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$$0

One of the positive effects of international trade on food marketing is that it

encourages the development of

A. independent stores.

B. uniform promotions.

C. unlimited exports.

D. innovative products.

/D

Innovative products.  The growth of international trade has increased

competition between food marketers.  To remain competitive, food marketers

strive to offer innovative products that appeal to customers' changing tastes.

The result is an increase in the availability of innovative food products that

provide customers with more variety and options.  Food marketers continually

work to develop new products and improve existing products because of the

volume of products that are available to customers as a result of international

trade.  International trade has led to a significant decrease in the number of

independent stores.  Food marketers usually develop unique promotions to make

them stand out from the competition.  Exports are the goods and services sold

by food marketers in one country to stores and individuals in other countries.

Exports are not unlimited, but depend on available supply and the demand in

other countries.

$$1

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

in the food marketing business-to-business sector:

A. Exclusive

B. Uncertain

C. Long lasting

D. Legally binding

/C

Long lasting.  The food marketing business-to-business buying process is

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

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

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

business probably has several vendors who regularly provide the paper and

plastic bags and other supplies that the store needs to operate.  The store and

the vendors develop long-term relationships and depend on each other.  In most

cases, these relationships are not exclusive because the store probably has

more than one vendor providing the needed goods.  An advantage of long-lasting

relationships is that they usually are reliable and certain.  However, they are

not legally binding unless both parties have signed a contract for a period of

time.

$$2

What is an advantage for a food marketing business to use a vendor-search

organization to locate suppliers?

A. The business benefits from the organization's product positioning strategy.

B. The vendor-search organizations usually have extensive and up-to-date

     databases.

C. A search organization pays its customers royalties for using a vendor found

     in its database.

D. Search organizations save the business in terms of time and money spent on

     internal searches.

/B

The vendor-search organizations usually have extensive and up-to-date

databases.  The databases often contain information for thousands of vendors to

which food marketing business owners might otherwise not have access.  Although

the use of search organizations might save businesses in terms of time and

money spent on vendor searches, this is not always true.  Positioning refers to

a product-mix strategy in which a business creates a certain image or

impression of a product in the minds of the consumers.  Therefore, the

vendor-search organization might benefit from a particular positioning

strategy, not its customers.  Generally, vendor-search organizations do not pay

customers royalties; the customers pay the organization for locating vendors.

$$3

What amount will a bakery deposit in its bank account at the end of the day

based on the following information:  $536.40 in cash sales, $128.75 in checks,

$276.20 in credit-card sales, and opening change fund of $50?

A. $665.15

B. $715.15

C. $891.35

D. $941.35

/A

$665.15.  Bakeries usually deposit the money received from customers after the

bakery closes for the day.  To do this, they fill out a deposit slip and

indicate the type of funds received such as cash or check.  Then, they total

the two figures to determine the deposit amount ($536.40 in cash + $128.75 in

checks = $665.15).  Credit-card sales are not deposited in bank accounts at the

end of the day because the bakery will receive those funds from the credit-card

company at a later date.  The opening change fund is not deposited, but usually

held over to open the cash register the next day.

$$4

The type of computer technology that allows supermarket chains to track sales

and distribution makes it possible for the chains to

A. move product where it is needed.

B. develop price codes for each product.

C. provide self-scanning registers.

D. attach labels to shelving fixtures.

/A

Move product where it is needed.  One type of computer technology allows

supermarket chains to track sales and distribution, thereby moving product to

where it is needed.  This technology enables chains to constantly monitor the

market, identify changes and trends in sales, and use this information to make

adjustments.  For example, if a chain determines that sales are higher at one

location than another, it can redirect product to the store that needs it.  The

type of computer technology that allows supermarket chains to track sales and

distribution does not make it possible for chains to develop price codes for

each product, provide self-scanning registers, or attach labels to shelving

fixtures.

$$5

Why is it important for convenience store employees to comply with an order and

promptly give robbers the money during a robbery situation?

A. To get them out of the store quickly

B. To have time to set off the silent alarm

C. To avoid becoming accomplices to a crime

D. To appear to be in control of the situation

/A

To get them out of the store quickly.  Convenience store employees should obey

robbers' orders and promptly give them the money.  Most robbers are only

interested in obtaining cash and leaving the store as quickly as possible.

That should be the goal of employees also because the sooner the robbers leave,

the less chance there is that someone will be injured.  Giving them the money

promptly will encourage them to leave and avoid a situation that might result

in violence.  Employees should make the robbers feel that they, rather than the

employees, are in control of the situation.  Employees should not try to set

off the alarm unless they are sure it is silent and that the robbers will not

notice what they are doing.  Giving robbers the money does not make employees

accomplices to a crime.

$$6

Preventing vendor theft usually requires a supermarket to develop policies and

procedures to control the

A. ordering process.

B. delivery system.

C. supply chain.

D. selling floor.

/B

Delivery system.  The delivery system involves the methods the supermarket uses

to receive and store goods.  This is also the time when most vendor theft

occurs because vendors are dropping off orders and have access to the

supermarket's receiving and storage areas.  Therefore, developing policies and

procedures to control the delivery system will help to prevent vendor theft.

This might include limiting vendor access to the supermarket or having an

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

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

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

Supermarkets often develop policies and procedures that control the selling

floor to prevent employee or customer theft.

$$7

A procedure that many supermarkets establish to protect the large amounts of

cash they take in every day is to

A. install exterior surveillance cameras.

B. place small safes at each checkout stand.

C. regularly remove the excess from registers.

D. ask customers to pay with exact change only.

/C

Regularly remove the excess from registers.  Supermarkets often take in large

amount of cash every day and more during busy times such as holidays.  To

protect the cash, many supermarkets establish a procedure that requires the

excess to be regularly removed from registers.  Keeping the cash in the

register at a minimum helps to protect large amounts of cash from employees or

customers who may have access to the registers.  Supermarkets might install

interior surveillance cameras, rather than exterior ones, to protect cash.  It

is not realistic to ask customers to pay with exact change only or to place

small safes at each checkout stand.  The excess cash is kept in a safe in the

supermarket office.

$$8

To prevent sanitation problems, what should supermarket deli-department

employees do with canned goods before opening them to use the contents in deli

dishes?

A. Read the labels

B. Remove the prices

C. Wash the tops

D. Check the ingredients

/C

Wash the tops.  Supermarkets usually develop procedures for deli-department

employees to follow to prevent sanitation problems when preparing dishes to

sell at the deli.  One procedure involves washing the tops of canned goods

before opening the cans.  If germs or dirt are on the cans, the contents might

become contaminated when an employee opens the can and pours the contents into

a bowl.  To prevent this problem, employees are expected to wash the tops.

Reading the labels, removing the prices, and checking the ingredients are not

procedures to follow to prevent sanitation problems.

$$9

Which of the following is an example of a program to control rodents and

insects that a grocery store might develop:

A. Rinse produce in an antibacterial solution

B. Keep produce in refrigerated display cases

C. Look through produce deliveries for signs of pests

D. Inspect new produce for signs of bruising or damage

/C

Look through produce deliveries for signs of pests.  One way to control rodents

and insects is to prevent them from entering the grocery store.  To do this,

stores often establish programs that require receiving department employees to

look through produce deliveries for signs of pests.  If the employees find

evidence of pests, they can refuse delivery, which will keep the pests from

entering the store.  Grocery stores do not rinse produce in an antibacterial

solution.  Produce display cases usually are not refrigerated.  Employees

inspect new produce for signs of bruising or damage to check quality rather

than to control rodents and insects.

$$10

One way for a grocery store manager to reduce the risk of doing business is to

understand and develop an effective

A. balance sheet.

B. flextime policy.

C. marketing plan.

D. referral system.

/C

Marketing plan.  A marketing plan is a set of procedures or strategies for

attracting the target customer to a grocery store.  It is one of the four major

instruments for reducing the risk of doing business because the plan helps to

identify and attract the people who are most likely to buy.  Stores reduce risk

and are more successful when they target the right customer and do not try to

be "all things to all people."  A balance sheet is a statement showing the

financial status of the store.  A flextime policy involves allowing employees

to select their own working hours as long as they work the required number of

hours.  A referral system is a method of prospecting in which salespeople ask

someone they know or someone who uses their products to recommend them to

others.

$$11

The health and sanitation laws affecting food marketing usually include

provisions that allow governmental agencies to

A. sample the products.

B. terminate the employees.

C. redesign the stores.

D. inspect the facilities.

/D

Inspect the facilities.  There are a variety of health and sanitation laws that

affect the food marketing industry.  Most of these laws allow the governmental

agencies responsible for enforcing the laws to inspect the food marketing

facilities.  These agencies often conduct routine, as well as unannounced,

inspections to make sure the food marketers are complying with the requirements

of the law.  The intent is to guarantee that the food products sold to

customers are safe and do not pose a health threat.  The laws do not include

provisions that allow governmental agencies to sample the products, terminate

the employees, or redesign the stores.

$$12

An effective technique to use when writing persuasive messages to customers is

to

A. use aggressive words.

B. demand their attention.

C. make a prediction.

D. appeal to their needs.

/D

Appeal to their needs.  The purpose of writing persuasive messages is to

convince customers to do something such as buy a product or pay an overdue

bill.  To encourage them to take the correct action, it is important to appeal

to their needs and show them why it is a benefit to do what you want them to

do.  For example, if you want customers to buy a new product, explain how that

product will benefit them, such as by saving money or speeding up production.

