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Chapter One

Planning a Trade Show (I H KX

Scenario 1: Haimin Exhibition Co. , Ltd is having a brainstorming meeting about any suitable
topics for next year’ s exhibition plan. The General Manager is chairing the discussion and

encouraging project managers to air their views frankly.

A:
B:

: Connie, project manager

>

the General Manager

Brian, project manager

: Good morning, everybody! 1°d like to hear your opinions about some new

projects for the next year’s business. Any interesting idea you can bring

forward for discussion, Brian?

: Thank you, boss! 1’d like to propose a new theme about a perfume show.

The reason is that the market for perfume consumption is growing rapidly in
recent years.

: That’s interesting. Can you go a bit further into your topic?
: OK. It should be a potential market as a B to C show, because I don’t see any
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such kind of theme for exhibition.

: Good! Then do you have any idea about the market prospect?
: Yes. I think Shanghai is a metropolitan city, and the theme is suitable for this

market, Secondly, our domestic perfume market is just in its take-off stage,
so the foreign brand-names will surely lose no chance to get into this virgin

market.

: Great! What about the market scale, big enough to launch a show?

: Yes,I think so. The local companies are also striving for the market share.

They are active in marketing their products by means of participating in

international shows.

. You mean we can have sufficient exhibiting companies from home and abroad

to launch a perfume show next year, right?

. Of course, we still need to make some more feasibility study on the topic so as

to give a final decision,

. OK. Any other comments on this topic? Come on, Connie, what do you think

about it?

: Yes, I think it an interesting theme for a show, as we don’t see many similar

ones in the exhibition market so far. Yet to go deeper into the market channel

for beauty products, I don’t feel it feasible to hold an exhibition.

: Oh, why? I’m curious and I want to hear your thought.
. 17d be happy to. It’s clear to all that the advertising and retailing channels are

the main means for most cosmetic enterprises to tap into a new market, and
with those channels quite a number of international and domestic brands have
got a remarkable market share already in Shanghai. An exhibition for them

means no longer an essential marketing way.

. That sounds reasonable. You think they may decline participation in such

shows, don’t you?

. Possibly they have the reasons to do so. In addition, if the show, which only

covers perfume products, is on a B to B basis, then the number of exhibitors
and trade visitors would be too limited to achieve a satisfactory exhibition

scale. We have to think of economic returns for a small-scale show.

. No, I’ve mentioned at the beginning that this is a B to C show, designed to

the end-users. Of course, professional visitors are welcome to attend the

show.
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A
C:
A:

: Well, if it’s meant to be a B to C show, it makes no difference from those

department stores and shopping malls, where you can find almost every
famous brand of perfumes already popular in China.

You made a point on it. Then do you have any suggestion on proper topics?
Yes, I’d like to put forward an industrial theme for your consideration,

OK, just get on with it,

Scenario 2: Connie’s topic is more welcomed on the meeting, and everybody is offering their

ideas to come up with a meaningful plan,

A:
B:

: Connie

>

>

A:

The General Manager

Brian

: Please allow me to show you something and take a glance over it. These are

some newspaper clippings and data I’ ve collected from various sources. It

prompts me to think of a hi-tech exhibition,

: Please be more specific, Connie!

: Yes. I read it from the press two weeks ago that a chemical plant in northeast

area caused a serious leaking and got rivers polluted extensively. This makes
thousands of households difficult in using water, which directly affects the

daily life in the city.

: So what? Anything to do with our project?

: | say this would be an opportunity to hold an exhibition concerning water and

environmental protection. And the theme keeps abreast with the present

situation.

: I think you’ ve got a point. But is Shanghai a suitable place to have this show?
y g p g

: I’m sure Shanghai holds a leading position in the environmental protection

industry and water treatment technology.

: But it’ s necessary to find some detailed statistical figures of this area, and

governmental guidance to this industry so as to provide solid basis for the

show.,

Good idea! So far as I know, there are already some water exhibitions to be
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held in Shanghai as well as other big cities. How can we compete with those

existing ones?

. Those water expos focus on different industrial sectors. Since the pollution

incident shocked nationwide, and caused great concerns among general
peoples why not position our show on the water purification for daily use?
Then we invite those equipment manufacturers, parts and component

suppliers, facility distributors, R&D bodies, etc. to exhibit in the show.

: Right! The show is aimed to provide an opportunity for the exhibitors to

expand their market, enhance company image, seek new customers, display

new technology and so on.

: According to its positioning, the show could be named as “China International

Urban Purified Water Technology Expo”,

: Sounds good! The short form could be “WaterTech”.

. An important factor we have to consider is what kind of target groups we

must invite as visitors.

. Yes, I thought the target visitors could include manufacturers, agents,

imports and exports traders, venture capitalists, distributors and so on.

. Well, I think as professional visitors, those water works, sewage treatment

plants, environmental monitoring stations, engineering companies,
environmental experts and all concerned governmental departments should

also be listed in the visitor databank.

