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1. ( ) What may happen if one delays the response to an inquiry letter?

(A) The potential buyer may find other suppliers.

(B) The potential buyer will be happy with the delay.

(C) The potential buyer may place an order at once.
2. ¢ ) What is the meaning of “counter offer’?

(A) the first price quote from the supplier

(B) the first sample sent by the supplier

(C) the buyer’s revision of the price quote
3. ) What is the purpose of sending an order letter?

(A) to order people

(B) to introduce goods or services

(C) to purchase merchandise
4. ( ) Why do people regard “negotiation™ as art?

(A) It has standard practice.

(B) It doesn’t have a typical result.

(C) It has a fixed outcome.
5. ) What is the first step to do when responding to a complaint?

(A) criticizing the person who makes the mistake

(B) apologizing right away with compensation

(C) showing empathy
6. ( ) When responding to an order letter, what should NOT be done?

(A) Reply quickly.
(B) Reply as late as possible.
(C) Reply carefully.



