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 SEQ CHAPTER \h \r 1 1. 
What is the main reason why retail buyers purchase goods? 

A.
To resell

C.
To export

B.
To consume

D.
To display

 2.
Which of the following does a business often receive as a result of developing good relationships with vendors:

A.
Expensive gifts

C.
Free service

B.
Personal advice

D.
Fair treatment

 3.
Which of the following should not be a consideration in selecting a vendor: 

A.
The vendor's policies concerning returns

B.
The ability of the vendor to deliver on time

C.
The quality of the goods offered by the vendor

D.
The type of inventory control used by the vendor

 4.
If total sales equal $126,000, returns are $13,000, allowances are $8,000, and purchases are $63,000, what are net sales?

A.
$55,000 

C.
$105,000 

 

B.
$63,000 

D.
$113,000 

 5.
Businesses often compare the profit-and-loss information for several consecutive years in order to calculate

A.
net income. 

C.
total debt.

B.
sales growth.

D.
national trends.

 6.
Which of the following is an ongoing population trend that affects how businesses market their goods and services:

A.
Lifestyle

C.
Behavior

B.
Consumption

D.
Migration

 7.
What feature do many word-processing software programs contain that enables businesses to prepare accurate written documents?

A.
Dictionary

C.
Flowchart

B.
Calculator

D.
Encyclopedia

 8.
What type of software program would a cruise line use in order to maintain a list of recent passengers and their cabin preferences?

A.
Database

C.
Communication

B.
Spreadsheet

D.
Word processing

 9.
Employees should realize that employers can easily detect cash-register fraud by studying the business's

A.
cash-register tapes.

C.
cash-register procedures.

B.
completed sales slips.

D.
physical inventory sheets. 

10.
While employee theft cannot be totally prevented, which of the following measures should be taken to minimize the problem:

A.
Try to hire relatives of good employees 
C.
Try to hire honest people 

 

B.
Require every prospective employee to 
D.
Require employees to enter/exit through 

submit to a polygraph test


designated entry points 

11.
The range of amounts charged for products and the value which your customer expects should be addressed in your marketing plan's __________ section. 

A.
price 

C.
product 

 

B.
place 

D.
promotion 

12.
Which of the following is a reason why businesses should evaluate speculative risks:

A.
To determine the potential for loss

C.
To reduce the possibility of theft

B.
To obtain adequate insurance coverage
D.
To estimate the level of property damage

13.
A business buys insurance on property that is valued at $390,000.  What is the monthly premium if the rate is $48 for each $30,000 worth of property?

A.
$576

C.
$612

B.
$598

D.
$624

14.
Which of the following is a characteristic of persuasive people:

A.
Logical

C.
Artistic

B.
Convincing

D.
Sensitive

15.
A simple, or short, report differs from a complex report in that the simple report is

A.
less formal.

C.
not in memo form. 

B.
more comprehensive.

D.
not used in decision making. 

16.
An effective way for supervisors to find out if employees understand job instructions is to ask them for

A.
feedback.

C.
respect.

B.
references.

D.
approval.

17.
One way that businesses can be ethical when communicating information to customers is by using

A.
simple wording.

C.
everyday slang.

B.
complex terminology.

D.
accurate language.

18.
Which of the following businesses would be most likely to have its own distribution center:

A.
Bakery

C.
Chain store

B.
Local specialty shop

D.
Small boutique

19.
Businesses that buy products from suppliers who are not the authorized distributors for the products' manufacturers are involved in the 

A.
export business.

C.
gray market.

B.
outlet industry.

D.
discount trade.

20.
A distributor prepared an invoice for a retailer for 20 cases of goods at $4.75 per case and 35 cases of goods at $6.30 per case.  If the discount is 2%, what is the total amount of the invoice?

