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$$0

Which of the following is a barrier to international free trade for the textile

industry:

A. Trading blocs

B. Import penetration

C. Rigid quality standards

D. Transshipping strategies

/C

Rigid quality standards.  It is possible for the government of each country to

require imported goods to meet a list of criteria to be permitted for sale.

The standards vary from country to country.  If standards vary, it makes it

more difficult for an apparel business to sell goods on an international level

and, thus, becomes a barrier to free trade.  Trading blocs are neighboring

countries that establish regional trade alliances with each another.  Import

penetration refers to the level or percentage of imported products that a

country consumes or uses in relation to its domestic consumption or use.

Transshipping refers to the illegal act of rerouting the transportation of

goods to avoid quota limits.

$$1

Which of the following is often a characteristic of buyer-vendor relationships

in the apparel business-to-business sector:

A. Exclusive

B. Uncertain

C. Long lasting

D. Legally binding

/C

Long lasting.  The apparel business-to-business buying process is different

than the buying process that occurs between apparel businesses and consumers.

In most cases, businesses develop long-lasting relationships with the

businesses that sell them goods and services.  For example, a clothing store

probably has several vendors who regularly provide the goods and services that

the store needs to operate.  The store and the vendors develop long-term

relationships and depend on each other.  In most cases, these relationships are

not exclusive because the store probably has more than one vendor providing the

needed goods.  An advantage of long-lasting relationships is that they usually

are reliable and certain.  However, they are not legally binding unless both

parties have signed a contract for a period of time.

$$2

One of the most important reasons why management often focuses on improving

quality throughout the apparel organization is to

A. implement change.

B. allocate resources.

C. remain competitive.

D. delegate authority.

/C

Remain competitive.  Business today is highly competitive, and one way for an

apparel business to compete successfully is to provide quality throughout the

organization.  Businesses try to provide quality products that meet customers'

needs and provide customers with quality service.  If all other factors are the

same, quality is often what makes customers select one business over another.

Businesses may implement change to improve quality.  Allocating resources and

delegating authority are not reasons why management focuses on improving

quality throughout the organization.

$$3

A trend in apparel retailing towards large stores that carry an enormous amount

of merchandise has created a type of store known as a

A. deep discounter.

B. shopping center.

C. market outlet.

D. category killer.

/D

Category killer.  One of the trends in apparel retailing is towards large

stores that carry an enormous amount of merchandise.  These huge stores provide

such a wide variety and selection of clothing items that customers are able to

find everything they want.  As a result, these stores kill the competition and

have become known as category killers.  These stores usually offer good prices

but they are not considered deep discounters.  A shopping center is a facility

that houses a variety of retailers.  A market outlet is store that sells

manufacturers' seconds, overruns, and out-of-season goods.

$$4

Clothing stores often use advanced database technology to obtain information

such as zip codes of customers and amount of spending in order to more

effectively

A. monitor levels of inventory.

B. forecast the volume of future sales.

C. target the market and improve service.

D. order the merchandise that customers want.

/C

Target the market and improve service.  Advances in database technology allow

clothing stores to obtain and analyze a variety of information about customers

such as zip codes and amount of spending.  Stores use the data to more

effectively target the market and improve service to customers.  By continually

obtaining data relevant to the main customer base, stores are able to advertise

in the most appropriate areas and offer the goods and services that customers

in those areas indicate that they want.  The database technology that makes it

possible to obtain zip codes and spending information does not help with

monitoring inventory, forecasting sales, or ordering merchandise.  However,

other types of technology help with those activities.

$$5

What can a small specialty boutique do to make an insurance company quickly

settle a claim?

A. Pay premiums well in advance

B. Promptly file a written claim

C. Purchase multiple policies

D. Pursue a claim in the courts

/B

Promptly file a written claim.  Insurance companies are in business to make a

profit.  The longer it takes to pay a claim, the longer the funds will earn

interest, or income.  Therefore, insurance companies sometimes are slow in

paying claims.  To speed up the process, a specialty boutique should promptly

file a written claim as soon as a loss occurs.  Once the insurance company

receives all the necessary written documentation from a boutique, there is no

excuse for holding up payment.  The faster the boutique submits a claim, the

sooner it will receive settlement.  Paying premiums well in advance or

purchasing multiple policies will not make an insurance company quickly settle

a claim.  If the insurance company is delaying payment, a boutique can seek

assistance through the court system.

$$6

One way that some apparel stores reduce the possibility of bad-check losses is

by giving customers

A. prepaid debit cards.

B. identification cards.

C. gift certificates.

D. store charge accounts.

/B

Identification cards.  One way that some apparel stores reduce bad-check losses

is by giving customers identification cards.  Customers must sign up for the

cards; provide an appropriate form of identification; and list certain

information such as name, address, telephone number, Social Security number,

credit-card number, etc.  The stores maintain this information in their

records.  When customers pay with personal checks, they present their

identification cards to verify that the store has agreed to accept their

checks.  This often reduces bad-check losses because the store has all the data

it needs to locate a customer.  Some stores sell prepaid debit cards and gift

certificates, but they do not give them to customers for free.  Some stores

offer their own charge accounts, but this is a form of credit rather than a way

to reduce bad-check losses.

$$7

Why do many discount clothing stores have procedures that require employees to

remove a specified amount of money from the registers when the money reaches a

certain limit?

A. To make deposits

B. To count currency

C. To wrap bills

D. To safeguard cash

/D

To safeguard cash.  Many discount clothing stores develop procedures that

regulate the amount of cash that can be kept in a register at any one time.

The purpose of the procedure is to safeguard cash.  For example, a store might

specify that no more than $200 can be in a cash register.  When the amount hits

that limit, an employee is required to remove a certain amount.  Reducing the

amount of cash in the register is one way to safeguard cash because there is

only a limited amount of money in the register in the event of a robbery.

Stores usually make deposits after closing rather than throughout the day.

Employees are not required to remove a specified amount of money when the money

reaches a certain limit in order to count currency or wrap bills.

$$8

One reason menswear stores regularly clean carpet and floor surfaces is to

A. improve productivity.

B. meet health requirements.

C. extend their life.

D. control illnesses.

/C

Extend their life.  Regular cleaning and maintenance usually extends the life

of store facilities such as carpeting and floor surfaces.  If the carpeting and

floor surfaces are properly cleaned, they will not need to be replaced as

often.  This saves money for the menswear store and also provides an appealing

environment for customers.  Cleaning carpet and floor surfaces does not improve

productivity.  There are no health requirements that specify when carpet and

floor surfaces must be cleaned.  Cleaning carpet and floor surfaces does not

control illnesses.

$$9

What are the major types of risk that clothing store managers will encounter in

business?

A. Economic, natural, and human

B. Economic, competitive, and technological

C. Promotional, economic, and human

D. Regulatory, natural, and economic

/A

Economic, natural, and human.  The three major categories of business risk are

economic, natural, and human.  Knowledge of the three types of risk is

important because it helps clothing store managers to reduce the risks they

encounter in business.  Competitive, technological, promotional, and regulatory

are types of economic risks.

$$10

What type of equipment do many apparel manufacturers give to their salespeople

in order to be able to contact them when they are out of the office?

A. Modems

B. Intercoms

C. Pagers

D. E-mail

/C

Pagers.  Many apparel manufacturers give their salespeople pagers, or beepers,

in order to be able to contact them when they are out of the office.  The pager

system allows a manufacturer to dial a specific number that sends a signal to

the correct pager.  The pager either beeps or vibrates to let the salesperson

know that there is a message from the office.  Modems are used to transmit data

over the telephone lines from one computer to another.  An intercom is part of

an office telephone system that allows employees within that office to

communicate with each other.  E-mail is an electronic message system available

to individuals who have computers with Internet access.

$$11

One of the advantages of using a computerized information system for order

fulfillment is that it allows accessory manufacturers to

A. track orders in real time.

B. develop a transportation network.

C. move orders to storage.

D. analyze the inventory system.

/A

Track orders in real time.  Computerized information systems have the ability

to track orders through the entire order cycle, from the time the order is

received until it is delivered to the customer.  The advantage of this system

is that it allows an accessory manufacturer to know exactly where an order is

at all times.  If a customer needs that information, a manufacturer is able to

quickly access the computerized system and tell the customer if the order is

being prepared for shipment or if the order is in transit.  A computerized

information system for order fulfillment does not allow a manufacturer to

develop a transportation network or analyze the inventory system.  Order

fulfillment involves preparing orders and shipping them to customers rather

than moving the orders to storage.

$$12

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.

$$13

Which of the following is a reason a chain of clothing stores might transfer

stock from one store to another:

A. To return damaged goods

B. To add new price tickets

C. To promote special sales

D. To count inventory items

/C

To promote special sales.  A chain of clothing stores might transfer stock from

one store to another for a variety of reasons.  One reason is to promote a

special sale at a certain location.  For example, a chain might want to sell

all swimsuits at the end of the summer season.  Promoting a special clearance

sale at one location is an effective way to do that.  However, this means that

swimsuits from all the stores must be transferred to one store for the special

sale.  A chain returns damaged goods to the vendor.  After the stock has been

transferred to one store, new price tickets might be added.  A chain does not

transfer stock to count inventory items.

$$14

Apparel chains often store merchandise in centralized warehouses to take

advantage of the _________ that is provided.

