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Learning Objectives %> B#R

After learning this unit, you will be able to:

% Know the history of trade shows & exhibitions.

% Have a general understanding of the exhibition and convention industry.
% Know how to make an introduction to exhibitions.

% Master some useful professional words, phrases and key sentence patterns.

Background Information AR

SRR, BUE. KEBHFRAKLEDGHAR, ETBENBIHBE TR
BRER], #EAREE-RY Y. THRREH. FIER S BG4 EF RE &
MBERMARTES), RSN L s S ARG S, RERMES. KB LK,
WEXRHES, SEH. PREFHF. BAY2RRBRELSFR XLk
AR BREA. TEEFHALBRFEGRA, 2 RS B4 54 &
e, RTEFRARFHHELAHN, £ LSRR AANLREH,

Lead In

Numerous companies are learning that holding a marketing event, such as conventions
and exhibitions, can be a very cost-effective form of advertising in knowing their customer
base. Furthermore, successful marketing events can secure new clients and sales, thus
generating added revenue for the company, in addition to advertising the company and
company products.

Exhibitions are now a very important business part in our lives and are quickly
becoming 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.

< A neutral sales environment, for both buyers and sellers.

< Fast market penetration.

< Most cost-effective means of exploring and entering new markets.



Warm-up JRENER

Match and Discuss

Directions: Please look at the following pictures and read the descriptions of different
types of events. Match each picture with the right description respectively.

A. Trade exhibitions are generally designed to meet
the needs of one particular type of business, product

1. or country. Only people involved in the field are
invited to attend and the general public is rarely
included. '

B. A conference is a meeting with an organized

2.

agenda for delegates who have common education,
communication or networking objectives.




C. An incentive is a reward of recognition or a
loyalty program, which is a business tool used to
change behavior to improve profit, cash flow,
employee engagement and customer commitment.

D. Consumer exhibitions usually involve a range of
products from a number of different industries on
display to the general public.

ﬁBasic Reading E{HFIR

History of Trade Shows & Exhibitions

It is believed that exhibitions or trade fairs began almost 600 years before the birth of
Christ. While no precise record is available, the book of Ezekiel (in the Bible) written in
588 BC, contains many references to merchants trading in a “multitude of the kinds of
riches with silver, iron, tin and lead”. Ezekiel also talks about the city of Tyre which was
an important center of trade and commerce.

Today, Trade Shows & Exhibitions provide a forum for companies to display and
demonstrate their products to potential buyers who have a special interest in buying these
products. The compacted time frames and the focused trade show locations, are cost-
effective for the exhibiting companies and convenient for the buyers.

Since the 1960s, trade shows and exhibitions are commonly used as an important
part of a marketing strategy. Their relative importance is reflected in their promotional
expenditures. Larger amounts of money are spent each year on trade exhibitions as
compared to magazine, radio, and out-door advertising.

The primary role of trade shows, in the marketing strategy, is that of a selling
medium. Depending on the type of product being exhibited, selling activities can involve
booking orders or developing leads for future sales. If show regulations permit, they can
even involve selling products directly at the exhibit.



Exhibitions provide a natural and nearly perfect platform for the delivery of

solutions to the buyers. More and more exhibition organizers are providing learning
content, demonstration theaters, and advice-giving opportunities as important features
of their events. Constantly, exhibiting companies are taking full advantage of these
opportunities.

Trade shows also serve as vehicles for advertising and publicity. Exhibits can be very
effective three-dimensional ads as well as collection points for names for direct-mailing
lists. They can also command the attention of the news media, which regularly cover
shows in search of stories on new products and new approaches.

Participating companies can also accomplish non-promotional marketing objectives
at trade shows. Market research data can be collected from show visitors. Competitors’
offerings can be evaluated. And contacts can be made with potential suppliers and sales
representatives.

Business-to-business trade shows are exhibitions in the areas of health care,
computer products, electronics, advertising specialties, heavy equipment, agriculture,
fashions, furniture and toys, focus on goods and services within an industry or a
specialized part of an industry. They are targeted to wholesalers and retailers with the
intent of pushing products through a channel of distribution. Most attendees at these
shows are actively looking for products and have the authority to buy. Consumer trade
shows, like business-to-business expositions, also have an industry focus. They are
different in that they target the general public, and therefore are designed to stimulate
end-user demand. The kinds of products exhibited at these open shows include autos,
housewares, boats, antiques and crafts.