Customers are more likely to respond favorably when they understand how their

needs will be satisfied.  It is not effective to use aggressive words or demand

a customer's attention as these techniques often offend customers.  Making a

prediction is not as effective as stating a fact or providing logical evidence

to support your message.

$$13

What is one reason a supermarket might implement slotting allowances to

distribute products?

A. To reduce conflict among distribution channel members

B. To lower the risks associated with stocking new products

C. To increase the number of brands that the store carries

D. To decrease the number of members in the distribution channel

/B

To lower the risks associated with stocking new products.  A slotting allowance

refers to a fee paid by a manufacturer or vendor to a customer, usually a

retailer.  This fee is charged to cover the costs for placing a new product on

the retailer's shelves.  By charging a slotting allowance, the customer is

trying to cover the costs of stocking and maintaining the product.  If a new

product does not sell well, the fees can help to cover the time on the shelf

that could have been used for a higher moving item.  Since there is only a

limited amount of shelf space in a supermarket, the implementation of a

slotting allowance does not necessarily increase a store's product line.

Therefore, slotting allowances are not implemented to decrease intermediaries

in the supply chain.  Slotting allowances are not implemented to reduce

conflict among distribution channel members.

$$14

A grocery store weighs a delivery of ground beef and discovers that the

shipment is five pounds less than the amount ordered.  To resolve the problem,

the store fills out a request-for-credit form and indicates the amount of

shortage as well as the

A. prearranged payment terms.

B. date that the order was placed.

C. unit price and total amount of credit.

D. time involved in receiving and checking the order.

/C

Unit price and total amount of credit.  Grocery stores often weigh deliveries

of ground beef and other food items that are ordered by the pound to make sure

the amount ordered is the same as the amount delivered.  If a store discovers

that a shipment of ground beef is five pounds less than the amount ordered, it

might resolve the problem by filling out a request-for-credit form to obtain

credit from the vendor.  When filling out such a form, a store would indicate

the invoice number, the type of product, the amount of shortage, the unit price

of the item, and the total amount of credit that is due.  For example, if the

unit price of ground beef is $1.50 per pound, the store indicates five pounds

at $1.50 per pound for a total of $7.50.  The store will receive a credit in

the amount of $7.50 which resolves the problem with the shipment.  A store

usually does not need to indicate the prearranged payment terms, the date the

order was placed, or the time involved in receiving and checking the order when

filling out a request-for-credit form.

$$15

One reason most supermarkets are willing to assemble and display prepack

shippers provided by vendors is to

A. encourage impulse buying.

B. replace permanent shelving.

C. offer imported products.

D. recycle cardboard cartons.

/A

Encourage impulse buying.  A prepack shipper is basically a ready-made display

provided by vendors that requires very little assembly.  Many vendors ship

goods to supermarkets in packages that are intended to be assembled as product

displays.  The goods arrive attractively arranged in a special display that

supermarkets can set up in convenient locations.  One reason most supermarkets

are willing to do this is because the displays appeal to customers and

encourage impulse buying.  Therefore, increased sales is the main motivating

factor.  Supermarkets do not assemble prepack shippers to replace permanent

shelving or recycle cardboard cartons.  Prepack shippers usually contain

seasonal or inexpensive goods rather than imported products which are often

expensive.

$$16

One reason small convenience stores usually establish specific days and times

for each vendor to deliver orders is because of

A. limited receiving areas.

B. unreliable transportation systems.

C. local traffic restrictions.

D. unpredictable sales levels.

/A

Limited receiving areas.  Small convenience stores usually have a limited

amount of space in the receiving area because the majority of space is

designated for sales.  Therefore, stores establish specific days and times for

each vendor to deliver orders so only one vendor delivers at a time.  This

reduces the volume of product that must be inspected and processed in a small

receiving area.  Stores do not establish receiving schedules because of

unreliable transportation systems or unpredictable sales levels.  Some

communities restrict certain types of traffic, however, deliveries to local

stores is permitted because the stores need to receive the goods in order to

stay in business.

$$17

Some food markets buy large quantities and store the products until needed to

take advantage of

A. dating terms.

B. return policies.

C. shipping methods.

D. vendor discounts.

/D

Vendor discounts.  An advantage of buying large quantities is that vendors

usually offer discounts.  However, buying in large quantities may mean that the

food market needs to store those products until they are needed.  A market

might decide to do that if the discount was substantial enough to offset the

cost of storage.  It might be more economical for a market that has its own

storage facility to buy in quantity and take advantage of vendor discounts.

Dating terms involve when an invoice will be paid.  Return policies involve the

conditions under which a market can return items to a vendor.  Shipping methods

are the ways that products are transported from a vendor to a buyer, such as by

truck or rail.

$$18

Why is it important for a grocery store to quickly route new deliveries of

dairy products to the sales floor?

A. To maintain the correct temperature

B. To open up space in the receiving area

C. To set up promotional displays

D. To provide new items to customers

/A

To maintain the correct temperature.  Dairy products are refrigerated when they

are delivered to a grocery store.  It is important to maintain these items at

the correct temperature to prevent spoilage.  Therefore, stores should quickly

route new deliveries of dairy products to the sales floor so they can be placed

in refrigerated display cases.  If dairy products remain in the receiving area

too long, they may not be suitable to sell.  Stores do not quickly route dairy

products to the sales floor to open up space in the receiving area, set up

promotional displays, or provide new items to customers.  Dairy products are

basic items that stores routinely stock.

$$19

What do gourmet markets that carry expensive imported food items often consider

when planning storage space?

A. Liability

B. Profitability

C. Privacy

D. Security

/D

Security.  Gourmet markets that carry expensive imported food items usually

keep thousands of dollars worth of goods in storage.  As a result, the security

of those items is an important consideration when planning storage space.

Markets usually plan to locate storage space in an area that has limited access

and no windows.  Also, markets often plan space that can be sealed off from

other areas and locked when the market is closed.  The goal is to protect

valuable items from theft by securing the storage space.  When planning storage

space, markets do not consider profitability, privacy, or liability.

$$20

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

fulfillment is that it allows food marketing businesses to

A. track orders in real time.

B. develop a transportation network.

C. move orders to storage.

D. analyze the inventory system.

/A

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

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

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

is that it allows a food marketing business to know exactly where an order is

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

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

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

information system for order fulfillment does not allow a business to develop a

transportation network or analyze the inventory system.  Order fulfillment

involves preparing orders and shipping them to customers rather than moving the

orders to storage.

$$21

What type of shipping method is often used to ship large quantities of packaged

cereals from the manufacturer to supermarket warehouses?

A. Rail

B. Maritime

C. Truck

D. Airline

/C

Truck.  Shipping by truck is the most widely used method of transportation.

Trucks deliver all types of goods to all types of businesses.  Although

shipping by truck is slower than by some other methods, it is effective for

both long and short distances and for products that do not need to arrive

quickly.  For example, packaged cereals are usually shipped by truck from the

manufacturer to supermarket warehouses.  The cereal arrives within a few days

at a fairly low cost.  Rail is often used to ship heavy and bulky items such as

the grain that the manufacturer needs to produce cereal.  Maritime is a term

that describes water transportation that is often used to ship goods from one

continent to another.  Airline transportation is expensive and often used to

ship perishable or expensive items.

$$22

After analyzing its shipping needs, why might a large supermarket chain decide

to operate its own transportation company?

A. To have control of routes and delivery schedules

B. To invest in equipment and maintenance facilities

C. To eliminate the expense of hiring common carriers

D. To avoid encountering delays due to traffic accidents

/A

To have control of routes and delivery schedules.  Although operating a private

transportation company is expensive, some large supermarket chains feel it is

the best option for their shipping needs because it gives them control of

routes and delivery schedules.  Chains that own their own trucking companies

have the flexibility of being able to change routes, schedules, and delivery

times whenever necessary to accommodate customers.  They can decide when and

where shipments are sent based on need.  Chains invest in equipment and

maintenance facilities for their own transportation companies in order to have

control and flexibility in shipping.  Although this eliminates the expense of

hiring common carriers, it is often more expensive for chains to operate their

own trucking companies.  Private companies are as likely as other shipping

companies to encounter delays due to traffic accidents.

$$23

Why do gourmet markets that use a perpetual inventory system also plan to take

a physical count at least once a year?