A. financing

B. marketing

C. processing

D. advertising

/C

Processing.  Apparel chains often store merchandise in centralized warehouses

because these warehouses are capable of receiving and processing large

quantities of goods.  When merchandise is delivered to a centralized warehouse,

it can be sorted, price marked, and distributed to the various stores in the

chain.  The processing increases the efficiency of the chain's distribution

system.  Financing is a marketing function that determines the need for and

availability of financial resources to aid in marketing activities.  Marketing

is the process of planning and executing the conception, pricing, promotion,

and distribution of ideas, goods, and services to create exchanges that satisfy

individual and organizational objectives.  Advertising is any paid form of

nonpersonal presentation of ideas, images, goods, or services.

$$15

What can a specialty boutique provide customers that improves service and often

helps the boutique to have an advantage over competitors?

A. Standard products

B. Routine credit terms

C. On-time delivery

D. Open-door policy

/C

On-time delivery.  Competitive advantage is the edge achieved by boutiques that

offer something better than their competitors.  A boutique that provides a

service, or a better type of service, often has an advantage over competitors

that do not provide the same service.  Providing on-time delivery often

improves customer service and also helps the boutique to have an advantage over

competitors, particularly if competitors do not offer delivery or delivery is

slow and unreliable.  Offering on-time delivery may persuade customers to buy

from one boutique rather than from its competitors.  A boutique does not have a

competitive advantage if it offers standard products or routine credit terms

that are provided by other, similar businesses.  Open-door policy is a business

practice whereby management encourages communication between employees and

their superiors by stating that management's doors are always open.

$$16

The use of an electronic data interchange system enables a vendor to

automatically receive information about items that a clothing store needs that

allows the vendor to quickly

A. fulfill orders.

B. prepare invoices.

C. calculate costs.

D. track shipments.

/A

Fulfill orders.  The advantage to vendors and clothing stores of using

electronic data interchange systems is that information about sales and

inventory levels is automatically sent through the system from the store to the

vendor.  When a vendor receives information indicating that certain items are

in short supply, the vendor can quickly process and fulfill orders for the

store.  This speeds up the delivery process and allows vendors to fill orders

on an as-needed basis.  Also, it eliminates the need for the store to prepare

and send purchase orders for routine items.  Electronic data interchange

systems are not used to prepare invoices, calculate costs, or track shipments.

$$17

An example of a menswear store maintaining inventory based on the stock/sales

ratio method is keeping on hand

A. a weekly supply of the most popular ties.

B. the ties that customers buy on a regular basis.

C. an adequate supply of ties to meet customer demand.

D. four times as many ties as customers will buy each month.

/D

Four times as many ties as customers will buy each month.  The stock/sales

ratio method of maintaining inventory involves maintaining a certain ratio of

inventory to expected monthly sales.  For example, a menswear store might

decide that it is appropriate to keep four times as many ties on hand as it

expects to sell each month, which is a 4 to 1 ratio.  A menswear store might

maintain this ratio to make sure it has an appropriate selection of ties at all

times.  The stock/sales ratio method does not involve keeping on hand an

adequate supply of ties to meet customer demand, a weekly supply of the most

popular ties, or the ties that customers buy on a regular basis.

$$18

One reason many accessory stores organize inventory counts by assigning

employees to work in pairs is to

A. shorten the time involved.

B. reduce the potential for error.

C. decrease the cost of counting.

D. prevent the possibility of theft.

/B

Reduce the potential for error.  Accessory stores often organize inventory

counts by assigning employees to work in pairs to conduct the actual count.

One employee counts the items and the other employee records the information.

This method is efficient and reduces the potential for error because each

employee is focusing on one activity rather than trying to count and record

data at the same time.  Working in pairs does not necessarily shorten the time

involved or decrease the cost of counting, although it tends to prevent

mistakes.  Stores do not assign employees to work in pairs to prevent the

possibility of theft.

$$19

A specialty boutique that tracks each item from the moment of delivery, while

in storage, and until purchased is using a __________ inventory control system.

A. computerized

B. just-in-time

C. tickler

D. real-time

/D

Real-time.  Real-time inventory control systems allow specialty boutiques to

constantly track items from the time they are received until they are purchased

by customers, including while they are in storage.  This system allows

boutiques to know whether the items advertised for sale are actually in stock,

the quantity in stock, and where they are such as on the sales floor or in a

storage room.  This system is often effective for small boutiques that carry

only a few of each item.  The system is not necessarily computerized.  Many

small boutiques track each item manually.  Just-in-time is a system that

involves ordering items just in time for them to be used or sold.  A tickler

system is a rotating system of counting portions of stock at regular intervals.

$$20

Delivery time, promotional assistance, and return policies are some of the

criteria that sportswear stores use to

A. evaluate channel members.

B. select transportation methods.

C. identify storage systems.

D. develop shipping procedures.

/A

Evaluate channel members.  Sportswear stores usually evaluate channel members

on a regular basis to make sure that they are performing as expected.  In order

to evaluate performance, stores develop criteria such as delivery time,

promotional assistance, and return policies.  If stores find that channel

members are not meeting these standards, they often work with the channel

members to improve performance.  If channel members continue to perform in an

unacceptable manner, they may be terminated.  Delivery time, promotional

assistance, and return policies are not criteria that stores use to select

transportation methods, identify storage system, or develop shipping procedures.

$$21

Making it easy for employees to access additional merchandise is a main

consideration when a shoe store plans

A. storage space.

B. traffic patterns.

C. delivery times.

D. display areas.

/A

Storage space.  Shoe store employees should be able to easily access additional

merchandise when helping customers.  To make this possible, stores plan storage

space that is located near the sales floor.  Stores also plan for sufficient

storage space to accommodate an adequate supply of merchandise to satisfy

customers' needs.  Traffic patterns refer to the ways that customers can move

through the store.  Delivery times and display areas are not considerations

that make it easy for employees to access additional merchandise.

$$22

A clothing store that drastically marks down certain items for which there has

been no demand for a long time is processing

A. dead merchandise.

B. inventory overage.

C. damaged goods.

D. returned apparel.

/A

Dead merchandise.  Merchandise is considered dead if there has been no demand

for it for a specified period of time.  Most clothing stores have systems for

dealing with dead merchandise.  One method is to drastically mark down the

price in the hope that customers will buy and the store will recoup some of the

expense.  If the merchandise still does not sell, a store might sell it to a

liquidator or send it to salvage.  Inventory overage, damaged goods, and

returned apparel may become dead merchandise if there is no demand for them for

a long period of time.

$$23

The first-in, first-out method of valuing inventory assumes that apparel goods

are

A. purchased at a low price and sold at a markup.

B. stored until customers ask for a certain item.

C. sold in the order in which they were purchased.

D. placed on display as soon as they are delivered.

/C

Sold in the order in which they were purchased.  The first-in, first-out (FIFO)

method of valuing inventory assumes that apparel goods are sold in the order in

which they were purchased.  The goods that are purchased first are sold first.

This method of valuing inventory is based on the cost of the oldest items in

stock, the items that were purchased first.  The first-in, first-out method of

valuing inventory does not assume that apparel goods are purchased at a low

price and sold at a markup, stored until customers ask for a certain item, or

placed on display as soon as they are delivered.

$$24

Combining the right amount of variable resources to achieve production levels

that maximize profits is an example of a clothing manufacturer following the

law of

A. supply and demand.

B. perfect competition.

C. diminishing returns.

D. underused resources.

/C

Diminishing returns.  The law of diminishing returns states that if all the

factors of production remain the same except one, additions to the one variable

factor will eventually decrease the level of productivity.  Therefore, when

clothing manufacturers combine the right amount of the variable resources, such

as labor and equipment, to achieve the most effective production levels, they

are following the law of diminishing returns.  Manufacturers realize that

adding more than the right amount of variables, such as employees, will have a

negative effect on productivity and ultimately lead to reduced profits.

