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LUTY: (080001A - COMMUNICATIONS IN MARKETING
b . AQOl: Define feedback.

OMPM (Comm), Ch. 1, p. 1
AQ02: List types of feedback.

OMPM (Comm), Ch. 1, pp. 1-2
AQOQ3: Explain feedback effect on human benavior.

RPP, Ch. 13, pp. 102-103
AQQ4: Spéak in a businesslike manner.

OMPM (Comm), Ch. 1, pp. 9-12
AQ00S: Use proper listening skills.

OMPM (Comm), Ch. 2, pp. 17-26

AQQ6: Use the telephone in a business-like manner.
oMPM (Comm), Ch. 4, pp. 51-54
. AQQ7: Use body language to help cenvey' feelings in spoken
communication.

OMPM (Comm), Ch. 3, pp. 36-37

AQ008: Read and understand written communications.
oMPM (Comm), Ch. 6, pp. 73-81

AQQ9: Complete letters, forms, reports, and memorandums.
OMPM (Comm), Ch. 7, pp. 92-99

AQlQO: Describe the importance of reading current business
news media.

RPP, Ch. 16, p. 125

ERIC
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DUTY: 080001B - ECONOMICS AND MARKETING

BOOQ1: Identify statements that best describe marketing. .
MPP, Ch. 1, pPpP. 2-7

BOO2: Explain the importance of marketing in our economy.
MPP, Ch. 3, pp. 22-26

B0O3: Recognize that economic goods are the products and
services offered to meet consumer needs and wants.

MPP, Ch. 18, pp. 182-184
B0O4: Define Economics as a process.
MPP, Ch. 3, p. 22
B0OS5: Identify econcmic activities.
MPP, Ch. 3, pp. 24-25
B0O6 : Explain the importance of economics.

MPP, Ch. 18, pp. 187-188 ‘

B0O07: Identify three major types of economic resources.
OMBM (Econ), Ch. 1, pp. 1-2

B0O8: Identify examples of economic resources according
to major type.

OMPM (Econ), Ch. 1, pp. 1-2

B00Q9: Explain the meaning of private free enterprise.
MPP, Ch. 3, p. 24

BC1l0: Describe the different types of business ownership.
MPP, Ch. 3, pp. 26-28

BOil: Compare and contrast the three major economic
systems.

RPP, Ch. 35, pp. 278-279

©
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. BO12: Identify the characteristics and values of
2 capitalistic, socialistic, and communistic
‘ economic systems. )
RPP, Ch. 35, pp. 278-279
B01l3: Define profit.
MPPp Ch- 3f pe 26

BOl4: Identify elements that need to be accounted for
before a profit can be made.

MPPp Cho 3: PP. 263 401“406

BO15: Explain why profit is an essential part of the
private free enterprise system.

MPP, Ch. 3, p. 26, 401-406
OMPM (Econ), Ch. 3, p. 35

BOl6: Define supply and demand.
MPP, Ch. 18, pp. 187-188

" BO17: Distinguish between buyer's and seller's markets.
RPP( Chn 64' ps 513
B018: Describe the influences and interactions of supply

anéd demand.

B019: Identify that the market price of a product is based
on what a consumer is willing to give and what a
seller is willing to take.

MPP, Ch. 18, pp. 188~-189

B020: Identify the effects of competition on buyers and
sellers.

MPP, Ch. 18, pp. 186, 240, 261

BO21: Explain why competition is important to the success-
ful functioning of a private free enterprise
system.

MPP, Ch. 3, pp. 24-25

Full Tt Provided by ERIC.
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B022: Define marketing functions.

MPP, Ch. 2, pp. 11-1% @

B023: Explain the functions involved in marketing products
and services.

MPP: Cho 2( Ppo 1-4
B024: Define the meaning of a merket for a product.
MPP, Ch. 5, pp. 44, 53

B025: Describe how a market for a product can be
identified.

MPPp ChQ 5 & 6r PP. 45@ 53“56

BG26: Identify demographic characteristics that would
compose market segments for particular procucts.

MPP, Ch. 5 & 6, pp. 45-56

B027: Define channel of distribution.
MPP, Ch. 24, pp. 252-253

B028: Describe two basic types of distribution., ‘!D
MPP, Ch. 24, pp. 253-257

B029: Describe the functions; performed by channel
intermediaries.

MPP, Ch. 24, pp. 253-~255
EQ3C: Explain the meaning of integrated distribution.
MPP, Ch. 25, p. 265
BO31l: Cefine Grnss National Product.
MPP, Ch. 2, p. 11
B032: Identify components of GNP calculations.
MPP, Ch. 2, p. 11

B033: Explain why the U.S. GNP has contirued to grow.

MPP, Ch. 2, pp. 1l1-14 .
OMPM (Econ), Ch. 3, p. 42

3
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- DUTY:

. C00l:

Cg02:

C003:

C004:
C005:

. C006 :

c007:

C00s&:
C009:

C0lo0:
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080001C - EMPLOYMENT AND ADVANCEMENT

Identify personal occupational requirements.
MPP, Ch. 4, p. 33

Describe entry-level marketing jobs available in
most communities.

MPP, Ch. 4, pp. 30, 32, 35
Identify possible advancement patterns
OMPM (Car), Ch. 2, p. 20

Idei.tify a tentative marketing occupational
interest.

MPP, Ch. 4, p. 33

Develop a confident attitude toward participating
in an employment interview.

CMPM (Car), Ch. 10, p. 147

Meet the standards of appearance and behavior
required for the interview.

OMPM (Car), Ch. 10, p. 147
Complete a personal resume.
OMPM (Car), Ch. 10. p. 144

Complete employment application forms for marketing
employment.

OMPM (Car), Ch. 10, pp. 147-149

Recognize the purposes and types of employrment tests
and general guidelines for taking them.

RPP( Ch‘ 6' po 42
Complete a personal interview and follow-up.

OMPM (Car), Ch. 10, p. 149

10



COoll: Explain the importance of rules and regulations in
a business.

OMPM (SYOB), Ch. 4, pp. 54-56 .
C0l2: Describe desirable work habits.

OMPM (Car), Ch. 2, pp. 21-22
C013: Explain gross pay and net pay.
OMPM (Math), Ca. 8, p. 133

C0l4: Identify ways of tying school and work experiences
together.

D!PF’ Ch. 13f Pp- 133-134

11
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DUTY: 080001D - HUMAN RELATIONS IN MARKETING

N

D0Q1l: Define human relations.
OMPM, (HR), Zh. 1, p. 1

D0O02: Identify the prominent human relationships in
marketing businesses.

OMPM: (HR); Ch. 1( PP. 1-2

D003: Identify the importance of self-understanding in
establishing effective human relaticonships.

OMPM (HR): Cho 2! Pp- 23“25

D004 Analyze personal interests, aptitudes, traits,
abilities, and attitudes.

MPP, Ch. 4, p. 33
DC0S: Identify personal strengths and weaknesses.
RPP, Ch. 14, pp. 106-111
. D006 : Describe the importance of a positive self-image.
OMPM (BR), Ch. 2, pp. 21-22
D007 Identify resources for self-understanding.

MPP Ch. 4, p. 33
OMPM (HR), Ch. 2, p. 24

D008 Develop a plan of short and long-term goals.
OMPM (HR), Ch. 2, pp. 24-25

D009 Develop harmoniocus professional relationships with
Co-workers, supervisors, and managers.

OMPM (HR), Ch. 5, pp. 67-69

D010: Develop relationships with customers that will
favorably represent a business.

