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A business convention and exhibition is an exhibition or a business
gathering organized by companies that show their new products and services
and also their latest offerings. Business conventions and exhibitions provide
opportunities for companies to meet their customers, to compare their products
with those of their competitors, to learn new trends and to identify new
prospects. They also provide opportunities for customers to have the ability to
closely examine competitive products.

Business conventions and exhibitions are not open to the public but can
only be attended by company representatives, members of the trade and
members of the press. One advantage of a business convention and exhibition is
that it shortens the time it takes for companies to look for prospective customers
while the major disadvantage is that customers usually cannot concentrate on
many exhibitors and their products due to the distractions and the busy
atmosphere.

In a business convention and exhibition they often use devices for displays
include banner stands, booths and counters, panel display, etc. The business
convention and exhibition booth is an important component of the trade show
display as it aims to enhance the brand and facilitates valuable for face-to-face
contact between the companies and their prospective customers. All the above
devices clearly display the company logo and give customers a better
understanding of the products or services being marketed.

° If)ialogUé 1 Preparing for a Trade Show

Ms. Black (B), sales manager of a pharmaceutical plant, is going to publicize her product in a
mini trade show. She is now talking the matter over with Mr. Li (L), manager of Liaotong
Advertisement Co., Ltd.
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First, allow me to give you a brief introduction of our company. We are a joint venture
with Canada and one of the largest manufactures of medicine in Northeast China. In order
to push sales of one of our new products into the market, our company is thinking of
attending the mini trade show held next month in this city. I wonder if you are interested in
helping us in this respect.

: It would be a great pleasure to us. But, first of all, could you tell me what you want so that

I can see where I could be of help.

First, we’d like to ask you to help with balloons with slogans on, and working staff, etc.
No problem. We do have such facilities, and we have etiquette ladies to help with the
reception etiquette and some guides to help and propagate your product.

That’s fine. In order to make our show well-known to people, I have prepared some
straightforward literature in both Chinese and English. I wonder if you can help us to have
it designed more impressively and attractively.

Small case, it’s our job. We’ll surely do well. We suggest you to put an ad in the local
newspaper as well as posts on the bulletins to make the coming show widely known to the
public.

Good suggestion. By the way, we’re going to invite some famous doctors from the local
hospitals to help us offer free medical diagnosis and advice to the public. So could you
please make a list of the doctors possibly invited?

That sounds a good idea. I’ll think about it and contact them.

° Dialogue 2 ' At a Chinese Ceramics Exhibit

In the exhibition hall, a Chinese ceramist (C) is talking with an American (A).

ZQrQ2 Q2

Q

: What beautiful art ceramics you make!

I learned the craft from my father. Then I studied ceramic engineering at school.

All your hard work looks as if it’s paid off.

Yes, I have 50 employees. I hope to become the biggest exporter of ceramics in China.
Well, the demand for ceramics is increasing in my country.

Yes, a large proportion of our sales are to the US.

The development of ceramics in your country has been remarkable. You carry on a
centuries-old tradition and keep pace with modern technology at the same time.

Yes, our research in the field has been yielding good results. And we are deeply grateful to
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your country’s technicians for their considerable assistance.

Would you please tell me about your desigris?

How do you like this one?

It’s beautiful.

This is an eight-foot decorative vase. It’s hand-made and the inland designs are etched in.
It takes 45 days to make. Its retail price will be US$3,000.

The result is certainly worth the effort. How about this design over there?

Qe Qr

This vase is still in the experimental stage.
Why is that?

It’s quite expensive to make and because of its small size, buyers balk at its high price. We

Qe QR

feel we could sell more if we could reduce the price.

4

Well, you mustn’t tamper with quality. It’s the high quality of Chinese ceramics that
attracts American buyers.

C: That’s why a reduction in price can never be made at the expense of quality.

A: Well, thank you for showing me your beautiful ceramic ware. I was so impressed by your

designs and the high quality of your pieces.

° Dialogue 3 , On the Way to an Electronic Exhibition

Miss Lin (L) is waiting for her flight to Chicago in the departure lounge when she notices a
man (B) next to her reading an electronic magazine. She comes to the man and starts a talk
with him.

L: Excuse me. I notice you are reading an electronic magazine. Do you know there is a big
electronic exhibition in Chicago starting tomorrow?

B: Of course! That’s the reason I’'m going to Chicago. Hi! My name is Barney Miller. What’s
your name, please?

L: Junior Lin. I'm sales representative for Woofers Inc., based in China. Are you looking
forward to the exhibition?

B: Huh, I’ve been waiting to go to this show for more than three months. There are going to
be companies from over forty different countries there.

L: I know. I’'m really looking forward to seeing what new products will be on market next

year.
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I’'m more interested in the new discoveries which are being made in the electronics
industry.

: Really? Do you mind if I ask what part of the electronics industry you are in?
: Not at all. I work in the R&D department of a company based in Los-Angeles. We

specialize in designing printers.
What’s the name of your company? Maybe I’ve heard of it.
I don’t think so. We’re just a little company called “Halcyon”.

