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Preface

ELRABBMELRBRAOEFRLFARBEERT, BFRLAIAT
RABEVHAZ4EERFSEBIALEESLHEE., I FX
—RENHIAE, BNEAIMIEBERFHFHFRIEBIES (BEC, ie.
Business English Certificate ) , £ EER, BEC HE B &R /0
S5XEMFAEEFXZRSEEENFXHETLERIES, BEC Eik
HWNEEEFS THEREPFERENENHRTLEES, SR, i%.
%, EmANAE, MEESHXRINESIRN M. BEC HIUEME
WroZINT, ZEBABREN FTEEERRNAZESRLAEEHERA
EE: S

BEC S MEARXUTELR. MEMHEZ4FS, E£BEC 5%
RPEFERTHH, THBEC SRRAEMBHEESHUARNE
FMREFHFEEEAL, REFEIRBENTF. NIREEESIM
BFEFRIEEL, BEXETBRINAHFEIEMR, ERIENENERLT
ERETETT, BEABHNEERS. (50 XXM BEC &4 . MR (16
) ) MREZAAETUEBEE A2, 570 EEFE B RmEE,
HENR, £EHS. BN, XABEHROIES, +HIBFFMR
MBEIOEALCMBIE, LiREEIRS BEC HEEFENRR, 1L
REEFSHETHRREMRE S, EEREIRIKFERYAKFERLE
’E.

APARKLEM F1% BEC SRMEEXA 6 KBE S H 6 KRR,
FMRRE A 2 ReRtiE), 94 “SREM” W “DEEH . BME
BREE 1 RARME, FAMTEMIROEE ., BEERANERRIT,
FEAHEER, SMRRNE 2 XIRER, H2 BERENSAN,
BEFLACIHHENB#HTES], AEEEREMRHATES, IREE



KRIEA 6 XM EEEMIEER, BAARABEIEREARNE1.3.5.7,
9. 113X 6 RWAREIT, MR EZER, BeABHEHBRENAR.
EABEE—HI/EF 4 ELEGARE, ZEA—ENRRZFT
Bt AR TIEN.

ABWET —% BECEHIIHIT. EENBFZRMEBELERE.
KENZER, BB IBEHEEEZRBN. SABFRERLCUED
FIBEMR, BEMIBEAFERETEMEANEIANR,

ABEAREBT#% BEC 5L EMNELE, hiESHFEAENE
ARSHFREDEZENNEATFERUNMARER. BEFREAR
B K—ERNBIREFZERFZGH

APEAE, ERBELZMNARBBLT 7THE. XA, tHMNEE.
FHER. T2 BF. KE. €8, BX¥H. TAF, ANRETE
ROBWHENL, FElt—HFR.

EHHB (50 XB5E BEC &%) REH
EFFMAZ: www.mison.cn

EFRFLEF . www.mison.com.cn
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F—HH A EHEBEA (matching), H/\MEXE$ 5 EH G F (Questions 1-8) R AR
100 FEAMEX (AB,C,D,E) Ak, ZAREXREBR—TANLEXE, HEEHER—F
XENEMIXEE, ARSHREVEAREERS. ~RER. HEXRK. BERATHX
E/EIH, MABLEN/ \NDFUIREEEFNE—AIE/LONEXEE ., BREER
BfE, Z/\MNATFERERRIEEHEPENBSRIIT.

RIBABER, ZEBERHZ/\NAFERANBREFHHL, F5BRBEH#ITRAT,
EEBRHPRENNOIET, ZBASEEZEL4 N REMTFIARE N ARG B AT EREE
SENEREES.

Yo SE—ERS HH AR

R BEC P EMNAEELRATREZERANNE, BASRNEERAE T EEM AN
il FRANEERENETERNR, ENEQENZ N FTHENRENES. ik, F4£R
FHALTXIHMNATMZBEUEE. 2EME, F—HVoHOHBERMNT:
1. @A

(1) BN BEARERNEBREXEFRNMRANEN LS

ZENEEHETH, BRTAMNNE (NRXENKE ) FENEa5 8% H—4
AFRFHERNER. BARMNE-NHE/LMEANRXER, FINXFNEERIESE, R
R7pBURXBERBELNEMNES. W:

MEEE (AXRBRFSHAXE) .

Know the amount you would really like, slightly above what you think they will offer and



above what you'd be happy to settle for.
IR E4G]. You should ask for a fee in excess of what you expect to get.

