Appendix D: Sample Practice Papers

For each constructed response item on Part 1 and Part 2 of the Algebra
Achievement test two sets of practice papers were constructed. Each set contained five
practice papers for each question. For Part 3, there were three sets of practice papers,
with ten practice papers per set. At the end of training, scorers used the first set of
practice papers, and were expected to obtain 80% agreement with the scoring key for
each item. Otherwise, they retrained on the item and were tested on the second practice
set. In almost all cases, scorers obtained 80% agreement on the first practice set. In all
cases, they obtained 80% agreement on at least one practice set.

Scorers graded student papers at home. Since they used only the first set of
practice papers on most items, they brought the second set home for reference or self-
testing part way through the scoring.

This appendix contains the answer key for Practice Set A for the four parts of
Part 1, Question 3. It also contains the student papers comprising Practice Set A for Part
1, Question 3.3. It contains the answer key for Practice Set A for the eight constructed
response items in Part 2. It also contains the student papers comprising Practice Set A for
Part 2, Question 10. It contains the answer key for Practice Set A, Part 3. Finally, it
contains five of the ten student papers comprising Practice Set A, Part 3. For readers
wishing to use the test and scoring rubric, the full set of practice papers and answer keys

are available from the author.



Practice Set A for Part 1, Question 3.3
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at number of cycle sales will incore

be at least £9,112,5007
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Question 3.4:  For what number of cycle sales will income be as large as possible, and what
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Question 3.3:  For what number of cycle sales will income be at least $9,112,5007
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Question 3.4:  For what number of cycle sales will income be as large as possible, and what
will that income be? '
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Key for Practice Set A, Part 2



Practice Set A for Part 2, Question 10
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l]{l Solve the equation x° +3x -4 =0 for x.
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.- 10.  Solve the equation x* + 3x ~4=0 for x.

Work Space:
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. 11.  Solve (2x~6)x+4)=0 for x. ey
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Solve the equation 2 +3x-4=0 for x.
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- 11.  Solve (2x-6)(x+4)=0 for x.
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n "10. Solve the equation 2 +3x-4=0 for x.
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‘ 10. - .Solve the equation x> +3x-4=0 for x.
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Key for Practice Set A, Part 3
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Five Sample Student Papers from Practice Set A, Part 3



Selling by Telephone 4' g 5

Many companies sell their products through Jong-
distance telephone calls to customers. Fo; example, the CD
Club sells music compact discs all across the country from
its headquariers in New York, Sales calls made by the €D
Club last ap average of about 4 minutes spiece. The club

has bids from three possible providers for their long-distance
telephone service:

Ce—

¥ -

n$0.15_ per.

1) - Apple Communications will charge $0.35 for placin
minute of time used in the.call, i
Bell Telephone makes = fixed charge of $260 per week for aceess to its long-
distance lines, but charges only $0.10 per minute of time used by the calls.

Capital Lorg Distance Services will make a fixed charge of $600 per week for
unlimited use of its long-distance lines.

g each ca]J and the

2)

3)

Question:  For the CD Club the problem is to choose the long-distance service that is least

2GR expensive for their business. What advice would You give about the phone
AT ez company to choose and why?

Conclusions and Reasoning;
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Selling by Telephone

Many companies sell their products through long-
distance telephone calls to customers. For example, the CD
Club sells music compact discs all across the country from
its headguarters in New York. Sales calls made by the CD
Club last an average of about 4 minutes apiece. The club
has bids from three pos.siblc providers for their Jong-distance
telephone service:

1) - Apple Communications will charge $0.35 for placing each call and then $_Cl.1-5 per
minute of time used in the call. ‘

2) Bell Telephone makes a fixed charge of $260 per week for access to its long-
distance lines, but charges only $0.10 per minute of time used by the calls.

3) Capital Long Distance Services will make a fixed charge of $600 per week for
unlimited use of its long-distance lines. '

Question:  For the CD Club the problem is to choose the long-distance service thal is least
expensive for their business. What advice would you give about the phone

‘company to choose and nhy
2‘;
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Selling by Telephone

Many companies sell their products through long-
distance telephone calls to customers, For example, the CD
Club sells music compact discs all zcross the country from .
its headquarters in New York. Sales calls made by the CD
Club last an 2verape of zbout 4 minutes epiece. The club
has bids from three possible providers for their long-distance
lelephone service:

1) Apple Communications will charge $0.35 for placing each call and theh $0.15 per

minute of time used in the call,

Bell Telephone makes & fixed charge of $260 per week for access to its long-

distance lines, but charges only $0.10 per minute of time vsed by the calls,

3) Capiral Long Distance Services will make a fixed charge of $600 per week for
unlimited use of its long-distance Jines. '

2)

Question:  For the CD Club the problem is to choose the long-distance service that is least

expensive for their business, What advice would you gi\lr': about the phone
company to choose and why?

Conclusions and Reasoning;
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Selling by Telephone = —l?l-t

Many companes sell their products th ough long-
distance telephone calls to customers. For exzmple, the CD
Club sells muslc compact discs all scross Lhe country from
its headqumcrs in New York.- Sales ca]l-t made b\ the cD
Club last an average of about 4 minutes epiece. The club

has bids from three possible pmv}de_rs_ for their long-distance

unlimited use of its Jong- d1<ta.ncc lines

Question:  For the CD Club the problem is to choose the Jong-distance service that is least”
expensive for their business. Wi &l edvice would you give sbout the phone

company to choose and why?

Conclusions and Reasoning:
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Selling by Telephone

Many companies sell their products through long-
distanice telephone calls to customers. For example, the CD
" Club sells music compact discs all across the country from
its headquarters in Néw York. Sales calls made by the CD
Club last an average of about 4 minutes zpiece. The club

has bids from three possible providers for their long-distance
telephone service:

! L Tm-
1) Apple Communications will charge $0.35 for ;.)lac'mg- each call and then SO;‘IS
minute of time used in the call, 9 !

per

2) Bell Telephone mzkes a fixed charge of $260 per week for access to its long-

distance lines, but charges only $0.10 per minute of time used by the calls,

Capital Long Distance Services will make a fixed charge of $600 per week for
unlimited use of its long-distance lines.

3)

Question:  For the CD Club the problem is to choose the long-distance service that is Jeast

expensive for their business. What advice would you give about the phone
company 1o choose and why?

Conclusions and Reasoning:
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