: Hmm. Oh, didn’t you come out with an amazingly small but strong high-tech printer at the

exhibition last year in New York?

: Yeah, that turned out to be our best seller of the year, but every one forgets our name.
: One of my jobs is to look for the products that will be the most successful, and then find

out why. So I don’t just remember the big companies.
I like the way you think. Would you like to get together for dinner when we arrive in
Chicago, so we can talk more about this?

owli)oiaiibguele /. Ordering a Booth

Rachel (R) comes to the exhibition center to order a booth. Phillip (P), the receptionist of the

center, is serving her.

R:

7

SRR IE

7

Good morning, sir. I’d like to reserve a booth for our company. This is my card. How
many spots are there left?

I still have several prime spots in high-traffic areas. But they are going fast. (Shows a floor
plan) How about this corner booth? It’s close to the main entrance.

Pricey, I’m sure. We just need to be close to our major competitors. Where are they?

Some haven’t confirmed yet, but they are mostly in this area.

Booth C322 looks like a good spot.

It’s close to the restrooms. Lots of traffic. A deal at two thousand dollars.

That’s steep. We paid about half that last year.

But we’re going with a flat fee this year to make everyone’s life easier. And we are also
expecting a fifteen percent increase in attendance.

So, commissions and entrance fee distributions are no longer part of the package?

That’s right. And we’ve stepped up our marketing plan. Did you notice the advertising in
the Times?
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R: Yes, I did see that. What about credit card payment machines and Internet hookup?
P: The same as last year, an additional fifty dollars.
R: All right. We’ll go with booth C322.
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2. a joint venture with Canada 5 INE K& E A HE

3. push sales HE4H

4. in this respect 7EIX/NJ71H

5. balloons with slogans on 545 EALbRiE ) ER

6. working staff T{E A

7. etiquette lady  FL1X/NH

8. reception etiquette WX ALY

9. straightforward literature B 5 1 ¥ 350 B

10. Small case, it’s our job. /NF—HE, XERATH TAE.

11. offer free medical diagnosis and advice to the public  $2{t U2 A1 9 9 1)

12. Its retail price will be US$3,000. ZEH4r /& 3 000 3t

13. This vase is still in the experimental stage. XML HHIETE IZIEHT B o

14. We feel we could sell more if we could reduce the price.

AT, WEREMFRIC, KRELHEL
15. That’s why a reduction in price can never be made at the expense of quality.
AR HIE A 2 BEAR AT 4% 1) [ I AN B LA A% o7 B 9 AR .
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U s_efull Sentences

o EERSIERERARE

1.1 think it would greatly benefit our company to attend the trade show at...
BINRLE B, AR RKKZH.-

2. All of our competition will be exhibiting, so...

ATRZEF XS FH SR, Frihec-
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3.1 think our booth needs information brochures...
BANABRATHO ML T B 27 5 B BT M=o
4.1f you come to our booth at trade show, I can demonstrate our...
SR VRBELE R EBIRA T ML, B ARTEIHA T -
5. This product is the result of our latest technology.
X R AT R BB -
6. Two of the most popular trade shows are held in Beijing and Shanghai.
IS B AT TR R R AE AE A _E 28 T
7.Many of our competitors will be participating at the Hong Kong Export Trade Show.
BRIMATZHRSFNTFRSNFEBELEORSRES.
8. Please take this information for your reference.
XEFEHEL RS .
9. There is a great demand for this new product.
XA TR EIR K
10. Let me show you how to operate this machine.
IR AVRRIE I A E X LS
11. Here is all the information you need.
HRTRERE AKX E.
12. We can just take a glance at the exhibition.
BAITA THMNE —FEXMES.
13. We’re like to order your products.
BAVEITIRANIBIBE
14. This is my first to the Fair.
XREEXRSMEZHE
15. 1 was wondering if you had the time to show me around this exhibition.
AEIRREBH I EH RS — FRMREE
16. 1 found some of the exhibits fine in quality and beautiful in design.
RAER— LM, T HRHRRER.

s ZREAMAE
1. Let me introduce you to Mr. Li, general manager of our company.
EBAAIRNR— T AL, MERIMNAFRK &L,

2. It’s an honor to meet you.

REFINRIR,
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. Nice to meet you. I've heard a lot about you.

REPNRIR, AR,

. How do I pronounce your name?

TR 7B ATE?

. How do I address you?

AR RR I8 ?

. It’s going to be the pride of our company.

R RA L AR,

. What line of business are you in?

PR — 1T 9 ?

. Keep in touch.

RFFEC R -

. Thank you for coming.

R G -

Don’t mention it.

MBS

Excuse me for interrupting you.

R ATIR

I’m sorry to disturb you.

A, THE—T.

Excuse me a moment.

A, KBE—T.

Excuse me. I'll be right back.
AR, o EEXK.

What about the price?

RX A B ?

