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UNIT TITLES:

.01 The Marketing Process
.02 Wholesaling

.03 Retailing

EVALUATION PROCEDURE:

Score 80% or better ON the cource test.

FOLLOW-THROUGH:

Upon conpletion of this course, contact the insiructor for informatlon regarding
further study.
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Printed Materials

The Economics of Marketing. Mary K. Klawmrens, Gregg Division/McGraw-
97T Book Company, 1971.
Wholesaling. lennein A “etal, Gragg Divicien/Motraw-Hili Book Company,
197G.

Audio/Visuals
Markeibing Careers. International Film Bursau, 1970.
Your Retail Store.  MiGraw-ilil1 Book Company.

Equipment

Projector, 35 mm filmstrip, Singer-Graflex or uivalent.

4%
__{'\



O

ERIC

Aruitoxt provided by Eic:

Swdent: o o File Code: 27.01.00.00.A2-2

Oeto: o .. . o ... DatePubiizhed: __._ 7/31[75

CCURSE POST TEST: MARKETING OPERATIONS

27.01.01.01

1. The term which defines the periformance of business activities that direct the
flow of goods and services from the producer to the consumer is:

distributive occupations.
marketing.

selling.

transportation.

[SEE o T o P Y

2. Inspecting and separating food products according o size, color, or weight
is called:

a standardizing.

b. sorting.

c. grading.

d. business broker.

3. The event that created a need for a more efficicint system of marketing was:

a the Civil War.

h. the Industrial Revolution.

c the formation of trade unions.
d. the gold rush in Califernia.

4. What is the pime rzason advertising is aportant to marleting?

a it eliminates the need for salesmen.
b It creates a demand for products.

c. It prevents untair competiticn.

d It provices jobs for creative pecople.

5. unich merketing functicn manes 1L 00 sinte o av. ooads avetlalie o omast
the posds and wants of consumers at all timesty

a. financing
b. slandardizing
C sorage

d. risk Dzaring
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27.01.01.02

6. The principal form of government regulation in business has beern:

a. deciding what should be produced.
b. determining how goods will be distributed.
c. controiling vrices.
d. preventing the tormation of monopalies.
7. The receiving of gouds and services in our economy s determined mostly by:
a. business.
. individual earning power.
c. governmant.
d. social conscience.

I

8. The basic purpose of marikel rescarc s

a. to find out what consumers want.

. to acgquaint consumers with 2w products.
c. to reduce marketing costs.

d. to keep it at a stand still.

©  Most businesses iind it difficuit to increase the selling price of their products
because or:

competition.

price regulations.
consumer demands.
social pressure.

0 oo

10. Marketing people. who are interested in the regional distribution of population,
anticipate the greatest percentage of population increase i

a. tne Lastern Seaboard.
L. the Soutihern States.
c. the Midwest.

d. the Soulhwest.

27.01.01.02
11 The Unitecdt States economy is best descrined as a:

a. democratic economy.
b. government-controtled cconory .
C randificd free enterprise economy .

ol e

. poatical economy.

El{l\C v
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.01.01.03 (continued)

12.

4.
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in the United States, a business cannot charge unreasonably high prices
because of:

competition.

uniens.

government regulation.
consumer organizations.

Q0 ow

A5 the amount of discrelionary income increasces, producers can expect an
increased demand for:

a foocl .
b. luxury goods.
.  clothing.

d. medical services.

Consumers have become more fashion-censcious as a result of higher incomes
and:

a greater tendency to accept change.
the influence of youth.

advertising in the mass media.
hetter fashion.

o oo

The amourt of income that is spent for essential goods and services required to
maintain a reasonable standard of tiving is referred to as:

a. discretionary income.

Hh. personal income.

c. fixed income.

d. disposabile personal incoma.
01.92.0

a retai'ers for resale
wholesalars for rasale
c foreign firms

. manufacturers, retailers, and wholasalers for use in their owrn business.

Which of tha following groups of wholaLoiing jobs offers entry level employment?
o b | v o ! b

e Sales corprasnoncenits
.

¢. Managers occupations
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27.01.02.01 {(zontinuaed)

18. Splitting up large lots into guantities that are acceptable to the wholesaler's
customers is known as:

butk-breaking.
fot splitting .
case lot division.
d. pertition.

)

o

O

19. in which of the foilowing ways
to their customers?

3. Revolving charge accounts
. installment credit
c. Open-bhook credit

. Promissory notes

20. Which of the following statements describes firms that make up the industrial
market?

a Sell fabricating material for use in assembly plants.

5. Sell geods and services directly to the consuwmer.

c. Buv goods and services for use in their own business oi for resate to
other middiemen.

d. Buy goods for resale to retail outtels.

27.01.02.02

21. When the expense of advertising is si:ared by manufacturers of brond name
products with their retailers and wholesalers, they zre doing what type of
advertising?

a Point of purchase
b. Consumnar

C Cooperative

d Direct-line

22. A group of independent retalicrs whn agree to cooperats with & wholesalter in
buving, advertisiig, ana othar aztivities s~

wholesale cooperative.
wholesale-sponsored voluntary chain.
dealer-owned whoiesaler.

chain wholasaler.

o0 U

O
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27.01.02. 02 {continucd)

23. The weekly itemized list of items bought by a wholesaler's customer is the:

a. product recap.

b. invoice.

c. purchase order,

d. wholesale sales record.

24. A wholesaling spccialist who buys in small aunntities fron a large number of
suppiters and selis in targe quantities Lo & few cusiomers is known as a(n):
a. assembler.
b. commission merchant.
c.. broker.
d. rack jobber.

25 . ltems that the wholesaler buys at @ saving and sells at a low price are called:

a bandits.
b. siringers.
c pricers.
d leaders.

