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Model Test One

Part I Listening Comprehension (35%) (30 Minutes)

Section One (10%)

Directions; In this section, you will hear everything ONCE ONLY. Listen carefully and answer the questions that
Sfollow. Mark the correct answer to each question on the ANSWER SHEET.

Questions 1 to 5 are based on a conversation. At the end of the conversation you will be given 10 seconds to
answer each of the following five questions.

Now listen to the conversation.

1. According to Gareth, what causes Trident’s problem with selling its photocopiers?
A. Product specifications.
B. Prices that they charge.
C. Engineering support.
D. Colour of the product.
2. According to Gareth, which statement about the parent company is true?
A. The parent company is interested in selling Trident.
B. The parent company would like Trident to supply new markets.
C. The parent company would like to get help from other companies.
D. The parent company wants Trident to succeed without any help.
3. In Gareth’s opinion, what is the main reason for the workforce being demotivated?
A. Changes in pay and conditions.
B. Lack of job security.
C. Poor management.
D. Lower salary.
4. Gareth thinks that the difficulty for the sales force is caused by
A. having to deal with too many customers
B. a lack of adequate training
C. uncertainty about their responsibilities
D. a lack of help from other departments
5. Gareth thinks that The Chief Executive’s most urgent problem is
A. the product range
B. the size of the workforce
C. the concept of market

D. the company’s turnover
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Section Two (10%)

Directions: In this section you will hear everything ONCE ONLY. Listen carefully and fill in the blanks that
Sollow. Write the answer to each blank on the ANSWER SHEET.

Questions 6 to 10 are based on a news broadcast. At the end of the news broadcast you will be given 10
seconds to fill in each of the following five blanks.

Now listen to the news broadcast.

6. The International Monetary Fund says the global economic growth this year will be the strongest for nearly

7. This year the world growth will grow at the rate of although IMF says the rate will fall back generally
in the years after that.

8. Economic growth in has, however, slowed somewhat in the last few months.

9. Report says China’s development is welcome in the light of concerns that the Chinese economy might be
growing too fast, which could lead to

10. With little spare capacity concentrated in one country, Saudi Arabia, is vulnerable to unexpected

events.

Section Three (15%)

Directions ; In this section, you will hear everything ONCE ONLY. Listen carefully and answer the questions that
Sollow. Write the answer to each blank on the ANSWER SHEET.

Questions 11 to 13 are based on an interview. At the end of the interview you will be given 5 minutes to

answer the following three questions.
Now listen to the interview.

11. Explain the reasons why Sangra’s sales have fallen so much.
12. Describe the policy adopted by Sangra company.
13. What’s John Sergeant’s advice to Sangra?

Part I Reading and Writing (35%) (50 Minutes)

Section One Multiple Choice (5%)

Directions : Read the following passage and fill in Blanks 14-18 with the best answer from the four choices marked
A, B, C and D. Mark the answer on the ANSWER SHEET.

A bike-sharing scheme that could rival London’s so-called Boris bikes has been granted 14.  to operate
in the British capital.

Ealing Borough Council in West London approved plans during a council cabinet meeting on Tuesday
evening for Chinese company Mobike to  15.  a pilot project in Acton. The scheme will bring 750 bikes to the
area and is set to start at the end of July.

Bassam Mahfouz, cabinet member for transport, environment and leisure, said: “We welcome Mobike’s

decision to start operating in Ealing. Hiring a Mobike is an easy way to give cycling a try  16.  short
2
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distances, without committing  17.  the expense of buying a bike, and we hope that residents will be

”

encouraged to get out of their cars and cycle 18. .

Mobike has already made its UK debut in Manchester, where a fleet of 1,000 bikes was launched in June.

14. A. money B. permission C. budget D. order
15. A. make B. set C. launch D. support
16. A. over B. for C. in D. at

17. A. at B. to C. with D. by

18. A. effectively B. again C. unhappily D. instead

Section Two Graph Reading (5%)

Directions: Read the graphs below. For each graph, there are one or two questions that follow. Choose the best
answer from the four choices marked A, B, C and D. Mark the answer on the ANSWER SHEET.

