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$$0

An important characteristic of the food marketing industry is that it is based

primarily on

A. high prices.

B. one-stop shopping.

C. low quality.

D. self-service.

/D

Self-service.  The basis of the food marketing industry is self-service.  The

majority of stores arrange products in such a way that customers can easily

serve themselves without assistance from employees.  Some stores, such as

convenience stores, are entirely self-service.  Others are primarily

self-service but provide employee assistance for certain items such as special

cuts of meat or deli department orders.  Making it possible for customers to

serve themselves speeds up the shopping process and reduces the number of

employees that are needed.  Most stores offer average or competitive prices

rather than high prices.  Many stores do not carry a wide assortment of nonfood

items so customers must shop elsewhere for those products.  The quality is

usually average although some stores specialize in high-quality products.

$$1

The supermarket deli department recently started making 100 more sub sandwiches

on Saturday afternoon.  This increase demonstrates an increase in

A. pricing.

B. distribution.

C. publicity.

D. production.

/D

Production.  Production is the creation of goods and services from economic

resources.  Making more sandwiches is an increase in production.  Pricing

involves determining and adjusting prices to maximize return and meet

customers' perceptions of value.  Publicity is any nonpersonal presentation of

ideas, goods, or services that is not paid for the company or individual that

benefits from it.  Distribution involves moving, storing, locating, and/or

transferring ownership of goods and services.

$$2

A small food market that calls several vendors to obtain a price and then

places an order with the lowest bidder is using the __________ buying method.

A. informal

B. competitive-bid

C. negotiated

D. standing-order

/A

Informal.  The informal buying method is often effective for small food markets

and usually involves calling several vendors to obtain prices.  Then, the

market calls the lowest bidder to place an order.  This is a simple process

that reduces the need for a lot of paperwork.  Also, orders can be placed

quickly.  Formal buying methods require more paperwork and usually written

quotes rather than verbal quotes over the phone.  Competitive-bid, negotiated,

and standing-order are formal buying methods that take more time than informal

methods.

$$3

Calculate the total amount of assets that would appear on a balance sheet if a

convenience store has $25,000 in cash, $42,500 in accounts receivable, $82,300

in equipment, $4,000 in investments, and a mortgage of $36,500.

A. $117,300

B. $124,800

C. $153,800

D. $190,300

/C

$153,800.  A convenience store's balance sheet shows the store's financial

condition at a certain point in time.  It includes all assets, liabilities, and

the owner's equity.  Total assets include such items as cash, accounts

receivable, inventory, machinery and equipment, buildings, and investments.  In

this example, add the cash, accounts receivable, equipment, and investments to

calculate total assets ($25,000 + $42,500 + $82,300 + $4,000 = $153,800).  A

mortgage is a liability, or debt, rather than an asset.

$$4

Company policies and procedures, organizational charts, and minutes from sales

meetings are examples of a supermarket supply business's __________ records.

A. promotional

B. administrative

C. operational

D. legislative

/B

Administrative.  Administrative records are documents containing information

related to company resources and communications.  Supermarket supply businesses

keep records of documents that they may need to refer to in the future.  These

include meeting minutes and reports, company policies and procedures, and

organizational charts that depict the relationships of departments and

personnel.  These documents help to ensure the smooth operation and management

of the business.  Promotional records are documents containing information

about the various types of communications that businesses use to inform,

persuade, or remind customers of their products.  Operational and legislative

are not types of business records.

$$5

A trend in the food marketing industry is the combination store which sells

supermarket items and

A. private brands.

B. takeout dinners.

C. general merchandise.

D. recreational equipment.

/C

General merchandise.  The combination store is a growing trend in the food

marketing industry.  It is a large store that sells a full assortment of

supermarket items as well as a wide range of general merchandise.  The

advantage of a combination store is that customers can purchase a variety of

goods at one location.  For example, a customer might visit a combination store

and purchase groceries for the week, a new pair of shoes, antifreeze for the

car, and a new toaster.  Combination stores often sell both national and

private brands.  Supermarket items may include takeout dinners.  Recreational

equipment is a type of general merchandise.

$$6

One way that wireless scanning devices impact the food marketing industry is by

allowing store employees to

A. print UPC labels.

B. verify shelf prices.

C. read customer receipts.

D. identify product locations.

/B

Verify shelf prices.  As a result of advances in technology, store employees

can use wireless scanning devices to verify shelf prices.  On occasion, the

price posted on the shelf might not match the price that rings up at the cash

register.  When this occurs, an employee can use the wireless scanner to read

the UPC code that is on the shelf to compare the price.  If there is a

discrepancy, the employee can notify a manager and have the price corrected.

Wireless scanning devices do not print UPC labels, read customer receipts, or

identify product locations.

$$7

When creating web pages, a grocery store chain should be sure to include a

__________ the home page.

A. summary of

B. picture on

C. link to

D. reason for

/C

Link to.  A grocery store chain's web site usually contains several pages so

specialized information can be explained in more detail.  For example, many

chains have pages that describe the history of the company, list the key

employees, explain products, offer customer service, etc.  It is important that

each page include a link to the home page so users can return to the main page

easily.  Users often want to access each page, and it is easier to do so if

they can quickly link to the home page.  It is not necessary to include a

summary of the home page or a reason for the home page.  Chains often include

illustrations or pictures on the home page, although that is not necessary.

$$8

One reason many grocery stores have a policy of prosecuting all shoplifters is

because that policy tends to

A. frighten many employees.

B. make the store more secure.

C. be a warning to suppliers.

D. reduce the amount of theft.

/D

Reduce the amount of theft.  Having a policy of prosecuting all shoplifters and

making that policy known usually tends to reduce the amount of theft.  If

potential shoplifters know that the grocery store has a no tolerance policy,

they are often discouraged from attempting to shoplift.  On the other hand, if

they think stores will be lenient, shoplifters often take the chance that they

will not be prosecuted.  When employees steal from the store, it is considered

internal theft rather than shoplifting.  If suppliers steal, it is vendor theft

rather than shoplifting.  However, a strong shoplifting policy may also serve

to dissuade employees and suppliers from stealing.  Having a policy of

prosecuting all shoplifters does not necessarily make the store more secure.

$$9

Accepting only cash and credit cards as forms of payment is one way that small

food markets can eliminate

A. bad-check losses.

B. bank-processing fees.

C. debit transactions.

D. late-payment costs.

/A

Bad-check losses.  Small food markets need to decide the forms of payment they

will accept.  Some markets decide to accept only cash and credit cards because

they do not want the problem of losing money because of bad checks.  When

accepting personal checks, there is always the risk that the check is bad and

the market will not be paid.  Markets are guaranteed payment when they accept

cash and credit cards.  The owner of the checking account pays any applicable

bank-processing fees.  Debit transactions are similar to credit transactions

and instantly transfer the funds from the customer's account to the market's

account.  Customers who do not pay their credit-card bills on time are

responsible for late-payment costs.

$$10

Why would a grocery store decide to conduct a thorough cleaning of the sales

and work areas at a time when the store is closed?

A. To reduce energy costs

B. To install additional shelves

C. To prevent injury to customers

D. To move goods from the stockroom

/C

To prevent injury to customers.  If a grocery store decides to conduct a

thorough cleaning, it might need to bring in special equipment.  Using this

equipment while the store is open might present a safety hazard for customers.

Therefore, a store might decide to do extensive cleaning when the store is

closed so there is no possibility of injury to customers who otherwise might

trip over electrical cords or cleaning supplies.  Cleaning when the store is

closed will not necessarily reduce energy costs.  Installing additional shelves

is usually considered a renovation project.  Moving goods from the stockroom is

a routine activity that occurs throughout the day.

$$11

What should supermarket deli-department employees do throughout the day to make

sure the prepared food items are safe, and to control the growth of bacteria?

A. Lower prices to sell items quickly

B. Reheat the foods that are served hot

C. Monitor food-holding temperatures

D. Replace cold foods every two hours

/C

Monitor food-holding temperatures.  Supermarket deli departments sell a variety

of prepared food items that must be maintained at certain temperatures to

control the growth of bacteria.  To make sure these items remain safe to sell

to customers, employees should monitor the food-holding temperatures throughout

the day.  If items are not kept hot enough or cold enough, there is a

possibility that bacteria will grow.  If customers buy these items, they may

become ill.  It is important to keep the food at the proper temperature rather

than to lower prices to sell the items quickly.  Reheating is not effective if

hot foods have been kept at too low a temperature.  In that case, the food

should be discarded.  It is not necessary to replace cold foods every two hours

if the food is maintained at the correct temperature.

$$12

To be able to better understand and follow directions on the job, supermarket

employees often

A. review notes.

B. ask questions.

C. do research.

D. practice tasks.

/B

Ask questions.  Before supermarket employees can follow directions, they must

understand them.  Therefore, asking questions is important because supervisors

do not always give directions in a clear and concise manner.  If employees are

not sure of what is expected, they should ask.  Taking the time to completely

understand the directions will help employees to do the work correctly and

efficiently.  Reviewing notes may not be helpful if employees have written down

incorrect directions.  Employees are not expected to do the research;

researching is the responsibility of supervisors.  Before employees can

practice tasks, they need accurate directions.

$$13

Asking a satisfied customer to pass on favorable information to your grocery

store manager is an example of __________ behavior.

