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01. | The main of this meeting is to give more information on our plans.
(A) objective  (B) openmind (C) outsourcing

02. | They may apply to join the .
(A) pricing (B) result (C) organization

03. | We our products in recyclable materials.
(A) pallet  (B) package  (C) personalization
04. | The starts at seven.
(A) performance (B) prospects (C) production
05. | There are three fundamental of teamwork.
(A) recency  (B) principles  (C) security
06. | That model won't go into before late 2025.
(A)slogan  (B) trainer (C) production
07. | Taken overall, the Was a Success.
(A) project  (B) placement  (C) prospects
08. | This information could useful.
(A) perceptual map  (B) public service activities  (C) prove
09. | A complete of the school is expected within two years.
(A) rebate  (B) rebranding (C) result
10. | We offer 100% customer services.

(A) satisfaction  (B) vendor  (C) wholesale

11. | There is a tour guide throughout the trip who will organize optional dinners and
(A) salary  (B) serviceability  (C) sightseeing

12. | They've come up with a new advertising for the product.
(A)slogan  (B) simplification  (C) site

13. Room, No Admittance!
(A) Storage  (B) Specialization  (C) Sponsored ad

14. | They are employed by aircraft and aircraft manufacturers.

(A) structure  (B) suspects  (C) subassembly

15. | The equipment can be purchased from your local
(A) supplier  (B) staple goods (C) sponsored ad

16. | Japan is a highly competitive market :
(A) staple goods (B) system (C) storage

17. | Itis always advisable for businesses to look beyond the price and look for a business-only
provider that can offer more reliability, with good support.
(A) telesales  (B) tag (C) tie-in




18.

has become so popular that you'll soon receive many calls each day.
(A) Tie-in  (B) Telesales  (C) Telemarketing

19. | Kevin is going to invite the professional from Cambro to conduct a training course for our
customers.
(A) synchronize  (B) rent  (C) trainer

20. | This year prices rises 2.7%.
(A) chain  (B) target (C) behavior

21. | You have to be able to describe things in a form that the end can understand.
(A)staple  (B)user (C) wvalue

22. | He must sell the house for the current market
(A) investment  (B) simplification  (C) value

23. | The research evaluates how managed inventory (VMI) affects supply chain.
(A) development (B) vendor (C) service

24. increases must be in line with inflation.
(A) Wage (B) Wholesale  (C) Word of mouth

25. | Warehouse clubs allow members to buy goods at prices.

(A) warehouse club (B) web community (C) wholesale
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