Question 19 is based on the following graph.

SALES CROWTH BY CATEGORY

14%
12.7%
11.9%
& 8 I l I

Catering  Retail goods Telecommumca!lon Furniture  Building and
devices decoration materials

19. In which sector do sales have the lowest growth percentage?
A. Building and decoration materials. B. Retail goods.

C. Furniture. D. Catering.

Questions 20-21 are based on the flowing graph.

CPI nosedives

20. When did CPI drop to 4.9%7

A. November. B. July. C. April. D. August.
21. When did CPI rise to the top?
A. April. B. November. C. February. D. September.
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Questions 22-23 are based on the following graph.

China’s trade surplus

30 28.73

27.1
2 22.89
20 20.03

16.88
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7.61

(in billion dollars)
=
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-10
Ifraphic by chinadaily.com.cn I | Source: NBS I

22. According to the graph, in which month did China’s trade surplus increase dramatically?
A. July. B. October. C. April. D. May.
23. Which is the following statement true?
A. Compared to the trade surplus last year, the trade surplus has been increasing stably.
B. There isn’t negative growth of trade surplus this year.
C. Compared to trade surplus in October last year, trade surplus in the same month has increasing higher.

D. The slowest growth rate of trade surplus this year arises in April.

Section Three Passage Reading (10%)

Directions : Read the following two passages below. Choose the best answer from the four choices marked A, B, C
and D. Mark the answer on the ANSWER SHEET.

Questions 24-28 are based on Passage One.

Passage One

The rise of multinational corporations, global marketing, new communications technologies, and shrinking
cultural differences have led to an unparalleled increase in global public relations or PR.

Surprisingly, since modern PR was largely an American invention, the US leadership in public relations is
being threatened by PR efforts in other countries. Ten years ago, for example, the world’s top five public
relations agencies were American-owned. In 1991, only one was. The British in particular are becoming more
sophisticated and creative. A recent survey found that more than half of all British companies include PR as part
of their corporate planning activities, compared to about one-third of the US companies. It may not be long
before London replaces New York as the capital of PR.

Why is America lagging behind in the global PR race? First, Americans as a whole tend to be fairly
provincial and take more of an interest in local affairs. Knowledge of world geography, for example, has never
been strong in this country. Secondly, Americans lag behind their European and Asian counterparts in knowing
a second language. Less than 5 percent of Burson-Marshall’s American employees know two languages. Ogilvy
and Mather has about the same percentage. Conversely, some European firms have half of more of their
employees fluent in a second language. Finally, people involved in PR abroad tend to keep a closer eye on

international affairs, in the financial PR area, for instance, most Americans read the Wall Street Journal.

4
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Overseas, their counterparts read the journal as well as the Financial Times of London and The Economist,
Publications not often read in this country.

Perhaps the PR industry might take a lesson from Ted Turner of CNN ( Cable News Network ). Turner
recently announced that the word “ foreign” would no longer be used on CNN news broadcasts. According to
Turner, global communications have made the nations of the world so interdependent that there is no longer any

such thing as foreign.

24. According to the passage, the US leadership in public relations is being threatened because of
A. an unparalleled increase in the number of public relations companies
B. shrinking cultural differences and new communications technologies
C. the decreasing number of multinational corporations in the US
D. increased efforts of other countries in public relations
25. London could soon replace New York as the center of PR because
A. British companies are more ambitious than the US
B. British companies place more importance on PR than the US companies
C. British companies are heavily involved in planning activities
D. four of the world’s top public relations agencies are British-owned
26. The underlined word “provincial” (Para.3) most probably means “
A. limited in outlook
B. like people from the provinces
C. rigid in thinking
D. interested in world financial affairs
27. We learn from the third paragraph that employees in the American PR industry
A. speak at least one foreign language fluently
B. are ignorant about world geography
C. are not as sophisticated as their European counterparts
D. enjoy reading a great variety of English business publications
28. What lesson might the PR industry take from Ted Turner of CNN?
A. American PR companies should be more internationally minded.
B. The American PR industry should develop global communications technologies.
C. People working in PR should be more fluent in foreign languages.