A. aggressive

B. questionable

C. unfair

D. ethical

/D

Ethical.  Satisfied customers often tell employees that they are pleased with a

good or service.  When this happens, it is ethical to ask the customer to pass

on that information to grocery store management.  Favorable comments from

customers carry more weight than information provided by employees.  In most

cases, satisfied customers are willing to write a short letter or make a phone

call expressing their satisfaction.  Employees who ask customers to do so are

behaving ethically because they are simply asking customers to be truthful.

Politely asking customers to pass on favorable information is not an example of

aggressive, questionable, or unfair behavior.  This practice is common in

business and intended to let management know that employees are performing

effectively.

$$14

Which of the following is an efficient way that many convenience stores route

stock to the sales floor:

A. Wholesaler arranges for weekly delivery

B. Distributor places products on the shelf

C. Manufacturer ships products to a warehouse

D. Vendor delivers products to the storeroom

/B

Distributor places products on the shelf.  Convenience stores usually do not

have space to store products for any length of time.  To overcome this problem,

they often have distributors deliver a specified amount and then place the

products directly on the shelf.  For example, the snack food distributor might

replenish the shelves with a variety of chips and pretzels.  The stock is being

routed directly to the sales floor and does not need to be stored.  Also, this

eliminates the need for store employees to handle the products because the

distributor stocks the shelves.  Stock is not being routed to the sales floor

if a store has a wholesaler make weekly deliveries, has a manufacturer ship

products to a warehouse, or has a vendor deliver products to the storeroom.

$$15

Which of the following is a stock-handling activity:

A. Wrapping packages

B. Assembling shipments

C. Checking inventory

D. Warehousing products

/B

Assembling shipments.  Stock handling is a distribution activity that involves

the loading, unloading, and handling of goods.  Stock-handling activities

include assembling shipments which involves gathering together goods requested

from within the company or by outside customers.  Wrapping packages, checking

inventory, and warehousing products are other types of distribution activities.

 They are not stock-handling activities.

$$16

You are a receiving employee for Rehkopf's Grocery Store.  Which of the

following products would have a processing priority:

A. Produce

B. Paper products

C. Magazines

D. Canned goods

/A

Produce.  Receiving employees need to be aware of products that must be moved

through the receiving process quickly.  In most cases, these are perishable or

expensive items that should be processed as soon as possible to protect them

from spoilage or theft.  Produce is perishable and needs to reach the selling

floor at its peak of freshness.  Paper products, magazines, and canned goods

are nonperishable items and more time can be allowed in the receiving process.

$$17

Why do grocery store employees inspect canned foods and other packaged items

during the receiving process?

A. To check for damage

B. To verify the temperature

C. To read the label

D. To calculate the weight

/A

To check for damage.  During the receiving process, grocery store employees

inspect canned foods and other packaged items to check for possible damage to

the cans or packaging.  If the cans or packaged items are damaged in any way,

it might indicate that the contents are spoiled or contaminated and no longer

safe.  Employees often reject damaged canned or packaged foods because the

store does not want to sell food that may no longer be safe for customers to

consume.  Canned foods and many types of packaged items are kept at room

temperature so it is not necessary to verify the temperature.  Employees do not

read labels during the receiving process.  Meats and fresh produce are often

weighed, but canned foods and most packaged items are not.

$$18

Which of the following is an example of a pre-pack shipper that a supermarket

might assemble and place near the checkout area:

A. Glass-enclosed case built at eye level

B. Adjustable shelving for use as an end cap

C. Wooden tables that encourage self-service

D. One-piece corrugated unit that includes signage

/D

One-piece corrugated unit that includes signage.  Supermarkets often assemble

pre-pack shippers that are provided by manufacturers because this type of

display encourages impulse buying and increases sales.  Many pre-pack shippers

are one-piece corrugated units that are easy for store employees to assemble.

The units include scored lines and flaps so employees can quickly fold and

construct, and then attach the promotional signage that is provided.

Furthermore, the products are included so once the unit is assembled, it is

ready to place near the checkout area.  This type of display unit is temporary

and is discarded once the products have been sold.  Glass-enclosed cases,

adjustable shelving, and wooden tables are not pre-pack shippers but types of

display units that stores own and use on a regular basis.

$$19

What should supermarket deli-department employees include when refrigerating

leftover foods to avoid using items that may have spoiled?

A. Name of vendor

B. Time of delivery

C. Date of storage

D. Size of container

/C

Date of storage.  When refrigerating leftover foods, supermarket

deli-department employees should mark the date of storage on the container.

Some items will keep for only a certain amount of time before they spoil and

become unfit to use.  It is important for employees to know how long leftovers

have been stored to avoid using contaminated items or spoiled items that will

not be safe for customers to consume.  For example, foods such as potato salad

can be refrigerated for only so long because they contain ingredients that

spoil easily.  The name of the vendor is not important.  The time of delivery

and the size of container are not factors when storing leftover foods.

However, leftovers should be stored in an appropriate type and size of

container.

$$20

What type of stock do supermarkets usually arrange in locations that have high

traffic and visibility?

A. Discount items

B. Generic brands

C. Nonfood goods

D. Strong sellers

/D

Strong sellers.  Supermarkets usually arrange products that are strong sellers

in locations that have high traffic and visibility because these products are

the most profitable.  The goal is to arrange strong sellers where most

customers will see them to encourage customers to buy.  Supermarkets increase

their profit by making it easy for customers to locate and purchase the most

profitable stock.  Discount items, generic brands, and nonfood goods usually

are not arranged in locations that have high traffic and visibility.  These

products are not as profitable as strong sellers, and are placed in less

prominent locations.

$$21

Where do most supermarkets store the extra food items they need to replenish

the shelves during the day?

A. Nearby warehouses

B. Sales floor displays

C. Adjacent stockrooms

D. Distribution centers

/C

Adjacent stockrooms.  Most supermarkets need to replenish the shelves

throughout the day as customers buy the food items.  To simplify this process,

supermarkets often keep the extra items in adjacent stockrooms.  In most cases,

the rear of the market is the receiving area, and the area where items are

stored until they are needed on the sales floor.  Then, employees move the

items from the stockroom when the supply on the shelves starts to dwindle.

Food items are often stored in nearby warehouses or distribution centers and

delivered to supermarkets on a regular basis, such as three times a week.

However, the items the supermarket needs throughout the day are stored in the

stockroom.  Sales floor displays hold only a certain amount of items and must

be restocked throughout the day.  The extra items for these displays are stored

in the stockroom.

$$22

What is the gross amount due on an invoice if the total cost of the items is

$82.75, shipping charges are $5.50, and there is a discount of $3.20?

A. $82.75

B. $85.05

C. $87.95

D. $88.25

/A

$82.75.  The gross amount due on an invoice is the total due before shipping

charges are added or discounts are deducted.  In this case, $82.75 is the gross

amount due.  Shipping charges are added to the gross amount due to arrive at

the total net amount of $88.25 ($82.75 + $5.50 = $88.25).  Then, the discount

is deducted from the total net amount to arrive at the total of $85.05 ($88.25

- $3.20 = $85.05).

$$23

One reason it is important for suppliers to develop an effective system for

fulfilling grocery store orders is to eliminate the possibility of the stores

A. buying from other vendors.

B. asking for larger discounts.

C. running out of products.

D. paying the delivery fees.

/C

Running out of products.  Effective order processing and fulfillment is

important to grocery stores because they do not want to run out of products.

