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UNIT 5:
1. In hard bargaining, each party tries to achieve their aims without making concessions or making only few or small ones. The aim is to 'beat' the other side. This style leads to a win — lose scenario, i.e. one side wins and the other loses. Often, the result is a ____________, which results in a lose — lose situation.
	(A) success	(B) stalemate	(C) relationship	(D) sale
2. In soft bargaining, the parties try to reach an agreement by giving concessions
very freely. The soft bargainer often makes proposals very quickly and says 'yes' rather soon. This
type of negotiator is often afraid of ____________ the other party's feelings.
	(A) touching	(B) hitting	(C) hurting	(D) beating
3. Principled Negotiating refers to a style which focuses on discovering the interests behind the position. The principled negotiator separates the person from the issue and concentrates on ____________ gain in order to reach agreement. In short, it leaves both sides with a sense of achievement, i.e. a win — win situation.
	(A) personal	(B) own	(C) different	(D) mutual 
4. In a multicultural team the first basic difficulty a leader faces is task conflict.  Task conflict  means different cultures can view a task ____________. For this reason, it is important to clarify the task, outline its particular features and the intended results.
	(A) differently	(B) separately	(C) appropriately	(D) procedurally
5. In a multicultural team the second basic difficulty a leader faces is procedural conflict. Procedural conflict means difficulties can arise due to differing conceptions throughout the world with respect to ____________, communication styles and problem-solving guidelines. Therefore, how the job is done must be clearly defined and agreed to throughout the project.
	(A) order	(B) hierarchy	(C) relation	(D) family
6. In a multicultural team the third basic difficulty a leader faces is interpersonal conflict. Interpersonal conflict means social identity is key. People who look similar to us, speak like us and agree with our views reinforce our identity. Interpersonal conflict arises when we lose face in front of people of a similar background. This may ____________ our social identity.
	(A) produce	(B) reduce	(C) threaten	(D) grow
7. If you want to succeed in a negotiation, find out as much as you can about the needs and ____________ that underlie a party's position. Clearly, different interests will generate different results.
	(A) details	(B) senses	(C) assumptions	(D) concerns
8. On uncovering interests, cultural background affects the relative importance of specific points. Know as much as possible about the ____________ of the party you're dealing with.
	(A) culture	(B) climate	(C) weather	(D) atmosphere
9. On uncovering interests, don't underestimate the importance of particular interests for the other party. Interests are the reason why ____________ are made and rejected.
	(A) opinions	(B) claims	(C) bargains	(D) objectives
10. On uncovering interests, use questions (i.e. who, what, when, where, why, how) to ____________ information on interests.
	(A) deliver	(B) together	(C) gather	(D) check
11. This ____________  is now two months old.
	(A) quotation	(B) sense	(C) assumption	(D) concern
12. Can you ____________ the problem?
	(A) solve	(B) resolve	
	(C) make	(D) A and B are correct.
13. Sales have ____________ by 10%.
	(A) designed	(B) risen	(C) discovered	(D) begun 
14. We have ____________ the facts.
	(A) proposed	(B) differed	(C) identified	(D) generated
15. I ____________	 looking for a different supplier.
	(A) propose	(B) brought	(C) remained	(D) understood
16. Our ____________ is to lower costs.
	(A) aim	(B) A, B and C are correct.	
	(C) goal	(D) objective
17. Mike wants to ____________ the material.
	(A) aim	(B) break	(C) research	(D) approach
 18. We ____________ that the price will go up.
	(A) raise	(B) establish	(C) investigate	(D) predict
19. It is our ____________	 that this offer cannot be beaten. 
	(A) opinion	(B) price	(C) deadlock	(D) exclusivity
20. HealthySkin Ltd., a large international company in the field of healthcare, was interested in _____________ its business.
	(A) expand	(B) expanding	(C) to expand	(D) will expand
21. The parties sat down to negotiate the deal and very quickly agreed _____________ a price of €32 per kilo for 500,000 kilos a year.
	(A) about	(B) with	(C) on	(D) at
22. ZSC would not agree to sell _____________ to HealthySkin.
	(A) alone	(B) lonely	(C) personally	(D) exclusively
23. Due to the question of exclusivity it looked, unfortunately, like the deal was going to fall _____________.
	(A) through	(B) apart	(C) down	(D) into
24. Recognizing the deadlock, HealthySkin decided to bring Doug Skeen into the negotiation to help find a way out of this _____________ and solve the problem.