27.01.02.03

26. Wholesaler delivery services help reducn retar! aoornating costs Because:

a. the retailer pays only a part of the daiivery, cost.
. retailers avoid jarge investments in invetory

c. wholesalers pay all of the delivery cosis.

s retailers need not keeo their nown delivery trucks.

27. Which of the otiuwing is characleristic of ¢ broker!

Works primacily for buyzrs.
Takes title to the gouds.
Dea!s in one type of uroduct.

0o oo

Mairtains constant raelationsion woith the fhe Ba reprosents,
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T merchandise, such 13 aou awares,
hardware stores is a:

a. softlines spectalist.
b. hard lines agent.

c. rack jobher.

d.  rerchant 2aiesiinaly.

ERIC

1 i)



Page & 27.01.00.00.A2-2

27.01.02.03 (continued;

29. An agent authorized 2y the ovwners to sell thelr goods to the highest bidder
at a publiic sale are:

a. shared lines promoter.
D, commssion aaoents.

c. on-site bhroukers,

d. auctioneers.

30. Grain elevator operaiors sell roouo of their fead gratn we

a. miltters.
iy, feod manufacturers.
terminal macrkets.

31. A department store must employ a certain number G neople to be classified
as a department store. The minimum is:

a. 20 people
b. 25 people
c. 30 peopie
4. 15 people

32. A string of at least 11 stores owned .y one company and ooerated fivin a
centrai headquarters is cailed a:

a. wvoluntary chain-store.
b. department store.

c. wvarisly store.

d. chain-store.

33. An arrangement in which a particuiar company Owns d business e=tablishment
but leases it to an operaior is called:

a. a franchise store.
b. ‘!z2ased dealership.
c. a cooperative store.
d. a voiuntary chain.

34. Which of the following stores specializes inone icind of erchandise or in a few
related Kinds of marchandise?

Department store.

S»nacialty stwore.
Variety store.

E \I‘C . Service store.

o0 o w
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27.01.03.01 (continuad)

i

35. Which of the following best defines a buying pooli

a. The practice of adding unrelated merchandise lines to the goods soid in
specialty stores.

L. Anorganization established in a central warkel Lo provide member stores

with information and assistance in buying.

A group of independently owned sitores that pool their buying and sub-

scribe to a cemral manacaement service.

o]

d. A group of steres which make purchases as a group to get a price advantage.

27.01.93.02

36. Stores, drive-ins, anid service stations Lbat tine the clder main highways are

cailen

string shopping disiricis.
neighberhood shopping districts.
secondary shopping districts.
downitown shopoing districts.

o0 oo

37. A smali highly-specialized shop which generally caters to sophisticated tastes
is a:

a. single iine strra,
b, lwig.

c. Dboutigue.

d. conglomerate.

38, With fre establizhment of new retaii stores the fastest growing e s the:

P

a. strirg shouoing cenior s,

b, downow:s shopotng distiicts.
o, sncmisinT centaers

ad.  liinited-iine stere.

35. The section of a2 city iy which the najor deoarlinent s0res ars sut ounded by

Himited- fine storas of atmost all Kinds axceat supermarke!s s thae

a. neighborhoon shoppimg aisarict.

. Jowntown shopging district.
c. string shopping district.
. secondary shopping disirict.

O

ERIC
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27.01.03.02 (continued)

40. Which of the following best defines secondary shopoing districts?
Y f

a. The stores, driva-ins, and service stotions that line thie older main
highways.

o

Clusters or sirings of stores, chiefty of the convenience type, located

in or near resicantial areas.

c. Thne section of a city in which the mzior depariment stores are surrounded
by Himited line stores of almost att 1inds excernt supermarkets.

. Smalier-scale shiopping areass located iy Lusingss districls away from the

cor= of the city but on main traific arteries.

El{l\C 3
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UNIT PRETEST TR VARKETING PROCESS

27.01.01.01

1. A middieman who buys in quantity frum producers and

othior middlenien and then
sells in smatler ots o rotatlers is calicd o

a. discount merchant.
b. retail agent.

c. wholesaler.,

d. business broler.

2. Manutzcturing goods to meest certain specilications of quelity, size, Or measure-
meri. is calied:

a. specifying.

b. standardizing.

c. product orientation.
d. quality control.

3. When a manufacturer decides to nroduce and sell a new product, ti: first step
in marketing is:

aclvertising .
marksat research.
selling.

pricing.

[T o TN .

L. ipowhich oF the fOlowing ways are nost maior products, such as houses,
- 1

appliances, a: b ooars, nurahased?
2. Cash
. nstallment jfoan

Ravalving credit plan

0000

.
Mo Toun

5. An employee who nzlos to inarezse 5alis 07 0 leep exnanses down helps to

increase a firm's:

a. salas.
B COmitie s mansition,
. mMmareuo.

. wreofit,

El{fC‘ 1
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27.01.01.072

6. The receiving of goods and services in our economy is determined mostly by:

. business.

a
b. individual earning nower.
c government.

d social conscience.

7. The madian family income in the United States is approximately:

$7.,000.
. $15,000.
c. §5,000.
. $3,0090.

o o

8. The bhasic nurpose of market research is:
a. to find out what consumers want.
b. to acquaint consumers with new nroducts.
c. to reduce marketing costs.
d. to keep it at a stand stiii.

9. Marketing people, who are interested in the regional distribution of population,
aniicipate the greatest percentage of population increase in:

a. the Eastern Seaboard.
b, the Southern States.
c. the Midwest.
i thie Souwihiwast,
10, The increasad mroduction i the United States in vecenl vears is mostly due Lo:
. corinanation and aew technoingy.
v otn ircreose 10 the sirze o7 the fabhar fnrce.
- Hatter educaled WwWorers.
d. the discovery of new raw maleriais.
27.01.01.03
11 Tie Uadt o0 States coornion s s beodal Gesartbed s ol
4. <emocratic zconomy .
b o s comnate conmndind counomy.

c. modifiad frea entorprise cconomy

. SR NPT STATE SR

ERIC 13
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27.01.01.03 (continued)

12. in the United States, a business cannot charge unreasonably high prices
hecauss of:

a. competition.
b.oounions.

c. geverrunent regulation.
d. consumer organizations.