D. People involved in PR should avoid using the word “foreign”.

Questions 29-33 are based on Passage Two.

Passage Two

Modern-day business really does transcend national barriers. Thanks to sophisticated IT and communications
systems, business can now market their products on a truly global scale. The word is indisputably becoming a
smaller place, the international marketplace for new suppliers and clients. Businesses must, however, be aware
that once they expand the area in which they operate, they face increased competition. The standard and quality
of their goods become increasingly important in keeping up with competitors. But most of all, it is the service
element accompanying the goods which is crucial to a company’s success in a particular market. This new
philosophy has led to many companies, some of which have even offered products of a lesser quality, gaining

success overseas.
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Although globalisation may, in some senses, have brought national economies closer together, societies
around the world still have radically different expectations, processes and standards, these are not a function of
economic change, but are more deep-rooted and difficult to alter. They can be a major problem for business
expanding abroad, with the greatest obstacle of all being the language barrier. If you have to deal with clients,
supplies and distributors in a range of countries, you will not only need the skills to communicate with them,
you will also need to reconcile any national biases you have with the diverse ways of doing business that exist
around the globe.

The value of effective communication is not to be underestimated. New technology such as video-
conferencing and email has played a part in making the communication processes easier, and it may also be
possible that the introduction of language interpretation software will help with some global communications
problems. But, of course, it is the human element of the communication process that is so vital in business,
especially in negotiations, presentations and team-building. It is essential for managers to meet regularly with
staff, customers and partners, so that issues can be discussed, messages communicated and feedback obtained.

The value of well-organised language training is immense, and can bring benefits to all levels and
departments within a multinational organisation. Unfortunately, however, many organisaitions have a very narrow
view when it comes to training of any kind. Often, an urgent requirement has to be identified before training is
authorised. Then, a training company is employed or a programme is developed in-house, the team is trained,
and that is seen as the end of the matter. However, the fact remains that training programmes are effective only
if they are relevant to a company’s broader, long-term needs. They should be regarded as an investment rather
than a cost.

Changes in expectations and attitudes are certain to continue for companies that trade globally. Although
such companies are not yet faced with their international partners and clients demanding that business be
conducted in their mother tongue, they realise that overseas competition is increasing fast. If these companies
want to continue to achieve success on the international trading circuit, they must be prepared to adapt to

situations and speak the local language. If not, someone else will.

29. According to the first paragraph, improved communications have enabled companies to
A. offer a wider variety of products and services
B. expand beyond their domestic markets
C. perform better than their international competitors
D. open more manufacturing facilities abroad
30. Some companies have succeeded at an international level even though they have
A. produced inferior goods
B. failed to adapt products for local markets
C. ignored the standards set by their competitors
D. reduced the standards of the service they offer
31. It can be inferred from the passage that approaches to approaches to doing business vary between countries
because of
A. local economic considerations
B. the existence of cultural differences
C. strong wishes to remain independent
D. regulations about business practices
32. The writer thinks that the use of modern technology will

A. speed up the process of language interpretation

6
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B. never replace the need for face-to-face interaction

C. help solve the problems involved in maintaining strong teams

D. not lead to greater communication between companies and clients
33. A common weakness of training courses is that they

A. are developed by the wrong team

B. do not give good value for money

C. are provided only if there is an immediate need

D.

do not deal with a company’s specific requirements

Section Four Writing (15%)

You are John Smith , sales manager of a food company. Your company intends to reject ordered price of Order NO.
FR 246 for Frozen Rabbit Meat. Please write a letter of 100-120 words to your customers regarding the need to
reject the ordered price. The letter should include the following parts

1) Describe the reasons for rejecting the price.

2) Give your advice.

3) Express your hope to keep a long business relation with your customers.

Part III Business Knowledge and Translation (30%) (40 Minutes)

Section One Business Knowledge (15%)

Directions : Briefly define the following underlined business terms in English and translate them into Chinese.