MPP, Ch. 22, pp. 333-335

12

ERIC

Full Tt Provided by ERIC.



DUTY: 080001lE - MARRETING NPERATIONS

EQO1: Perform addition and subtracticon applications in .
marketing.

OMPM (Merch)s Ch. 2: PP. 22-23

E0Q2: Perform multiplicaiton and division applications in
marketing.

OMPM (Merch), Ch. 2, pp. 24-25

EQ03: Perform fraction and percentagé applications in
marketing.

OMPM (Merch), Ch. 2, p. 2%

E004: Calculate correct prices of products or services
and total amounts of purchase.

OMPM (Merch), Ch. 6, p. 82

EQQ5: Handle various types of payment for purchases.
OMPM (Math), Ch. 3, pp. 41-42, 48
EGQ6: Bandle returns for exchange, cash refunds, or charge .
credit.

RPP, Ch. 30, pp. 239-240
EQQ7: Handle COD and layaway sales transactions.
RPP, Ch. 28, pp. 222-223
EQ08: Explain importance of inventory control.
RPP, Ch. 39, pp. 307-308
E0Q9: Explain the term perpetual inventory.
RPP, Ch. 39, pp. 311-313
E010: Explain the procedures of a physical inventory.

RPP’ Cho 39’ po 310

EQ1ll: Explain the importance of pricing.
MPP, Ch. 18, pp. 181-185 .
13
8
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EQl2: Define the terminelogy used in pricing.
. MPP, Ch. 19, pp. 195-197
EQL3: Calculate markup and markdowns.
RPP, Ch. 41, pp. 323-324
EQl4: Arrange currency and coin in cash drawer.
RPP, Ch. 28, pp. 223-224

E015: Maintain proper amount of cash in appropriate
denominations in cash drawer.

OMPM (Math) Ch. 3, p. 43
E016: Balance cash drawer against cash register reading.

OMPM (Math), Ch. 3, pp. 49-50

14
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DUTY: 080001F -~ MARKET PLANNING
FOOl: Explain the marketing concept .
MPP' Chc Zf pQ 13

F0O02: Explain historical development in business that led
to the adopticn of the marketing concept.

MPP: Chn 2p PPQ 12-13
FO03: Give examples of the marketing concept in action.
MPP, Ch. 2, pp. 12-16
F004: Explain the role that product/service planning
activitives play in a company's success in the
marketplace.

MPP, Ch. 14, p. 140

FOOS: Identify factors that influence product/service
planning.
MPP, Ch. 14, pp. 140-143
r006: Identify the methods of gathering primary marketing .
data.

MPP; Cho 12@ pp. 118-122

FOO7: Apply one or more of the methods to gather primary
data.

MPP, Ch. 12, pp. -18-122

F008: Explain the difference between the total market
approach and the segmentation approach to product
planning.

MPP' ChQ 6' pp¢ 53-54

F009: Cite examples of specific products/services and
their target markets.

MPP, Ch. 6, pp. 54-56

FC10: Identifyv the functions of packaging to meet the
needs of specific marketing.

MPP, Ch. 16r PP. 161-162 .

10 15
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FOll: Define product line and preoduct mix.

P

MPP, Ch. 14, pp. 141-142

FOl2: Identify the stages of the product life cycle.
MPP. Ch. 14, pp. 146-147

FO013: Explain the steps in product development.
MPP, Ch. 14, pp. 142-146

. L 16
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DLIY: 080001G - PHYSICAL DISTRIBUTION .

GOO0Ll: Accurately check shipment or items against a packing
slip.

OMPM (W&PD), Ch. 8, pp. 104-105

G002: Handle incorrect amounts or types of goods.
OMPM (W&PD), Ch. 8, p. 106

G003: Mark prices on various types of goods.
OMPM (W&PD), Ch. 8, pp. 109-110

G004 : Identify housekeeping duties in connection with
proper stock care.

OMPM (W&PD), Ch. 9, pp. 117-119

GQ05: Exercise precautions with store equipment to prevent
accidents.

OMPM (W&PD), Ch. 9, p. 123

GQO06: Exercise precautions with stock to prevent .
accidents.

OMPM (W&PD), Ch. 9, pp. 118-119
GOL7: Identify importance of preventing stcck shrinkage.

OMPM (W&PD), Ch. 9, p. 125

o 12
ERIC
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. DUTY: 0800018 - SALES PROMOTION

HOO1l: Identify the major advertising media used to promote
sales.

MPP, Ch. 28, pp. 291-295

B002: Identify the basic types of displays used to promote
sales.

MPP, Ch. 31, pp. 324-327

B0O03: Identify the special promotion activities used to
promote sales.

MPP, Ch. 31, pp. 320-324

H0O4: Identify how sales promotion benefits the marketing
business, employee, and consumer.

MPP, Ch. 31, p. 320

HOOS5: Identify the major elements of a print or broadcast
advertisement.
. MPP, Ch. 30, p. 315
HCO6 : Read newspaper advertisements to keep informed of
the advertising done by a business and its
competition.

MPP, Ch. 30, p. 311

HOO7: Recognize broadcast promotions by a business and its
competition.

MPP, Ch. 62, pp. 503-504
H0O08: Read current prometion material sent out to
comsumers by a business and its competitors
fex. catalogs, manufacturers' brochures, etc.)
MPP, Ch. 30, p. 316
HOQ9: Identify the cost of various advertising media.

MPP, Ch. 29, p. 307

H010: Identify the importance of visual merchandising as
. it applies to a business' image.

MPP, Ch. 31, pp. 324-325

0 13
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BO1l: Select appropriate, seasonal, and timely display
merchandise.

MPP, Ch. 31, p. 326

BO12: Design displays considering the basic elements of
display arrangement.

RPP, Ch. 46, pp. 364-367
HO13: Plan location of displays.
MPP, Ch. 31, pp. 326-327

ERiC‘ 14
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. DUTY: 080001I - SELLING
I0Ql: Identify how to analyze customer needs and wants.
RPP, Ch. 23, p. 181

1002: Identify how to determine the buying motives of
customers and then appeal to them.

RPP, Ch. 42, pp. 333-334
I1003: Appreoach the customer and begin the sale.
MPP' Ch. 34[ ppo 347-349

I004: Present the features and benefits of a product or
service.

MPP, Ch. 34, pp. 349-351

I005: Overcome customer's objections and excuses.
MPP, Ch. 34, pp. 352-353

I1006: Close the sale.

‘ MPP, Ch. 34, p. 353

I007: Fellow-up to service the sale.
MPP, Ch. 34, pp. 353-354

I008: Identify sources of product or service knowledge.
MPP, Ch. 33, pp. 343-344

I009: Use information on tags, labels, stamps, wrappers,
etc. to help the customer buy intelligently.

I1010: Convert product or service knowledge into selling
points.

MPP. Ch. 34, pp. 350-351

I011: Compare goods or services favorably with competing
products or services.

. OMPM (CS), Ch. 4, pp. 53-55

1520
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I012: Suggest advertised product or services needed from

one;s own company that might satisfy customer's .
needs.

OMPM (CS), Ch. 3, pp. 33-35

I013: Coordinate products or services with related items
in an attempt to increase the amount of sale.

MPPp Che 341 ppo 351"‘352

I014: Suggest larger quantities, higher priced goods, and
additional goods in an effort to increase the
average sale.

RPP, Ch. 45, p. 355

I015: Identify the various types of selling besides
retailing that takes place in marketing.

