [ pa’sweisiv] a. B YIRS/

13. promote [ pro’mout] v. {28, & F, fE 8

14. impact [ 'impaekt] n. #pi;, 3,

15. benefit [ 'benifit] v. 335

16. achieve [o'tfirv] v. SEAL, 53], LW

17. commercial [ ko’'mazfal] a. FidkLAY

18. publicize [ 'pablisaiz] v. E{%,5#

19. registered [ 'redzistod] a. IEAFEY, BiCE
20. theme [ izm] n. &

21. scale [ skeil] n. JE, $HE

22. accompany [ a'kAmpani] v. BEfE, B A

23. delegation [ deli’geifan] n. {{,F&H]

24. interpreter [ in'tozprito] n. #F R, O¥EH
25. volunteer [ volon'tia] n. HEH
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Dialogue 1

(Mr. Waller meets Mr. Smith at Kunming Import & Export Commodities Fair. They are
. talking about the exhibition industry in recent years in China. )

(W = Mr. Waller,S = Mr. Smith)

W :Hello,Mr. Smith. How nice to meet you here.

S:Me too. It’s ages since we last met. How are you getting along? .

W . Everything is all right,except that I have been busy with meetmgs recently

S:I can imagine you are as your business is booming.

W . Yes. It is all due to various kinds of trade exhibitions and fairs.

S:You are right. Pve sensed a boom in the exhibition industry in China in recent years.
Does your company participate in the Kunming Import & Export Commodities Fair
every year? )

W : Yes,I don’t see a good reason not to. Trade fair is one of the most effective mediums

for establishing and maintaining customer relations. -

S:That’s right. Trade fairs involve a two—way"commuriication process. Exhibitors can give
and seek information. Most importantly , business is conducted face to face — the most
persuasive form of selling,and of building customer relationships.

W .That's why we never give up any chance to participate in trade fairs in our country.

S:Does your company also promote your products by advertisement, direct mailing or
web page? '

W Yes, they are the fastest and most advanced in the market. However, at an
exhibition ,buyers can see, touch and try the products for themselves. Nothing beats
the impact of a live demonstration.

S:Your company really benefits a lot from the fair, right?

W : Yes. I can say we could achieve more in five days at the fair than we might otherwise
achieve in months.

S.Yes. I can see the exhibition industry in China is becoming more mature than ever

before. I hope you do a lot of business here.

W : Thank you and the same to you.

Dialogue 2

(Ben is asking professor Zhang about Expo 2010 Shanghai because he is a college

student and would like to be a volunteer for Expo 2010 Shanghai. )

Z = professor Zhang,B = Ben

B:Good moming, professor Zhang. May I ask you a few questions about Expo 2010
Shanghai?



Unit 1 Preparation for Exhibition( &%T) 5

Z :Sure.

B:Is the World Expo a kind of commercial Expo?

Z:No. It is a large-scale, global , non-commercial Expo. It aims to promote the exchange
of ideas and the development of the world ecenomy , culture , science and technology ,
to allow exhibitors to publicise and display their achievements and improve
international relationships.

B:How far does it go back?

Z:1It has a 150-year history since 1851 when the Great Exhibition‘of Tridustries of Adl
Nations was held in London. -

B:I heard the Expo 2010 Shanghai will be the first registered World Exposition in a
developing country.

Z:Right. It gives expression to the expectations the world’s people place on China’s
future development. :

B:Each Expo has a theme,what is the theme for the Expo 2010 Shanghai? -

Z:Better City, Better Life. The theme covers many facets of city life, such as display of
urban development, urban life, urban traffic, urban industries, urban environment,
urban culture , ete. .

B:I heard that about 200 countries and international organizations have accepted
invitations to attend the World Expo 2010 Shanghai.

Z:Yes, it will be an Expo on a large scale. Here’s some good news for you: I will
accompany a German delegation to visit the Shanghai Expo Bureau next week , would
you like to join us and to be an interpreter?

B:Yes,with pleasure. 'm so lucky that I'm studying in Shanghai. 'm sure I can leamn a
lot there. And I intend to be’a volunteer for the Expo 2010.

