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—— Conversation Three

(Questions 9-12)
® Look at the notes below.

® You will hear a telephone message about complaints.

Caller; Philip Anderson from Colossal Group
Subject; Making a complaint

They decide to call off the (10)
their (11)

Message

Goods should be delivered as stipulated in the (9)

WF B3
Man; Hello, this is Philip Anderson from Colossal
Group. I*m calling to make a complaint for the
dinner utensil. Well, you see, ‘1) according to
the contract, we ordered the silverware of
top grade. But when we opened the
carton, we found the goods you delivered
to us are dirty and rusty with deep scrat-
ches. The goods are not up to the
standard as you promised, so we plan to

2 cancel the shipment.

against you for inferior quality. In fact, we
have contacted the shipping company and
insurance company for compensation. By
the way, we have emailed you 4 a copy

our Commodity Inspection Bureau with
some records and photos.

Well, we hope you will make a close check
on the matter and work out a better way to
settle this problem.

g

i 7
o ¥ 4848350 according to S & T
thiy as stipulated in, G HE %,

2 EFENEESA

12518 cancel S th g call off &3,
BGAE T

claim 5 F & demand compensa-
tion [8 X ; A &) & 53— % g7 for &
RRE, 5B due to B X, Hi%E
ZEAERFE.

45 i
IR RIEIC A a copy of Fl issue,
MEANAIR TR ST DU MTH AT B R

HIPFAZ RYTE OAE X R B AR X
RFHAE XBIRNBPERE
b1

€ED shipment ['fipmant] n. iy inferior quality %/ inspection cortficate K1

(9) contract (10} shipment (11} inferior quality (12) inspection certificate




(Questions 13-17)
@ You will hear five short recordings.
» For each recording, decide what is the least important suggested or mentioned in these

plans.

* Write one letter (A-~H) next to the number of the regording.
e Do not use any letter more than once.
* After you have listened once, replay the recordings.

Part Two Bg

recruiting sales team

advertising by media i
|
|
|
|

3 | A
5 B innovating facilities

. T | ¢

15 ‘ D generating profits

E downsizing the farm

16 F expanding market shares
| G promoting sales

by i | H searching for clients

i h IR X
Thirteen

The Greenfood Farm will follow three keys that will
be conducive to its leading position in agricultural
markets.

The first is the implementation of strict quality con-
trols, which is suggested as the priority to the other
two.

>

X —RR
i R A 7 M

ST X HE T A, R
B RREEN,

The second key is the maximization of the efficiency
of the production by adopting new technologies,
which can bring a competitive advantage in the long
run.

The third one is the identification of several niche
markets and marketing strategies which ultimately

determines the prosperity and success of the farm.

© 1 B innovating facilities ¢

L2 B EEELR

BEES TN

>

RS X RA TR, W
AR B R
KA BB RER,

m conducive [ kan'daktiv] adj. HEHF----- i1 niche market fIRdi 45 AN HTH

A NI A A A A A — e R R R e BRI 1 " priority” FedRiL
3 “ultimately” A $ o7 4 H 04 K oL39,
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B Part Three

Questions 23-30
© You will hear an interview with some myths about banks.
e For each question (23-30), mark one letter (A, B or C) for the correct answer.
» After you have listened once, replay the recording.
@23. According to Mr. Lewis, what's the reason for economic crisis?
A. Banks drove the economy forward.
B. The economy was developing too fast.
C. Institutions succumbed to the frenzy economy.
@24. Amid the turmoil, what kind of changes will banks make?
A. from risk administration to safe administration
B. from risk management to expense control
C. from risk management to accrued expenses
@25. According to Federal Reserve data, what results can low interest rates cause?
A. Mortgage finance volume is prosperous.
B. Business lending is slowing down.
C. Credit volume is stagnant.

Woman: Mr. Lewis, could you analyze what role did banks play in the market bubble?