MPP, Ch. 33, pp. 340-342

21
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DUTY:
AQO1l:

AQQl:

AQQl:

AQ02:

AQQ2:

AQQ03:

AQQC3:

AQQ4:

08001A - COMMUNICATIONS IN MARKETING
Communications in marketing involves:

A. A receiver

B. A sender

C. A means of transmitting
*D, All of the above

The total communications process is complete when:

*A., The firat sender has received feedback.
B. The sender transmits his/her message.
C. The receiver hears the message.

D. The first sender transmits their second
message.

Feedback can be defined as:

A. A response to a stimuli

B. Sending a message back

C. Part of one-way communicaticn
*D. Both A and B

Feedback can be found in which form(s)?

A. Verbal

B. Non-verbal
C. Written

D. Both A and B

The mest effective form of feedback is wverbal.
(answer: true)

One way to ensure real understanding is to give
immediate feedback. (answer: true)

When you hear something that makes you anxious,
excited or angry, you should block out all of
the message that is making you feel that way.
(answer: false)

Which of the elements below are most important in
business communication?

*A. Clarity, accuracy
B. Brief, clarity
C. Accuracy, colorful
D. Colorful, brief



AQ04: When speaking in a businesslike manner, accuracy

means: r.

A. C(learness or lucidity

*B. Correct and complete as possible
C. Appropriate

D. Ceclorful

AQQ4: Which 3tatement below is the moct correct for
speaking in a businesslike manner?

A. Almost half of the customers prefer Pete's Ice
Cream.

B. A reasonable percentage of the customers
prefer Pete's Chocolate Ice Cream.

C. Forty two percent of the customers said they
did not object to the taste of Pete's Ice
Cream.

*D. Forty two percent of the customers surveyed
said they did not object to the taste of
Pete's Chocolate Ice Craam.

AQOS: Which statement best defines listening?

A. BHBearing sounds _
B. being aware of sounds .
C. Paying attention to sounds

*D. Paying attention to the meaning of the sounds

AQQS5: Which of the following IS NOT a basic rule of
active listening?

A. Listen with empathy
B. Listen carefuly

*C. Be patient

D. BHBave an open mind

AQQ5: Which of the following is not a good guideline for
small group listening?

»

Minimize interruptions

Listen for the name

Be patient

All of the above are good guidelines

OOomy>
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AQQ6 :

AQQ6

AQQ07:

AQ07:

A0Q7:

AQOR:

AQQ08:

When using prope: business etiquette on the
telephone, you should:

A. Talk at a normal pitch

B. BHold the phone about one inck from your I.ps
C. Talk in a loud tone

*D. Both A and B

It is important to have good listening skills on

Ehe telephi.e because a marketer may be required
0:

A. Handle complaints
B. Take messages
C. Record orders
*». All of the above

Body and facial movement may communicate a great
deal about:

A. Feelings

B. Emotions

C. Reactions

*D. All of the above

Sometimes people make body or facial movements
without realizing they are doing so.
(answer: true)

A marketer's gestnr-s will not affect the sale of
a product. (answer: false)

Which of the following is a type of reading a
marketer may usev?

A. Intense reading
B. Skimming
C. Scanning
*D. All of the above

Bow many factors determine the speed at which a
marketer reads.

A. Two
B. One
*C. three
D. Five



AQ08: The SQ3R fermula for reading and understanding

refers to: .

*A. Skim, question, read, recall, review
B. Scan, question, recall, read, review
C. See, question, relate, response, read
D. Skim, quick, recent, relate, read

AQQ09: When dealing with business letters, a rough draft
is:

A. A letter to a secondary customer

B. Ap office memo

*C. The preliminary version of a written
communication

D. The basic¢c format

AQ09: A business letter may include all of the following
EXCEPT:

A. A subject line

B. A company signature

C. A copy notation

*D. Al of the above may be included

AQQ9: Which statement about memeorandums is correct? ‘I'

*A., Printed memo forms vary to suit the require-
ments of individual companies.

B. The information contained in memos deces not
deal with company pelicy or procedures.

C. All company memo forms measure 8 1/2 by 11
inches.

D. When using carbon tissues, they should all be
the same color.

AQl10: Marketers can learn a great deal about consumer
needs and wants by studvying research reports
found in trade journals. (answer: true)

AQlO: Which of the following publications would NQT be
of much help to the marketer in his/her business?

A. Advertising Age magazine

B. Sales and Marketing Management magazine
*C. Omni Magazine

D. Feortune magazine

26




DUTY:
A0Q1l:

AQQl:

B0O2:

BCO2:

B003:

B0O3:

08001B - ECONOMICS AND MARKRETING

is the total process of moving,
handling, and storing goods on the way from the
producer to the consumer.

A. Marketing
*B. Distribution
C. Production

D. Retailing

is all the activities that take
place to put the goods and services people want
into their hands.

*A . Marketing

B. Consumer

C. Distributiocon
D. Products

E. Retailing

An economic system must decide:

A. What goods and services should be produced
B. Bow they should be produced

C. How they should be distributed

*D. All of the above

The climate of a modified free—~enterprise system
gives people:

A. A sure way of success

*B. The right to open their own business
C. The safety of government ownership
D. All of the above

Economic goods are:

*A. The products and services offered to meet
consumer needs and wants.

B. Products that are scld to be used without
further processing.

C. Goods that are used in producing other goods.

D. All natural resources that are available.

E. All of the above.

Economic goods are goods that have utility and
require human effort to bring then to market.
(answer: true)



B004 :

BQ04 :

BOQS5:

BO0S:

BO06 ¢

BQ06 :

The way a nation chooses to use its resources
both manufactured and natural, to produce and
market goods and services is: .

A. An economic system

B. An economy

C. Government regulations
*D. Both A and B

Productive resources in the economic process refer
to:

*A. Labor force

B. +ages and salaries

C. Trucks and trains

D. Products sold to the final consumer

is the struggle of each business
to obtain a share of the market.

A. Ownership
*B, Competition
C. Risk

D. Production

An economic system must decide how to produce
efficiently, making the best use .
of its .

A. Resources, goods
B. Services, goods
C. Goods, services
*D. Goods, resources

Rconomics deal with the way in which cconsumer
are satisfied or fulfilled.

A. Needs

B. Wants

C. Profits

*D. Both A and B

Economics has to deal with the situation that human
(consumer) wants are .

A. Limited

B. Seasonal

*C. Unlimited

D. All of the above
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B0G7:

BOO07:

B008:

BOQ8:

B0O9:

BQO9:

Which of the following are major types of
economic resources?

A. Land, planes, money

B. Capital, money, trucks
*C. Labor, land, capital
D. Money, labor, tools

+ land, and are three
major economic resources.

A. Entrepreneurs, laber
B. Money, entrepreneurs
C. Goods, services

*D. Labor, captial

Which ¢of the following is a xample of land

resources?
A. Trees
B. River:
C. Gas

*D. All of the above

Looking at capital as an economic resource,
would be a good example of capital.

A. Money itself

B. Money as a production tool
C. Factories

*D. Both B and C

Private free enterprise gives the person the
ability to:

*A. Become an entrepreneur

B. To work for the government

C. Work without competition

D. Assure themselves of a profit.

Wwhich of the following elements IS NOT a
characteristic of private free enterprise.

A. Risk

B. Profit

C. Competition
*D, Partnership

Aar ¢



BO1l0:

BClO:

BOll:

BO12:

BOl2:

B013:

BO13:

A business that is owned and operated by its

customers is a . In comparison,
a business with many owners that operates under
a government charter is a .