13. The growih of shupping centers in subuiban locations is mostly the result of:

a. the censumei's desire for convenlence.

. lewer taxas for these locations.

c. the lack of exwansion space in urban cerners.
d.  aovesment effort (o decentraliza businass.

14, The maost impertant outcome of improving the gross national product is:

a. increasing the amount of leisure time for workers.

b, raising the standard of living for the entire population.
c. creating surpluses of goods for future consumption.

d. kezeping the U.S. ahead of oither countries.

15. A company vwhich expects to make a profit and to expand its operations must:

pe conveniently located.

have a large amount of capital.
be free of any competition.

be respuonsive to consumer wanlts.

o0 g o

ERIC

19
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UNIT PRETEST . .NSWER KEY: THE MARKETING PROCESS
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LAP 03
11. ¢
12. a
13. a
4. b
15. d
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6. The event that created a need for a more efficient ¢ystem of marketing was:

a the Civil War.

L. tne Industriat Revolution.
the gold rush in Calirorniz.
d. formation of trade unions.

]

7. What is the prime reason advertising is imporiant to marlketing?

t eliminales the neew for salesmen.
[t creates a ¢v.aand for producis.

[t prevents u:.fair competition.

it provides jobs for creative people.

o0 oW

g. n which of the following ways are most major pruducts, such as houses,
appliances, and cars, purchased!

a. Cash

b. Instaliment loan

c. revolving credit plan
d. VA Loan

9. An employee who helps to increase szies or to Keed evpenses down helps to
increase a firm's:

a. sazales.

bh. competitive cosition.
¢. markup.

d. gprofit.

10. The dasis for most market planning is:

the amount of capital a firm has.

[,

determining what goods will be availabie.
forecasting future sales.

measuring past performanc::.

c 0o
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OBJECTITE

¢

Identify the thres factors which affact pruducuivity and define the marketing concept.

LN A ad

EVALUALTON 2ROCEDURE:

aeohiotce objootlez rest.  Successful completion

RESCURLCES:

v, —~ 1
“he Econorlics of Marketing, Flauvrens, 1971.

EROCEDURE:

1. Obtsain a copy of the text.

.. TRzad pazes 13 through 22
& 2
3. Neatly ansver guestions 1 chrough 11 at the hotrom of page 20 and the top of
page 21, on a separate sheet of paper.

4 Turn Ain the snswer sheci To the insfructor.

{

5. Do LAP 27 07 (1.02% "The Consumer” before taking the combined AP test.
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OBJECTIVE:
LDidnwt Ll
Identify the frc*ors which are responsihie fov ciranges in consumer buying habits.
EVALUATION PREOCEDURE:
CompLite= a student-zeczed wultiple--choice 2hicazive test.  Successful completion
is eight out of ten itenms.
RESOURCES :
The Ecornomics of Marketing, Klaurens, 1971.
PROCEDURE :
1. Obtaeln a copy ¢f the texl.
2. Read wvages 25 through 32Z.
3. Neatly answer questions 1 thuough 7 at the bottom of pep2 33, and questions
Joand 4 o opage 34, onoa separate shecet of paper.
! Tarts i Lhomoanar sleet Lo Che LLOr.
3. PBatusn Lzuu
g, Take the LAl test. Cerrect all 2/ro:s
7. If thia amezignment is succesefulle cowplsrad, agle ingtrucecr fcor unlt test.
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27.01.01.02 & .03.A2-2

6. In the United States, a business cannot chiarge unreasonably high prices

because of:

a. competition.
unions.

-

o}
c. government ieguiation.
d. consumer orjanizationrs.

~J

a the consumer's desire for convenience.

. lower taxes for these locations.

c.  ihe icck of expainsion space iy urban centers.
4. government effort to decentralize business.

The growth of shopping cenlers in suburban (ocations is mostly the resuit of:

8 As the amount of discretionary income increases, producers can expect

an increased demand for:

. fond.

b. luxury goods.

< clothing.

d. medical services.

o]

g. The most important outcome of improving the gross national

a increasing the amount of leisure time for worlers.

b. raising the standard of living for the entire peputation.
¢. creating swoluses of goods for future consuraption.

d. keeping the U.S. ahcad of other countries.

product is:

10, F coreoany which expects to make o profit and 1o axpand its operatcons must:
a. be convaenicintly located.
b have a large cmount of capital.
c. Lo free of any competition.
d. be responsive to consumer wants.
()(
Q ~d
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LAP TEST ANSWER KEY: THE PRODUCER/THE CONSUMER

LAP 02
1. b
2. @
3. 5]
u. :
5. &
LAP 9_3_
c. a
7. a
8. b
9. b
10. d
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: AN \\\\\_;ﬂ\: UNIT POST TEST: THE MARKETING PROCESS

27.01.01.01

1. lIdentifying & product with a name or iabel that consumers can remember and
will assure them of the guality of the goods is <alied:

sanctioning.
standardizing.
quality control.
branding.

Q0 T o

2 When a manufacturer decides to produce and sell a new product, the first
step in marketing is:

advertising.
market research.
selling.

pricing.

Q0O T o

3. Which marketing function makes it possible to have geods available to mu.l
the noeds and vants of consumers at altl times?

a. Financing

b. Standardizing
c. Storage

d. Risk pearing

4 The incentive for a business owner to risk the investment of his moniey in the
oroduction and aistribution of yeods is:

a. helping custcmers.

b. realizing a profit.

c. doing worthwhile work.
d. providing jobs.

