PRACTICE TEST

Directions:
Answer each of the following questions. Use a separate sheet of paper to record 
your responses.

Objective A


1.
Buying goods and services for a business is called _______________.
(3 points)


2.
Describe buying for resale.
(6 points)


3.
What do wholesale buyers do?
 (4 points)


4.
What do retail buyers do?
(4 points)


5.
Describe buying for transformation.
(6 points)


6.
Why does an industrial buyer need to be involved in production planning? 
 (6 points)


7.
Describe buying for business use.
(6 points)


8.
What is the ultimate goal of purchasing?
(4 points)


9.
What are four reasons why purchasing is important?
(12 points; 3 points each)

OBJECTIVE B 


10.
What are the four steps of the purchasing process?
(12 points; 3 points each)


11.
What is a make-or-buy decision?
(3 points)


12.
Explain the competitive bidding process.
(6 points)


13.
What is an advantage of conducting negotiations with a supplier?
(4 points)


14.
What are two things that a purchasing specialist might do to ensure that s/he is making the right choice of supplier? 
(6 points; 3 points each)


15.
What information does a purchase agreement, purchase contract, or purchase order contain?
(6 points)


16.
What are two ways to evaluate supplier performance?
(6 points; 3 points each)


17.
Why should a purchasing specialist evaluate supplier performance?
(6 points)

Suggested Criterion Level: 80 points
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