A. Corporation, cooperative
B. Sole proprietorship, partnership
*C. Cooperative, corporation
D. Partnership, sole proprietorship

A business owned by two or more people is a

r while a business owned by one
person is a .

A. Partnership, cooperative
*B. Partnership, sole proprietorship
C. Corporation, partnership
D. Corporation, sole proprietorship

The Soviet Unions' Cormunistic economy does not
consider consumer likes and dislikes when making
economic decisions. (answer: true)

In the Americin private free enterprise system the
business person does not have to deal with
government if they don't want to.

(answer: ‘false)

The circular flow in the free market econcmies is
made up of six main groups of people.
(answer: false)

In a communistic economy, like that ¢f the Pecples'
Republic of China, they use government policies
to decide who gets certain goods and services.
(answer: true)

The most important, related goal to profit is:

A. Modifying your operation
B. Pricing

*C. Satisfying customers

D. Eliminating risk

is the amount left from sales
income after all expenses have been deducted.

*A. Profit

B. Gross margin

C. Investment

D. Net loss 30



= B01l4: Which of the following is an element that needs to
‘l’ be accounted for before a profit can be made.

A. Risk

B. Competition

C. Ownership

*D. None of the above

B0l4: Sales income and business expenses are both
elements that need to be accounted for before
you can make a .

A. Marketing plan
B. Service

C. Product
*D. Profit
BOl5: Profit shows its importance to the private free

enterprise system by:

A. Indicating approval by the customer.

B. Allowing the expansion of preduction capacity.
C. Allowing the operation to stay in business.
*D. All of the above.

. B01S: When a business is operated efficiently and
customers want its products and services, the
business:

*A. Will make a profit

B. Has elimirated risk

C. BHas eliminated competition
D. Will sustain a loss

B0l6: Supply and demand are important economic factors
that influence .

*A. Price

B. Dreak-even point
C. Ownership

D. FPashion appeal

B0l6: The quantity ¢f a product offered on the market at
a specific price is called:

A. Demand

*B, Supply
C. Break-even point
D. Price




B017: A market is one in which the

purchasers of products and services are in .
control because the supply exceeds the demand for
a product.

A. Sellers
*B. Buyers
C. Stock

D. Economic

BO17: A market is one ‘a which the holders
of a product are in control be..ase the demand
exceeds the supply of the product.

*A. Sellers
B. Buyers
C. Farmers
D. Economic

B0l18: An increase in price will usually cause the supply
of a product to:

A. Remain the same
B. Decrease
*C. Increase

D. None of the above .

B018: An increase in price will usually cause the demand
for the product to:

*A. Decrease

B. Remain the same
C. Increase

D. None of the above

B019: Which of thz following are goals that a company
strives to obtain through their pricing
policies?

A. To obtain a specific share of the market.
B. To achieve a specific return from sales.
C. To meet competition

*D. All of the above

BOl9: is a method of pricing that
involves setting price levels according to the
rate of profit that a company wants.

*A. Target return

B. Meeting competition

C. Return on investment .
D. Obtaining market share
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BG20: There will be no profit made if the marketer's
ra decisions about what and
‘ people want to buy are

incorrect.

A. Prices, payments
*B. Goods, service

C. Labor, capital

D. None of the above

B020: Competition will have strong effects on both
buyers and sellers. (answer: True)

BO2l: Competition in a private free enterprise system is
important because:

A. It forces business to constantly improve their
goods and services.

B. Without it, business could offer you a minimum
of services.

C. It is a check and balance system.

*D. All of the above

BO21: The struggle of each business in a private free
enterprise system is to obtain .
. This struggle is known as competition.

*A., Market share

B. Low risk

C. Free ownership
D. A little profit

B022: Which of the following IS NQOT one of the
activities involved in marketing?

A. Exchange activities

*B. Production

C. PFacilitating activities

D. Physical distribution

B022: When working within the functions of marketing,

the marketer must consider both the
and the .

A. Production, customer

B. Production, consumption

*C., Product, customer

D. Time utility, cost

Cad
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B023: The marketing mix is made up of

elements.
A. 6
B. 3
C. 2
*»», 4
B023: Which of the following IS NOT an element of
the marketing mix?
*A. Pride
B. Product
C. Price
D. Place
B024: is all of the potential customers

for a product or service or group of products
or services.

A. Household
B. Age group
C. Population
*D. Market

B024: There are twe types of markets: the
market, and the market.

A. Service, goods

*B. Industrial, consumer

C. Pood, general merchandise

D. None of the above are markets

B025: Some of the decisions made about a consumer market
are based on:

A. The size and characteristics of the
population.

B. The amount of money people have available to
spend.

C. The way people spend their money.

*D. All of the above.

B02S: Some of the characteristics of population that
should be considered are:
A. Size
B. Births
C. Deaths
*E. All of the above .

34
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- B026: The division of a total market into groups accord-

‘ ing to customer needs and characteristics is
called.

*A. Market segmentation
B. Consumer market

C. Industrial market
D. Supermarket

B026: Children, teen-age, young-adult, middle-age, and
over-65 markets are market divisions based on:

A. Income level

*B. Age

C. Sex

D. Geographical location

B027: A includes the firms
involved with the ownership and possession of
goods and services from the point of production
to delivery to the consumer or industrial user.

A. Integrated distribution

*B. Channel of distribution

C. Selected distribution
. D. Train distribution

B027: Transportation companies and independent ware-
houses ship and store goods on their way to
market, but they DQ NOT
or them.

*A., Own, control

B. Own, take possession

C. Manufacturer, move

D. None ¢of the above are correct

B328: The manufacturer to consumer channel of distri-
bution is characterized by:

A. Sales to wholesalers

B. Sales to agents but no ownership transfer
*C. No middlemen involved

D. Both A and B

EQ28: Manufacturer to wholesaler to retailer to

consumer is the most frequently used channel of
listribution. (answer: true)
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B029: The agent intermediary:

A. Does not take possession or ownership of the
goads.

B. Brings the buyer and seller together.

C. Only deals with meat goods.

*D. Both A and B

B029: handles sales and shipments to
retailers in their regions.

A. Agents

B. All middlemen
*C. Wholesalers

D. Retail managers

B030; is the form of distribution
in which manufacturers act as their own
retailers or wholesalers:

*A, Integrated distribution
B. Selective distribution
C. Intensive distribution
D. Exclusive distribution

B030: An advantage of integrated distribution is:

A. The company can maintain control over the
display of their products.

B. The company can maintain control over Selling
techniques used with its products.

C. The company can control the storage of its
products.

*D. All of the above.

B0O31: The total value of the production of goods and
services in the nation over a specified period
fusually one year) is:

A. Gross net product

B. Gross national production
*C. Gross national product

D. Growing net product

B031: Production is so important that we measure the
health (GNP) of our entire econemy by the amount
of each year.

A. Meat and eggs produced

B. Goods produced

C. Services produced

*D. Goods and services produced

- 14 36




- B032: When calculating GNP, imports into the economy

". must be taken into consideration.
(answer: false)

One element of GNP is the production of wheat in
the U.S. (answer: true)

B033: Economic growth is a direct result of:

*A, Capital investment
B. Marketing

C. Advertising

D. Merchandising

BO33: The U.S. GNP has continued to grow because of
that encourage the
entrepreneurs to invest capital into the system.

A. Government laws
*B. Profit motiveu
C. Social motives
D. Trade deficits
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DUTY:
C0O0l:

C001l:

C002:

C002:

C003:

C003:

080001C - EMPLOYMENT AND ADVANCEMENT

Success in marketing requires ’
skills, and the right personai attitudes.