5. The largest part of the difference belween the selling price of goods and the
cost of producing them is used to pay:

a. the manufacturer's profit.

b. ‘toxes to the jovernmant.

C the raztailer's profit.

d. ihe cost of marketing the goods.

“
It
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27.01.01.00.B2-2

27.01.61.02
6. The principal form of government regulation in business has been:
a. deciding what should bhe¢ produced.
b. datermining how goods will be distributed.
c. controlling prices.
d. oreventing the formaition of monupolies.
7. The receiving of goodls and services in our 2conoiny is delermined mostly by:
a. business.
b. individual earniny power.
C governmeant.
¢d. social conscience.
8. Trewoosic purpose of market rescarch is:
“a. to find out what consumeis want.
b. o acguaint consumers with new productis.
c. to reduce marketing costs.
d. to keep it at a stand stiil.
9. Most businesses find it difficult to increase the selling price of their products
because of:
a. competition.
b. price regulations.
c. consumer demands.
. social pressure.
10. The increased production in the United States in recent years is mostiy due to:
a. automation and new technology.
b. the increase in the size of the labor force.
c. betier educated workers.
d. the discovery of new raw materials.
27.01.01.03
11. The United States economy is best described as a:
a. democratic economy.
b. government-cont-olied econcmy .
c. modified free enterprise economy.
d. political economy.

O
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27.01.01.02 {continued)

12. The growth of shepping centers in suburban iocations is mostly the result of:

a the consumer's desire for convenience.

b. lower taxes for these locations.

rhe lack of exvansicn space in urban centers.
government effort to decentralize business.

8}

Q.

13. As the amount of discretionary income increases, producers can expect an
increased demand for:

a. food.
b. luxury gocds.
c. clothing.
d. madical services.
14 Comsumers have become more fashion -conscious as a result of higher incomes and:
a. a greater tendency to accept change.
h. the influence of youth.
c. advertising in the mass media.
d. better fashion.

15. The amount of income that is spent for essential goods and services required
to maintain a reasonable standard of iiving is rcferred to as:

discretionary income.
personal income.

fixed income.

disposable personal income.

anouo

O
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UNIT POST TEST ANSWER KEY: THE MARKETING PROCESS

LA 01
1. d
2. D
2. C
4. b
5. d
LAP 02
6. d
7. b
8. a
5. a
0. a
LAP 03
11. ¢
12. a
13. b
14, ¢
15. d
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T WHUOLESALLIG

RATIONALE:

Wholesale employecs must know what goeds aud services are provided by their
businesses in ordsr to efficiently handle orders and accurately answer customer's
questiens. Retall employees musi know what goods and services are provided by
the wholesalers which supply their stores.

PREREQUISITES:

1

Unit .01 of this course (The Marketling Process)

OCBJECTIVE:

Identify the main functions of wholesale businesses, the functions of the six

main wholessling specialists, and the seven major seyvices provided by whclesalers
<o their customers.

RESOURCES::

Wholesaling, Kennetli A. Evtel, Gregg Jivision/ticGraw-Hill Book Con., 1970.

GENERAL TNSTRUCTIONS:

Complete all performance activitles in this wnit. Take the unit test.

.01 Deflniticn of VWholesallng.
.02 Wholesaling Specialists.
.03 Servicea of Wholeselers.

EVALUATION PROCECURE:

Score 80% or better on unit test.

FOLLOW-THROUGH

Go to the firsst assigned LAM.

Principal Author{(s}: T. Freszon, 3. Egan
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I
UMNIT PRETEST: WHOLLESALING

I~y

Me fostest growing segment of whaolasaling consists of:

a. agents and brokers.

b. merchant wholesaiers.

c. manufactureris sales branches and offices.
¢g. whnolaesale mail-orger houses.

Tma ranio of wholesale sates tooretat! sales 1s avoul:

[s)

$7 .45 wholesale, to $1.00 retail.
$1.45 retail to $1.00 wholesale.

o,
c. 5 .96 retail to $1.00 wholesale.
d. $ .68 wholesale to $1.00 retail.

The middieman who takes title to the goods and perforns a full-range of whute-
saling services is the:

comrission merchant.
manufacturer!s sales branct:.
merchant whalesaler.

agent.

o 0 o w

Individuals or firms that negatiate saies and purchasas for their customers are
caltea:

title agoents.

merchant wholesalers.

agents and brokers.

brokers and consignments spacialists.

Qo T o

Goods that are in their natiral »r croiginal state are in which of the following
categories?

a. Uncut fibers

h. Raw materials
c. Initial materials
d. Swvntaetic goocs

€%
o

\
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5. YWhen lhe expense of advertising is shaved by manufacturers of brand name
crodutts with thelr rataifers modd wholesaiers, they are doing what type of
FAEUPRE ':f‘t.iji:"lg?

b cant of purchase
iy LESRner

o C.ooperative

i Temoor-hine

A group of independent retailers who agree to cooparate with a wholesaler

ooy ing, adverlising, and other ackivitios s q

~;iholesale cooperative.
Sniescle-sponzored veitniary chain.
“ater-owned wholesaler.
Sozin whotesaler.
8. The wwsekly itemized list of items boughit by a wholesaler's customer is the:
. mroguct recap.
: nmwvolice.
z surchase order.,
o, wiholesale sales record.

S saiing specialist v buys in small guontities Lo @ large number of
Lers and sells in targe quantities to o few custoness is knewi as a(n):
I i chelosales Duys ot a =aving and sells at a low price mre catled:
a rndits
2 sirinmgers
= firisezrs
4 fontiors
2700 072,03
YU e, a weholesaler protecis i3 relaliny cusiomers flrom ioss causca Ly retu. ned

geods he is providing:
5. risk management sesvices.
D, guarantess.
c. customer services.
, d. credit services.
<

ERIC 26
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27.01.02.03 {continued)

12.