	(A) dependence	 (B) appreciation	(C) approval	(D) impasse 
25. Doug, well-trained in dealing with _____________ negotiations, had to find an alternative, which was acceptable to both parties.
	(A) dispute	 (B) discussion	(C) material	(D) spirit 
26. Doug Skeen's first step was not to argue the position of exclusivity. This had not brought the parties forward. Instead he asked questions about why there was _____________ and what motivated each party's position. He wanted to understand their reasons.
	(A) compensation	 (B) resistance	(C) procedure	(D) administration
27. Doug Skeen discovered that ZSC really wanted to _____________ business with HealthySkin.
	(A) deal	 (B) make	(C) do	(D) exchange
28. They felt that €32 per kilo was a very fair price and were happy that HealthySkin was going to buy almost the whole _____________ ZSC produced.
	(A) shipment	 (B) container	(C) production	(D) quantity
29. Once each party's reasons were known, it was soon clear that their interests were not really in _____________ with each other.
	(A) conflict	 (B) touch	(C) connection	(D) disadvantage
30. As a result, they began discussions again and a deal was quickly _____________.
	(A) reach	 (B) reached	(C) reaching	(D) to be reached
31. Thanks to Doug's _____________ , both HealthySkin and ZSC were able to come to a win — win solution.
 	(A) capacity	 (B) ability	(C) expertise	(D) achievement
32. We are talking about my first pay _____________ in more than five years.
	(A) enhance	 (B) improvement 	(C) promotion	(D) raise
33. I _____________ believe that we can come to an agreement. Unfortunately, though, I just cannot agree to 10%! 
	(A) strongly	 (B) strength	(C) strong	(D) strengthen
34. So, if I understand you _____________, you are telling me that I can take it or leave it?
	(A) fortunately	 (B) correctly	(C) quickly	(D) successfully
35. I feel we should continue this conversation once you have _____________ some options. Send me your proposals and we will talk again. I am confident we can work this out. 
	(A) look forward to	 (B) look up to  	(C) come up with	(D) sit up for
36. The company pays insurance, tax, fuel, and _____________ on the company cars, and it doesn’t matter if the cars are used or not.
	(A) check	 (B) correctness	(C) preparation	(D) maintenance
37. You have obviously researched the _____________ in detail and I can see the advantages to both you and Nacatomi Corporation.
	(A) proposals	 (B) proposes	(C) participates	(D) participants
38. We have two possibilities, but could you imagine a third one, such as an intensive language course _____________ by the company?
	(A) financing	 (B) financed	(C) finance	(D) to finance
39. As head of international sales, it would be a good idea to _____________ your Spanish and French.
	(A) brush up on	 (B) look forward to	(C) look up to	(D) get down to
40. Mr. Yamamoto, so far we _____________ three alternatives, which both of us seem to be quite happy with in comparison with my original proposal, which you rejected.
	(A) established	 (B) have established	(C) establish	(D) were establishing
41. Let's _____________, then. I have considered your proposals. Would you like to give me some more details?
	(A) call the shots	 	(B) bring the parties forward	
	(C) get down to business	(D) have a clue
42. I have thought about some things you can suggest to your employer. Sort them into _____________ and present the best two.
	(A) advantages	 (B) benefits	(C) concerns	(D) priorities
43. Well, I have read the proposal you forwarded me and have to say, though, that a pay increase o of 10 of io% is out of 
of 10%  is ____________ the question.
	(A) out of	 (B) on	(C) in	(D) about
44. I have managed to acquire a lot of new customers and increase order volume with existing customers. Surely that deserves ____________, doesn't it?
	(A) realize	 (B) recognition	(C) congratulations	(D) cooperation
45. I strongly believe that we can come to an agreement. ____________, though, I just cannot agree to a pay increase of 10%! I can defend an increase of 4% to the members of the board.
	(A) Fortunately	(B) Inconveniently	(C) Unfortunately	(D) conveniently
46. If you remember, none of the staff have had a pay increase in the last four years because 
business has been very difficult. Bonus payments were also ____________.
	(A) postponed	 (B) cancelled	(C) discussed	(D) suspended
47. As you know, last year we awarded a pay increase of 2.5% to our ____________. This year, we will finally be able to re-activate the bonus system.