Therefore, suppliers must develop effective systems to guarantee that orders

will be filled promptly and delivered on time.  For example, if an order for

holiday candy is not filled when needed, the store will not have candy to sell

when customers want it.  Suppliers who do not fulfill orders when expected run

the risk of having grocery stores return the items.  Also, if the problem

persists, stores may stop doing business with the suppliers.  Grocery stores

usually buy from many vendors and continually look for new vendors.  Suppliers

do not develop effective order fulfillment systems to eliminate the possibility

of stores asking for larger discounts or paying the delivery fees.

$$24

One reason the week's supply method of maintaining inventory levels is

effective for a small bakery is that it determines inventory levels

A. based on a ratio of sales and stock.

B. so the bakery will never run out of goods.

C. to make it easier to schedule deliveries.

D. in direct proportion to the amount of use.

/D

In direct proportion to the amount of use.  The week's supply method determines

inventory levels in direct proportion to the amount of use.  This is an

effective method for a small bakery to use because it helps the bakery to

maintain an adequate inventory of the raw materials and supplies it will need

to produce goods during the week.  For example, a bakery knows that it uses 200

pounds of flour and 100 pounds of sugar every week.  To maintain that level,

the bakery might purchase 100 pounds of flour and 50 pounds of sugar every

three days to prevent running out of the ingredients it needs to produce bakery

items.  The stock/sales ratio method of maintaining inventory is based on a

ratio of sales and stock.  Although the goal of the week's supply method is to

prevent the bakery from running out of stock, the method cannot guarantee that

this will never happen.  A problem with a supplier might cause the bakery to

run out of certain ingredients.  This method does not make it easier to

schedule deliveries, but helps a bakery decide when to buy in order to have

stock delivered when needed.

$$25

Which of the following is an important part of preparing many types of food

products to be stocked on supermarket shelves:

A. Marking prices

B. Attaching labels

C. Creating displays

D. Removing bar codes

/A

Marking prices.  Preparing food products for stocking usually means getting the

items ready to place on supermarket shelves.  Certain items, such as canned

goods and boxed cereals, are packaged in such a way that they can be placed on

shelves in that condition.  All the supermarket needs to do is mark the prices

on the items before moving them to the sales floor.  This might be a

time-consuming activity if the supermarket requires all items to be marked with

a price.  Labels are attached during the manufacturing process.  Once food

products are ready to be stocked, the supermarket might use them to create a

display.  Supermarkets do not remove bar codes.

$$26

A small convenience store counting an inventory of mostly inexpensive items

that have a fast turnover probably requires information only about

A. price and description.

B. location and quantity.

C. quantity and price.

D. description and SKU.

/C

Quantity and price.  Different types of businesses may require only minimum

information about quantity and price when counting inventory.  For example,

items that are inexpensive and have a fast turnover, such as convenience store

products, often need to be accounted for by simply listing the price and the

quantity in stock.  To save time, prices may be preprinted on an inventory work

sheet so employees only need to record the quantity.  Because the turnover of

these inexpensive items is fast, the store does not need a description, a

location, or an SKU which is a stockkeeping unit.

$$27

One of the advantages to a grocery store of using the dollar inventory control

system is that it helps the store to

A. identify items that are out of stock.

B. track which products are selling well.

C. reorder to prevent a stockout.

D. manage its financial investment.

/D

Manage its financial investment.  The major advantage of the dollar inventory

control system is that it helps the grocery store to manage its financial

investment.  Because so much of the store's capital is invested in its

inventory, keeping track of that capital investment is essential to the

financial success of the store.  If the store doesn't know what its profits and

losses on inventory are, it may eventually discover that it's not making enough

profit to stay in business.  The dollar inventory control system does not help

a store to identify items that are out of stock, track which products are

selling well, or reorder to prevent a stockout.  Those are advantages of using

the unit inventory control system.

$$28

What is an advantage to a grocery store of using a perpetual control system

that maintains a continuous record of what the store buys and sells?

A. Identifies overstocks

B. Verifies inventory levels

C. Predicts discrepancies

D. Estimates future sales

/A

Identifies overstocks.  Perpetual inventory control is a method of inventory

control that updates inventory information on a continuous basis as

transactions occur.  An advantage of using this system is that it identifies

overstocked items so the grocery store does not order more of the items that

are not currently selling.  By reviewing the perpetual inventory records, store

managers will be able to identify overstocks and make decisions about how to

increase sales.  It is important for stores to know which items are

overstocked, because those items take up shelf space but are not generating a

profit for the store.  Stores usually conduct a physical count to verify

inventory levels.  A perpetual control system cannot predict discrepancies or

estimate future sales.  However, stores use the information provided by a

perpetual system to identify sales patterns and trends.

$$29

Storing food products in a warehouse often adds __________ to products.

A. more value

B. profitability

C. place utility

D. brand loyalty

/C

Place utility.  Place utility is usefulness created by making sure that goods

or services are available at the place where they are needed or wanted by

consumers.  Storing food products in a warehouse often adds to place utility

because the products are available to be delivered to customers when customers

want them.  Some businesses buy additional products and keep them in a

warehouse specifically to be sure that they always have the products that

customers want.  Storing products in a warehouse does not add more value to the

products or increase brand loyalty.  Storing products in warehouses may reduce

profitability because there are costs involved in storage.

$$30

Providing unemployment compensation and aid to dependent children are ways that

government intervenes in the economy to

A. improve public welfare.

B. protect private property.

C. set safety standards.

D. manage yearly spending.

/A

Improve public welfare.  Government intervenes in the economy by operating

public welfare programs for the benefit of people who are unable to provide for

themselves.  Some of these public welfare programs are food stamps, aid to

dependent children, and unemployment compensation.  These programs not only

benefit the persons who need them, but they benefit business as well.

Providing unemployment compensation and aid to dependent children are not ways

that government intervenes in the economy to protect private property, set

safety standards, or manage yearly spending.

$$31

One way that supermarket managers can motivate employees to be more productive

is by

A. developing automated systems.

B. offering flexible working hours.

C. finding ways to standardize tasks.

D. considering employees' suggestions.

/D

Considering employees' suggestions.  Enthusiastic, motivated workers are much

more productive than disinterested, unmotivated ones.  Supermarket managers can

help to motivate employees by giving serious consideration to employees' ideas

or suggestions.  Employees who feel that their suggestions for improvement or

change will be taken seriously and implemented, if possible, usually are

motivated to perform well and be productive because they feel that the

supermarket appreciates them.  Some supermarkets develop automated systems and

find ways to standardize tasks to increase productivity, but these factors are

not related to motivating employees.  Offering flexible working hours is a

quality of life issue rather than a way to motivate employees.

$$32

A butcher shop's computer connecting with a bank's computer system by way of

the Internet so the shop can pay its bills online is an example of using

A. alternative processing techniques.

B. web sites to develop a relationship.

C. nontraditional software programs.

D. technology in the financing function.

/D

Technology in the financing function.  Because of computer technology, a

butcher shop's computer can connect with a bank's computer system by way of the

Internet.  As a result of this connection, the shop can perform a variety of

financing functions online, such as paying bills, checking account balances,

transferring funds from one account to another, applying for loans, etc.  This

technology makes it possible for a shop to access its financial information at

any time without contacting bank personnel or needing the assistance of a bank

employee.  The shop is not using alternative processing techniques.  Using web

sites does not develop a relationship.  Interaction between people develops

relationships.  The software program that facilitates online financial

transactions has become commonplace rather than nontraditional.

$$33

A grocery store chain that publishes marketing information but ignores

pertinent data and misuses statistics often compromises its

A. availability.

B. confidentiality.

C. elasticity.

D. credibility.

/D

Credibility.  To protect its integrity, a grocery store chain should report

findings in a truthful manner.  By misrepresenting material, the chain runs the

risk of losing the public's trust.  A loss of trust might lead to financial

losses or closure for the chain.  Availability refers to the level of

accessibility or the ability to obtain something.  Confidentiality refers to

the level of one's privacy.  Elasticity is a term used to describe the economic

condition of how changes in price affect changes in the amounts of products

that are demanded and supplied.

$$34

What is an advantage to using the Internet as a method to collect marketing

data?

A. Information is often obtained quickly.

B. Internet-based research is usually up-to-date.

C. The Internet is the most reliable data resource.

D. Businesses do not pay for Internet-based research.

/A

Information is often obtained quickly.  Because the Internet is an interactive

medium, information is retrieved very quickly.  Although a lot of the

information is obtained without a fee, some sites charge Internet users for

data located on their web site.  As a secondary data source, the information

located on the Internet is not always reliable or up-to-date.

$$35

A gourmet market might ask its customers to complete a survey because the

market wants to

A. rate the satisfaction level of its competitors.

B. share the data with its referrals and prospects.

C. gather information regarding its goods and services.

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

/C

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

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

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

often used to evaluate performance of a gourmet market's products to determine

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

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

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

regarding competitors.
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To interpret questionnaire responses accurately, food marketing researchers

must identify codes that relate to

A. all possible responses.

B. the standard deviation.

C. standard data quotas.

D. every causal objective.

/A

All possible responses.  To convert responses into numerical data, researchers

must consider all of the potential responses before the questionnaire is

distributed.  For example, a statement requiring either a "yes" or "no" answer

would have two codes; one for each possible response.  The standard deviation

is a term used to describe the process of approximating the average from the

mean for all questionnaire respondents.  Standard data quota and causal

objective are not terms widely used in marketing-information management.
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Variables such as customer name, address, and telephone number are design

elements that wholesale produce businesses consider when determining the

__________ of the database.

A. width 

B. depth

C. duration

D. accuracy

/B

Depth.  The depth of a database refers to the number of data fields that are

contained in a single record.  A database might include a customer's business

name, address, salesperson, telephone number, contact person, buying habits,

discount arrangements, and other important details about the account.  Because

each business is different, information included in specific databases varies.

The width of the database refers to the number of records held in the database.

For example, a business that has fifty customers generally has a record for

each of them.  Therefore, the width of the database contains fifty records.

