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$$0

To reduce the amount of time it takes to prepare menu items, a sandwich shop

might decide to place an order for __________ foods.

A. perishable

B. nutritious

C. edible

D. convenience

/D

Convenience.  Convenience foods are those food items that have been processed

or prepared to a certain extent.  They are not in their raw state, therefore,

they require less preparation time.  Convenience foods might include such items

as precooked chicken patties that can be heated quickly in a microwave oven.  A

sandwich shop might decide to place an order for that item because using

precooked patties will reduce the amount of time it takes to prepare chicken

sandwiches.  Ordering convenience foods is an option for shops that want to be

able to quickly serve a quality product to customers.  Perishable foods often

are purchased in their raw state, such as fresh fruits and vegetables, and

require time to prepare.  Ordering nutritious foods does not reduce preparation

time.  Food items, by definition, are edible.

$$1

Channel 10 News recently aired a story about a local buffet-style restaurant

providing meals for the winter holidays to homeless people in the community.

The news story is an example of

A. pricing.

B. distribution.

C. publicity.

D. retailing.

/C

Publicity.  Publicity is any nonpersonal presentation of ideas, goods, or

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

it.  Pricing involves determining and adjusting prices to maximize return and

meet customers' perceptions of value.  Distribution involves moving, storing,

locating, and/or transferring ownership of goods and services.  Retailing

involves buying goods and selling them to the final user.

$$2

One way that large quick-serve restaurant chains expand operations is by

A. selling franchises.

B. hiring more employees.

C. identifying customers.

D. eliminating competitors.

/A

Selling franchises.  Large quick-serve restaurant chains account for the

majority of sales in that industry.  One way the chains expand operations is by

selling franchises that allow individuals or companies to buy the right to sell

a chain's products under a licensing arrangement.  The franchisees provide the

funds to open and operate a new restaurant.  As a result, the chain has more

restaurants available and receives compensation from the franchisee in the form

of royalties or a percentage of revenue.  Today, franchises are a significant

portion of the quick-serve restaurant industry.  Chains do not expand

operations by hiring more employees, identifying customers, or eliminating

competitors.

$$3

What do cafeterias usually establish during the early stages of the purchasing

process?

A. Contract requirements

B. Requisition procedures

C. Delivery arrangements

D. Product specifications

/D

Product specifications.  Before cafeterias can purchase the items they need to

operate the cafeteria or to resell, they first need to develop specifications

for those items.  For example, if a cafeteria needs to buy a new copier, it

must decide what copier features and capabilities it needs.  One cafeteria

might need a high-speed, color copier while another cafeteria needs only a

small copier for occasional use.  Developing specifications for a product early

in the purchasing process enables cafeterias to buy the right product rather

than a product that is too complicated or too simple for its needs.  Contracts

are negotiated after a vendor has been selected.  Requisition procedures are

the methods a cafeteria uses to place an order.  Delivery arrangements are

negotiated with vendors later in the purchasing process.

$$4

A trend in the quick-serve restaurant industry involves this type of restaurant

operation locating in

A. metropolitan areas.

B. suburban communities.

C. commercial facilities.

D. freestanding buildings.

/C

Commercial facilities.  As the quick-serve restaurant industry continues to

grow, it looks for new areas of expansion.  Now, these restaurants are opening

locations in many types of commercial facilities such as airline terminals,

large retail establishments, colleges and universities, etc.  The advantage to

the restaurant is that it grows and increases sales.  The advantage to the

commercial facilities is that they offer food service to customers without

incurring the expense of operating a restaurant.  Quick-serve restaurants

traditionally operate in metropolitan areas and suburban communities.  In these

locations, they usually are housed in freestanding buildings.

$$5

Which of the following is an example of a pizza restaurant using technology to

control costs:

A. Purchasing coffee-brewing equipment

B. Obtaining a rack-type dishwashing machine

C. Installing an automated beverage dispensing system

D. Having refrigeration units that can be opened from inside

/C

Installing an automated beverage dispensing system.  As a result of

technological advances, automated beverage dispensing systems have been

developed that allow restaurants to preset the portions that will be poured.

These systems can be programmed to dispense certain amounts of a beverage which

eliminates the possibility of a server pouring too much.  By installing

automated beverage dispensing systems, pizza restaurants can control costs

because they are serving preset sizes of drinks.  Purchasing coffee-brewing

equipment and obtaining a rack-type dishwashing machine are not examples of

using technology to control costs.  Being able to open refrigeration units from

the inside is a safety factor rather than a way to control costs.

$$6

Preventing vendor theft usually requires a quick-serve restaurant to develop

policies and procedures to control the

A. delivery system.

B. ordering process.

C. supply chain.

D. dining area.

/A

Delivery system.  The delivery system involves the methods the quick-serve

restaurant uses to receive and store goods.  This is also the time when most

vendor theft occurs because vendors are dropping off orders and have access to

the restaurant's receiving and storage areas.  Therefore, developing policies

and procedures to control the delivery system will help to prevent vendor

theft.  This might include limiting vendor access to the restaurant or having

an employee monitor vendors at all times.  The ordering process involves the

restaurant placing an order with a vendor.  The supply chain includes all those

involved in moving products from the producer to the final user.  Restaurants

often develop policies and procedures that control the dining area to prevent

employee or customer theft.

$$7

What should quick-serve restaurant employees do to help safeguard cash in the

registers?

A. Refuse to cooperate with possible robbers

B. Remember to set the alarm system at night

C. Be alert for suspicious looking customers

D. Observe vendors while they deliver orders

/C

Be alert for suspicious looking customers.  Quick-serve restaurants often take

in a lot of cash throughout the day so it is important for employees to do

their part to help safeguard the cash.  One way that employees can help is to

be alert for suspicious looking customers.  These customers may be lingering in

the restaurant and waiting for a time when the employees are busy so they will

have an opportunity to take cash from the registers.  If employees notice

suspicious looking customers, they should pay close attention to their actions

in order to safeguard the cash.  Employees should cooperate with robbers so

robbers will leave the restaurant quickly.  Setting the alarm system at night

will help to prevent burglaries.  Observing vendors during the delivery process

will help to prevent vendor theft.

$$8

To make sure that hot food items are being maintained at the correct

temperature, cafeteria employees should check the temperature in the

A. holding unit.

B. cooking equipment.

C. serving pans.

D. center of the items.

/D

Center of the items.  Hot food items must be maintained at the correct holding

temperature to prevent the growth of bacteria that might cause food poisoning

or infection.  To make sure the hot foods are being held at the correct

temperature, cafeteria employees should check the temperature in the center of

the items.  If the temperature in the center is correct, the temperature will

be appropriate throughout the food item because the center is the last section

that reaches the correct temperature.  Holding units should be maintained at a

certain temperature, but that does not guarantee that the food items are being

maintained at the correct temperature.  Food is moved from the cooking

equipment to holding units and serving pans.

$$9

What do many quick-serve restaurants require their employees to wear in order

to minimize the potential for falls?

A. Hair restraints

B. Slip-resistant shoes

C. Plastic aprons

D. Fire-resistant uniforms

/B

Slip-resistant shoes.  Quick-serve restaurants are concerned with providing a

safe workplace and have developed safety policies and procedures for employees

to follow.  In many restaurants, one of these policies involves requiring

employees to wear slip-resistant shoes.  These shoes have a rubberized sole

that prevents slipping on wet or slippery floors.  Wearing hair restraints,

plastic aprons, and fire-resistant uniforms does not minimize the potential for

falls.

$$10

Why do most quick-serve restaurants keep garbage that is stored in an outside

area in closed containers?

A. To prevent accidents

B. To avoid safety hazards

C. To control pests

D. To follow regulations

/C

To control pests.  Garbage that is stored in an outside area often attracts

pests unless the garbage is kept in closed containers.  The closed containers

prevent access so pests cannot infest the containers.  If pests infest outside

garbage containers, there is a likelihood that they will eventually move into

the building.  Keeping garbage in closed containers is usually part of an

effective pest control program.  Restaurants do not keep garbage in closed

containers to prevent accidents, avoid safety hazards, or follow regulations.

A pest infestation is a health hazard rather than a safety hazard that might

cause accidents.  In many cases, the storage of garbage is not regulated.

$$11

A quick-serve restaurant requiring trash to be picked up three times a week is

an example of a(n) __________ plan.

A. odor control 

B. waste disposal

C. food sanitation

D. germ prevention

/B

Waste disposal.  Quick-serve restaurants set up waste disposal plans based on

the amount of waste that the restaurant generates on a regular basis.  Many

restaurants generate a lot of trash from paper products, cartons, packaging

materials, etc.  These items must be picked up regularly to keep the restaurant

area clean.  Therefore, restaurants usually schedule trash pick up so many

times a week to make sure the trash does not accumulate and create a health

hazard.  A secondary benefit of picking up trash regularly is that odor is

controlled, although requiring trash pick up is not an example of an odor

control plan.  Requiring trash to be picked up three times a week is not an

example of a food sanitation plan or a germ prevention plan.

$$12

Laws that affect quick-serve restaurant health and sanitation often make it

possible for governmental agencies to

A. fine restaurants for noncompliance.

B. provide training to restaurant employees.

C. accept money from restaurants to cover expenses.

D. take over the operation of unsanitary restaurants.

/A

Fine restaurants for noncompliance.  There are many laws in place that affect

quick-serve restaurant health and sanitation.  The purpose of the laws is to

protect customers from unhealthy conditions and unsanitary food products that

might cause illness, or even death.  Therefore, most of these laws give

governmental agencies the authority to inspect quick-serve restaurants for

health and sanitation violations.  If they discover any violations, they also

have the authority to make the restaurants correct the problems.  If

restaurants fail to do so within a specified period of time, the agencies may

fine the restaurants for noncompliance.  The threat of a financial penalty

often is sufficient to make restaurants comply with health and sanitation laws.