A.
$307.45

C.
$312.34

B.
$309.19

D.
$315.50

21.
Which of the following is an advantage of keeping certain products in cold-storage warehouses:

A.
Protects products from weather

C.
Prolongs the life of products

B.
Maintains products at room temperature
D.
Increases the cost of storing products

22.
Why is it important for a business to coordinate distribution with its promotional activities?

A.
To charge higher prices for delivery service

B.
To establish a relationship with one intermediary

C.
To guarantee a sufficient supply of advertised items

D.
To arrange the most economical method of transportation

23.
Which of the following factors used to evaluate channel members for selection usually has the lowest priority:

A.
Distance

C.
Cost

B.
Reliability

D.
Service

24.
Economic resources are important to the functioning of businesses because they

 

A.
alter products to make them more useful to consumers. 

 

B.
provide the means for producing and selling goods and services. 

C.
make goods/services available where they are wanted by consumers. 

 

D.
make products available at the time they are wanted by consumers. 

25.
Burger King and McDonald's are examples of

 

A.
natural monopolies. 

C.
dissimilar firms. 

B.
unrelated businesses.

D.
direct competitors. 

26.
One of the most important issues that creates conflict in labor-management negotiations is 

A.
wages.

C.
dues.

B.
dress code.

D.
education.

27.
One of the main purposes of the Consumer Price Index is to measure

A.
inflation.

C.
production.

B.
competition.

D.
compensation.

28.
Countries specialize and exchange their goods and services with other countries in order to

A.
operate more efficiently.

C.
reduce immigration.

B.
increase production costs.

D.
control productivity.

29.
Electronic banking benefits businesses by giving them immediate access to 

A.
investment planning.

C.
government bonds.

B.
financial information.

D.
credit protection.

30.
What source of credit buys borrowers' contracts from sellers?

A.
Commercial banks

C.
Credit unions

B.
Sales finance companies

D.
Savings and loan associations

31.
Businesses applying for credit from financial institutions often must prove their ability to 

A.
sell assets.

C.
take risks.

B.
prepare budgets.

D.
earn profits.

32.
A risk that the owners of new businesses often encounter when obtaining credit from a financial institution is the requirement that they

A.
pay processing fees.

C.
open savings accounts.

B.
give personal guarantees.

D.
accept high interest rates.

33.
One of the main reasons that companies gather marketing information is to be able to

A.
track past sales trends.

C.
monitor inventory records.

B.
increase sales and profits.

D.
answer customer complaints.

34.
Which of the following is an important ethical issue involved with the collection and use of marketing information:

A.
Confidentiality

C.
Adaptability

B.
Standardization

D.
Commercialization

35.
Population data include vital statistics and the makeup of households, which help marketers to determine 

A.
where area shopping centers are located.
C.
what products are appropriate to the market.

B.
how unemployment levels will affect sales.
D.
what methods of transportation are available.

36.
Which of the following is one of the advantages to marketing-information managers of using the Internet as a research tool:

A.
Security

C.
Privacy

B.
Accessibility

D.
Brevity

37.
Which of the following is most likely to have a marketing-research department:

A.
Local charity

C.
Leading manufacturer

B.
Small retail business

D.
Successful politician

38.
What type of internal data do businesses usually include when developing a marketing-information management system? 

A.
Sales reports

C.
Economic news

B.
Industry trends

D.
Price indexes

39.
What is the range of times people went to the movies if 20 people go to the movies 8 times a month, 45 people go to the movies 7 times a month, 72 people go to the movies 6 times a month, 58 people go to the movies 5 times a month, and 32 people go to the movies 4 times a month?