Z:Great idea. It is a good opportunity for young men to take part in this kind of social
practice.

B:Thank you very much for your help, professor Zhang.

Z:You're welcome.

Notes on the Dialogues:

1. Kunming Import & Export Commodities Fair [ Bi#EH 1 ﬁpnfEEpA

2. two-way communication X[ {538

3. web page M

4. Nothing beats the impact of a live demonstration.

WG BN BT S R R H A AT KA AR T 89,
5. Expo 2010 Shanghai 2010 4 | it R W &
6. allow exhibitors to publicise and display their achievements
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7.1t gives expression to the expectations the world’s people place on China’s future
development.

ERETLMHURARMNPERRRBIHE,
8. the Shanghai- Expo Bureau |- ¥§{t{§)5)

1. How do you understand the term “market penetration” ?

2. What does Mr. Smith think about the exhibition industry in China?
3. What is Mr. Waller’s opinion about trade fairs?

4. What is the objective of World Expo?

5. Why does Ben want to know more about Expo 2010 Shanghai?

1. Suppose you are working at Kunming International Convention and Exhibition Center.
Try to give a brief introduction about Kunming Import & Export Commodities Fair to
your classmates.

2. Suppose you are an experienced exhibitor, you are introducing the benefits of
attending an exhibition to a new exhibitor.

1. We had better start out wnh some place close to our target clients.

BINRFANERI BARE F BT ko
2. What would be a nice location for our household electric appliances?
AT 0 i 2 P e 25 R Y e ik 70 0 B LU i 0
3. It provides very easy, convenient access for show attendees, exhibitors and freight
delivery.
X TERAR SREMBHKR, XML BEAERER .
4.1t caters to a variety of needs and interests.
EWE T EMERHT RIRLT
5. We provide our clients with a whole package of services.
BRITAE P RE—RIBRE
6. Choosing a suitable venue is the common wish of the organizer, undertaker and
participants.
EE—TESRSHERHRE . ﬁﬂ\%*ﬂ% 'ﬁ%m#\:ﬁfﬂﬁﬁo
7. Choosing the venue that works best for your show involves many important

considerations.
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BB ROE &R R MG , B AT 207 895 18
8. There are about 15 000 products on display.

A JmaRILE 15 000 F7=4
9. The exhibits are mainly new products which have been produced by various factories.

SRMERRSN RKEF Mo

2

\ Section Three ; Intensive Reading

. exposition [ ,ekspa’zifon] n. ¥ & BW &

. phenomenon [ fi'nominon] n. BZ

.origin [ ‘oridzin] n. &, &, ik

. correspond to M F(HYTF,FHET)

. religious [ ri'lidzes] a. Z# M

. derivative [ di'rivativ] n. fif4EF

. collection [ ka'lekfon] n. KA, , LEEH)

. whereby [ weo'bai] ad. f&L(FE------ 3 EHA)
. promoter [ pro’mouts ] n. {Ei#E , BIK &

. exhibitor [ig'zibita] n. B EH (SRS )

_in terms of ﬁﬂlﬁ(mﬁ’ﬁﬁ ...... ﬁ‘_:]fﬁj,ﬁﬁ ...... *’ﬁﬁ)
. facility [ fa'siliti] n. i, &

. entrepreneur [ ontropra’na: ] n. kK

. assistance [ o'sistons] n. F 5, BB

. manufacturer [ ;meanju’fektfora] n. HilE

. colloquial [ ko'loukwial] a. OiEH

. concept [ 'konsept] n. &, W

. conceptual [ kon'septfual] a. #E& -

. variability [ veoria’biliti] n. 5738, B4, R
. interval [ 'intaval] n. [&]F& -

. barter [ 'baita] n. PP, LY 5

. periodic [ piori'odik] a. IR, EHAMY

.recur [ri'ka:] v. @3], EH,FHk

. permanent [ 'parmonont] a. KA, FEAHY

25. precursor [ pri'kozsa | n. SR E RIS, Ut
26. civic [ 'sivik] a. Hi ), T RK, B8

- R - N N N e -

O e o
PERNREEBSxSIatroboro
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27. take control of %
28. initially [i'nifoli] ad. %], FFk
29. inherent [ in’hiorant] a. 43/, EA K, LR B

Fairs , Expositions and Exhibitions

The roots of the phenomenon “Fairs, Expositions and Exhibitions” can be traced
back to its language origin. “Fair” comes from Latin “feria” ,meaning “holiday” as well
as “market fair”. This in turn corresponds to the Latin “feriae” which came to mean
religious festival. During the 12th century the importance of trade meetings increased;
fairs were held close to churches, so that the concepts of religious festival and market
fair were combined in the common language.