Duration is a broad term that might describe how long a business keeps certain

information in a database.  An effective database must have accurate records.

However, database accuracy does not determine how many data fields are included

when designing a database.
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Which of the following statements is an example of a measure of central

tendency:

A. The distance between point A and point B is 55 kilometers.

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

C. Morrow County gasoline taxes have increased 15 percent in six months.

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

/D

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

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

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

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

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

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

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

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

do not necessarily represent or state data in terms of averages.
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Why would a manager include frequency tables in a marketing report that will be

distributed to many departments in the grocery store chain?

A. To graphically depict various statistics

B. To further explain technical information

C. To compile a list of recommendations

D. To analyze the cost of conducting research

/A

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

graphic that visually represent information.  The advantage of using frequency

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

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

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

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

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

Frequency charts are generally used to visually represent statistics rather

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

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

conducting research.
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Which of the following is an example of a marketing strategy that a grocery

store might develop to achieve an objective outlined in its marketing plan:

A. Lowering prices by 5%

B. Obtaining $1 million in sales

C. Increasing profits by 10%

D. Reducing operating costs

/A

Lowering prices by 5%.  Marketing strategies are plans of action for achieving

marketing goals and objectives.  To be effective, marketing strategies need to

specify how a grocery store will achieve it goals.  For example, lowering

prices by 5% is an action a store can take to attract more customers which is

the purpose of the marketing plan.  Obtaining $1 million in sales, increasing

profits by 10%, and reducing operating costs are examples of marketing

objectives.  To achieve those objectives, the store identifies marketing

strategies such as lowering prices by 5%.
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To be able to help new customers find products quickly, supermarket employees

should know that the dairy department is usually located

A. in a center aisle.

B. along the front wall.

C. in a back corner.

D. near the entrance.

/C

In a back corner.  Supermarket employees should know the location of the dairy

department to be able to help customers find products quickly.  Supermarkets

usually are organized in a logical manner to draw customers into the store and

encourage them to buy.  Therefore, products that are purchased frequently, such

as dairy items, are generally located in the back of the store, often in a

corner.  By placing the dairy department in the corner farthest from the front

door, the supermarket is forcing customers to walk through most of the store to

find the items they want.  Along the way, customers often pick up other

products that they did not originally intend to buy which increases sales.

However, since the dairy department is usually in a back corner, new customers

may need assistance to find it.  The dairy department is not located in a

center aisle, along the front wall, or near the entrance.
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Which of the difficult customer types may become your best and most loyal

customer, once they learn to trust you?

A. Dishonest

B. Suspicious

C. Disagreeable

D. Slow/Methodical

/B

Suspicious.  Suspicious customers only want the facts, and they don't like

being pushed.  Once you gain their confidence and trust, you will have a

customer for life.  Dishonest customers may steal goods or purchase items, use

them, and return them for a full refund, if they can get away with it.

Disagreeable customers are negative, quick tempered, and may never be your best

customer.  Slow/Methodical customers generally need help to feel comfortable

about buying a good/service each time they go shopping.
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Why is it important for grocery store employees to verify customers'

identification when selling them age-restricted products?

A. To offer special discounts

B. To avoid possible legal problems

C. To obtain names for mailing lists

D. To prevent conflicts of interest

/B

To avoid possible legal problems.  Depending on the location, there are laws

that specify at what age customers are legally allowed to purchase certain

types of age-restricted products.  To protect the grocery store from possible

legal problems due to selling to customers who are under the legal age,

employees should verify a customer's identification.  Stores usually are

considered to be liable if employees sell to underage customers, and may be

fined or otherwise punished for allowing that to happen.  Store employees do

not verify identification when selling age-restricted products to offer special

discounts, obtain names for mailing lists, or prevent conflicts of interest.
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Some customers give the true reason for making a complaint, while others hide

the true reason.  In which of the following situations is the customer giving

the true reason:

A. Returning a dry-clean-only dress after washing it

B. Saying an appliance doesn't work when it was actually dropped

C. Returning a carton of milk because it has an expired freshness date

D. Requesting a different style of shoes when the main concern is price

/C

Returning a carton of milk because it has an expired freshness date.  In this

situation, the customer is expressing the true reason for the return.  The

other alternatives are examples of complaints in which the customer is

concealing the true reason for the return/complaint.
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A supermarket chain is planning a major project that it estimates will take

1,380 hours to complete.  If the chain assigns three part-time employees who

each work 25 hours a week and one full-time employee, how many weeks will it

take those employees to complete the project?

A. 12

B. 13

C. 14

D. 15

/A

12.  During the project planning process, supermarket chains usually estimate

the time it will take to complete projects.  This is an important step because

chains must assign employees to work on the project.  Major projects usually

require a significant amount of time to complete which means that several

employees need to work on the project.  In this example, the chain assigns

three part-time employees who each work 25 hours a week and one full-time

employee.  To calculate how many weeks it will take to complete a 1,380-hour

project, first determine the total number of hours the employees work each week

(25 hours a week x 3 employees = 75 hours a week, plus one full-time employee

at 40 hours a week = 115).  Then, divide the number of hours needed to complete

the project by the total weekly hours (1,380 ÷ 115 = 12).
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People who are open-minded and receptive to new ideas have a(n) __________

attitude.

A. critical

B. positive

C. unusual

D. indifferent

/B

Positive.  An outlook that focuses on the good side of things is known as

positive attitude.  People who are open-minded have a positive attitude.  Being

open-minded is not an unusual attitude.  Indifferent means lacking interest or

concern.  A person who is indifferent has a negative attitude.  A person who is

critical often finds fault and is also considered to have a negative attitude.
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Initiative is important to workers in all types of occupations.  Which of

following best demonstrates initiative:

A. A food marketing employee works required overtime hours to complete a

     necessary job.

B. A food marketing employee persuades a fellow worker to help in the

     completion of an office project.

C. A food marketing employee completes a required sales report and then decides

     to reorganize files without being asked.

D. A food marketing employee agrees to finish a sales report one week ahead of

     schedule at the request of the office supervisor.

/C

A food marketing employee completes a required sales report and then decides to

reorganize files without being asked.  When an employee completes a required

sales report and then decides to reorganize files without being asked, this is

a demonstration of initiative.  Initiative is the willingness to act without

having to be told to do so.  An employee's persuading a fellow worker to help

complete an office project may be an example of effective human relations.  An

employee's agreeing to finish a sales report ahead of schedule or work required

overtime hours is not initiative since the employees are fulfilling normal job

expectations from their particular supervisors.
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A manufacturer of supermarket display units might require all its employees to

wear hard hats and protective eyewear when walking through the facility's

warehouse and factory to

A. prevent outsiders from entering the premises.

B. meet international safety, health, and ethical standards.

C. protect the employees' rights to work under safe conditions.

D. avoid lawsuits related to natural and environmental liability.

/C

Protect the employees' rights to work under safe conditions.  Many governments

around the world have laws to protect workers.  The right to work in a safe

environment is one right that the laws often address.  Manufacturers of

supermarket display units might require employees to wear hard hats and eye

goggles to protect them from hazardous conditions and equipment in specific

areas of the facility (e.g., warehouse).  Some companies might require that

workers wear ventilation masks when working with certain chemicals.  To prevent

outsiders from entering the premises, businesses might develop security

procedures as a means to keep workers safe.  Ethical standards vary by country

so there are not universal standards that every country follows in terms of

workers' rights.  Environmental issues, such as a business's responsibility to

institute safeguards to minimize air and water pollution that results from its

activities, apply to all citizens.
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One of the advantages of pursuing a career in food marketing is that there are

many opportunities to

A. work long hours.

B. train new employees.

C. become a manager.

D. receive a discount.

/C

Become a manager.  The food marketing industry is one of the few industries

that allows employees to work their way up the career ladder from the lowest

positions to positions in management.  Many managers began their careers as

baggers or cashiers, and then became department managers, store managers, and

regional managers.  Opportunities are available in food marketing for employees

who are willing to learn and work long hours.  Working long hours is not

necessarily an advantage.  Only certain levels of management are responsible

for training new employees.  Employees often receive a discount, but that is a

common practice in retail rather than a career opportunity.
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A primary reason that employers often consider hiring a person with internship

experience is because it implies that the applicant possesses

A. the ability to work with financial data.

B. traits such as initiative and commitment.

C. a well-rounded educational background.

D. a network of prospective sales contacts.

/B

Traits such as initiative and commitment.  A trait is a personal characteristic

expressed by a regular pattern of behavior that becomes a part of you over

time.  An internship is an arrangement in which schools and businesses

cooperate to provide on-the-job training or practice for learners.  Employers

often feel that applicants who have participated in internship programs exhibit

initiative (motivation) and commitment to carry out objectives and gain

experience to help further their careers.  Therefore, traits such as initiative

and commitment are valuable to employers because they generally want to hire

personnel who are committed and motivated in job-related tasks.  Internships do

not always provide interns with experience in financial matters.  A

well-rounded education and sales contacts are not personal traits.
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Which of the following is a product factor that supermarket deli departments

consider when deciding on the price to charge for prepared 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 prepared items has an effect on the type of food that will be