A.
4


C.
6

B.
5.8

D.
3.1

40.
Which of the following is a characteristic of an effective marketing report:

A.
Suggests ways to implement findings

C.
Provides list of industry reviewers

B.
Contains a variety of technical terms

D.
Explains the cost of research consultants

41.
A business changed its commission structure for salespeople in order to increase sales of high-priced products.  This change is an example of a

A.
goal.

C.
quota.

B.
strategy.

D.
tactic.

42.
Companies have been forced to pay more attention to the specific needs of consumers because of

A.
competition.

C.
automation.

B.
advertising.

D.
merchandising.

43.
A major employer leaves a community.  The sales forecasts of other local businesses are affected because of the 

A.
change in population.

C.
need for higher prices. 

B.
increase in the tax base.

D.
increase in market demand.

44.
If a business's sales forecast is too low, the result may be that the business 

A.
will purchase too much stock.

C.
may be short of working capital.

B.
will need to lower its prices.

D.
may budget too much for promotion.

45.
If you like to feel as though you are an important member of the team, you will probably work best under a(n) __________ leader.

A.
hands-off 

C.
laissez-faire 

 

B.
democratic 

D.
authoritarian 

46.
An important factor in building positive customer relations is to give customers

A.
fair and equal treatment.

C.
the blame for problems.

B.
the promise of satisfaction.

D.
a business-oriented approach. 

47.
Which of the following techniques help to build trust in negotiations:

A.
Always have an answer ready

C.
Tell the truth and respect confidences

B.
Provide a lot of documentation

D.
Share information that may be threatening

48.
Which of the following would be considered an ethical dilemma in the personnel department of a company:

A.
Whether the business should donate $25,000 to an animal shelter or to an orphanage

B.
Whether the business should hold its retirement party at a local restaurant or at a neighboring city's banquet hall

C.
Whether the business should pay men and women different salaries if it is operating in a country where equal pay laws don't apply

D.
Whether the company should provide business cards for all of its associates or make them purchase business cards with their own money

49.
Why is it important for supervisors to plan and organize the work of their employees?

A.
To follow procedures

C.
To meet business goals

B.
To set minimum standards

D.
To establish schedules

50.
When delegating job tasks to subordinates, it is important to

A.
give unlimited time to perform the task.

B.
tell other employees what you have delegated.

C.
clarify the job to be done and your expectations.

D.
give a minimal amount of instruction to allow for creativity.

51.
The financial condition of the business affects recruitment because a financially sound business is able to 

A.
hire large numbers of workers.

C.
pay dividends to stockholders. 

B.
offer good starting salaries.

D.
produce a variety of products.

52.
Which of the following is a common error that managers should try to avoid when interviewing applicants for a job:

A.
Overselling the organization

C.
Asking open-ended questions

 

B.
Providing salary information

D.
Explaining position descriptions

53.
Which is the most appropriate instructional method for telling new employees about the history of the company?

A.
Mentor 

C.
Lecture 

 

B.
Demonstration 

D.
Simulation 

54.
Which of the following training methods best promotes interdepartmental cooperation and awareness:

 

A.
Coaching 

C.
Job rotation 

B.
Understudy 

D.
Learner-controlled instruction 

55.
Which of the following is a management factor that affects employee morale:

A.
Medical care 

C.
Job security 

 

B.
Performance evaluation 

D.
Opportunity for advancement 

56.
Which of the following is a factor in identifying the actual problem behind an employee's complaint:

 

A.
Taking action as quickly as possible 

 

B.
Listening carefully to what the employee says 

C.
Asking the employee to suggest a solution to the complaint 

 

D.
Considering the long- and short-term effects of a solution 

57.
One reason why it is important to control the use of supplies is because many supplies are

A.
expensive.

C.
unavailable.

B.
difficult to obtain.

D.
sold seasonally.

58.
The information in an operating budget usually is presented in which of the following forms:

A.
Dollar

C.
Ratio

B.
Percent

D.
Fraction

59.
Which of the following usually have responsibility for developing company objectives:

A.
Managers

C.
Buyers

B.
Accountants

D.
Bureaucrats

60.
Which of the following techniques for developing ideas is especially useful for project planning:

A.
Redefining

C.
Role-playing

B.
Brainstorming

D.
Concept mapping

61.
When George was interviewed for a job opening, he forgot to tell the interviewer that he had computer experience.  When George writes his follow-up letter, should he include this information?