(3%: settle for: j%,E in excess of: #id )

S BaF . REZFRE TECHEENTEA, SREEX— T @EiZE4.,
DEFHBEFZNEETIABRIMNNET, bEMSTRATERNEH., MEH above
B4 in excess of KX RA#HTRIXHE, BEHLHEE,

(2) EMBARNEBEPEMI TS E@E,

BRI F—1FARS, NERGFHHFRFRENRXFEANKE, MENREED
AFNEFRERIN AT WABORE. 9FREEAUERRS, BREXEL. XHMEXR
ZHEBERRER, FAERT B FHER, M.

MRERE (AXEWXE)

Thomas and Nancy set up a company to sell upmarket gifts, such as glassware and
porcelain, online. The niche market they have identified is professional and affluent.

%I 5. These people are targeting a relatively small number of discerning clients.

(>¥: upmarket: S#4A5 niche market: /(A& Tii7, K41 discerning clients: Hk5IAY
EF, REXSHER)

AT Batk. XEANBRBEEEAENNRN. BERFHOETS. MRABXHH
FWARE, WREEF— niche market BT A ERPIE: Thomas Fl Nancy £l 329/ 5)
TIINESHEILM, MEBRFOMER, IUANZNARTHRE AT UHBFEEE, niche
market MAXETH, EE/NWHETHEERRSTOE, EFHBERSEE, BT
UELEFRBRFE, EAFANTESRRE, XhBERELEFHSSRREEAXNELFERE, X
HARREF T ER,

(3) EBEGFHURENXBIERRE R FHREMEAMNE L.
ATEREE, SREEFERAREMBGNERMNERRLIBEADFHRE (NRELH
BIFRUEEERTEE ) o IFNATFHARSEBRETEN, BELZERINIR. W0.

SR BE (HXIWWNXE)
Another prerequisite is learning to recognize when there's scope for negotiation, because

I 4], Trying to negotiate is only worthwhile if there is the prospect of success.

o Bahl: REEFURBNINEATZIUNAEREX. MEEAFH: 5—H
ERFUERRHINESRERWZE, BARANIE, REREARSHEME . worthwhile 5
waste %&Xiﬁ]i 1-@%@%%1@\@@0

8
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(4) ETEBESERERRMESE BT
AR DR T8 A R 5 B5E R R A MR ¥ 3 SR AN, BNESHANERE
4 AFINEOHZE T HBARE, FUBENZRINIRSRBNMEENEE.

NEBRE (ARFELXE)

The centre, surrounded by parkland, is situated in the country’s most affluent region,
eleven million people, with a combined spending power predicted to exceed a record £ 5.5bn.

%IR8 %5). This development is in an area where the potential for consumer spending is
the highest in the country.

(3E: development: ##, FEHb/* spending power: §3£ }] exceed a record: #4273 )

S BARA. ZEEREMENEEERENZEXMNERESN. MEEEaFR
A E¥AM exceed a record 5% % A highest M, MMIREIE R, MNEIEaRME
EMHEHFANRNN . B, BERIFRERXEM~MNXEF development £ FI5MEEAE .

2. EEA
BEC BAE RS EENERAZT M FEEMNERES, LRLFNERFTE. EN
HRAETENROEMEE, ZHMKRE1E (W rrules, beliefs ) . MR BZIFNFRE A

REXZIEBEFEENRE, AEXFMNERREASLENE TREANEIR, i, E£HEG
HEMR, XENEESHNEIRE, NETIUERMNMYEFEMAREZLER. TEHATE
ERFREE, M.

(1) EI BN EREZ N Fo
HEXAHEMS, WXBAEERETERNCGFENZMITHEE, ERNHLEES
/I\/ﬂ¥o ﬂu:

MEBRE (AXBEMXE)

Your loan application needs to be supported by detailed profit and cash flow projections.
Make sure you factor in sufficient finance to let the business develop over time, and allow for
reinvestment. Here at AKW, we usually finance acquisitions with bank debt in the form of a
364-day loan, which can then be refinanced at a lower interest rate later.

&I & 5], Terms initially negotiated can be changed after the acquisition.
(3%: loan application f¥3%E3i& cash flow projections I &% factorin £E acquisition

i )

DA MNIETRE A H terms —iF O FH, ZFAMREZE, REHTAZRENHFEE,
M ESE T A= aNERBREXMEE, FEERFHOEMGFATRB. BESRERBE



B—ELBRITER, I reinvestment —FHE—ME51E, —RAFRMEA—K LS
PN —EFHRERTER, BEEKUE, RIMNBRELRETL? ERE no, BAERET
SkEgRTE B, ASIEARMEEHTEIRE, BABRENEMBERRE? HARERTERH
ERY, BENREE—athE—/ M58 5. be refinanced at a lower interest rate later. B} X
B, RTSAATRERUFIEEOFIR, FIRMBERKN terms IR E, ik, —
terms, KBrLEFALNMEFHITEE.