Properly combining resources allows manufacturers to achieve high production

levels and maximize profits.  Combining the right amount of variable resources

to achieve production levels that maximize profits is not an example of a

manufacturer following the law of supply and demand, perfect competition, or

underused resources.

$$25

Businesspeople from one country need to be aware of the cultural differences of

businesspeople from other parts of the world to avoid

A. meeting face-to-face.

B. being insulting or rude.

C. asking questions.

D. discussing finances.

/B

Being insulting or rude.  Businesspeople need to be aware of cultural

differences in order to avoid accidentally insulting or being rude to

businesspeople from other parts of the world.  For example, some forms of

nonverbal communication are offensive in some countries although they are

accepted in others.  In some countries it is rude to start and end a meeting on

time, but that is the standard in other countries.  In some countries

businesspeople shake hands when they meet but hug or bow in other countries.

Without knowing what is acceptable, businesspeople run the risk of being

insulting or rude.  Businesspeople usually meet face-to-face, ask questions,

and discuss finances.

$$26

Which of the following is an example of a service that banks might provide to

bridal salons:

A. Selling stock

B. Preparing payroll

C. Managing equity

D. Developing capital

/B

Preparing payroll.  Banks might provide payroll-preparation services to bridal

salons, especially small salons.  This type of service is a benefit for a small

salon that may have a limited staff.  The bank handles the payroll and makes

direct deposits from the salon's checking account to the employees' accounts.

Banks usually do not sell stock for a business.  Capital is the assets of a

business.  Equity is the owner's investment in a business.

$$27

Which of the following is an example of considering a customer's character when

deciding whether to extend credit:

A. Reviewing payment history

B. Evaluating employment status

C. Analyzing liquid assets

D. Determining income level

/A

Reviewing payment history.  Character is a consideration when deciding whether

to extend credit.  Character is usually based on a customer's willingness to

pay and includes payment history.  By reviewing a customer's payment history, a

clothing store can find out if the customer pays bills regularly and on time.

A customer who has a good payment history is usually considered eligible for

additional credit.  When evaluating a customer's employment status and income

level, a store is considering the customer's capacity to repay a debt.  When

analyzing liquid assets, a store is considering a customer's capital.

$$28

In which of the following situations might a clothing store decide to close a

customer's credit account:

A. Customer has disregarded two past-due notices.

B. Customer has missed a regularly scheduled payment.

C. Customer has asked for an extension to become current.

D. Customer has been delinquent for more than six months.

/D

Customer has been delinquent for more than six months.  When customers are

seriously delinquent in paying their credit bills, a clothing store might

decide that the only option is to close a customer's account.  Stores usually

close accounts only as a last step because they want to try to work out a

payment arrangement.  When all attempts to collect have failed, stores often

close accounts.  However, they prefer not to because once accounts are closed,

customers often have no incentive to try to pay because they are no longer

customers.  Stores would not close the account of a customer who has missed one

regularly scheduled payment, has disregarded two past-due notices, or has asked

for an extension.  In these situations, there is still time for the store to

work with the customer to collect payment.

$$29

If a lingerie shop negotiates a 3.6% discount rate and has credit-card sales

this month of $78,450, what amount does it owe the bank?

A. $2,667.30

B. $2,745.75

C. $2,824.20

D. $2,902.65

/C

$2,824.20.  The discount rate is the processing fee that a lingerie shop pays

for being able to accept credit cards.  It is the amount that is deducted from

credit sales and paid to the bank.  Shops usually negotiate with banks to

obtain the lowest discount rate possible in order to save money.  To calculate

the amount a shop owes the bank, multiply total monthly sales by the discount

rate ($78,450 x 3.6% or .036 = $2,824.20).

$$30

Why do apparel stores usually establish collection procedures that are designed

to maintain good relations with customers while persuading them to pay?

A. Delinquency is expected.

B. Most customers intend to pay.

C. Overdue accounts are easy to collect.

D. Stores do not want to take legal action.

/B

Most customers intend to pay.  In most cases, apparel stores know that

customers intend to pay but are unable or unwilling to do so because of certain

conditions such as temporary unemployment.  Consequently, stores develop

collection procedures that help customers pay while maintaining good relations

with them and keeping them as customers.  Most stores have found that they are

able to collect payments and retain customers if they work with the customers

to identify and resolve the problem.  After a certain period of time, overdue

accounts are not easy to collect.  Stores usually are willing to take legal

action as a final step if other collection procedures fail.  Delinquency is not

expected, although stores realize that they will sometimes need to handle

delinquent accounts.

$$31

A bank charging a menswear store a penalty fee for paying off a long-term loan

before it is due is one of the __________ of obtaining credit.

A. costs

B. risks

C. facts

D. traits

/B

Risks.  There are risks involved in obtaining credit, and menswear stores

should evaluate the risks before proceeding.  One risk is a penalty fee for

paying off a loan before it is due.  Banks earn interest on loans so if stores

pay off the loans early, the banks lose income.  To compensate, banks often

charge a penalty for early payment.  Stores need to decide if it is more cost

effective to pay the penalty, which may be sizeable, or continue regular

payments throughout the life of the loan.  In some cases, stores may actually

save money by paying the penalty and terminating the loan early because they

will save more money in interest.  However, if it is near the end of the loan

period, paying off the loan and paying a penalty may be costly.  Paying a

penalty is only a cost if the store pays off the loan early; therefore, it is

not a routine cost associated with obtaining credit.  A fact is information.  A

trait is a personal characteristic.

$$32

Which of the following is an example of a chain of shoe stores considering

demographic information before planning to add new locations:

A. Identifying age groups

B. Determining employment rates

C. Evaluating income levels

D. Locating neighborhoods

/A

Identifying age groups.  Demographic information involves the physical and

social characteristics of the population.  A chain of shoe stores would group

customers into segments based on demographic charac-teristics such as age and

occupation.  Then, the chain would consider this information before planning to

add new locations because the age of customers will have an effect on the

products they want and need.  For example, teenagers will want different types

and styles of shoes than adults in the workforce will want and need.

Understanding the demographics will allow the chain to offer the shoes that its

customers want.  Employment rates and income levels are types of economic

information.  Locations of neighborhoods is geographic information.

$$33

The technology that allows for the development of computerized databases makes

it possible for marketing researchers to

A. obtain desired information immediately.

B. limit their use of biographical databases.

C. gain unrestricted access to statistical data.

D. reduce the use of off-line data collection methods.

/A

Obtain desired information immediately.  Apparel businesses often use computers

to store large amounts of information.  Computerized databases help businesses

operate in an efficient manner.  For example, a cus-tomer placing an order over

the telephone might not know the appropriate account number.  By accessing the

internal, or company, computer database, the sales representative can key in

other data (e.g., zip code) to locate the account number.  Many times, the

information is retrieved while the sales representative is speaking with the

customer.  Businesses using manual databases may have to call customers back or

put them on hold to find necessary information to process an order, which can

be time consuming.  Computer-ized databases do not necessarily reduce the need

for businesses to use off-line data collection methods.  Other methods, such as

focus groups, are often the most appropriate way to collect the desired

information.  The research objectives determine how the information is

collected and what data is needed to identify or solve a problem.  Therefore,

it cannot be assumed that the use of computerized databases limits researchers'

use of biographical or statistical data.  In addition, many businesses often

control or manage data by restricting access to the information.

$$34

When looking for information on the Internet, marketing researchers often

access __________ to locate data on the Web.

A. search engines

B. secured Intranets

C. hosting codes

D. transaction networks

/A

Search engines.  Search engines are software programs that automatically crawl

the Web looking for information pertaining to specified search terms, and then

display a list of results.  Intranets are computer networking systems that link

the computers of a group of people, usually in the workplace, so that data can

be shared among group members.  Hosting refers to activities related to the

storage of web pages on a server for a monthly fee.  A network is a system of

computers connected by telephone wires, cable wires, or other means.  Hosting

codes and transaction networks are not terms widely used to describe Internet

research activities.

$$35

An accessory shop might ask its customers to complete a survey because the shop

wants to

A. rate the satisfaction level of its competitors.

B. share the data with its referrals and prospects.

C. gather information regarding its goods and services.

D. include the information in the company's annual report.

/C

Gather information regarding its goods and services.  A survey is a

marketing-research method that involves asking consumers questions in order to

learn their opinions and the reasons behind those opinions.  The information is

often used to evaluate performance of an accessory shop's products to determine

strengths and weaknesses.  Generally, shops ask customers for testimonials to

share with referrals and prospects.  An annual report is a document outlining

the financial status of a business.  Surveys do not always include questions

regarding competitors.
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What might a chain of apparel stores identify as a result of assessing a

trading area?

