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(a) February 10thismy [ b 1. T was born on that day.

(b) What's the [ m 1 with you? Are you feeling bad? You look sick.

{¢) Your [c 1 is the child of your aunt or uncle.

(d) Tols 1 is to find the correct answer to a problem or the explanation for something

difficult.

(e) Ifyouarelb 1, you are working hard and have a lot of things to do.
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{a) He ( ) Japan many times when he was young.

1. visited 2. has visited 3. went 4. has gone
(b) May I have something ( )?

1. drinking 2. to drinking 3. drunk 4. to drink
() How far ( ) from Kyoto Station to Hiroshima Station?

1. itis 2. it takes 3. isit 4. does it take
(d) The sudden death of the king ( ) us.

1. surprising 2. surprised 3. surprise 4. was surprised
(¢} I remember ( } him at his office yesterday.

1. see 2. to see 3. seeing 4. saw
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{a) A : What time do you have?
B ( )
A : Thanks.
1. T don't have enough time. 2. Thave a watch.
3. It’s half past ten. 4. TI'm free tonight.
(b) A : How’s your cold today?
B ( )
A @ That’s good.
1. It's not so cold. 2. No, thank you.
3. It's cloudy today. 4. Much better, thanks.

() A : May I help you?
B : Yes. I want a black jacket.
A : Fine. Look at this one. It's very popular. ( )
B : Sure.
1. That white one is mine. 2. Would you like to try it on?
3. May I have the same one? 4. Can try it on?
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(e)

: Do you want to go skating with me?

. Great. But I have to finish this report before we go.
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2 ( ) Tl wait until you finish.

: OK.

1. No problem. 2. How about skiing?
3. Tell me why. 4. Excuse me.

A Have you met my friend Lisa?
B )

A : So you know each other.

1. Who is she? 2. Why do you know me?

3. I know your name is Lisa. 4. We met at John's party.
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Jack played video games all day ( 4 ), and didn't study ( & ) all.

ETLEL DIEVHBEOBERICH ) £7
Alarge ( 4 ) ofshopsarein ( T ) of being closed.
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The plane couldn’t take off ( 4 ) time because ( ™ ) the heavy snow.

NN



RD@)~(C)D 1 ~T7 O R~z 722%, (4 )( w

WAL D EFN

TNEGTTERA LSV, 72721, LI 7)) /AL RIZLTHY 5,

) ( ) ( ) (4 ) (=&

. him 2. me 3.

. to 6. to tell 7.
) ( ) (4 )« ) (

. owill 2. do 3.

. know 6. you 7.
1 ) ( ) ( ) ( ) (

. in 2. gave 3.

me 6. life 7.
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( enough / me / with )

=
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) ( ) ( ).
asked 4. the station
the way
) oao) ( )?
she 4. how soon
come
) (om0 ( ) England.
of 4. this book
some idea
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One year it didn't rain. There wasn't much food or water, and all the animals living in
the forest were very hungry and thirsty.
In the middle of the forest, there was a field. In this field, there was a large *pear tree.

It was full of big, vellow pears. They were ready to eat. But (£ ) none of the animals could

eat the pears because there was a tiger under the pear tree. He didn't want to eat the pears
because, of course, tigers don’t eat fruit! But he also didn't want the other animals to eat the
pears. When the monkeys tried to come near the tree, the tiger made a terrible sound. “Stay
away or (@ )" he shouted.

The animals could not eat the fruit. Then Rabbit came along. “Oh, Rabbit, you're so
clever. What should we do? We're so hungry and thirsty, but we can't eat the pears,” said
the animals.

Rabbit thought for a while and then he had an idea. “"Come close, my friends. Listen to
me and Tl tell you what to do.”

Very early the next morning, all the animals were in the forest near the field. The birds

and the monkeys sat in the trees. \ A | The tiger was still sleeping.

Soon Rabbit came along, and carried a large, thick rope. [ B | Tiger

opened one eye and said angrily, “Why are you making so much noise? Can't you see I'm
sleeping?”

“Tiger!” shouted Rabbit. “You must run! A big wind is coming. It will blow
everything and everyone off the earth.”

At that moment, all the animals in the forest began to make noise. The birds and the

monkeys jumped around the tops of the trees. The elephants and other big animals shook

and moved the trees. | C | It sounded like the end of the world.
Tiger was (7> ). “What should I do?” he cried.

“You must run.” said Rabbit. “I can’t help you now. I have to go and tie down the
other animals with this rope. If [ don’t, the wind will blow them away.”

“( = ), said Tiger.

But Rabbit said, “No, I must help the other animals. You are big and strong. You can
run far and get away.”

“No!” shouted Tiger. “You must do it now.”

“Okay, okay,” said Rabbit. ‘T will tie you down now.”



And so he tied Tiger to a tree near the field.