A. To add new price tags to food items

B. To rearrange popular items in display cases

C. To determine actual number of items in stock

D. To identify items that are selling faster than expected

/C

To determine actual number of items in stock.  Although many gourmet markets

use a perpetual inventory system to track inventory and sales on a daily basis,

they also plan to take a physical count at least once a year.  The reason is to

determine what actually is in stock compared to what the perpetual system

indicates is in stock.  Over a period of time, items may be accidentally

discarded, misplaced, or stolen.  These occurrences are not picked up by a

perpetual inventory system.  Only a physical count will identify shortages, or

overages if there is more in stock than expected, and allow a market to find

out exactly what is on hand.  Markets do not plan to take a physical count at

least once a year to add new price tags to items, identify items that are

selling faster than expected, or rearrange popular items in display cases.

$$24

What is one way that a small convenience store might use unit inventory control

information?

A. To calculate value of inventory

B. To calculate profit from sales

C. To determine past sales totals

D. To determine unit open-to-buy

/D

To determine unit open-to-buy.  Unit inventory control information is used to

determine unit open-to-buy, which is the number of units of stock a convenience

store can buy in a given period of time.  To calculate unit open-to-buy, a

store must add together the number of units that are on hand and the number

that have been ordered.  This total is then subtracted from the maximum

inventory figure to determine how many more units can be purchased.  For

example, if a store has set a maximum inventory for cartons of milk at 60,

there are 30 on hand and 20 on order, the unit open-to-buy is 10.  Dollar

inventory control information is used to calculate profit from sales, past

sales totals, and value of inventory.

$$25

Based on the following information, determine a candy store's inventory

shrinkage:  opening stock value of $78,250, stock purchases of $33,500,

periodic stock count of $67,200, and net sales transactions of $43,150.

A. $1,050

B. $1,220

C. $1,400

D. $1,600

/C

$1,400.  Inventory shrinkage is the difference between what the candy store's

inventory records show is in stock and what actually is in stock.  To calculate

inventory shrinkage, add the opening stock value and the stock purchases

($78,250 + $33,500 = $111,750).  Then, subtract net sales transactions from

that figure to determine the dollar amount that should be in stock, which is

the perpetual inventory ($111,750 - $43,150 = $68,600).  If the periodic stock

count is less than that figure, inventory shrinkage has occurred ($68,600 -

$67,200 = $1,400).

$$26

A grocery store that develops an effective inventory control system is often

able to

A. stock more products.

B. keep fewer records.

C. reduce expenses.

D. accept deliveries.

/C

Reduce expenses.  An effective inventory control system helps a grocery store

to maintain the correct inventory level rather than too much or too little.

This often helps to reduce expenses because the store does not buy products it

doesn't need at the moment.  Also, if stores maintain the correct inventory

level, there is less spoilage because products are not kept in storage for long

periods of time.  This saves the expense of replacing those items.  An

effective inventory control system helps a store stock the right amount of

products rather than more products.  However, the system does not necessarily

reduce the number of records that must be kept.  An inventory control system

does not make it possible for stores to accept deliveries.

$$27

What does a channel of distribution usually need to be able to manage or avoid

conflict within the channel?

A. Strong leadership

B. Updated technology

C. Equal authority

D. Limited competition

/A

Strong leadership.  A channel of distribution that has strong leadership is

often able to manage or avoid conflict because the leadership has the power to

assign specific responsibilities to each channel member.  Strong leadership has

the authority to set goals for the entire channel and demand cooperation, which

reduces the possibility of conflict.  When a channel has strong leadership,

channel members work for the good of the channel rather than for their

individual goals.  A channel of distribution does not need updated technology

or limited competition to manage or avoid conflict within the channel.  Equal

authority might create conflict because there is no clear leader who has power

and control over the channel.

$$28

One reason it is important for convenience stores to establish procedures for

processing dead stock is because dead stock

A. is valuable to liquidators.

B. should be sent to the warehouse.

C. attracts discount shoppers.

D. takes up space in inventory.

/D

Takes up space in inventory.  Dead stock is merchandise for which there has

been no demand for a specified period of time.  This means that the stock is

not selling and not generating revenue for the convenience store.  The stock is

taking up space in inventory and actually costing the store money.  As a

result, stores establish procedures for processing dead stock to remove it from

inventory and make room for new merchandise that will sell.  One way to process

dead stock is to sell it to a liquidator that specializes in handling dead

stock.  A store would not send dead stock to the warehouse because it is costly

to store items that will not sell.  Dead stock does not attract discount

shoppers.  However, stores often mark down dead stock in an attempt to sell it.

$$29

To calculate its average inventory in dollars, a bakery divides the amount of

annual sales by the

A. cost of goods sold.

B. stock turnover rate.

C. gross margin.

D. profit quota.

/B

Stock turnover rate.  The stock turnover rate is the number of times stock is

sold in a given period of time.  A bakery can use the stock turnover rate to

determine its average inventory value in dollars.  The formula for calculating

average inventory is amount of annual sales divided by the stock turnover rate.

For example, if a bakery has annual sales of $600,000 and the stock turnover

rate is 12, the average inventory in dollars is $50,000 ($600,000 ÷ 12 =

$50,000).  Cost of goods sold is the amount of money a bakery pays for the

products it sells.  Gross margin is the money left after cost of goods sold is

subtracted from net sales.  The profit quota is a type of financial quota.

$$30

Which of the following is one of the disadvantages to specialization and

division of labor:

A. Increased boredom on the job

B. Decreased chance of obsolescence

C. Increased pride in work

D. Decreased interdependency

/A

Increased boredom on the job.  There are advantages, but also many

disadvantages, to specialization and division of labor.  One disadvantage is

increased boredom on the job because the work becomes repetitious and workers

lose interest.  When employees become bored, they often become dissatisfied and

production decreases.  As a result, the quality of work may also suffer and

create problems for the company.  Specialization and division of labor tend to

increase the chance that jobs will become obsolete and increase interdependency

between workers.  Another disadvantage of specialization and division of labor

is a decreased pride in work.

$$31

When a government sells notes and bonds to generate income to pay expenses, it

is increasing the

A. national debt.

B. federal budget.

C. trade deficit.

D. inflation rate.

/A

National debt.  A current economic problem is the national debt, which is the

total amount of money that the federal government has borrowed in order to

finance deficit spending.  One way to borrow money is to sell government notes

and bonds that pay interest to investors.  The national debt has been growing

almost continuously since 1900 because the federal government continues to

spend more than it takes in each year.  To compensate for the shortfall, the

government sells notes and bonds, which increases the national debt because

this money must be repaid with interest.  The federal budget is the amount of

money the government expects to take in as well as the amount it expects to

spend in a year's time.  A trade deficit is an unfavorable balance of trade in

which a nation's imports are greater than its exports.  Inflation rate is the

percentage of increase in prices from one year to another.

$$32

If a supermarket negotiates a 3.6% discount rate and has credit-card sales this

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

A. $2,667.30

B. $2,745.75

C. $2,824.20

D. $2,902.65

/C

$2,824.20.  The discount rate is the processing fee that a supermarket pays for

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

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

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

calculate the amount a supermarket owes the bank, multiply total monthly sales

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

$$33

Which of the following is an example of a grocery store chain obtaining funds

through equity financing:

A. Borrowing money from friends

B. Obtaining credit from vendors

C. Selling stock to investors

D. Negotiating loans with banks

/C

Selling stock to investors.  Equity financing involves giving others a share of

the grocery store chain in exchange for receiving capital.  Equity financing is

not a loan that must be repaid.  An example of equity financing is selling

stock to investors.  The investors pay a certain amount for stock and then

share in the company's profits.  If the chain fails, the investors lose their

money.  Borrowing money from friends, obtaining credit from vendors, or

negotiating loans with banks are examples of obtaining funds through debt

financing.
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One reason why banks often consider a food market's collateral when evaluating

a loan application is because the collateral is a(n)

A. indication of the market's character.

B. mirror of the current economic situation.

C. secondary source for repaying the loan.

D. primary example of permanent inventory.

/C

Secondary source for repaying the loan.  Collateral is anything of value

belonging to the borrower that is pledged to the lender to guarantee that the

loan will be repaid.  Banks often consider a food market's collateral when

evaluating a loan application because collateral can be sold to repay the loan.