A.
Yes, he should describe his computer skills in detail.

B.
No, he should limit his letter to a few words of thanks.

C.
No, he should not let the interviewer know he forgot anything.

D.
Yes, he can write a brief statement about his computer skills.

62.
The Canadian Marketing Association is an example of a 

A.
trade association.           B.  service industry.
C.  merchants' group.        D.  professional organization. 

63.
The price a business sets on a particular product often has an effect on the business's choice of a(n) __________ to promote that item.  

A.
visual

C.
slogan

B.
agency

D.
medium

64.
Which of the following technologies allow businesses to quickly determine the effect that different prices will have on the bottom line before setting the prices of various items: 

A.
Digital imaging

C.
Optical scanning

B.
Point-of-sale system

D.
Computer software

65.
Most marketers feel that it is a good strategy to price their products according to the

A.
sale of loss leaders.

C.
manufacturer's list price.

B.
agreements set with other channel members.
D.
way their customers view the products.

66.
What is the final cost to the business of a product priced at $40 with a 20% trade discount?

A.
$22

C.
$32

B.
$25

D.
$35

67.
On an item purchased for $12.65, a business has operating expenses of $1.95 and desires a profit of $3.50.  At what price should the business sell the item?

A.
$14.20 

C.
$16.15 

 

B.
$14.60 

D.
$18.10 

68.
One way to calculate discounts is by

A.
adding the discount to the price of the item.  

B.
dividing the price of the item by the discount rate.  

C.
dividing the discount rate by the price of the item.  

D.
multiplying the price of the item by the discount rate.  

69.
One of the main differences between goods and services is that services are

A.
produced.

C.
physical.

B.
tangible.

D.
performed.

70.
When sales and profits for a product have fallen, the product is in what stage of the product life cycle?

A.
Growth

C.
Maturity

B.
Decline

D.
Introduction

71.
One reason why a business might concentrate its product-mix strategy on one type of product is to

A.
arrange for credit.

C.
provide a service.

B.
dominate the market.

D.
manage the demand.

72.
When marketers refer to a product's position, they mean its 

A.
location in the business.

C.
importance to competitors. 

B.
physical characteristics.

D.
image in the eyes of consumers.

73.
Brands such as Procter & Gamble's Ivory and Caress soaps are categorized as __________ brands.

A.
family

C.
private

B.
computer-generated

D.
individual

74.
One of the factors managers must consider when offering customer services is the cost of

A.
providing the service.

C.
the inventory on hand. 

B.
operating the business.

D.
the product being sold. 

75.
Well-planned promotions should communicate to customers specific information about

A.
competitors' products. 

C.
product usage. 

 

B.
the business and its products.

D.
the business's sales revenues.

76.
Which of the following is part of a firm's promotional mix:

A.
Pricing                      B.  Advertising

C.
Distributing                 D.  Product planning 

77.
The Johnson Company wanted to give customers some inexpensive promotional items to keep the business's name in front of the consumers.  This firm is planning to use __________ advertising.

A.
directory

C.
specialty

B.
motion-picture

D.
videotape

78.
Which of the following is an example of a testimonial used to create credibility for a product:

A.
Consumers surveyed rated the product reliable in use.

B.
Consumer Reports magazine rates the product a "best buy."

C.
Well-known athletes tell readers that they use the product.

D.
The product has been approved by Underwriters Laboratory for safety. 

79.
A business has decided to increase its advertising to promote its merchandise to a new target marketCfamilies with children living at home.  Calculate the demographic cost per thousand (CPM) if the newspaper has a target audience of 225,000 and charges $95 per column inch for an ad.