Governmental agencies do not provide training to restaurant employees, accept

money from restaurants to cover their expenses, or take over the operation of

unsanitary restaurants.

$$13

What is a guideline that pizza restaurant managers should follow in a staff

meeting to obtain a variety of opinions?

A. Dominate the conversation

B. Encourage lengthy comments

C. Involve all participants

D. Maintain total authority

/C

Involve all participants.  Obtaining a wide variety of opinions is an effective

way to solve problems.  However, not all participants in a staff meeting may be

willing to voice their ideas.  Some participants may be quiet or shy and less

likely to speak than participants who are more domineering.  Managers should

make a point of involving all participants and encouraging the quiet ones to

speak and share their opinions.  Managers should not dominate the conversation

because that makes it more difficult to obtain a variety of opinions.  If

comments are too lengthy, members may become bored and lose interest in the

meeting.  Although managers usually lead the staff meeting, they should share

the authority to solve problems with the meeting participants.

$$14

What is one way that quick-serve restaurant supply businesses use satellite

technology in the distribution function?

A. To locate vendors

B. To gain remote access

C. To track shipments

D. To download orders

/C

To track shipments.  Satellite technology involves the use of orbiting

satellites to track vehicles.  Once a shipment is placed on a truck or other

mode of transportation, the shipment can be tracked by satellite so quick-serve

restaurant supply businesses know where it is at all times.  This technology

makes it possible for businesses to reduce the possibility of misplacing a

shipment, and also permits them to tell their customers exactly where the

shipment is and when it will be delivered.  Satellite technology is not used to

locate vendors, gain remote access, or download orders.

$$15

Which of the following is it important for quick-serve restaurant employees to

check when inspecting food deliveries:

A. Temperature of refrigerated items

B. Thickness of all hamburger patties

C. Taste of various soft drinks

D. Texture of processed cheese products

/A

Temperature of refrigerated items.  Refrigerated food items, such as meats and

dairy products, should be kept at certain temperatures at all times.  The

recommended temperature varies depending on the type of food item.  Therefore,

quick-serve restaurant employees should know the correct temperature for

refrigerated items and make sure the items meet those standards.  If

refrigerated items are not kept cold enough, they may spoil and not be suitable

to use.  Employees should check the temperature and refuse delivery of items

that are not properly refrigerated.  Employees do not check the thickness of

all hamburger patties, but might make a random check to verify that the order

is correct.  Employees do not taste the various soft drinks or examine the

texture of processed cheese products.

$$16

Why is it important for quick-serve restaurants to establish schedules for the

delivery of food items?

A. To clean storage area before delivery

B. To rotate supplies to the dining rooms

C. To have time to properly receive orders

D. To make sure the alarm system is turned off

/C

To have time to properly receive orders.  It is important for quick-serve

restaurants to have enough time to properly process incoming food orders.

Therefore, they usually establish receiving schedules so only one vendor

delivers at a certain time.  This makes it possible to have enough employees on

hand to verify that the correct items were delivered, check the quality of

those items, and complete the necessary paperwork.  If too many orders arrive

at the same time, employees will be rushed and might accept incomplete orders

or low-quality foods.  Restaurants clean storage areas on a routine basis

rather than before a delivery.  Restaurants turn off the alarm system when

opening in the morning.  Restaurants rotate supplies to the dining rooms when

needed rather than when deliveries are scheduled.

$$17

Why do hamburger restaurants maintain a supply of napkins, straws, plastic

utensils, and condiments in the dining area?

A. To speed up turnover

B. To reduce supply space

C. To provide for self-service

D. To offer family-style dining

/C

To provide for self-service.  Most hamburger restaurants maintain a supply of

napkins, straws, plastic utensils, and condiments on a table or counter in the

dining area.  This arrangement makes it easy for customers to stop at the table

after receiving their food order to pick up the supplies and condiments that

they need.  Having the ability to serve themselves allows customers to take

only what they need.  Maintaining a supply and condiment area also allows

customers to return if they need additional items, such as another napkin or

more catsup.  A characteristic of this type of restaurant is fast turnover.

Restaurants do not maintain supplies and condiments in the dining area to speed

up turnover, reduce supply space, or offer family-style dining.

$$18

What do buffet-style restaurants need to do to keep the serving line adequately

stocked?

A. Monitor the food level

B. Prepare large quantities

C. Review menu options

D. Offer a wide selection

/A

Monitor the food level.  Buffet-style restaurants need to keep the serving line

adequately stocked at all times.  To do this, they monitor the food level in

order to restock the line as quickly as possible when the supply starts to run

low.  Restaurants do not want the serving lines to run out of popular food

items because this often upsets customers and results in the restaurant losing

money.  Therefore, restaurants develop a system to monitor the food level and

restock when necessary.  Restaurants try to prepare the quantity that customers

will buy.  This might be a large or small quantity depending on the food item

and customer demand.  Buffet-style restaurants usually offer a wide selection

which makes it important to carefully monitor the level of each food item to

keep the line adequately stocked.  Restaurants review menu options when

deciding whether to eliminate certain items or offer new items.

$$19

To prevent contact that might cause cross-contamination, it is important for

quick-serve restaurants to store raw foods

A. in refrigerated cases.

B. away from cooked foods.

C. on the top shelves.

D. next to fresh vegetables.

/B

Away from cooked foods.  Raw foods should always be stored away from cooked

foods to prevent contact that might cause cross-contamination.  Before being

cooked, it is possible that bacteria exists in some raw foods that might

contaminate cooked foods if the two foods come in contact with each other.  For

example, a restaurant cuts raw chicken into serving portions and precooks some

to be prepared for the next day.  The cooked chicken must be stored away from

the raw chicken because of the possibility of cross-contamination.  Not all raw

foods need to be stored in refrigerated cases or on the top shelves.  Fresh

vegetables are a type of raw foods.

$$20

A cafeteria that stores potatoes and onions between 50?F and 70?F is keeping

those items

A. at room temperature.

B. under chilled conditions.

C. in dry storage.

D. in a natural state.

/C

In dry storage.  Different types of food items need to be stored in different

conditions.  Certain items, such as potatoes and onions, should be kept in dry

conditions in a cool temperature.  This is known as dry storage.  The

temperature is lower than room temperature and helps to keep the items in good

condition for a longer period of time.  Items stored in temperatures between

50?F and 70?F are not chilled.  If the items were in a natural state, they

would be in the fields where they are grown.

$$21

A coffee shop that has supplies and fresh food items delivered daily usually is

able to

A. negotiate a low price with many vendors.

B. reduce the number of employees on staff.

C. eliminate the need for refrigeration units.

D. allocate a small amount of space for storage.

/D

Allocate a small amount of space for storage.  Some coffee shops prefer to have

supplies and fresh food items delivered daily.  The advantage is that they need

only a small amount of space for storage because the items they use are

replenished every day.  Therefore, the frequency of delivery is often a factor

when considering the amount of space to allocate for storage.  With daily

deliveries, the coffee shop can designate a small area for storage and use the

majority of available space to prepare menu items and serve customers.  Having

daily deliveries does not necessarily mean that the coffee shop can negotiate a

low price with many vendors or reduce the number of employees on staff.  It

will not be possible to eliminate the need for refrigeration units because some

food items must be refrigerated before use even if they are delivered daily.

$$22

To reduce the amount of time that inventory spends in central storage

facilities, taco restaurant chains often use a warehousing method referred to as

A. cross docking.

B. concentrated circulation.

C. indirect routing.

D. exclusive disbursement.

/A

Cross docking.  Cross docking is a distribution method that often reduces or

eliminates the need to store goods for long periods of time in central

warehousing facilities.  Cross docking is a favorable distribution method for

highly perishable goods such as produce.  Cross docking involves the movement

of items so that the products are received, sorted, and shipped immediately to

the individual taco restaurants.  Concentrated circulation, indirect routing,

and exclusive disbursement are not commonly used terms to describe distribution

and warehousing concepts.

$$23

A donut shop orders $4,650 worth of display cases from a manufacturer that

agrees to ship the order FOB destination.  If shipping charges are 1 1/2% of

the cost of the order, what amount will the shop pay?

A. $4,650.00

B. $4,696.50

C. $4,719.75

D. $4,731.25

/A

$4,650.00.  Donut shops usually negotiate for the most economical shipping

method in order to save money on delivery charges.  If the shipping charges are

stated as FOB destination, the manufacturer owns the display cases during

shipment and pays the shipping charges to move the cases to the business.  This

is often cost effective for shops because they do not pay shipping charges and

are not responsible for the order until the products are delivered.  Therefore,

in this situation, the shop pays only the price of the order, which is $4,650.

$$24

What is the advantage to an ice-cream store of planning to close a few hours

early one night during the week to count inventory?

A. All employees are not needed.

B. Process can be completed quickly.

C. Merchandise can be rearranged.

D. Store does not need to pay overtime.

/B

Process can be completed quickly.  By closing a few hours early one night

during the week to count inventory, an ice-cream store can complete the count

quickly because employees can concentrate on the inventory rather than on

taking care of customers.  This is an advantage to a store because it does not

need to devote a lot of time to counting inventory and needs to remain closed

for only a short time.  Stores should plan ahead to close on a night during the

week when the store usually is not busy so very few customers will be affected.