If a market has valuable collateral such as equipment and other assets, a bank

might consider the market to be a good credit risk.  Collateral is not an

indication of the market's character or reputation for paying on time.

Collateral is not a mirror of the current economic situation, nor is it the

primary example of permanent inventory.
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A supermarket chain obtains demographic information about potential customers

before opening a new location in order to provide those customers with

A. coupons and price comparisons.

B. attractive shopping facilities.

C. displays of regional produce.

D. the type of products they want.

/D

The type of products they want.  Demographic information is information about

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

occupation.  A supermarket chain obtains demographic information about

potential customers before opening a new location because that information

helps the chain to plan the type of products to offer in the new location.  The

demographics of the customer base has an impact on the type of products those

customers want.  For example, families with young children want products that

are different than the products that senior citizens want.  Understanding the

demographics will help the chain identify and provide the products that its

customers want.  Obtaining demographic information does not help a chain

provide attractive shopping facilities, coupons and price comparisons, or

displays of regional produce.
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What are general considerations that supermarket supply businesses must

evaluate when assessing their ongoing marketing-information needs?

A. Production standards and mode

B. Variables and statistical range 

C. Sample size and measurement

D. Data relevancy and application

/D

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

and is useful to the prosperity of the supermarket supply business.  For

example, keeping detailed customer records for defunct supermarkets for several

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

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

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

and measurement are important considerations in the marketing-information

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

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

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

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

project.
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Market researchers often place mystery shoppers in public places to observe and

record consumer buying behavior.  Some people find this practice unethical

because

A. most data collected from these activities are usually unreliable.

B. grocery stores do not pay participants for their ideas and information.

C. researchers are involving participants without obtaining their consent.

D. observers overlook other factors that are important to the overall research.

/C

Researchers are involving participants without obtaining their consent.

Placing researchers in public locations to observe consumer behavior is a

controversial issue.  Proponents of these activities claim that anyone who

appears in a public place, such as a mall, is open for observation.  However,

there are others who believe that these activities invade people's privacy when

they are not told they are being observed.  Although some data derived from

observation techniques are subjective or even inaccurate, it is not appropriate

to conclude that most of the information is unreliable.  Marketing researchers

do not always pay for information; payment depends on the nature of the

research and the source.  For example, a business might gather volunteers for a

focus group and not compensate them.  Some researchers might overlook important

factors while using observation techniques.  However, it is not true of all

researchers.
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The first step a cereal manufacturer should take when collecting marketing

information from its customers is to

A. define research objectives.

B. determine the survey method.

C. obtain secondary data.

D. develop a rating scale.

/A

Define research objectives.  Before marketing data is collected, cereal

manufacturers must define the problem or objective of the research.  Once

researchers know why they are collecting the information, they can determine

where and how to collect it.  Marketing research is not always obtained through

surveys or secondary data sources.  Rating scales are often developed to

measure or qualify research results.  Rating scales are generally developed

after the research objectives are determined.
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A supermarket that selects a site in a shopping area that is located on a main

street in a residential area is locating in a(n)

A. planned regional mall.

B. downtown industrial complex.

C. isolated rural environment.

D. neighborhood business district.

/D

Neighborhood business district.  Many supermarkets select sites in neighborhood

shopping areas because these areas are located near customers' homes.  As a

result, the areas are easy for customers to access and usually provide adequate

parking.  Also, the neighborhood shopping areas include a variety of smaller

stores, such as drugstores and dry cleaners, that offer other goods and

services that customers want.  The mix of stores helps to make the shopping

area a destination.  Consequently, the supermarket will gain customers who want

the convenience of being able to obtain a wide variety of products at one

location.  A planned regional mall contains many types of retailers, although a

supermarket usually is not one of them.  A downtown industrial complex and an

isolated rural environment are not located in residential areas.
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Relational databases allow food marketing researchers to

A. develop more effective data fields.

B. review many variables simultaneously.

C. limit the amount of data-entry errors.

D. measure the accuracy of coding models.

/B

Review many variables simultaneously.  Because relational databases do not

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

unrelated variables simultaneously.  The information can be categorized and

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

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

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

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

cannot necessarily define the accuracy of these models.
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What is an important factor that supermarket chains should consider to

implement effective international marketing strategies?

A. Regional boundaries

B. Customer preferences

C. Natural resources

D. Popular currencies

/B

Customer preferences.  Customer preferences often differ from country to

country which makes it imperative for supermarket chains to consider the

preferences before implementing international marketing strategies.  If

companies do not take the time to find out what customers in different

countries want, the companies are frequently unsuccessful in entering those

markets.  For example, the refrigerators in many foreign countries are small;

therefore, it might be ineffective to try to sell large quantities of frozen

foods.  Regional boundaries are boundaries within a country that define an

area, such as New England.  National boundaries are often a factor, but

regional boundaries usually are not.  Natural resources are items that are

found in nature and used to produce goods and services.  Currency is the paper

money unique to a specific country, such as the U.S. dollar.
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A butcher shop currently has 1,750 customers and develops a marketing plan to

increase that number by 4% this year and 5% next year.  If the plan is

successful, how many customers will the shop have by the end of next year?

A. 1,900

B. 1,907

C. 1,911

D. 1,925

/C

1,911.  One of the objectives of a marketing plan often is to attract more

customers which leads to an increase in sales and revenue.  When preparing its

marketing plan, a butcher shop develops specific objectives to follow that

should be clear and measurable, such as increasing the number of customers by

4% this year and 5% next year.  To determine the number of customers the shop

will have by the end of next year if the marketing plan is successful, first

determine the number of customers the shop will have this year by multiplying

the current number of customers by the planned increase (1,750 x 4% or .04 =

70).  Add the new customers to the number of current customers (1,750 + 70 =

1,820).  To determine the increase for the next year, multiply this year's

customers by the planned increase (1,820 x 5% or .05 = 91), and add the

increase to the number of customers (1,820 + 91 = 1,911).
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Which of the following is a factor that grocery stores analyze when conducting

a marketing audit:

A. Resources

B. Philosophies

C. Finances

D. Activities

/D

Activities.  Marketing activities are actions that grocery stores take to

achieve marketing goals and objectives.  When conducting a marketing audit,

stores thoroughly examine all aspects of their marketing effort including

objectives, strategies, and activities.  If a store finds that its specific

marketing activities, such as advertising or personal selling, are not

effective, it can make adjustments or try different activities.  The purpose of

the audit is to identify problems and find ways to improve the store's

marketing performance.  A philosophy is the combination of principles,

attitudes, or beliefs held by individuals or organizations that influences

their behavior.  Finances are a store's funds.  Resources are items that can be

used to produce goods and services.
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What do grocery store employees need to know to be able to help customers find

specific products?

A. Brand names

B. Display styles

C. Stock locations

D. Traffic patterns

/C

Stock locations.  Grocery store employees should be familiar with the location

of all products to be able to help customers find specific products.  Customers

often ask for assistance, and employees need this information to provide

service and build good relationships with customers.  If employees do not know

the location of stock, they cannot provide good customer service, which might

cause customers to shop elsewhere.  Employees need to know the location of

stock, such as the canned fruit aisle, rather than brand names.  Employees do

not need to know the different display styles to help customers find specific

products.  The traffic pattern is the way the layout draws customers through

the store.
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Convenience stores whose products generate complaints should make sure that the

complaints are passed on to the

A. accountant or controller.

B. purchasing agent or buyer.

C. stockperson or inventory clerk.

D. warehouse personnel or receiving clerk.

/B

Purchasing agent or buyer.  Customer complaints are valuable to convenience

stores because they provide guidance for future purchases.  Any product that

consistently generates complaints should probably be removed from the product

mix.  None of the other alternatives would need to receive customers' product

complaints.

$$46

One reason supermarket managers often delegate responsibility for certain

routine jobs to employees is so the managers can

A. decide which employees to promote.

B. blame others if mistakes are made.

C. spend more time doing management work.

D. avoid performing unpleasant assignments.

/C

Spend more time doing management work.  Giving employees responsibility is an

example of delegation, which is a management activity.  Supermarket managers

usually delegate certain routine jobs to employees so the managers can spend

more time doing the type of work that managers are expected to perform.  For

example, managers plan and direct the business's activities in order to

accomplish the business's goals and objectives.  They cannot perform every task

that is involved in the operation of the business.  Giving employees

responsibility for the day-to-day activities frees up managers to focus on

building the business.  Managers do not delegate responsibility for routine

jobs so they can decide which employees to promote, blame others if mistakes

are made, or avoid performing unpleasant assignments.
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Which of the following is the pricing approach a butcher shop owner uses when

the product selling prices are based on the company's profit objectives:

