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Part One Linguistics

1. Define the terms:

a.Voicing

b.Inflection

c.Phrase structure

d.Componential analysis

e.Linguistic determinism

2. Is the Chinese sentence 7K =15 %# 3% % %% ambiguous? Translate it into Chinese and state
why or why not (15 73) RJL N A

3. There is a riddle in English which goes like “Why are trees often mistaken for dogs 7 The
answer is “because their bark” What is the basis for this riddle(10. ﬁj\)

4 . What do you know for discourse-based language teaching (10 77)

Part Two: Literature
1. Define the terms
a.Allegory

b.Elegy

c.Romance
d.Calvinism

e.Gothic novel

2. Answer the questions

a.Why is William Blake called a pre-romantic or forerunner of the Romantic poetry of the 19th
century in English literature

b.How many odes did John Keats write in his life? What are they?

c.What is the significance of American Puritanism in American literature?

d.What is the major theme in Rip Van Winkle by Washington Irving

3. Comment on One of the three in at least 200 words

a.I wonder lonely as a Cloud

b.My Last Duchess

c.The fall of House of Usher

Part Three Translation
1. JEHINL

From watching westerners attempting to work in China, I must conclude that Chinese and
westerners are not the same. We and they think differently. Westerners think in prose each
sentence or paragraph following from the preceding. Chinese think in poetry, where context or
settings determines action.

Western thinking is linear, moving from goals to strategy to tactics, or from overview to
details (or the reverse). Chinese put everything in a big pot, stir well and serve whatever comes up.
Discussion of philosophical goal may be followed by a question on how same minor component
will be shipped.
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In negotiation and other relationships, Americans and Chinese both usually lack sufficient

information and cultural background to communicate well with each other. Chinese businessmen
tend to have business negotiations in rather indirect manner, as opposed to the more direct manner
of American businessman. The Chinese like to take time to learn whether their prospective
business contacts are really reliable
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