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$$0

Apparel chains consider economic and political factors before expanding into

other countries because these factors

A. affect the market.

B. improve communication.

C. influence pricing.

D. increase competition.

/A

Affect the market.  Many apparel chains are expanding into other countries to

take advantage of new markets.  However, the economic and political factors in

certain countries have an effect on how successful the chains will be.  In some

countries, the economy is depressed so the people have very little disposable

income to spend on clothing.  In other countries, the political system is

unstable which makes it difficult for people to move freely.  As a result,

apparel chains might not be able to attract customers.  Therefore, chains

analyze these factors before making decisions about expanding into other

countries.  Depressed economies and unstable political systems often have a

negative effect on communication and decrease competition.  These factors

usually do not influence pricing because chains need to earn a certain profit

to stay in business.

$$1

Requiring that all purchases of $1,500 or more be competitively bid is an

example of a purchasing

A. policy.

B. strategy.

C. tactic.

D. objective.

/A

Policy.  A clothing store's purchasing policies are intended to serve as

guidelines that direct purchasing decisions.  Stores usually develop purchasing

policies to control activities involving suppliers, price, and quality.  An

example of a purchasing policy is requiring all orders of $1,500 or more to be

competitively bid.  This type of policy helps stores to obtain the best price

on large orders.  A strategy is a plan of action for achieving goals and

objectives.  A tactic is a specific action that will be used to carry out

strategies.  An objective is a goal to be reached.

$$2

Before creating a new sports shoe, Flyer's Athletic Shoes tries to determine

what style of shoe to produce by surveying current customers.  This procedure

is an example of

A. planning.

B. distribution.

C. pricing.

D. exchange.

/A

Planning.  Planning is the first step in the management process-involving

deciding what will be done and how it will be accomplished.  Distribution

involves moving, storing, locating, and/or transferring ownership of goods and

services.  Pricing involves determining and adjusting prices to maximize return

and meet customers' perceptions of value.  Exchange is the process of trading

one good/service for another.

$$3

One reason the trend of rewarding loyal customers is becoming so popular in the

apparel retailing industry is because it

A. builds long-term relationships.  

B. reduces the number of complaints.

C. eliminates clothing returns.

D. promotes the use of gift certificates.

/A

Builds long-term relationships.  The trend of rewarding loyal customers is

becoming more and more popular in the apparel retailing industry because it

tends to build long-term relationships.  When retailers reward their best

customers with special discounts, sales, cash-back offers, etc., they are

thanking them for their business and reinforcing the relationship.  Customers

appreciate the rewards and often remain loyal customers in order to continue to

benefit from the special programs.  Rewarding loyal customers does not

necessarily reduce the number of complaints or eliminate clothing returns.

Rewarding loyal customers does not promote the use of gift certificates.

$$4

When writing e-mail messages, dress shop employees should remember that e-mails

A. are private conversations.

B. take a long time to prepare.

C. are formal correspondence.

D. can be forwarded to others.

/D

Can be forwarded to others.  When dress shop employees write e-mail messages to

coworkers or customers, the recipients of the messages can forward them to

others without the sender's knowledge or permission.  Therefore, employees

should be cautious about the content of e-mail messages because they have no

control over what the recipients do with the e-mails.  It is best not to

include personal or sensitive information in e-mails, particularly if the

sender wants the information to remain private.  E-mail messages are not

private conversations, do not take a long time to prepare, and are not

considered formal correspondence.

$$5

Which of the following demonstrates the correct method to ensure that all words

in a phrase are included in a web search:

A. 'To be or not to be'

B. [There is no tree that the wind has not shaken]

C. "Confidence in itself is the secret of success"

D. (Discipline is the most important part of success)

/C

"Confidence in itself is the secret of success."  Many search engines eliminate

common words (e.g., the, of, a) as the search is conducted because the words

slow down the search process.  In addition, the inclusion of common words

generally does not improve search result accuracy.  When it is necessary to

include all words in a search, enclose the phrase in double quotation marks.

Search engines do not generally recognize single quotation marks, brackets, or

parenthesis as designations to include all words in a web search.

$$6

One of the main ways that technology has a positive impact on apparel retailing

is by

A. identifying new customers.

B. creating various databases.

C. speeding up transactions.

D. developing clothing items.

/C

Speeding up transactions.  Technology benefits the apparel retailing industry

in several ways.  One way is by speeding up transactions, both transactions

between retailers and customers, and transactions between retailers and

suppliers.  For example, electronic point-of-sale systems speed up the checkout

process which saves time for customers and store employees.  Electronic

information processing systems make it possible for retailers to instantly

place orders with vendors and for vendors to fill those orders quickly.  By

speeding up these transactions, retailers are able to have in stock the goods

they need when customers want them.  Retailers might use technology in the

process of identifying customers, but the technology itself does not identify

customers.  Retailers often use technology to create databases, but the value

of the databases depends on how retailers use the information.  Technology does

not develop clothing items, although technological advances speed up the

production process.

$$7

What should shoe store employees look for on checks to help reduce losses from

accepting bad checks?

A. Denominations

B. Serial numbers

C. Erasures

D. Portraits

/C

Erasures.  When accepting checks from customers, shoe store employees should

look for erasures to help reduce losses from accepting bad checks.  Erasures

might indicate that the check has been altered in some way.  For example, the

amount payable may have been erased and rewritten or the date might have been

changed.  These might be indications that the person presenting the check is

not the owner and that the check has been stolen.  Employees examine

denominations, serial numbers, and portraits when accepting cash to avoid

accepting counterfeit money.

$$8

Which of the following should clothing store employees try to do during a

robbery situation:

A. Refuse to comply with the robber's demands

B. Attempt to set off the silent alarm system

C. Make a mental note of the robber's appearance

D. Tell the robber that the store's safe is locked

/C

Make a mental note of the robber's appearance.  Although a robbery is a

stressful situation, clothing store employees should try to look at the robber

and make a mental note of the robber's appearance.  This includes trying to

determine height, weight, hair color, etc., as well as any unique features such

as a scar or a tattoo.  Taking the time to get a good look at the robber will

be helpful in giving the police an accurate description.  Employees should

comply with the robber's demands as quickly as possible.  Employees should not

volunteer information such as saying that the store's safe is locked, because

the robber may not know there is a safe.  Employees should attempt to set off

the alarm system only if they are sure it is silent and that the robber will

not notice what they are doing.

$$9

What do menswear stores often develop to make sure the sales and work areas are

cleaned regularly?

A. Inspections

B. Precautions

C. Shortcuts

D. Schedules

/D

Schedules.  Sales and work areas must be cleaned regularly to keep them in good

condition and prevent accidents.  To do this, menswear stores often develop

cleaning schedules that specify the type of cleaning chore, when it should be

performed, and who is responsible.  For example, a store might schedule one

employee to vacuum the sales floor at the end of each day.  Another employee

might be responsible for breaking down boxes and removing them from the work

area every night.  The store might assign someone to dust all the display

fixtures once a week.  Developing schedules is an effective way to make sure

that the store is clean all the time.  Store managers might inspect the store

periodically to make sure the cleaning chores are being performed.  Regular

cleaning is a precaution that might avoid an accident caused by trash and

debris accumulating in the sales and work areas.  Stores do not develop

shortcuts, but expect cleaning to be performed as required.

$$10

A service-oriented menswear store creates goodwill with its customers by

A. using appropriate up-selling strategies to appeal to customers needs.

B. responding to customers' requests with appropriate follow-up procedures.

C. anticipating the customers' objections to each of the store's policies.

D. applying passive listening techniques to enhance the level of communication.

/B

Responding to customers' requests with appropriate follow-up procedures.  Most

anyone in a menswear store can come in contact with the store's customers.  For

example, a customer who was invoiced incorrectly might need to speak with an

accounting department staff member.  For a store to possess a

service-orientation, each employee should be willing to help customers solve

problems and answer questions directly or by connecting customers with the

appropriate people.  Employees who follow up with customers or with appropriate

coworkers show customers that they care about them, which can create goodwill.

Up-selling is a sales technique in which a higher priced item than the one

originally requested by the customer is suggested.  Up-selling does not always

create goodwill.  Although stores can often anticipate customers' objections to

business policies (e.g., returns), the anticipation does not necessarily create

goodwill.  Goodwill is usually created when people engage in active listening,

not passive listening.

$$11

Which of the following is an example of a chain of clothing stores providing

information to employees in order to respect their privacy:

A. Using easy-to-understand language

B. Explaining that e-mail is monitored

C. Sending messages through the grapevine

D. Providing cross-cultural communication

/B

Explaining that e-mail is monitored.  Modern technology has created a variety

of issues concerning employees' right to privacy in the workplace.  One of

these issues concerns a clothing chain's ability to monitor an employee's use

of a computer which includes e-mail.  A chain that respects its employees'

privacy will make sure that the employees know that their e-mail is monitored.