A. Sealed bid

B. Cost based

C. Going rate

D. Competition based

/B

Cost based.  Butcher shop owners who apply the cost-based approach when setting

prices usually consider their actual costs to purchase or manufacturer the

items as a basis for the selling price.  Break-even, markup, and target-profit

approaches are categories of cost-based pricing.  When the owner establishes a

specific profit objective, s/he is employing the target-profit approach to

cost-based pricing.  When businesses use the competition-based pricing

approach, they set prices by evaluating the prices their competitors establish

for similar products.  Going-rate and sealed-bid pricing approaches are forms

of the competition-based pricing approach.
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One of the advantages of using programmed learning to conduct training is that

it allows grocery store employees to

A. interact with coworkers.

B. learn at their own pace.

C. practice new skills.

D. study with a professional.

/B

Learn at their own pace.  Programmed learning provides questions or problems,

usually in a written format, for the grocery store employees to answer or

solve.  It can be provided with the use of textbooks or computers that contain

the correct answers and allow employees to check their understanding before

moving on.  The benefit of programmed learning is that it allows employees to

learn at their own pace, review the material if necessary, and move on to more

advanced information when they feel they are ready.  Programmed learning does

not allow employees to interact with coworkers, practice new skills, or study

with a professional.
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To control various business activities in an effective manner, food marketing

managers must first

A. request employee feedback.

B. identify communication channels.  

C. set appropriate standards.

D. initiate corrective action.

/C

Set appropriate standards.  To control business activities effectively, food

marketing managers must set appropriate standards to be able to measure the

productivity of a specific activity.  Although controlling business activities

might require managers to identify communication channels, request employee

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

understand the type of control that is needed.
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What type of ratio is used to measure the ability of a bakery to turn assets

into cash?

A. Liability

B. Profitability

C. Activity

D. Liquidity

/D

Liquidity.  Liquidity refers to the time that a bakery takes to turn assets

(e.g., equipment, property) into cash so it can pay the company's debts.

Liability is defined as debt that an individual or a business owes.

Profitability is the level of profit (monetary reward) of a business or a

product.  Activity refers to a task that is performed to generate a specific

outcome.
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One way supermarkets often begin to determine the profitability of grocery

items is by comparing the cost of items sold with

A. equity.

B. assets.

C. debts.

D. revenue.

/D

Revenue.  It is important for grocery stores to determine the profitability of

grocery items because if the stores do not earn a sufficient profit, they may

not be able to continue operating.  One way to determine profitability is to

compare the cost of items sold with the revenue generated from the sale of

those items.  This comparison will help supermarkets determine if they are

earning enough profit based on costs.  For example, a supermarket has $1.25 in

cost of food sold associated with each pound of ground beef it sells for $1.75

a pound.  Depending on operating expenses, the $.50 difference may, or may not,

be an adequate profit.  Equity is the amount an owner has invested in the

supermarket plus or minus profits and losses.  Assets are anything of value

that a supermarket owns.  Debt is money supermarkets owe to others.
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When preparing projected profit-and-loss statements, new convenience store

owners must consider taxes that will need to be paid.  Where can owners find

accurate, current information regarding their estimated tax obligation?

A. Taxation regulatory agencies

B. Property inspection documents

C. Depreciation reports

D. Accounts payable records

/A

Taxation regulatory agencies.  Convenience stores often pay many types of taxes

(e.g., payroll, property).  Because tax payments are cash outflows for a store,

the store must estimate what it will pay for taxes when preparing its

profit-and-lost statement.  To estimate tax obligations, both existing and new

stores can contact government agencies (e.g., Internal Revenue Service) to

receive updated information regarding tax law and requirements.  Property

inspection documents, depreciation reports, and accounts payable records might

be helpful in determining some aspects of tax obligations and deductions, but

do not necessarily provide current and up-to-date information.

$$53

Planning special promotions for the supermarket bakery or deli usually is the

responsibility of the __________ manager.

A. department

B. advertising

C. inventory

D. customer-service

/A

Department.  Most supermarkets are organized by department such as bakery,

deli, produce, dairy, etc., with a manager in charge of each department.  One

of the responsibilities of these managers is to plan and carry out special

promotions for the department to attract customers and increase sales.  The

department managers also handle customer service in their areas and the overall

operations of the department.  As a result, the position of department manager

is often a stepping-stone to the position of store manager.  The store manager

often is responsible for advertising and monitoring inventory levels.  Most

supermarkets have a customer-service manager.
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People who are able to effectively communicate with others, help others solve

problems, and be the leader of a group are considered to have good __________

skills.

A. linguistic

B. interpersonal

C. creative

D. reasoning

/B

Interpersonal.  Many careers in food marketing require employees to be able to

effectively communicate with others because they have regular contact with

customers and coworkers.  Also, to move up the career ladder, employees need to

be able to help others solve problems and be the leader of a group.  Employees

who have these abilities are considered to have good interpersonal skills

because they interact well with others.  Interpersonal skills are important in

food marketing, especially for employees who want to move into supervisory or

management positions because they will need to communicate effectively, solve

problems, and lead others.  Linguistic skills involve the ability to read,

write, and speak.  Creative skills involve the ability to generate unique

ideas, approaches, and solutions.  Reasoning skills involve the ability to

think logically.
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A manufacturer develops and positions an imitative food product so that its

brand reflects good quality at a low price.  What is the best pricing strategy

to use to introduce the product?

A. Premium

B. Psychological

C. Economy

D. Captive

/C

Economy.  Imitative new food products are goods or services that mimic existing

products.  For example, a food company might expand its product line to include

chocolate-chip cookies.  Chocolate-chip cookies are not a new type of food

item.  Therefore, the company is introducing a new version of an existing

product.  An economy pricing strategy is used for imitative products that are

priced lower than similar products but possess reasonable quality.  A premium

pricing strategy is used when an imitative product is introduced to the market

as a superior quality product sold at the highest price.  Psychological pricing

is a price adjustment strategy used for existing products.  Captive product

pricing is a product-mix pricing strategy.  This strategy is used for products

that require other components to operate.  For example, a traditional camera

needs film to take photographs.  A camera might be priced low because the

company makes a great deal of money by selling the film at high markups.
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A supermarket purchased 25 cases of soda at $9.00 per case.  What was the cost

to the store if a 35% trade discount was applied?

A. $78.75

B. $146.25

C. $225.00

D. $260.00

/B

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

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

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

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

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

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

- $78.75 = $146.25).
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What do food marketing businesses need to define and write out before building

their brand?

A. Unique name

B. Expectations

C. Guidelines

D. Core values

/D

Core values.  The first step that a food marketing business takes to build and

protect its brand is to define and write out core values.  Core values are what

a business stands for and what the business should do.  They are what the

business must be.  Writing down the core values helps a business to crystallize

its thoughts and gives the values, themselves, added importance.  Once a

business has defined its core values, it can develop how it will deliver those

values to meet customers' expectations.  A business must define its core values

before it can develop a unique name or develop guidelines for employees to

follow.
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An example of a standard that a neighborhood market might specify when

purchasing fresh fish is that the fish should be

A. whole.

B. quartered.

C. salted.

D. tender.

/A

Whole.  Neighborhood markets usually develop purchasing standards to obtain the

quality of products that customers want.  An example of a standard is

specifying that fresh fish should be whole which means the fish have not been

processed, but are just as they came from the water.  A market might purchase

whole fish because it wants to be able to cut the fish according to customers'

requests.  Depending on the type of fish, the market might cut it into steaks

or fillets.  If the fish is small, such as trout, a market might sell it

dressed, which is cleaned with the head on.  A market might specify that

chicken is quartered.  Salt is added as a preservative, so salted fish would

not be fresh.  Tender is a standard for meat rather than fish.
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A convenience store has planned purchases of $84,950 for next month and planned

reductions of $1,600.  Calculate open-to-buy for the month if the store has

purchase commitments of $65,500.

