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This chapter contains practical advice to help you prepare
for your attendance at a trade show. Matters covered include
booking plane tickets, making hotel reservations, reserving the
booth, hiring an English speaking assistant, contacting with other
exhibitors, etc. Making good preparations for a trade show is the
first and basic step to ensure the success of attending a show.

AFABT—LBRERASEBBESE B REELEZN,
AZOKE: ANE, MAKRKRER., AERE. RR—AL %5
BB F, EARERERR, ¥F. KA AL, TRELR
BRABGELRERARAG—F,

Unit 1 Getting Useful Information through
Different Channels (F # % & £ &)

Mr. Zhou, a businessman from Xi Wang Company Ltd. , is
visiting Miss Xu who works in the Chamber of Commerce. This
is his first visit. He hasn’t attended any trade shows before so he
is here to get some information and familiarize himself with the
Chamber of Commerce.

REEEBEFRAALE, XRME—KREFWERST
ERVF/ME. USRS EMAER, REE TR LR
MIERHSHRBILER.



Dialogue 8

Xu:
Zhou

Zhou;

Good Morning! Can 1 help you?
Good Morning! I'm a representative of Xi Wang Company
Ltd. The scope of our business ranges from textiles, toys,
series food stuffs, to hardware and garments. At present,
our business is booming. We have set up business rela-
tionships with many foreign countries, and the volume of
business has increased fast. In order that more foreign
friends will know about our products and to enlarge our
market, we’d like to take part in some international trade
shows.
It’s our pleasure to help you. Generally speaking , there are
several ways to get useful information . You can obtain a
lot of information through the Chamber of Commerce. For
example, look at this brochure. It tells you the address,
telephone number, fax and E-mail address for different
companies. Also you can get the main exhibitions schedule
for this year and next year. You can approach them
directly.

Thank you for this useful information, especially the

E-mail addresses.
By the way, you may also get information through newspa-
pers, such as the News Weekly, China Daily, International
Business Daily etc.
That’s good to know. Thank you very much for your assis-

tance.
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1. scope [skoup] = BE, M
This article comes within the scope of our business.
BABRERMYZELEAZIA,

2. range [rend3] v. AXREZATIL
There is a wide range of prices of goods in these stores.
HEEZGHRNELEANRK,

3. boom [bum] ». iRk
Business is booming these days. We shall all grow rich!
REAEESE, BNHFEEY T
n.  ¥ReHE, T4




How long can the present business boom last?
BRle B FARER S A0
4. volume ['valjom] n. ., 3
The volume of business of our province with EEC countries is
growing.
BAELERAGRG R SRR B K,
5. increase [‘'inkris] . ¥, ¥ 3%
Many factories are trying to increase their rate of productivi-
ty.
RELEHARGET &,
6. enlarge [in'lardz] . #k, ¥k
China will gradually enlarge the scope of economic coopera-
tion with foreign countries.

TEKEF P AEARBREFOHHEH,

7. render ['renda] . i
You have rendered me a service.
1R T &gk

8. Chamber of Commerce # 4
9. brochure [breu'fur] . T
an advertising brochure 5~ %
10. approach  [a'proutf] n. 42if, X
I’m not very good at making approaches to strangers.

BARETAEEAANTRE,

5758 4 B 3R 7 & M ik = P 4k
¥ B £ Durban Chamber of Commerce & Industry
4



http: //www. Chamber. Durban. org. za/

n# £ B # < Ghana National Chamber of Commerce
http; //www. g77tin. org/gncchp. html

#H R # <& Kenya Chamber of Commerce
http: //www. g77tin. org/knccihp. html

# K bt IF £ B I £ Namibia national Chamber of Commerce &
Industry
http; //www. republicofnamibia. com/address. htm

¥ % A1 4 B % £ SIBU CHINESE GENERAL Chamber of Com-
merce
http: //www. scgcc. org. my/
4L 2% 7 B ol BE IR

# i 38 5l &% B £ Singapore International Chamber of Commerce
http: //www. asianconnect. com/sicc/home. shtml]

YW AW I B £ Johannesburg Chamber of Commerce &. In-
dustry
http: //africa. cis. co. za: 81/jcci/