14.

15.

The activities which help a whoiesaler plan what products should be included
in the company's line in order o meet competition and ensure profits make
up the wholesaling service uf:

a, line development.
. market sirategy.
c. product planning.
d. buying.

Which of the following is normally a service provided by a grain elevator
operator?

a. Advertising
b. Transporting
c. Conditioning
d. Production

A self-service facility where retailers can shop and make their selection from
a wide variety of items and take their order in their own delivery truck is a:

discount wholesaler.
cash and carry division.
on-site outlet.

stop and shop wholesaler.

Qo0 oo

A wholesaiing specialist who handles the snipment of grain sent tc the central
market by grain elevator operators is a

a. broker.

b rack jobber.

c. bulk dealer.

d. commission merchant.
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UNIT PRETEST ANSWER KEY: WHOLESALING
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PEAFORMANIEZ ACTIVITY . bertai oo of wadiesalli

OBJECT (VE

Detine the ferm ‘whalesaling" eid identiiy the eight major functions of
wholesaling.

EVALUATION PROCEDURE:

Compl me 3 stgdenif-scorad me L o -Chiies shiertive cest,  Sqccessful completion
is eiant out of nEa dLews

RESOURCES:

Wholesaling, Ertel, 1970.

PROCEDURE :

1. Obtain a cocpy of bLhe text.

2. Read pagss 1 through 8, and 13 through Z23.

3. Meatly answer auestions 1 through 12 at the bottewm of page 9 and
the top of page 10, on a separate sheet of paper. Answer questions
1 through 7 on pags 24 and 1 through 12 on pages ¢4 oand Z5.

4. Turn in the answer sheet ho the instructor.

5. Take the L7P test. Correct all errors.

6. If tnis s.signment is successfully complated, proceed to the next LAP.

'
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-
o
wY
(o3
]
=
[aa!
L
]

Principal Author{s}: I

O
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LAP TEST: DEFINITION OF WHOLESALING

1. Wholesale sales volume is:

less than retail volume.
greater than industrial volume.
greater than retail voiume.
same 3s retail volume.

o n O w

2. Wholesalers sell the greatest proportion of their goouds to:

retailers for resale.

wholesalers for resale.

foreign firms.

manufacturers, retailers, and wholesalers for use in their own businesses.

o UTw

W

The fastest growing segment of wholesaling consists of:

agents and brokers.

merchant wholesalers.

manufacturer's sales branches anc offices.
wholesale mail-order house.

Q0 0w

4. Which of the following groups of wholesaling jobs offcrs entry tevel employment?

a. Sales correspondents
b. Merchandisc handling occupations
c. Buving specialists
d. Managers occupations
5. in which of the foliowing ways do wholesalers usually provide financial assistance

to their customers?

Revolving charge accounts
Installment credit
Open-book credit
Promissory notes

o 0N T w
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10.

The ratio of wholesale sales to retails sales is about:

$1.45 wholesale, to $1.00 retail.
$1.45 retail to $1.00 wholesale.
& .96 retail to $1.00 wholesale.
¢ .68 wholesale to $1.00 retail.

0 0 o

Goods that are in their natural or origina! stare are in which of the following
categories?

Uncut fibers
Raw materials
Initial materials
Synthetic goods

o 0 oo

Distribaticn of a product to every middleman wns is willing to sell it is known
as what type of distribution?

a. Placative
b. Integrated
c. Segregated
d. Intensive

A manufacturer who carefully chooses the middiemen who will distribute his
products in a certain area is practicing what type of distribution?

a. Integrative
k. Selective

c. Formulative
4. Random

Organizations that are maintained by manufacturers in locations away from the
factories are known as:

merchan® who'esale offices.
sales branches.

twig stores.

factory brokers.

o n T o

13
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AP TEST ANSWER KEY: DEFINITION OF WHOLESALING

1. ¢
2. d
3. ¢
4. b
5. ¢
6. a
7. b
8. d
9. b
10. b
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PERFORMANGE ACTIITY: Wholesuling Spaclaliscs

OBJECTIVE:

Identify the seven most important wholesaling specialists.

EVALUATICON PRCCEDURE:

Complete a student-scorad multlsle-cholce objective rest. Successful completion
is eight out of ten items.

RESCURCES:

Wholesaling, Ertel, 1970.

PROCEDURE:
1. Obtain a copy of the text.
2. Read pages 108 through 108.

3. Neetly answer questions 1 through 7 in tlie ceuter section of page 109, on a
separate sheet of paper.

4. Turn in the answer sheet to the instructor.

5. Take the combined LAP test after completion of LAP 27.01.02.03 “Services of
Wholesalers.”

P . . b Tona
Principal Auther{s): T. Preston, b. =gan
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Data: -
\ iy s Services of Wholesalevs
PERFORMAMNCE ACTIVITY: - - c
ORJECTIVE:

Identify and describe the services provided by wholesalers to their customers.

EVALUATION PROCEDURE:

Complete a student-scored multiple-cholce objlective rest. Successful completion
is eight out of ten items.

RESOURCES ¢

Wholesaling, Ertel, 1970.

PROCEDURE: '

1. Obtein a copy of the text.

2. Read pazes 45 through 53.
3. Neatly answer questions 1 through 5 at the top of page 54, and questions 1,

Z, and & at the bottom of page 54, oun a separate sheet of paper.

4, Turn Inn the answer shect to the

pie

nsrvuctor.

5. Retuzn :his next.

.