A. $17,850

B. $19,450

C. $20,250

D. $21,050

/B

$19,450.  Open-to-buy is the difference between planned purchases and the

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

convenience store allocated $84,950 for purchases next month but already has

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

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

purchases ($84,950 - $65,500 = $19,450).  Planned reductions for the month are

not a factor when calculating open-to-buy.
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Reasons for removing a food product from the product line include all of the

following except

A. to appeal to new markets.

B. to omit an obsolete product.

C. to replace with a new product.

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

/A

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

the product line rather than contracting the product line.  Product

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

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

contracting a product line.
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Which of the following pricing strategies might be beneficial for a supermarket

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

location:

A. Cost plus

B. Freight absorption

C. Unilateral zone

D. Regional delivery

/B

Freight-absorption.  When supermarket supply companies want to do business with

a specific customer or expand into a new area, they will often absorb all or

part of the freight costs as an incentive to get customers to purchase their

products.  This pricing strategy is often used in conjunction with market

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

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

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

and regional delivery are not common terms used to describe geographical

pricing strategies.
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Which of the following do grocery stores often use to create an environment

that puts customers in the mood to buy:

A. Food aromas

B. Soft lighting

C. Loud music

D. Carpeted floors

/A

Food aromas.  The interior environment of a grocery store has an effect on

customers' moods.  When planning the interior, stores try to create

environments that satisfy customers and encourage them to buy.  One way grocery

stores often do this is by using food aromas.  Many departments within the

store prepare foods for customers to sample while they are shopping.  The

aromas from the deli and bakery departments draw customers to those areas, and

tend to make customers feel hungry.  After sampling the foods, customers often

buy.  Most grocery stores have bright lighting.  Loud music tends to discourage

customers from spending time shopping.  Most grocery stores do not have

carpeted floors because it is difficult to push carts over carpeting.
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One reason supermarkets generally use a grid layout when designing the floor

plan is because that pattern

A. persuades customers to buy many impulse items.

B. encourages customers to walk in all directions.

C. helps customers shop quickly by serving themselves.

D. makes customers think they have a lot of time to shop.

/C

Helps customers shop quickly by serving themselves.  Most supermarkets use a

grid, or straight, layout that makes it possible to display a wide selection of

products in aisles.  The straight pattern guides customers to the aisles that

contain the products they want.  This layout helps customers shop quickly and

serve themselves.  Customers can easily find what they want and do not need

assistance from supermarket employees.  The disadvantage of using a grid layout

is that it discourages customers from walking in all directions so they do not

have the opportunity to browse and buy many impulse items.  The grid layout

encourages customers to shop quickly rather than spend a lot of time shopping.
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Determining the amount of inventory to have on hand based on expected sales for

one week is a method of

A. planning stock.

B. preparing orders.

C. determining profit.

D. calculating margins.

/A

Planning stock.  Grocery stores plan stock in order to have in inventory the

quantity of items that they expect customers to buy during a certain period of

time such as one week.  This is the stock-to-sales method of planning stock.

Stores want to maintain an adequate level of inventory to avoid running out of

stock.  To do this, they often analyze previous sales to forecast expected

sales in order to plan an appropriate stock-to-sales ratio.  Once stores

determine the amount of inventory to have on hand to meet sales, they prepare

orders.  Determining the amount of inventory to have on hand based on expected

sales is not a method of determining profit or calculating margins.
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What do some markets consider when determining the quantities of food items to

purchase?

A. Standard specifications

B. Regional delivery costs

C. Minimum order requirements

D. Local processing procedures

/C

Minimum order requirements.  Some markets are small and prefer to purchase

limited amounts of certain food items.  However, some suppliers may have

minimum order requirements that make it necessary for markets to purchase by

the case.  These suppliers will not break a case, or if they do, they charge a

high price to do so.  Therefore, markets may buy larger quantities than they

actually need at the time to comply with the minimum order requirements.

Markets do not consider standard specifications, regional delivery costs, and

local processing procedures when determining the quantities of food items to

purchase.
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Calculate a bakery's gross margin based on the following information:  $568,250

in net sales, $242,800 in cost of goods sold, $170,500 in operating expenses,

and $27,600 in rent.

A. $154,950

B. $297,850

C. $325,450

D. $416,250

/C

$325,450.  Gross margin is the difference between net sales and cost of goods

sold.  Bakeries plan for an adequate gross margin to cover operating expenses

and generate an acceptable profit.  The formula for planning gross margin is

net sales less the cost of goods sold ($568,250 - $242,800 = $325,450).

Operating expenses are not included in gross margin, but are subtracted from

gross margin to calculate operating profit.  Rent is an operating expense.
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A grocery store determining the amount to spend to buy items for resale based

on estimated sales is preparing a

A. merchandising budget.

B. purchasing procedure.

C. model stock plan.

D. product assortment.

/A

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

products expected to be sold to customers.  Grocery stores often begin to

develop a merchandising budget by estimating sales for a future period of time.

Then, stores determine the amount they must spend to buy the items to be in

stock when customers want them in order to make a profit.  A purchasing

procedure is the process a store follows to obtain the goods it needs for

resale or for use in the store.  A model stock plan is a list of items the

store always keeps in stock.  Product assortment is the variety of items that a

store carries.

$$68

One or more existing brands may need to be repositioned when a new food product

is introduced into the product line to

A. eliminate the new product.

B. develop a new product mix.

C. minimize cannibalization of established brands.

D. justify dropping the existing brands from the line.

/C

Minimize cannibalization of established brands.  Sometimes it is necessary to

reposition existing products to minimize the loss of sales of those brands to

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

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

product.  Repositioning does not involve dropping existing products or

developing a new product mix.
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Technology advancements have provided food marketers the ability to send

cost-effective, opt-in promotional messages to a customer's __________ address.

A. street

B. e-mail

C. P.O. box

D. secondary

/B

E-mail.  Electronic mail is a method of sending promotional messages via

computer networks.  Each computer has its own e-mail address or path.  A street

address is a number and street name of a facility that is set up to receive

traditional mail service.  A  P.O. box is a location in a post office that

customers can send their mail to hold until they pick it up.  A secondary

address is a general term used to describe an alternate address to send mail;

it can be an electronic or traditional mail location.
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What are the two fundamental factors that advertisers use to select media that

will achieve their objectives?

A. Reach and frequency

B. Demographics and psychographics

C. Flighting and spill

D. Programming and gross rating points

/A

Reach and frequency.  All advertisers must calculate reach and frequency to

determine if the media mix selected will achieve the established goals for the

campaign.  Reach measures the percentage of people in the target market who are

exposed to the advertising during a given period of time, while frequency

measures how many times a member of the target market is exposed to the

message.  Demographics and psychographics are additional factors that can be

assessed in terms of media audiences.  Flighting and spill have to do with how

often media runs in a given market and how much crossover there might be

between markets.  Media buyers also look at programming and gross rating points

for broadcast media in order to place media in quality, frequently watched

shows and to gauge how many exposures, overall, the advertising is generating.
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Which of the following magazine advertisements is generally the most expensive:

A. Half-page, two-color

B. Full-page, four-color

C. Full-page, black and white

D. Quarter-page, black and white

/B

Full-page, four-color.  Although placement rates vary among magazines, the

general rule-of-thumb states that the bigger the ad, the more expensive the

placement.  Therefore, a full-page advertisement is generally more expensive

than a half-page and quarter-page advertisement.  Because processing color

separations requires more time, the more color an advertisement has, the higher

the cost.  Therefore, four-color process generally costs more than two-color

and black-and-white submissions.
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Supermarket chains that develop successful public relations plans should

A. regard product and company credibility as minor considerations in the

     planning process.

B. consider sales and profit the most important factors when developing

     specific strategies.

C. emphasize specific activities that will meet short-term objectives and

     reactive strategies.

D. establish short- and long-term goals based on data obtained from the public

     relations audit.

/D

Establish short- and long-term goals based on data obtained from the public

relations audit.  A public relations audit identifies a supermarket chain's

positive, interesting, and newsworthy activities.  Audit information is used to

develop the situation analysis, which summarizes where the chain currently

stands in terms of public relations activities and the direction in which the

chain is moving.  Sales and profit are primary factors affecting a chain's

sales activities and operational budgets.  Product and company credibility are

primary considerations when developing a public relations plan.  Short-term

objectives and reactive strategies are important considerations; however, these

goals are not necessarily the primary activities that should be emphasized when

developing a public relations plan.
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A special event that involves a supermarket holding a contest, demonstrating

food preparation techniques, and giving away free samples and gifts is a type of

A. sales promotion.

B. advertising campaign.

C. marketing plan.

D. publicity strategy.

/A

Sales promotion.  A sales promotion involves promotional activities other than

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

A special event is a type of sales promotion intended to attract customers.