A. Number of vendors

B. Overlap among stores

C. Ideal traffic routes

D. Marketing survey results

/B

Overlap among stores.  The trading area is the geographic territory in which a

chain of apparel stores con-ducts business.  Chains often assess trading areas

to obtain useful information.  As a result of conducting an assessment, a chain

might identify overlap among existing stores, which often has an effect on

overall sales.  For example, if several stores in one trading area are

competing for the same customers, the stores might not be profitable.  By

closing a store, the chain might make the remaining stores profitable because

there is less overlap and each store has sufficient customers.  By assessing a

trading area, a chain does not identify number of vendors, marketing survey

results, or ideal traffic routes.
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When analyzing information, marketing researchers must consider which variables

are

A. formatted appropriately.

B. functioning in transitional mode.

C. linked by ordinal scales.

D. dependent on other variables.

/D

Dependent on other variables.  To interpret data correctly, researchers must

determine variable relationships and level of dependency.  A variable is an

attribute.  An attribute is something that researchers measure but do not

necessarily format.  Transitional mode is not a widely used term in relation to

marketing-information management.  An ordinal scale is a method of measurement

or ranking for survey responses.
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Bush, R.P.; Ortinau, D.J., Irwin/McGraw?Hill, 2000. What might a shoe

manufacturer develop with a foreign company to make it easier for the

manufacturer to enter the international market?

A. New product

B. Import agreement

C. Trade quota

D. Joint venture

/D

Joint venture.  A joint venture is an arrangement that involves two or more

businesses entering into a rela-tionship by combining complementary resources

such as technology, skills, capital, or distribution channels, for the benefit

of all parties.  Companies often develop joint ventures with foreign companies

because the foreign companies are known by the customers in those countries.

Also, the foreign companies understand how to do business in their countries

and how to deal with government and local regulations.  The foreign company

provides an entry into the market that might have been difficult for the other

company to obtain on its own.  Companies often redesign or modify existing

products to make them more appealing to the interna-tional market.  An import

agreement involves a company buying from a foreign company rather than entering

the international market.  Trade quotas limit the amount of goods that can

enter a country.
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An effective marketing plan usually contains a section that explains the

marketing

A. mix.

B. policy.

C. risk.

D. concept.

/A

Mix.  A marketing plan is a set of procedures or strategies for attracting the

target customer to an apparel business.  One section of an effective marketing

plan explains the marketing mix which is the combination of the four elements

of marketingCproduct, place, promotion, and price.  A business needs to plan

how it will use these elements to reach the target customer and effectively

market its goods and services.  The market-ing concept is a philosophy of

conducting business that is based on the belief that all business activities

should be aimed toward satisfying consumer wants and needs while achieving

company goals.  Policies are general rules to be followed by company personnel.

 Risk is the possibility of loss or failure.

$$40

Zikmund, W.; d'Amico, M., South-Western, 7th ed., 2001. The marketing strategy

component of a marketing plan should include a(n)

A. list of current employees.

B. explanation of accounting methods.

C. proposed annual budget.

D. detailed product description.

/D

Detailed product description.  An effective marketing plan contains several

components, and one of them deals with marketing strategy, which is the plan of

action for achieving marketing goals and objectives.  An important part of the

marketing strategy section is a detailed description of the apparel business's

product.  This description should explain the product and the features and

benefits it provides customers.  Before a business can develop strategies to

market a product, it needs to have a clear understanding of its product and why

customers will want or need it.  Once it understands the product, a business

can determine the appropriate price to charge and how to make the product

available to customers.  The marketing strategy component of a marketing plan

does not include a list of current employees, an explanation of accounting

methods, or a proposed annual budget.
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What is often a benefit to a chain of discount clothing stores of being able to

maintain the right amount of conflict in the organization?

A. Increased spending 

B. Decreased teamwork

C. Increased problem solving

D. Decreased sharing of information

/C

Increased problem solving.  Not all conflict in organizations is bad.  Some

degree of conflict is actually useful and productive.  When there is the right

amount of conflict, it creates an atmosphere that encourages employees to

think, be creative, and find ways to solve problems and do their jobs better.

People tend to respond positively when faced with a challenge, and this results

in more effective problem solving.  However, too much conflict can have the

opposite effect and discourage employees from working together.  Too much

conflict often results in less information being shared, less teamwork, and

more spending to try to resolve the conflict.

$$42

An effective way to encourage employees to behave ethically is for clothing

store managers to

A. be ethical themselves.

B. write a code of conduct.

C. explain what is ethical.

D. have an open-door policy.

/A

Be ethical themselves.  Employees tend to follow the lead of managers.  If

clothing store managers are ethical and treat employees in an ethical way,

employees realize that ethics are important in the business and will also

behave ethically.  However, the opposite is also true.  Unethical managers set

an example that indicates that ethics are not important.  For example,

top-level managers giving themselves sizeable raises but denying even small

raises to entry-level workers indicates that managers care only about

themselves.  This type of behavior encourages employees to do whatever they can

get away with because their managers do that.  Simply writing a code of ethics,

explaining what is ethical, and having an open-door policy will not encourage

employees to behave ethically unless the code is enforced and all employees,

even managers, are required to behave ethically.
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When bringing members of a work team together, it is important that each member

understand the group's objectives and that they

A. actively participate in team meetings.

B. work to create an indecisive environment.

C. learn to avoid conflict at all times.

D. develop personal friendships with each member.

/A

Actively participate in team meetings.  Although many factors determine the

success or failure of a work team, it is important for each group member to

understand the overall objective of the group or project.  It is also important

for all members to participate in team meetings.  Active participation often

brings new ideas to the group.  Participation in group meetings can also

improve communication in terms of clarification of ideas, goals, or task

responsibility.  Groups that operate in an environment that cannot make

decisions are often unproductive.  Conflict cannot always be avoided in all

situations.  Members often have different views about situations and should

feel free to express those views.  Therefore, conflict is not necessarily

harmful for the group; it just needs to be managed appropriately.  It is

important that each team member respect and try to work with one another to

accomplish goals.  However, it is not necessary to develop personal friendships

or social relationships with each team member for the group to be successful.
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Before negotiating a maintenance contract for new office equipment, a dress

shop owner should compare the vendor's standard contract with the

A. restocking charges.

B. compliance policies.

C. financial data.

D. product warranty.

/D

Product warranty.  A warranty is a promise made by the seller to the buyer that

the seller will repair or replace a product that does not perform as expected.

The terms of warranties vary but might include free labor, parts, and service

calls for a specific amount of time after the purchase.  It is important to

compare the terms of a maintenance contract for a new piece of equipment

because it is possible that many stipulations in the warranty are covered in

the standard maintenance contract.  In this situation, the dress shop owner

could pay for goods and services offered in the maintenance contract that are

already provided in the warranty.  Restocking fees are charges that a buyer

pays to return unwanted goods to the seller.  Compliance policies and financial

data are general terms and are not generally use to compare maintenance

contracts.
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A T-shirt store owner often has considerable influence when negotiating

facility lease terms if the

A. real estate market is saturated or slow.

B. tax rate is higher than the national average.

C. facility owner possesses more than one property.

D. property is located in a prime or popular location.

/A

Real estate market is saturated or slow.  When there is an abundance of

properties for rent or sale, or fewer business owners are looking for

facilities to rent, there is more competition among property owners for buyers

or leasers.  The longer a facility is unoccupied, the more money the facility

owner loses.  Therefore, facility owners are often more likely to agree to

potential leaser's requests (e.g., lower rent, interior painting) in order to

obtain cash inflow from the rentals.  Ownership of multiple properties does not

necessarily mean that the property owner is willing to provide concessions

during lease negotiations.  Tax rates are established by governments and are

not negotiable.  A facility owner would probably have an easier time finding

tenants for a property that is located in a popular location.  Therefore, the

facility owner has more influence in negotiating lease terms than the

prospective tenant.
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The first step a shoe store owner should take before purchasing computer

equipment is to

A. obtain price quotes from technology retailers.

B. download sourcing information from the Internet.

C. create an organizational task list and identify needs.

D. evaluate the service and technical warranty of each source.

/C

Create an organizational task list and identify needs.  Before purchasing

computer equipment, owners must understand the tasks that employees perform to

accomplish business objectives.  By understanding the tasks performed, the

owners can then identify what type of technology is needed to enhance

productivity.  Without understanding technological needs, business owners run

the risk of purchasing equipment or software programs that they do not need.

