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Introduction to Exhibition Sales and Socializing

Day 1: Engaging and Qualifying Customers 13X B #) & BIE 5

e Introducing yourself and others B 7T43

e Breaking the ice FFEAEIK

¢ Showing hospitality IF & &

e Making small talk fLRXEE

e Understanding customer needs 1 B2E F 5K

e The importance of Qualifying FHFIFHE ZEE M

e Identifying different kinds of visitors ¥¥ze;= $85h%
e Qualifying questions B RIFHE 2 1215

e Role-play practice scenarios 151E1E &4

>l
i
a0

Day 2: Company and Product Descriptions, Product Demonstrations 77T AT &E

e The importance of “knowing your stuff” EEEmIFNEE M
e Elevator pitches -giving short presentations about your company 15 f&# — 52 /7 4
e Understanding features and benefits 32 % 2= R 45 2H LB 2L

e Using simple adjectives to describe products 1 A& 5@ Z m
e Conducting clear and concise product demonstrations /T MV EmETR

s

e Role-Play practice scenarios 1515 15 #5547

Day 3: Product Demonstrations (Continued) and Follow Up Emails 1515 i& 4k & 3B Hit 4t :&

e Product presentation practice ZEfRENRE
e Answering questions during a product demonstration EmEREZ
e Writing of a follow-up email after a trade show %5 B & 1B Hit B4

e Review and comprehensive role play and exhibition simulation %2 (0] [sf E4 22 5 5 4%