For example, the goal of holding a contest, demonstrating food preparation

techniques, and giving away free samples and gifts during a special event, is

to generate traffic and draw customers into the supermarket in an effort to

increase sales.  An advertising campaign is a series of advertisements planned

around a central theme.  A marketing plan is a set of procedures or strategies

for attracting the target customer to the supermarket.  A publicity strategy is

a plan of action a supermarket follows to reach its publicity goals.
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One reason many grocery stores set up appealing displays of fresh fruits near

the entrance to the store is to

A. promote impulse shopping.

B. increase customer traffic.

C. create a certain image.

D. sell healthy food items.

/A

Promote impulse shopping.  Displays of fresh fruits are often located near the

entrance to a grocery store so customers see the displays when they enter.  By

setting up appealing displays of fresh fruits, stores are promoting impulse

shopping.  Even if customers did not originally intend to buy fresh fruit, they

often are tempted to do so because of the appealing displays.  For example, a

display of melons that have been cut in half and wrapped attract customers

because of the color of the melons and because the melons look tasty.  Interior

displays do not increase customer traffic.  Stores set up displays of fresh

fruits near the entrance to encourage impulse shopping and increase sales

rather than to create a certain image or to sell healthy food items.
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Grocery stores often use complex display fixtures that have the capacity to

A. store items at eye level.

B. present mass arrangements.

C. attach to units of shelving.

D. accommodate diverse products.

/D

Accommodate diverse products.  Modern food fixtures are often complex units

that combine the capability to keep certain items cool while keeping other

items moist or dry.  The advantages of these fixtures is that they allow

grocery stores to use one display unit to accommodate diverse products.

Oftentimes, these fixtures are movable so stores can use them in various

locations to display a wide range of products.  Display fixtures do not need to

be complex to store items at eye level, present mass arrangements, or attach to

units of shelving.  In fact, common fixtures such as multilevel shelves and

bins have these capabilities.
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To increase sales and revenue, many supermarkets set up point-of-sale displays

of __________ items.

A. nonfood

B. clearance

C. produce

D. disposable

/A

Nonfood.  Most modern supermarkets carry more than the traditional food

products.  They offer a variety of nonfood items as well because these items

increase sales and revenue.  A simple way to provide nonfood items to customers

is to set up point-of-purchase displays, which are displays provided by

manufacturers or vendors that are stocked with ready-to-sell merchandise.  For

example, supermarkets often have point-of-purchase displays of greeting cards,

cosmetics, suntan lotion, film, etc.  These displays encourage customers to buy

those items at the supermarket rather than making a stop at another store.  As

a result, sales and revenue for the supermarket increase.  Supermarkets do not

set up point-of-sale displays of clearance or produce items.  Some items in a

point-of-sale display might be disposable, such as disposable cameras, but

supermarkets do not set up the displays because the items are disposable.
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One consideration when preparing displays of produce is that many types of

produce require

A. constant refrigeration.

B. circulation to eliminate odor.

C. water to stay fresh.

D. washing to remove dirt.

/C

Water to stay fresh.  When preparing displays of produce, supermarkets need to

know that certain types of produce require water in the form of periodic

misting to stay fresh.  Therefore, supermarkets must display these items, such

as lettuce, in units that have the capability of dispensing a fine mist.  If

these produce items are not kept moist, they lose freshness and are not

suitable to sell.  Most types of produce do not require constant refrigeration

or circulation to eliminate odor.  Supermarkets usually do not wash fresh

produce before putting it on display.
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When building displays of seasonal food items, grocery stores often use

A. abundant props.

B. competing products.

C. bulky materials.

D. appropriate colors.

/D

Appropriate colors.  Color is an important part of most food displays because

color attracts attention.  However, grocery stores should use appropriate

colors when building displays of seasonal food items.  The colors should be

compatible with the season and reinforce the items.  For example, the colors of

red, orange, and yellow are appropriate for a seasonal display of pumpkins,

squash, apples, and other items associated with autumn.  Using pinks and blues

with this type of display would not be appropriate because customers do not

associate those colors with autumn.  Stores should not use an overabundance of

props because they will detract from the food items.  Stores usually build

displays of food items that are compatible rather than competing.  Bulky

materials are often overwhelming and detract from the overall theme of the

display.
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Why might a grocery store manager, who is inspecting a display of seasonal

foods and cooking accessories, decide to move some items to a higher shelf?

A. To promote slow-selling items

B. To feature goods from one vendor

C. To keep products at eye level

D. To advertise discounted foods

/C

To keep products at eye level.  Grocery store managers often inspect new

displays of seasonal foods and cooking accessories to make sure they serve

their purpose.  While making the inspection, a manager might decide to move

some items to a higher shelf to keep those products at eye level.  Items that

are displayed too high or too low do not attract as much attention as items

displayed at eye level.  As a result, customers often do not notice the items.

Keeping as many products as possible at eye level in the display will make it

easier for customers to see the items, and also will encourage them to buy.  A

display of seasonal foods and cooking accessories would not include

slow-selling items or discounted foods.  These displays usually promote new

products that sell at full price.  A store manager would not decide to move

some display items to a higher shelf to feature goods from one vendor.
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A food manufacturer might benefit from implementing a sales promotion that

distributes a sample package to existing and prospective customers because

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

     promotions.

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

     of sales promotion.

C. most manufacturers find that sample distribution is more effective than

     providing trade allowances.

D. manufacturers usually increase their long-term profit and sales objectives

     by using the sampling method.

/A

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

promotions.  Food manufacturers often provide samples, or free products, to

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

people have the opportunity to try or use products (e.g., detergent, crackers)

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

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

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

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

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

A trade allowance is a business-to-business sales promotion technique.
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What should a neighborhood market consider when planning a holiday food

promotion?

A. Nutrition data

B. Product history

C. Store design

D. Available space

/D

Available space.  Many neighborhood markets are small and have a limited amount

of space for special promotions such as holiday food displays.  However,

markets realize that holiday promotions are an effective way to increase sales.

To plan a promotion, markets consider available space and the best way to use

that space.  They want the displays to stand out and attract attention, but not

take up so much space that they make the market appear cluttered or discourage

customers from examining the items on display.  Nutrition data and product

history are not considerations when planning a holiday food promotion because

certain foods usually are associated with specific holidays.  The design of the

store refers to its architectural characteristics such as high ceilings, tile

floors, or wood-paneled walls.  These characteristics are not considerations

when planning a holiday food promotion.
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What is the primary factor that food marketers must consider when allocating

funds to the promotional budget?

A. Promotional mix

B. Corporate accounting system

C. Inventory levels

D. Organization's size

/A

Promotional mix.  The promotional mix refers to the combination of marketing

communication channels that a food marketing business uses to send its messages

to consumers.  Various combinations of advertising, sales promotion, personal

selling, and public relations are often used by businesses to create the

maximum amount of company and product exposure.  When allocating funds to the

promotional budget, marketers must decide how much funding to allocate to the

various components to meet promotional objectives.  The accounting system

refers to the method, or set of procedures, used in handling the business's

financial information.  The level of a company's inventory varies and is not

necessarily a factor when allocating funds to the promotional budget.

Disbursement of promotional funds is not necessarily dependent on the size of

the organization.
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Before developing a promotional plan for a business, food marketers must first

A. select the appropriate budgeting method.

B. understand how the brand is viewed by its target market.

C. determine the criteria to evaluate promotional activities.

D. assess potential elements to be included in the media plan.

/B

Understand how the brand is viewed by its target market.  A promotional plan is

the guide that outlines a business's promotional objectives for a specific

period of time.  The brand or product image is an important consideration when

developing a promotional plan.  For example, a high-end, expensive beauty

product sold in department stores has a different target market than household

cleansers sold in grocery stores.  To preserve the integrity of the brand, the

beauty product company might not include coupons as part of its promotional

plan while the cleanser producer would be more likely to use coupons.

Therefore, it is important for marketers to understand the nature of the

product's image before developing the promotional mix, determining the criteria

to evaluate the promotional activities, assessing the elements included in the

media plan, and selecting the budgeting method.
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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 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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What method do supermarket deli departments often use to cook chicken wings and

legs that have been dipped in a batter?

A. Deep-frying

B. Pan broiling

C. Simmering

D. Microwaving

/A

Deep-frying.  Deep-frying is a method of cooking foods in a large amount of

fat.  It is often used to fry chicken wings and legs that have been dipped in a

batter.  This method cooks quickly and at high temperatures.  The result is

crispy fried chicken.  Supermarket deli departments often deep-fry chicken

wings and legs, and keep them hot to sell to customers throughout the day.  Pan

broiling, simmering, and microwaving are not methods of cooking chicken wings

and legs that have been dipped in a batter.
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What ingredient do supermarket deli departments often use in fresh fruit salads

to prevent the fruit from changing color?

A. Lemon juice

B. Plain gelatin

C. Olive oil

D. Apple vinegar

/A

Lemon juice.  Supermarket deli departments often prepare fresh fruit salads to

sell to customers.  One problem with fresh fruit is that it usually darkens or

turns brown after it is cut.  To prevent the fruit from changing color, deli

departments often add lemon juice because the acid in the juice slows that

process.  The lemon juice keeps the fruit looking fresh and appealing to

customers.  Plain gelatin is often used to prepare molded salads.  Olive oil

and certain types of vinegar are often used to make dressings for tossed salads.
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During which phase of the selling process do supermarket supply salespeople

usually answer any remaining objections that customers might have?