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

expensive, a deli department might decide not to use them to make sandwiches,

but to use less expensive types of meat.  Also, the deli department 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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Governments might establish minimum pricing laws in an effort to protect small

food markets from larger supermarket chains that implement aggressive

__________ pricing strategies.

A. loss-leader 

B. capital-gains

C. vertical-line

D. inequitable-procurement

/A

Loss-leader.  A loss leader is a product that is sold below cost.  Small food

markets often suffer when large supermarket chains continually price many items

below cost because they cannot compete in terms of pricing.  Therefore,

governments might establish laws that require businesses to maintain minimum

pricing for comparable products.  Capital-gains, vertical-line, and

inequitable-procurement are not common terms used to describe pricing

strategies.
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Satellite communications systems often impact the product/service management

function by helping food manufacturers to

A. order replacements.

B. evaluate information.

C. use software.

D. track shipments.

/D

Track shipments.  An important part of product/service management involves

maintaining and improving the good or service because customers expect a

quality good or service that keeps up with advances in technology.  Satellite

communications systems make it possible for food manufacturers to track

shipments for customers, thereby improving the good or service.  If a business

sells a product, it can track the product from the time it is ordered until it

is delivered.  If the business sells a service such as delivery, it can use

satellite communications systems to track the delivery process.  Satellite

communications systems do not help businesses to order replacements, evaluate

information, or use software.
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Why do supermarkets store the various types of produce at the proper

temperature?

A. To rotate stock

B. To control circulation

C. To maintain quality

D. To ensure cleanliness

/C

To maintain quality.  Storing the various types of produce at the proper

temperature is one way that supermarkets maintain the quality of the produce.

It is important that produce be kept at a certain temperature to prevent it

from spoiling and becoming unfit to sell.  If produce becomes too warm or too

cold, it might deteriorate.  As a rule, customers will not buy produce that

does not appear to be of good quality.  Supermarkets do not store produce at

the proper temperature to rotate stock, control circulation, or ensure

cleanliness.  However, rotating stock and controlling air circulation are other

ways that supermarkets maintain the quality of produce.
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Eggs, cheese, yogurt, and cream are foods that are included in the major

category of __________ products.

A. baking

B. perishable

C. dairy

D. imported

/C

Dairy.  One of the major product categories in grocery stores is dairy.  The

dairy department usually contains a wide variety of products including eggs,

cheese, yogurt, cream, milk, etc.  Although eggs, cheese, and cream are often

used in baking, they are not classified as baking products.  Perishable and

imported are descriptions of many types of food items, but perishable and

imported are not classifications of food products.
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A characteristic of product bundling is that the products that are bundled are

sold

A. for one all-inclusive price.

B. only at certain times of the year.

C. at heavily discounted rates.

D. as loss leaders to loyal customers.

/A

For one all-inclusive price.  Product bundling involves combining several

products and selling them for one all-inclusive price.  Food marketing

businesses often bundle products to encourage customers to buy products that

they might not otherwise want to buy.  The all-inclusive price of the bundled

products is usually lower than the combined price of the products sold

separately.  The lower, all-inclusive price is an incentive to buy.  Some

bundled products may be sold only at certain times of the year; however, that

is not a characteristic of product bundling.  Product bundling does not involve

selling at heavily discounted rates or selling the bundles as loss leaders to

loyal customers.
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A supermarket chain owns, develops, controls, and merchandises its own line of

canned goods.  The product line is known as a __________ brand.

A. generic

B. private

C. vendor

D. licensed

/B

Private.  A brand is defined as all the combined impressions and experiences

associated with a particular company, good, or service.  There are several

types of brands that identify products.  Many supermarket chains use different

brands to market their company as a whole.  The private brand involves the

manufacturing or development of products for exclusive use by the chain.  A

generic brand is one whose identity is often represented by plain packaging and

is sold by supermarkets and discount stores at prices significantly lower than

other types of brands.  When consumers attach certain perspectives and

expectations to particular labels in terms of quality and performance, it is

often referred to as vendor branding.  Vendor or name brands (e.g., Kraft) are

widely recognized by the general public.  Brand licensing allows one company to

use another's brand name, logo, or character for a fee.
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Which of the following is an important part of developing the supermarket's

merchandising plan:

A. Forecasting the number of first-time customers

B. Predicting the availability of vendor discounts

C. Estimating the amount of money needed to buy inventory

D. Calculating the value of coupons that will be redeemed

/C

Estimating the amount of money needed to buy inventory.  Merchandising is the

process of having the right goods in the right place at the right time in order

to make a profit.  To do that, supermarkets develop merchandising plans, or

budgets, which are estimates of the amount of products expected to be sold to

customers.  Part of developing the plan is estimating the amount of money

needed to buy the correct type and amount of inventory.  Supermarkets often

base these estimates on previous sales figures, and take into consideration any

changes in the economy as well as the amount of profit the supermarket plans to

earn.  Developing a merchandising plan does not involve forecasting the number

of first-time customers, predicting the availability of vendor discounts, or

calculating the value of coupons that will be redeemed.
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A convenience store expects monthly sales of $176,450, markdowns equaling 3% of

sales, and employee discounts equaling 2.5% of sales.  Calculate the store's

planned reductions if it also expects $550 in shortages.

A. $8,176.00

B. $9,704.75

C. $10,254.75

D. $11,137.00

/C

$10,254.75.  Planned reductions is the difference between the original price of

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

and shortages.  For example, if a convenience store marks down the price of

items, the store is accepting less for the items than originally planned.

Giving employees discounts also reduces the final price, as do shortages caused

by shoplifting.  To calculate planned reductions, the store first estimates the

amount of sales.  Then, the store estimates the total percent of reductions (3%

+ 2.5% = 5.5%), and multiplies that percentage by the sales estimate ($176,450

x 5.5% or .055 = $9,704.75).  Finally, the store adds the expected amount of

shortages to calculate planned reductions ($9,704.75 + $550.00 = $10,254.75).

$$60

A gourmet market estimated planned monthly sales of $87,500, planned reductions

of $1,250, desired end-of-month stock of $107,500, and planned

beginning-of-the-month stock of $98,200.  Calculate the market's planned

monthly purchases if it expects to earn a 15% profit.

A. $79,450

B. $80,700

C. $98,050

D. $106,950

/C

$98,050.  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, add the monthly sales,

planned reductions, and desired end-of-month stock ($87,500 + $1,250 + $107,500

= $196,250).  From that figure, subtract planned beginning-of-the-month stock

to determine planned monthly purchases ($196,250 - $98,200 = $98,050).  The

amount of profit the market expects to earn is not a factor in calculating

planned monthly purchases.
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What do grocery stores usually consider during the process of deciding when to

buy?

A. Competition

B. Available quantity

C. Type of product

D. Depth of assortment

/C

Type of product.  The type of product has an effect on when grocery stores

decide to buy.  Some products are routine and purchased on a regular schedule

because customers buy them all the time.  Other products are perishable and

must be purchased shortly before they will be sold to customers.  Some products

are seasonal and available only at certain times of the year.  Therefore, the

type of product is an important consideration during the process of deciding

when to buy.  Stores usually do not consider the competition when deciding when

to buy.  The available quantity is a consideration when deciding how much to

buy rather than when to buy.  Depth of assortment is a merchandising

consideration that involves deciding the variety of goods to stock in each

category.
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A difference between personal and nonpersonal promotional communication methods

is that information in nonpersonal messages is usually __________ in nature.

A. specific

B. flexible

C. general

D. creative

/C

General.  Nonpersonal promotional communication refers to messages delivered

via a mass medium.  Mass media include vehicles such as radio, television, the

Internet, and newspapers.  Because a nonpersonal message is received by many

people, often at one time, the message content is usually developed so it is

general in nature so it appeals to different audiences.  Personal communication

is generally more specific and flexible than nonpersonal communication.  The

creativity of a message is subjective.  In other words, the level of creativity

is based on individual viewpoints.
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One reason a supermarket advertising prescription drugs online might be

considered an ethical issue is because the advertisements might persuade

customers to

A. buy drugs they cannot afford.

B. obtain drugs from the manufacturer.

C. use drugs they do not need.

D. order drugs that are inexpensive.

/C

Use drugs they do not need.  Advertising prescription drugs is often a

controversial topic.  Those who feel it is ethical to advertise drugs believe

that the ads are simply providing information.  Those who feel that this type

of advertising might be unethical believe that it persuades customers to ask

their doctors for drugs they do not need.  If customers see ads for certain

drugs, they may decide they would like to try them.  Oftentimes, doctors will

write prescriptions for patients if they are persistent, even if the doctors

don't think the drugs are necessary.  Also, promoting name-brand prescription

drugs encourages customers to ask for them rather than comparable generic drugs

that are less expensive.  Customers usually are unable to buy drugs they cannot

afford.  Prescription drugs usually must be purchased from a licensed pharmacy

rather than from the manufacturer.  Persuading customers to order inexpensive

drugs is not an ethical issue.
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Which of the following statements is true regarding direct advertising

strategies:

A. Marketers often select their direct advertising methods based on consumers'

     preferences.