Obtaining price quotes, surfing the Internet for information, and evaluating

warranties are tasks that should be conducted after technological needs are

determined.
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Which of the following career opportunities in apparel retailing involves

keeping the store updated on current styles and trends:

A. Assistant buyer

B. Fashion director

C. Operations manager

D. Distribution planner

/B

Fashion director.  Apparel retailers often employ a fashion director who is

responsible for keeping the store updated on current styles and trends and

informing buyers about new fashions.  Fashion directors visit the fashion

centers of the world to stay informed about new ideas and clothing

developments.  Their function is to make sure the store buys the latest

merchandise so customers will be able to buy current styles.  Fashion directors

make this information available to buyers to assist them in obtaining new

fashions.  The operations manager is involved with managing the sales staff and

store operations.  The distribution planner is responsible for keeping track of

merchandise.
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People who are looking for work often benefit from networking activities

because they

A. may learn about unadvertised employment opportunities.

B. are always successful in obtaining jobs with excellent compensation.

C. obtain referrals to meet application requirements at learning institutions.

D. can rely less on employment search services to locate job opportunities for

     them.

/A

May learn about unadvertised employment opportunities.  Networking occurs when

people engage in communication activities with others who might help them

accomplish professional goals.  People engage in networking activities with

customers, friends, family, teachers, and former coworkers. Networking often

provides people with information regarding work-related opportunities such as

job openings that may not be posted, advertised, or accessible by the general

public.  Networking does not necessarily guarantee that people will obtain jobs

with excellent compensation.  People seeking employment generally obtain

referrals to present to prospective employers rather than learning

institutions.  Job-seekers do not always use employment search services.

$$49

Bar code symbols that are scanned into computers and used to identify and total

information such as the selling prices for accessory products 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.  Accessory 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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In what stage of a product's life cycle might a clothing store price goods very

low for the purpose of eliminating excess inventory?

A. Obsolescence

B. Introduction

C. Maturity

D. Initiation

/A

Obsolescence.  During the obsolescence phase of a product's life cycle, the

product is in a state of being outmoded or unfashionable.  Apparel items

experience obsolescence when clothing styles and seasons change.  Retailers

often slash prices in an attempt to get rid of old stock.  Prices are usually

set higher during the introduction stage to enable the business to recover its

investment in the new product.  During the maturity stage, businesses generally

focus their efforts on stabilizing prices.  Initiation is not a common term

used to describe a phase of a product's life cycle.
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Which of the following is an example of a company setting its pricing based on

the competition:

A. A car dealership slashes the prices on inventory so it can deplete supply

     and bring in newer models.

B. An Internet gaming business sets its prices seven percent below the fees

     charged by a similar company.

C. An auction house sets the opening-bid price of a collector's item by

     evaluating the target market's attitudes.

D. A shoe manufacturer initially sets high prices for a new line of athletic

     footwear to appeal to prestige-oriented shoppers.

/B

An Internet gaming business sets its prices seven percent below the fees

charged by a similar company.  The competition-based pricing approach sets

prices by evaluating the prices that competitors establish for similar

products.  Slashing prices for items entering the obsolescence phase of the

product life cycle is a common method that is used to move outdated inventory.

When sellers evaluate the consumers' perceptions to set pricing, they are

basing their prices on various factors with the emphasis on demand and consumer

perceptions.  Setting prices to appeal to specific market segments is a

positioning strategy emphasizing the relationship between product quality and

price.
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One disadvantage that an outerwear store might encounter when using a

continuous promotional pricing strategy is that

A. the product's image is often compromised in terms of its perceived value.

B. the demand for other items in the product line usually decreases over time.

C. its competitors often use similar pricing strategies to introduce new

     products.

D. customers are more likely to buy items from stores that use psychological

     pricing tactics.

/A

The product's image is often compromised in terms of its perceived value.

Promotional pricing occurs when a product's price is temporarily lowered to

stimulate sales.  A store that frequently uses promotional pricing for certain

items runs the risk of compromising or eroding the brand image.  For example,

customers might see that a certain raincoat is advertised at a very low price

several times within a short period of time.  Some customers might see this as

a way to deplete products that are of lower quality and value, or as a way to

get rid of obsolete merchandise.  In this instance, the image of the product

has been tarnished.  During a product's life cycle, it is typical for the

demand to drop over time.  Use of a continuous promotional pricing strategy

does not always affect the demand for other products in the product line.  A

competitor using similar pricing strategies does not necessarily present a

disadvantage for a store using the continuous pricing strategy.  The use of

psychological pricing does not necessarily attract more customers.
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Which of the following is an example of the trickle-up theory of the origin of

fashion products:

A. Each social class has its own style of clothing.

B. Different priced merchandise appears in all stores.

C. Work clothing becomes popular with all social classes.

D. Upper-class fashions become popular with lower classes.

/C

Work clothing becomes popular with all social classes.  The trickle-up theory

indicates that fashions begin with lower priced, work-type clothing and moves

up to become popular with all classes of people.  An example of this theory is

denim jeans that once were considered work clothes and only worn by lower-class

laborers.  Today, jeans are worn by all classes and are often considered high

fashion.  Each social class having its own style of clothing is an example of

the trickle-across theory of the origin of fashion products.  Different priced

merchandise appearing in all stores is not a fashion theory.  Upper-class

fashions becoming popular with lower classes is an example of the trickle-down

theory of the origin of fashion products.
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People who buy more expensive clothing as a result of moving up to high-paying

jobs and obtaining more status often are being influenced by __________ factors.

A. physical

B. demographic

C. social

D. geographic

/C

Social.  When people move up in society, they are often influenced to buy more

expensive clothing to fit in with the other people in that class.  Affluent

people in the upper classes have more money to spend on clothing because they

usually have high-paying jobs.  When others move into that class, they often

feel the need to buy the same type and quality of clothing.  They are being

influenced by the social class rather than by physical, demographic, or

geographic factors.
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Which of the following is the component of fashion that customers notice first

and often has a major impact on their decision to buy:

A. Color

B. Texture

C. Style

D. Line

/A

Color.  Color is an important component of fashion and the one that customers

notice first.  The color of a clothing item attracts the customer who is often

influenced to buy based on the color.  Customers often have favorite colors or

colors that they think flatter them.  Consequently, they frequently look for

clothing in certain colors.  Texture, style, and line are other components of

fashion.  However, these components are not noticed first.
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What type of line is created by adding trim, top-stitching, and buttons to

clothing items?

A. Structural

B. Decorative

C. Vertical

D. Horizontal

/B

Decorative.  The primary purpose of creating decorative lines in clothing is to

add detail and interest to the items.  Decorative lines can be created by

adding such items as trim, top-stitching, and buttons to various types of

clothing.  The items that create decorative lines do not affect the structure

of clothing.  Structural lines are intended to hold a garment together and are

created when garments are made.  Horizontal lines go from side to side.

Vertical lines go up and down.
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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. creative.

C. proactive.

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, such as

watches, 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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One way that apparel manufacturers maintain quality control is to establish

standards that involve being

A. reactive.

B. proactive.

C. defensive.

D. aggressive.

/B

Proactive.  Apparel manufacturers are better able to maintain quality control

when they are proactive and try to do things right the first time.  If they

establish standards and continue to monitor those standards, they are able to

take the necessary action before problems arise.  It is usually more effective

to be proactive than reactive because it is often more costly to correct

problems than to prevent them.  Apparel manufacturers do not maintain quality

control by establishing standards that involve being defensive or aggressive.
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Reasons for removing an accessory item from the product line include all of the

following except

A. to appeal to new markets.

B. to omit an obsolete item.

C. to replace with a new item.

D. to avoid conflict with other items in the line.

/A

To appeal to new markets.  To appeal to new markets is a reason for expanding

the product line rather than contracting the product line.  Product

obsolescence, replacing a product with another, and removing a product because

of conflict between products in the line are all dominant reasons for

contracting a product line.
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One or more existing brands may need to be repositioned when a new apparel item

is introduced into the product line to

A. eliminate the new item.

B. develop a new product mix.

C. minimize cannibalization of established brands.

D. justify dropping the existing brands from the line.

/C

Minimize cannibalization of established brands.  Sometimes it is necessary to

reposition existing apparel items to minimize the loss of sales of those brands

to the new item.  This helps ensure the success of the existing brand as well

as the success of the new item.  The purpose is not to eliminate the new item.