Also, by planning ahead, a store can inform customers of its intent to close

so as not to inconvenience them.  A store would most likely schedule all of its

employees to help with the inventory count to speed up the process.  It may be

necessary to pay overtime if some employees are scheduled to work longer than

usual.  Stores do not plan to close early when counting inventory to rearrange

merchandise.

$$25

Quick-serve restaurants often consider the level of goods that should always be

in inventory as well as potential delivery problems when establishing food

A. grading standards.

B. product specifications.

C. quality guidelines.

D. requisition procedures.

/D

Requisition procedures.  Restaurants usually consider a variety of factors when

establishing food requisition procedures.  One of these is the level of goods

that should always be in inventory.  When the level drops to a certain amount,

a purchase requisition is generated to buy additional goods.  Another factor is

potential delivery problems, which may prevent orders from arriving on

schedule.  To offset that problem, a restaurant might keep a certain level of

safety stock on hand to avoid running out of items.  The goal of establishing

food requisition procedures is to always have the right amount of goods in

inventory rather than too much or too little.  Grading standards are the

ratings assigned to food products.  Product specifications are standards that

are established and described in detail.  Quality guidelines are standards to

use to rate the degree of excellence of a food product.

$$26

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

criteria that buffet-style restaurants use to

A. evaluate channel members.

B. select transportation methods.

C. identify storage systems.

D. develop shipping procedures.

/A

Evaluate channel members.  Buffet-style restaurants usually evaluate channel

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

In order to evaluate performance, restaurants develop criteria such as delivery

time, promotional assistance, and return policies.  If restaurants 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 restaurants use to select

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

$$27

Which of the following is a limit to economic freedom in a private enterprise

system:

A. Private property

B. Personal choices

C. Profit motive

D. Pricing systems

/B

Personal choices.  Even though there are many economic freedoms in a private

enterprise system, there also are certain limits.  We are limited by our own

choices.  If we choose to buy one thing, we may not have enough money to buy

another.  We may need to choose which item is more important to us.  Private

property, profit motive, and pricing systems are characteristics of a private

enterprise system rather than limits to economic freedom.

$$28

There are 634,820 people in the labor force in a large metropolitan area.  If

34,290 are currently out of work, what is the rate of unemployment?

A. 5.4%

B. 5.8%

C. 6.3%

D. 6.9%

/A

5.4%.  The unemployment rate is the percentage of those unemployed people in

the labor force who are actively looking for work.  To calculate the rate of

unemployment, divide the number of unemployed by the number in the labor force

(34,290 ÷ 634,820 = .0540 or 5.4%).  The rate of unemployment is used to

analyze the condition of the economy.  A low unemployment rate indicates a

healthy economy because most of the people who want to work are working.

However, a high unemployment rate indicates a slowdown in the economy because

more people are out of work.

$$29

Withdrawing cash from a checking account at an automated teller machine (ATM)

is an example of using

A. financial databases.

B. spreadsheet software.

C. electronic funds transfer.

D. personal identification numbers.

/C

Electronic funds transfer.  Electronic funds transfer (EFT) makes it possible

to move money from one account to another, deposit money, and withdraw money by

computer.  An example of using electronic funds transfer is withdrawing cash

from a checking account at an ATM.  With the use of a debit card or a credit

card, an individual can access the bank's computer system and withdraw funds

from his/her checking or savings account.  A database is a collection of

information.  Spreadsheet software is used for calculations.  An ATM might

require an individual to type in a personal identification number (PIN) to

access the system, but that is not an example of using electronic funds

transfer.

$$30

When deciding whether to accept credit cards, sandwich shops need to consider

the discount rate because the rate is a(n)

A. expense.

B. contract.

C. estimate.

D. receivable.

/A

Expense.  The discount rate is the total amount that a sandwich shop pays for

accepting a bank's credit card.  It includes the charge for each transaction,

the cost of processing the transaction, and the cost of sending the transaction

information to the processing center.  Shops need to consider the discount rate

when deciding whether to accept credit cards because the rate is an expense.

This rate varies from bank to bank and often ranges from 2% to 5% of a shop's

credit sales depending on the shop's sales volume and size of sales.

Therefore, shops usually shop around for the best rate in order to reduce the

expense of accepting credit cards.  The discount rate is not a contract, an

estimate, or a receivable.

$$31

A start-up quick-serve restaurant supply business needs to purchase $35,000

worth of inventory.  Calculate the amount the business will need to finance if

vendors will provide 50% on credit and the owner will contribute $3,500.

A. $14,000

B. $15,750

C. $16,000

D. $17,500

/A

$14,000.  Purchasing inventory is often a major expense for a start-up

quick-serve restaurant supply business.  Many times, vendors will provide some

of the inventory on credit which gives the business the chance to sell the

goods and generate cash.  Also, business owners usually help pay expenses for a

start-up company.  To determine the amount the business will need to finance to

purchase the necessary amount of inventory, first determine the amount the

vendors will provide on credit ($35,000 x 50% or .50 = $17,500).  Add to that

figure the amount the owner will contribute and subtract the total from the

inventory value ($17,500 + $3,500 = $21,000; $35,000 - $21,000 = $14,000).  The

business will need to finance $14,000 to purchase inventory.

$$32

A hamburger restaurant chain usually considers economic and demographic

information when the chain is planning to

A. add new locations.

B. renovate existing stores.

C. buy from new vendors.

D. eliminate certain products.

/A

Add new locations.  Hamburger restaurant chains analyze a variety of

information when planning to add new locations.  For example, they consider

economic information which is data about such economic factors as unemployment,

income, sales, cost of living, interest rates, prices, and taxes.  This

information indicates the condition of the economy and whether people have

sufficient income to buy.  They also consider demographic information which

involves the physical and social characteristics of the population such as age

and occupation.  This information helps chains identify the products that will

appeal to specific segments of the market.  The economic and demographic

information helps chains decide if adding new locations will be profitable.

Chains do not consider economic and demographic information when planning to

renovate existing stores, buy from new vendors, or eliminate certain products.

$$33

What are general considerations that quick-serve restaurant supply businesses

must evaluate when assessing their ongoing marketing-information needs?

A. Production standards and mode

B. Variables and statistical range 

C. Sample size and measurement

D. Data relevancy and application

/D

Data relevancy and application.  Relevant information is data that has meaning

and is useful to the prosperity of the quick-serve restaurant supply business.

For example, keeping detailed customer records for defunct restaurants for

several years does not help an organization meet their current or projected

sales objectives.  The data is not relevant and has no use or application to

the current business situation.  Standards, mode, variables, range, sample

size, and measurement are important considerations in the marketing-information

collection process.  However, these factors or concepts are not necessarily

applicable to  the overall, long-term marketing-information management process.

These factors can change or differ for individual research projects.  For

example, the sample size for one survey is not necessarily the same for another

project.

$$34

A chain of taco restaurants might benefit from using a marketing decision

support system to manage certain types of marketing-information because it is

designed to

A. select reliable raw data from Internet sources.

B. assign valuation codes to written external data.

C. analyze a variety of factors for problem resolution.

D. administer surveys to people who meet appropriate qualifications.

/C

Analyze a variety of factors for problem resolution.  Marketing decision

support systems (MDSS) are computer-based systems that can generate specific

reports and statistical information.  The data are placed or simulated to

reflect a variety of situations that can be used by a chain of taco restaurants

to solve problems.  For example, a chain might use a MDSS to track customer

purchasing habits in an effort to make appropriate decisions about its menu

items.  Because each chain has different needs, a MDSS is not necessarily used

to select reliable data from Internet sources, assign appropriate valuation

codes to data, or administer surveys to people who meet qualifications.
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Which of the following data-processing methods is done quickly and does not

require the manual handling of raw data:

A. Optical scanning

B. Computer keyboarding

C. Cyber-opting

D. Voice networking

/A

Optical scanning.  Optical scanning techniques allow raw data to be read

electronically, often by bar codes.  It translates the data into meaningful

information.  Computer keyboarding is a manual method of handling raw data.

Cyber-opting and voice networking are not commonly used terms to describe

marketing-information management methods.
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A coffee shop's customer survey indicates that six out of ten survey

respondents rate service levels at level four on a rating scale ranging from

one to five.  This is an example of statistical data reported by

A. mode.

B. median.

C. mean.

D. module.

/A

Mode.  Mode is one measure of central tendency.  The mode is the answer to a

question that is given most often by respondents.  Mean refers to the

mathematical average of all responses.  A median is the middle value of the

established sample criteria; half of the data or responses are below the median

value, and half are above the median value.  Module is not a term used to

describe a measure of central tendency.
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What might a quick-serve restaurant chain develop with a foreign company to

make it easier for the chain 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 relationship 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 international 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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One reason for conducting a SWOT analysis for use in the marketing-planning

process is to identify a pizza restaurant's ___________ strengths and

weaknesses.

A. internal

B. financial

C. regional

D. external

/A

Internal.  A SWOT analysis is the systematic evaluation of a pizza restaurant's

internal strengths and weaknesses and external opportunities and threats.  It

is important for a restaurant to consider its internal strengths and weaknesses

in order to make marketing decisions that take advantage of external

opportunities or prevent external threats.  For example, if a restaurant is

financially sound, it will be able to produce more products when the

opportunity for growth presents itself.  Also, if a restaurant identifies a

shortage of trained workers, it can take steps to solve the problem before it

becomes a threat.  A restaurant's financial situation can be either an internal

strength or an internal weakness.  Regional is not a type of strength or

weakness.  Strengths and weaknesses are internal rather than external.
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A buffet-style restaurant is offering a special on prime rib to attract 20%

more customers than the 250 it usually serves.  How many servings of prime rib

should the restaurant be prepared to serve if it decides to also prepare an

additional 6%?

A. 300

B. 305

C. 310

D. 315

/D

315.  Buffet-style restaurants often have specials to attract more customers

and increase sales.  However, when offering specials, restaurants must forecast

the servings of food that will be needed to serve the expected increase in

customers.  The goal is to have the right amount of food in stock.  In this

situation, the restaurant usually serves 250 customers and hopes the special

will attract 20% more, or an additional 50 customers (250 x 20% or .20 = 50).