Man: Our economic crisis mirrors every great market bubble in history. Clearly, banks were
major participants, but they were not alone. Mortgage lenders, borrowers, regulators,
policy makers, appraisers, rating agencies, investors and investment bankers all played
a role in pushing economic excesses forward. The institutions that gave in completely to
the frenzy are no longer with us. Those balancing the need to compete with the need to
lend prudently survive today and are helping to stabilize the system.

@ @ 000

| Banks were major participants, | A |
| but they were not alone. I ]

: Some institutions give in while‘:r_é’%;ééc H
| others survive today. 5 oA i

m shareholder [ 'feahaulda(r) ] n. 8%

7 71 /R 3

Woman: You said earlier that Valin has three major tasks this year. What are they?

Man: We will actively fight the financial crisis and also take it as an opportunity. The first task
is to invest about 10 billion yuan in steel projects, which will produce high-end steel
products. The second is the deal with Fortescue, which will be settled after it gets gov-
ernment approval. And the third is to take the opportunity to launch mergers and acqui-
sitions. This year is the year for reshuffling China's steel industry, and we want to grab
the chance. We will pay 20 billion yuan for these three tasks.

m reshuffle [rirfafl] v. 204
CCACBCCB
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22 #4713
PART ONE
(Questions 1-12)

® You will hear three telephone conversations or messages.

e Write one or two words or a number in the numbered spaces on the notes or forms below.
e After you have listened once, replay each recording.

Conversation One
(Questions 1-4)

e Look at the note below.

® You will hear an answer phone message from a woman about a meeting.

MESSAGE

To. Paul James
From. Maria Hopwood, London office

Re. Planning Meeting next week

Also attending meeting. (1)

Please bring (a) details about (2)
(b) suggestions for (3)

Will send you the (4) by email.

RIAR, XR—NBIFES, XA EONBEEXRSERNES, BHREBEHABTITE
SRR TR B 0 B R TS, RAERRE 2, — 2B ATRENS AL, 7
R IR R RS, 3 M R RS (0B S,

MELF o 1S B T4, LB R & HBIER T, 3 B MR R L 284 “ Planning Meeting next
week” T I i BRI B R X T LU I RHABE., MEMEDEIRHAE BT,

@ 255152 AR(E—H),

@ TR 2. W AE5LE W NERB(E=.=H),
D EE S 3 email WA (EMNE),
BEEAFERRIMAEER, IRHENESNNBELETH M. UTHRZEX.

Woman: This is a message for Mr. James. It’ s Maria Hopwood calling from the London




EIEEE

office. Please could you give him some information about our meeting next week?

ZERZEXRTEENRRBLEMN, BEEURBANARANE. REIXEAFHINLE, X5
ABERREEER,

First of all, would you first let him know that a new trainee should be coming along too?
However, unfortunately the sales manager has had to drop out, but | don’t want to change the
date at this stage.

EEFEXRT ELEURRESMEWHMERRKE, “Firstof all” Y EEHAESHE, 25—
MHREBENRSBERME. F— 05N MBEAXEHE, %X E coming along 5 attending meeting [
XER, B TME—BHNEERN:(a) (new) trainee.

Ask him to make sure he brings the information we worked out last time about our profit
margins, as | don’t seem to have a note in the latest report of how we arrived at those figures.
I”1l bring a draft press release, which I’ ve been working on since we last met. Oh, and could
he also bring along all the ideas he has in mind for the product launch. I’ ve got the advertising
copy to show him.

ERREIRT SERERTNRE: LR IR EEANAT R A hNEN, MRE=2A
CEBHFNRE MERERFEBK, B“he brings...” BAlLEHMRAXRE, BRFSHLE
FEHI“ details” , {82 FZ thpy“information” XY IXANEE, I T A profit margins” (& — 5
MER, FEEIRARTRES XEBMEE " S HATMRE R E# 4, FETH TS
ZEE, X F Ry “all the ideas he has in mind for the product launch” 1 4 “ ideas” Xt R 8 mh 4
“suggestions” , X th R AKX R, FALBANE=FEE,

It should be a good meeting! I’ Il fax the final agenda the day before the meeting, on
second thoughts, I’ Il email it. It’ Il be easier that way.