6. Take the combined LAP test for ithis LAP and LAP 27.01.02.02. Corvrect all errors.

7. Ask 1pgstructor £or unit test.

8. [f ch:s assizament Ls suctessfully complecred, procead to the next unlt.
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Principar Autherisy:
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LAP TEST: WHOLESALING SPECIALISTS/SERVICES OF
WHOLESALING

27.01.02.02

1. When the expense of advertising is shared by manufacturers of brand name products
with their retailers and wholesalers, they are doing what type of advertising?

a. Pointof purchase
Consumer

c¢. Cooperative

d. Direct-line

2. A group of independent retailers who agree to cooperate with a wholesaler
in buying, advertising, and other activities is a:

wholesale cooperative.

wholesale- sponsored voluntary chain.
dealer-owned wholesaler.

chain wholesaler.

Q0 o w

3. The weekly itemized list of items bought by a wholesaler's customer is the:

a product recap.

b invoice.

c. purchase order.

d. wholesate sales record.

4. A wholesaling specialist who buys in smail quantities from a large number of
suppliers and szlls in large quantities to a few customers is known as a(n):

a. assembler.
cormnmission mearchant.

c. broker.

d. rack jobber.

5. ltems that the wholesaler buys at a saving and sells at a low price are called:
a. bandits.
b. stringers.
c. wpricers.
d. leaders.

[N
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27.01.02.03

6. Wholesaler delivery services help reduce retail operating costs because:

the retailer pays only a part of the delivery cost.
retailers avoid large investments in inventory.
wholesalers pay all of the delivery costs.
reiailers need not keep their own delivery trucks.

Qo0 oW

7. Which of the following is characteristic of a broker?

Works primarily for huyers.

Takes title to the goods.

Deals in one type of product.

Maintains constant relationshig with the firm he represents.

o0 oW

8. Which of the following is normally a service provided by a grain elevator

operator?

a. Advertising
b. Transporting
c. Conditioning
d. Production

9. An agent authorized by the owners to sell their goods to the highest bidder at
a public sale is a{n}):

shared lines promoter.
commission agent |
on-site broker
auctioneer.

o0 U

10. Grain elevator operators sall most of their feed grain to:

millers.

feed manufacturers.
termina! markets.
farmers.

Q0 Cc o
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LAP TEST ANSWER KEY: WHOLESALING SPECIALISTS/SERVICES
OF WHOLESALERS
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UNIT POST TEST ANSWER KEY: WHOLESALING
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UNIT POST TEST: WHOLESALING

27.01.02.01

1. Solitting up large lots into quantities that are acceptable to the wholesaler's
customers is known as:

a. bulk-breaking.
b. lot splitting.

c. <case lot division.
d. partition.

2. Which of the rolluwing statements describes firms that make up the industrial
market?

a. Sell fabricating material for use in assembly plants.

Sel!l goods and services directly to the consuiner.

c. Buy goods and services for use in their own businesses or for resale
to other middiemen.

d. Buy goods for resale to retail outlets.

o)

2 The middieman who takes title to the goods and performs a full-range of

wholesaling services is the:
[

a. commission merchant. .
b. manufacturer's sales branch.
c. merchant wholesaler.
d. agent.

4 Individuals or firms that negotiate sales and purchases for their customers are
called:

a. title agents.

b. merchant wholesalers.

c. agents and brokers.

d. brokers and consignments specialists.

5. Training salespeople, who advise on the display of goods and help set up inven-
tory control svstems, are classified under which of the following wholesaler

servicas’
a. Sales promotion services
h. Aanagement services
c. Accoeunting services
Q d. Goods-contro! services

RN
o)
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27.01.02.02

6. When the expense of advertising is shared by manufacturers of brand name
products with their retailers and wholesalers, they are doing what type of
advertising?

a. Point of purchase
b. Consumer

c. Cooperative

d. Direct-line

7. A group of independent retailers who agree to cooperate with a wholesaler in
buying, advertising, and other activities is a:

a whnolesale coope-ative.

©. wholesale-sponsored voluntary chain.
c¢. deater-owned wholesaler.

d. chain wholesaler.

8. The weekly itemized list of items bought by a wholesaler's customer is the:

a product recap.

b. invoice.

c purchase crder.

d wholesale sales record.

9. A wholesaling specialist who buys in small quantities from a farge number of
suppliers and seils in large guantities Lo a fow customers is known as a(n):

a assembler.

b commission merchant.
c. broker.

d rack joober.

10.  ltems that the wholesaler Duys at a saving and selis at a low price are called:
a. bandits.
D. stringers.
c. pricers.
d. leaders.
27.01.02.65
11.  Whren o wholesaler protects his retailer-customers from loss caused by returned

goods he is providing:

a. risk management services.

b, guarantees.

c. customer services.

d. credit services. —
O :) {)
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27.01.02.03 {continued)

12. The activities which help a wholesaler plan what products should be included
in the company's line in ordar to meet competition and ensure profits make
up the wholeszling service of:

a. line development.
b. market strategy.
¢. product planning.
d. buying.

13. A seif-service facility where retailers can shop and make their selection from
a wide variety of items and take their order in their own delivery truck is a:

discount winoiesaler.

. cash and carry division.
;. on-site outlet.

d. stop and shop wholesaler.

o

14 A wholesaling specialist who handles the shipment of grain sent to the central
market by grain elevator operators is a:

a. broker.

b. rack jobber.

c. bulk dealer.

d. commission merchant.

15. A wholesaler who markets spacialized lines of merchandise, such as house-
wares, cosmetics, and noveilies to grocery, drug, or hardware stores is a.

a. soft lines specialist.
b. hard lines agent.

c. racw jobber.

d. merchant salesman.

ERIC
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RATIONALE:

This unit will familiarize the potential tetail employee with the four main
ways of selling goods and services at the retail level and with the many dif-
ferent ways in which retail outlets are operated. This information will help
the student to better understand his role in retailiung.

PREREQUISITES:

Unit .02 of this Course (Wholesaling)
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Identify the four mein ways of selling goods and service at retail, end identify
the characteristics of the fourteen (14) main types of retail sales outlets.
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The Economics of Marketing, Mary K. Klaurens, Gregg/McGraw-Hill, 1971.
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1. A store which sells many unrelated lines of merchandise is called a:

convenience store.

service business store.
limited-line store.

general merchandise store.