Also, the restaurant plans to prepare an additional 6% to serve 15 unexpected

customers (250 x 6% or .06 = 15).  Add the total number of additional customers

to the usual number to forecast the servings of prime rib that the restaurant

should be prepared to serve (250 + 50 + 15 = 315).
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What type of guidelines do cafeterias need to develop before they can evaluate

the effectiveness of their marketing plans?

A. Ethical principles

B. Performance standards

C. Sales procedures

D. Research techniques

/B

Performance standards.  Performance standards are specifications or statements

that are used as a basis for determining if the objectives of a marketing plan

have been met.  Cafeterias develop performance standards in order to evaluate

the effectiveness of their marketing plans.  For example, if a marketing

objective is to attract 100 new customers, a performance standard should

measure if that objective was successfully achieved.  Without these standards,

a cafeteria would not be able to determine if the marketing plan needs to be

adjusted or if it is performing as expected.  Ethics are the basic principles

that govern your behavior.  Sales procedures are the steps salespeople follow

to close a sale.  Research techniques are the methods used to gather

information.
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One reason a chain of taco restaurants assesses the trading area before opening

a new location is to determine if

A. the site is accessible to vendors.

B. there will be a need for advertising.

C. there is a sufficient target market.

D. the design blends with the community.

/C

There is a sufficient target market.  A chain of taco restaurants would assess

the trading area before opening a new location to identify the target market

which is the particular group of customers a restaurant seeks to attract.  The

reason for this is to identify the people within the trading area who are most

likely to become regular customers.  For example, a chain might assess the

people within the trading area on the basis of age, income, family size, etc.,

to determine if there is a sufficient market for a taco restaurant.  If a

sufficient target market does not exist, a chain probably would decide not to

open a new location in that trading area.  Chains do not assess the trading

area to determine if the site is accessible to vendors, if there will be a need

for advertising, or if the design blends with the community.
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Why do many quick-serve restaurants have drive-up windows to take customer

orders?

A. To accept coupons

B. To reduce cooking time

C. To save money

D. To provide convenience

/D

To provide convenience.  Many quick-serve restaurants have drive-up windows to

take customer orders because customers enjoy the convenience of being able to

order and purchase food without having to get out of their cars.  Therefore,

making the buying process convenient is one of the main reasons restaurants

have drive-up windows.  This added convenience often increases sales because it

is fast and easy for customers to use the drive-up window.  Although most

quick-serve restaurants accept coupons, that is not the reason for the drive-up

window.  Having drive-up windows does not reduce cooking time or save money.
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One way that coffee shop employees can control and manage their level of stress

is to

A. add more responsibility to their lives.

B. set realistic standards for themselves.

C. hurry to complete complicated tasks.

D. avoid developing too many friendships.

/B

Set realistic standards for themselves.  Coffee shop employees who set

realistic standards for themselves rather than expecting perfection all the

time are usually able to control and manage their level of stress.  It is

important for employees to understand that they cannot perform perfectly in all

situations and that they will make some mistakes.  Being aware of this helps

employees to manage stress because they will not set their goals so high that

they will often be unable to achieve them.  Striving to obtain perfection all

the time increases stress and may cause employees to think that they are

failures if they don't live up to those expectations.  Adding more

responsibility often increases stress.  Hurrying to complete complicated tasks

is an indication that employees are experiencing stress.  Developing

friendships is an effective way to reduce stress.
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To protect the information maintained in an employee's personnel file, most

quick-serve restaurants release that information only

A. after the employee retires.

B. with the employee's permission.

C. to the employee's family.

D. if the employee is being promoted.

/B

With the employee's permission.  Much of the information maintained in

personnel files is personal and confidential.  To protect that information from

getting into the wrong hands or being used inappropriately, most quick-serve

restaurants release the information only with the employee's permission.

Outside organizations, such as credit-card companies or mortgage companies, may

not access the information unless the employee signs a form giving the

restaurant permission to release certain information.  Even after an employee

retires, restaurants obtain permission to release information in the personnel

file.  Family members do not have access to an employee's personnel file.  If

the employee is being considered for promotion, certain people within the

restaurant may review information that pertains to the promotion such as

performance evaluations.
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Holding meetings to share ideas and discuss how to solve problems is one way

that buffet-style restaurant managers can involve employees in the __________

process.

A. leadership

B. recruitment

C. self-analyzing

D. decision-making

/D

Decision-making.  Many buffet-style restaurants encourage employees to

participate in the decision-making process because they realize that employees

often are able to help solve problems.  One way to involve employees is to hold

meetings and encourage employees to share ideas.  As a group, employees may be

able to identify problems in the workplace and decide how to solve those

problems in a way that will be acceptable to everyone.  Managers are the

leaders and have the final authority for deciding if the employees' ideas and

decisions will be implemented.  Managers usually do not involve employees in

the recruitment process.  Self-analyzing is an activity that employees perform

on their own rather than in a group meeting.
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What are the three primary characteristics of an effective control system in a

pizza restaurant?

A. Rigid, economical, and reactionary

B. Responsive, flexible, and transferable

C. Relevant, intangible, and rigid

D. Suitable, understandable, and timely

/D

Suitable, understandable, and timely.  Control is a management function that

monitors the work effort.  For managers to control business activities in an

effective manner, control methods must be applicable for the situation (e.g., a

cashier performs different activities than the pizza restaurant manager);

understandable so employees perform activities correctly; and timely (e.g.,

carry-out orders are not delivered before they are packed appropriately).

Generally, effective control systems are also economical (cost effective) and

relevant.  The rigidity, flexibility, transferability, responsiveness, and

tangibility of the control system are often dependent on the situation.
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What do many pizza restaurants consider when deciding if it is cost effective

to stay open until late in the evening?

A. Number of beverages per customer

B. Weekend sales compared to weekday sales

C. Average price of each type of pizza

D. Dinner sales as a percentage of daily sales

/D

Dinner sales as a percentage of daily sales.  Many pizza restaurants decide to

stay open until late in the evening because they experience a high level of

sales during those hours.  When making this decision, they usually consider

dinner sales as a percentage of daily sales.  The dinner hours usually run from

late afternoon until the restaurant closes.  Staying open late is cost

effective if the percentage of sales is high compared to the percentage of

sales during earlier time periods.  When deciding if it is cost effective to

stay open until late in the evening, restaurants do not consider the number of

beverages per customer, weekend sales compared to weekday sales, or average

price of each type of pizza.  This information is useful for other purposes.
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Calculate the seat turnover if a cafeteria has 40 tables that each seat four

customers, and the cafeteria served 520 people during the dinner period.

A. 2.88

B. 3.25

C. 4.33

D. 5.45

/B

3.25.  Seat turnover is the number of times that a seat is occupied during a

dining period.  Seat turnover indicates if a cafeteria is filling available

seats.  The higher the turnover, the more customers are being served.  More

customers translates to more sales and more revenue for the cafeteria.  To

calculate seat turnover, first determine the number of seats by multiplying the

number of tables by the number of seats at each table (40 x 4 = 160).  Then,

divide the number of people served by the number of seats (520 ÷ 160 = 3.25).

In this example, each seat was occupied 3.25 times during the dinner period.
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Who is responsible for conducting the audit of a quick-serve restaurant chain's

financial records?

A. Chief financial officer

B. Corporate board chairperson

C. Tax regulation agent

D. Certified public accountant

/D

Certified public accountant.  An audit is a practice involving the review or

investigation of information by a source outside of the quick-serve restaurant

chain.  A certified public accountant (CPA) is a licensed, independent

consultant who is hired by a chain to verify the accuracy of the company's

financial records.  CPAs must have extensive knowledge of accounting practices

and regulations and must pass a government exam to receive a license.  Although

it is possible for a company's chief financial officer and board chairperson to

be certified public accountants, the audit should be conducted by a consultant

who is not affiliated with the company for credibility purposes.  A tax

regulation agent is a general term and not often used to describe an

independent financial auditor.
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Which of the following statements is true regarding business plans:

A. Lending institutions do not usually require loan applicants to submit a

     business plan.

B. A corporation is the only legal form of business ownership that should

     develop a business plan.

C. The operating plan details information regarding the quick-serve restaurant

     supply business's services.

D. Coffee shop owners often use business plans as a tool to help them achieve

     their objectives.

/D

Coffee shop owners often use business plans as a tool to help them achieve

their objectives.  The business plan is a written document that outlines each

area of the business and the strategies it will use to accomplish business

goals.  The document helps coffee shop owners and managers to carry out and

monitor objectives and evaluate the accomplishments and outcomes.  Lending

institutions usually like to review a company's business plan because it helps

them weigh the risks associated with the applicant's loan.  An operating plan

provides information regarding facilities, manufacturing processes, personnel,

and materials needed to produce products.  All types of businesses should

develop business plans, including sole proprietorships, partnerships,

corporations, and hybrids.
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Individuals who are employed in occupations that require them to work with a

lot of information and ideas are often able to enhance their careers by

developing their __________ skills.

A. mental

B. physical

C. manual

D. natural

/A

Mental.  Certain occupations often require employees to use their minds to

perform the tasks associated with their jobs.  These occupations may require

employees to work with a lot of information, think about complex ideas, develop

new methods, solve problems, etc.  To be successful in these occupations,

employees need mental skills that enable them to think and use their minds.  By

developing their mental skills and becoming more proficient, employees often

are able to enhance their careers.  Physical or manual skills involve the use

of the hands and body.  Natural skills are a person's talents and abilities.
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A sandwich shop purchased 25 cases of soda at $9.00 per case.  What was the

cost to the shop if a 35% trade discount was applied?