By providing this information, the chain is allowing employees to decide if

they want to send or receive personal messages because someone in the chain

might read the mail.  The employees can protect their privacy simply by not

using company e-mail.  Using easy-to-understand language, sending messages

through the grapevine, or providing cross-cultural communication are not

example of providing information to employees in order to respect their privacy.

$$12

What is one way that many sportswear stores use the technology of electronic

data interchange in the distribution function?

A. To locate shipments

B. To reorder inventory 

C. To update information

D. To digitize documents

/B

To reorder inventory.  The technology of electronic data interchange (EDI)

allows for the exchange of information by way of computers.  EDI makes it

possible for sportswear stores to use their computers to send information to

another business's computers.  One way that stores use this technology in the

distribution function is to reorder inventory quickly and accurately.  When a

store needs to place an order, it can send the request through the computer

system so the vendor receives the order instantly.  The technology of satellite

tracking is used to locate shipments.  The purpose of EDI is to exchange

information rather than update information.  EDI is not used to digitize

documents.

$$13

What are clothing stores sometimes able to do with items that customers return?

A. Resell for a higher price

B. Give to senior employees

C. Use in future displays

D. Ship to the manufacturer

/D

Ship to the manufacturer.  In some cases, clothing stores are able to ship

returned items to the manufacturer for a credit on future purchases.  Stores

are able to do this only if the items are defective in some way.  For example,

if the zipper on a pair of jeans does not work properly because of a

manufacturing error and a customer returns the jeans to the store, the store

can ship the jeans to the manufacturer for a credit.  Stores usually cannot

resell the returned items for a higher price, especially if they are defective.

 Stores do not give returns to senior employees or use them in future displays.

$$14

Why do large apparel chains often store products at various locations

throughout the country?

A. To divide the inventory

B. To provide faster delivery

C. To consolidate shipping

D. To regulate stock handling

/B

To provide faster delivery.  Large apparel chains that have customers

throughout the country often store products in several locations in order to

provide faster delivery to customers.  For example, a large chain might have a

storage facility in the Northeast, Midwest, South, and on the West Coast rather

than just one facility to serve the entire country.  Each facility would be

able to deliver products faster to the region than if there was only one

facility serving the country.  Chains usually do not divide the inventory

unless necessary.  Consolidating shipping involves handling all deliveries from

one location.  Chains do not store products at various locations to regulate

stock handling.

$$15

What type of merchandise do apparel stores often route directly from vendors to

the sales floor?

A. Basic stock

B. High turnover

C. Staple goods

D. Personal items

/B

High turnover.  Merchandise that has high turnover sells quickly during a

certain period of time.  An example of high-turnover merchandise might be

specialty seasonal wear that customers are waiting to buy.  As a result,

apparel stores might route this merchandise directly from vendors to the sales

floor, which means that as soon as the merchandise arrives, it is available for

sale.  The benefit of routing this merchandise directly to the sales floor is

that the store often experiences an increase in sales.  Basic stock is staple

goods that stores keep on hand continuously because the demand for them is

constant.  Personal items are consumer goods that are produced for personal

consumption.

$$16

Which of the following is an example of a chain of swimwear shops transferring

stock from one branch to another:

A. Ordering additional merchandise for all stores

B. Returning excess inventory to a central warehouse

C. Moving a certain brand to a special display unit

D. Sending all cover-ups to one location for a sale

/D

Sending all cover-ups to one location for a sale.  One reason a chain of

swimwear shops might transfer stock from one branch to another is to hold a

special sale.  Having all the items that will be included in the sale at one

location makes it convenient for customers.  For example, a chain of swimwear

shops transfers all cover-ups to one location and promotes the sale.  Customers

need to visit only one store to see all the cover-ups that are available at the

sale price.  Ordering additional merchandise for all stores, returning excess

inventory to a central warehouse, or moving a certain brand to a special

display unit are not examples of transferring stock from one branch to another.

$$17

Why is it usually necessary for apparel chains to store clothing items?

A. Distribution centers are involved.

B. Production occurs before consumption.

C. Transportation methods are unreliable.

D. Merchandise must be placed in inventory.

/B

Production occurs before consumption.  Most clothing items are produced long

before they are needed.  For example, manufacturers make clothing several

seasons in advance to have the goods ready to ship when apparel chains place

orders.  Chains also order in advance of the season in order to have the goods

on hand when customers want them.  As a result, there is a time lapse between

production and consumption which means that either the manufacturer or the

chains must store the goods until the appropriate season.  Chains often have

orders shipped to distribution centers where the goods are stored until needed

by the chains.  Merchandise is placed in inventory when it is received.

Transportation methods usually are reliable.

$$18

How does the use of an information system often help to speed up the

order-preparation process?

A. Checks each customer's credit history

B. Receives information through a phone line

C. Provides advance information about each order

D. Forwards shipping data to a transportation company

/C

Provides advance information about each order.  The order-preparation process

is one of the activities involved in fulfilling orders.  Depending on the

contents of the order, this activity may require a significant amount of time.

The use of an information system often helps to speed up the order-preparation

process by providing advance information about each order to the department

that prepares the order.  If this department knows what to expect, it can have

all the supplies and materials ready to process the order as quickly as

possible.  Information systems are often used to receive information through a

phone line during the order placement process.  Information systems are often

used to check each customer's credit history during the order process.  The

information system might forward shipping data to a transportation company as

part of the shipping process.

$$19

What type of accessory product is most often shipped by way of water

transportation?

A. Valuable

B. Perishable

C. Emergency

D. International

/D

International.  Water transportation is one of least expensive shipping

methods, although it is also the slowest.  However, it is the main method used

to ship international products from one country to another.  Water

transportation includes the use of international waterways such as oceans, and

rivers and canals within countries.  For example, an international product

might be shipped from a port in Germany to the port in Boston, MA.  From there,

the product might be shipped by way of the St. Lawrence Seaway through the

Great Lakes to the port in Detroit, MI.  Valuable, perishable, and emergency

products are not shipped by way of water transportation because of the time

involved.

$$20

When selecting the best shipping method, apparel and accessory manufacturers

usually consider if the merchandise

A. needs special handling.

B. will be sold at a discount.

C. is going to a warehouse.

D. has insurance coverage.

/A

Needs special handling.  Some types of merchandise require special handling

that influences the type of shipping method.  For example, expensive jewelry

and watches are shipped differently than cotton sweaters because security is an

issue for the jewelry and watches.  These items need special handling to

protect them from theft.  Also, items such as fur coats need special handling

because they can be damaged easily.  Therefore, apparel and accessory

manufacturers consider which items need special handling in order to select the

most suitable shipping method.  Manufacturers do not consider if the

merchandise will be sold at a discount or if it is going to a warehouse.  The

owner of the merchandise, either the manufacturer or the store, usually carries

insurance during the shipping process.

$$21

Why is it often difficult for small apparel stores that carry fad items and new

clothing lines to maintain the correct level of inventory?

A. Order processing is time consuming.

B. Deliveries are difficult to schedule.

C. Customer demand is unpredictable.

D. Skilled employees are unavailable.

/C

Customer demand is unpredictable.  Customer demand is often difficult to

predict, especially for fad items and new clothing lines that apparel stores

have not previously carried.  As a result, stores do not have sales records

that indicate the quantity that customers are likely to buy.  Stores rely on

estimates and predictions, which make it difficult to maintain the correct

level of inventory.  If stores overestimate demand, they will end up with too

much inventory.  If they underestimate demand, they will not have enough to

sell.  Order processing does not affect the level of inventory.  Stores usually

are able to schedule deliveries when needed.  Skilled employees generally are

available, but they often cannot accurately estimate demand for fad items and

new lines of clothing.

$$22

When completing an inventory count, which inventory figures are considered to

be more reliable?

A. Physical

B. Perpetual

C. Book

D. Dollar

/A

Physical.  The physical inventory figures are considered to be more reliable

because those figures represent the actual number of items in stock.  Obtaining

these figures is one reason clothing stores conduct inventory counts.  Even a

store whose inventory information is continuously being updated by a perpetual,

or book, inventory system needs to verify the perpetual inventory figures by

actually counting the stock.  If the physical inventory and the perpetual

inventory figures do not match, the perpetual figures may be adjusted to match

the physical inventory.  The perpetual figures may be incorrect due to

inventory shrinkage because of shoplifting, employee theft, breakage, etc.

Dollar is a way of keeping track of inventory according to the value of the

stock.

$$23

Why is it important for clothing stores to maintain an effective inventory

control system?