The word “exhibition” was mentioned as early as 1649. It is a derivative of the
Latin word “expositio” , meaning “ displaying” or “putting on a show” . Exhibitions are
not just collections of interesting objects brought together at a certain place and time.
They are human activities, human enterprises, underiaken for definite reasons and in
order to achieve certain specified results. They are a form of human exchange , whereby
the promoters and exhibitors on the one hand communicate with the visitors on the
other. Their results can only be told in terms of further human thought and activity.

The word “exposition” goes back to the same origin as “exhibition” . Expositions,
rooted in old French,tended to be very similar to their English cousins, exhibitions.
Expositions were held in facilities built specifically for them. They were organized by
either government departments or groups of entrepreneurs with government assistance for
the express purpose of promoting trade. Manufacturers were invited to show their goods.
In colloquial speech the concepts are used similarly. However, there are some interesting
conceptual developments which show the variability of today’s exhibition industry.

Fair

The Middle English word “feire” , which means a gathering of people held at
regular intervals for the barter or sale of goods,is the one from which the present day
definition ,i. e. a periodic gathering for sale of goods, often with shows or entertainment,
at a place and time fixed by custom,is taken.

Expositions and exhibitions

Expositions and exhibitions have always been combined with the display of goods
and products. Exhibitions differ from fairs in four major ways:

First, exhibitions were usually one-time events. They did not enjoy a recurring life

cycle. However, while fairs ran for a short period of time, many exhibitions ran for
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months, some for a year or longer. Second, exhibitions were housed in permanent
facilities built specifically for them. Starting in the 18th century,the. practice of building
a facility for the express purpose of housing an exhibition was the precursor of the
exposition/convention centre industry. Third, although fairs were held regularly, they
were not highly organized events. Over time, religious and later civic leaders did take
control of the grounds where fairs were held (usually public lands). Exhibitic;ns,on the
other hand, were highly organized events. They were initially created by govemment
departments or committees for the purpose of promoting trade. Finally, exhibitions
differed from fairs in the very way in which business was conducted. Goods were bought
and sold at fairs. At exhibitions ,commercial activity or selling of the displayed goods was
not usually involved. However, inherence in displaying the goods was the hope of
stimulating future sales. Today this is how most exhibitions still operate.
Article Source 'hitp://www. ufinet. org/education/UFI_education. pdf.
Notes on the Text:
1. trace back to JB#HF
2. They are human activities , human enterprises, undertaken for definite reasons and in
order to achieve certain specified results.
BRRH TREMER, 8 TXRFEN E%ﬁ'ﬁﬁﬁﬁ‘JA%ﬁEB:\h%A%ﬁﬁo
3. Their results can only be told in terms of further human thought and activity.
HE R A AN EiE— S AR BERESIREH,
4. However, there are some interesting conceptual developments which show the
variability of today’s exhibition industry.
R — A BHRE LR ERT N5 R,
5. ... exhibitions were housed in permanent facilities built specifically for them.
------ BB A IR & TR
house 7£3X B RFIA , Rmwy---HTHo

Decide whether the following statements are true or false based on the Text:

( )1. Both “Fair” and “Exhibition” come from Latin language.

( )2. Expositions were held for the purpose of promoting religious activities.

( )3. Today fairs are also held at regular intervals for the barter or sale of goods.

( )4. Exhibitions were usually one-time events while fairs were recurring ones.

( )5. It is unnecessary to hold exhibitions in permanent facilities built specifically
for: them.

( ) 6. Fairs and exhibitions were highly organized by government departments or