Repositioning does not involve dropping existing items or developing a new

product mix.
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Which of the following are factors that apparel stores often use to create an

interior environment that satisfies customers:

A. Window style and price

B. Aisle width and lighting

C. Parking area and signage

D. Operating hours and discounts

/B

Aisle width and lighting.  Apparel stores use certain factors, such as width of

aisles and lighting, to create interior environments that satisfy their

customers.  These factors have an impact on the environment in the store.  For

example, upscale clothing stores often have wide aisles and soft lighting

because that is what customers expect.  On the other hand, narrow aisles and

bright lighting are more common in discount apparel stores because customers

are more concerned with price than with the physical environment.  Window style

and parking area are factors that affect the exterior of the store.  Price,

operating hours, and discounts are not factors that affect the interior

environment.  Interior signage affects the environment, although exterior

signage usually does not.
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A large discount clothing store might use the grid layout to create distinct

traffic aisles that allow customers to

A. find merchandise easily.

B. browse through departments.

C. feel relaxed.

D. shop leisurely.

/A

Find merchandise easily.  The grid layout is a formal arrangement of aisles

that usually run parallel to each other.  It has several primary aisles that

intersect secondary aisles at right angles.  This type of layout is often used

by large discount clothing stores because it is an efficient way to organize

merchandise and make shopping easier for customers.  Each aisle usually

contains similar merchandise, and the aisle is clearly marked to allow

customers to serve themselves.  This layout makes it easy for customers to find

the merchandise they want.  The curving layout, rather than the grid layout,

allows customers to browse through departments, feel relaxed, or shop leisurely.
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If The Designer Shoe Shop expects to have $46,750 in sales next month,

markdowns equaling 6.5% of sales, and discounts to employees equaling 3% of

sales, what is the amount of planned reductions?

A. $4,093.75

B. $4,207.50

C. $4,441.25

D. $4,675.00

/C

$4,441.25.  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 shoe shop marks down the price of an item,

the shop is accepting less for that item than originally planned.  Giving

employees discounts also reduces the final price.  To determine planned

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

estimates the total percent of reductions, which includes markdowns and

discounts (6.5% + 3% = 9.5%).  Next, the shop multiplies that percentage by the

sales estimate to calculate planned reductions ($46,750 x 9.5% or .095 =

$4,441.25).
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The stock turnover rate is an important factor that clothing stores consider

during the process of deciding

A. when to buy.

B. what prices to charge.

C. how much to pay.

D. which vendor to use.

/A

When to buy.  The stock turnover rate is the number of times stock is sold in a

given period of time.  It is important for clothing stores to know how often

the stock turns in order to have on hand the quantity of items that customers

will buy.  Items that turn over frequently must be ordered more often than slow

moving items.  Therefore, stores monitor the stock turnover rate during the

process of deciding when to buy.  The stock turnover rate is not an important

factor to consider when deciding what prices to charge, how much to pay, or

which vendor to use.
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Estimating planned sales for the next six months is usually the first step a

clothing store takes when preparing a(n)

A. expense statement.

B. purchasing report.

C. inventory analysis.

D. merchandising budget.

/D

Merchandising budget.  A merchandising budget is an estimate of the amount of

products expected to be sold to customers.  When preparing a merchandising

budget, a clothing store begins by estimating planned sales for a specific

future time period, usually six months.  Once a store predicts its level of

anticipated sales, it can decide on the amount of merchandise it must purchase

to meet that demand.  Estimating planned sales is not a factor in preparing an

expense statement, a purchasing report, or an inventory analysis.
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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 apparel 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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Which technological tool has made it quicker for clothing store chains to

define and reach their target markets in terms of direct promotion activities?

A. Word-processing software

B. Automated telephone services

C. Fax machines

D. Computerized databases

/D

Computerized databases.  A database consists of information such as a clothing

store chain's customers, sales records, financial information, personnel

records, and other data that the chain deems necessary to operate.  A chain

might use the information found in its various databases (e.g., customer

listings, sales records) to target specific segments in terms of promotional

programs.  Computer programs can set queries and pull relevant information

quickly and efficiently.  Word-processing software develops text documents on a

computer.  Although word-processing software, automated telephone services, and

fax machines might help develop materials to reach the target audience, these

vehicles are not a tool that marketers generally use to define or evaluate

information.

$$68

Before establishing an Internet web site, sportswear stores must

A. determine the web address.

B. hire a reputable web master.

C. develop an appropriate budget.

D. identify the purpose of the site.

/D

Identify the purpose of the site.  The purpose of a web site can vary from

business to business.  For example, the purpose of a health-related web site

might be to provide information about certain diseases.  A sportswear e-tailer

establishes a web site to sell clothing and accessories.  Therefore, before

establishing an Internet web site, the business owner must decide if the

primary purpose of the web site is to inform, serve, sell, or entertain the

target audience or provide a combination of purposes.  Once the purpose of the

web site is determined, the web site is designed to accommodate the purpose.

Determining the web address, hiring a web master, and developing a budget are

generally factors that follow the identification of the web-site purpose.
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When a bridal salon develops a public relations plan, the first action it

should take is to

A. determine program objectives.

B. identify communication vehicles.

C. develop message content.

D. prepare a current situation analysis.

/D

Prepare a current situation analysis.  A bridal salon needs to understand its

current situation in terms of strengths and weaknesses before it can develop an

effective public relations plan.  The salon uses the situation analysis to

establish its public relations objectives or goals.  Once goals are set, the

salon identifies communication vehicles (e.g., newsletter) and develops the

appropriate message for each communication vehicle.
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A display of yellow, blue, and red clothing is an example of which of the

following color schemes:

A. Triad

B. Neutral

C. Analogous

D. Complementary

/A

Triad.  The triad color scheme is a combination of three colors that are

equidistant on the color wheel.  The colors of yellow, blue, and red are

equidistant.  The use of these colors creates a display with a lot of contrast,

which often attracts attention.  A neutral color scheme is a combination of

neutral colors such as white, beige, and gray.  An analogous color scheme

involves the use of colors that are adjacent on the color wheel.  A

complementary color scheme involves the use of colors that are opposite each

other on the color wheel.
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One reason an apparel store might provide clothing items for well-known

community leaders to wear to special events is to

A. provide a public service.

B. promote the store's image.

C. plan a pricing strategy.

D. prepare for increased sales.

/B

Promote the store's image.  Some stores provide clothing items for well-known

community leaders to wear to special events and include that information in

advertising.  The reason for doing this is to promote the store's image by

having well-known people wear its clothing.  For example, a store might provide

formal attire for community leaders to wear to a major fund-raising event.  The

event will generate publicity and the store will be recognized for its

contribution.  Stores do not provide clothing items for well-known community

leaders to wear to special events to provide a public service, plan a pricing

strategy, or prepare for increased sales.
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A clothing store arranging a trunk show for a major apparel manufacturer is a

type of

A. advertising.

B. publicity stunt.

C. sales promotion.

D. personal selling.

/C

Sales promotion.  Sales promotion is promotional activities other than

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

Arranging a trunk show is a type of sales promotion because the show is

intended to generate interest and attract customers to the clothing store.  The

hope is that customers will buy not only the items on display at the trunk show

but also other items in the store.  A trunk show is not a type of advertising,

publicity stunt, or personal selling.  However, stores advertise a trunk show

that might also generate publicity.  Store employees might use personal selling

skills when customers attend the trunk show.
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Which of the following is a key element of a fashion show:

A. Stage

B. Makeup

C. Props

D. Theme

/D

Theme.  The theme is a key element of a fashion show because it is the main

idea.  The theme usually is developed to appeal to a particular target market.

After deciding on the target market and the theme, other elements of the show

can be planned.  For example, a clothing store might select a wedding theme and

develop a fashion show to attract women who are planning weddings.  Not all

fashion shows use a stage or include props.  Makeup is not a key element of a

fashion show.
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What might a clothing store owner do during the process of inspecting a display

of sweaters?

A. Build shelves

B. Adjust spotlights

C. Construct props

D. Install fixtures

/B

Adjust spotlights.  A final step in developing displays often involves

inspecting the display and making minor adjustments.  One type of adjustment

might be to refocus spotlights to more effectively promote the items on

display.  The purpose of inspecting displays and making minor adjustments is to

improve the appearance of the display and attract customers.  Constructing

props, installing fixtures, and building shelves are activities involved in

setting up displays rather than inspecting them.
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A small cosmetics shop might benefit from implementing a sales promotion that

distributes a sample package to existing and prospective customers because

A. sampling often generates a higher response rate than other types of sales

     promotions.

