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FUE2H AR (Objective) -

CEF Bl in speaking (equivalent to an intermediate level of proficiency on the TOEIC speaking test). The

objectives of this course are as follows:

1. Development of a high frequency of commonly used business related language as well as the
common language specific to trade fairs and exhibitions.

2. Ability to communicate accurately and concisely.

3. Highly professional and polite demeanor.

4. A high level of appreciation of register and ability to vary one’s tone.

5. Effective and persuasive representation of one’s company.

6. Planning and development skills.

7. Bargaining and other negotiating skills.

8. Problem solving and decision making skills.

9. Intercultural awareness and experience.

ZER NS4 Course outline and content :

This course introduces students to the proper planning, implementation and effective management of a trade

show and trade show presence as keys to trade show success for every organization. The course incorporates
authentic scenarios and a practical project for further training and guidance. The topics to be covered include:
* The scope of trade show marketing

* Planning the show

* Coordinating the show

* Pre-show marketing

* At the show

» Working with your staff

* Secrets of successful shows

* Post-show follow-up
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Planning and Practicum of Trading Shows Course Description

AT
Course
Outline

This course is useful for students who wish to develop enhanced skills in communication

that will enable them to interact with potential customers and business partners in a more

complex manner when presenting and discussing their company’s products and services.

The course is useful for Intermediate level students.
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Objective

CEF B1 in speaking (equivalent to an intermediate level of proficiency on the TOEIC

speaking test). The objectives of this course are as follows:

1. Development of a high frequency of commonly used business related language as
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well as the common language specific to trade fairs and exhibitions.

. Ability to communicate accurately and concisely.

. Highly professional and polite demeanor.

. A high level of appreciation of register and ability to vary one’s tone.
. Effective and persuasive representation of one’s company.

. Planning and development skills.

. Bargaining and other negotiating skills.

. Problem solving and decision making skills.

. Intercultural awareness and experience.
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Course
Criteria

LA
Credit(s)

2 credits, 1 semester

CEErR
Evaluation

1. Students will be given a mid-term and a final exam. Each exam
will be based on the learning content and will count 30 %.

2. Class participation and homework will count 30 %.

3. Attendance will count 10%

g2y P&
Learning
Content

This course introduces students to the proper planning, implementation
and effective management of a trade show and trade show presence as
keys to trade show success for every organization. The course
incorporates authentic scenarios and a practical project for further
training and guidance. The topics to be covered include:

* The scope of trade show marketing

* Planning the show

* Coordinating the show

* Pre-show marketing

* At the show

* Working with your staff

* Secrets of successful shows

* Post-show follow-up
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Communication
Skill

8

Listening

Speaking Reading Writing




Objective:

Can understand the main
points and important details
of clear standard speech at
or relating to trade shows,
provided the content
incorporates a high
frequency of commonly
used business-related
language. Can understand

the main points of many

Objective (Spoken
Interaction):

Can deal with common

situations encountered at a
trade show or regarding a
trade show. Can enter
unprepared into a
conversation at a trade show
or revolving around a trade
show, provided the

discourse involves using

Objective:

Can understand
texts relating to
trade shows that
consist mainly of a
high frequency of
commonly used
business related
language. Can
understand the

description of

w4 st radio or TV programs on mostly commonly used events, feelings
Description | cyrrent affairs in business- related language. and wishes, etc. in
International Trade and standard business
Business, provided the Objective (Spoken letters relating to
delivery is clear. Production): trade shows.
Can connect phrases in order
to describe familiar business
experiences, events, plans,
etc. at or regarding a trade
show. Can briefly give
reasons and explanations for
opinions and plans at or
regarding a trade show.
By 1. English for T-rade Shoyv, by Zjﬁ%%, ISBN: 71%1114329
etrariall(e) 2. BBC Learning English Website, Ten Days in Manchester:

http://www.bbc.co.uk/worldservice/learningenglish/business/tendays/index.shtml

O E 2 BAE
Jobs that the
students who

have completed

the course can

apply for

This course is suitable for students who anticipate that their job will involve promoting a
company’s service and products at a macro level (i.e. at exhibitions and trade shows). It is
highly suitable for sales, marketing, and advertising staff, managers, product designers,
importers and exporters, trade show organizers, and events and activities managers and

staff.



/search.php?cl=100001&q=%E6%96%BD%E5%AD%9D%E6%98%8C
http://www.bbc.co.uk/worldservice/learningenglish/business/tendays/index.shtml