A. $78.75

B. $146.25

C. $225.00

D. $260.00

/B

$146.25.  First, multiply the number of cases by the price per case to

determine the total cost of purchase before discount (25 x $9.00 = $225.00).

Convert the percentage to a decimal by dividing by 100 (35% ÷ 100 = .35).

Multiply the total purchase price by the discount rate to compute the amount of

the trade discount ($225.00 x .35 = $78.75).  Subtract the trade discount

amount from the purchase price to compute the final cost to the shop ($225.00 -

$78.75 = $146.25).
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Which of the following is a product factor that sandwich shops consider when

deciding on the price to charge for menu items:

A. Method of delivery

B. Amount of advertising

C. Cost of food

D. Type of decor

/C

Cost of food.  Product decisions involve deciding what goods or services to

produce or to sell in order to satisfy customers' needs and wants.  Pricing

affects the product decision in several ways.  For example, the cost of food

needed to produce menu items has an effect on the type of food that will be

produced as well as on the price of the menu items.  If specialty meats are

expensive, a shop might decide not to use them to make sandwiches, but to use

less expensive types of meat.  Also, the shop might select less expensive meats

because it does not want to charge an extremely high price for its sandwiches.

The method of delivery and the type of decor are place factors that affect

pricing.  The amount of advertising is a promotion factor that affects pricing

decisions.
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Which of the following pricing strategies might be beneficial for a quick-serve

restaurant supply company that wants to expand its customer base in a new

geographical location:

A. Cost plus

B. Freight absorption

C. Unilateral zone

D. Regional delivery

/B

Freight-absorption.  When quick-serve restaurant supply companies want to do

business with a specific customer or expand into a new area, they will often

absorb all or part of the freight costs as an incentive to get customers to

purchase their products.  This pricing strategy is often used in conjunction

with market penetration practices.  It is also a way for businesses to remain

competitive with similar businesses.  Cost plus is a pricing method that sets a

selling price by adding a standard markup to the cost of the product.

Unilateral zone and regional delivery are not common terms used to describe

geographical pricing strategies.
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Which of the following is an example of a business using a customer-segmented

pricing strategy:

A. An amusement park sets its admission prices at $55 for adults and $45 for

     children.

B. A restaurant sets a price of $12.50 for its all-you-can-eat buffet for all

     customers.

C. An online auction charges the same rate for anyone who wants to post items

     on is web site.

D. A manufacturer offers price reductions for certain items that are purchased

     in large quantities.

/A

An amusement park sets its admission prices at $55 for adults and $45 for

children.  Segmented pricing is a price-adjustment strategy that businesses use

by charging different groups of customers different prices for the same or

similar products.  The costs are the same for the product regardless of the

variation in selling price.  Amusement parks, restaurants, museums, and other

retail and service businesses often provide discounts for senior citizens and

children.  When businesses charge the same price to all customers (e.g., buffet

and online auction), they are charging a flat fee.  Businesses that offer price

reductions for products purchased in large quantities are using the discount

and allowance pricing-adjustment strategy.
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A coffee shop might decide to offer certain products to customers if other

coffee shops are successfully selling those products.  This is an example of

marketing being affected by a product's

A. life cycle.

B. brand name.

C. intended use.

D. main feature.

/A

Life cycle.  The product life cycle is the stages through which goods and

services move from the time they are introduced on the market until they are

taken off the market.  The stages in a product's life cycle have an impact on

marketing because different techniques are more effective in some stages than

in others.  For example, in the growth stage, sales grow rapidly and

competitors start to offer the same type of product such as a coffee shop

offering certain products because other coffee shops are successfully selling

those products.  In this stage, marketers try to make their product appear

unique and focus heavily on promotion to attract customers because customers

are able to obtain the product from many sources.  A brand name is the part of

brand identity that can be spoken, including words, phrases, letters, numbers,

or any combination of these.  A shop deciding to offer certain products is not

an example of marketing being affected by a product's intended use or main

feature.

$$57

Which of the following is an example of a quick-serve restaurant maintaining

quality control by specifying the size of a certain food item:

A. Buying hamburger that has been processed locally

B. Requiring hamburger to be wrapped in freezer paper

C. Ordering hamburger that contains no more than 80% fat

D. Purchasing hamburger patties that weigh 1/4 pound each

/D

Purchasing hamburger patties that weigh 1/4 pound each.  Quick-serve

restaurants usually want to provide a consistent product to customers.  The

best way to do this is to establish quality standards and specify certain

requirements when purchasing food items.  One type of standard might specify

the size of a certain food item such as all hamburger patties must weigh 1/4

pound.  By specifying the weight, restaurants are guaranteed of receiving the

quality they want.  Ordering hamburger that contains no more than 80% fat does

not specify size.  Restaurants do not maintain quality control by buying

hamburger that has been processed locally or by requiring hamburger to be

wrapped in freezer paper.  Those are examples of product specifications but

they do not regulate size.
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When selecting new food items to add to the menu, quick-serve restaurants often

consider items that

A. appeal to children.

B. contain exotic ingredients.

C. meet dietary rules.

D. are costly to prepare.

/A

Appeal to children.  Many quick-serve restaurants are popular with children who

have a strong influence on deciding where the family will eat.  As a result,

quick-serve restaurants often consider items that will appeal to children when

selecting new food items to add to the menu.  Pleasing children is important

because if they do not like the menu items, the family will probably visit

another restaurant.  Although restaurants might consider adding items that

contain exotic ingredients, it is often expensive to buy exotic products and

costly to prepare them.  Also, customers may not like exotic items because of

their taste and texture.  Some restaurants add items that meet certain dietary

standards such as low in fat or heart-healthy.  However, these standards are

not dietary rules.
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A pizza chain is planning a 1,400 square foot restaurant that will seat 85

customers.  What size will the dining area be if the chain allocates 12 square

feet per customer?

A. 1,020 square feet

B. 1,166 square feet

C. 1,285 square feet

D. 1,400 square feet

/A

1,020 square feet.  When a pizza chain plans a restaurant, it considers the

total square footage available as well as the amount of space to allocate for

the dining area.  One way to determine dining space is to allocate so many

square feet per customer which varies depending on the type of restaurant.  If

a chain plans a restaurant that will seat 85 customers, it might decide that 12

square feet per customer is adequate.  To calculate the total space for the

dining area, multiply the number of customers by the square footage per

customer (85 x 12 = 1,020).  In a 1,400 square foot restaurant, 1,020 square

feet will be allocated for the dining area, and the remaining 380 square feet

will be allocated for other functions such as the kitchen.
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What might a quick-serve restaurant provide to create an atmosphere that

encourages customers to eat quickly?

A. Low lighting

B. Private space

C. Background music

D. Quiet entertainment

/C

Background music.  Music is often used to create a certain type of atmosphere,

and different types of music create different atmospheres.  For example,

fast-tempo background music has a tendency to create an atmosphere than

encourages customers to eat quickly and leave the restaurant.  Quick-serve

restaurants might provide fast background music so customer turnover increases.

The fast music also reinforces the overall theme of a quick-serve restaurant

which usually is speed.  Customers receive their orders quickly and eat

quickly.  It is an atmosphere that customers often expect in a quick-serve

restaurant.  Low lighting, private space, and quiet entertainment tend to

create a calm atmosphere that encourages customers to eat slowly and enjoy the

experience.
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A sandwich shop that decides to add certain breakfast items to its regular menu

is increasing its

A. customer service.

B. cooking capacity.

C. product mix.

D. sales revenue.

/C

Product mix.  The product mix is the particular assortment of goods and

services that a sandwich shop offers in order to meet its market's needs and

its company's goals.  If a sandwich shop decides to add additional items to its

regular menu, it is increasing its product mix because now there will be a

wider assortment of menu items to chose from.  The shop is not increasing

customer service because it is adding tangible food items rather than more

service.  Adding additional items will not necessarily increase cooking

capacity unless the shop buys additional equipment.  In most cases, shops plan

to use existing equipment to prepare additional items.  Sales revenue may, or

may not, increase depending on the number of customers who purchase the

additional items.  However, increasing sales usually is the reason for

increasing the product mix.
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What usually becomes the centerpiece of a quick-serve restaurant's brand

identity for as long as the restaurant is in business?

A. Menu

B. Location

C. Name

D. Decor

/C

Name.  Selecting the name of a quick-serve restaurant is extremely important

because the name becomes the centerpiece of the restaurant's brand identity for

as long as the restaurant is in business.  Therefore, the name should relate to

the restaurant and should reflect the restaurant's values.  Then, when

customers see or hear the name, they associate it with a restaurant that

provides a certain type of food, or a certain quality of food, or food at a

certain price.  For example, the name "Wendy's" projects a certain brand

identity that is very recognizable.  Although the menu, location, and decor

have an effect on the success of a restaurant, those factors do not become the

centerpiece of the restaurant's brand identity.
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In a quick-serve restaurant, an effective merchandising budget has a positive

effect on the

A. work flow.

B. bottom line.

C. service level.

D. turnover rate.

/B

Bottom line.  The bottom line is another term for profit.  In a quick-serve

restaurant, an effective merchandising budget has a positive effect on the

bottom line because it involves allocating the right amount of money to spend

to buy the right products.  If a restaurant is able to spend less maintaining

quality, it saves money that drops to the bottom line.  As a result, the

restaurant earns more profit.  Work flow is the order in which work is

performed.  An effective merchandising budget usually does not affect the

service level or the turnover rate.
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A pizza restaurant has planned sales next month of $173,450 as well as planned

reductions of $2,600.  Calculate the restaurant's planned purchases if planned

beginning-of-the-month stock is $68,250 and desired end-of-month stock is

$84,900.