A. To organize the receiving process

B. To develop stock-handling procedures

C. To avoid having excess merchandise in stock

D. To stop vendors from shipping the wrong items

/C

To avoid having excess merchandise in stock.  An effective inventory control

system helps a clothing store to monitor sales and identify which items are

selling quickly and which items are selling slowly.  This information enables a

store to order goods that are popular and selling well rather than items for

which there is very little demand.  The end result is that stores avoid having

excess merchandise in stock that they may be unable to sell.  The type of

inventory control system varies depending on the type of store, but the goal is

to maintain inventory at the right level rather than having too much or too

little.  Stores do not maintain inventory control systems to organize the

receiving process, develop stock-handling procedures, or stop vendors from

shipping the wrong items.

$$24

A clothing store selling an item for $15 today is an example of

A. price lining.

B. equilibrium price.

C. market price.

D. prestige pricing.

/C

Market price.  The market price is the actual price that prevails in a market

at any particular moment.  The price that a clothing store sells an item for

today is the market price today.  However, that price might increase or

decrease tomorrow depending on supply and demand.  Price lining is the practice

of selling goods and services at a limited number of predetermined price

points, or levels.  Equilibrium price is the point at which the quantity of a

good that buyers want to buy is equal to the quantity that sellers are willing

to sell at a certain price.  Prestige pricing is deliberately putting an

artificially high price on a good or service to suggest high quality and status.

$$25

One way that managers of discount clothing chains can motivate employees to be

more productive is by

A. developing automated systems.

B. offering flexible working hours.

C. finding ways to standardize tasks.

D. considering employees' suggestions.

/D

Considering employees' suggestions.  Enthusiastic, motivated workers are much

more productive than disinterested, unmotivated ones.  Managers of discount

clothing chains can help to motivate employees by giving serious consideration

to employees' ideas or suggestions.  Employees who feel that their suggestions

for improvement or change will be taken seriously and implemented, if possible,

usually are motivated to perform well and be productive because they feel that

the business appreciates them.  Some chains develop automated systems and find

ways to standardize tasks to increase productivity, but these factors are not

related to motivating employees.  Offering flexible working hours is a quality

of life issue rather than a way to motivate employees.

$$26

One reason customers who pay for apparel items with a credit card usually want

to know the interest charges is because those charges

A. increase the retail price.

B. add to the cost of the purchase.

C. are calculated on a yearly basis.

D. generate the profit for the business.

/B

Add to the cost of the purchase.  Using credit can add to the total cost of

goods and services.  For example, interest, or finance, charges are added to

accounts that are not paid in full at the end of each payment period.  When

customers buy apparel items with a credit card, they often pay over a period of

time.  Then, each month they pay interest on the unpaid balance.  The interest

charges add to the cost of the purchase.  Interest charges do not increase the

retail price because customers who pay in cash are not charged interest.

Interest usually is calculated monthly rather than yearly.  Interest generates

profit for the credit-card company rather than the store.

$$27

Technological advancements have made it possible for lingerie stores to

distribute customer surveys in a quick and cost-efficient manner by using

A. direct mail.

B. cellular text messaging.

C. e-mail.

D. kiosks.

/C

E-mail.  E-mail is the electronic transmission of messages across computer

networks.  Because an e-mail survey can be sent to many people simultaneously,

lingerie stores often save time in terms of collecting marketing research.

Because stores do not need to print and pay postage for e-mail surveys, they

save money.  E-mail messages are one form of direct mail.  Direct mail is

defined as a promotional medium that comes to consumers' homes and businesses.

Direct mail is a broad term that includes the mailing of promotional pieces,

such as sales letters and catalogs, through traditional postal or

transportation services.  Therefore, not all direct-mail pieces are cost

effective and/or timely.  Sending text messages, including surveys, via

cellular telephones can be expensive.  Kiosks are freestanding, interactive

devices that are generally located in public places that allow individuals to

access information.  This form of communication is not necessarily the most

effective form to use to collect marketing information.

$$28

Clothing manufacturers often make decisions regarding changes in their product

lines by analyzing data from their

A. sales invoices.

B. accounting reports.

C. freight bills.

D. utilization summaries.

/A

Sales invoices.  An invoice is the formal, printed record of a sale that

includes all necessary information as to the buyer, the seller, items

purchased, amounts, prices, delivery date, credit, discount terms, and other

data regarding the sales transaction.  Invoices usually possess key marketing

and sales data in one location.  Researchers often use this data to analyze

information such as product movement and account activity.  Accounting reports

summarize financial data as it relates to business activities.  Freight bills

are invoices that relate to the transportation of goods.  Although freight

bills might be used in marketing research, freight information is often

included on the sales invoice.  Utilization summary is not a marketing term

that is commonly used.

$$29

A change in the design of jeans that is becoming popular is an indication of

a(n)

A. widespread style.

B. developing trend.

C. new collection.

D. emerging market.

/B

Developing trend.  A trend is the direction in which clothing styles are

moving.  As styles and designs change, new trends develop or old ones reappear.

Changing designs indicate a developing trend.  As a certain emphasis on a

style or design becomes more popular and widespread, a trend develops.  Style

refers to the basic characteristics or distinguishing features of an item of

clothing.  A change in the design of jeans that is becoming popular is not an

indication of a new collection or an emerging market.

$$30

By generating and analyzing product back-order reports, apparel manufacturers

can work to resolve problems relating to

A. inventory levels for stock goods.

B. boundaries for sales territories.

C. profit margins for slow-moving items.

D. invoicing and credit rating techniques.

/A

Inventory levels for stock goods.  Back orders are items that are normally kept

in inventory but are currently not available for shipment.  Back-order reports

can provide critical information regarding product movement and demand.  For

example, a manager might review back-order reports at specific intervals and

see a pattern indicating that some of products are back ordered on a regular

basis.  The manager can then work to resolve the problem by ordering more

product so that it is available for immediate shipment.  Invoice and credit

procedures are financial issues.  Back-order reports do not generally provide

information that helps resolve financial problems.  Profit margins are

generally considered pricing issues.  Back-order reports do not usually provide

enough information to make decisions regarding sale territories.

$$31

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

A. Local charity

B. Leading shoe manufacturer

C. Successful politician

D. Small clothing store

/B

Leading shoe manufacturer.  More than 85% of the country's leading

manufacturers have marketing-research departments.  Businesses of all sizes can

hire the services of outside market researchers, but large businesses often

have their own marketing-research departments.  Small clothing stores, local

charities, and political candidates would conduct their own research or hire an

outside researcher.

$$32

Relational databases allow apparel marketing researchers to

A. develop more effective data fields.

B. review many variables simultaneously.

C. limit the amount of data-entry errors.

D. measure the accuracy of coding models.

/B

Review many variables simultaneously.  Because relational databases do not

require direct links between data fields, apparel marketers can review many

unrelated variables simultaneously.  The information can be categorized and

processed in an efficient manner.  The appropriateness of a data field is not

determined by the type of database system.  Relational databases cannot control

human data entry errors.  Coding models refers to the method that marketers use

to code or apply numerical value to survey responses.  Relational databases

cannot necessarily define the accuracy of these models.

$$33

Which of the following statements is an example of a measure of central

tendency:

A. Twelve members of the community swim team are fifteen years old.

B. Morrow County sales taxes have increased 1.5 percent in six months.

C. The average U.S. male buys frozen pizza four times every thirty days.

D. The distance between T-shirt shop A and T-shirt shop B is 55 kilometers.

/C

The average U.S. male buys frozen pizza four times every thirty days.  A

measure of central tendency is a term used in marketing research that indicates

the center of distribution.  The number represents a value derived by a sample

taken that falls between the lowest and highest value rating, which can be

measured as mode, mean, or median.  A mean is an average.  The mean is

determined by adding the sum of the data values and dividing by the number of

values in the set (e.g., sample size).  Specific distances between two points,

members of a swim team, and increases in sales taxes state exact values and do

not necessarily represent or state data in terms of averages.

$$34

Why would a manager for a clothing store chain include frequency tables in a

marketing report that will be distributed to many departments in the chain?

A. To graphically depict various statistics

B. To further explain technical information

C. To compile a list of recommendations

D. To analyze the cost of conducting research

/A

To graphically depict various statistics.  Frequency tables are a type of

graphic that visually represent information.  The advantage of using frequency

tables in a marketing report is that a variety of information, such as

statistics, can be shown in different ways.  For example, frequency tables can

be in the form of bar charts, line charts, or pie charts that indicate numbers

and/or percentages.  The tables help to graphically depict complex information

that might be difficult to understand if it was presented in word form only.

Frequency charts are generally used to visually represent statistics rather

than to explain technical information.  Frequency tables are not included in a

marketing report to compile a list of recommendations or to analyze the cost of

conducting research.
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What types of environmental factors do bridal salons often consider when

conducting a situational analysis?

A. Physical and personal

B. Internal and external

C. Ethical and legal

D. Formal and informal

/B

Internal and external.  The environmental factors that bridal salons consider

when conducting a situational analysis may be internal as well as external.

