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Unit 1

Promoting an Exhibition

fik ) g =

Learning Objectives

After learning this unit, you will be able to

>

N
r

introduce and promote an exhibition
make invitation to an exhibition
enquire about an exhibition

choose an exhibition
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1. Vocabulary

Match the words with their definitions.
(1) exhibitor a. A product or service displayed at an exhibition
(2) exhibit b. A small enclosed area where information and products are shown at

an exhibition

(3) venue c. A period of time used for a particular activity
(4) stand d. A company that exhibits its products or services at an exhibition
(5) session e. A place where an organized activity takes place

2. Pair Work

Have you attended any exhibitions or trade fairs? Share your experiences with your

partner.

T ask 1 Introducing an Exhibition

Activity 1 Pair Work

Do you know anything about the World Expo and Guangzhou Fair? Tell your partner what you

know about these two events.

the exhibition
the organizer
the exhibitors
the visitors
the exhibits

Activity 2 Listening

Listen to the promotional presentation for the 108th session of the Guangzhou Fair. Take
notes and then share with your partner your answers to the following questions.

1. What functions has the Guangzhou Fair performed?

2. Why is the Guangzhou Fair the first choice for international buyers?
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3. Who are the organizers of the Guangzhou Fair?

4. What product categories of the Guangzhou Fair can you name?

5. What is the total number of the visitors so far?

Activity 3 Reading

Read an advertisement for the Guangzhou Fair.
[elala el falalafelalelolgla e/ slalaie dololal e aferalo el ale g[e e e Tee elqe/a/ala gl g e ala e el elelalall g e a4l gl 0 0
Profile of the Guangzhou Fair

China Import and Export Fair (originally the Chinese Export Commodities Fair),
popularly known as the Guangzhou Fair, is held biannually in Guangzhou every Spring and
Autumn. Up to 2011, the Guangzhou Fair had been held uninterruptedly for 107 sessions
since it was inaugurated in the Spring of 1957. It is China’s largest trade fair of the highest
level with a gross exhibition space of 1,150,000m* and 55,620 stands. The Fair,
comprehensive in nature, has won renown for the longest history, the largest scale, the most
complete display in exhibit varieties, the biggest buyer attendance and the greatest business
turnover. As a multi-functional event of international importance, the Guangzhou Fair is an
important platform of trade exchange between China and the rest of the world.

The trading delegations are composed of thousands of China’s best foreign trade
corporations and enterprises with good credibility and sound financial capabilities, including
foreign trade companies, factories, scientific research institutions, foreign invested enterprises,
wholly foreign-owned enterprises, private enterprises, etc.

Besides the traditional ways of negotiating face to face, the Fair holds the Canton Fair
Online. The Fair leans to export trade, though import business is also done here. Apart from
the above-mentioned, various types of business activities such as economic and technical
co-operations and exchanges, commodity inspection, insurance, transportation, advertising,
consultation, etc. are also carried out in flexible ways. Business people from all over the
world gather in Guangzhou, exchanging business information and developing friendship at
the Guangzhou Fair.
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Mini-task | Understanding

Are the statements below true or false?

(1) The Guangzhou Fair has three sessions annually.

(2) The trading delegations exclude scientific research institutions.

(3) The Guangzhou Fair offers on-line service besides the traditional business way.
(4) The focus of the Guangzhou Fair is on import trade.

(5) Invisible trade is also carried out at the Guangzhou Fair.

Mini-task Il Vocabulary

Read the following statements and fill in the blanks with appropriate words in the word

box. Change their forms when necessary.

" stand event

application
session trading delegation sample
(1) Interested exhibitors should complete an form and send samples to
the exhibition organizer.
(2) Our company wishes to participate in this international to showcase

our latest products.

(3) Since we are first-time exhibitors, the exhibition organizer will reserve a number
of for us.

(4) The spring of China Import and Export Fair in Guangzhou was held
from April 15 to May 5.

(5) Potential clients can take for free from the exhibitors.

(6) The have achieved great business turnover from the trade fair.

Activity 4 Role-play: Speaking

You are the marketing representative of the Guangzhou Fair.

e Make a 3-minute promotional presentation introducing the Guangzhou

Fair to the potential exhibitors.

- ® Answer the questions of the audience.

@Student B/C/D)

Your company wishes to exhibit at the Guangzhou Fair.

® Get some basic information about the fair from the presentation.
® Ask some further questions.

