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Unit 1 Costs of Atten
-dance

(BRRAD

Section One; Dialogue Drills

Before attending an exhibition, the
clients would like to ask the orgamzer of the
exhibition about the costs of attending it. So
we can see how the participants and orga-

nizer of the exhibition express themselves .

Model Dialogues

Mr. Wang is a Sales Manager of a
big textile company in the province. His
company wants to get some information
about the costs of attending an interna-
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tional textile material exhibition , so he is
calling Miss Zhang , a member of the or-

ganizing committee ,

Miss Zhang: Hello, Organizing Committee
of International Textile Mate-
rial Exhibition. What can I
do for you?

Mr. Wang: Hello. I'n the sales manager
of & textile company. I’ d like
to know the expenses of at-
tending your exhibition in
March.

Z: Well, the average price of a standard

booth is § 2000. This price varies accord-

Ing to its location and which floor it is on,

W: Can you lower the price of the spot?

Z; Of course. If you want to take part in

the exhibition, we can give you some dis-

counts according to the dimensions of your
spot,

W: That’s fine. May I know your name,

2
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please?

Z: My name is Zhang Wei. I' 1l contact you
if you leave your name and telephone num-
ber?

W: Sure. 1'm Wang Qing, sales manager
of Zhong Da Textile Company. My phone
number is 88971219,

Z: Thank you,

Mr. Liis the vice general manager
of a construction company. He is asking
Mr. Huang, arn orgenizer of the Con-
struction Material Exhibition in Septem-
ber, about the cost of attendance. They
have met before .

Mr. Li: Hello, Mr. Huang. This is Li
Jun from Mingdi Construction
Company. Do you still remember

me"’?
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Mr. Huang: Yes, Mr. Li. How are things
going? You must be calling to
ask about our construction ex-
hibition. Would you like to
participate this year?

Li: That’ s right. What’ s the price for a

hooth this year?

H: A standard booth costs 4500 ynan.

However, 1t is cheaper on the upper floor.

L: This is the third time we will take part

in the exhibition. Can you give me a special

price

H: I know. Since you are our old cus-

tomer, I'm going to give you the maximum

discount

L: Thank you. I' 1l sign up now. And the

dovn payment will be sent to your account

in a few days. I will discuss the exact booth
with you later.

H: Any time.
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Miss Jiang ° s company — Dagi
Utensil Company — has never taken part
in an exhibition before. This year, the
company wanis to participate in the Inter-
national Household Utensil Exhibition .
Therefore, Miss Jiang is calling Ms.
Brown .

Ms. Brown: Hello, Organization Commit-
tee of the Intemational
Houschold Utensil Exhibi-
tion. May [ help you?
Miss Jiang: Yes. My name is Jiang Ming.
I’ m from China Dagi Utensil
Company. We have beard
about the International House-
hold Wtensil Exhibition and
we d like 1o get some details

about it.
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B: The exhibition will be held from May
17th to May 23rdin Miami. It mainly caters
ro clients in the Mexican and African mar-
kets. It has been held for 32 years and we
have heen doing quite successfully.

J: Thank you for giving me this informa-
tion. What about the expenses of taking part
in this exhibition?

B: The price of every standard booth is $
2500,

J: If we want to participate, what should
we do?

B: You must fill in a registration form and
send us the fee as soon as possible.

J: Can we book a booth now?

B: Yes, you can. There are some booths
left .

J: That’s fine, thank you! Please reserve a
booth for us. We will contact you as soon as
possible ,

B: OK. I'm glad 10 help you. Could you

let me know how I can contact you if you

b
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don t mind?

L: Sure. My phone number is 86 - 571 -
88566622 .

Useful Expressions

A. I'd like to know the cost of .. .7

Would you please tell me the price
of. .. 7

What 's the price for ... ?

How about the cost of .. .7

What s your budget for. ..?

Can you lower the price?

Can you give me a special price 7
Cculd you come up with a better dis-

courit ?

. The price of a standard booth is. . .
Our budget for a standard booth is. . .
The minimum/maximum cost for attend-
ing the exhibition is. ..

The price varies according to .

["m sorry, I can’t. That's the lowest I
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can gn.

C. I'd like to bock the booth now.
This is the kind of booth I’ m looking

for. And the price is reasonable.
1"l take it.

Role - play

. Work with a partner and play the roles of
a parficipafor and an organizer of an ex-
hibition.

2. Suppose you are a sales person in a tex-
tile company. You are going to show
your products in an exhibition. You

want to know the cost of attending an ex-
hibition. Make a dialogue.

Section Two: Reading and Discussion
Directions: Read the passages and answer the
questions that follow.

Passage One

The price of a destination as a conven-
8
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tion site 15 a critical marketing varable.
Major comvention destinations such as New
York, London, Hong Kong, and Sydney
are normally more expensive as the higher
cost of real eslate and facilities drives up
the price of meeting space, accommadation,
and the cost of cther services. In recent
years, so called “second — tier cities ” have
become more price competitive while still
offering good meeting facilities in less con-
gested but aitractive environments. Second
her cities are suburbs of major cities or
smaller cities that differ from first tier cities
in the number of hotel rooms, the size of
the convention center, and the city wide ho-
€1 rack rafes,

Although clearly important, the prices
of meeting and accommodation services are
only one part of the total price of a destina-
tion. Marketers must also consider the ae-
cessibility and cost of transportation to the
destination, local transportation, food ser-
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vices, etc. To attract major conventions
some destinations may subsidize the cost of
the convention or offer assistance and ser-
vices through the local CVB or association
chapter, either free of charge or at a re-
duced cost. While prices cannot be set and
controlled by a convention destination in
quite the same way as occurs in other prod-
uct contexis, M is nevertheless a significant

marketing variable.

Notes

destination: n. the place to which someone

or something is going to be di-
rected

real estate: land, including all the natural
resources and permanent build-
ings on it

drives up: force to increase in number,
price, etc,

aceommodation: n. to contain comfortably;

have space for
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