Internal factors are those within the salon itself that have an impact on the

salon's marketing effort, such as the distribution system or the pricing

strategy.  External factors are those that exist outside the salon and over

which the salon may have no control, such as the state of the economy or the

number of competitors.  Salons examine both types of environmental factors in

order to adapt to change and make effective marketing decisions.  For example,

a salon might decide to adjust its prices to remain competitive if the economy

is slowing down.  Physical and personal, ethical and legal, and formal and

informal are not types of environmental factors that salons consider when

conducting a situational analysis.
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Which of the following is a factor that might prevent businesspeople from

developing cultural sensitivity:

A. Stereotypes

B. Demographics

C. Ethics

D. Principles

/A

Stereotypes.  A stereotype is a set image or an assumption about a person or

thing.  Stereotypes often influence the way people think about other people,

and might prevent businesspeople from developing cultural sensitivity.  To be

culturally sensitive, businesspeople need to be aware that people in other

parts of the world live and think very differently than they do.

Businesspeople need to be open-minded rather than assume that all people in one

culture behave in a certain manner.  Demographics are the physical and social

characteristics of the population.  Ethics are the basic principles that govern

your behavior.  Businesspeople who have principles and are ethical often are

able to develop cultural sensitivity because they try to avoid stereotyping

others.
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Menswear stores must act quickly toward customer complaints in order to

A. foster goodwill.

B. comply with the law.

C. train employees.

D. prevent future complaints.

/A

Foster goodwill.  When their complaints are handled immediately, customers

often forget the specifics of the complaint, but they will remember how quickly

the menswear store responded.  A prompt response usually gives customers a good

feeling about the store.  There is no law requiring a quick response to

complaints.  Responding quickly will not prevent future complaints.  Making a

quick response may be part of employee training but is not one of its purposes.
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To control various business activities in an effective manner, clothing store

managers must first

A. request employee feedback.

B. identify communication channels.  

C. set appropriate standards.

D. initiate corrective action.

/C

Set appropriate standards.  To control business activities effectively,

clothing store managers must set appropriate standards to be able to measure

the productivity of a specific activity.  Although controlling business

activities might require managers to identify communication channels, request

employee feedback, and initiate corrective action, standards must be in place

to understand the type of control that is needed.
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A customer asked, "What ties would you suggest with this shirt?"  The

salesperson responded, "Let me show you some that would look wonderful with

it."  The salesperson is demonstrating

A. a negative attitude.

B. interest and enthusiasm.

C. boredom and indifference.

D. extensive product knowledge.

/B

Interest and enthusiasm.  The salesperson has shown an immediate interest in

the customer's request and given an enthusiastic response.  The salesperson

does not have a negative attitude, which would be characterized by boredom and

indifference.  The extent of his/her product knowledge cannot be judged by the

response to a single question.
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Which of the following is the most reliable source of information regarding an

accessory store's general expectations in the workplace:

A. Company web site

B. Interoffice correspondence

C. Coworkers

D. Company policy manual

/D

Company policy manual.  Policies are the general rules or expectations to be

followed by company personnel.  Often, accessory stores provide these rules in

a publication such as a manual.  Issues such as absences, vacations, dress

codes, and the personal use of e-mail or other office equipment are often

addressed in a written form.  Although it is possible to obtain information

about an employer's expectations from the company web site, interoffice

correspondence, and coworkers, these options are not always the most reliable

or the most accurate.  In addition, many stores do not have web sites or do not

use them to post workplace policies.
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Which of the following offers stable employment opportunities because they are

usually well established and do not need to pay stockholders or investors:

A. Partnerships

B. Nonprofit institutions

C. Retail corporations

D. Sole proprietorships

/B

Nonprofit institutions.  Nonprofit institutions are businesses and

organizations whose intent is to make enough money to support their mission.

They are in business to help others rather than to reward stockholders,

investors, or owners.  They usually provide stable employment opportunities

because they are well established and do not have to make a profit to continue

to exist.  Partnerships, corporations, and sole proprietorships are in business

to earn a profit and pay stockholders, investors, and owners.  Employment

opportunities in these organizations are less stable because the companies are

affected by economic conditions.
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Which of the following careers in the apparel industry involves selling fabric

to manufacturers and designers:

A. Merchandisers

B. Assistant buyers

C. Consultants

D. Textile representatives

/D

Textile representatives.  Textile representatives work for textile companies

and are responsible for selling the company's fabrics to manufacturers and

designers who use the fabrics to make clothing.  Textile representatives must

have a thorough knowledge of all types of fabrics including fiber, weaving,

coloring, finishing processes, and uses.  Textile representatives usually have

the opportunity to travel and the potential to earn high incomes.

Merchandisers and assistant buyers might be the ones that purchase fabric from

a textile representative.  Consultants provide information about market trends.
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An extremely important item for those wishing to enter the creative areas of

fashion marketing is a(n)

A. résumé.

B. portfolio of previous work.

C. letter of application.

D. introduction from someone in the field.

/B

Portfolio of previous work.  For positions in the area of design, visual

merchandising, or fashion illustration, a portfolio is essential.  Examples

would include such items as professional pictures of clothing designs,

displays, drawings, or whatever best underscores the person's ability.

Résumés, letters of application, and introductions are common in all fields,

but portfolios are essential in the creative areas of fashion marketing because

they are used to assess an individual's work.
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Bar code symbols that are scanned into computers and used to identify and total

information such as the selling prices for clothing items are also called

A. Unified Pricing Criteria.

B. Uniform Resource Locators.

C. United Rating Systems.

D. Universal Product Codes.

/D

Universal Product Codes.  Universal Product Codes (UPCs) are bar type symbols

that provide information such as pricing, model, size, type, and color of

specific items.  Clothing store cashiers scan bar codes into their electronic

cash registers.  The bar codes translate the code into the selling price of the

item.  Uniform Resource Locators (URLs) are computer-based codes that locate

web pages on the Internet.  Unified Pricing Criteria and United Rating Systems

are not widely used terms to describe technological functions as they relate to

pricing issues.
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A T-shirt shop is most likely to lower product pricing when the overall economy

is experiencing a period of

A. deflation.

B. prosperity.

C. recovery.

D. recession.

/D

Recession.  A recession is a contraction of the GDP (gross domestic product)

that lasts at least six months.  During this phase of the business cycle,

business activity slows down.  As a result, unemployment occurs and consumers

tend to buy less because they have less disposable income, which lowers demand.

In response to lower demand, T-shirt shops often reduce their prices in order

to survive until demand increases.  Recovery and prosperity are phases of the

business cycle that experience an increase in demand and spending.  It is

during these phases that demand can exceed supply.  As a result, shops are more

likely to increase their prices.  Deflation is not a common term used to

describe a phase in the business cycle.
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Which of the following is a characteristic of the trickle-across theory of

fashion acceptance:

A. Changes frequently

B. Stops periodically

C. Moves horizontally

D. Travels diagonally

/C

Moves horizontally.  The trickle-across theory states that fashions move

horizontally through groups that are at the same level socially and

economically.  For example, one group of teenagers might start wearing a style

of clothing, then that style becomes accepted by another group of teenagers,

and then another group until the style is worn by most teenagers.  Although

fashions often change frequently, that is not a characteristic of the

trickle-across theory.  The trickle-across theory does not state that fashion

acceptance stops periodically or travels diagonally.

$$47

By combining the elements of shape, line, and texture, fashion designers

produce __________ of clothing.

A. brands

B. models

C. cycles

D. styles

/D

Styles.  Style refers to the basic characteristics or distinguishing features

of an item of clothing.  The various elements of design such as shape, line,

and texture make up the style of clothing.  The ways that fashion designers

combine these elements decide the style.  Brands are names used by

manufacturers, distributors, or retailers to distinguish their merchandise from

other goods.  Fashion designers do not produce models of clothing when they

combine the various design elements.  Cycle involves the rise and fall of the

popularity of a fashion item.
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A benefit of using a complementary color scheme in a woman's dress is that the

colors

A. appear restful.

B. have great contrast.

C. are sophisticated.

D. look good on everyone.

/B

Have great contrast.  Complementary colors are opposite each other on the color

wheel.  For example, red is opposite of green, and blue is opposite of orange.

Using these colors side by side in a woman's dress creates great contrast and

makes the colors appear even brighter.  Because of the contrast, designers

often use this color scheme cautiously because the look can be overpowering.  A

monochromatic color scheme appears restful.  Blacks and whites are

sophisticated.  Complementary colors do not look good on everyone, because of

the contrast.
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Which of the following is a characteristic of the rise stage of the fashion

cycle:

A. Advertising begins

B. Updating takes place

C. Prices are reduced

D. Mass production occurs

/D

Mass production occurs.  During the rise stage of the fashion cycle, the style

becomes popular and more people begin to buy.  As a result, mass production

occurs to satisfy demand because more and more stores are carrying the item.