A. $159,400

B. $162,000

C. $184,600

D. $192,700

/D

$192,700.  The formula for determining planned purchases for a month is planned

monthly sales plus planned reductions, plus desired end-of-month stock, minus

planned beginning-of-the-month stock.  In this example, first add planned

monthly sales, planned reductions, and desired end-of-month stock ($173,450 +

$2,600 + $84,900 = $260,950).  From that figure, subtract planned

beginning-of-the-month stock to determine planned monthly purchases ($260,950 -

$68,250 = $192,700).
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One reason cafeterias prepare specifications for purchasing food items is to

obtain the

A. lowest price.

B. highest quality.

C. most stock.

D. right product.

/D

Right product.  Specifications are standards that are established and described

in detail.  Cafeterias usually prepare exact specifications for food items that

often include specifying size, quality, weight, etc.  By preparing

specifications, cafeterias are able to obtain the right products from vendors

because the vendors know exactly what the cafeterias want.  Each cafeteria

might have different specifications based on the type and quality of food items

that their customers want.  However, the specifications allow the cafeterias to

obtain the right products for their customers.  Preparing specifications does

not necessarily allow cafeterias to obtain the lowest price, the highest

quality, or the most stock.  In fact, cafeterias may be willing to pay a high

price for certain items or prefer to buy products of a lower quality.
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What does a small sandwich shop need to know to be able to order the right

quantity of fresh produce?

A. Cash rebate

B. Average weight

C. Usage rate

D. Delivery time

/C

Usage rate.  Small sandwich shops usually know the rate at which customers buy

certain items, such as fresh produce, and use this information to order the

right quantity.  For example, if a shop uses an average of five cases of

spinach a week, then the shop knows that it must order that quantity each week

to satisfy demand.  In this situation, five cases a week is the usage rate.

These shops are relying on past experience to determine the quantity to buy.

Sandwich shops do not receive rebates for purchasing fresh produce.  Average

weight is a factor that affects the quality rather than the quantity.  Delivery

time is a factor that affects the selection of a vendor.

$$67

If a quick-serve restaurant buys 100 pounds of hamburger that usually shrinks

by 10% during cooking, how many 1/4 pound hamburgers will the restaurant be

able to prepare?

A. 300

B. 360

C. 400

D. 420

/B

360.  Cooking hamburger usually results in a certain percentage of shrinkage.

Quick-serve restaurants need to take that into consideration when buying

hamburger so they can order enough to prepare the correct portion.  For

example, some restaurants advertise that the hamburgers they serve each contain

1/4 pound of meat after cooking.  If the hamburger shrinks by 10% during the

cooking process, restaurants need to make each hamburger patty larger by 10% to

offset the loss.  In this example, the restaurant buys 100 pounds of hamburger

and expects a 10% loss.  To calculate how many 1/4 pound hamburgers the

restaurant will be able to prepare, first calculate the amount that will remain

after shrinkage (100 pounds x 10% or .10 = 10 pounds; 100 pounds - 10 pounds =

90 pounds).  Then, divide that amount by 1/4 pound to determine the number of

hamburgers (90 pounds ÷ 1/4 pound or .25 = 360).  By factoring in the

shrinkage, the restaurant determines that it will be able to prepare 360

1/4-pound hamburgers.
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Which of the following does a quick-serve restaurant consider when preparing a

profitable merchandise budget:

A. Inventory system

B. Markup percentage

C. Safety stock

D. Reorder point

/B

Markup percentage.  The goal of an effective merchandise budget is to generate

an acceptable profit for the quick-serve restaurant.  To do this, a restaurant

considers a variety of factors such as planned expenses, planned reductions,

planned sales, and planned profit.  By analyzing these factors, a restaurant

can determine the percentage of markup that will be needed to generate the

desired profit.  For example, if a restaurant wants to earn a certain profit,

it needs to calculate all the costs associated with obtaining and selling food

items in order to determine the markup percentage that will result in the

desired profit.  Restaurants do not consider the inventory system, safety

stock, or reorder point when preparing a profitable merchandise budget.

$$69

Which of the following is a contemporary ethical issue that relates to

promoting products to children:

A. A national quick-serve restaurant chain advertises a new flavor of milk

     shake.

B. A television station airs public-service announcements that promote reading

     and literacy.

C. A dairy company pays a slotting fee to a grocery store chain to carry its

     line of cheeses.

D. A soft-drink company places vending machines that contain their products in

     elementary schools.

/D

A soft-drink company places vending machines that contain their products in

elementary schools.  Many vending machines provide offerings that have little,

if any, nutritional value.  Often, young children do not make appropriate

choices when selecting food items.  Some research attributes childhood obesity

and other health issues to poor nutritional habits and lack of exercise.  Some

people feel that this is an ethical issue and support the notion that

soft-drink companies are promoting unhealthy nutritional habits by placing

these types of vending machines in schools.  As a result, there has been an

effort to place healthier options in school vending machines.  Although

slotting fees are controversial, a dairy company that pays a slotting fee to a

grocery store chain does not necessarily present an ethical issue as it relates

to children.  In addition, flavored milk shakes and the promotion of reading

and literacy do not necessarily present an ethical dilemma.

$$70

Pizza restaurants often use direct advertising strategies because

A. they can select and reach qualified prospects.

B. the promotional message reaches a larger group of people.

C. direct advertising is less expensive than other forms of promotion.

D. it reduces the need to include other elements in the promotional mix.

/A

They can select and reach qualified prospects.  By possessing the means to

qualify potential customers, pizza restaurants can reduce waste in terms of

sending promotional messages to uninterested parties.  As a result, the

restaurants can focus their efforts on developing a customer base that is most

likely to buy.  Direct advertising is not necessarily less expensive than other

forms of promotion.  Direct advertising messages generally reach a select

target audience that varies in size.  Promotional mix refers to the combination

of communication channels that a restaurant uses to send its messages to

consumers.  Use of direct advertising strategies does not necessarily mean

restaurants do not need to use other promotional methods to reach customers.
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How can a quick-serve restaurant chain design its web site so that the site

encourages repeat customer visits?

A. Include pop-up ads

B. Optimize response times

C. Invest in keyword ads

D. Lock up archived information

/B

Optimize response times.  Most web surfers do not like to wait for complicated

graphics or text to appear on their computer screens.  If an image takes too

long to load, many people back out of the screen before the page appears.

Quick-serve restaurant chains should consider how the server size and the

web-page design affect loading and response times.  Many people find pop-up ads

annoying and often block the ads from appearing on their computer screens.

Therefore, pop-up ads do not necessarily encourage repeat visits to a web site.

Many web surfers research a variety of topics and like to be able to retrieve

archived information quickly and easily.  Therefore, locking up or deleting

archived information does not necessarily encourage repeat visits to web sites.

Keyword ads might lead a person to a specific web site; however, the ads do

not necessarily encourage repeat visits.
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How does publicity differ from public relations activities?

A. Publicity techniques are generally reactive in nature.

B. Publicity is often difficult for coffee shops to control.

C. Public relations programs generate high amounts of media exposure.

D. Public relations activities require little or no funding to develop.

/B

Publicity is often difficult for coffee shops to control.  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.

Because coffee shops often have little power to filter or limit the type of

attention they receive from other entities, publicity is often difficult to

control.  For example, a shop that distributes a press release to local

newspapers might not get the press release published when they would like

because of limited newspaper space allocation.  On the other hand, high-profile

legal cases often receive attention that they would normally not want released.

Reactive refers to a type of public relations strategy that requires a shop to

respond to unfavorable information regarding a situation or product.  Although

shops might gain recognition from public relations activities, the programs do

not always generate high amounts of media attention.  Public relations

activities generally require some financial investment to ensure success.

Shops generally absorb expenses such as salaries, community events, and

newsletters.
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Arranging a joint promotional campaign with an area theme park that involves

setting up displays in the quick-serve restaurant and sponsoring a contest is

an example of preparing for a

A. publicity stunt.

B. celebrity visit.

C. trade show.

D. special event.

/D

Special event.  Quick-serve restaurants often develop special events to attract

customers and increase sales.  One type of special event might involve

arranging a joint promotional campaign with an area theme park.  The restaurant

sets up displays that promote the park, sponsors a contest that offers a grand

prize, and gives away free admission tickets to the park.  Also, both the

restaurant and the park advertise the special campaign which encourages

customers to visit the restaurant to have a chance of obtaining free tickets or

winning a grand prize.  This special event generates increased traffic for the

restaurant as well as for the park.  A publicity stunt is a one-time scheme

intended to attract media attention rather than a joint promotional campaign.

A celebrity visit involves an appearance by a well-known star or athlete.

Trade shows are events where businesses display and/or demonstrate their

products to build sales leads and interest.
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Which of the following is an internal promotional method used by many pizza

restaurants:

A. Newspaper ads

B. Direct-mail pieces

C. Table tent cards

D. Local billboards

/C

Table tent cards.  Pizza restaurants often use a variety of internal

promotional methods to increase sales.  One of these methods involves placing

tent cards on the tables.  The tent cards are a type of in-house signage that

promotes new menu items or weekly specials.  For example, a tent card might

advertise a special low price on an order of wings when customers purchase a

large pizza at the regular price.  Because the tent cards are on each table,

customers usually read them and often respond by taking advantage of the offer.

Newspaper ads, direct-mail pieces, and local billboards are external types of

promotional methods that restaurants often use to attract customers and

increase sales.
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Which of the following is an important consideration in the way buffet-style

restaurants display food items:

A. Overall theme

B. Preparation time

C. Eye appeal

D. Unique taste

/C

Eye appeal.  An important display consideration in food service is how the food

looks to customers, or the eye appeal.  Buffet-style restaurant customers often

select menu items based on the appearance of the items.  If the items look

fresh, appetizing, and attractive, customers are more likely to buy.