	(A) workforce	 (B) production	(C) quality	(D) designer
48. Mr Yamamoto, if we can't agree on more than 4%, how about looking at additional ____________?
	(A) interests	 (B) perks	(C) advantages	(D) rewards
49. The next meeting is ____________ to be held in three months' time.
	(A) ego	 (B) ideal	(C) due	(D) space
50. He retired on a generous ____________ from the company.
	(A) perk	 (B) productivity	(C) maintenance	(D) pension

UNIT 6:
1. Experienced negotiators aren't afraid to call for a break. They frequently make ____________ use of them in order to: 
• consider a new point or proposal 	• get out of a circular argument
• reconsider a strategy or objective	• slow down the negotiation.
	(A) useful	(B) effective	(C) successful	(D) convenient
2. When you wish to take an ____________, follow the first step: give a reason for the adjournment and state how much time is needed.
	(A) adjournment	(B) stalemate	(C) argument	(D) consideration
3. When you wish to take an adjournment, follow the second step: summarize the current ____________ of affairs before you go.
	(A) environment	(B) state	(C) situation	(D) plight
4. When you wish to take an adjournment, follow the third step: ____________ to a private area.
	(A) achieve	(B) hurt	(C) withdraw	(D) negotiate
5. I am very happy with your ____________ in this company.
	(A) course	(B) documentation	(C) possibility	(D) progress
6. What is your opinion ____________ a husband and wife working in the same department?
	(A) off	(B) in	(C) on	(D) for
7. There is a position ____________ in the finance department.
	(A) vacant	(B) unused	(C) additional	(D) abundant
8. Please complete the ____________ as soon as possible, as I must check them this week.
	(A) shapes	(B) figures	(C) resources	(D) proposals
9. If you want to rent sewing machines, you must sign a five-year ____________.
	(A) contract	(B) contact	(C) engine	(D) scenario
10. The shop ____________ because there were not enough customers.
	(A) result in	(B) pay off	(C) shut down	(D) carry out
11. ____________ negotiators often avoid taking adjournments because they feel this might make them appear weak.
	(A) Inexperienced	(B) Uncomfortable	(C) Unhappy	(D) Dissatisfied
12. When negotiating, asking questions has two purposes: getting information and building trust. In both cases, it is essential to be ____________. Therefore, ask open and indirect questions.
	(A) considerate	(B) diplomatic	(C) convenient	(D) atmospheric
13. An open question is created by using a ____________ word like how, when, why, which, who, etc. 
	(A) sentence	(B) letter	(C) question	(D) statement
14. A ____________ question gives you a yes/no or / don't know answer. 
	(A) closing	(B) to close	(C) close	(D) closed
15. Open questions will give you much more information than closed questions. They will also help you get out of an impasse or ____________. 
	(A) stalemate	(B) career	(C) inconvenience	(D) comfort
16. In an argument, each side will try to protect its interests. By using open questions, you show 
the other party you are interested in their ____________. And you can get some very helpful information, too! 
	(A) aims	(B) concerns	(C) problems	(D) deals
17. An indirect question in English is polite and, therefore, helps build ____________.
	(A) brand	(B) name	(C) trust	(D) freedom
18. The indirect question reflects respect and ____________, e.g. How did you arrive at that figure? as compared to Can you tell me how you arrived at that figure? 
	(A) development	(B) satisfaction	(C) impression	(D) politeness
19. A good impression is often the result of the right amount of eye contact and personal space with ____________ to the other party.
	(A) respect	(B) enthusiasm	(C) convenience	(D) responsibility
20. ____________ show the average amount of eye contact with North Americans and Western Europeans should be about a third of the time. 
	(A) Designs	(B) Studies	(C) Scientists	(D) Projects
21. Latin Americans and Southern Europeans prefer more eye contact, whereas African Americans prefer ____________.
	(A) more	(B) other	(C) less	(D) one
22. Personal space is also another important factor. It is often divided into three zones. 
	Zone 1: The ____________ zone (< 45 cm) is reserved for partners, children, and close family members.
	(A) far	(B) farther	(C) near	(D) intimate
23. Personal space is also another important factor. It is often divided into three zones. 
	Zone 2: The personal zone (45 cm-1.3 m) is for friends and ____________.
	(A) acquaintances	(B) clients	(C) designers	(D) sellers
24. Personal space is also another important factor. It is often divided into three zones. 
	Zone 3: The social zone (1.3-3 m) is for ____________ interaction.
