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PART A: Vocabulary

Directions: Choose the yord or pbmse (1), (2),(3), or (4) that best completes each sentence.
Then mark the answer 0ft your answer sheet.

61- IKea, -——----m-m-memm- that more than.70 percent of its shoppers are women, has enhanced

its store environment to be niore womemfriendly. ‘
1) clustering 2) emploging - 3) rejecting 4) noting

62- For most firms, the promotional plan is a/an --------------- part of the marketing strategy.
1) aware 2) integral 3)rare 4) unsuspected

63- Many non-Islamic multinationals produce Halal brands that are ----—-------—-- destined to

~ Islamic markets..

1) closely 2) technically ;3)' specifically 4) substantially

64- Message development, often referred to as creative strategy, involves determining the

‘ basic¢ ~-----------—--- and message the advertiser wishesto convey to the target audience.

1) appeal 2) client 3) portlon : 4) restriction

65- Consumers generally tend to be less ----=------m-—- toward favorable information about a
product or service when it comes from a source they perceive as unbiased.
1) effective 2) skeptical 3) prospective '4) fundamental

66- Those whé do not currently own an Ipod are more likely to b€ --—<=s-—------ buyers than

' ‘people in othérdge groups. W2
1) disproportionate _2) entrepreneurial  3) potential 4) underlying

67- A firm with a sttong P--—pc—------— and/or i image is already a step ahead when it comes to
marketing its produets or services.
1) reputation 2)intefaction 3) emphasis 4) category

68- A reason why marketers are emphasizing relationships is that it is more cost effective to-
wmmmemmmmm--- cUstomers tham to acquifénew ones.

1) advertize 2) desite 4 3) track - 4)retain
69- In addition to the --------------- in audience size for many media, marketers are facing the
problem of consumers being less responswe to traditional advertising.
1) attempt 2) coordmatmn £793) decline 4) movement
70- The basic tools used to ------m-------- an orgamzatmn s communication objectives are
 often referred to as the promotional mix. .
1) accomplish 2) donate . 3) maintain 4) manufacture

'PART B: Cloze Test -
Directions: Read the following passage and decide which choice (1 ), (2), (3), or (4) best f‘ s

each space. Then mark the correct choice on your answer shéet.

After evaluating the opportunities presented by various market segments, (71) -=--------
a detailed competitive analysis, the company may select one, or more, as a target
market. This target market becomes the focus of the firm's marketing effort, and goals
and “objectives (72) ---=--=mmmmmm- according to where the company wants to be and

J/’UV’J’(VC”/’JWUJ"’/ * ~ (eps) P FF&@AFV
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(73) -=m-mmmmmmmmme- t0 accomplish in this market. These goals and objectives are set in
terms of specifié pefformance (74) -----=----m---- ~such as sales market share. and

profitability. The sglection Qf the target market (or markets) in which the firm will
compete is an importantpart of its. marketing strategy and has direct (75) ---2--mn=m---- ,
for its advertising and premeotional efforts.

71- 1) they include 2) including 3) that includes 4) included

72- 1) are set 2)set @4 3) that are set 4) which set
73- 1) it hopes 2) hope what' 3) what does it hope 4) what it hopes
74- 1) approaches 2) variables @ 3) managers 4) investors

75- 1) zones -2) components 3)implications 4) transactions

PART C: Reading Comprehension

Directions: Read the following three passages and ariswer'the questions by choosing the besi
choice (1), (2), (3), or (4). Then mark the correct choice on your.answer sheet.

PASSAGE 1:

Markets in Islamywere under the Hisbah authority chaired ®y the'market governor or
the Muhtasib. Fhe Muhtasib would have: a dedicated place —daterdt became an office
— in the market and, would have employees assisting him.CHi§ duties included
continuous inspéefion/and supervision of transactions in the market incldding terms,
conditions, and quality_ H&would have to be of good character, knowlédggable of both
trade and Shariah, and fairgle would ensure that the market operation didn't violate
the teaching of Islam.

The Hisbah or market authority was broadly defined by Ibn Khaldun (1332-1406
AD) as a religious job involving askinggpeople to do good and to refrain from doing
evil (Khaldun 1967). A more specifie definition was provided by Aldraiweesh (1989)
as managerial control carried out by the gévernment through dedicated employees who
monitor the activities of individuals in the areas of ethics, religion and economy with
the objective of making sure that fairnes§ and virtue as defined by Islam and by
prevalent customs at each and every environment and era are achieved.

The Hisbah evolved gradually throughout the Islamic History. The Prophet was the
first to monitor and control markets. For example, he\saw a pile of foodstuff in the
market and he checked it and found that it was WethHe agked the seller why is that and
the seller replied that it was rained on. The Prophet-askeddim to place it on top so that
people could see it, and then he said: Who cheats on us4s not one of us.