Once the item reaches the peak stage, it is in great demand and manufacturers

begin updating to prolong its life.  Advertising begins in the introduction

stage to inform people and to persuade them to buy.  Prices are usually reduced

during the decline stage when the item begins to lose popularity.
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Many apparel manufacturers are using the technology developed by the space

program to create

A. marketing strategies.

B. advanced new products.

C. updated brand names.

D. advertising techniques.

/B

Advanced new products.  The technology developed by the space program and other

government-funded projects ultimately becomes available to apparel

manufacturers that use the technology to create advanced new products for the

general public.  Manufacturers take advantage of the technology to develop

products that improve the lives of customers and meet the needs of modern

society.  For example, technology has created new fabrics that are

fire-resistant and stainproof.  Also, by creating new products, manufacturers

have the opportunity to increase sales and expand operations.  The technology

developed by the space program does not help manufacturers to create marketing

strategies, updated brand names, or advertising techniques.
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Deliberately developing new accessory products to make existing products

obsolete simply for the purpose of increasing sales might be considered

A. illegal.

B. proactive.

C. creative.

D. unethical.

/D

Unethical.  Many accessory products become obsolete over time because of

advances in technology that lead to new, more efficient products.  This is

often a natural progression that is ethical because the new products are

substantially better and more useful to consumers.  However, it might be

considered unethical if businesses deliberately make minor changes and updates

to products to make existing products obsolete simply for the purpose of

increasing sales.  These products are not substantially better, but consumers

are led to think so to encourage them to buy.  Businesses that do this are

thinking only of the bottom line and not what is good for consumers.

Deliberately developing new products to make existing products obsolete simply

for the purpose of increasing sales is not illegal, proactive, or creative.  It

is a practice of unethical businesses that put sales and profit above all else.
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What do jewelry salespeople often use to justify price and recommend a specific

product to customers?

A. Grades and standards

B. Policies and procedures

C. Laws and regulations

D. Objectives and goals

/A

Grades and standards.  Grades are the ratings assigned to products that tell to

what extent standards were met.  Standards are statements that specify a

product's size, content, and/or quality.  Jewelry salespeople often use grades

and standards to justify price, to sell benefits, and to meet customer needs.

They also use product ratings to recommend one product over another.  For

example, a salesperson might recommend a high-quality watch and justify the

price to the customer by explaining that this watch exceeds the established

standards and is rated the best on the market.  Salespeople do not use policies

and procedures, laws and regulations, or objectives and goals to justify price

and recommend a specific product.
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One of the advantages of buying apparel for resale at the New York City fashion

market is that the market

A. is located in one building.

B. usually is inexpensive to visit.

C. provides a central meeting facility.

D. has the largest selection of merchandise.

/D

Has the largest selection of merchandise.  New York City is the main fashion

market center in the U.S. and one of the main centers of the world.  An

advantage of buying apparel at the New York market is that it has the largest

selection of merchandise.  As a result, buyers are able to locate the style of

merchandise they want in the appropriate price range.  However, the market is

not located in one building but spread throughout the city in thousands of

showrooms.  Visiting the various showrooms is time consuming.  There is no

central meeting facility to allow buyers to share information.  Also, New York

City is expensive to visit because of the high price of hotels and restaurants.
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If a menswear store has $350,750 in planned purchases for the month, $168,500

committed for purchases, and $4,125 in planned reductions, what is open-to-buy?

A. $174,750

B. $178,125

C. $182,250

D. $186,375

/C

$182,250.  Open-to-buy is the difference between planned purchases and the

amount that has already been committed for purchases that month.  If the

menswear store allocated $350,750 for purchase for the month but already has

commitments to spend part of that amount, the remainder is still available to

spend.  To calculate open-to-buy, subtract purchase commitments from planned

purchases ($350,750 - $168,500 = $182,250).  Planned reductions for the month

are not a factor in calculating open-to-buy.
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An important aspect of preparing a merchandise plan involves developing a

A. budget.

B. strategy.

C. policy.

D. market.

/A

Budget.  When preparing a merchandising plan, a shoe store must develop a

budget, which is an estimate of the amount of products expected to be sold to

customers.  By first determining the merchandising budget, a store will be able

to have the right amount of shoes in stock when customers want them.  An

important function of the merchandising budget is to plan the dollar amount of

inventory that needs to be in stock to meet expected demand.  Strategies are

plans of action for achieving goals and objectives.  Policies are general rules

to be followed by store personnel.  A market is a customer or potential

customer who has an unfulfilled desire and is financially able and willing to

satisfy that desire.
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A T-shirt shop plans markdowns next month that will equal 7% of sales and also

expects to give discounts to employees that will equal 9.5% of sales.  What is

the amount of planned reductions if the shop plans $63,500 in sales?

A. $10,160.00

B. $10,318.75

C. $10,477.50

D. $10,636.25

/C

$10,477.50.  Planned reductions is the difference between the original price of

goods and the final price.  Reductions occur because of markdowns, discounts,

and shortages.  For example, if a T-shirt shop gives discounts to employees,

the shop is accepting less for the items that employees buy than originally

planned.  Giving discounts reduces the final price.  To calculate planned

reductions, the shop first estimates the amount of sales.  Then, the shop

estimates the total percent of reductions, which includes markdowns and

discounts (7% + 9.5% = 16.5%).  Next, the shop multiplies that percentage by

the sales estimate to determine planned reductions ($63,500 x 16.5% or .165 =

$10,477.50).
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A clothing store that always buys more goods when the inventory drops to a

certain level is deciding when to buy based on a

A. sales rate.

B. turnover rate.

C. usage point.

D. reorder point.

/D

Reorder point.  Clothing stores sometimes determine when to buy based on a

certain reorder point or when the inventory has decreased to a specified level.

For example, a store may determine that it must buy more stock when the

inventory level of blue scarves drops to 20.  This point might be set because

the store knows that it usually sells eight blue scarves a week and that it

will take approximately two weeks for a new order to arrive.  By establishing a

reorder point, a store will be able to buy additional stock before the current

inventory runs out.  Stores often consider the sales rate, which includes

usage, and the turnover rate when establishing a reorder point.

$$58

When developing promotions, the message should convey information in a manner

that reflects the sender's

A. medium.

B. feedback.

C. credibility.

D. adaptability.

/C

Credibility.  Credibility is a term used to describe the integrity or level of

confidence a source displays as perceived by the receivers (audience).  The

medium is the vehicle that delivers or transmits the message (i.e. letter,

television).  Feedback is the response the receiver provides to the sender

regarding the message.  Adaptability refers to the ability to change something

and is not always the intent of the source.  Often the message is used to

reinforce ideas or behavior, not change them.
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Banner and pop-up ads impact the way audiences receive promotional information.

These types of messages exist because of the following technological

development:

A. Euronet

B. Internet

C. URL

D. HTMT

/B

Internet.  The Internet is a worldwide network of computers that enables users

to access information and communicate with others.  Banner and pop-up ads are

promotional devices that appear on Internet web sites.  Euronet and HTMT are

not common terms used to describe technological advancements that introduced

the use of banner and pop-up advertising methods.  URL refers to the Uniform

Resource Locator, which is a web address.
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What is a primary issue that affects consumers in terms of direct advertising

and e-commerce regulation?

A. Privacy

B. Inflation

C. Materialism

D. Competition

/A

Privacy.  Many people are concerned with their right to privacy.  Technological

advancements have made it possible for companies to track a person's Internet

activity and buying habits.  Some countries regulate businesses in terms of

their direct advertising activities (e.g., telemarketing).  Inflation is a

rapid rise in prices that may occur when demand exceeds supply or when

productivity declines and costs of labor go up.  Materialism refers to the

level of desire for wealth and possessions.  Competition is defined as the

rivalry between two or more businesses to attract scarce customer dollars.
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What do clothing stores often use to segment customers and identify the

advertising medium that will most effectively reach each segment?

A. Telemarketing

B. Pull strategies

C. Direct selling

D. Various databases

/D

Various databases.  A database is a computerized collection of information.

Clothing stores often obtain a variety of information about customers, such as

age and occupation, and maintain this information in a database.  Then, stores

can manipulate the data to segment customers into specific categories such as

families with children, people who live in California, or people who earn more

than $75,000 a year.  By segmenting customers, stores can then determine the

advertising medium that would most effectively reach a particular segment.  For

example, families with children might be more likely to read newspaper ads that

offer discounts, while people who earn high incomes might be more likely to

read magazine ads that promote expensive goods.  Telemarketing is an

advertising medium that utilizes telephone service to promote a product.  Pull

strategies are promotional techniques used to attract customers.  Direct

selling is face-to-face selling.
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To create an Internet web site, a dress shop owner must have access to a

personal computer and obtain a web

A. host.

B. attendant.

C. designer.

D. merchant.

/A

Host.  A web host (Internet service provider) is a service that stores web

pages on a server for a monthly fee.  Dress shop owners should have access to a

computer with an Internet connection and a host to store its web pages on a

server.  The fees vary based on the amount of the web pages stored.  A web-site

designer is a person who develops web sites for others.  A web-site merchant

refers to a business owner who sells products via the Internet.  A web

attendant is not a commonly used term in e-commerce marketing.
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What do specialty boutiques often include in a news release to highlight an

important point?

