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Unit1 Choice of Venues (FZiEix#¥)

The ultimate purpose of participating in an exhibition event is to enhance the
company’s brand recognition and enlarge its share in the local market, thus it is very
important for the company to choose an exhibition venue with easy access to its
target market.

Model Dialogue 1
(In the following dialogue, A and B from an automobile company are discussing about

the possible venue for the planned exhibition. A knows little about the local venues. B is
from the parent company and is a native person who is more familiar with the local
situation.)

A: What would be a nice location for our automobile exhibition?

B: In China, I am afraid the rural areas may not be ideal for it.

A: Do you mean people do not have the purchasing power for cars in rural areas in
China?

B: It is not necessarily so. But people in the country do have less purchasing power
than those in the cities.

A: I see what you mean. Then we had better hold our exhibition in cities. _

B: That would be much better. Yet, as you know, people’s living standards in different
cities are quite varied. Cities like Beijing or Shanghai are more economically

oo



developed.

A: Oh, I did not know that. For the first time to hold an exhibition here in this country,
we had better start out with some place close to our target clients.

B: That’s right. So let us just try out with Beijing, the capital city of this country.

A: Sounds good. But where would be the venue for the exhibition?

B: Beijing is a city with many exhibition halls. However, the most popular one is the
International Exhibition Center. As I know, there is going to be an International
Automobile Exhibition in 10 months, and it will be a golden opportunity for us to
make our first show.

A: Yes, that would be wonderful. Let us find some time to visit the venue for ourselves.

B: Sure.

Model Dialogue 2
(The following dialogue is between a sales manager B from Bayside Expo and

Executive Conference Center and client A from a company who intends to rent a stand
in this center for its show.)

A: This looks like a very nice location, isn’t it?

B: Yes, you are right, sir. Bayside has the amenities of a Boston location without the
downtown hassle. Besides, it is located at waterfront with exceptional views.

A: Is it easy for people come to visit?

B: Yes, it provides very easy and convenient access for show attendees, exhibitors
and freight delivery. It is actually the most convenient located convention facility
in New England.

A: So where is it actually located?

B: It is one mile from downtown Boston, located just off the Southeast Expressway
and next to the Commuter rail stop. '

A: Yes, it is easy to find. Can you introduce a little bit about this center?

B: Sure. Bayside boasts over 240,000 square feet of exposition space plus a 19,000
square feet—18 meeting room Executive Conference Center adjacent to the
exhibit halls.

A: That’s very large.

B: Yes, besides, a 197-room Doubletree Club Hotel is in-site at the Bayside and the
Waters Edge Ballroom is the perfect spot for weddings, parties and other social
events.

A: Sounds like a place with everything I need. What about the services here?

B: We provide our clients with a whole package of services. The staff at Bayside is
very professional and experienced. They will work with you from the event planning

.l +m3i& English for Exhibition and Convention




stages to the successful close of your event, ensuring complete satisfaction.

A: Sounds like an ideal venue for our company’s show.

1.

What would be a nice location for our automobile exhibition? RATEZEDIHIR
72 R AR B LA IE W ?

. Do you mean people do not have the purchasing power for cars in rural areas in

China? #RH0E BEHEMN S FBEREWES? purchasing power K F]

. People’s living standards in different cities are quite varied. EAR R 3 AT

HyE KRR K. living standards ZEE7KF

. We had better start out with some place close to our target clients. A 1B B

WATE AR IR TS . target clients HARZE S

. Bayside has the amenities of a Boston location without the downtown hassle. {1

FE/AYNA P RIS R ORI RLE , (EAI BN E B . hassle n. MEI .

. The Waters Edge Ballroom is the perfect spot for weddings, parties and other

social events. JAIIIEET A ATMEIL BL UL K HiAt A AT R YL AR 2 BAR
HEFE.

. We provide our clients with a whole package of services. BATHE PR —E

(IR % . apackage of services — 3B RS

adjacent to 7| RLRLEE 5 i
amenity BTG
attendee Z &
automobile exhibition RER
boast BE
convention facility SR
exhibit hall JEWARST
exhibitor T
freight delivery iz
hassle 15 [
living standard A TEKE

parent company LN

() UONIGIYXT 10} Uoeredald | UOROBS



= R&3E English for Exhibition and Convention

participate in zh

purchasing power WK
recognition AAEE, AAT
social events HaHEMH
target market Hirtis
ultimate B

varied B R & FE
venue 8775

L

7.

Choosing the venue that works best for your show involves many important

considerations. WEEFERIE SRR, FEHITLZ HHEMHLE.

- Choosing a suitable venue is the common wish of the organizer, undertaker and

the participants. EF—MEEKIHERALE R HENS 5 HNILRESE.

. Many factors must be considered prior to making the final decision about the

exhibition venue. 7EiEHBA IR WIHERT, UHEEBTFLEE.

. Choosing a venue with an appropriate size is one of the crucial factors to success.

EHE A IRAENSEERINEERE, —,

- In terms of choosing the venue, on-site inspection is important and useful, no

matter the venue is being searched by organizers themselves or through an agency.
TEEFEHER, TWRALE A CoET RIS, PUIFIZRER
HE,

. Cultural, economic and political factors, as well as different ways of doing business,

also must be taken into account. FATEHXER| k. KFMBUAEE, LR
ERRAR TR
It carters to a variety of needs and interests. ‘B /& T & Fh & AE 10 35 sk Rl R iF .

1.

Translation Practice

Directions: Translate the following sentences into Chinese.

1) The ultimate purpose of participating in an exhibition event is to enhance the
company’s brand recognition and enlarge its share in the local market.




2) It is very important for the company to choose an exhibition venue with easy
access to its target market.

3) Another less tangible consideration that influences site selection is the perception
of the locals.

2. Role-play

1) Mr. White is from a university; and Ms. Zhang is from an exhibition center. Mr.
White is going to represent his university to attend an education exposition
held in the exhibition center. So Mr. White is interested in obtaining some
information about the venue from Ms. Zhang.

2) Mr. Johnson is searching for a place to hold an exhibition in China for his
company—a home appliance company. He is talking with Ms. Yang, who is
from a venue-searching agency in China, to obtain some ideas about a suitable
place to hold the show.

3. Reading Comprehension
Passage 1
Directions: Read the following passage and decide whether each of the statements
below the passage is true or false. Put a “T” for true and an “F” for
false.
China International Exhibition Center

China International Exhibition Center organizes and hosts international fairs,
trade shows and foreign exhibition in China, aiming at strengthening the economic
and technological exchanges and cooperation and promoting economic development
and prosperity between China and other countries.

China International Exhibition Center owns a total indoor exhibiting space of
60,000 square meters, an outdoor space of 7,000 square meters, a parking lot of 10,000
square meters, a container-ground of 10,000 square meters and a Customs bounded
storage of 3,000 square meters. All the exhibition halls have ready access to
electricity and power, water supply and drainage, telecommunications, heating and
air-conditioning systems, which can fully meet the requirements of the exhibitions.
A general service building has Chinese and westerns restaurants, seminar and meeting
rooms and lecture halls. The exhibitors can easily get the services they need in this
exhibition complex such as the Customs, transportation, booth construction, business
tour, hotel accommodation and article renting.

Located at the northeast corner of Beijing, China International Exhibition
Center is only 10 km away from the downtown, 5 km from the diplomatic area and
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