Buying and Merchandising Overview v6.8 – Answer Key
Mastery Test
[bookmark: OLE_LINK2]Q1/24
Which of the following are characteristics of merchandise management? (select five)

a) Used for high risk merchandise
b) Inventory turn is an important measure
c) Used by food and drug retailers
d) Used by department store retailers
e) Many products have higher markdowns as a percent of sales
f) Enables retailers to treat each product category as a strategic business unit
g) Achieving forecast accuracy is harder
h) Estimating lost sales is easier than for category management products


Q2/24
Put these elements of the retail merchandising process into the most logical order.
1) Analyze sales history
2) Build Merchandise plan
3) Select products for assortment and negotiate terms
4) Place initial orders
5) Manage sales and inventory

Q3/24
Which of the following categories would be used by a category management retailer? (select four)

a) Jewellery
b) Breakfast cereal
c) Pizza
d) Tooth care
e) Soft drinks
f) Winter coats
g) Footwear


Q4/24
Put these elements of the category management process into the most logical order.
1) Review the category performance
2) Define target consumers
3) Plan the merchandise strategy
4) Implement the strategy
 
[bookmark: _Hlk84411915]Q5/24
Which four of the following processes would be used by both category management and merchandise management retailers? (select four)

a) Post-season or post half year analysis
b) Replenishment
c) Sales management
d) Promotion planning
e) Markdown planning
f) Open-to-buy
g) Target customer analysis

Q6/24
Which of these is a job title you would find in a category management department? (select four)

a) Category Manager
b) Buyer’s Clerk
c) Buying Director
d) Buyer
e) Merchandise Planner
f) Supply Chain Manager
g) E-Commerce Trading Manager

Q7/24
Which of these functions would you find in a category manager’s virtual team? (select four)
a) Demand forecasting
b) Warehouse rebuying
c) Visual merchandising
d) Promotion planning
e) Training
f) Sales Associate
g) Store Manager

 Q8/24
Which of these KPIs are used by the buying and merchandising department to measure their performance? (select two)
a) GMROI
b) Achieved gross margin
c) Share of the wallet / purse
d) Shrinkage
e) Interest cover
f) Training cost per associate

Q9/24
Match the product with the most likely merchandise type. 
· Man’s white shirt 		- Basic
· Bikini 				- Seasonal 
· Christmas decorations 	- Event

Q10/24
Put these elements of the merchandise planning process into the most logical order.
1) Define company policy and objectives
2) Collate and analyse historical information
3) Develop seasonal merchandise plan
4) In season sales and stock management

Q11/24
Match the description of the assortment with the most appropriate store type.
· Largest stores 			- Maximum assortment
· Medium sized stores 		- Best and medium sellers
· Smallest stores 			- Small assortment of best sellers
Q12/24
Match these characteristics of private label with the relevant benefits.
· Consumers can’t price compare		- Higher margins
· Can combine with fast fashion		- Increased full price sales
· Ability to use different manufacturers	- Sourcing flexibility

Q13/24
Which is the main way the speed sourcing process differs from a conventional supply chain?
a) Processes run in parallel to save time
b) It’s cheaper
c) It minimizes risk
d) It uses fabric plans

Q14/24
Match the merchandise type with the most sensible location.
· Impulse items			- Near the entrance
· Convenience				- Main aisle
· Staple	products				- Rear of the store
· Luxury					- Middle of the store

Q15/24
Which is the best definition of open to buy?
a) A mechanism to control spending by buyers and merchandisers
b) A useful category management tool
c) A way to help buyers find more budget
d) Something used in merchandise management retailers

Q16/24
Match the element of the replenishment calculation process with the solution that is most likely to improve it.
· Days of supply		- Time elimination in processes
· Lead time variability		- Supplier management solution
· Forecast error		- Forecasting solution
Q17/24
Which of these are directly included directly in the potential inventory calculation? (select four)
a) Opening stock in the period
b) Sales in the period
c) Stock in transit
d) Shrinkage
e) Safety stock
f) Forecasted sales
g) Order-up-to-level (OUL)

Q18/24
Which one of these products would you use profile methods for forecasting? (select three)
a) Fashion items
b) New promotional merchandise
c) Stable categories
d) Continuity items
e) New product launches in a category
f) Everyday replenishment items

Q19/24
Which of these KPIs or data items, would be shown on a position sheet? (select four)

a) Shrinkage
b) Open to Buy
c) Inventory
d) Markdowns
e) Gross margin
f) Customer service satisfaction score
g) Marketing campaign ROI
Q20/24
In a typical merchandise management retailer, which of the following is a primary responsibility of a merchandiser? (select three)

a) Negotiating product costs with vendors
b) Selecting products to purchase and setting retail prices
c) Estimating lost sales and developing demand forecasts
d) Managing sell through to achieve terminal stock targets
e) Maintaining all foundational product and vendor data
f) Deciding whether unused OTB can be given to another department

Q21/24
Match the key performance indicators used by the buying and merchandising departments to the correct definition.

GMROF	- How much gross margin a retailer earns per unit of floor space, such as per square foot or per square meter.

Mark up % 	- How much a product’s selling price exceeds its cost, expressed as a percentage of the cost price.

Sell Through % 	- Cumulative sales to date expressed as a percentage of the quantity purchased.

GMROI 		- Gross margin earned for a given investment in inventory

Average Stock 	- Average value or quantity of inventory held over a given time period (e.g., a month, quarter, or year).


Q22/24
Which of the following best describe the use of position sheets? (select four)

a) They are generally produced monthly.
b) They are always produced weekly.
c) They serve as essential analytical tools and highlight exceptions to guide decisions.
d) They compare actual performance against plan, and last year.
e) They track vendor contracts and delivery schedules.
f) In the best companies they include a re-forecast of the rest of the season or half year.
g) Most retailers share the reports with their suppliers.

Q23/24
What is the most common time to produce/publish weekly performance reports?

a) Early Monday morning
b) Monday mid-day
c) Tuesday morning
d) Saturday night

Q24/24
Which of the following are correct in relation to sales and stock management reporting? (select two)

a) Monthly position sheets report individual sales against plan or last year
b) Monthly position sheets report money results and sometimes average units
c) The best weekly reviews report sales to date and the forecast for the rest of the season
d) Monthly position sheets report markup
e) Position sheets provide stock figures but not Open to Buy data