Therefore, it is important to restaurants to display foods in such a way that

they appeal to the customer's eye and promote sales.  Many buffet-style

restaurants do not have a theme, but promote the sale of a wide variety of food

items.  Preparation time and taste are not display considerations in food

service.  Taste is important, but it is not possible for customers to decide

how items taste simply by seeing them.
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When a seasonal food display is out of date and the banners and posters are

torn and damaged, the coffee shop should

A. update the banners.

B. dismantle the display.

C. repair the posters.

D. replace the food items.

/B

Dismantle the display.  Coffee shops should dismantle seasonal food displays

when they are out of date.  Dated displays are not appealing to customers and

may even discourage them from buying.  Also, the shop may no longer have the

seasonal items in stock.  Coffee shops should routinely review seasonal

displays and dismantle them before the banners and posters become torn and

damaged.  Once a display is out of date, it is not effective to update the

banners, repair the posters, or replace the food items.  It is time to develop

a new display that promotes current items.
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What type of display fixtures do cafeterias often use to promote the sale of

food items?

A. Counter cases

B. Table-side carts

C. Individual trays

D. Serving stations

/D

Serving stations.  Cafeterias usually set up serving stations to display and

sell food items.  The serving stations are designed to hold a particular type

of food such as cold salads or warm casseroles.  Also, the stations often are

decorative and designed to attract attention to the items on display.  For

example, a station displaying fresh fruits might be painted a bright color and

include a large umbrella to make customers feel as if they are selecting items

from a street vendor.  The eye-catching serving station appeals to customers

and encourages them to buy.  Cafeterias do not use counter cases, table-side

carts, or individual trays as display fixtures.
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One reason quick-serve restaurants often inspect promotional displays is to

make sure the displays

A. are appropriate for the restaurant.

B. contain many unrelated food items.

C. include nutritional information.

D. focus on the advertised discounts.

/A

Are appropriate for the restaurant.  The promotional displays in a quick-serve

restaurant should be appropriate for the restaurant and compatible with its

image.  Therefore, restaurants inspect the displays to make sure they project

the right image which usually is one of reasonably priced food and fast

service.  Also, most quick-serve restaurants focus on a certain type of food

such as hamburgers, tacos, or pizza.  Consequently, restaurants probably would

not display foods that are expensive or time consuming to prepare.  As a rule,

the food items that a quick-serve restaurant sells are related such as

sandwiches and soft drinks.  Promotional displays usually do not include

nutritional information or focus on discounts unless advertising a nutritious

new menu item or a discount is the purpose of the display.  The overall reason

for inspecting the display is to make sure it is appropriate for the restaurant.
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As a sales incentive, a manufacturer of quick-serve restaurant display units

provides a paid vacation to the dealer representative who sells the most

product in a year.  This is an example of a __________ promotion.

A. trade-oriented

B. point-of-purchase

C. consumer-based

D. dual-publicity

/A

Trade-oriented.  Trade-oriented businesses are companies that buy and sell

products to other businesses (e.g., wholesalers).  A manufacturer of restaurant

display units often sells its products to dealers or retailers.  Therefore, a

trade-oriented promotion occurs when a business promotes its products to other

businesses.  Point-of-purchase is a method of trade-oriented promotion in that

materials are placed in a retail location to attract shoppers' attention.

Consumer-based, or consumer-oriented, promotions are those that are targeted to

the end users.  Dual publicity is not a term used to describe a promotion

technique.
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A primary characteristic of an effective advertising campaign is that the chain

of hamburger restaurants promotes products by using a variety of media vehicles

to communicate a

A. similar theme. 

B. variety of illustrations.

C. price advantage.

D. personalized message.

/A

Similar theme.  An advertising campaign is defined as a series of

advertisements planned around a central theme or idea.  For example, the "Got

Milk" advertising campaign promotes milk by depicting a variety of celebrities

wearing milk moustaches.  Although advertising campaigns might include a

variety of illustrations, it is not a primary characteristic among all

advertising campaigns.  Personalized messages (direct marketing) might be used

in an advertising campaign as well as emphasis on price; however, these are not

characteristics of every advertising campaign.
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One way that a promotional budget differs from a marketing budget is that the

promotional budget

A. includes only the cost of advertising.

B. comes out of different restaurant funding.

C. does not include expenses for research and personnel.

D. can be estimated exactly, whereas a marketing budget cannot.

/C

Does not include expenses for research and personnel.  A promotional budget is

the amount of money a restaurant plans to spend on promoting its goods and

services during a certain period of time.  The promotional budget includes not

only the cost of advertising but all of the other types of activities involves

in promotion.  It is part of the overall marketing budget, which includes the

costs of conducting marketing research.  Restaurants usually allocate exact

amounts to the marketing budget, which includes the promotional budget.
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A salesperson leaving one quick-serve restaurant supply company and taking

valuable information about customers to another quick-serve restaurant supply

company may be guilty of

A. misusing assets.

B. breaking a contract.

C. offering bribes.

D. unethical behavior.

/D

Unethical behavior.  Ethics are the basic principles that govern a person's

behavior.  People who follow those principles and standards are behaving

ethically, while people who disregard those principles and standards are

behaving unethically.  An example of behavior that might be considered

unethical is leaving a quick-serve restaurant supply company and taking

valuable information about customers to another company.  Salespeople taking

specific information about a customer's buying habits, quantities purchased,

and prices paid are behaving unethically because that information belongs to

the company.  Company assets include samples, vehicles, equipment, expense

accounts, etc.  If a salesperson has a noncompete contract with one company,

s/he may be breaking a contract by going to another company.  Taking valuable

customer information is not an example of offering bribes.
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Which of the following is an example of price discrimination:

A. Asking a company for a price break on products at the end of the regular

     season

B. Offering substantial discounts to buyers of large quantities of a certain

     product

C. Selling the same quantity of the same product to different cafeterias for

     different prices

D. Buying products from one company that are available for a lower price from

     another company

/C

Selling the same quantity of the same product to different cafeterias for

different prices.  This is an example of price discrimination and is often

considered an illegal selling activity.  If a business charges different

cafeterias different prices for similar amounts and types of products, it is

involved in price discrimination, which is a violation of certain selling

regulations.  Customers often ask companies for price breaks on products at the

end of the regular season.  It is legal to offer substantial discounts to

buyers of large quantities of certain products and to buy products from one

company that are available for a lower price from another company.
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Knowing the ingredients of menu items is important because vegetarian customers

who follow a vegan diet avoid

A. only red meat.

B. some types of poultry.

C. certain cheeses.

D. all animal products.

/D

All animal products.  There are several types of vegetarians, and one type

follows a vegan diet which means that these vegetarians avoid all animal

products, including eggs and cheese.  Knowing the ingredients of menu items is

important because many quick-serve restaurant items contain eggs and cheese

which vegans want to avoid.  By knowing the ingredients, restaurant employees

can help vegetarian customers order suitable menu items.  Vegetarian customers

who follow a vegan diet do not avoid only red meat, some types of poultry, or

certain cheeses.  They avoid all animal products, which include red meat,

poultry, and cheese.
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An example of a quick-serve restaurant employee pointing out a feature of a

menu item to a customer is the employee explaining that

A. the chili is made with fresh tomatoes.

B. the chicken sandwich is low in calories.

C. a side salad is more nutritious than a dessert.

D. a baked potato can be substituted for French fries.

/A

The chili is made with fresh tomatoes.  A feature is a fact or characteristic

of a menu item.  A quick-serve restaurant employee who is explaining that the

chili is made with fresh tomatoes is pointing out a feature, because being made

with fresh tomatoes is a feature of the chili.  A customer might not know that

the restaurant uses fresh tomatoes unless an employee points out that fact.

Explaining that a baked potato can be substituted for French fries is an

example of pointing out possible substitutions.  An employee explaining that

the chicken sandwich is low in calories and that a side salad is more

nutritious than a dessert is pointing out benefits, which are advantages of

menu items.
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Many people influencing buying and being involved in making buying decisions

are characteristics of __________ buying.

A. requisition

B. specification

C. competitive

D. organizational

/D

Organizational.  In many large organizations, such as chains of hamburger

restaurants, there are several people who influence buying and help make buying

decisions.  For example, people from various departments are often consulted

when major purchases are being made.  Their opinions influence the type of

product that the business will buy.  Then, other people may identify several

vendors, obtain pricing information, and other details.  Frequently, a group

meets to discuss the various options and make a final decision.  All of these

people have an impact on the buying process.  A requisition is a request to

purchase something.  Specification buying involves identifying certain

characteristics that the product must meet.  Competitive buying usually

involves the bid process.
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When taking customers' orders, it is important for the sandwich shop employee to

A. follow the shop's system.

B. communicate with the kitchen.

C. speed up the process.

D. make a good impression.

/A

Follow the shop's system.  Different sandwich shops might have different

systems for taking customers' orders.  Some may have preprinted order checks

that list all the menu options so all an employee needs to do is mark the item.

Others may provide blank checks that require an employee to write down the

name of each item ordered, such as one hamburger.  Furthermore, some shops

require the employee to enter the order information in a computerized system

that keeps track of each check and sends the orders to the kitchen.  Whatever

the system, employees should understand and follow it.  After employees take

orders, they communicate with the kitchen.  Employees should not speed up the

process, but give customers time to place their orders.  Employees should try

to make a good impression, but that is not part of the order-taking process.
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What should quick-serve restaurant supply salespeople do while selling to

individuals if the customers seem to be losing interest?