76- - The Muhtasib needed to have all of the following features EXCEPT e,

1) knowledge of Shariah 2) knowledge of trade
3) fairness 4) toughness
77- 'The main function of paragraph 2 is to -----====meane- .
1) explain markets in Islam 2) argue for the Hisbah's duties
-3) give examples of market authority 4) offer definitions for the Hisbah

TR y o 4, ~
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78- The main objectne of market authorlty in Islam is ~==--mm-iommumn "
1) keeping prices low.
2) collecting anfiual taxes
3) ensuring that faifness and virtue are achieved
4) punishing those whowiolate the teachmgs of Islam

79- The word "evolved" inparagraph 3 is closest in meaning to e

1) grew 2) failed’ 3) benefited 4) dlsappeared
80- The story told in paragraph 3 serves to ----—--—------

1) explain what should be dene withfvet foodstuff

2) show how the prophet would ménitor and control the market

3) describe what the prophet thoughabout the Hisbah

4) illustrate that only a few people could asSume authority over ‘the market

'PASSAGE 2

If a manufacturer elects to tollow a strategy of market segmentatton he must be able to

. divide the market into 1dent1ﬁable subsets, each of which shares some common

characterlstlc Thus there is a measurability requirement attached to the segmentation

: strategy. The variables to be measured may be_coneerned with geography,
demooraphy,‘ or some aspect of consumer behavior. Regardless of the market
characteristi¢’or characteristics upon which segmentatlon isdfo_be based, W1thout the
ability to idéntify segments and to measure their various dunensxons little progress:
can be made. { :

Even if a subset of the market is readily identifiable and measurable it must be
reachable by the manufaeturer. This "reachability" includes both the ‘promotional as
well as the: physwal distribiition aspects of the marketmg strategy mix. It does little
“good to identify and meastired@'segment of the market if no channels of dlstrlbutlon are
available to reach 1its occupants or if no economic way exists to commumcate with
them.

Third, the subset of the markét.must be of sufficient size, in terms of purchasing
power, to offer a profit potential'eensistént with the extra effort required to design and
implement a unique marketmg strategy

81- The word ""which" in paragraph 1 refers to -—Fr---' -------- o :

1) segmentation ~ 2) strategy - o3) subsets - 4) market
82- Tt is suggested in the passage that geography 1) N :

1) a variable that is often hard to measure

2) one of the factors upon which market segmentatxon canbe based

3) a characteristic which 31gn1t' icantly affects consuner behavior

4) measurable when considered together with demography and cdnsumer behavmr
83- A company has a problem of reachability when --------------- _

1) the customers are not attracted to the products it produces ;

2) it chooses inefficient channels of distribution for its products .

3) more powerful competltors have already saturated the market

4) it is not able to transport its ‘products to a certain region

///upwrb//,mdugt‘/m/ | f (ops.) FEEOOAEY
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84-

85-

86-

88-

It can be understood from the passage that lf the purchasmg power of a subset of the
market is low, = --meecee -

1) it is not wotthrhaving a umque marketing strategy

2) extra effort is aeededito promote the products

3) decreasing prices can attract the customers to the products

4) a unique marketing Strategy is required to increase the profit potential

All of the following are mentioned as the requirements for market segmentation
EXCEPT ----meemmmeeee .

1) reachability. 2) measurability
3) the subset being big enough 4} the subset havirig various dimensions
PASSAGE 3:

Transportation costs are a large portion of thé'tetal cost involved exporting a product.
When companies use a total cost concept, they m@st take into consideration all the
costs involved in delivering a product to a customeraFor eXample, it may seem logical
that the transportation costs of shipping: produgts byswater or land would be much
cheaper than the costs of shipping products by air. But.there are considerations other
than the shipping costs. Products shipped by water or land arrive with less certainly
than productsShipped by air. These products may need to bé warehoused and insured

for longer perigds of time. There also are greater chances for Joss, spoilage, and

obsolescence. If the stotal cost of shipping by air is lower than‘thesescosts, then
shipping by air should be the preferred shipping method.

A Computer manufacturer obtains component parts from around the world. One
very expensive compomient'is computer chips. These chips are typically small and
light. The price of chips ¢andfluctuated rapidly, but most often the price goes down.
These products are subject tothefPbecause they can be used in most computers around
the world. Given these considerations; airfreight is a good choice for shipping. It limits
the shipping time, enhances secutify and control of the products, and helps ensure that
they will arrive when needed by masitifactures.

What does the passage mainly discuss?

1) Shipment of products by water or land

2) The considerations that determine the prefefred$hipping method

3) The reasons why airfreight is in fact cheapenthan®thef’shipping methods

4) Reduction of transportation costs by computer mantifacturers

According to the passage, the total cost of shipping produets by water or land ----------—- .
1) is not necessarily lower than that of shipping products by aif

2) is certainly cheaper than that of shipping products by airs

3) usually prevents companies from choosing those shlppmg nietheds

4) fluctuates rapidly and cannot be easily calculated

All of the following are mentioned among the factors that should,be eonsidered when

-shipping products by water or land EXCEPT ------eeeemee-

1) period of insurance 2) p0351b111ty of spoilage
3) loss of customers 4) chances of obsolescence
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The word "it" i in '

Why does the author dlSCllSS computer clnps in paragraph 2"

roduct whose prlce often fluctuates
2 ansportatlon ‘costs can make exportmg this product less attractlve
ofa product for which shlppmg by a1r is the preferred method

1) airfreight oice 3) computer a 4) shxppmg
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