B. Use of e-mail advertising messages rewards most marketers with a very high

     response rate.

C. Telemarketing programs are generally considered to be obsolete forms of

     direct advertising.

D. Infomercial and home shopping television are the least effective media to

     send promotional messages.

/A

Marketers often select their direct advertising methods based on consumers'

preferences.  Customers often respond to promotional messages for certain

products when those messages are transmitted via direct advertising (e.g.,

direct mail) rather than other media.  For example, research indicates that

customers generally prefer to receive information regarding grocery, health,

and beauty products through direct mail rather than through other venues such

as telephone or in retail establishments.  Although direct advertising often

rewards businesses with higher response rates than other forms of advertising,

it cannot be assumed that most businesses receive high response rates.

Computer messages (e.g., spam) are often deleted by users before the message is

opened, which lowers response rates.  Although some governments have introduced

legislation to restrict telemarketing programs, the media is not necessarily

becoming obsolete.  Infomercial and home shopping television shows can be very

effective promotional tools that often experience immediate response from

customers.
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What do grocery store chains often use to segment customers and identify the

advertising medium that will most effectively reach each segment?

A. Telemarketing

B. Pull strategies

C. Direct selling

D. Various databases

/D

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

Grocery store chains often obtain a variety of information about customers,

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

chains can manipulate the data to segment customers into specific categories

such as families with children, people who live in California, or people who

earn more than $75,000 a year.  By segmenting customers, chains can then

determine the advertising medium that would most effectively reach a particular

segment.  For example, families with children might be more likely to read

newspaper ads that offer discounts, while people who earn high incomes might be

more likely to read magazine ads that promote expensive goods.  Telemarketing

is an advertising medium that utilizes telephone service to promote a product.

Pull strategies are promotional techniques used to attract customers.  Direct

selling is face-to-face selling.
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What should a gourmet market do before beginning to write a news release?

A. Select a contact

B. Develop a headline

C. Identify the media

D. Locate a photograph

/C

Identify the media.  Determining which media will be receiving the news release

is an important step.  It affects the way in which the release is written and

the amount of information that is included.  For example, a news release for

the print media should be about one page in length or a maximum of two pages.

Broadcast news releases should be even shorter than print releases-about 60,

30, or 20 seconds long.  During the process of writing the release, it is

important to include the name of a contact.  In some cases, it is useful to

develop a headline for the release and locate a photograph if applicable.

However, these steps are not usually completed before the release is written.
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Which of the following is an example of an in-store promotion that many grocery

stores use to increase the sale of specific items:

A. Including coupons in direct mailers

B. Stocking prepackaged convenience foods

C. Demonstrating food preparation techniques

D. Providing free delivery for senior citizens

/C

Demonstrating food preparation techniques.  Grocery stores use a wide variety

of in-store promotions to attract customers and increase sales.  One type of

promotion involves demonstrating food preparation techniques.  For example, a

store might hire a chef to demonstrate various methods of preparing fresh fish.

Customers watch the demonstration and then sample the different recipes.  The

goal is to attract customers who are interested in learning how to prepare

fish.  After attending the demonstration, these customers often buy in order to

try the recipes at home.  This increases sales.  Including coupons in direct

mailers is not an in-store promotion.  Providing free delivery is a service.

Stores routinely stock prepackaged convenience foods.
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A supermarket that stacks wheels of cheese starting with the largest wheel and

building up with decreasing sizes to end with the smallest is using the

__________ display arrangement.

A. repetition

B. progression

C. radiation

D. presentation

/B

Progression.  The progression display arrangement involves the use of graduated

sizes or shapes to create interest and attract attention.  An example is a

display of wheels of cheese that starts with the largest wheel on the bottom.

Then, progressively smaller wheels are placed on the stack with the smallest

wheel being on top.  The repetition arrangement repeats the same size or shape.

The radiation arrangement moves out from a central point.  Presentation is not

a type of display arrangement.
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Which of the following is a display consideration in food marketing that has an

impact on sales:

A. Product placement

B. Fixture construction

C. Store organization

D. Department arrangement

/A

Product placement.  Where products are placed in a display has an impact on the

level of sales.  Research indicates that customers buy routine items regardless

of where they are located, but items that are purchased less often seem to sell

better if they are the focal point of a display.  For example, customers buy

laundry detergent all the time, but not all customers buy fabric softener.

Placing the fabric softener in the center of a display and making it the focal

point tends to increase sales.  Therefore, product placement seems to have a

direct effect on sales.  The type of fixture, rather than the construction of

the fixture, often is a display consideration.  Store organization and

department arrangement are not display considerations in food marketing.
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Which of the following is an important display maintenance activity that

supermarkets perform throughout the day:

A. Cleaning fixtures

B. Replenishing stock

C. Updating signage

D. Replacing shelves

/B

Replenishing stock.  Replenishing stock in display units is an important

activity because supermarket customers continually remove items throughout the

day.  Supermarkets develop attractive displays to encourage customers to buy.

However, it is necessary to replenish the items many times throughout the day

so the display does not appear depleted.  Also, replenishing stock will keep

the display looking fresh and attractive and encourage customers to continue to

buy, which is the objective.  Cleaning fixtures, updating signage, and

replacing shelves are other display maintenance activities, but they are not

performed throughout the day.

$$71

Which of the following is a reason supermarkets are willing to set up

point-of-sale displays:

A. To obtain discounts from distributors

B. To consolidate impulse items in one place

C. To provide limited quantities of unique items

D. To make space available for routine food items

/C

To provide limited quantities of unique items.  Supermarkets are willing to set

up point-of-purchase displays to provide customers with an assortment of unique

or seasonal items that the store does not carry all the time.  These displays

attract attention, encourage impulse buying, and generate significant revenue.

For example, point-of-purchase displays of suntan lotions or disposable cameras

and film will appeal to customers who are planning vacations.  They can

purchase the needed items at the supermarket rather than make a special trip to

another retailer.  Supermarkets do not set up point-of-sale displays to obtain

discounts from distributors, consolidate impulse items in one place, or make

space available for routine food items.
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One way that discount supermarkets often display large quantities of pumpkins

or ears of corn is by placing them in a

A. showcase.

B. dump bin.

C. wall unit.

D. plastic box.

/B

Dump bin.  A dump bin is a display unit that holds a large quantity of items.

Discount supermarkets often use dump bins to display produce items that

customers look through to find the ones they want such as ears of corn or

pumpkins.  This is an effective way to display this type of produce because

customers want a large selection as well as the opportunity to search through

the items.  Also, pumpkins and corn are not as fragile as other types of

produce, so being displayed in a dump bin usually does not harm them.

Supermarkets do not display produce in showcases or wall units.  A supermarket

might use a large plastic container as a dump bin.
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One reason supermarkets often build food marketing displays in the outer aisles

is because these locations

A. are attractively decorated.

B. experience a lot of traffic.

C. contain very few products.

D. are close to the storage area.

/B

Experience a lot of traffic.  The outer aisles of a supermarket experience more

traffic than the inner aisles.  Many customers even leave their carts in the

outer aisles and walk down the inner aisles only to pick up a few items.

Because many customers spend most of their time in the outer aisles,

supermarkets often build food marketing displays there so the majority of

customers will see them.  Supermarkets want the displays to be visible to as

many customers as possible to promote the sale of the items on display.  The

outer aisles of supermarkets are not necessarily decorated in an attractive

way.  The outer aisles usually contain many products.  Depending on the

arrangement of the supermarket, some of the outer aisles might be close to the

storage area.
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Which of the following is an example of a health food store coordinating

activities in the promotional mix:

A. Advertising a special sale and mailing coupons for the sale

B. Organizing a contest to attract more customers to the store

C. Preparing displays to increase the sale of discontinued items

D. Developing an ad for a magazine that creates awareness of the store

/A

Advertising a special sale and mailing coupons for the sale.  Coordinating

activities in the promotional mix involves designing several promotional

activities to complement and reinforce each other.  For example, a special sale

is a promotional event.  A health food store advertises the sale to attract

customers.  It also mails coupons for the sale to encourage customers to take

advantage of discounts.  All of these activities complement each other and are

intended to promote the special sale.  Developing ads, organizing contests, and

preparing displays are examples of single promotional activities rather than

several activities that are coordinated.
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Which of the following is an example of a supermarket using visual

merchandising:

A. Developing a display of cereal boxes

B. Setting up an arrangement of samples

C. Organizing a cooking demonstration

D. Providing a rack of discount coupons

/A

Developing a display of cereal boxes.  Visual merchandising is display, and

supermarkets use displays to attract customers and encourage buying.  For

example, an interesting display of cereal boxes placed in a visible location

attracts attention.  Customers see the display and often are persuaded to buy

even if they did not originally intend to purchase cereal.  Setting up an

arrangement of samples, organizing a cooking demonstration, and providing a

rack of discount coupons are examples of sales-promotion techniques rather than

visual merchandising.
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Why do grocery stores develop displays based on specific themes at various

times of the year?