(2) ‘BN BN
IR EHAL, MIENEGRNBIEENES.

NREE (AXATERXE)

Within the production system at the car manufacturer Toyota, there is nothing that is
recognizable as performance appraisal. Every operation in the system has an associated
measure. The measure has been worked out between the operators and their manager. In
every case, the measure is related to the purpose of the work. That measure is the basis of
feedback to the manager and worker alike. Toyota’s basic idea is expressed in the axiom “bad
news first” . Both managers and workers are psychologically safe in the knowledge that it is the
system — not the worker — that is the primary influence on performance. It is management's
responsibility to ensure that the workers operate in a system that facilitates their performance.

¥ I & ‘). There are benefits when methods of evaluating performance have been

negotiated.
(3%. performance appraisal \l%#4% axiom /232 evaluate performance 1%\ %5 )

S ETMBEAG N, SVEERFARBEERTIFWNAEN, SERBFL.
benefits —i8 AR R1F, FANANEZE benefits RAETEMA E, SHIEWLAE, MBECEFR
iZ I Toyota M ERZIEEFH R AFIIT IR BEEH# T T FMNMEE, RIZE Toyota, AT EZAR
RAEZLESRT Z B REROERM E#HTH. 1A% HEEN N ZE RN EETmIER
TASHEE, BESIERAVEFERER, ENEFIFEX benefits ATF B

o E—E I

1. EMSFEES, THRXETH,

T —NEE, HESERL/HREFTEEN, B SERTTIAE A8 7B EAN
BEMTE, B PhHEH, M. Look at the statements below and at the five extracts from
a book about staff appraisals and feedback on the opposite page. BidXa)iE, ZFAERT T
BEANRENABANBRRE XA TN ERGANE., EXETHRE, LTMNBEIXRS
EHRFEPOEE,

2. WEAANDT, K KEE,
HERF, VIR EXERME, £—, IHFNMEG ERLRENE, BIEEXESR

un

(o))

O



50 zkasec s
LA (16 X)
BHMM, FURNEARS BEPBEROBANIEOBS . B, AT REREE
FRGXE, BREERNE RN TE, Rk R TRRN X ERE
%, MARTEARIES, REPELRTHAMRE EHBE,
EROBETAE ETEAN DT, E/A\MOTFHREX@IE, XK@ 1210
Bt #—, \MOTROWE, RHEM. B, BUUXRATOODRDK, ERXEN
SHESMERXRAOER, FATREE, MEHHTENOMLEE, BLAREAHNXEE
TAFR DX RINE?
(1) i
KRARBRAUENOER, BTUFTRREY, FENELRROEEZSE—, Al
R BT HIH XA,
a. ERERSR
REANBESULREERAARAN, BNTNRRT AFPRXROLE, TER
RAEXEEE P AR AR ER NGB R U, S EARE P B THEY
T (TRESRUSROBHRTE, REMERSROBNLRT ), LERNRBEXE
PRI RTREFNNATHT. WU TH:

LI /E) . This centre is being marketed by the developers as the best place in the area
to shop.
XN EZ% . Lend Lease is promoting the centre as the unrivalled shopping destination of

the region.
(5. developer 74 ® promote E1%, {€%8, FHER unrivalled X ITH#AY )

S BENH. ZPOEALABEEHZBXOREMYHF. MESREEIXBIETE
the best place, MXTRZEER X A: Lend Lease H§itk B 15 A% X T¢I U # 64 4035 B
H unrivalled 23X FREBEAER, BREENEAXBRRRERSHIFN, IRFEDFEER
best. ¥, EMUERSREMNEN, BRINEZEPHREN KRR THEANTENM,

b. XA E LR

Fit, ZAEREIRNEZALREAXBIEN, RIE\EXBHNBENXER, BEEMIE
M, F—AHEXXR, BXBESBREPHNELERRFXE, 0 be better handled 5 be dealt
with more effectively XZLLBBRZEHRMN. MB—FMARNEXR, IXBESERETINE
PFRRYGE, XFERZ HIMFIEHAF, more + adj.+ than---5 less + adj.+ than--- H
BERE MR X, ERZEHUER T ZEBBUNEF. BEUTHE.

%178 4) . Coaching provides a more supportive environment to discuss performance.

Xt R E% 7% It also allows successes and failures to be evaluated in a less threatening
atmosphere.