A f



Vocabulary

precise [pri‘sais] a. ¥5Ham
available [a'veilabl] a. FIFAM
reference ['refsrans] n. 5%
merchant ['ma:tfent] n. MWA
multitude ['maltitju:d] n. KE
frame [freim] n. HEZR
expenditure liks'pendit/a] n. Xt
primary ['praimari] a. FEM; YW
regulation Lregju'leifan] n. EHE; HN
permit [pa'mit] v. VAl o
theater ['Oiata] n. Xbi; El
dimensional [di'menfanal] a. <B4
accomplish [3'kamplif] v. T
wholesaler ['haulseil3] n. MKHE
retailer [ri:teila] n. FHEH
craft [kra:ft] n. L& F&
distribution [distri'bju:fan] n. 4SrEC
authority [>:'8orati] n. BUR: 4B
stimulate ['stimjuleit] v R B
houseware ['hauswea] n. KIER &
antique [aen'ti:k] n. HHE
Notes

1. It is believed that exhibitions or trade fairs began almost 600 years before the birth of
Christ.

HEHBRRRASRRSESZ IR TEEHAR 600 £,

2. While no precise record is available, the book of Ezekiel (in the Bible) written in 588
BC, contains many references to merchants trading in a “multitude of the kinds of
riches with silver, iron, tin and lead”.

BARBRATHKBEHRICR, BTATE 588 £1 (LIASEHEY (A (E&) H
BETREXTREANBATRFEZY =R, &, 8. BX5HMEETHSE,

3. More and more exhibition organizers are providing learning content, demonstration
theaters, and advice-giving opportunities as important features of their events.
HBoREE K RRAREZURMSYEINE. BETRERKHLSENENE



4. They can also command the attention of the news media, which regularly cover
shows in search of stories on new products and new approaches.
Al ATt T AT AR 2 5 S4B i 42 LA B2 377 b B BT AT VR R 3 (R S AT T RO BR K
5. They are targeted to wholesalers and retailers with the intent of pushing products

through a channel of distribution.
At ] = 2 T 1) AR L AR B 4 A SR E R P s U R R A T B R AT

Discuss the following questions with your partner.

1. Why are Trade Shows & Exhibitions good places for a company to sell its products
to potential buyers?
2. What roles do exhibitions play? Please list some of the reasons here.

3. What is a business-to-business trade show? Please give some examples.

@ Situational Dialogues HEIRXVIE

Dialogue 1

Mr. Chen contacts Mr. Fox at the Guangzhou Import and Export Commodities Fair.
They are discussing the convention and exhibition industry in recent years in China.
C=Mr. Chen F= Mr. Fox
: Hello Mr. Fox. How nice to meet you here.
Me too. It’s ages since we last met. How have you been?
: Everything is going well, except that I have been busy with exhibitions recently.
: I can imagine you are, with your business being very successful.

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

mO MmO mO

: You are right. I’ve sensed a boom these past years in the convention and exhibition
industries. Does your company participate in the Guangzhou Import & Export
Commodities Fair every year?

C: Yes, I don’t see a good reason not to. A trade fair is one of the most effective

mediums for establishing and maintaining customer relations.

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

C: That’s why we never pass up a chance to participate in trade fairs in our country.

F: Does your company also promote your products by advertisement, direct mailing or

a website?

C: Yes, they are very effective and most advanced in the marketplace. However, at an



exhibition, buyers can see, touch and try the products for themselves. Nothing beats

the impact of a live demonstration.

F: Does your company really benefit a lot from the fairs?

C: Yes, we can achieve more potential sales in a few days at a fair than we could

achieve in many months using other methods of selling.

F: Yes. I can see that the China convention and exhibition industry is becoming more

mature than ever before. Good luck with your future sales while you are at the

exhibitions and fairs.

C: Thank you and the same to you.

Vocabulary

booming ['bu:min] a. ERH
commodity [ka'maditi] n. T

fair [fea] n. BRa
effective [i'fektiv] a. HREH
medium ['mi:diom] n. WA
maintain [mein'tein] v. YR
communication [kamju:ni‘keifan] n. i
conduct [kan'dakt] n. AT SEHE
persuasive [pa'sweisiv] a. HURIIM
relationship [ri'leifan{ip] n. KR
advanced [ed'va:nst] a. SLitm
demonstration [.deman'streifan] n T

mature [ma'tjua] a. AR
achieve [3'tfi:v] v. &R TR
Notes

1. Everything is going well.
— VAT EHR A o

2. It is all due to various kinds of trade exhibitions and fairs.
X—YIATh FREM A SRR S

3. I’ve sensed a boom these past years in the convention and exhibition industries.
O L2 BIX LR S JRAT W BT .

4. A trade fair is one of the most effective mediums for establishing and maintaining
customer relations.

HORUMRE LRGSR RARBRARNENZ .