A. To promote seasonal items

B. To decorate the sales floor

C. To feature discounted goods

D. To use attractive materials

/A

To promote seasonal items.  Throughout the year, grocery stores develop

displays that tie in with specific themes, holidays, special events, etc.  The

goal is to display items that are popular and in demand at the time such as

seasonal items.  Often, seasonal items are in demand at only certain times of

the year.  Therefore, stores promote them at that time to increase sales.  For

example, certain types of candy are manufactured only for the Easter season.  A

store might develop a display based on an Easter theme to promote those

seasonal items.  Although displays are often decorative, stores do not develop

them to decorate the sales floor.  Stores do not develop displays based on

specific themes to feature discounted goods or to use attractive materials.

However, stores often use attractive materials in displays.
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What can supermarket supply salespeople do to maintain good relationships with

existing customers?

A. Live up to their promises

B. Use customers in advertisements

C. Ask for new referrals

D. Send customers expensive gifts

/A

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

service involves supermarket supply salespeople doing what they say they will

do.  By living up to their promises, salespeople will be able to maintain good

relationships with existing customers.  Customers will know that they can rely

on salespeople and that they will receive the service and support that they

need.  Breaking promises is a sure way to lose valuable customers.  Businesses

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

good relationships.  Salespeople often ask for referrals from customers with

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

the relationships.  It is usually considered inappropriate to send customers

expensive gifts that may be misinterpreted as bribes.
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Salespeople who tell customers that their frozen food cases are great and the

best ones available might be guilty of the unethical practice of

A. breach of warranty.

B. price discrimination.

C. exclusive selling.

D. misrepresentation.

/D

Misrepresentation.  Misrepresentation involves overstating a product's

capabilities or characteristics.  In some cases, misrepresentation is unethical

because the salespeople's statements indicate the product is better than others

or the best when it really is not.  Salespeople often describe their products

in such terms, and customers know those are the opinions of the salespeople

rather than factual statements.  However, making such statements might be

considered unethical if customers believe what the salespeople say and buy the

product on that basis.  Carried to the extreme, misrepresentation may be

illegal.  Breach of warranty and price discrimination are illegal rather than

unethical.  Exclusive dealership rather than exclusive selling is illegal if it

restricts competition.
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Which of the following is an example of using mapping software in the selling

function:

A. Organizing major accounts

B. Tracking scheduled deliveries

C. Preparing sales brochures

D. Realigning sales territories

/D

Realigning sales territories.  Mapping software is used in territory management

and allows food marketing sales managers to create or realign territories and

see an instant visual display of the effects.  This software makes it possible

for managers to input certain criteria, such as travel time and actual sales,

and view a territory based on that information.  Managers can experiment with

various territories to find the ones that will be the most effective.  Managers

can also use mapping software to realign sales territories if the criteria

change.  Mapping software is not used to organize major accounts, track

scheduled deliveries, or prepare sales brochures.
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A cereal manufacturer charging different grocery stores different prices when

the stores buy the same quantities of the same products is an example of

A. geographic pricing.

B. price discrimination.

C. price competition.

D. standard pricing.

/B

Price discrimination.  Price discrimination is an illegal activity in which a

business charges different customers different prices for similar amounts and

types of products.  If a cereal manufacturer sells the same product in the same

amounts to different grocery stores and charges different prices, the

manufacturer might be involved in price discrimination.  Price discrimination

is a violation of certain selling regulations that are intended to protect

customers.  Geographic pricing involves charging different prices based on

location.  Price competition is a type of rivalry between or among businesses

that focuses on the use of price to attract scarce customer dollars.  Standard

pricing implies that all customers pay the same price.
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When a supermarket deli-department employee explains to a customer that a food

item has been soaked in olive oil, lemon juice, and special herbs to tenderize

the item, the employee is describing a

A. dressing.

B. thickener.

C. coating.

D. marinade.

/D

Marinade.  Customers often ask supermarket deli-department employees to

identify the ingredients of food items.  If a customer is buying an item that

appears to be soaking in some type of liquid, the customer may want to know the

ingredients of the liquid.  When the employee explains that the food item is

soaking in a mixture of olive oil, lemon juice, and special herbs, the employee

is describing a marinade.  Marinades are seasoned liquids that are often used

to tenderize food items or add flavor to the items.  Dressings may contain the

same type of ingredients but are used on salads rather than to tenderize food

items.  A mixture of olive oil, lemon juice, and special herbs is not

considered a thickener or a coating.
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Which of the following are cuts of meat that grocery stores often use to make

ground beef:

A. Loin and rib

B. Flank and rack

C. Chuck and round

D. Shoulder and leg

/C

Chuck and round.  Chuck and round are less tender cuts of meat that grocery

stores often use to make ground beef.  Grinding these cuts breaks down the

fiber and tissue in the meat which results in the meat seeming to be more

tender and easier to chew.  Customers often buy ground meat to make hamburger

or meat loaf, or to use in chili.  Loin and rib are more tender cuts of meat

that are often used for steaks and roasts.  Flank, rack, shoulder, and leg are

not cuts of meat that stores use to make ground beef.
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Salespeople who can effectively explain to customers the unique benefits of

their supermarket supply products often are able to

A. point out many physical characteristics.

B. arrange information in useful reference charts.

C. evaluate individual reactions to presentations.

D. develop a definite selling advantage over competitors.

/D

Develop a definite selling advantage over competitors.  Unique or exclusive

benefits are advantages that are available only from a certain product or

business.  If a salesperson's product has one unique or novel feature that can

be translated into a benefit desirable to customers, the salesperson has a

definite selling advantage over competitors.  Pointing out physical

characteristics involves explaining features rather than benefits.  Salespeople

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

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

of a product, a salesperson should evaluate a customer's reactions.
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What do most supermarkets carry in order to provide customers with a wide

variety of choices?

A. All categories of branded products

B. Mainly quality items at high prices

C. Extensive selection of imported goods

D. Many foods produced by local companies

/A

All categories of branded products.  Most supermarkets carry all categories of

branded products:  manufacturer or national brands, private or store brands,

and generic brands.  The reason for this is to provide customers with more

choices.  Some customers always buy national brands, while others prefer the

supermarket's private brand.  Other customers prefer generic products because

they usually are the least expensive.  If a supermarket sells all the

categories of brands, it has a better chance of appealing to a wider market.

Customers have more choices and are more likely to find the product they want

in the price range they want.  Specialty food markets, rather than

supermarkets, often carry mainly quality items at high prices.  Supermarkets do

not carry an extensive selection of imported goods or many foods produced by

local companies.
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One reason the buying behavior of consumers is different than the buying

behavior of organizations is that consumers buy products

A. for personal use.

B. to make products.

C. in large quantities.

D. from intermediaries.

/A

For personal use.  Consumers are the final users of products and buy products

for personal use.  Therefore, their buying behavior is different than the

buying behavior of organizations that buy products to make other products or to

use in operating the business.  Consumers are often influenced by social and

cultural factors, such as age and marital status, when deciding what to buy.

Also, they have direct contact with the products they buy such as clothing and

cars.  These factors do not influence organizations.  Consumers do not buy

products to make products.  Consumers usually do not buy large quantities of

products or buy products from intermediaries.  Those are characteristics of

organizational buying behavior.
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Recommending that a customer buy a substitute cut of meat that is currently on

sale is an example of the selling technique of

A. price lining.

B. trading-down.

C. up-selling.

D. markdowns.

/B

Trading-down.  Trading-down is selling a lower price line than the original

request because it would meet the customer's real needs.  If an appropriate

substitute item is currently on sale and the supermarket employee recommends it

to a customer, the employee is using the substitute selling technique known as

trading-down.  Price lining is the practice of selling goods/services at a

limited number of predetermined price points, or levels.  Up-selling is a sales

technique in which a higher priced product than the one originally requested by

the customer is suggested.  Markdowns are reductions in the selling price of

goods.

$$87

A customer is planning a dinner party and plans to serve prime rib to 30

guests.  What quantity of prime rib should the butcher shop employee recommend

if the usual serving is 1/3 pound plus 10% for shrinkage?

A. 10 pounds

B. 11 pounds

C. 12 pounds

D. 13 pounds

/B

11 pounds.  Customers often ask butcher shop employees what quantity of meat to

buy to serve a certain number of people.  Therefore, employees should know the

usual serving quantities for the various cuts of meat as well as usual amount

of shrinkage due to cooking.  In this situation, the customer plans to serve

prime rib to 30 guests.  To calculate the quantity to recommend, divide the

number of guests by the usual serving (30 ÷ 1/3 pound, or 30/1 ÷ 3/1 = 10).