A. Contact

B. Photograph

C. Headline

D. Deadline

/C

Headline.  A headline is the title of a news release or news article.

Specialty boutiques often write a headline for their news releases to highlight

whatever they feel is the most important in the releases.  In many cases, the

media will use the headline if it is short and to the point.  News releases

should include a contact name in case the media need more information, rather

than to highlight an important point.  Including a photograph can help to get

information presented, but does not necessarily highlight an important point.

The media set deadlines that businesses need to meet.
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A large clothing store that sends customers invitations to attend an upcoming

seminar on proper formal attire is preparing for a

A. fashion show.

B. personal appearance.

C. special event.

D. product demonstration.

/C

Special event.  Clothing stores often plan special events to attract customers

and increase sales.  One type of special event is a seminar that explains

proper formal attire.  Preparing for the event often involves sending customers

invitations that specify the date, time, and location of the seminar.  During

the seminar, the store usually displays a variety of formal attire as well as

appropriate accessories.  Customers who attend specific seminars are interested

in the topic because they need to purchase formal attire for an upcoming event.

The seminar provides useful information and encourages customers to buy.  The

store is not preparing for a fashion show, a personal appearance, or a product

demonstration.
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What type of display arrangement might become monotonous because of its

uniformity?

A. Pyramid

B. Progressive

C. Zigzag

D. Repetition

/D

Repetition.  The repetition type of display arrangement is simple because it

repeats sizes, shapes, and spacing in a logical order.  For example, the same

size of triangle and ball placed one after the other, over and over again, is a

repetition arrangement.  This arrangement might become monotonous because of

its uniformity unless there is something to break up the order.  Therefore, a

clothing store might use this arrangement and place an attractive purse in the

middle.  The purse breaks up the monotony and becomes the focal point.  A

pyramid display arrangement builds from a broad base to a narrow point at the

top.  A progressive display arrangement builds in size from small to large such

as larger and larger balls.  A zigzag display arrangement reverses back and

forth.
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What is one of the main reasons displays of clothing require maintenance on a

daily basis?

A. Poor lighting

B. Misplaced signage

C. Dusty shelving

D. Customer handling

/D

Customer handling.  The items in a display of clothing are often handled by

customers who are searching for a certain size or color.  As a result, the

display becomes disorganized and may no longer be attractive.  Therefore,

displays require maintenance on a daily basis, or even several times a day, so

the merchandise can be rearranged and presented in an orderly manner.  Poor

lighting might be corrected when the display is installed or sometime later if

bulbs burn out.  However, this is not a daily occurrence.  Signage usually is

not misplaced on a daily basis.  Display maintenance might involve dusting

shelves on a regular basis, such as weekly rather than daily because shelves

usually do not collect a lot of dust in one day.
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Which of the following is an example of a sportswear store dismantling a

display:

A. Replacing electrical wiring

B. Reattaching loose pins and hooks

C. Renovating window units

D. Removing props and fixtures

/D

Removing props and fixtures.  Sportswear stores routinely dismantle displays

and replace them with ones featuring new merchandise.  One part of dismantling

displays involves removing props and fixtures because they may not be needed in

the new display.  For example, a display of ski attire probably contains props

and fixtures that would be inappropriate for a display of swimsuits.

Therefore, the store removes one set of props and fixtures before replacing

them with ones that relate to the new merchandise.  Replacing electrical wiring

and reattaching loose pins and hooks are examples of display maintenance

activities.  Renovating window units is a construction activity.
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A specialty boutique helping to sponsor a community's unique art exhibit to

reinforce the boutique's upscale image is an example of

A. sales promotion.

B. public relations.

C. direct marketing.

D. visual merchandising.

/A

Sales promotion.  Sales promotion is promotional activities other than

advertising, personal selling, and publicity that stimulate customer purchases.

An example of sales promotion is a specialty boutique helping to sponsor a

community's unique art exhibit to reinforce an upscale image.  Being involved

in a community activity draws attention to the boutique and helps it to promote

itself and its merchandise.  A boutique that has an upscale image probably

would associate itself with a unique event that would be attended by the people

who are most likely to be its customers.  When people attend the art exhibit,

they are reminded of the boutique and of the upscale fashions that it sells.

Public relations is a function of business designed to establish good relations

between the business and the public.  Direct marketing involves sending

promotional materials directly to customers.  Visual merchandising is display.
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What type of display fixture do apparel stores often use to present clothing

items in a realistic way?

A. Rounders

B. Mannequins

C. Gondolas

D. T-stands

/B

Mannequins.  A mannequin is a full-sized model of the human body, male or

female, used to display items of clothing.  An advantage of using mannequins is

that the clothing is displayed realistically rather than on a hanger or draped

over a piece of furniture.  Apparel stores often display clothing items on

mannequins so customers will be able to see how the outfits might look on them.

The realistic presentation attracts attention and often encourages customers

to buy.  Rounders, gondolas, and T-stands are fixtures that are intended to

hold quantities of apparel items rather than present clothing items in a

realistic way.
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A clothing store that develops a display to create awareness of the activities

of an important local charity is planning a(n) __________ display.

A. promotional

B. environmental

C. seasonal

D. institutional

/D

Institutional.  An institutional display is intended to create a certain image

in the eyes of consumers.  Institutional displays can focus on events,

activities, or organizations that are unrelated to a clothing store such as a

local charity.  The purpose of the display is to let customers know that the

store cares about the charity and is an active supporter of charitable

activities.  The display builds an image of the store as a good neighbor that

is responsive to the needs of the community.  Promotional displays promote the

store's goods and services.  A display that focuses on a local charity is not

an environmental display.  A seasonal display focuses on products appropriate

to a particular season of the year.
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What can salespeople for a custom-order menswear store do to maintain good

relationships with existing customers?

A. Live up to their promises

B. Use customers in advertisements

C. Ask for new referrals

D. Send customers expensive gifts

/A

Live up to their promises.  An important part of providing quality customer

service involves salespeople doing what they say they will do.  By living up to

their promises, salespeople will be able to maintain good relationships with

existing customers.  Customers will know that they can rely on salespeople and

that they will receive the service and support that they need.  Breaking

promises is a sure way to lose valuable customers.  Menswear stores sometimes

use customers in advertisements but that is not a way of maintaining good

relationships.  Salespeople often ask for referrals from customers with whom

they have good relationships, but asking for referrals does not maintain the

relationships.  It is usually considered inappropriate to send customers

expensive gifts that may be misinterpreted as bribes.
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Which of the following is an internal factor that might have an effect on a

jewelry store chain's selling policies:

A. Customer wants

B. Materials shortage

C. Social issues

D. Research efforts

/D

Research efforts.  Internal factors, those forces present within the jewelry

store chain itself, affect selling policies.  One internal factor involves a

chain's research efforts.  Based on its research, a chain might set a policy to

guarantee changes based on customer requests for special orders.  Customer

wants, materials shortage, and social issues are external factors that also

affect a chain's selling policies.
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Clothing store salespeople who can effectively explain to customers the unique

benefits of their apparel items often are able to

A. point out many physical characteristics.

B. arrange information in useful reference charts.

C. evaluate individual reactions to presentations.

D. develop a definite selling advantage over competitors.

/D

Develop a definite selling advantage over competitors.  Unique or exclusive

benefits are advantages that are available only from a certain apparel item or

clothing store.  If a salesperson's product has one unique or novel feature

that can be translated into a benefit desirable to customers, the salesperson

has a definite selling advantage over competitors.  Pointing out physical

characteristics involves explaining features rather than benefits.  Salespeople

often develop reference charts to help them translate features into benefits,

and explain those benefits to customers.  While explaining the unique benefits

of a clothing item, a salesperson should evaluate a customer's reactions.

$$74

Which of the following is a method of constructing men's suits that might

reduce the life of the garment:

A. Stitching

B. Die cutting

C. Fusing

D. Hemming

/C

Fusing.  Fusing is a construction method that involves bonding together two

pieces of fabric.  This is a time-saving technique that is often used to

produce inexpensive men's suits.  The disadvantage is that fusing is not as

effective as stitching together the fabric pieces.  Therefore, the suit will

not last as long although it is inexpensive.  Stitching is used to produce more

expensive men's suits.  Die cutting is a method of cutting fabric according to

a pattern.  Hemming is a finishing technique rather than a construction method.

$$75

What is the benefit to a customer of buying slacks that are sized according to

the inseam measurement?

