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Part One
Directions: You are going to listen to FIVE short conversations. After each conversation, there is
one multiple choice question. Choose the best answer to each question and write your answers on
the Answer Sheet. You will listen to each conversation TWICE. (20 points, 4 points each)
Conversation 1
1. What is the woman currently occupied with?
A. Preparing for a trade show in Milan.
B. Training three new employees.
C. Handling a project in the marketing department.
D. Attending meetings with clients.
Conversation 2

2. What discount can the man get for bulk purchase?

A. 5% B. 7%
C. 10% D. 15%

Conversation 3

3. Where did the M8 laptop make its debut?
A. Berlin Tech Expo.
B. Paris Digital Fair.
C. Tokyo Innovation Conference.

D. International Consumer Electronics Show in Las Vegas.
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Conversation 4
4. What is the main purpose of the conversation?
A. To discuss the results of the board meeting.
B. To prepare for an upcoming meeting.
C. To complain about poor attendance.
D. To ask Mr. Wang to fix the projector.
Conversation 5
5. What do the man and the woman plan to do next?
A. Implement a new pricing strategy immediately.
B. Offer discounts for individual purchases.
C. Collect more data to evaluate pricing options.
D. Reduce production costs to lower prices.
Part Two
Directions: You are going to listen to ONE long conversation. After the conversation, there are
five multiple choice questions. Choose the best answer to each question and write your answers on
the Answer Sheet. You will listen to the conversation TWICE. (20 points, 4 points each)
6. Why do employers ask candidates to describe themselves?
A. To check if they have work experience.
B. To assess their fit with the company culture.
C. To test their communication skills.
D. To verify their educational background.
7. What is a recommended way to talk about weaknesses in an interview?
A. Mentioning skills not very relevant to the job.
B. Answering the question directly.
C. Blaming previous employers for skill gaps.
D. Claiming to have no weaknesses.
8. How should candidates answer “How do you prioritize your work?”
A. By explaining a general time-management theory.
B. By giving real-life examples with problem-solving steps.
C. By listing daily tasks without context.
D. By saying they always complete tasks on time.
9. What should candidates include when answering questions about past challenges?
A. Fictional scenarios to impress the interviewer.
B. Only positive outcomes without mentioning difficulties.
C. Complaints about colleagues involved in the situation.
D. Details of the problem and how they resolved it.
10. Which is NOT mentioned as a valid reason for leaving a job?
A. Seeking more growth opportunities.
B. Relocating to a new city.
C. Dissatisfaction with salary.

D. Uncontrollable circumstances.
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Part Three

Directions: Youn are going to listen to ONE long conversation. After the conversation, there are
five statements. Decide whether the statements are True (T) or False (F) and write your answers
on the Answer Sheet. You will listen to the conversation TWICE. (20 points, 4 points each)

11. The man believes content marketing is more effective than traditional advertising
because it actively guides customers with useful information. (T/F)

12. Content marketing requires constant updates to attract and retain customers. (T/F)

13. The woman suggests that enterprises should ignore market trends when designing
content marketing strategies. (T/F)

14. The man states that content marketing aims to build brand image and cultivate loyal
customers. (T/F)

15. The speakers agree that content marketing is less popular than traditional advertising
methods in modern business. (T/F)

Part Four
Directions: You are going to listen to ONE passage. Fill in the ten blanks as you listen to the
passage and write your answers on the Answer Sheet. You will listen to the passage TWICE. (40
points, 4 points each)

Four Types of Difficult Customers You May Encounter

Here are four types of difficult customers you may come across, namely, angry
customers, indecisive customers, demanding customers and critical customers.

Angry customers can be especially challenging. They may raise their voice, but you should
keep your voice at a_ 16 level. You may even want to soften your voice. The most important
part of handling an angry customer is to remain calm and never reciprocate their anger.

Indecisive customers can take a long time to make decisions and may ask many questions.
You may ask them 17 questions to help identify their concerns. Offer suggestions and
explain where, how and why they can use the product or service. Thus, the customer has a

chance to imagine themselves 18 from the product or service.

Demanding customers may have a_19 of how you are able to help them. With this type
of customer, you can assure them that you will do whatever you possibly can to meet their
needs. And be prepared to 20 if they are asking for too much.
in your services, products or something else regarding

A critical customer may find 21

your business. They may be quick to point out their 22 . To manage this customer, listen

to them patiently and understand their point of view.
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Although there are many types of difficult customers, the way you 23 them is actually
pretty much the same across the board, since all difficult customers share one thing—they have
a need that they feel isn’t being 24 . Therefore, it’s up to you to 25 out what their

unmet need is and act accordingly.

This is the end of the test.

Now remember to transfer all your answers to the Answer Sheet.
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Part One

1. B 2. B 3. D 4. B 5. C
Part Two

6. B 7. A 8. B 9. D 10. C
Part Three

11. T 12. T 13. F 14. T 15. F

Part Four

16. normal
19. misunderstanding
22. dissatisfaction

25. figure

17. specific
20. compromise

23. handle

(11357 ) ERF S IIEWNRA RS 1 w1

18.

21.

24.

benefiting
fault
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