*A. Knowledge
B. Pride

C. Connections
D. Training

The first personal occupational competency that is
acquired and developed is:

A. Marketing competency
*B. Social competency

C. Technology competency
D. Economic competency

The marketing cluster contains occupations
avaiiable in most communities that range from
entry-~level to that of of
a marketing organization.

A. Vice-president
B. Director

*C. President

D. Manager

The marketing subclusters identify what about
marketing jobs.

A. Typical jobs
B. Salary range
C. Nature of work
*D. Both A and C

A typical pattern of advancement within a camoany
requires additional education. This could pe
received through:

A. Night school

B. On=-the-job training

C. Company financed schocling
*D. All of the above

The only way to advance in your career is through
the company with which you get your first job.
(answer: false)

38
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C004: To select a career that is both interesting and

_ ‘(‘ challenging, you must first determine:
A« Your interest
B. Your abilities
C. Your connections
*D. Both A and B
C004: Which of the following questions would be helpful
in determining your tentative marketing
occupational interest?
A. What kind of work do you do well?
B. what special interest do you have?
C. What special skills do you have?
*D. All of the above
C00S5: The best way to develop self-confidence toward
participating in an interview is to:
*A, Be prepared
B. Get there early
C. Wear something comfortable
D. Talk to the secretary
C005: To help build your confidence when preparing for
. an interview, you should:

A. Have any material you may need
B. Be well groomed

C. Be suitably dressed

*D. All of the above

C006: When chisosing what to wear to your interview, a
good rule of thumb is to:

A. Wear something casual.

B. Wear scmething extreme, so as to make an
impression.

*C. Wear the most conservative clothes you own.

D. Wear what you like best.

C006: If you feel shy in the interview, you should:

A. Cover it up by being brash.

8. Make exagcerated efforts to appear at ease.

C. Ask to leave and come back at a better time.

*D. Admit openly to the interviewer that you are
nervous.

f2 (}

Lr e
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C006: You should your resume neatly
on a single page.

*A. Type
B. Print
C. Write

D. Any of the above

C006: When preparing a number of resumes you should have
a few good reproductions made or:

A. Neatly write cut copies

B. Use carbon paper

*C. Type each copy separately

D. Neatly print out copies in ink

c008: When filling out an employment application you
should:

A. Take your time

B. Write or print carefully

C. Ask for two forms, in case you make a mistake
*D. Both A and B

C008: Most application forms ask you to state the salary
youv expect, you should: .

A. Write down the largest amount you can get away
with.
B. Write usual rate.
C. Write what you think is fair.
*D. All except A

C009: Employment tests that deal with manual dexterity
attempt to measure:

*A. The ability to use one's hands skillfully
B. The ability to reason well

C. The ability to get along with others

D. The ability to work with numbers

C009: Test of clerical ability, such as number matching,
may be given to applicants for nonselling
positions. (answer: true)

C010: By writing a short note to the interviewer, after
the interview, that expresses your interest in
the job, just might:

A. Make them mad

B. Seem to pushy .
*C. Get the results you want

D. None of the above

40
18




CQ0l0:

C01ll:

CO0ll:

C01l2:

colz2:

C0l3:

C013:

Writing a follow-up note will, in most cases,

create a impression.
A. Pushy
*B., Favorable
C. Poor
D. So-so

wWhen refering to regulations (policies) in your
price lines, your pricing policy should reflecu:

A. The value which customers expect to receive
B. Your location

C. The image you wish to establish.

*D. All of the above

Your policy statements concernirg products should
describe the:

A. Quality

B. Variety

C. Style of your competition
*D, Both A & B

The habit of not can earn you an
undeserved reputation for stupidity on the job.

A. Talking
*B. Listening
C. Working
D. Grooming

Good work habits and working hard are really a

matter of simple .
*A. Honesty
B. Loyalty
C. Caring
D. Habits

is obtained by subtractlng an
employee S total deductions from total earnings.

A. Gross pay
*B. Net pay

C. Monthly pay
D. Bonus pay

Total earnings and gross pay mean the same thing, so

total deductions and net pay mean the same thing.
(answer: false)
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C0l4: One way of tying school and work experiences .
together is through: .

A. DECA

B. Creative marketing projects

C. Individual competency based events
*D. All of the above

C0l4: Working on a DECA written event somatimes involves
marketing research data. This might mean using
data gathered from primary sources such as:

A. Government publications

*B. Actual marketing situations

C. Research companies

D. None of the above are primary data sources.
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DUTY:
D0O01:

DQO01:

D002:

DO02:

D003

D003

080001lD - HUMAN RELATIONS IN MARKETING

Human relations is defined as:

A. The science of human behavior

*B. The art of getting along with others
C The art of listening to others

D. The science ¢f human development

Psychology is defined as:

*A. The science of human behavior

B. The art of getting along with others
C. The art of listening to others

D. The science of human development

In marketing, human relations has three important

goals. Which of the following IS NOT one of
them?

A. Achieving satisfaction from your work
B. Increasing production through people
C. Gaining the cooperation of others

*D. Making friends on a social level

Gaining the cooperation of co-workers is as
important as g¢aining the customers' cooperation.
(answer: true)

The first step in self-understanding, in order to
change your personality so as to improve your
human relation skills, is:

A. Find out how your personality rates.

*B. Decide that your personality can be improved
C. Develop a plan of action.

D. You cannot change personality

Your persconality may be fine for everyday relation-
ships, but through self-evaluation you may find
out:

A. That it is not suitable for a marketing job
B. That it is not suitable for a business setting
C. That it is not suitable for human relations
on a marketing level
*D. All of the above
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D004 : One of the best and most inexpensive ways of
analyzing your interests, abilities, and attitudes
is by:

A. Answering questions about yourself
B. Asking someone else

C. Asking your mother

*D., All of the above together

D004 ¢ Guidance counselors are of little assistance in
analyzing your interests, aptitudes, traits,
abilities, and attitudes. (answer: false)

D005 A tape recording of one of vour own conversations
is a good way of starting to identify strengths
and weaknesses. (answer: true)

DOOS: When identifying personal strengths and weaknesses,
it is advisible to center your attention on the
qualities

A. Of lovalty and trust

B. Of honesty and aggression
*C. Desired by emplovers

D. Desired by family

DO0A ¢ is an inner feeling of trust, .
reliance, and assurance concerning your own
physical, mental, and emotional characteristics.

A. Emotions

*B, Self~confidence
C. Intelligence

D. Initiative

D006 : Self-confidence can be demonstrated on the job
through:

A. Success

B. Restoring good working relation with a co-
worker.

C. Your actions

*D. All of the above

DOO7: Which of the following is a good resource for
developing self-understanding?

A. Perscnality assessment test

B. Close relatives

C. Priends

*D. All of the above ‘
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. D007 If you are interested in having a scientific
1 evaluation of your personality done, it is best
. to use the services of:

A. A counselor

B. A psycholegist
C. Your friends
*». Both A and B

n008: Developing a plan of action for personality
development is the fourth step in your self-
improvement project. It is very important
because:

*A., It is teco important to leave to chance.