Then, multiply that amount by the percent of shrinkage (10 x 10% or .10 = 1).

Add the two figures to determine the quantity to recommend (10 + 1 = 11).
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One reason it is important for wholesale produce 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, wholesale produce 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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Which of the following is an activity that a specialty market might use to

follow up with customers:

A. Send a newsletter

B. Make a telephone call

C. Offer a brochure

D. Plan a personal visit

/A

Send a newsletter.  In addition to those activities with which the employee

might assist directly, there are a number of follow-up activities that the

specialty market, itself, might pursue.  One of these is to send customers a

newsletter containing suggestions, menu ideas, happenings, etc.  This is a good

way to keep in touch with customers and remind them of the market.  Employees

usually are the ones who follow up with telephone calls.  Employees may offer a

brochure to an undecided customer, which serves as a constant reminder of the

company.  Specialty market employees usually do not visit customers.
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What do most supermarkets use today to process credit-card sales?

A. Magnetic strip reader

B. Automated transaction machine

C. Electronic debit program

D. Computerized authorization system

/D

Computerized authorization system.  Today, most supermarkets use online,

computerized authorization systems to process credit-card sales.  Each credit

card has a magnetic strip on the back that contains the information the system

needs to verify that the card is legitimate and to authorize payment.  When

processing credit-card sales, supermarket employees simply slide the card

through a magnetic strip reader that reads the encoded information and forwards

it to the credit-card company.  Approval of the purchase is almost

instantaneous.  A magnetic strip reader is a part of a computerized

authorization system.  Supermarkets do not use automated transaction machines

or electronic debit programs to process credit-card sales.
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When operating an electronic cash register, which keys would a grocery store

employee hit to indicate a purchase from the bakery or the deli?

A. Transaction

B. Specialized

C. Numeric

D. Department

/D

Department.  The department keys are used to indicate departments in the

grocery store or specific categories of products.  Stores often want to keep

track of the volume of sales for individual departments such as bakery or deli.

As a result, employees hit the department key that corresponds with the type

of item.  The store can have as many department keys as it needs on a cash

register in order to track sales.  Besides bakery and deli, a store might have

keys for produce, dairy, meat, seafood, etc.  Transaction keys are used to

complete the sales transaction.  Specialized keys are used for specific

functions such as to print a duplicate receipt or indicate a refund.  Numeric

keys are used to enter prices.
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A supermarket is tripling the value of manufacturers' coupons for a special

one-day promotion.  What would be the total value of a customer's coupons with

face values of 75 cents, 50 cents, 40 cents, and 30 cents?

A. $3.90

B. $4.80

C. $5.85

D. $6.95

/C

$5.85.  On occasion, supermarkets run special one-day promotions to attract

customers and increase sales.  One type of sales incentive is to offer to

triple the value of manufacturers' coupons that are normally only doubled.  If

the supermarket decides to triple coupons for one day, employees must be

informed so they process the coupons correctly.  In this example, each coupon

must be tripled (75 cents x 3 = $2.25; 50 cents x 3 = $1.50; 40 cents x 3 =

$1.20; 30 cents x 3 = $.90).  Then, add the totals to determine the total value

of all the coupons ($2.25 + $1.50 + $1.20 + $.90 = $5.85).
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A customer presents food stamps to pay for the purchase of cereal, fruit, milk,

vitamins, soap, pet supplies, and hot foods.  A supermarket employee may

process the food stamps to cover the cost of the

A. cereal, fruit, and milk.

B. milk, vitamins, and hot foods.

C. fruit, soap, and pet supplies.

D. hot foods, vitamins, and cereal.

/A

Cereal, fruit, and milk.  Customers may use food stamps to pay for foods that

members of the household will eat.  These foods include breads and cereals;

fruits and vegetables; meats, fish, and poultry; and dairy products.  Customers

may not use food stamps to pay for nonfood items such as pet supplies, soap,

vitamins, or hot foods that have been prepared by the store and are

ready-to-eat.  Therefore, a supermarket employee may process food stamps to

cover the cost of cereal, fruit, and milk.  A customer must pay for the other

items by another means.

$$94

When closing the cash register at the end of the day, the gourmet market counts

the total amount received and paid out and compares that figure to the

A. sales register tape.

B. opening change fund.

C. daily balance form.

D. cash transaction sheet.

/A

Sales register tape.  When closing the cash register at the end of the day, a

gourmet market counts the total amount received and paid out in order to prove

cash.  Part of the process of proving cash involves comparing the amount with

the amount listed on the sales register tape.  The sales register tape keeps a

running total of the transactions throughout the day.  The tape is accurate,

therefore, the amount in the register should agree with the tape.  If that is

not the case, then cash is not proved which means the cash is either over or

short.  The opening change fund is subtracted from the total amount received.

When proving cash, markets often use a daily balance sheet to indicate total

amounts of each denomination as well as checks and credit sales.  Markets do

not compare the total cash figure with a cash transaction sheet.
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Neighborhood food markets that operate their own vans in order to provide

delivery service to nearby customers often

A. charge a small fee.

B. sell expensive items.

C. earn a high profit.

D. have few expenses.

/A

Charge a small fee.  Neighborhood food markets that operate their own vans in

order to provide delivery service have expenses involved in providing that

service.  They need to maintain the vans, buy gasoline, and pay the drivers.

As a result, markets often charge a small fee to help cover the cost of

delivery.  Customers usually are willing to pay a small fee for the convenience

of having grocery items delivered to their homes.  However, the markets

generally deliver only to customers who live nearby.  Neighborhood food markets

usually sell a variety of items, and some of them might be expensive.  Not all

markets earn a high profit.  Most markets have many expenses.
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A grocery store seafood department sells shrimp for $8.99 a pound, tuna steaks

for $7.99 a pound, and salmon filets for $9.99 a pound.  What price will a

customer pay for two pounds of shrimp, a tuna steak weighing one pound, and two

salmon filets that each weigh 1/3 pound?

A. $31.36

B. $32.63

C. $33.99

D. $34.00

/B

$32.63.  Grocery stores usually price and sell seafood by the pound.  Customers

decide the amount they need and pay according to the weight of the items.  When

pricing the items, the seafood department weighs each item.  To determine the

price the customer will pay in this example, multiply the weight by the price

per pound (two pounds of shrimp x $8.99 = $17.98; one pound of tuna = $7.99;

salmon at $9.99 a pound ÷ 1/3 = $3.33 x 2 = $6.66).  Then, add the three

amounts to calculate the price the customer will pay ($17.98 + $7.99 + $6.66 =

$32.63).
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When a customer presents a receipt along with a damaged item, and the grocery

store credits the customer's credit-card account for the price of the item, the

store is

A. handling an exchange.

B. replacing a product.

C. arranging a rebate.

D. processing a return.

/D

Processing a return.  Grocery stores usually have policies that regulate how

employees are to handle returns.  In some cases, customers return items because

they are damaged, such as canned goods that are dented or cereal boxes that are

torn.  Customers may not want the damaged items because they think the contents

might be contaminated.  Accepting the damaged items and crediting a customer's

credit-card account is one way of processing returns.  The customers receive

their money back for the items they return.  In this example, the store is not

handling an exchange or replacing a product because the customer is not

receiving a duplicate item.  The store is not arranging a rebate which is a

return of part of the purchase price, and usually issued by the manufacturer.
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Which of the following is often an effective way to gain the reader's attention

in the opening sentence of a sales letter:

A. Make a startling statement

B. Provide convincing evidence

C. Mention the competition

D. Use technical language

/A

Make a startling statement.  The purpose of the opening sentence in a sales

letter is to attract the reader's attention.  There are several techniques that

salespeople can use to attract attention, such as making a startling statement.

An example of a startling statement is, "Most companies fail in the first

year."  Such statements attract attention and encourage customers to continue

reading.  The body of the sales letter contains convincing evidence that

supports the opening statement and is intended to persuade customers to buy.

Salespeople should not mention the competition in the opening sentence of a

sales letter.  It is generally not effective to use technical language because

readers might not understand the terms.
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When using software programs to design presentations, supermarket supply

salespeople should be careful to avoid using visuals that may

A. be realistic in nature.

B. overwhelm the audience.

C. reinforce understanding.

D. present an ethical issue.

/B

Overwhelm the audience.  The purpose of a computerized presentation is to

support the sales message that the salesperson presents to a group.  The

visuals should help to make the presentation more interesting and

understandable.  If the visuals are too clever, distracting, or used for no

reason, they often overwhelm the audience and detract from the sales message.

The audience remembers the visuals but not the focus of the presentation.

Visuals that are realistic in nature are often effective because they present

an accurate view of the product.  The visuals should always reinforce

understanding rather than be distracting or overwhelming.  The visuals may

present an ethical issue if that is an important part of the verbal sales

presentation.
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