1. The container number is listed in the bill of lading.

Definition

Translation

2. After the marketing program was inaugurated in February, the organizers finally selected Bank of China as its
official banking partner.

Definition

Translation

3. Our payment term usually is to accept D/P in 60 days, which we hope can satisfy you.

Definition

Translation

4. Working closely with enterprise customers and industry-leading solutions providers, Samsung developed a
thorough QA program.

Definition

Translation

5. Flexible exchange rates may destabilize the domestic economy.

Definition
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Translation

Section Two Translation (15%)
Directions: Translate the following Chinese passage into English.
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Part I Listening Comprehension (35%) (30 Minutes)

Section One (10%)

Directions: In this section, you will hear everything ONCE ONLY. Listen carefully and answer the questions that
Jollow. Mark the correct answer to each question on the ANSWER SHEET.

Questions 1 to 5 are based on a conversation. At the end of the conversation you will be given 10 seconds to
answer each of the following five questions.

Now listen to the conversation.

1. The Chief Executive is in a difficult position because Healthway ple is
A. becoming less popular with the general public
B. failing to attract new shareholders
C. unwilling to make new sales plans
D. unable to expand its business scope
2. How does Healthway plc differ from Robert Henlow’s previous employer?
A. Tt has a culture where all the staff would not leave the company.
B. Senior staff are generally appointed from outside.
C. Tt has a high turnover of senior staff.
D. Most senior staff have been promoted internally.
3. What mistake did Charles Hamilton make with regard to staffing changes?
A. Failing to ensure that the need for reorganisation was understood.
B. Concentrating redundancies in the wrong parts of the company.
C. Getting rid of too many people with essential skills.
D. He undertook a complete reorganisation of the top management team.
4. What does the consultants’ report recommend?
A. Reducing the total number of stores.
B. Increasing the total number of stores.
C. Leaving staff numbers unchanged.
D. Increasing the average size of the stores.
5. Why is Robert Henlow’s new position a personal challenge for him?
A. He has never worked in a company with such serious problems.
B. It is his first appointment as Chief Executive of a large company.
C. He is unfamiliar with the sector in which Healthyway operates.

D. He comes from other companies.
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Section Two (10%)

Directions: /n this section you will hear everything blanks that follow. Write the answer to each blank on the
ANSWER SHEET.

Questions 6 to 10 are based on a news broadcast. At the end of the news broadcast you will be given 10
seconds to fill in each of the following five blanks.

Now listen to the news broadcast.

6. In a suburb in northern Johannesburg South Africa, Lorraine Melvills was trying to organize for her
clients staying in her guest house.

7. Since 2,000 Melvills has had people from all over the world come to her to facilitate their
procedures.

8. For most people in the United States and Eurozone economies, their biggest desire is to go on
safari.

9. Like most companies, however, Surgeon and Safari was hit by the global , particularly as a number
of Melvill’s clients were borrowing money to afford their procedures.

10. While the United States and Eurozone economies may have languished, Melvill says that she has benefited

from the growth of some

Section Three (15%)

Directions: In this section, you will hear everything ONCE ONLY. Listen carefully and answer the questions that
Jollow. Write the correct answer to each question on the ANSWER SHEET.

Questions 11 to 13 are based on an interview. At the end of the interview you will be given 5 minutes to

answer the following three questions.
Now listen to the interview.

11. Explain the reasons why Brett decided to start up his own business.
12. Describe Rainaway’s performance of Brett’s company.

13. What’s Brett’s plan to extend his business?

Part I Reading and Writing (35%) (50 Minutes)

Section One Multiple Choice (5%)

Directions : Read the following passage and fill in Blanks 14-18 with the best answer from the four choices marked
A, B, C and D. Mark the answer on the ANSWER SHEET.

Chinese e-commerce giant Alibaba Group Holding Ltd is gearing up 14.  expansion in the telecom
sector, as it aims to  15.  the communication demand of millions of small and medium-sized enterprises across
China.

