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Action is the foundational key to all success.

—Pablo Picasso
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1. Work with your partners to brainstorm why peop‘r@;@e trade fair.

(1) They look for new business partners.




(4)

2. Here are the useful sentences which are frequently used in a trade fair.
Translate the sentences into Chinese and learn them by
heart.

(1) I'm glad to meet you here at the fair.

(2) Welcome to our display. Please take your time.

(3) There are many models for you to choose from.

(4) They are all well designed and the quality is excellent.

(5) “Opplo” has a good brand name both at home and abroad.




(6) Our corporation has engaged in sanitary ware production for many years.

(7) We are considering choosing an agent abroad to promote our sales.

(8) Our company has a long history in this field and leads the country in production.

(9) Exhibitions are one of the most effective methods for establishing and maintaining

customer relations.

3. The words and expressions are from the conversations for listening and
speaking practice in the lesson. Translate them into Chinese and learn
them by heart.

Words

fair n. /fea(r)/
exhibition n. /eksi'bifn/
'exhibit v. /1gzibit/
display n. /di'spler/
\stand n. /stend/

| booth #. /bu:d/

location n. /lau'kerfn/

model n. /'modl/

choose v. /tfu:z/

}inquire v. /in'kwara(r)/

| registration n. /ired3i'streifn/
\

organizing committee
t

‘ shower enclosure

home and abroad

design v. /di'zain/

quality n. /'kwolati/
excellent adj. /'eksalant/
brand n. /brend/
corporation n. //koipa'rerfn/
promote v. /pra'maut/

field n. /fizld/

effective adj. /1'fektiv/
item n. /'artom/

policy n. /'polasi/

notify v. /'nautifar/

Expressions

entry badge

sanitary ware




M\Eistening

.« Listening 1

Listen to the sentences twice and match the beginnings (1) -(8)
to the endings A-H according to what you hear.

(1) All the exhibits should be ready by _ . A. our fair entry badges

(2)_6\/“1 you go to ? B. the Hong Kong Toys & Games Fair
(3) Should we wear at all times? C. the opening hour of the exhibition |
(4) The display is in D. the car show this weekend

(5) Eow long is | going to last? E. the exhibition conference

(6) All the general managers are invited to

. h at F. the exposition center
give a speech a .

(7) Have you ever attended ? G. the exhibition stand

(8) When can we set up ? H. the International Machine Tool Fair

7 Listening 2

Listen to the dialogue between Main and Brown twice and fill in
the blanks according to what you hear.

A Conversation at the Booth

Main: I'm glad you are back to our fair (1) Sir.
Brown: It’s very kind of you to (2) me.

Main: Have you looked around the exhibition halls?

Brown: Yes. I (3) around  the whole

morning going through every hall on the first floor.
Main: Did you find (4) ?

Brown: Oh, yes. So many items interested me. OK, 1

especially like many of the items for house decoration. I feel they
will sell well (5)
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Core Conversation

Ben, the sales manager of a diamond company, is inquiring
about a fair. Read the dialogue and role-play it with your
partner.

Carl: Hello, (1) What can

I do for you?

Ben: Yes, I'm the sales manager of a diamond company. And 1 would like to
inquire about your fair in October.

Carl: (2)

Ben: Can you give me a little idea about the price for exhibiting here?

Carl: We are pleased to make you an offer for our exhibition. The average of
a standard booth is $2,000. And the price varies according to its location
and which floor it is on.

Ben: It’s still a little bit higher than we want to pay.

(3)

Carl: If you want to join our exhibition and sign up now, we will reduce the

price by 5%.
Ben: That sounds agreeable. Tell me what's your policy if I have to cancel.
Carl: (4)

Ben: Well, that sounds good, so I'll sign up.

1. Read the conversation and choose the best answer for each of the blanks.
A.You may cancel the registration and notify us either by letter, fax, telephone call
or email.
B. I'm with the Organizing Committee of Yiwu International Commodities Fair.
C. Is there any chance of getting a better deal?
D. Well, our exhibition is about to open on October
22nd.
2. Watch the video and check your answers.

3. Suppose you are Ben and make an offer for the

exhibition to a customer according to the conversation.



Speaking Practice

Carl, a purchaser, is visiting Jenny’s display booth at the fair. Read the dialogue
and role-play it with- your partner.