	(A) informal	(B) friendly	(C) formal	(D) unfriendly
25. As a rule, if eye contact is too little or if you stand too far away, this may ____________ that you feel shy, guilty, or bored. 
	(A) give	(B) think	(C) consider	(D) imply
26. As a rule, if there is too much eye contact or you stand too close, then you may be considered rude, ____________, or challenging.
	(A) hostile	(B) friendly	(C) strange	(D) considerate
27. At the beginning of a negotiation, a lot of positioning takes place as each party ____________ its views.
	(A) tells	(B) presents	(C) completes	(D) recognizes
28. As the negotiation ____________, trust is built up bit by bit and information begins to be shared between the parties.
	(A) increases	(B) happens	(C) progresses	(D) develops
29. When negotiating, in order to give your partners what they want, but on your ____________, you need to link issues!
	(A) articles	(B) appointments	(C) priorities	(D) terms
30. When negotiating one issue at a time, negotiators will generally agree on the easy ones first and ____________ the more difficult ones until the end, when they often have very little to trade off.
	(A) set aside	(B) get down to	(C) break up	(D) look forward to
31. Multiple-issue offers link outcomes. However, this means you have to quickly move from 
asking questions to ____________ the information into an offer.
	(A) posting	(B) consolidating	(C) checking	(D) collecting
32. Keep in mind that making multiple-issue offers will give you even more information. As a result, this generates many more options for mutual ____________ and lets you get the most out of the deal.
	(A) completeness	(B) again	(C) gain	(D) usage
33. Multiple-issue offers ____________ the need to build up trust because they don't force parties to reveal specific goals and priorities on individual issues. 
	(A) increase	(B) maximize	(C) decrease	(D) minimize
34. I am so pleased you could see me at such short ____________.
	(A) notice	(B) lobby	(C) information	(D) distance
35. The factory’s inspector thinks we have been ____________ good progress with the new machines.
	(A) made	(B) making	(C) doing	(D) done
36. I completely understand what you're saying. But as far as the TV company is concerned, they will not ____________ the Games if we cannot reduce the pollution.
	(A) supply	(B) deliver	(C) sponsor	(D) produce
37. Well, we have no alternative, Maurice. The work must be done here. Moving it is not an option. 
This is a head office ____________.
	(A) suggestion	(B) determination	(C) opinion	(D) directive
38. I think our head office have ____________ a good solution.
	(A) come up with	(B) set aside	(C) get down to	(D) look up
39. We are also arranging for a pollution survey. So please see that people co-operate with the 
____________.
	(A) students	(B) testers	(C) scientists	(D) comers
40. A good negotiator's aim is to reach a win—win situation and a ____________.
	(A) decision	(B) contract	(C) deal	(D) sale
41. In business it is not always possible to take the direct route. Often you may find that you need to ____________ minor problems first in order to avoid stalemate.
	(A) decide	(B) delete	(C) break	(D) address
42. In order to avoid stalemate, listen to the other party's explanations actively and ____________. 
	(A) respectfully	(B) successfully	(C) considerably	(D) properly
43. In order to avoid stalemate, avoid unnecessary ____________. Don't get into arguments. 
	(A) discussion	(B) confrontation	(C) delivery	(D) contract
44. In order to avoid stalemate, hold back on your reactions and stay focused. Ignore ____________.
	(A) difficulties	(B) projects	(C) attacks	(D) views
45. In order to avoid stalemate, deal with the impasse together. Accept ____________, but rephrase it in a less confrontational style. Try to see the reasons behind the standstill and look for solutions. 
	(A) statement	(B) price	(C) relationship	(D) criticism
46. In order to avoid stalemate, avoid ____________. Show the other party that they can only win if you win, too. 
	(A) escalation	(B) excitement	(C) conflict	(D) intention
47. In order to avoid stalemate, build a 'golden' ____________ between your positions. The other team should also be winners.
	(A) road	(B) bridge	(C) face	(D) relationship
48. He doesn’t have a clue about how to fix a car. The phrase “doesn’t have a clue” means ____________ . 
	(A) doesn’t understand	(B) doesn’t go over his head	
	(C) doesn’t call the shots	(D) doesn’t clarify
49. “____________” means to be in the position of being able to make the decisions that will influence a situation.
	(A) Have a clue		(B) Go over one’s head	
	(C) Call the shots		(D) Be not in the loop
50. You can tell she ____________. She always knows about policy decisions before the rest of us.
	(A) has a clue		(B) goes over her head	
	(C) calls the shots		(D) is in the loop
UNIT 7:
1. It is surprising how often negotiators miss the close. Many are afraid to end the negotiations
because they fear they may have missed or ____________ something. 