A. Reaching closure

B. Prescribing solutions

C. Discovering needs

D. Explaining maintenance

/A

Reaching closure.  Reaching closure is the fourth phase of the selling process.

Many supermarket supply salespeople feel the closing actually has two

purposes:  identifying any remaining resistance, or objections, the customer

may have and getting the order.  When customers are satisfied that their

objections have been satisfactorily addressed, they often indicate that the

time has come to close the sale.  Salespeople do not answer remaining

objections when prescribing solutions or discovering needs.  Explaining

maintenance is one aspect of reaffirming the buyer-seller relationship.
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What action should a supermarket supply salesperson take when dealing with a

customer who seems to have a practical personality?

A. Stress value

B. Show variety

C. Serve quickly

D. Suggest options

/A

Stress value.  A customer who has a practical or frugal personality usually is

cautious with money and wants value for money spent.  When dealing with this

type of customer, supermarket supply salespeople should stress value because

that is important to the customer.  For example, a salesperson might explain a

product's warranty to stress that the customer is getting his/her money's worth

for a product.  Salespeople show variety or suggest options to customers who

have a fact-finder personality.  Salespeople should quickly serve impulsive

customers.

$$89

Recommending that a customer buy a substitute item 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 convenience store 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.
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A butcher shop might recommend a steak that has been aged if a customer wants

a(n)

A. inexpensive steak.

B. high-quality steak.

C. steak that is high in fat.

D. steak that is easy to cook.

/B

High-quality steak.  A steak that has been aged has been kept refrigerated for

a certain amount of time.  The process of aging makes the steak more tender and

flavorful.  As a result, the quality of the steak increases as does the price.

Therefore, a butcher shop might recommend a steak that has been aged if a

customer wants a high-quality steak.  A steak that has been aged is usually

more expensive than other steaks.  A steak that has been aged is not

necessarily high in fat or easy to cook.
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To determine if individuals understand and accept the sales message,

supermarket supply salespeople should always be actively looking for __________

from customers.

A. feedback

B. complaints

C. sympathy

D. resistance

/A

Feedback.  Obtaining feedback is the best way to determine if customers

understand and accept the sales message.  Feedback will indicate how customers

feel about the message and if they are interested or not.  Supermarket supply

salespeople should always be actively looking for feedback from customers in

order to make changes to the presentation if necessary.  Salespeople do not

actively look for complaints, sympathy, or resistance from customers.  However,

they should be prepared to handle any complaints or resistance that surface

during the selling process.
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One reason convenience stores train employees to count money correctly is to

reduce the possibility of error when employees are

A. calculating discounts.

B. accepting store coupons.

C. operating registers.

D. processing cash sales.

/D

Processing cash sales.  Convenience stores usually sell a variety of

inexpensive items such as soft drinks, chips, and milk.  As a result, many

customers pay cash for such purchases which means that store employees are

often required to process cash sales.  Stores train employees to count money

correctly so they will give the right amount of change.  If employees do not

know how to count money correctly, there is the possibility that they will make

mistakes and return too much change, which will be costly to the store.  Most

convenience stores have electronic cash registers that calculate discounts and

scanners that automatically read the bar codes on coupons to deduct the amounts

from the total purchase.  These registers also calculate the total amount of

change due a customer.  The problem arises when employees make mistakes taking

change from the cash drawer because they do not know how to count money

correctly.
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Why is it important for grocery store employees to check expiration dates when

processing manufacturers' coupons?

A. Stores redeem the coupons.

B. Manufacturers reuse coupons.

C. Handling fees are high.

D. Discounts may be doubled.

/A

Stores redeem the coupons.  Most grocery stores accept manufacturers' coupons

because they are popular with customers.  The stores redeem the coupons for the

value indicated, which reimburses them for the discount they provided to

customers.  However, many coupons have expiration dates, which means they are

not valid after a certain time.  If grocery store employees accept coupons that

have expired, the store may not be able to redeem them.  Then, the store is not

reimbursed for the discount and ends up losing money.  Manufacturers do not

reuse coupons.  Some stores double the discounts offered on coupons, but they

assume that cost.  Manufacturers only reimburse the face value.  There are

handling fees associated with coupons, but they are not high.
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Supermarket employees who are responsible for bagging customers' purchases

often are also expected to

A. assist with the receiving process.

B. greet customers and scan merchandise.

C. transport bags to the customer's vehicle.

D. assist with security throughout the store.

/C

Transport bags to the customer's vehicle.  Most supermarkets hire employees who

are responsible for bagging customers' purchases and providing additional

support services such as transporting the bags to the customer's vehicle.  Many

customers, particularly those who need assistance, appreciate the convenience

of having someone take their bags to the car.  The service creates goodwill and

is a factor in building customer loyalty.  Employees who are responsible for

bagging customers' purchases do not assist with the receiving process, scan

merchandise, or assist with security throughout the store.  However, these

employees usually talk to customers, particularly if they are accompanying the

customers to their vehicles.
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Which of the following is an example of a supermarket bakery processing a

special order:

A. Placing a dozen donuts in a box for a breakfast display

B. Icing brownies with red frosting for a holiday promotion

C. Decorating a birthday cake according to a customer's request

D. Baking loaves of bread for the deli department to use to make sandwiches

/C

Decorating a birthday cake according to a customer's request.  Supermarket

bakeries usually accept special orders from customers to increase sales and

provide good service.  An example of a special order is decorating a birthday

cake according to a customer's request.  Although the bakery regularly

decorates cakes to sell, this time it is decorating one based on specific

requirements.  Processing special orders does not involve placing a dozen

donuts in a box for a breakfast display, icing brownies with red frosting for a

holiday promotion, or baking loaves of bread for the deli department to use to

make sandwiches.
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A butcher shop sells a customer a 1/2 pound steak priced at $9.99 per pound, a

4 pound roast priced at $5.49 a pound, and 2 1/2 pounds of hamburger priced at

$2.19 a pound.  After weighing the items, what is the amount the shop will

charge the customer?

A. $31.35

B. $32.44

C. $36.34

D. $37.43

/B

$32.44.  Butcher shops usually price cuts of meat by the pound and weigh the

cuts when customers select them.  This allows customers to choose the amount

that satisfies their needs.  To determine the price the customer will pay in

this example, multiply the various weights of meat by the price per pound

($9.99 x 1/2 or .5 pounds = $4.995 rounded up to $5.00; $5.49 x 4 pounds =

$21.96; and $2.19 x 2 1/2 or 2.5 pounds = $5.475 rounded up to $5.48).  Add the

three totals to calculate the amount the shop will charge the customer ($5.00 +

$21.96 + $5.48 = $32.44).
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One reason it is important to include supporting facts and figures in a sales

letter is to make the sales message

A. easier to read.

B. more convincing.

C. seem exciting.

D. long and complex.

/B

More convincing.  Sales letters should contain supporting facts and figures

that reinforce the sales message.  The purpose of sales letters is to sell;

therefore, the information in the letters should support the reasons why

customers should buy.  Factual information, such as research evidence and

statistics, makes the sales message more convincing and helps to persuade

customers that the product is worth buying.  Including supporting facts and

figures in a sales letter does not make the sale message easier to read or more

exciting.  In some cases, it might make the letter longer and more complex, but

that is not the reason for including supporting facts and figures.
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One of the main reasons supermarket supply businesses analyze sales reports is

to evaluate

A. performance.

B. compensation.

C. inventory.

D. technology.

/A

Performance.  One of the main reasons supermarket supply businesses analyze

sales reports is to evaluate the performance of the sales effort.  This

evaluation includes reviewing the goals, strategies, policies, and procedures

of the sales program as well as the effectiveness of the salespeople and

managers.  The overall purpose is to determine if the sales effort is

performing as expected, if it is productive, and if changes need to be made.

Businesses often use the information in sales reports to determine compensation

rather than to evaluate compensation.  Businesses do not analyze sales reports

to evaluate inventory or technology.

$$99

Which of the following is one of the main responsibilities of a food

manufacturer's national sales manager:

A. Implementing company policies

B. Identifying strategies to achieve goals

C. Training regional salespeople

D. Building relationships with customers

/B

Identifying strategies to achieve goals.  Strategies are plans of action for

achieving goals and objectives.  One of the main responsibilities of a national

sales manager is to identify the strategies that the sales team should use to

achieve the food manufacturer's sales goals.  The national sales manager is in

a top management position and is responsible for identifying strategies rather

than implementing them.  Regional sales managers and zone sales managers are in

middle management positions and are responsible for implementing sales

strategies and company policies.  They also might train regional salespeople.

Local sales managers are in first-line management positions and are responsible

for building relationships with customers.  They also train local salespeople.
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