“More rope, more ropel” said Tiger. ‘I don't want to blow away!”
Rabbit got more rope and tied it around and around Tiger.

When he finished, he called to his friends in the forest.

“Come on out!” he called. “Look at this. Look at Tiger. Now (4s) he can't keep us

away from the tree.”

Then all the animals came out of the forest. They sat happily together under the pear

tree and ate all the pears.
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Tiger liked the pears and ate all of them.

Tiger took care of the pear tree and had the right to eat the pears.

A lot of animals were scared of Tiger and couldn't come near the tree.
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All the animals respected Tiger and gave him the pears.
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1. come near 2. Tl eat you up

3. Tl sit there and do nothing 4. help me
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7. Soon the whole forest was shaking and moving.
A . The other animals hid behind the trees.

v7. Rabbit ran across the field and made a lot of noise.

1. A 7 B A c v 2. A7 B 7 C A
3.A A B 7 c v 4. A A B v cC 7
5 A v B 7 C A 6. A v B A1 c 7
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1. dangerous 2. afraid 3. safe 4. relaxed
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1. Tl run far and get away 2. Tl tie you down
3. You must help the other animals 4. You must tie me down
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The big tree had a lot of pears though there wasn't any rain.

Tiger shouted to the monkey because he had a terrible pain in his stomach.
Rabbit knew the big wind would soon come and damage the animals.
Rabbit carried out a plan to get the pears very early in the morning.
Rabbit told Tiger that a strong animal should help poor animals.

Tiger was too tired and sleepy to run any more in the field.
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Rabbit tied Tiger down to the pear tree so that he wouldn't blow away.
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Special sale! Low, low prices! Shop now! You have probably seen many signs like
these. Most people love sales because they can buy products they want at low prices. They
are happy because they feel they got good *value, *that is, they paid less than they thought.
But did they really get good value? *Experts who understand the *psychology of price say
maybe they did not.

Businesses are very careful about how they set prices for their products and services.
They understand how to use price as a *strategy. At the heart of most price strategies you
find a *fundamental principle called the anchor. The anchor is the first idea you have about
how much a product is *worth. This number is very important because it stays in your
memory. For example, you look at the price tag on a coat. It says $100, but that price is
crossed out. There is a second price written in red on top of the original price. It says $79!
The $100 *figure is the anchor. It was the first price you saw, and ( 1 ). You believe
it is worth $100, so the lower $79 price *seems like a bargain. *Studies show (&) that a

product that has a higher original price of $100 but is then reduced to $50 will sell much faster

than the same product if it is simply marked $50 from the beginning.

Occasionally, but not always, the anchor price is not shown directly. It is only in the
buyer’s mind. Shoppers are more *likely to buy a pen that costs $3.99 than one that costs
$4.00. Four dollars is the anchor in their ( 7> ). They think: This pen is worth $4.00,
but I am paying less than that. *Even though they know the difference is only one cent,
$3.99 seems closer to $3.00 than $4.00 because it begins with the number 3. ( = ) has
a powerful "effect on shoppers because it is always *compared to the anchor number that is
just above it. Studies have also shown that shoppers are more likely to buy products that
cost $39 than products that cost $34. They believe that the $39 products are worth $40, and,
*therefore they are a better value.

The psychology of price is at work in all kinds of places, *including on menus. A menu is
not just a list of food that a restaurant *offers. Many are carefully designed and use anchor
pricing. When you open a menu, the first place you usually look at is on the top right side.
On that place of the menu you will find the food that is most *profitable for the restaurant.
However, *nearby you will also find the most expensive food, like a big steak or lobster. The
restaurant does not really believe a lot of people will order the most expensive dish; however,

(7k) it is an anchor. The high anchor price helps all the other dishes to look like good
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value, including the dish that is profitable for the restaurant, perhaps a chicken or pasta dish.

Restaurant owners have other *tricks. They have found if they do not use money symbols

like €, $, or ¥, people *spend more money. So many restaurants just write the number

( ~~ ) the symbol.

There are many strategies for pricing, but anchor pricing is probably the most powerful.

Even when vou know about it, it is sometimes difficult to *resist the effect of the anchor on

your shopping.
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1. it is not worth $79 to you
2. most of you will find it too expensive
3. everyone understands it is the anchor
4

. it sets the value of the coat in your mind
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1. Anchor price 2. The number 9
3. One cent 4. The difference
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1. on 2. as 3. without 4. with
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. People try to buy as many products as possible to feel happy.
. Special sales do not always offer good value.

. The lowest price for a product is called an anchor price.

. Customers are less likely to pay $39 than $34 for the same product.

1
2
3
4. Tf a product has an original price written in red on its tag, it sells well.
5
6. Anchor pricing is one of the ways to sell more products.

7

. You should know what anchor pricing is so that you become a smart shopper.
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