5. two-way communication X{[A)VAIH; XRASH: X a Lk
6. face to face [HI XA

7. That’s why we never pass up a chance to participate in trade fairs in our country.

Xk 2 A AT A BATAABOL AT —MERANTE K S AL 5 2 NS RN .
Dialogue 2

Tom is asking Professor Wang about the World Expo.

W=Professor Wang T=Tom

T: Good morning, Professor Wang. May 1 ask you a few questions about the World
Exposition?

W:Sure.

T: Is the World Expo a type of commercial Expo?

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

T: How far does it go back in years?

W:It has a 150-year history, since 1851 when the Great Exhibition of Industries of All
Nations was held in London.

T: I heard that the Expo 2010 Shanghai was the first registered World Exposition in a
developing country.

W:Right. It gave the attendees a good impression, and expectations of China’s future
development.

T: I heard that about 200 countries and international organizations attended the World
Expo 2010 Shanghai.

W:Yes, it was an unparalleled large scale exposition.

T: When and where is the next world exposition going to be held?

W:The World Exposition is divided into two types: those which are “registered” and
cover a broad or general theme, and those which concentrate on a specific theme.
The former is held every five years and lasts six months. And the latter usually lasts
three months and is held once between the “registered” Expos. The latter one
(professional exposition) will be held in South Korea in 2012 and the former one
(comprehensive exposition) will be held in Milan, Italy in 2015.

T: Thanks for your professional explanation, Professor Wang.

W:You’re welcome.



Vocabulary

exposition [ekspau'zifan] n. HRE
scale [skeil] n. AR
commercial [ka'ma:fal] a. FDEE
exchange [iks'tfeind3] n. L#
publicize ['pablisaiz] v. Bt
achievement ['tfi:zvmant] n. AU
registered ['red3istad] a. VEMHE
expectation [ekspek'teifen] n. A%
unparalleled [An'paeraleld] a. LHH
recognize ['rekagnaiz] v. RH
Notes

1. May I ask you a few questions about the World Exposition?
AT LA AR JLAN 5 Tt S8 0 2 g e 2

2. Is the World Expo a type of commercial Expo?
& B A ?

3. It is a large-scale, global, non-commercial Expo.
ERAMBR . 2IRERIERLEE L.

4. It aims to promote the exchange of ideas and the development of the world economy,
culture, science and technology.
T E R EBBTRA AR . RPN ARERRE.

5. The World Exposition is divided into two types.
(LA PSP icR

6. It was an unparalleled large scale exposition.

ER—ATEGR RS,

%‘ I”’Vf)?Useful Sentences RFAIE

10

1. I see that the MICE industry in China is becoming more mature than ever before.
WA E B P H 12 L IE 3RS b LUIAE AR T R0 58 n e 2

2. What would be a nice location for our Kitchen wares?
BATE LI B 55 ol R DT B B AR R AL B @ MR ?

3. This location is very convenient for attendees, visitors, and freight delivery.

MTFZRANN. SUEMBRIERY, ZEMLEEARFEEF.



4. It caters to a variety of needs and interests for the participants.

EWRL T B INE &R BRI KRS -

5. We provide our customers with a series of high quality services.
BAVARFRME T —RIERERRS .

6. Selecting a suitable venue is the common desire of organizers, contractors and
participants.
Pk EERHERANE . RHPENSS5E =TTHHEEE.

7. Selecting the correct venue for your trade show involves many important
considerations.

BERFES RIS, NETEZ TSR,
8. Trade fairs involve a two-way communication process.
B AL 5 & B— A RUa SRV B i 75 .
9. That’s why we never pass up any chance to participate in trade shows in our country.
XA ABNINRBEABEFAERMNERZSINA 5 RIS ER.
10. Nothing beats the impact of a live show.
D3 R 7= I 7= A Y S 2 H A AR A7 77 sCEREE AR T 19
11. World Expositions provide exhibitors the opportunity to advertise and display their
achievements and improve international relationships.
HHF RSB SRITREI SR EAR S ER A EEH R KR
12. Trade fairs are one of the most effective mediums for establishing and maintaining
customer relations.

WA G R RS R P R A B BN 2 —.

Further Reading 35[@{513%

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 a 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 a 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

11