BEXRTBEERRS5EBLBEFMAREMNTRRE, “email” EEERNARE S, KIS LT
MRE—RHN BARME R, TRELRI XN S AT NS RN R TN —AIEEE, SRS —
BREEERR—TH—RMNAR, \TiHEIRERER, “final agenda”,

(1) (A) (NEW)TRAINEE
(2) (OUR) (PROFIT) MARGIN(S)
(3)PRODUCT LAUNCH
(4) (FINAL) AGENDA



Jpane )y /) niE

—. 2B AR

X—AB BT SIBELR BEC MR AR FTR AR, XA 0 AWA, SENH AR A —#. i
RERETIREENRE, 2TEEMA S5 —E5FE A-H FEBNEMNYEER, £F—4HE,/\
METHABTRBARM, BN EFL WAL AZBNRTHERRR. SRIREL 30 #Heh, MBI
NERERDT, T—WATHEBRE L ZREN, BAZEATHRERAREILE, MAREEAHN
RHRE/\NED, X & EMCIZEBE TESHER.

Z AL

BRI XMBALNAE, BERTBETAETHBE T ABE . FEMNRSE E—RETUR
B FIMEERIWE AT AR RBNEYFL, HX, X/\NEHREBT XY, RIMNERN
W HFAH T HRIE AR A M RE RN RIEE BN HAMES,

PATHER BEC RRTHMXMAAR, THMRZEIRUTER: (1) HEZERR(HEENA
B.ILEF); (2) HEEHNAREMHA(MIER) ; (3) HEZFAEMM 4 (WIEL BRI EKE); (4)
PAEERATA(MAE KRR . FEF); (5) HEZEEMEAMES; (6) HEENEN. AR,

FENEERBLE:

(M) DAE.TEFREMAE LE: RENBREAS RSUGHOTIFES RH WIAS B E TR ;

ERRBRMIR TR 4T MEZ I MUAHER R R T M

(2) EEMETFEL: ARMARE; & F EZMELZWSEHE,; REMIETHHITMN;

(3) NH XM XKAEBIUWC T EBRNRAEXM(RE,FR, EEXF)

(4) LAISE - FEMNKBHMEEBH; HBEMTITE; SHTHIG & RKHA.

(5) ATEM FEARAMBEIRE . RTMEA AT EMNIRE,; XRXTADREFRNESER

MBBRATMEF ATERMERER  ERMNMEFEIRE, ERNMER ; 0 aMBEEHER,

(6) BEFRSCELMA S WA BN S RIMBLR EH FHMTL,

(7) Hfth BB — R SIER, MEBRE IR DR E . FEBRES.

S REER

X—#RRER-TASIEANAREAR, A A RANAENRIEERTRA, HRE58S
AR ERE R, EMXEVRIB, % &L RNEX R E R MEA, BEERREITT. WRRAEZEZT, N
REVH—EXFHRE, ERETHEENIARAEANNER, RAENETEHNEXEMNLAES X
RREINT, 7 REZRRENAR . Bt BoX BB LBE, (1) FERERZ T, FEL R ME—
TRIERER YRR BRENIEMRRERER, B, XEAPFNATFHRAE LD AkiLEE
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FERMBEERE; (2) ETREZH, BANAR—BRAERTHAMESR, F SR TEHER TN G
5 (3) AFEMEHR, o] UBHEBRZHBR FRTL; (4) ERERE TP MRR S X REBAFER—%
AETT (M— BRI, E N TF); (5)FRIHIEAIBS (LA % LHIE BT HMRIEALN
BE);(6) EFHES TREMBLHANESER,

PART TWO
Questions 13-22
Section One
(Questions 13-17)

® You will hear five short recordings. The speakers are presenting awards to companies that
have excelled in different aspects of business.

® For each recording, decide what the company is receiving its award for.

e Write one letter (A-H) next to the number of the recording.

® Do not use any letter more than once.

e After you have listened once, replay the recordings.