B. All personality traits are almost impossible to
change.

C. People will not do anything without a plan.

D. Everyone needs to change their personality.

D008: When setting your short-term goals for personality
development, you should:

A. Go for the most difficult first

*B. Go for the easiest first

C. Bave some easy and some difficult
. D. Not worry about short term goals

DO09Y: Developing good relations on the job, is to
successfully relate to your co-workers,
supervisors, and managers to accomplish goals.
Adjusting personalities to accomplish mutual
goals or objectives is often called:

A. Human development
B. Discrimination
*C. Team=-building
D. Ethnic adjustment

D009 All employees should have the skills that are

necessary for performing their tasks, and they
must alsc understand:

A. That they are the only one that makes the
team work.

*B. Each other's roles

C. The technical side of psychelogy

D. That they must be the leader of the team.
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DO10: Today many businesses think of their customers as
and treat them as such.

A. Trouble .

B. Money
C. OUnnecessary
*D. Guests

D010: Which of the following is a common public relations
effort aimed toward customer relations?

A. Consumer advisory boards

B. Making consultants available
C. Staging special events

*D. All of the above
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. q*. DUTY: EO80001E - MARKETING OPERATICMS

E0Q1: Your retail inventory on March 1, is $5000.00. You
had §700.00 in markdowns in February. Given these

two factors, what was the retail inventory on
February 1? |

A. $4,300.00
B. §4,700.00
C. §5,300.00
*D. $5,700.00

E0OQl: Your retail inventory on March 1, is $7,157.32; you
had $652.20 in markdowns during the month. What
is your retail inventory at the end of the month?

*2a., $6,505.12
BQ $6l505052
Cc. §$7,809.52
D. §7,908.12

E002: If your open-to-buy is $3,000 for a 14 day pericd
of time, and you spent an average of $400 a day.
did you stay within your open-to~buy budget?

. (answer: no)
| EQ02: If your open-to-buy budget allows you $2000 in seven

days, how much merchandise can you buy a day?

A. § 250.00
B. §$1,999.97
*C. § 285.71
D. § 285.00

E0Q3: The retail value of the planr-3 purchases for April
is $7,600 and the planned initial markup on the
purchases is 40 percent. What is the figure for
the planned purchases at CQST?

A. 8$3,040.00
B. §$§ 304.00
*C. $4,560.00
D. $ 456.00

P
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EQ03:

EQJ04.:

EQQ4:

EQ0Q0S:

EQQ05:

©

ERIC

Aruitoxt provided by Eic:

The retail value of the planned purchases for April
is $6,982.71 and the planned initial mark-up on '
the purchases is 533 percent. What is the figure .
for the planned purchases at CQST?

A. § 328.18
*B. §3,281.87
C. §3,700.21
D. §$ 370.02

Six hundred high quality shirts cost a buyer $5,000.
The buyers overhead is $1,000. Determine the
correct retail price for each shirt with a 10%
return on the cost of goods.

A. §$ 9.16/shirt
B. $§ .91/shirt
C. § 1.10/shirt
*D., $11.00/shirt

Four hundred footballs cost a buyer $1,000.00. The
buyer's overhead is $126.50. Wwith a 15%
return on the cost of goods, what would be the
price at RETAIL for the total amount purchased?

A. § 129.48

*B, $1,295.48 .
c. $1,150.00

D. $ 150.00

On most cash registers, two-letter abbreviations
ldentify the different kinds of transactions.
If a customer paid for their purchase with a
check, which key abbreviation would you use.

*A. CA - cash sale
B. CH - charge sale
C. PD - paid-outs
D. NS - no sale

When recording a charge sale, the sales check should
be prepared first. Wwhat information is found on
the sales check?

A. Customer name

B. 1Items purchas®ed

C. Address that will be charged
*D. Both A and C
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E0Q6 ¢

EQQ6 ¢

ECQ7:

EQ07 ¢

E0QS8:

EQ08:

When handling cash refunds, most stores require the
customer to have:

A. A receipt for the merchandise
B. Proper identification

C. The bag the merchandise came in
*P. A or B

When handling returns for exchange, if the price of
both articles is the same:

A. It is called an even exchange.

B. It is called an uneven exchange because of lost
shelf time.

C. ©Usually the salesperson can handle the situation
by writing a new sales check.

*D. Both A and C

Some stores may require a on CQD
sales to ensure that the customer will accept the
goods when they are delivered.

A. Check at time of purchase
B. Credit card number

*C. Cash deposit

D. Second address

If a store withdraws an item from stock and holds it
in storage for a customer, it is a will-call sale
or:

*A. Layaway sale
B. COD sale

C. Credit sale

D. Charge sale

Reliable inventory control provides retailers with
information for:

A. Pricing

*B. Calculating taxes
C. Employee discounts
D. Product offering

State and lccal government will accept inventory
records as a basis for figuring taxes only when:

A. There is no other record

B. The end of the year taxes are figured

*C. Records are properly organized

D. They will never acrcept persconal business
reccrds
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EQO09:

EQQ9:

EQLlO:

EQ1O0:

EGll:

EQ1l:

You make a physical count of merchandise conce or
twice a year. In order to obtain current
inventory figures you should be using:

A. A model stock plan

*B, Perpetual inventory system
C. Physical inventory system
D. Tickler control system

Perpetual inventory systems always begin with:

*A. A physical inventory
B. A model stock plan
C. A basic stock system
D. Both B and C

Which of the following IS NQT a procedural
system of physical inventory.

A. Tickler control

B. Reorder control

C. Visual control

*D. Basic stock control

Under a physical inventory system, buyers take an
of merchandise.

A. Estimate .

*B. Actual count
C. Book count
D. Computer count

Price is extremely important in marketing
competition because:

A. It eliminates risk
B. It's easily measured
C. 1It's easily observed
*D. Both B and C

Price is important to customers because they use it
to measure the of the product.

A. Quanity
*B., Quality
C. Style
D. Supply
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EC12:

EQ12:

EQ13:

E013:

EQ14:

E01l4:

Flexible price strategy means:

A.
*B.

C.
D.

The technigue of offering the same price to all
custemers

Offering a product to different customers at
different prices

Changing transportation costs

All prices are stated in terms of a standard
unit.

A price leader is:

*A.

B.
C.
D.

A product of regular quality offered at a very
low price for a limited time.

The highest price in the store

The best price on the market

The highest price you can charge for that
product.

The initial markup on an item that sells for $142.37

A.
*B.
C.
D.

and cost the buyer $97.36 is:

S 4.50
$45.01
$68.38
$46 .01

The markdown percentage for an item that was selling

Al
B.
*C.
D.

for 350.00, but is now selling for $40.00 is:

10%

1%
20%
2%

When arranging your cash drawer, if you need to

A.
B.
C.
*D.

handle $2 bills, you should place them:

Next to the 20s
Next to the 1l0s
Next to the 5s
Underneath the 1ls

In your cash drawer, silver dollars and half dollars

*A.
B.
C.
D.

should be placed:

FPirst compartment on the left
First compartment on the right
Underneath the c¢ash drawer
Anywhere you can

Py
[
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E015: The amount of change kept in your cash drawer
depends on:

A. Which day it is .
*B. The price of the typical items sold

C. How much money the store makes

D. How much money the department has on hand

E015: If the common sale in your department is five
dollars, you should have in your change fund:

A. Many $1 bills
B. Many 85 bills
C. A few $10 bills
*D. Both B and C

E016: When "proving cash" at the end of the day, which of
the following records are needed?

A. Audit-tape readings of total cash sales
B. Voided receipts

C. Your cash report

*D. All of the above

EQ16: When "proving cash," your change fund should bhe
from the cash drawer.

A. Added '

*B., Subtracted
C. Not considered
D. It depends on the amount of sales

02
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DUTY:
FOOl:

FQOOl:

FO02:

.002:

FOO03:

080001F - MARKETING PLANNING

The idea of fulfilling the needs of customers at a
profit is called:

A. Business concept

B. Consumption concept
*C. Marketing concept
D. Technical concept

To market large guantities of goods effectively,
business people must consider both the

and the .