What do you think of the payment terms?
VRS ST R AR TR TR?

How do you feel like the quality of our products?
RIEAFEAT= MR EARE?

What about having a look at sample first?
BB AT?

What about placing a trial order?

AN IRIT B ?

The quality of ours is as good as that of many other suppliers, while our prices are not

9
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so high as theirs. By the way, which items are you interested in?

FATE = R ARSI R — FERI L, T RATEI A A A BARA TR AR .
] — "5, RGBS il Sl 2

You can rest assured.

PRA] LA o

We are always improving our design and patterns to confirm to the world market.
BAT—BAERSBAT w5tk BUsE A i EK.

This new product is to the taste of European market.

XA it £E BRI T 37 1R SE WG

I think it will also find a good market in your market.

RN EBLSEFRETG EHH.

Fine quality as well as low price will help push the sales of your products.

b 3fe i) R B AR I AR A B T HEBD B 7 A B

While we appreciate your cooperation, we regret to say that we can’t reduce our price
any further.

BARWAVRW TS 1E, ERIBHEK, RAIAERRE T .

Reliability is our strong point.

AIEEME IERBAT f L AL

We are satisfied with the quality of your samples, so the business depends entirely on
your price.

FATRAE i ) P BAR T R, R AZ 5 10 OMORE 76 4= BGER T ORI a1

To a certain extent, our price depends on how large your order is.

FERMIEE L, BATRMHEER T URI1T B AR,

This product is now in great demand and we have on hand many enquiries from other
countries.

XFprERBEFRRERA, WATF L EARE HAEKREZ W

Thank you for your inquiry. Would you tell us what quantity you require so that we can
work out the offer?

WEIREM . AT ETRTREM, AR EIRE IR 7KK HE?

Here are our FOB price list. All the prices in the list are subject to our final confirmation.
XM FOB Hra . 5 _EPrA tids LLIRT5 B Bl o dE .

In general, our prices are given on a FOB basis.

AR AR 2 FOB 1.

Our prices compare most favorably with quotations you can get from other manufacturers.

You’ll see that from our price sheet. The prices are subject to our confirmation,
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naturally.

TAT & AL FLE IR ER L . X — AR LABATR M 8 EE ). R
W, BT RS B AR T B HIA N TE .

We offer you our best prices, at which we have done a lot business with other customers.
BATFIRIT R AT, IR O 5 HAZ P 7 A A=,

Will you please tell us the specifications, quantity and packing you want, so that we can
work out the offer ASAP?

RETS S VRIRATST T X AU . HOE B3R EOK, DAER TR REIT 4Rk 4 ?

This is the pricelist, but it serves as a guide line only. Is there anything you are
particularly interested in?

XRMER, BUESE. EHREA VRRE BB &2

Do you have specific request for packing? Here are the samples of packing available
now, and you may have a look.

PRI A AR A Z KRG ? X RBATE AT A RS, RATUE—T.

I wonder if you have found that our specifications meet your requirements. I’m sure the
prices we submitted are competitive.

LA EE LR T AARANT RSB ZE R REBE ERANIMERIEEE R
EaLi

Heavy enquiries witness the quality of our products.

KB WA IE B BRA TR b o B A

We regret that the goods you inquire about are not available.

R, VRIS B BT LT .

My offer was based on reasonable profit, not on wild speculations.

AR A BRI KT, A& REN .

Moreover, we’ve kept the price close to the costs of production.

FU, BAIKOMHE CLBBLRAN T .

Could you tell me which kind of payment terms you’ll choose?

RETS 2 JARA T4 R FH B e A+ 33k 7 2K 2

Would you accept delivery spread over a period of time?

PRIRETS B AL — B R Y A 32 B2 2

11
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Complete the following dialogues.
1. A: What should I do with the display items?

B: You can sell some of the display items. For those that you cannot sell here,

(R —FEmad, B ERTEsER P ED.
2. A: Thank you. Without your help,
(A RefERR s LBRIX A2 KEF).

B: You are welcome.

(BRMMPANFZ L TR RFR, 7 EEN 2000 5 ARTLAETFHT
B
B: You have done a good job!
4. A: Do you like the products we sold you?
B: Yes. The cotton cheongsams are selling well,

CIEH AL BAT v [ 4% 5 B S AN S0 7 PR BE 20l
5. A: I like this booth very much and I plan to take part in the exhibition next year, too.

(FRAT AR ATEEI R E K RSO, ORI R XML D

Situational practice.

Make dialogues according to the following situations.

1. At the North Spring Trade Show, a Philippine dealer of electronic products, Winnie Cruz, is
inquiring prices at the stand of a Chinese company. Now it’s your turn to act as Winnie Cruz,
and your partner as Miss Fengjuan, sales representative of the Chinese company.

2. Suppose you are Mr. Johnson, the sales representative of the American company. You arrive
at the exhibition center but you find that your exhibits have not been there yet. You come to
the service desk and ask the reason. Your partner acts as the service receptionist, Miss
Windy.

12
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