A. Offer to schedule a follow-up appointment

B. Use high-pressure techniques to make a sale

C. Continue with the sales presentation as planned

D. Ask open-ended questions to increase involvement

/D

Ask open-ended questions to increase involvement.  An open-ended question is a

type of question that requires more than a simple "yes" or "no" response.  One

of the benefits of asking open-ended questions is that it encourages customers

to talk and share their ideas and opinions.  This is a good technique to use if

customers seem to be losing interest because it will increase their

involvement.  When salespeople ask open-ended questions to increase

involvement, they should be prepared to listen to what customers say and

respond appropriately and with enthusiasm.  Offering to schedule a follow-up

appointment will not increase interest and will give customers an opportunity

to avoid meeting with the salesperson again.  Salespeople should never use

high-pressure techniques to make a sale.  Continuing with the sales

presentation as planned is not effective if customers seem to be losing

interest.
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Why is it usually necessary to make iced tea stronger than hot tea?

A. Iced tea is precooled.

B. Hot tea is made from loose tea.

C. Ice will dilute the tea.

D. Sugar is added to hot tea.

/C

Ice will dilute the tea.  Iced tea is made in the same manner as hot tea except

it is usually made stronger because ice is added when the tea is served.  When

it melts, the added ice dilutes the tea.  To keep the taste consistent, it is

necessary to make iced tea stronger to compensate for the ice.  Iced tea is

often pre-cooled before serving, but it is still served over ice.  Hot tea is

made from loose tea or tea bags.  Sugar is not added to hot tea.

$$90

When chopping or cutting fresh fruits and vegetables for use in salads,

cafeteria employees should avoid __________ the ingredients.

A. crushing

B. cleaning

C. mixing

D. tossing

/A

Crushing.  Cafeteria employees often need to chop and cut various types of

fresh fruits and vegetables for use in salads.  While chopping and cutting

these ingredients, employees should avoid crushing them because that will cause

the ingredients to lose their shape and possibly appear mushy.  Also, crushing

different types of lettuce often makes them wilt.  As a result, these

ingredients are not appealing in salads and may discourage customers from

buying salads.  It is often necessary to clean the ingredients before use.  As

a rule, the ingredients are mixed or tossed to combine them in a salad.
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A pizza restaurant is offering $1 off any large pizza, 20% off the price of

wings, and pricing medium-sized soft drinks at $1.25 on Monday nights.  If a

group orders three large pizzas priced at $10.95 each, a $6.95 order of wings,

and seven soft drinks, what amount will the restaurant charge?

A. $40.90

B. $42.21

C. $44.16

D. $48.55

/C

$44.16.  Pizza restaurants frequently offer special pricing and discounts on

certain nights of the week to attract customers on nights that are not busy.

Then, it is necessary to process the discounts when calculating the final

charge.  In this example, the restaurant is offering $1 off any large pizza,

and the group ordered three large pizzas priced at $10.95 each.  To calculate

the discounted amount, add the cost of the three pizzas and subtract $1 for

each or a total of $3 ($10.95 x 3 = $32.85 - $3.00 = $29.85).  Then, calculate

the discounted cost of the wings by multiplying the original price by the

discount and subtracting that amount from the original price ($6.95 x 20% or

.20 = $1.39; $6.95 - $1.39 = $5.56).  Next, multiply the price of soft drinks

by the number ordered ($1.25 x 7 = $8.75).  Add the totals to calculate the

final charge ($29.85 + $5.56 + $8.75 = $44.16).
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Why do many quick-serve restaurants use electronic registers that have keys for

each food item rather than keys that indicate prices?

A. To speed up ordering

B. To quickly compute change

C. To reduce operator error

D. To print detailed receipts

/C

To reduce operator error.  Many quick-serve restaurants use electronic

registers that have keys for each food item, such as medium soft drink or large

French fries.  The prices of these items are programmed into the register which

eliminates the need for an operator to key in prices.  Because the prices are

calculated automatically by the register, there is less of a possibility for an

operator to make a mistake.  The register operator simply hits the key that

corresponds with the customer's order, and the register determines the amount

due.  Although these systems often speed up the ordering process, quickly

compute change, and print detailed receipts, the reason restaurants use them is

to reduce operator error.
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Which of the following is included in the total when pizza restaurant employees

close the register at the end of the day:

A. Discount coupons

B. Daily change fund

C. Local sales tax

D. Personal checks

/D

Personal checks.  When closing the register at the end of the day, pizza

restaurant employees usually total the cash in the cash drawer, which includes

the amount received in personal checks.  The purpose of totaling the cash is to

prove cash which means that the amount in the cash drawer should equal the

amount indicated on the sales register tape.  When totaling cash, employees

count the amount of cash in the cash drawer and add to that figure the amount

paid out in cash during the day, the amount charged to credit, and the amount

received in personal checks.  The amount of discount from coupons is deducted

from the total amount of the sale and is not included in the cash total.  The

daily change fund is the amount of money that was placed in the cash drawer at

the beginning of the day to make change for customers.  That amount is

subtracted from the total amount of cash in the drawer.  Sales tax is a

government-imposed tax that is added to the purchase price of certain food

items.
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Which of the following is an example of a quick-serve restaurant processing a

special order for a customer:

A. Placing several soft drinks in an easy-to-carry container

B. Providing napkins, plastic utensils, and packaged condiments

C. Promoting the option of substituting milk or juice for coffee

D. Preparing a cheeseburger without the standard lettuce and tomato

/D

Preparing a cheeseburger without the standard lettuce and tomato.  Some

quick-serve restaurants make it possible for customers to order certain items

prepared differently than the standard presentation.  An example is preparing a

cheeseburger without the standard lettuce and tomato.  If the restaurant always

includes lettuce and tomato on cheeseburgers, eliminating those ingredients for

a customer is a special order.  Most restaurants place several soft drinks in

an easy-to-carry container, and provide napkins, plastic utensils, and packaged

condiments.  If substituting milk or juice for coffee is a standard option, it

is not considered a special order.
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What do most quick-serve restaurants assemble for customers to provide good

service and to increase sales?

A. Take-out orders

B. Complimentary drinks

C. Replacement meals

D. Low-fat condiments

/A

Take-out orders.  Preparing take-out orders is one of the main functions of a

quick-serve restaurant because many customers prefer to eat their food at home

or at another location.  By assembling take-out orders, restaurants increase

sales and provide good service to customers who appreciate the convenience of

being able to pick up ready-to-eat food on their way home from work or other

activities.  In many cases, the majority of sales in a quick-serve restaurant

are the result of take-out orders.  Quick-serve restaurants usually do not

assemble complimentary drinks, although they often provide free refills after

the purchase of a regularly priced drink.  Quick-serve restaurant meals often

replace home-cooked meals, although they are not called replacement meals.

Restaurants usually provide low-fat condiments if they are available and if

customers request them.
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When writing sales letters, why do salespeople often include some type of

incentive?

A. To ask customers for a special favor

B. To encourage readers to take action

C. To describe factual information

D. To present testimonials from others

/B

To encourage readers to take action.  When writing sales letters, salespeople

often provide an incentive to encourage readers to take immediate action.

Incentives might include offering a rebate or a special benefit, or encouraging

customers to buy because supplies are limited or prices will go up soon.

Salespeople often explain the action they want readers to take and provide the

incentive to take that action in the last paragraph of the sales letter.

Salespeople do not include some type of incentive in a sales letter to ask

customers for a special favor, describe factual information, or present

testimonials from others.  However, salespeople usually include factual

information in sales letters and may also include testimonials from others if

appropriate.
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One reason it is important for quick-serve restaurant supply salespeople to

involve all members of the group in the sales presentation is because all the

members often are involved in

A. asking technical questions.

B. preparing the purchase order.

C. making the buying decision.

D. scheduling the next meeting.

/C

Making the buying decision.  Selling to groups is somewhat different than

selling to individuals because more people are involved in making the buying

decision.  Consequently, salespeople should make every effort to involve all

members of the group in the presentation in order to obtain their feedback and

address their concerns.  The salesperson has a better chance of making the sale

if all members of the group participate, share ideas, and express their

opinions.  Not all sales presentations include technical information that would

require the group to ask technical questions.  Employees in the purchasing

department usually prepare the purchase order rather than the group that makes

the buying decision.  The goal of the presentation usually is to obtain a sale

rather than schedule another meeting.
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The territory sales reports for a chain of taco restaurants indicate that

Territory A achieved 98% of quota, Territory B achieved 99% of quota, and

Territory C exceeded quota by 5%.  What were Territory C's sales if the quota

for each territory was $1,345,750?

A. $1,318,835.00

B. $1,332,292.50

C. $1,409,958.00

D. $1,413,037.50

/D

$1,413,037.50.  Taco restaurants analyze territory sales reports to determine

if the territories are meeting or exceeding quota.  If territories are not

selling as much as expected, a chain might review the sales procedures and

decide to make changes to improve performance.  On the other hand, territories

that exceed quota might be rewarded with bonuses or other types of

compensation.  In this example, Territory C exceeded quota by 5%.  To determine

that amount, multiply the quota by the 5% and add that figure to the original

quota ($1,345,750 x 5% or .05 = $67,287.50; $1,345,750.00 + $67,287.50 =

$1,413,037.50).

$$99

Which of the following is one of the main responsibilities of a quick-serve

restaurant supply business's national sales manager:

A. Implementing company policies

B. Identifying strategies to achieve goals

C. Training regional salespeople

D. Building relationships with customers

/B

Identifying strategies to achieve goals.  Strategies are plans of action for

achieving goals and objectives.  One of the main responsibilities of a national

sales manager is to identify the strategies that the sales team should use to

achieve the quick-serve restaurant supply business's sales goals.  The national

sales manager is in a top management position and is responsible for

identifying strategies rather than implementing them.  Regional sales managers

and zone sales managers are in middle management positions and are responsible

for implementing sales strategies and company policies.  They also might train

regional salespeople.  Local sales managers are in first-line management

positions and are responsible for building relationships with customers.  They

also train local salespeople.
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