A. Production, cost
*B. Product, customer
C. Consumption, cost
D. ™roduct, production

One of the historical developments that brought the
marketing concept into being was the change from
trying to sell to : to selecting
the most likely for the products.

*A. Everybody, customer

B. Farmers, customer

C. Everybody, farmer

D. Other countries, U.S. market

Historically speaking, a business that adopted the
marketing concept centered all company planning
and activity on .

A. Technical research
B. Production needs
C. Profit motives

*D. Customer needs

When the marketing concept is in effect, the
production process can add form utility to the
product. Form utility is defined as the increased
usefulness of a product to a consumer:

*A. Because of a change in the basic material
B. Because of the time it's made available
C. Because of the convenient locatiecn of the

product
D. Could be any of the above

03
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F0Q3: When the marketing concept is being utilized, the
increased usefulness that a marketer gives a
product by making it available to the customer at
the right time of year and most convenient time of
day is called:

A. Form utility
B. Possession utility
*C. Time utility
D. Place utility

FOO4: A decision involving the planning of a product may
be the most important one the marketer makes
because this decision commits the company's

A. Money
B. Capital
C. Labor

*D. Both A & B

FOQ4: Product/service planning is important to a company's
success in the always changing market place.
Because of this marketers believe in the motto:

A. "Perish and die" _
*B. "Innovate or perish” .
C. "Profit at all cost”

D. "Product before service"

FOOS: One of the strongest influences on products and
product planning is:

A. Service

B. Color
*C. Competition
D. Price
FO05: may prevent a change that the

marketer feels is needed for the product.

*A. Production limitations

B. 7-- "¢ problems

* - . 2tition

2. Consumer demand

F006: Which of the following IS NOT a method of gathering

primary data?

A. Survey

B. Panel

C. Experimentation ’

*D. Government reports

32




@

FQOO6:

FOQ7:

F0O07:

F008:

F0038:

FQOQ9:

One of the most widely used ways of obtaining
primary data for marketing is:

A. The panel

B. Observation
*C. Survey

D. Test Marketing

When using the survey method to gather primary data:

A. You should question every customer in your
target group.
*B. You should select a random sample of customers.

C. You should ALWAYS hide the purpose of your
survey.

D. Do not use the survey method at all - it's to
expensive.

When applying the panel method to gather primary
data, scme of the most valuable information you
will receive is:

A. Information about customer loyalty
B. Information about sales trends

C. Information about consumer age

*D. Both A & B

The division of a total market into groups according
to customer needs ané characteristics is called:

A. Total market analysis
*B, Market segmentation
C. Marketing concept

D. Total market concept

Thinking in terms of market segmentation helps
marketers sell:

*A. More efficiently

B. To more people

C. Higher price products
D. In larger gquanities

If you were a marketer for "Sugar Pops" breakfast
cereal, which of the following markets would be
your primary target market?

A. OQOver 65

B. Teenage

*C. Children

D. Young adult

33



F0Q09: If you were a marketer of automobiles, which of the _
following markets wotld be a vital target market? .

A. Over 65

B. Teenage

C. Children
*D. Young adult

FOL10: Which of the following is a function of packaging
preducts?

A. Container for product

B. Identify the product

C. Make the product easy to use.
*D. All of the above

F01l0: Which function of packaging products helps teo
protect the product for customer use?

*A. Container for product

B. Identification of product

C. Make the product easy to us.
D. Promote the product

FOll: A group of similar types ¢of product items which are
closely related and are used together or are sold
to the same customer groups is called: .

A. Product

B. Product item
*C, Product line
D. Product mix

FOll: The total of all product items and product lines
offered for sa’e by a company is called:

A. Product item

B. Product line

C. Product planning
*D, Product mix

r0l2: The stage in the product life cycle that occurs when
sales begi.. to level off is called:

A. The introduction stage
B. The growth stage

*C. The maturity stage
D. The decline stage

o6
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FQl2: Which of the following is not a stage in the product
o . life cycle?

. A. The introduction stage
B. The growth stage
C. The maturity stage
*D., The final stage

FC13: Which step in the product development process
utilizes thorough business analysis which usually
results in the elimination of some ideas?

A. Testing the product
B. Marketing the product
*C. Evaluating ideas

D. Preparing a prototype

FC13: Which step ip the product developing process
utilizes product design, type, and quality of
materials and manufacturing methods?

*A. Preparing a prototype
B. Generating ideas

C. Marketing the product
D. Testing the product
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DUTY: 080001G - PHYSICAL DISTRIBUTION

GOOl: Which of the following is a method for checking an 4"
incoming shipment?

A. The open check
B. The blind check
C. The spot-check
*D. All of the above

G0O01l: When a large number of similar shipments arrive,
which method of checking in the shipment would
be most appropriate?

A. The close check
*B. The spot check
C. The blind check
D. The open check

G002: The first step to take when returning merchandise
on an incorrect order is to:

A. Make out a bill of lading

B. Make sure goods are properly packed

C. Arrange for transportation

*D. Chick goods to be returned against the return .
Orm.

G002: It is important that the receiving report be filled
cut carefully because if there are mistakes on it,
when returning goods or detecting missing goods
the company may be responsible for:

A. Taking too much time

*B. Paying for some of the missing or damaged goods

C. Paying for the transportation of the goods back
to the vendor

D. Replacing the goods

G003 : Wwhich of the following is a method for determining
which price to mark on a particular item?

A. The price may be marked on a sample
B. Pre-retailing may be used

C. Check the items already on the selling floor
*D. Both A & B

o8 .
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G003:

G004:

G004 :

G005:

G005

What kind of price ticket (tag) would you use on

*A.
B.
C.
D.

delicate fabrics such as hosiery?

Wedge ticket
Button ticket
Pin ticket

Hole pin ticket

When moving a unit load from one area to zpscher,
which is the best way to protect it and hzndle jic?

*A.
B.
C.
D.

Use a pallet and forklift

Move the load short distances at a time
Use as many people as possible
Carefully hand carry one box at a time

When material handlers move merchandise in the ware-

A.
B.
C.
*D.

house, which of the following IS NQT one of the
majors goals of their job which protects the goods
and equipment?

Receive incoming shipments

Check invoices

Handle products as little as possible
Both A and B

When handling merchandise safely, a good rule of

A.
B.
C.

*D.

thumb ic:

Do not try to handle an unfamiliar job without
instructions.

If you can't remove dangers, report them
immediately.

Hitch rides on trucks as often as possible to
avoid walking past stacked goods.

Both A and B

Which of the following is an example of exercising

*A.
Be

C.
D.

caution with equipment?

Not using a forklift that is running poorly

Being very careful with a forklift that is
running poorly

Using the poorly working forklift and reporting
it at the end of the day.

Move the forklift so only you know where it is.
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G006 which of the following could be a reason for
inventory shrinkage?

A. Shoplifting .
B. Stealing by workers

C. Breakage

*D,. All of the above

G006 Why is preventing stock shrinkage so important?

A. It's not. Stock shrinkage means your sales are
up.

*B. Your workers may be stealing from you.

C. It causes your warehouse to overfill.

D. It has a bad effect on the store image.

60 @
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i~ DUTY

. HOO1l:

H001:

B0O02:

. H0O02:

HO0Q3:

HOO03:

ERIC
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080001H ~ SALES PROMOTION

Which of the follewing is a type of newspaper
advertising?