The Hangzhou-based company, which has emerged as one of China’s two biggest corporations by tapping
into the online shopping boom, is stepping 16. its investment in the telecom sector, amid market

speculation that it will be an investor in China Unicom.

10
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China Unicom, formally known as China United Network 17.  Group Co, is the country’s second-largest
telecom carrier by subscribers. It is pushing forward a mixed ownership reform, which aims to revitalize its
business by attracting private backers.

Fu Liang, an independent telecom expert, said “Investing in China Unicom will give Alibaba privileged
access 18. its core information infrastructure resources, such as servers and network, which can make its

cloud computing service more flexible and responsive.”
14. A. to B. for

C. with D.on
15. A. give B. set C. meet D. support
16. A. forward B. over C. up D. after
17. A. Communicative B. Communicated C. Communication D. Communications
18. A. to B. into C. for D. by

Section Two Graph Reading (5%)

Directions ; Read the graphs below. For each graph, there are one or two questions that follow. Choose the best
answer from the four choices marked A, B, C and D. Mark the answer on the ANSWER SHEET.

Question 19 is based on the following graph.

TREND OF VALUE-ADDED INDUSTRIAL OUTPUT
Y-0-Y growth(%)

7.6

6 6 62 ¢ 63 61 g1 62 6 63 7 &
|
|

: |
1
| |

|

|

|

| ]
Apr. May Jun. Jul. Aug. Sep. Oct. Nov. Dec. Jan.-Feb. Mar. Apr.
2016 2017

chinadaily.com.cn Source:National Bureau of Statisties of China

19. In which month did value-added industrial output have the highest Y-O-Y growth?
A. April, 2016. B. March, 2017. C. August, 2016. D. April, 2017.

Questions 20-21 are based on the following graph.

Profits of China’ s
major industrial firms
Unit: § billion

1,000 990 1,000

892 900

800

2012 2013 2014 2015 2016
Source: National Bureau of Statistics

20. When did profits of China’s major industrial firms increase to the top?

11
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A. 2012. B. 2014. C. 2016. D. 2015.
21. How many years did profits of China’s major industrial firms surpass $900 billion?
Az 2 B. 3. C. 4. D+

Questions 22-23 are based on the following graph.

China’s ODI 2008—2016

180 170.1*—
Unit: § billion

*Does not include financial investment

2008 2009 2010 2011 2012 2013 2014 2015 2016 (years)

Source: Ministry of Commerce
22. According to the graph, when did China’s ODI (overseas direct investment) increase dramatically?
A. 2012. B. 2013. C. 2015. D. 2016.
23. Which of the following statement is true?
A. Compared to ODI in 2012, China’s ODI in 2016 has increased by 3 times.
B. China’s ODI each year has surpassed ¥ 100 billion since 2013.
C. China’s ODI has increased stably since 2009.
D. The slowest growth rate of China’s ODI arises in 2008.

Section Three Passage Reading (10%)

Directions : Read the following two passages below. Choose the best answer from the four choices marked A, B,C
and D. Mark the answer on the ANSWER SHEET.

Questions 24-28 are based on Passage One.

Passage One

The CBI will this week announce a Think British campaign aimed at cutting imports and stimulating home
industries. The man behind the move is Sir Derek Ezra, chairman of the National Coal Board, who has
persuaded the CBI's council that firms can buy British without paying more for their patriotism.

The target of a conference the CBI is calling early in the New Year will be the 50 biggest manufacturing
companies in the private sector and 16 leading firms in distribution who together spend £35bn a year.

Sir Derek says “By actively pursuing a policy on the lines I have described they could have a major impact
in stimulating industrial competitiveness and growth”. Nationalized industries have already switched up to
£100m worth of their buying from foreign suppliers to British firms in the last year.

In a paper which went to the CBI council last week, Sir Derek produced figures to demonstrate how, by
hunting out suppliers who were prepared to co-operate closely in developing equipment and materials at the right
quality and price, the nationalized enterprises have succeeded in getting what they want and in boosting Britain’s
exports.