—

6

——
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Vocabulary in Task 1

be dedicated to K A F
productivity n. A =%
elite n #FE

boast v VAseree B R
accommodate v. &4
textile n Y45
exceed v il

uninterruptedly adv. 7RI8] B3,

gross adj. &

multi-functional  adj. % HHE8Y

credibility n. {3/, {54
institution n. LA
inspection n. () &%

e e e S

mission n. 1E%, &4
vane n. K&4F

legendary adj. 45 A4
biannually adv. —FHRH
electrical appliance %, 2%
garment n. JRK
accumulated adj. E#249
inaugurate v. A, €[4
scale n #HAE

platform n Fé

financial capability 2% % 7/
commodity »n. e
consultation n. &4

e e e s e

T ask 2 Inviting to an Exhibition

et B P =, M Sl e i

Activity 1 Reading and Discussion

Read the following passage about inviting guests to an exhibition and then discuss the

questions with your partner.

Memory Jolt—Reminding Your Clients

Invite your customers to the show, tell them that you will be launching some new
products, and then give them a reason to visit the show and buy the products. Recent
research has shown that 83% of the most successful companies ready to attend exhibitions

(in terms of business generated and leads collected) would take the trouble to mail to their U

prospects and customers before the show.
If every exhibitor invited 10 of their clients to the exhibition, the visitor attendance

would be increased by 1,000 people. If you invited 50 of your clients to the exhibition the |

visitor attendance would be increased by 5,000. That’s a lot more business.

Some exhibitors have also found that, by doing so, the companies can create more business |

before the exhibition. It acts as a memory jolt. Out of sight, out of mind! Writing to your customers |

prior to the exhibition is an excuse for you to contact them and renew the contact at present.

i
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(1) Why is it important for an exhibitor to write invitations to his prospects and customers
before the exhibition?

(2) What benefits can pre-exhibition invitations bring to the exhibitor?

Activity 2 Listening

Listen to a radio advertisement for IBC 2010 Exhibition. Fill in the fact-file of the event.

Fact-file of IBC Exhibition

Number of exhibitors: (1)
Exhibiting space: (2)
Number of exhibiting halls: (3)

Total number of attendees: (4)

Countries and regions: (5)

Number of journalists: (6)

Exhibitors are attracted by the opportunity to:

1. raise their profile

2. move into new market (7)

3.develop (8) channels

4. generate sales leads

5.(9) with the best of the industry

Visitors attend the event because they can browse, (10) and discuss the
newest technologies.

Activity 3 Reading

Read a letter inviting a potential exhibitor to attend an exhibition. Are the statements
below true or false?

(1) IBC specializes in electronic media industry.

(2) IBC is renowned for its ability to organize exhibitions as well as conferences.

(3) IBC is open for the public and professional people as well.

(4) IBC offers training with low charges.

(5) The latest information is available from the official website.
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Exhibiting at IBC 2011

Dear Sir or Madam,
It gives me great pleasure to invite you to the IBC 2011 Exhibition to be held in RAI
Congress Center, Amsterdam , the Netherlands from 8-13 September 2011.

IBC is the leading annual event for professionals engaged in the creation, management and
delivery of entertainment and news content worldwide. Since 1967, IBC has evolved to become
one of the most influential events in electronic media worldwide, thanks to its ability to
demonstrate to the very highest standards as well as host top-level debate-based conferences.

Run by the industry for the inddstry, IBC continues to deliver an event which is
comprehensive, stimulating and relevant to the real needs of its visitors, exhibitors and
conference delegates. For up-to-date information about the IBC conference, exhibition,
free training and business briefings, the IBC Awards and more, visit www.ibc.org or view
the enclosed brochure.

We look forward to your application for the exhibiting space at our event.
Sincerely,

Peter Green
Marketing Director, IBC

Activity 4 Role-play: Writing

v You are Jenny Green, the Sales Manager of Core Electronics Co., Ltd. You are organizing
your exhibition at IBC 2011 to showcase your latest technology in electronic media.

v Write a formal invitation of 120-140 words to your prospective client, Mr. Solis from
Star Technology Company to visit your stand.

v Include the following points:

inviting Mr. Solis to the event

giving information about the time and venue of the event

introducing your company, product and market

stating the benefits from the visit for Mr. Solis and his company

expressmg your wishes to estabhsh business relations

v. ——in s eV, %
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