	(A) remembered	(B) introduced	(C) rejected	(D) forgotten
2. To end the negotiations, closing is a matter of ____________ as well as common sense. Look for the non-verbal signals and listen for the verbal ones. Keep your goal in mind. If you've reached it, then make the deal!
	(A) instinct	(B) attitude	(C) feeling	(D) interest
3. The closing date for submission of the ____________ is the 9th of August.
	(A) plants	(B) plans	(C) materials	(D) designs
4. All my hard work was ____________ when I lost my notes.
	(A) planned	(B) awarded	(C) nullified	(D) forwarded
5. These flowers are a token of my ____________ for all your help.
	(A) appreciation	(B) assistance	(C) position	(D) personnel
6. We should come to a(n) ____________ within the next two weeks in order to solve the problem.
	(A) objective	(B) change	(C) price	(D) decision
7. We have ____________ a time limit of three weeks to obtain the information.
	(A) to set	(B) to setting	(C) to arrange	(D) to arranging
8. There is a ____________ of five months to finalize the agreement.
	(A) availability	(B) deadline	(C) fear	(D) misinterpretation
9. I ____________ if you could implement this by the 21st of the month to complete the paperwork.
	(A) would grateful		(B) was grateful	
	(C) am grateful		(D) would be grateful
10. We have certainly covered a lot of ____________ today!
	(A) ground	(B) growth	(C) summary	(D) message
11. Let's ____________ the contract based on these points.
	(A) paint	(B) draft	(C) draw	(D) measure
12. Shall we put this into  ____________ proposal?
	(A) said	(B) spoken	(C) written	(D) translated
13. It is surprising how often negotiators miss the close. The other side often misinterprets this fear as a delay tactic and believes that the first party is ____________ or wants even more. They then become confused and defensive and the agreement begins to fall apart.
	(A) uninterested	(B) satisfied	(C) interested	(D) unsatisfied
14. No problem, Mr. Clark. We both know that this was necessary. Have you ____________ the contract? 
	(A) bought forward	(B) drawn up	(C) looked up	(D) set aside
15. I only want to look at the ____________  we have discussed today and then I will sign the document. Oh, has your client signed it already? 
	(A) signals	(B) cultures	(C) changes	(D) concepts
16. Congratulations, Mr. Fisher! This contract ____________  the successful conclusion of a lot of hard work over the past couple of weeks.
	(A) gives	(B) guarantees	(C) implements	(D) signifies
17. When we have finalized the contract, we will submit it to the relevant ____________ .
 	(A) authorities	(B) scientists	(C) constructors	(D) clients
18. Hmm, I know this may sound a bit impatient, but we would be grateful if you could ____________ this by the end of the week.
  	(A) grab	(B) implement	(C) signify	(D) finalize
19. Of course. Then we can ____________ access to the project site any time we would like, can't we? 
	(A) present	(B) guarantee	(C) draft	(D) signify
20. Yes, I also speak for my partners when I say thank you ____________ having us.
	(A) on	(B) about	(C) for	(D) from
21. Although negotiators generally consider themselves to be very ____________, many of their decisions are made without thinking them through! Sometimes tactics are used to make negotiators uncomfortable and force quick, gut reactions.
 	(A) talented	(B) smart	(C) patient	(D) logical
22. The first of the common tactics to make negotiators uncomfortable and force quick, gut reactions: Demand ____________ responses. 
	(A) immediate	(B) hopeful	(C) immediately	(D) hopefully
23. The second of the common tactics to make negotiators uncomfortable and force quick, gut reactions: Always refer back to ____________ already made.
	(A) concerns	(B) concessions	(C) interests	(D) difficulties
24. The third of the common tactics to make negotiators uncomfortable and force quick, gut reactions: Don't allow ____________ or time to rest.
	(A) speaks	(B) stories	(C) breaks	(D) discussions
25. The fourth of the common tactics to make negotiators uncomfortable and force quick, gut reactions: Explain that the ____________ just won't agree.
	(A) partners	(B) colleagues	(C) testers	(D) bosses
26. The fifth of the common tactics to make negotiators uncomfortable and force quick, gut reactions: Make personal ____________ comments. 