A.
$.42

C.
$205.48

B.
$2.37

D.
$21,375.00

80.
The number of different people in the target audience who are exposed at least once to a promotional message refers to the medium's 

A.
reach.

C.
spread. 

B.
frequency.

D.
geographic coverage.

81.
Which of the following information should be presented at the top of the page of a business's news release:

A.
The headline for the news release

B.
The number of pages included in the news release

C.
The name and address of the company issuing the news release

D.
The place and the date of the information in the news release

82.
Which of the following would be an appropriate community activity for a business to support:

A.
A politician's campaign for reelection

C.
A church's efforts to enlarge its congregation

B.
A drive to collect funds for the homeless
D.
A hotel's attempts to achieve a four-star rating

83.
What should businesses take into consideration when deciding which promotional techniques to include in a sales-promotion plan?

A.
Available budget

C.
Distribution channel

B.
Management style

D.
Employee compensation

84.
Which of the following is an external factor that affects the type of promotional plan that a business develops:

A.
Government regulations

C.
Vendor qualifications

B.
Advertising procedures

D.
Transportation systems

85.
Making sure that sufficient quantities of the advertised goods are in stock is an important step in

A.
calculating discount prices. 

C.
planning distribution techniques.

B.
establishing sales objectives.

D.
coordinating promotional activities.

86.
Measuring the effectiveness of a company's past advertisements helps in

A.
decreasing sales.

C.
planning future ads.

B.
training the sales force.

D.
increasing the firm's costs.

87.
Which of the following will probably happen if a business fails to build a clientele:

A.
The business's success will be ensured.

B.
Positive word-of-mouth advertising will increase.

C.
Customer turnover will be high, leading to increased costs of replacing customers.

D.
Salespeople will wisely invest their time in working with customers who plan to switch to competitors.

88.
Which of the following is a true statement about selling policies:

A.
Selling policies are most useful for handling unusual situations. 

B.
Selling policies may be in writing or simply understood by employees.

C.
Most small companies explain their selling policies in employee handbooks. 

D.
The Sherman Act requires businesses to put their selling policies in writing.

89.
Which of the following is one way that the use of computer technology helps salespeople to better serve their customers:

A.
Eliminates follow-up

C.
Increases selling time

B.
Increases productivity

D.
Reduces account control

90.
In order to prepare a feature-benefit chart, a salesperson must know

A.
facts about customers.

C.
the number of products in stock.

B.
facts about the product.  

D.
the name of the product's distributor.

91.
Which of the following is a characteristic of the impulsive customer:

A.
Comparison shops 

C.
Confident of choice 

 

B.
Asks few questions 

D.
Asks for specific items 

92.
Which of the following is a patronage buying motive:

A.
Seasonal events

C.
Group approval 

 

B.
Popular advertising

D.
Courteous sales force

93.
Which of the following is a primary reason for using probes in selling:

A.
To demonstrate the product

C.
To uncover the customer's objections

B.
To lengthen the sales presentation

D.
To make the customer feel important

94.
Many professional salespeople feel that the best time to try for a close is

A.
after suggestion selling. 

C.
after covering all information. 

 

B.
when the customer seems ready to make a 
D.
when the customer seems undecided. 

buying decision. 

95.
What type of technique might be effective if a business is trying to sell a large, complex product to another business?

A.
Team selling

C.
Sale pricing

B.
Mass marketing

D.
Retail selling

96.
Salespersons dealing with sales checks should keep in mind that sales checks should

 

A.
not be filed.

C.
be filled out legibly. 

B.
not be voided.

D.
contain minimum sales information.

97.
Prospecting helps salespeople to focus their efforts on people who are likely to buy, thereby increasing their chances of

A.
wasting time.

C.
making sales.

B.
having influence.

D.
facing rejection.

98.
Businesses that have a limited product line often use which of the following types of quotas:

A.
Unit-sales

C.
Dollar-volume

B.
Point-sales

D.
Expense-budget

99.
Sales records contain information about the

A.
breakdown of sales into categories. 

C.
fluctuation in a company's cash. 

 

B.
projected sales for a given period. 

D.
relationship between sales and expenses. 

100.
A  valid reason for businesses to provide salespeople with sales training is that training

A.
can be done inexpensively. 

C.
increases turnover rate. 

 

B.
makes supervision unnecessary.

D.
can improve customer relations.