A. Speeds up the buying process

B. Makes it easier to try on clothing

C. Reduces the cost of the apparel

D. Eliminates the need for alterations

/D

Eliminates the need for alterations.  A characteristic of men's slacks is that

they are often made according to two measurements.  One measurement is the

waist and the other measurement is the inseam which is the inside leg length.

The advantage to customers of buying slacks that are sized according to the

inseam measurement is that the slacks are finished to that length and do not

need to be altered.  For example, a man who wears a size 36/32 has a 36-inch

waist and an inside leg length of 32 inches.  A man can buy this size of slacks

and not need alterations to shorten the legs.  Buying slacks that are sized

according to the inseam measurement does not necessarily speed up the buying

process, make it easier to try on clothing, or reduce the cost of the apparel.
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Lingerie manufacturers often make garments out of cotton because this fabric is

A. strong and very warm.

B. comfortable and luxurious.

C. heavy and expensive.

D. soft and comfortable.

/D

Soft and comfortable.  A characteristic of lingerie that is made of cotton is

that the garments are soft and comfortable.  Lingerie manufacturers often use

cotton to make women's foundations, underwear, sleepwear, etc., because of the

fabric characteristics.  Being soft and comfortable are benefits of cotton

lingerie.  Cotton is strong although it is considered a cool fabric rather than

very warm.  Cotton is comfortable but not luxurious.  It is a lightweight

fabric and inexpensive.
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If a customer wants a swimsuit that will make her look taller and thinner, a

store employee might recommend a suit with

A. a wide belt.

B. many pleats.

C. vertical lines.

D. horizontal lines.

/C

Vertical lines.  The style and design of swimwear has an effect on the way it

looks on a customer.  If a short woman wants a swimsuit that will make her look

taller and thinner, a store employee might recommend a suit with vertical

lines.  Vertical lines tend to add height and have a slimming effect.  On the

other hand, a wide belt, many pleats, and horizontal lines tend to make a woman

appear shorter and wider.
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What is the benefit to a customer of buying a shoe that has a thick outer sole?

A. Longer lasting

B. More attractive

C. Less expensive

D. Better quality

/A

Longer lasting.  The sole of a shoe is an important component.  There are three

soles and the outer sole is the one that comes in contact with the ground.  The

thickness of this sole has an effect on how long it will last because of wear

and tear.  The thicker the sole, the longer it will last without needing to be

replaced.  Thick outer soles are not necessarily more attractive, less

expensive, or of better quality than thinner soles.  The benefit is that they

last longer.
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What is one reason why many clothing stores sell national brands?

A. More design control

B. Customer preference

C. Less costly to buy

D. Expedited delivery

/B

Customer preference.  Clothing stores often sell national brands because they

are well known due to the extensive advertising by manufacturers.  As a result,

these brands are fairly easy to sell because customers recognize the name and

assume a certain level of quality.  Furthermore, many customers prefer to buy

national brands because they are reliable.  Some customers even insist on

national brands and will not buy substitutes.  If clothing stores develop

private brands, they will have control over the design.  Also, private brands

are less costly than national brands.  Selling national brands does not

guarantee expedited delivery.
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When preparing for sales presentations, what do salespeople for apparel

manufacturers often develop that will be effective with different types of

customers?

A. Selling strategies

B. Marketing activities

C. Advertising tactics

D. Purchasing methods

/A

Selling strategies.  Selling strategies are the plans of action that

salespeople for apparel manufacturers use to achieve their goal of selling to

customers.  Because all customers are different, it is important for

salespeople to develop selling strategies that will be effective with various

types of customers.  Some customers will require more detailed information than

others, and some customers will want to see demonstrations or try the product

themselves.  Deciding which strategies will work best with which customers will

help salespeople to conduct a successful sales presentation.  Marketing

activities are the functions that must work together to get goods and services

from producers to consumers.  Advertising tactics are specific actions that

will be used to carry out advertising strategies.  Purchasing methods are the

various ways of buying products.
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What is an effective guideline to follow when questioning customers to

determine their needs?

A. Use technical language 

B. Avoid lapses in the conversation

C. Give them time to respond

D. Ask for personal information

/C

Give them time to respond.  Clothing salespeople should space out questions and

not fire one question right after another.  Asking too many questions often

makes customers feel that they are being interrogated.  By giving customers

time to respond to questions, salespeople will have an opportunity to focus on

the customers' comments and understand what they are saying.  Listening to

customers' statements will help salespeople to more effectively determine their

needs.  Using technical language might confuse customers.  Lapses in

conversation often encourage customers to express their feelings, which will

help salespeople determine their needs.  It is not appropriate to ask customers

for personal information.
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One reason the buying behavior of consumers is different than the buying

behavior of organizations is that consumers buy products

A. for personal use.

B. to make products.

C. in large quantities.

D. from intermediaries.

/A

For personal use.  Consumers are the final users of products, such as clothing

items, and buy these items for personal use.  Therefore, their buying behavior

is different than the buying behavior of organizations that buy products to

make other products or to use in operating the business.  Consumers are often

influenced by social and cultural factors, such as age and marital status, when

deciding what to buy.  Also, they have direct contact with the products they

buy such as clothing and cars.  These factors do not influence organizations.

Consumers do not buy products to make products.  Consumers usually do not buy

large quantities of products or buy products from intermediaries.  Those are

characteristics of organizational buying behavior.
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What size clothing would an employee most likely recommend for a two-year-old

child who is of average height and weight?

A. Children's

B. Twenty-month

C. Small

D. Toddler

/D

Toddler.  The toddler size usually fits children between the infant and

children's sizes.  Toddlers are usually considered to be between the ages of

two and four.  Therefore, a two-year-old child who is of average height and

weight probably would wear a toddler size.  Children's sizes may start at age

three, depending on the child's height and weight, and go to age seven.

Twenty-month is an infant size and probably would be too small for a

two-year-old.  Some clothing is sized as small, medium, and large and is based

more on a child's height and weight rather than age.
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What size category would an apparel store employee show a customer who says she

wears a size 12?

A. Misses

B. Women's

C. Junior

D. Petite

/A

Misses.  The misses category usually ranges from size 0 to size 20 and is

intended for women of average height, weight, and proportions.  The sizes are

listed in even numbers.  Therefore, a customer who says she wears a size 12

should be shown clothing in the misses category.  The women's category is for

larger proportioned women and usually ranges in even numbers from 14 to 46 or

higher.  Junior sizes are listed in odd numbers, such as 1 to 15, and are for

smaller females.  Petite sizes are for shorter females and include the letter P

with the size, such as 11P or 12P.
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Which of the following is an important consideration when helping a customer

determine the correct shoe size:

A. Style

B. Durability

C. Fabric

D. Comfort

/D

Comfort.  When helping customers determine the correct shoe size, it is

important to consider comfort because the style and construction of the shoe

has an effect on how comfortable it is.  For example, a customer who usually

wears a certain shoe size might find that a particular style is uncomfortable

in that size because of the design and construction.  In that situation, a

customer may need a larger size in order for the shoe to fit comfortably.

Style of shoe, durability, and fabric are not factors in determining the

correct size.  The best way to determine the correct size is to measure the

customer's foot and have the customer try on the shoes.
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Men's three-piece suits, sport coats, and dress slacks are considered to be

A. work clothing.

B. tailored clothing.

C. furnishings.

D. formal attire.

/B

Tailored clothing.  This is a category of men's clothing that includes suits,

sport coats, dress slacks, etc.  This type of clothing is in decline because of

the trend to more casual attire.  However, many men still prefer tailored

clothing to wear in business and for certain social occasions.  Therefore, a

store employee should point out tailored clothing to a man who wants more

traditional and formal clothing.  Although men may wear this type of clothing

to the office, suits and sport coats are not considered to be work clothing.

Furnishings are accessories such as shirts, ties, etc.  Formal attire is

evening wear such as a tuxedo.
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What might a clothing store employee recommend to customers to help them make

old outfits look current and fashionable?

A. Separates

B. Dry cleaning

C. Accessories

D. Alterations

/C

Accessories.  Clothing store employees are often able to help customers make

old outfits look current and fashionable by recommending a variety of

accessories such as scarves, belts, ties, and jewelry.  Attractive and stylish

new accessories can extend the life of an outfit and make it appear up-to-date.

Separates are clothing items that are sold separately but are often

coordinated.  A clothing store employee would not recommend dry cleaning

because that will not change the appearance of an outfit.  Alterations are

often expensive and will not necessarily make an old outfit look current and

fashionable.
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One reason shoe store salespeople adjust their sales style from one customer to

another is to appeal to each customer's

A. natural aptitude.

B. hidden objection.

C. internal ability.

D. unique personality.

/D

Unique personality.  Personality is an individual's qualities or traits and

behavior.  Because each individual customer has a unique personality, shoe

store salespeople need to adjust their sales style to appeal to those

personalities.  The type of personality has an influence on customers' buying

behavior and on how they relate to salespeople.  Some customers expect a lot of

information, others make decisions quickly, and others want social interaction.