	(A) negative	(B) controlled	(C) positive	(D) excited
27. The sixth of the common tactics to make negotiators uncomfortable and force quick, gut reactions: Add a(n) ____________ to every concession made.
	(A) term	(B) demand	(C) explanation	(D) signature
28. When negotiating, don't let yourself be pressurized by the dirty tactics. Remain calm and ____________ your time to consider the implications before you respond.
	(A) make	(B) save	(C) take	(D) reach
29. A negotiation is successful when both parties feel that they have achieved success. The sense of accomplishment is very important to the personal ____________ of all parties involved.
	(A) honor	(B) doodle	(C) ago	(D) ego
30. A negotiation is successful when both parties feel appreciated. When we feel that the other party appreciated our interests and was interested in us, this gives us ____________.
	(A) pleasure	(B) happiness	(C) response	(D) guarantee
31. In a successful negotiation, the agreement needs to be based on a measurement independent of both parties. In other words, all parties involved feel that acceptable and ____________ criteria or standards have been used.
	(A) subjective	(B) advantageous	(C) objective	(D) disadvantageous
32. A negotiation is successful when both parties feel the other side was fair. There is nothing worse than closing a deal, only to find out afterwards that the other side took ____________ of you.
	(A) lesson	(B) advantage	(C) effect	(D) decision
33. It is very disappointing when the other party comes back a few days later and nullifies the agreement. A lot of hard work goes into a negotiation. Finding out it was for nothing will destroy any reputation and goodwill that was built up. It also leaves a sour ____________.
	(A) dissatisfaction	(B) discomfort	(C) effect	(D) aftertaste
34. A negotiation is successful when both parties would deal with each other again. A quick 'acid test' before the deal is closed is ____________ you would deal with the other party again in the future. This reflects your “gut feeling”. Listen to it!
	(A) whether	(B) when	(C) where	(D) how
35. As ____________ this week I am contacting you with respect to the above.
	(A) discuss	(B) discussed	(C) to discuss	(D) discussing
36. We ____________ that you will carry out the bank transfer by the end of the month. Please note that bank details can be found on the first page of the contract.
	(A) access	(B) recognize	(C) assume	(D) approve
37. If you require any additional information, please do not hesitate to ____________ us.
	(A) contract	(B) talk	(C) telephone	(D) contact
38. Should you be interested in purchasing additional property, please feel free to inform us ____________ your convenience. We look forward to dealing with you in future.
	(A) at	(B) with	(C) about	(D) in
39. As you will see, we have made the changes we agreed ____________.
	(A) with	(B) on	(C) at	(D) about
40. We look forward to working with you ____________ this project in future.
	(A) with	(B) above	(C) on	(D) about
41. Please ____________ that we can maintain our offer only until the end of next month.
	(A) decide	(B) confirm	(C) develop	(D) note
42. ____________ you will find a counterproposal for the project.
	(A) Attached	(B) Assume	(C) Attach	(D) Assumed
43. Fortunately, I was able to speak to my ____________ yesterday and he is happy with the agreement so far. Is there anything that we still need to discuss?
	(A) customer	(B) client	(C) course	(D) notice
44. Afterwards I spoke to my partners and we ____________ to the conclusion that we really don't want to include fitted kitchens and garden sheds in the entire project, after all.
	(A) reached	(B) went	(C) came	(D) flew
45. I am sure we can find a solution here. I have no doubt that my client will be open to ____________ this last-minute change.
	(A) consider	(B) informing	(C) inform	(D) considering
46. I had hoped to be able to come to an agreement with my client and, ____________  , I have. If we sign the contract today, he is willing to add in the price of the kitchens and the garden sheds in the purchase price.
	(A) fortunately	(B) uncomfortably	(C) unfortunately	(D) comfortably
47. Now let's get back to business and bring this negotiation to a(n) ____________!
	(A) hand	(B) head	(C) arm	(D) heart
48. I can assure you that my client is true to his ____________ and you will be able to start work on the project by the agreed date.
	(A) statement	(B) status	(C) word	(D) sentence
49. Finally, the contract is to be drawn up today and signed by both parties early this evening. This should ____________ all the details.
	(A) add	(B) feature	(C) nullify	(D) cover
50. A: When we have finalized the contract, we will submit it to the relevant authorities. 
      B: Hmm, I know this may sound a bit ____________, but we would be grateful if you could implement this by the end of the week.
	(A) impatient	(B) inconvenient	(C) incorrect	(D) disadvantageous
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