.0 0w

2. A store owned by a group of consumer-members who share in its profits is a:

cooperative store.
franchise store.
buying pool.
chain store.

o0 oo

3. A string of at least 11 stores owned by one company and operated from a central
headquarters is called a:

voluntary chain-store.
department store.
variety store.
chain-store.

0O n oo

. Which of the following is a practice followed by specialized retailers of edding
merchandise tines unrelated to their main specialuy?

Genera! merchandising.
Buying pools.

Buying offices.

Scrambled merchandising.

0O n T o

5. Whnich of the following best defines a voluntary chain?

a. An organization established in a central market to provide member stores
with information and assistance in buying.

b. A group of independently owned stores that pool some of or ali of their
buying and also subscribe to a central management service.

c. A group of stores whiich make pur-hases 25 a group 0 get

advantage.

The practice of a7dding unraizing aerc

in specialty stores.

a price

[aN

nandise lines to the goouds sold

ERIC >3
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6. Which of the following is a planned group of stores and service establishments
an a property owned by a iandlord or z real estate corporation that leases
space to the retailer-tenants’

Conglomerate.
Degartment store.

String shopping district.
Shopping center.

Q0o

7. A one-department or limited-line branch of a department store is a:
f

a. shopping center.
b. boutique.

c. conglomerate.

d. wwig.

8. The practice by some manufacturer's of selling their merchandise through their
own retail outlets as well as through other stores with which they compete is:

a. dual distribution.
bb. congliomerate.

c. twig.

d. shopping center.

9. With the establishment of new retail stores the fastest growing type is the:

a. string shopping centers.

b. downtown shopping districts.
¢. shopping centers.

d. limited-line stare.

10.  Which of the milowing best defines secondary shopping districts?

a. The stores, drive-ins, and scrvics: sltations that line the older main
highweays.

b. Clusters or strings of stores, chicfly of the convenience type, located in
or near resicdential areas.

(@]

The section of a city in whichh the major department stores are surrounded
v fimited line stores of atmost all Kinds oncepl supermarkets.

d. Smaller scale shopping areas located in business districts away from the
core of the city but on main traffic arteries.

O
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Date
PERFORMANGT ASTIVITY: __ Retall stures

OBJECTIVi:

Identify three types of retail stor - nssiiy the tvpes of stores by the mer-
chandire they sell and the form of CsLip,

EVALUATTON PROCEDURS:

Complete a student-gcorad multiple-choice objective test. Successful completion
is eight out of ten {tems.

RESOURCES:

The Economlcs cf Markecing, Klaurens, 1971.

"Wour Retall Stora", (filmstrip), McGraw-Hill Book Company.

PROCEDURE:

1. Obtain a coupy of the text.

2. Read pages 83 through 21.

geh 14 under Pallding Business' on pages 91 and 92,

4. Answevr questions i, 2, 5, 5, o, end & under "Shurpeun Your Qutlook” on
pages 92-93. Use separate sheet of paper.

5. Correct your angwara, then hanlt in o the dustructor.

6. Take LAP test. Score it and correct your rrors.

7. 1f thz assignment ts successfuily compieted, proceed to the next LAP.
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LAP TEST: RETAIL STORES

1. A store which selis many unrelated lines of merchandise is called a:

a convenience store.

b service business store.

c. limited-tine store.

d. gyeneral merchandisc store.

2. A dapartinent store must employ a certuin numbar of paople to be classified
as o departmant store. Thz minimum is:

a. 20 people.
b. 25 people.
c 30 people.
d 15 people.

3. A store owned by a group of consumear-members who share in its profits is a:

cooperative store.
franchise store.
puying pool.
chain store.

oo oo

4. A string of at least 11 stores owned by one company and operated firom a central
headquarters is called a:

voluntary chain-store.
department store.
variety store.
chain-store.

00 oo

5 Which of the following is a practice followed by specialized retailers of adding
merchandise lines unreiated to their main specialty? :

General merchandising.
Buying pools.

uying offices.
Scrambled merchandise.

QN0 oo

cn
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An arrangement in which a particuiar company owns a business establishment

but leases it to an operator is called:

n oo

o8

a franchise store.
leased dealership.
a cooperative store.
a voluntary chain.

7. Which o the following stores specializes in one Kind of merchandise or in a
few related kinds of merchandise?

a
b.
C
d

Department store.
Specialty store.
Variety store.
Service store.

8. Whizh of the fotlowing best defines a buying poo.?
g g ¥

a.

b.

Cc.

d.

The practice of adding unrelated merchancise lines to the goods sold in
specialty stores.

An organization established in a central market to provide member stores
with information and assistance in buying.

A group of independently owned stores that pool their buying and subscribe
to a central management store.

A group of stores which make purchases as a giroup lo get a price advantage.

9. A business that sells dry cleaning is called a:

N o w

service store.
leased dealership.
cooperative siore.
franchise store.

10. Which of the folluwing best delines a voluntary chain!?

O
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An organization established in a central market to provide memuoer stores
with information and assistance in buying.

A group of independently owned siores that pool some of or al' of their
buying and atso subscribe to a central management se! vic:.

A group of stores which make purchases as a grovs to oet 4 pvice advantage.
The practice of adding unrelated merchandise fines o the goods soid in
speacialty stores.



LAP TEST ANSWER KEVY: RETAIL STORES

LAP 07

S W NS LW N =
ow oo oo T Q

—




R+
k H 5 MOLO ¥ uuiiasidu.,.