ZEW BB L US Chamber of Commerce
http: //www. usChamber. org/

B X F B2 [talian Chamber of Commerce
http: //www. camcom. it/

N A% I B4 Chamber of Commerce and Industry of Beirut
http: //www. ccib. org. 1b/

FE#R R I B £ Philippine Chamber of Commerce & Industry
http: //www. east. cn. net/trade/asia. htm

B ¥ #7188 £ Palestinian Chamber of Commerce
http: //www. g77tin. org/pccghp. html

#@H I H 2 Chamber of Commerce and Industry of Vietnam



http: //www. hk. super. net/~cpexhibit/vietcoch. html
$5 2 T B £ Cylon Chamber of Commerce

http: //www. lanka. net/Chamber/
O3 /g iE 5 3k # £ Malay Chamber of Commerce Malaysia

http: //www. sibexlink. com. my/Chambers/nccim/ncci-

home. htm

Usef}li Phrases and Sentences

1. familiarize oneself with sth. # X A B KX F
If you want to be a good salesman, you should familiarize

yourself with the market.

W REBRA - LIFGBRER, MEHERETY,

2. Our business scope ranges from... 414 L 4 E A &4
3. We have set up business relations with... H A7 &R 5 .o #
LTEHEXZ,
We have established business relations with...
4. as well as Hreeeee ZH (d); Ao

This elementary school provides the students with dinner as
well as breakfast.
BEFHRFRSEREFAEER,
5. We'd like to... ZMAF L LB % F, £.TA Wed like that... 5
B,
We’d like to have a business talk with you soon.
RAA LAY 5 AT & F80%,
6. It’s our pleasure to... X FEXL K185 % £,
We are pleased to ...

6



Unit 2 Checking the Cost of Attendance
(EHERZERA)

Before attending the exhibition, there are many things to
prepare for, such as checking the price, reserving a spot, and ar-
ranging shipping and travel. Different sizes and locations of the
booths will have different costs. Mr. Zhou is going to attend the
show. At first, he would like to know the cost of attendance. So

he is calling Miss Susan Smith, a member of the organization

committee of the fair, to get more information.

EZMARZNMEMBEAES T/E, fil:. BASERA, W
SEMGL, BEARGMEZHEERSE. FEARTHMEOBIME G
AHFE. LSRR, hEABTHSBNBE. FRMIT
RESERBEZRRIAENTN - REH/MIUKRELH
FE.

Mr. Zhou : Hello, I am calling because I saw an ad in the Inter-
’ national Business Daily about your trade fair.

Miss Smith: Yes. Let me give you some information about it. The
trade fair will be held in San Francisco from March
the 14th to the 24th.

Z: Excuse me, but when is the deadline for registration?

S: The deadline is the day after tomorrow. However, we can

make exceptions for overseas companies,

Z: Where do I send the registration form that was in the paper

7
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and the registration fee?

: To the address that appears on the bottom of the form. Please
send it as soon as possible to reserve a space.

; Are there different sizes of booths?

: Yes. There are two different sizes. The larger one costs more.

: Does the price of the show include meals?

Yes. The cost of meals is included.

: Can I reserve a spot now?

Of course you can. There are still some spots left.

: I want a space in the right corner.

Sure, but it’s not the best location.

: That’s OK. I'll send the exhibits there fifteen days before the
display. One more question if you don’t mind my taking up
too much of your time.

Not at all,
: Does our booth need someone in attendance at all times?
Yes. Someone does need to be there between 9:00 to 5.00.

: I've got it. Thank you.

B B, RITHIBEREBTH—RERL, BIRE
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: RATHME, BRI FIEEHL ALER?
: BRI, B ORBITH 5 ARSHHEAE.
. RAET . B,

. attendance [a'tendens] ~. BB A he, R K

Our company has had perfect attendance this week.
BMAEINEREBERS.

attend [o'tend] w. hE, K, L (%)
Please let us know if you are unable to attend.

S B AR R A dm ik 38 4o B AT L

information  [,info'meifon] x. HE, Bk, £H
This book gives all sorts of useful information on how to car-
ry out foreign trade.

BEFANBT EHHIHGSERTH.

booth [buf] n. 249%m, R, M

exception [ik'sepfon] n. b, H sk, Hl a9 B

5. appear [o'pia] . A