B. sample distribution is generally considered the most cost-effective method

     of sales promotion.

C. most shops find that sample distribution is more effective than providing

     trade allowances.

D. shops usually increase their long-term profit and sales objectives by using

     the sampling method.

/A

Sampling often generates a higher response rate than other types of sales

promotions.  Cosmetics shops might provide samples, or free products, to

customers and prospective customers as a way to stimulate interest.  Because

people have the opportunity to try or use products (e.g., face cream, lipstick)

before committing to buying, they are more likely to purchase the products if

they like them.  Sample distribution is not always a cost-effective sales

promotion technique.  Direct-mail samples are often costly in terms of

packaging and shipping costs.  Although sales promotions can affect long-term

profits, they are generally considered venues for increasing short-term sales.

A trade allowance is a business-to-business sales promotion technique.
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What is one way that apparel store managers promote the sale of current or

seasonal fashions?

A. Give deep discounts

B. Issue news releases

C. Offer free services

D. Plan special displays

/D

Plan special displays.  Planning special displays is often an effective way for

apparel stores to promote the sale of current or seasonal fashions.  These

displays must be planned in advance and scheduled to coincide with the arrival

of the new fashions.  The purpose of these special displays is to attract

customers and encourage them to buy the new merchandise.  Stores usually do not

give deep discounts on current or seasonal fashions.  A news release is

intended to provide information about a newsworthy event to the media.  An

apparel store promoting current or seasonal fashions is not newsworthy.

Offering free services is a way to promote the store rather than the sale of

current or seasonal fashions.
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A small start-up T-shirt manufacturer that sells its products to other

businesses might consider allocating a large portion of its promotional budget

to __________ activities.

A. publicity

B. advertising

C. research

D. personal selling

/D

Personal selling.  Personal selling is the form of promotion that determines

client needs and wants and responds through planned, personalized communication

that influences purchase decisions and enhances future business opportunities.

Publicity is defined as any nonpersonal presentation of ideas, goods, or

services that is not paid for by the company or individual that benefits from

or is harmed by it.  Advertising is any paid form of nonpersonal presentation

of ideas, images, goods, or services.  Often, small start-up T-shirt

manufacturers do not have the funds to support expensive advertising and

research initiatives.  In addition, companies that sell to other businesses

tend to emphasize personal selling when developing the promotional mix

strategies.  Therefore, it is logical for these companies to allocate more

funding to personal selling activities.
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To obtain data about targeted prospects, shoe stores often purchase mailing

information from a

A. list broker.

B. postal-exchange house.

C. catalog bank.

D. requisition center.

/A

List broker.  Shoe stores often use list brokers to obtain mailing lists for

specific markets.  The stores use the lists to develop company databases that

contain information about prospective customers.  The broker acts as a liaison

between the list owner and list buyer.  Postal-exchange house, catalog bank,

and requisition center are not terms that are commonly used to describe

entities that arrange mailing list purchases.
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Which of the following is an example of salespeople who sell display equipment

to clothing stores behaving ethically when dealing with customers:

A. Offering an expensive weekend trip

B. Saying the product will increase profit

C. Giving an unusually high discount

D. Explaining the money-back guarantee

/D

Explaining the money-back guarantee.  Ethics are the basic principles that

govern a salesperson's behavior.  Salespeople who are ethical treat customers

fairly, present their products truthfully, and provide as much information as

possible.  Explaining the money-back guarantee is an example of ethical

behavior because salespeople are reassuring customers that their money will be

refunded if they are not satisfied with the product.  Offering an expensive

weekend trip might be unethical if it is actually a bribe.  Saying the product

will increase profit might be unethical if the salesperson is exaggerating or

misrepresenting the product's capabilities.  Giving an unusually high discount

might be illegal if the same type of discount is not available to all customers

who buy the same quantity of the same product.
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A salesperson can most often obtain accurate information about accessory

product benefits and features by

A. assessing service and warranty information.

B. surfing the Internet for product testimonials.

C. talking with customers who have used the product.

D. conducting a focus group that includes competitors.

/C

Talking with customers who have used the product.  By talking with customers

who have used an accessory product, salespeople can learn the advantages and

disadvantages of the product in a variety of situations.  Salespeople can draw

on the information obtained from previous customers and use it to help new

customers make appropriate buying decisions based on their wants and needs.

Service and warranty information will not generally provide details regarding a

product's benefits.  Although surfing the Internet for testimonials is

possible, it may not be a reliable information source.  Conducting a focus

group consisting of customers might generate discussion about product benefits

and features.  However, competitors would not generally be included in the

process.
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Which of the following is a characteristic of many types of men's slacks that

allows customers to buy slacks that are the correct length:

A. Tailored to fit narrow waists

B. Hemmed to an inseam measurement

C. Made of lightweight fabrics

D. Designed for an active lifestyle

/B

Hemmed to an inseam measurement.  A characteristic of many types of men's

slacks is that they are prehemmed based on an inseam measurement.  The

advantage to customers is that they can buy slacks that are the correct length

based on the length of their legs.  This eliminates the need to have slacks

altered.  Slacks are often tailored to fit narrow waists, but that does not

affect the length.  The type of fabric and the design do not affect the length

of slacks.
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Which of the following dress styles usually makes a short, heavy woman appear

more slender:

A. Tent

B. Shirtwaist

C. Sheath

D. Jumper

/C

Sheath.  A sheath is a dress that does not have a seam at the waistline.  A

sheath hangs from the shoulders and curves in slightly at the waist.  As a

result, this style of dress usually makes a short, heavy woman appear more

slender because it does not accentuate the waist.  The straight line adds

height which also makes the woman seem more slender.  A tent dress is large and

shapeless and would make the woman appear heavier.  The shirtwaist has a

distinct waistline and often makes a short woman appear even shorter.  Jumpers

also often have distinct waistlines.

$$83

Which of the following is a characteristic of some types of men's belts that

makes them practical and versatile:

A. Reversible

B. Inexpensive

C. Patterned

D. Multicolored

/A

Reversible.  Some types of men's belts are reversible, which means they are a

different color on each side and can be worn on each side.  For example, many

belts are a combination of colors such as black on one side and brown on the

other side.  This characteristic makes the belts practical and versatile

because men can purchase one belt and wear it with many different colors of

slacks.  Although some of these belts might be inexpensive, that is not the

characteristic that makes them practical and versatile.  Belts that are

patterned or multicolored usually go well only with certain slacks; therefore,

they are not practical and versatile.
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Which of the following is a characteristic of swimwear made of spandex that

adds to the comfort of the swimwear:

A. Warm

B. Elastic

C. Heavy

D. Nonabsorbent

/B

Elastic.  Many types of swimwear are made of spandex because this fiber is very

elastic, which adds to the comfort of the swimwear.  Swimwear made of spandex

stretches and expands to allow people to move freely.  However, because of the

elasticity of the fiber, the swimwear returns to its original shape.  Spandex

is not warm or heavy.  Spandex is nonabsorbent, but that is not a

characteristic that adds to the comfort of the swimwear.
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Identifying a sportswear store's specific needs and problems is an important

part of preparing to make a(n)

A. cold call.

B. new appointment.

C. unplanned visit.

D. sales presentation.

/D

Sales presentation.  When preparing for a sales presentation, salespeople want

to obtain information about how the sportswear store operates in order to

identify specific needs and problems.  Then, salespeople can prepare

presentations that address these specific needs and solve problems that are

unique to that customer.  Salespeople who are able to address a customer's

specific needs in a sales presentation often are more successful in making the

sale.  Cold calls are unannounced or unplanned visits by a salesperson to

prospects about whom little may be known.  The purpose of cold calls is to

identify possible customers rather than to make sales presentations.  After

salespeople make appointments with customers, they begin to identify customers'

needs in order to prepare the sales presentation.
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Apparel salespeople should consider customers' complexions, and their eye and

hair shades when helping them select the most flattering

A. styles.

B. designs.

C. lines.

D. colors.

/D

Colors.  Customers' complexions, and their eye and hair shades have a

significant effect on the colors of clothing that are the most flattering to

them.  Certain colors go well with certain complexions and eye and hair shades,

while others do not.  Apparel salespeople should consider these factors when

helping customers select the most flattering colors because the right color of

clothing brings out the best in a person's natural coloring.  Customers' body

types rather than coloring are important to consider when helping them select

the most flattering styles, designs, and lines.
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Which of the following is a factor that might help a clothing store customer

make the decision to buy now:

A. One-of-a-kind item

B. Value-added services

C. Five-year warranty

D. End-of-season discount

/D

End-of-season discount.  Sales are often lost because the clothing store

salesperson does not help the customer determine when to buy-the time decision.