: Exactly. For an effective publicity, it”s necessary to approach mass media,

professional journals, industrial websites, trade associations and societies and

Shanghai based foreign businesses as well.

. It seems quite a promising project for the next year, eh? Then when will be

the suitable time for the show?

. Well, I checked March 22nd every year is the World Water Day, and 5th June

the World Environment Day. Might be a proper time for the show to choose

one of them?

. Excellent! The earlier, the better. March should be more suitable because

it’s just a period for products marketing for a year-round business. Can you
write up a project prospectus, so that I can talk with some trade associations
for cooperation?

: No problem, boss! I can hand it to you within two weeks.
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A: Fine! A very fruitful discussion. I hope everyone can contribute your efforts

to this new proposal.

Scenario 3: Connie, the project manager, is assigning work to her team member, Danny about

prospectus writing.

C: Connie

D: Danny, project executive

C: Good morning, Danny! I’d like you involved in a new project.

D: Morning, Connie. What’s that? I’m all ears.

C: Great! We are planning a new trade show next year, and I want you to work
out a project prospectus so as to get the ball rolling as soon as possible.

D: I’m only too happy to do it! But you know, Connie, I’m a green hand and
need your directions to me.

C: No problem, only if you are ready to take the challenge.

D: But how can I start with it?

C: Here are some of the basic materials and data for your reference. You may
first of all set up a main structure of the report, such as the macro political
and economic situation, some industrial analysis with key statistics.

D: I see. This is the background condition for the show.

C: Yes. And based on that, you have to find out a number of advantages if the
show is to be held. Moreover, 1 think the show should be positioned as a
trade show, but with involvement of the general public.

D. This means it opens not only to relevant industrial sectors, but to public
visitors as well.

C: You’re right, In this case, the marketing plan part has to include mass media,
some promotion activities for the society besides professional journals,
magazines and websites.

D: Got it! What about the show organization structure? Do we have to {ind some
professional associations to be our partners?

C: Of course. You may list several industrial associations as preliminary

organizers, co-organizers, supporters, agents and something like that.
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D: I see. One question, as we don’t have any idea about the scale of the show,
how can I decide the venue for it?

C: You can list some possible exhibition centers as options. We still have to look
over available time slots they can offer.

D: How about the participation fee?

C: You can refer to our previ.ous show for a reference. A final decision will come
out after a market survey.

D: T understand. When do you need the prospectus?

C: You’d better give me the draft version next Wednesday.

D: I try my best to get it done then.

w= Notes

L. chair v. /n. ARG IHEEHD £, TR (S ITHEE)  (SWUHRER S

FDERE . BRK

chairman . (UED ERE, EFA; (ATASHDEEK

chairwoman n. LEE, LERFA;TEK, LEEK

chairperson n. (B E/FE, A& K, EHEK

chairmanship n. F& BN ; EFA4FER

She takes the chair in all our meetings.
B H BATEH H AL,

Who’s chairing the meeting?
B EHIX ALV

consumption n. T5%%; 4EE

consumer n. JH3RE

consume v. JH2%

home/domestic consumption E K %%

conspicuous consumption JZXVEHETH 3R

consumer goods %%

consumer price index (CPD {H 2% & MAEEE (K EFR A TE T B E £ —BET
] P9 b FH158 10 B 98 30, B B XoF . 18] O “ BB ) 4 48 307 [ Retail Price Index
(RPD ]

consumer protection JH &R

consumer spending JH# X H

The recession has led to a fall in conspicuous consumption.
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ZHRBEFHEBEEBERERY,
Analysis of the consumer price index for the third quarter of 2008 shows the
rate of inflation goes down by about 1. 3 per cent.
2008 FRZFREAERNBIBRIMNEARBRBRETRTY 1. 3%,
. scale n. 45, %%, HE
scale of charges/prices % FH/#r¥ 3
salary scale T3
on a large/small scale & //NHIAE
He started his business on a small scale.
£ b Z A7, 4 E] LA R K,
. launch v. /n. GF=E&) b1
rolling launch & zh Fii
launching party /=& B4
They launched their new car model at the motor show.
EARERAS MRS THEMEE,
The company is geared up for the launch of its first microcomputer.
N LBALARBAELE ETHITFT —AS,
. channel n. &iE,&&; ¥k, FB
channels of distribution &5 4%
trading channel %7 543k
retailing channel BEEIEE
go through the official channels & | 2 BgZR
open up new channels of communication JFREBHIHBIRE
green channel %6388
The company has worldwide distribution channels.
XN E] B4EE Wik A AR,
. prompt v. {Rf#, FBEE adj. FKBTH, HERT
prompt payment 37 B3R
His speech prompted the Green Agriculture Products Exhibition in the city.
g BrE R AR T AR TESIEEREZ R RS L.
They keep shipping costs low and can take advantage of quantity discounts
and other allowances for prompt payment.
ARG AR 1E %, T B A A K F 7 dofo L BP AT 3K 15 5] SR B L,
. position v. fHLLF n (B, HINL; TG