( 7*: coach Zill /i, ¥k, 5 JH supportive X #F Y evaluate 1E{d, EM, HH
threatening B )



ST BA. BRI SSIRE T EMXFNRE, BER. BIITTUERTHE
REREDAORERIFIL RIS KM, £48F A more supportive FIERTEH less threatening |X
HERNOEREMEI, HENN. Bk, AULEREAXBEEN, —EBERIAXFAR, U
ERMNEREXFHITEN.

c. BEENE + X&FE

RN E) T, ZEBERINIRTEREREE NS E, BARERET RIS
—PMEBENRERE, BN UERE P IHREUEHNEIE, HFEEBREAEREENRE X
.

I 4], Last year this reporter made a recommendation within a sector of generally
limited growth.
TR Et% . Shares in this sector (health group) were left behind when other areas proved
to be more attractive to investors and they typically ended the year only slightly higher.
( 3% : recommendation 2 share &} sector {7 investor %R )

S BEN: RIEEXFEARBRLTREZROTVRETEN. BEY. ZHYRELES
FHMOEMRSEAFTORN, NIRELENRERIBFEEMO EFH. E£H4GF, generally
limited growth B A% BB, Y generally {&4f limited RILH T BRNEE, mERES
thEEFNEMEI, ZFEBIRNIZTFER, slightly higher EARMIRF, slightly AT
7 higher (92 E ., BILIZWNEIBELREWIERIEXEHEE RN,

d. B SR A

FEFATRMNEEDNBQRHEAR EEAHEINESBERNERE, EEMT
MEBEREAET. R, LR EF-EBEBRRENMITFIMRIERBEY, B5F
HARAEXEEIA T M, 0.

I § %], Shares in this reporter's recommendation last year are now steady, following
a sharp rise.
3 N Bt 7%. Its share price shot up following the successful launch of the company’s
product. It has now reached a plateau.
(7F: sharprise JR#EE{ share price f&fft shotup 23 L3 launch £# plateau &
R, RBEKE)

ST BEA. BEEFZICENEETREE—XAE LARIAEEREBE, BEN. %
NERMEREFT = RERE LK, WELF TRENKE, 2OFERNEFHBEBINE
AiE, EEBRRIME BN D FHIMR, BIE % sharp rise, AT steady, FBAELERTRUEITIZ
BHEAEXFPHTEN, BERUFRNAEERI T X—#8%, B shot up, reach a plateau.
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(2) shigsiahiaEE

FRERENEARENXEE, BTN NEFEEAE ZEFE, FAANERR
RERRIE D FHESE, hREHTEEXRNEXABBRAEBREXESP,

a. EE#EMHIIERIEEE

BEH#EMA5ENE (40 increase, reduce, extend, decrease, etc. ) BB R EFEHRI LA
TR, MBENESRD, RAEFEERPZESEHITERM,

LI 5] It is worth offering holidays at a discount to increase the number of bookings.

any possible loss on unfilled accommodation and flights.

(>%: book i cost piZA& accommodation 78 loss 543 )

S BAA. ERBEEITMTPUSMAEA . %D BMMBRAMART UK ES
%, Btk BEE KA A BB o] g~ £ SR, B/aH increase T U FRE /)
FRIEM, RIBINTEAR. XEBREHHNRSIEZHME attract more customers 1HIFR, #B
BEHEMN M.

b. 1B #EF)E R FiEFEED
HEDBAPRERTEEAMNPERE, WIARAFRERANERE, FETRMKE
EBOFNERNEEE, ST URENENEREXHIRERXER, 0.

IR & ). The contact between coach and employee will not solve all difficulties at work.
SRZEL% . In theory, the coaching relationship should provide answers to every problem,

(7%: fall short of IAAE] )

S BAN. FlHFERTZEIMNBERHFNEREATEPNEERE, B%HN. B L,
SR ET AR TRRFFENRZA, Bk EFENE. ZE20THTEEEBHENER
WHEEMSNE, I not solve AXEiE, BERBEEXPREELEBRABUNEDF
BT, BEXHEEHILT provide answers to Bl & /A H1#Y solve, M/EEMILEIE fall short of M)
X AIEA solve 1T T BE, SRAMEER,

(3) RESHBRFNEE
Rla, ZEOTMNRARENRENXRE, KNNRMADROEE, BREXRHY
&9, FERBERXPRINZANESGIRN T, M.

I E4E]; Sometimes it is necessary to insist on further explanation.
X N Bt 7% . Listening may mean quizzing the speaker for additional information or for
clarification — it is always better to ask than to continue regardless and get things wrong.