One factor that often affects a time decision is financial.  A salesperson

explaining an end-of-season discount may help a customer to decide to buy now

to save money because a comparable product will be more expensive when the new

season begins.  One-of-a-kind item, value-added services, and five-year

warranty are factors that might influence the customer in reaching a price

decision rather than a time decision.
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An important way to size and fit men's dress shirts is to

A. ask the customer.

B. read a size chart.

C. check the label.

D. measure the neck.

/D

Measure the neck.  Men's dress shirts are sized according to the neck

measurement and the sleeve length.  Therefore, one of the first things a

salesperson should do is measure the customer's neck.  The neck measurement is

the first number listed on the label such as 16 1/2 x 34.  This indicates that

the shirt fits a man whose neck measures 16 1/2 inches.  A customer buying a

dress shirt for the first time may not know his neck measurement.  Reading a

size chart and checking the label are not effective unless the neck measurement

is known.
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What should a salesperson help a customer determine when fitting the customer

with a new pair of shoes?

A. Style and color

B. Manufacturer and price

C. Comfort and support

D. Construction and use

/C

Comfort and support.  One of the most important considerations when selling

shoes is helping customers determine if the shoes are comfortable and provide

support.  Shoe salespeople know what to look for in shoes to help customers

select shoes that meet their needs but also provide comfort and support.

Wearing shoes that are uncomfortable or do not provide proper support often

leads to long-term foot problems.  The style and color will be obvious to the

customer, and the name of the manufacturer and price are printed on the box.

Customers know how they will use the shoes and may not be interested in

detailed information about the construction.
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What style of slacks might a salesperson sell to a woman who wants the width at

the knee to be the same as the width at the hem?

A. Tapered

B. Classic

C. Flared

D. Straight

/D

Straight.  Slacks are available in many styles to satisfy the wants and needs

of customers.  If a customer wants the width at the knee to be the same as the

width at the hem, a salesperson should show the customer the straight style.

Tapered slacks are narrower at the hem than at the knee.  Flared slacks are

wider at the hem than at the knee.  Classic is a length rather than a style.
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Why is it important to provide a question-and-answer period during a sales

presentation to a group of buyers for an apparel chain?

A. To involve participants

B. To explain qualifications

C. To summarize advantages

D. To prevent interruptions

/D

To prevent interruptions.  Salespeople often develop structured sales

presentations when meeting with groups.  To enable the presentation to go as

planned, salespeople often announce at the beginning that there will be a

question-and-answer period at the end.  This technique prevents members of the

group from interrupting with questions throughout the presentation.

Interruptions are distracting not only to the presenter, but also to others in

the group.  The question-and-answer period is intended to answer any concerns

the group might have or provide additional information that was not included in

the presentation.  It is not intended to involve participants, explain

qualifications, or summarize advantages.
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A customer makes a cash payment on a clothing store charge account.  What key

on the electronic cash register should a store employee hit to record the

payment?

A. NS

B. CH

C. RA

D. PO

/C

RA.  The RA key is one of the specialized keys on an electronic cash register.

RA is an abbreviation for received on account and is the key that a store

employee should hit to record the payment a customer makes on the store's

charge account.  Some customers prefer to make monthly payments in cash at the

store; therefore, employees need to know how to properly record the payment.

NS is the no sale key.  CH is the charge key that indicates a credit

transaction.  PO is the paid out key.
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What should an apparel store employee explain to a customer before arranging

alterations on an expensive garment?

A. Alterations usually are not effective.

B. Altered clothing may not be returned.

C. Alterations are very costly.

D. Altered clothing is uncomfortable.

/B

Altered clothing may not be returned.  Apparel store employees should make it

clear to customers that altered clothing may not be returned.  This is

important information because a customer may decide not to buy the garment that

needs to be altered but find a suitable substitute, so the item can be returned

if the customer is not completely satisfied.  Once alterations have been made,

the item belongs to the customer.  Alterations usually are effective if done by

a trained alterations expert.  The cost of alterations depends on the garment

and the type of alterations needed.  Some are very inexpensive.  Altered

clothing usually is not uncomfortable.

$$94

What type of delivery service might a specialty boutique use to deliver

clothing items only to local customers who are unable to drive themselves?

A. Independent courier

B. Company-owned fleet

C. Private carrier

D. Distribution center

/A

Independent courier.  Independent couriers are businesses that deliver for a

variety of companies.  Many courier companies specialize in delivering small

packages within a certain area.  This is beneficial to specialty boutiques that

have customers who are unable to drive and pick up packages themselves.  The

boutique can arrange for delivery on an as-needed basis for a very reasonable

price.  The service benefits customers who often continue to buy from the

boutique because of the availability of delivery.  A specialty boutique would

not own a fleet of vehicles for delivery purposes.  A private carrier handles

major deliveries for one company.  A distribution center does not deliver to a

boutique's customers.
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Salespeople who promise discount clothing stores that profits will increase by

a certain amount if they buy a specific type of receiving equipment may be

guilty of

A. discrimination.

B. incentive selling.

C. sales puffery.

D. misrepresentation.

/D

Misrepresentation.  Misrepresentation involves exaggerating the capabilities of

a product or promising more than a product can provide.  An example of

misrepresentation is promising discount clothing stores that profits will

increase by a certain amount if they buy a specific type of receiving

equipment.  If a customer buys the product based on a salesperson's statement

and the product does not generate the promised profit, the customer may sue the

business.  Misrepresenting products is illegal and may be costly to businesses

if they are sued.  Salespeople should be as factual as possible and provide

exact product information to avoid misleading customers.  Promising more than a

product can provide is not an example of discrimination, incentive selling, or

sales puffery.
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What is the main reason a clothing store employee should know how to properly

pack delicate apparel items?

A. To prevent breakage

B. To prepare for shipment

C. To wrap as a present

D. To decrease wrinkling

/D

To decrease wrinkling.  Delicate apparel items, such as silk blouses, will

wrinkle if not packed properly.  Clothing store employees should know how to

pack each item correctly so the item is in good condition when it arrives at

its destination.  Customers expect their purchases to be wrapped appropriately.

Delicate apparel items are not breakable.  In many cases, customers buy

apparel items for themselves so the items are not prepared for shipment or

wrapped as a present.  However, if the items are to be shipped or are presents,

the employee should wrap them properly to decrease wrinkling.
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An advantage to a clothing store of selling gift certificates is that the

certificates often

A. attract new customers.

B. are sold at a discount.

C. replace store credit.

D. lower operating expenses.

/A

Attract new customers.  A benefit of selling gift certificates is that

customers often purchase them as gifts for people, and many of these people

might not be current customers of the store.  As a result, the store attracts

new customers who might become regular customers if they are satisfied with the

service and merchandise.  Stores sell gift certificates at face value rather

than at a discount.  Gift certificates are another method of paying for items

and are not intended as a replacement for store credit.  Selling gift

certificates does not lower operating expenses.
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Why is it often easier for a salesperson for a clothing manufacturer to write a

solicited sales letter than an unsolicited sales letter?

A. Customer wants the information.

B. More facts and figures are available.

C. Customer knows the salesperson.

D. Supporting data are not necessary.

/A

Customer wants the information.  A solicited sales letter is a letter written

in response to a request from a customer or potential customer.  This type of

letter is often easy for a salesperson to write because the customer already

has an interest in the business or product and wants more information.  An

unsolicited sales letter is a letter sent to customers or potential customers

who did not request the letter.  These are often difficult to write because

they need to gain customers' attention and attract them to a product they may

not know anything about.  Facts and figures usually are available when writing

both solicited and unsolicited sales letters.  Customers do not necessarily

know the salesperson when they request additional information.  Supporting data

are important to include in both solicited and unsolicited sales letters.
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Which of the following topics might be included in refresher training for

experienced jewelry salespeople:

A. General company overview

B. Basic product information

C. Record-keeping requirements

D. Revised inventory policies

/D

Revised inventory policies.  Refresher training for experienced jewelry

salespeople is needed to reinforce previous training and keep sales

representatives current.  Sales training meetings should be held regularly,

perhaps on a monthly basis, and no less than annually.  The content of these

meetings might include updates on topics such as revised inventory policies.

The content of sales training for new recruits usually includes a general

company overview, basic product information, and record-keeping requirements.

This is information that will be known to experienced salespeople.
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