A.
B.
C.
*D .

Display advertising
Classified advertising
Direct mail advertising
Both A and B

Which printed advertising media is known for
superior color reproduction?

A.
*B.
c.
D.

Newspaper
Magazines
Direct-mail
Billbeoards

are those in which the merchandise

*A,
B.
C.
D.

For

shown is not enclesed in a displav case.

Open display

Model display

Closed display
Point-of-purchase display

goods such as automobiles, farm equipment, and

office machines, which type of display would be
most appropriate?

A.
B.
*C.
D.

Closed display

Open display

Model display

You can't display these items

Something given without charge with the purchase of
a product is called:

A.
*B.

C.

D.

Trading stamps
Premiums
Product sample
Contests

Promotion that c¢ffers a special price reducction to
the buyer is known as:

*AO
BQ
C.

D.

Price—oriented promotions
Sales~lead premiums
Container promotions
Sweepstakes
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BQ04: To some customers the sales promotion dealing with

the product is just important as the .
A. Price .
B. Color

*C. Product
D. Service

HQO04: Sales promotion can help the employees to raise
in their product area.

*A. Sales

B. Prices

C. Stress

D. Work loads

H0QS: Direct-mail advertising can be found in which
form(s).

A. Letters

B. Postcards

C. BHouse organ

*D. All of the above

HOO05: In most cases, network advertising is done by
of goods and services marketed

nationwide. .

A. Retailers

*B. Manufacturers

C. Agents

D. Government sales

HOQ6 ¢ Newspapers give information about local business to
both the consumer and business person.
{(answer: true)

HOQ6 : Newspapers don't give good up-to-date information
about competition because the ads need to be
prepared so far in advance of its run time.
(answer: false)

HQO07: When competition is strong between two or more
businesses,

*A. Sales efforts and advertising may be
intensified.

B. Sales efforts and advertising may be relaxes.

C. Radio and television advertising will be
relaxed.

D. Television advertising is the only effort to be
intensified. .
62
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B0Q07:

H0O08:

B0O08:

HOOS:

HQQ9:

H01O0:

In low-key competition situations, the advertising
effort is:

&. To perform the selling function

*B. Primarily intended to bring customers into the
store

C. Relaxed or not present at all.

D. To replace all of the selling functions

Which of the following would be good sources of

promotional materials for the young business-
person to read?

A. Mail order firms

B. National magazine firms
C. Book purlishers

*D. All of the above

Getting your name on a mailing list is a good way
of receiving current promotional materials.
(answer: true)

The cost of advertising is based largely on the:

A. Types of media used

B. The number of people reached

C. The amount of space or time purchased
*D. All of the above

what time of the day would be most expensive to
advertise on television?

A. 9 a.m.
B. 1 a.m.
*C. 8 p.m.
D. 2 p.m.

If you wanted to project an image of a "topflight
establishment,” your outside visual merchandising
should be .

A. Multi-colcred

B. Bright and loud
*C. Elegantly styled
D. Soft colored
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BQ10: An important part of the retail store front and

retail image is the window display. Socme )
retailers give this display credit for as much .
as of their business sales.

A, l/4

*B. 1/3

c. 1/8

D. 1/16

HO1ll: Which of the following IS NOT a basic rule

concerning window displays.

A. They should maintain a clean, crisp appearance.

*B. Products shown should be of lower price lines.

C. They should be related to the store's adver-
tising and promotion.

D. They should relate to the season.

HOll: According to your reference book there are
basic rules concerning window
displays.

*A., 4

BQ 3

C. 6

D. 8 .
HOl2: When designing a display, you should concern your-

self with harmony. BHarmony is a combining of
which elements.

A. Shape
B. Size
C. Line

*D. All of the above

B0l2: The principle of involves the relation-
ship of one item to another with respect to size.

A. Harmony
*B. Proportion
C. Rhythm
D. Balance

HO13: It is to the manufacturer's advantage if the dealer
can place a display at peints in
the store?

A. Check out
B. Exit
C. entrance

*D. Strategic
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HO13: Department and specialty stores use point-of-
- purchase displays to sell what types of items.

‘ *A. Cosmetics and Hosiery
B. Hardware
C. Clothing
D. Canned gooads
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DUTY: 080001H -~ Selling
I001: Which of the following is a decision that the II
customer has to make.
A, Need decision
B. Product decision
C. Price decision
*D. All of the above
1001: Skillful retail salspeople, consciously or without
realizing it, use the customers
as a tool in analyzing their sales and servicing
their customers needs and wants.
A, Feelings
*B., Buying decisions
C. Age
D. Sex
1002: When consumer purchases involve careful, calculated
reasoning, they are based on:
A. Emotional buying motives
B. Patronage buying motives
*C. Rational buying motives .
D. Irrational buying motives
I002: When consumer purchases involve feelings such as
pride, comfort, and romance, they are based on:
A. Desire buying motives
*B, Emotional buving motives
C. Rational buying motives
D. Irratioral buying motives
I1003: Gathering and analyzing information about the
prospectc and using it to construct the sales
present:ation is called:
A. Prospecting
B. The approach
C. Planning
*D. The pre-approach
I003: is important in deciding when

to approach the prospect.
*A, Timing
B. Pricing
C. Style .
D. Cost
66
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I004:

I004:

I005:

I005:

I006:

I1006:

Every preduct or service has certain features that
will benefit the prospect. These features are
known as:

A. Services

B. Product f{eatures

C. canned presentations
*D. Customer benefits

The use of gives salespeople an
opportunity to dramatize the presentation of
features and benefits of a product or service.

*A,., Visual aids

B. Hearing aids

C. Other sales people
D. Canned presentations

Objections say that the prospect is listening and
is in the product.

A. Not interested
B. Unaware

*C. Interested

D. Both A and B

Objections may be based on:

A. Fear

B. Uncertainty

C. Misunderstanding
*D. All of the above

The is the completion of the sale.

*A. Close

B. Objection

C. Suggestion sell
D. Departure

Sales people should avoid closing with a/an
Statement.

A. Soft

*B. Blunt

C. Abstract

D. Interesting

45



I007: Follow-up on the sale is important because:

A. No one can make all customers happy. ‘I’
*B. The salesperson is interested in future sales.

C. The customer may still have objections.

D. You cannot close without a follow-up.

I007: The follow-up is only important if vou make the
sale. ({answer: false)

1008: A is a descriptive notebook
of facts about a product.

A. Sales manual

B. Blue book

*C. Merchandise manual
D. Price book

1008: One of your BEST sources of product knowledge
would be the:

A. Wholesaler
*B. Manufacturer
C. Customer

D. Manager

I009: To help the consumer buy intelligently, the ‘I'
packaging and labeling act covers most products
sold in .

A. Retail stores
B. Catalog stores
*C. Supermarkets

D. Import stores

I009: Many packages and their labels must conform to
standards established by:

A. Local government
B. State government
C. Federal government
*D. All of the above

I010: Which of the following product features could be
converted into selling points (customer benefits).

A. Fabric construction

B. A stand vp collar on a jacket
C. Fleece lined pockets on a coat
*D. All of the above
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I010:

I0ll:

I01ll:

I012:

I0l2:

I013:

can be organized in terms of the
benefits (selling points) each customer finds
most important.

A. Price

*B. Product<ns1:XMLFault xmlns:ns1="http://cxf.apache.org/bindings/xformat"><ns1:faultstring xmlns:ns1="http://cxf.apache.org/bindings/xformat">java.lang.OutOfMemoryError: Java heap space</ns1:faultstring></ns1:XMLFault>