In NCB itself, at the same time as cutting back the import content of its annual £1,000m worth of

12
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purchases to 2.6% , had helped the British mining equipment industry to raise its exports from £26m to £129m in
two years. The public enterprises together, who spend up to £10bn on goods and services each year, have cut
the amount they buy abroad from 4.3% to 3.4% over the past year.

Sir Derek emphasizes that this has not been done by sacrificing profitability. But, Debenhams, one of the
handful of retail chains who have been pursuing a similar policy, says that it has had to accept a cut in its own
margins so far to make it work. The chain has replaced £25m worth of Italian shirts and socks by British products

during the past nine months.

24. One of the aims of Think British campaign is to
A. cut exports
B. stimulate imports
C. develop new products
D. encourage domestic industries
25. Which of the following is true about nationalized industries?
A. They bought £100m of British supplies in the past year.
B. They bought £129m of foreign supplies in the past year.
C. They bought £1 ,000m of British supplies in the past year.
D. They bought £26m of foreign supplies in the past year.
26. The British mining equipment industry is
A. privately owned
B. publicly owned
C. jointly owned
D. internationally owned
27. The word “this” (final paragraph) refers to
A. the public sector
B. the Think British campaign
C. the British mining equipment industry
D. reduced purchases of foreign goods
28. What's the attitude of Debehams toward the campaign?
A. The firm is against the policy of cutting imports.
B. The firm is pursuing the policy of cutting imports.
C. The firm has imported £25m worth of Italian shirts and socks.

D. The firm has not changed the policy of cutting imports.

Questions 29-33 are based on Passage Two

Passage Two

If you are buying a property in France, whether for a permanent or a holiday home, it is important to open
a French bank account. Although it is possible to exist on traveler’s cheques, Eurocheques and credit cards
issued by British banks, the fees for these services can be expensive.

The simple way to pay regular bills, such as electricity, gas or telephone, particularly when you are not in
residence, is by direct debit from your French account.

To open a current account, you will need to show your passport and birth certificate and to provide your

address in the United kingdom. You will be issued with a cheque book within weeks of opening the account. In
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France it is illegal to be overdrawn. All accounts must be operated in credit. However, there are no bank
charges.
Note that cheques take longer to clear in France than in Britain, and can only be stopped if stolen or lost.
The easiest way to transfer money from a British bank account to a French one is by bank transfer; simply
provide your British bank with the name, address and number of your French bank account. The procedure takes
about a week and costs between £5 and £40 for each transaction, depending on your British bank.
Alternatively, you can transfer money via a French bank in London. You can also send a sterling cheque
(allow at least 12 days for the cheque to be cleared ) , Eurocheques or traveler’s cheques.

Finally, it is a good idea to make a friend of your French bank manager. His help can prove invaluable.

29. If you buy a property in France, you can save money by
A. having a French bank account
B. transferring money form Britain
C. cashing traveler’s cheques or Eurochques
D. using credit cards issued by British banks
30. The underlined word “debit” (Para.2) means
A. a sum of money paid to you by a bank when you deposit money in a bank
B. a sum withdrawn from an account
C. the amount of money paid when you draw money from your account
D. a sum of money as a bonus
31. One advantage French banks have over British banks is that
A. you may take out more money than is in the account
B. the interest rates on bank accounts are higher
C. cheques are dealt with more rapidly
D. you do not have to pay for services
32. The swiftest way to send money from England to France is
A. to forward an English cheque to your French bank
B. to go to a French bank in London
C. to use a cashier’s cheque
D. to arrange a bank transfer
33. The best title for this passage is
A. How to Open a French Bank Account
B. The Difference between Banking in Britain and France
C. A Guide to Banking in France

D. The Way to Transfer Money from Britain to France

Section Four Writing (15%)

You are J.B. Simpson, manager of a Company exporting digital cameras, one Chinese company sent an enquiry of
July 15 for the product, expecting to know about its price, samples and payment terms. Please write a reply letter
of 100-120 words to the customer. The letter should include the following parts .

1) Describe the relevant information concerning its price, sample, catalogue and payment terms.

2) Give your advice.

3) Express your confidence about your product’s quality and price.
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