Mountain-Plwins £ducation & --\a
Economlec Develnpment

Progrem, Inc. f ’ a .
A Wy .r*\‘-[' § S 5
Gl AV Munians 66291 ) BT LY ty rFackage
LFeEs

3

TR S LD Studant:
Date:
PERFORMANDGE ACTIVITY: Trends in Retailing

OBJECTIVE:

Describe possible future changes in retailing and the 2ffects these changes will
have on career orportunities ard traluing needs for retailing jobs.

EVALUATTON PROCEDURE:

Complete a student-scorzd multiple-choice objective test. Successful completion
is eight out of ten items.

RESOURCES:

The Economics of Marketing, Klaurens, 1971.

PROCEDURE:
1. Obtain a copy of the text.
2. Read pages 97 through 104,

3. Answer quescions 1 through 9 under '"Talking Zusine :ss" on pages 105 and 106,
on separate sheet o paper.

4, snswer questioos L, 3, 4, and & uncer “Sharvpen Your Outlook' on page 106.

Q
Use sepatacs sheat of papsr.

5, Correct your answerz, then hand in o ¢

5. WYhen vou are ready, take th2 LAP test. T7 successful, ask the instructor
for Unit Test 27.01.03,

7. After vompletiog all tests at the LAY aud wnit tevels, you w:lt test at
tha course level in the testing center.

rd

Principal Author{s): Pregton, be LKgan
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LAP TEST: TRENDS {N RETAILING

Which of the tsllowing is a planned group of stores and service establishments
on a property owned by a landlord or a real estate corporation that leases
space to thie retailer-ilenants!

a. Conglomuarate.

b. Department store.

c. String shopping district.
d. Shonding center.

Stores. drive-ins, and service stations that tine the older main highways are
called:

string shopping districts.
neighborhood shopping districts.
secondary shopping districts.
downtown shopping districts.

QN o w

A small highly-specialized shop which generally caters to sophisticated
tastes is a:

a. single line store.
b. twig.

c. boutique.

d.

conglomerate.

A one-depariment or limited-line branch of a department store is a:

a. shopping center.
b. boutique.

c. conglomerate.

d. twig.

The practice by some manufacturers of selling their merchandise through their
own retail cutlets as well as through other stores with which they compete is:

dual distribution.
conglomerate.
twig.

shopping center.

Qo o W



i0.

With the establishment of new retail stores the fastest growing type is the:

string shopping centers.
downtown shopping districts.
shopping centers.
limited-line store.

0 0o o

The section of a city in which the major department stores are surrounded by
limited-line stores of almost all kinds except supermarkets is the:

neighborhood shopping district.
downtown shiopping district.
string shopping district.
secondary shopping district.

0 o w

Which of the following best defines seconcary shopping districts?

a2 The stores, drive-ins, and service stations that line the older main
highways.

b. Clusters or strings of stores, chiefly of the convenience type, located
in or near residential areas.

¢. The section of a city in which the major department stores are surrounded
by limited line stores of almost all kinds except supermarkets.

d. Sma'ler-scale shopping areas located in business districts away from
the core of the city but on main traffic arteries.

Clusters or strings of stores, chiefly of the convenience type, located in or
near residential areas are called:

secondary shopping districts.
string shopping districts.
neighborhood shopping districts.
downtown shopping districts.

Qanouw

A corparaticis made up of formerly independent companies engaged in many
different lines of business that have merged to make better use of their
capital are called:

a. conglomerates.

limited-tine stores.
c. shopping centers.
d. franchises.
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UNIT POST TEST: RETAILING

27.01.03.01

[ 8]

A department store must employ a certain number of people to be classified
as a department store. The minimum is:

o N o w

20 people.
25 pesple.
30 peopie.
15 pecple.

& string of abieas: 11 stores cwned by one cunpany and vperated from a central
headquarters is called a:

o0 oo

voluntary chain-store.
departiment store.
variety store.
chain-store.

Which of the following is a practice followed by specialized retailers of
adding merchandise lines unrelated to their main specialty?

o n o ow

General merchandising.
Buying pools.

Buying offices.

Scrambled merchandising.

Which of tha foliowing best defines a buying pooi’

d.

The practice of adding unrelaied merchandise fines to the goods sold in
specialty stores.

An organization established in & central market to provide member stores
with information and assistance in buying.

A group of independently owned stores that pool their buyiny and subscribe
to a central management service.

A group of stores which make purchases as a group to get a price advantage.

Which of the following best defines a voluntary chain?

a.

An organization established in a central market to provide member stores
with information and assistance in buying.
A group of independently owned stores that voel some of or all of their
buying and also subscribe to a central management service.
A group of stores which make purchases as a group to gat a price advantage.
The practice of adding unrelated merchandise to the gocis soid in
specialty stores. > -
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Loosiers or stings of sior

‘Which of the foilowing is a p!armed group of stores and service establishments
ava property owned by a lacdicrd or a ranl suiaole corporation that leases
svace to the retziler-tenants! -

a. Conglemerate,

3 Deosriment store.

=. String shopping district.
[y
ol

1

nrmu*n(‘l center .

& seeail highiy-speciatizedd shop which gonereliy caters w suphisticated
Lirsius 13 4a!

singie tine store,

A Y ‘ \J .

a f.'-‘.’-(iC_H-.;.

s practice by some manufacturer's of seliing their merchandise through their
L~ ratail outlets as well as through other stores with which they compete is:

Jual distribution.
~. conglemerate.,
c.iwig.

G oshopeing.

Tha section of & city in which the maior department stores ave surroninded by
RIS stores of almost all Kinds =ucent supermarice!s st

. ceighboriiood shopping district.
dowirtowe shopping district,
Seirg sieopiing district.
coladee ) inenping district,

N

, chiehy of the convenience type, locar:d in o
near res,dential ereas are z!!ed:

a.  secondary shopoing districic.
i, siring shopping districts.
Coonarannerhood sn\,ppmr aistricts
i dosrntown shoepping districts.