Salespeople need to be sensitive to the different personalities and adjust

their sales style accordingly in order to be successful.  Aptitudes are natural

talents for learning specific skills.  Hidden objections are the real

objections that customers do not want brought out in the open.  Abilities are

capacities to perform tasks, functions, etc.
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Why do salespeople for an apparel manufacturer often use a structured style of

presentation when selling to a group?

A. To maintain control

B. To generate conversation

C. To be aggressive

D. To evaluate feedback

/A

To maintain control.  Presentations to groups often need to be more structured

because there are more people involved.  The salesperson for an apparel

manufacturer needs to be able to maintain control of the group, present the

information in an orderly fashion, and prevent all the participants from

talking at once.  The best way to maintain control often is to structure the

presentation and designate a question-and-answer period at the end.  Structured

presentations often discourage casual conversation.  Salespeople do not use a

structured style of presentation to evaluate feedback.  It is not effective for

salespeople to be overly aggressive.
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What are computer salespeople doing when they check on installation and arrange

training for customers who own clothing stores?

A. Selling accessories

B. Recommending service

C. Following up

D. Obtaining feedback

/C

Following up.  Follow-up is the determination of a customer's satisfaction with

a good or service after a sales presentation, regardless of whether or not a

sale was made.  Ways to follow up include checking with customers immediately

after installation to make sure the computer was installed correctly.

Salespeople also follow up by arranging special training for customers if

customers need training.  By following up, salespeople often are able to

resolve or prevent problems and satisfy customers.  When salespeople check on

installation and arrange training, they are not selling accessories,

recommending service, or obtaining feedback.  However, salespeople often

receive feedback in the process of following up with customers.
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When processing cash sales, T-shirt shop employees often rely on a(n)

__________ to calculate change.

A. software program

B. accounting system

C. computer disk

D. cash register

/D

Cash register.  Shops that sell less expensive items, such as T-shirts, often

process a lot of cash sales.  As a result, shop employees are expected to be

able to process cash and provide the correct amount of change.  Employees often

rely on a cash register to calculate the change.  This is an effective method

as long as employees key in both the correct amount of the purchase and the

amount the customers tender.  If an employee makes a mistake in entering

amounts, the cash register will calculate an incorrect amount of change.  A

software program is involved if the cash register is part of a computerized

system.  However, employees are relying on the computerized cash register

rather than the software program.  When processing cash sales, employees do not

rely on an accounting system or a computer disk to calculate change.
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What type of checks are simple to process and usually considered very safe to

accept?

A. Personal

B. Traveler's

C. Business

D. Cashier's

/B

Traveler's.  Traveler's checks are actually the same as cash because the

customer paid for the checks at the time of purchase.  Therefore, it is easy

for apparel store employees to process them.  The employees simply ask the

customer to countersign the checks in their presence.  These checks are also

considered very safe to accept because they are the same as cash.  Personal and

business checks are not as safe because the funds may not be in the accounts.

However, they are simple to process.  Cashier's checks are issued by banks,

often to pay off loans or transfer a customer's funds.  They are not used to

pay for clothing.
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Placing the change fund in the appropriate compartments is an important part of

the process of

A. sorting denominations.

B. verifying total receipts.

C. calculating an overage.

D. opening the cash register.

/D

Opening the cash register.  An important part of opening the cash register is

placing the change fund in the appropriate compartments.  There is a specific

compartment for each denomination, and it is important to place the coins and

currency in the correct ones in order to give change properly.  For example,

pennies are in the right, front compartment, and $1-bills are in the

compartment behind the pennies.  If the change fund is out of order, apparel

store employees might give customers the wrong amount of change.  Sorting

denominations is part of the process of opening the cash register and placing

the change fund in the appropriate compartments.  During the process of closing

the cash register, employees verify total receipts for the day and calculate

any overages.
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In which of the following situations would it be appropriate for apparel store

employees to arrange alterations for a customer:

A. Garment requires minor adjustment.

B. Garment is several sizes too small.

C. Garment needs extensive changes.

D. Garment is made of heavy fabric.

/A

Garment requires minor adjustment.  It is appropriate for apparel store

employees to arrange alterations for a customer if the garment requires minor

adjustments such as shortening a skirt or putting cuffs on men's slacks.  These

alterations are simple and will not change the line of the garment.  Extensive

alterations are often expensive and if not done correctly, will take away from

the appearance of the garment.  Extensive changes should be avoided.  It would

be more appropriate to help the customer select another size or a different

garment.  If the garment is several sizes too small, there probably will not be

enough extra fabric to make necessary alterations.  The type of fabric is not a

factor when arranging alterations.  The important consideration is the extent

of alterations.
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Bridal salons often keep in stock samples of various styles of gowns because

most customers

A. place special orders.

B. need costly alterations.

C. have similar wants.

D. expect personalized service.

/A

Place special orders.  Bridal gowns are expensive, therefore, most salons stock

samples of various styles so customers can make a selection and place a special

order.  Most wedding gowns are special orders to accommodate the customer's

preferences.  Furthermore, by placing special orders, customers are able to

have the gowns modified to satisfy their needs such as for longer trains or

more beading.  In most cases, gowns need alterations, but that is not the

reason for stocking samples.  Most customers usually do not have similar wants,

although they generally expect personalized service.  The level of service is

not related to the variety of samples.
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When processing telephone orders, it is often necessary for clothing store

employees to

A. notify a department supervisor.

B. determine the reason for the purchase.

C. send a copy of the new catalog.

D. verify that the item is in stock.

/D

Verify that the item is in stock.  When customers call a clothing store to

order a particular item, it is important for the employee taking the call to

verify that the item is in stock.  In some situations, the store may not have

the item in the size or color that the customer wants.  Then, the employee can

suggest a substitute item or offer to place a special order if that is

possible.  Employees should not accept telephone orders without making sure the

item is available.  It is not necessary to notify a department supervisor

unless a customer makes a special request and the employee needs a supervisor's

approval.  Employees do not determine the reason for the purchase.  Customers

sometimes ask for a copy of a new catalog if the store provides a catalog.

However, most small clothing stores do not have catalogs.
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What do clothing stores often require in order to process returns for customers?

A. Detailed explanation

B. Proper documentation

C. Personal verification

D. Duplicate transaction

/B

Proper documentation.  When processing returns for customers, clothing stores

often require proper documentation such as the original receipt or other

transaction information that proves the price paid and the date of sale.  It is

important for store employees to ask for documentation to avoid giving

customers more than they paid.  For example, clothing may have been marked down

at the time the customer made the purchase but has since returned to the

original price.  The customer is entitled to receive only the discounted

amount.  Proper documentation will enable employees to correctly process

returns and not lose money for the store.  Stores often ask the reason for the

return, such as incorrect size, but do not require a detailed explanation.

Personal verification involves taking the customer's word that the item was

purchased on a certain date for a certain price rather than requiring a

receipt.  Stores do not usually require a duplicate transaction; however, they

may issue store credits rather than giving the customer cash.
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Stan went shopping for new clothing at Cartman's Haberdashery.  Calculate the

following sales check information for Stan's purchases:  three shirts at $24.95

each, two pairs of pants at $55.00 each, three silk ties at $35.95 each, and

seven pairs of socks at a cost of three pairs for $15.00.  What is the total

sale if there is a 6% sales tax?

A. $305.64

B. $327.70

C. $347.36

D. $372.70

/C

$347.36.  Calculate each of the items separately, then add up the total of

each:  shirts, 3 x $24.95 = $74.85; pants, 2 x $55.00 = $110.00; ties, 3 x

$35.95 = $107.85; socks, 7 x ($15.00/3) = $35.00.  Add $74.85 + 110.00 + 107.85

+ 35.00 to obtain the subtotal amount of $327.70.  Multiply the subtotal

($327.70) by the sales tax rate of 6% ($327.70 x 6% or .06 = $19.66).  Add the

subtotal ($327.70) and the tax ($19.66) to get the total sale ($347.36).
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Presentation software that includes animation allows salespeople for a

sportswear manufacturer to create computer-generated visuals that

A. are easy to read.

B. increase credibility.

C. outline the topic.

D. move realistically.

/D

Move realistically.  Many presentation software programs contain an animation

feature.  The use of animation in presentations is effective because it can

provide a realistic display that moves and contains action.  For example, a

salesperson might use presentation software to combine computerized drawings

and animate people playing various types of sports.  The animated

representation shows people wearing the manufacturer's clothing, which makes it

easier for viewers to visualize the apparel.  The animation feature is used to

create movement and action rather than to make the presentation easy to read or

more credible.  The animation feature generally is not used to outline the

topic.
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