8. & 9 A0 (Shopping & Retail)
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Our company is optimizing raw material _ to reduce production costs.
(a) distribution (b) procurement (c) delivery (d) acquisition
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Effective store __ strategies are crucial for stimulating customer desire to purchase.
(a) management (b) merchandising (c) advertising (d) planning
of2iel dAHel= A e EHES SHLE O|F0{E AYLICE
Future commerce will be centered around _ platforms.
(a) retail (b) e-commerce (c) wholesale (d) marketplace
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Retailers are adopting ____ strategies to enhance customer experience.
(a) multichannel (b) omnichannel (c) digital (d) offline
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Prompt of online orders is essential for customer satisfaction.
(a) delivery (b) shipping (c) fulfillment (d) dispatch
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We are looking foranew

(a) customer (b) vendor (c) consumer (d) partner
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This luxury brand has a loyal
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(a) customers (b) patrons (c) clientele (d) consumers
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Anew __ hasopened in the city center.

(a) outlet (b) pop-up store (c) flagship store (d) boutique
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The new product will be exclusively displayed inour

(a) warehouse (b) showroom (c) factory (d) office
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The system helps manage inventory efficiently.

(@) CRM (b) ERP (c) POS (d) SKU
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Each is used for identifying a specific product.

(a) item (b) product (c) SKU (d) tag
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Effective _ ensures long-term customer retention.

(a) sales strategy (b) marketing campaign (c) CRM (d) customer service
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Our marketing team targets specific

(a) regions (b) demographics (c) markets (d) groups
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Market _ helps focus on specific customer segments.

(a) analysis (b) research (c) segmentation (d) targeting
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The employee tried to a more expensive product to the customer.



(a) cross-sell (b) up-sell (c) promote (d) discount
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An __ operates without a physical storefront.
(a) e-commerce (b) e-tailer (c) online marketer (d) web store
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They purchaseda __ for an Italian restaurant chain.
(a) license (b) brand (c) franchise (d) business
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The company is working to reduceits
(a) revenue (b) profit (c) overhead (d) capital
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We decided to apply anew _ to the product.
(a) discount (b) markdown (c) markup (d) price
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The _ ledto asurge in sales for that item.
(a) markdown (b) markup (c) promotion (d) clearance
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In-store _ causes significant losses for retailers.
(a) theft (b) pilferage (c) shoplifting (d) robbery
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The annual __ was higher than anticipated.
(a) loss (b) shrinkage (c) deficit (d) waste

bN|
S|

23. 2

rlo

S|A M E4=0f et ugS HASLICE

— — AN

rin
rio
M4

All employees received training on with company policies.



(a) adherence (b) obedience (c) compliance (d) agreement
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The implementation of the new system aims for operational
(a) improvement (b) efficiency (c) optimization (d) enhancement
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_____ offers customers more than just a simple purchase.
(a) Digital retail (b) Experiential retail (c) Traditional retail (d) Online retail
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The brand launched a______in the city center.
(a) temporary shop (b) flagship store (c) pop-up store (d) mobile store
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You can make fast and convenient payments using your
(a) credit card (b) debit card (c) e-wallet (d) cash card
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Customer dissatisfaction arose due tothe  of the popular item.
(a) shortage (b) lack (c) stockout (d) absence
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We apologize for any inconvenience caused by the temporary
(a) delay (b) backorder (c) cancellation (d) waitlist
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The company launched anew lineof _ products.

(a) private label (b) generic (c) exclusive (d) own brand
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1. (b) procurement
2. (b) merchandising
3. (b) e-commerce
4. (b) omnichannel
5. (c) fulfillment

6. (b) vendor

7. (c) clientele

8. (c) flagship store
9. (b) showroom
10. (c) POS

11. (c) SKU

12. (c) CRM

13. (b) demographics
14. (c) segmentation
15. (b) up-sell

16. (b) e-tailer

17. (c) franchise

18. (c) overhead

19. (c) markup

20. (a) markdown
21. (b) pilferage

22. (b) shrinkage

23. (c) compliance
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24. (c) optimization

25. (b) Experiential retail
26. (c) pop-up store

27. (c) e-wallet

28. (c) stockout

29. (b) backorder

30. (a) private label
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