Jenny: Hello, sir, good morning. Welcome to our booth. My name’s Jenny and
here’s my name card.
Carl:  Thank you. I'm Carl from Russia. Here is my card.

Jenny: Our corporation has engaged in sanitary ware production for many

years. And “Opplo” has a good brand name at home and abroad. We
have exhibited at each fair since 2000.

Carl:  Your exhibition booth is eye-catching and the wares look nice.

Jenny: I'm very glad you like our products. Are
there any pieces you are really interested in?

Carl:  Yes, 1 like your shower enclosures very

much, since there are many models to

choose from and they are well designed and

the workmanship is of excellent quality.

Jenny: Oh, yes. These styles are really popular in European countries.

1. Role-play the conversation between the salesperson and the customer.
2. Change the company’s main product and the brand as well as the thing that the customer
wants to buy, such as baby toys, jewelry. Make more new conversations similar to

the one above, and exchange roles to act them out.
Making a Video

Work in pairs to make a conversation, act it out and make an English video
based on the situation below.
Situation: Suppose you are the manager, and are interested in marketing your products

at the fairs. You're talking with the manager assistant about the fair date and you hope
to attend.
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Exhibition Information

Name of the Fair Period Place \
Hong Kong Toys & Games Fair Jan. 6-9 Hong Kong“
East China Fair Mar. 1-5 Shanghai |
Canton Fair, Phase I Oct. 15-19 Guangzhou l

China Yiwu International C diti |
: 'ma Iwu Intérnationa ommodities Oct. 21-25 | Yiwu
air
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Lesson 2 Interactions at the Booth

Part One |l Preparation

(1) You should take the catalog to the fair,

(2)
(3)
(4)
(5)
(6)

To get ready for the fair, buyers and sellers should make good
preparation. Divide your class into two groups and discuss about what
should be taken along for the fair and give reasons. You may refer to

the following expressions for help.

Group 1: Buyer

pen

sample

gift

camera

trolley case (HFF4H)
notepaper

notebook

name card

Group 2: Seller

lead card

name card
catalog

laptop

stapler (3T 43#/L)
gift

pen

price list

calculator

which will let the potential customers

know vour products.




2. Here are the useful sentences in interactions at the booth. Translate the

sentences into Chinese and learn them by heart.

I'm looking for something made in the latest style.

(2)

What line of business are you in?

(3)

I'm in charge of imports for the Good Home Company.

(4)

I'll send you all the information you need.

Please have a look at the catalog.

(6)

This is the price list, but it only serves as a guideline.
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(7) Our products enjoy an excellent reputation in the European market.

(8) I think some of the items will find a ready market in Holland.

(9) Do you have a souvenir collection for special occasions?

(10) All these lines are best sellers in Europe.

3. The words and expressions are from the conversations for speaking and
listening practice in the lesson. Translate them into Chinese and learn
them by heart.

Words

;client n. /'klarant/ budget n. /'badzit/
?stapler n. /'sterpla(r)/ comment n. /'kpment/
Icharges n. ltfa:diz/ recognize v. /'rekagnaiz/
‘Iguideline n. ['gardlamn/ household adj. /"havshoauld/
!reputation n. /;repju'terfn/ appearance n. /2'prarans/
:occasion n. /a'kerzn/ article n. /'a:tikl/
accessory n. /ak'sesari/ jewelry n. /'d3zuzalri/
integrate v. /'intigreit/ crystal adj. /'kristl/

Expressions
trolley case ready market
souvenir collection lead card
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Listening 1

e

Listen to five short dialogues twice and choose the best answer
for each of the following questions.

>

All the products on the counter.

Some of the traditional products.

The latest products.

No products.

Next Sunday. B. This Sunday.
Next Saturday. D. Next Thursday.
Mobiles.

Accessories for clothes.

(2)

(3)

Accessories for cellphones.
Accessories for house-decoration.
(4) Because he had run out of his name cards.

Because his name cards were not here.

Because he didn’t have any name cards.

Because he always wrote his information on the supplier’s notebook.
He wanted to have a rest.

The products in this display were very interesting.

He just happened to walk by.

CSOEPOO0BPIUOWEO0FTO0W

. He walked around and found nothing interesting.

1. Do you know what is a lead card? Listen to the following passage
twice and then fill in the blanks.