13 A innovation in public relations 1
B staff involvement in decision-making

14 C after-sales policy
D product improvement

1S E environmental awareness

16 F staff training
G employee benefits

L H export success

AIREHMAZRGH R he) SN A AR SR UAE LRSS LN G A% ;
RJG RIZILB RN AN A Z HAANG T,

Uy 73 7 3X

Thirteen

This chain of clothing stores has been a household name in this country and abroad for a
century. But some years ago, it lost market share and closed most of its overseas branches. Its
goods declined in quality, and became dull and out of touch with modern taste. After a period
in crisis, the company hired a new team of designers and relaunched its entire range. The
upgrading in quality and style has put this store back on the fashion map.

EEY'#JE’Q%E?E?HE“but"EI%[l,EEE§%1$¥B’\JW§1‘§,§5%EH’\]EET?Hﬁ, HIRE T ASE
e B9 18] ; A B E A ST 35 1 3R F 4L BETRIBINZABLANERE . = 2 RE T RS EH, &
B B4R 1a “ aﬂer”ﬂﬂ,?%?%&i%ﬁﬁ%%fﬁnﬁiﬁ,’AETEET&ERE’\]?E*J}E:ﬁﬂF%ﬁ%%ﬂN#&, 22
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W MEBHER XX ASDBEEFNABET ™SR, FIUHMHERNIZEZ D, ERHETX
WA The upgrading in quality and style has put this store back on the fashion map“ FZ#J12
FHHOHRORTILXREFL T BN IEXTER

XAFTEHTELEBREXENRE, FRE ERNBAL R, VSREFIHN—AMEIRES
2,0 FEEIT R new” XA BIFFIRE A; A BEATE]“ team of designers” gLiRiE B

Fourteen

This has been an inspirational success story. Five years ago, the Ty-Ban cheese company
didn’t exist. They now supply more cheese to the foreign market than any other cheese com-
pany of their size. Originally, Ty-Ban was a small farm rearing cattle and sheep, but the family
realized they would have to diversify or go out of business. They started experimenting with
some old recipes for organic cheese, in spite of warnings that the market was saturated, and
came up with a winner.

XEBIETEW T Ty-Ban ILESA TS, HRI A HEsH A BILEFT—REMRRASEK, BE
PR T XA AT RIEAETZHE R BHNERL TMNRGREMAMEK M. B “supply more cheese
to the foreign market than any other cheese company of their size” §40i% 11 H Z 1t HEIE,

RIXEBN B

1. HAERES, XBRIENMESTE Ty-ban BRI T AR HER B REHRE,

2. FEFEEIERAXERAR, IAER—MIBEBRIREIAENRERE. XTREEED
I “ export” XM, 8 “ supply...to the foreign market” 5 export AR EHHE

3. | supply more cheese to the foreign market than any other cheese company of their
size f1#3“foreign market” 1§40 Ty-Ban {8 N iz2H AR 5, EIL T MR FAHE H EFHED H, ex-
port success UL AMNEIF. B4

4. BiF—AR 2k Ty-Ban AT WA RHTE, o IABE AT,

Fifteen

Business consultancy is one of the most competitive areas in the service sector. Huge fees
are charged to the customers, but the customers have huge expectations in return. This has
led to a growing feeling of disillusionment;“What do these people do that we couldn’t do for
ourselves?” Well, here we have a uniquely creative consultancy company that produces revo-
lutionary ideas for projecting a corporate image to the outside world. Their methods are
startling, but they certainly get results.

XERAEEFLEAT B LS HMREZL, EEX AT —MKRiEAE"“What do these people do
that we couldn’t do for ourselves?” , FIL o] X IE T RN TR ZZEEFX /N EE, RIEHRH
WEHNEERFZ AL, AL EFATEZEETRHOA AR, B “produces revolutionary ideas for
projecting a corporate image” o] {540, A AERE R,

XESEETERNXEEW S, tban“creative/revolutionary ideas” 5 innovation & 2485 ;
“public relation” f§ A th#i =& projecting a corporate image to the outside world,



