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IntroductionIntroduction

Preparing for a certification exam can feel overwhelming, but with the right tools, it becomes
an opportunity to build confidence, sharpen your skills, and move one step closer to your
goals. At Examzify, we believe that effective exam preparation isn’t just about
memorization, it’s about understanding the material, identifying knowledge gaps, and
building the test-taking strategies that lead to success.

This guide was designed to help you do exactly that.

Whether you’re preparing for a licensing exam, professional certification, or entry-level
qualification, this book offers structured practice to reinforce key concepts. You’ll find a
wide range of multiple-choice questions, each followed by clear explanations to help you
understand not just the right answer, but why it’s correct.

The content in this guide is based on real-world exam objectives and aligned with the types
of questions and topics commonly found on official tests. It’s ideal for learners who want to:

• Practice answering questions under realistic conditions,
• Improve accuracy and speed,
• Review explanations to strengthen weak areas, and
• Approach the exam with greater confidence.

We recommend using this book not as a stand-alone study tool, but alongside other
resources like flashcards, textbooks, or hands-on training. For best results, we recommend
working through each question, reflecting on the explanation provided, and revisiting the
topics that challenge you most.

Remember: successful test preparation isn’t about getting every question right the first
time, it’s about learning from your mistakes and improving over time. Stay focused, trust the
process, and know that every page you turn brings you closer to success.

Let’s begin.

Sample study guide, visit https://mgmtandmarketing.examzify.com
for the full version with hundreds of practice questions 3

SAMPLE



How to Use This GuideHow to Use This Guide

This guide is designed to help you study more effectively and approach your exam with
confidence. Whether you're reviewing for the first time or doing a final refresh, here’s how to
get the most out of your Examzify study guide:

1. Start with a Diagnostic Review

Skim through the questions to get a sense of what you know and what you need to focus on.
Your goal is to identify knowledge gaps early.

2. Study in Short, Focused Sessions

Break your study time into manageable blocks (e.g. 30 – 45 minutes). Review a handful of
questions, reflect on the explanations.

3. Learn from the Explanations

After answering a question, always read the explanation, even if you got it right. It reinforces
key points, corrects misunderstandings, and teaches subtle distinctions between similar
answers.

4. Track Your Progress

Use bookmarks or notes (if reading digitally) to mark difficult questions. Revisit these
regularly and track improvements over time.

5. Simulate the Real Exam

Once you're comfortable, try taking a full set of questions without pausing. Set a timer and
simulate test-day conditions to build confidence and time management skills.

6. Repeat and Review

Don’t just study once, repetition builds retention. Re-attempt questions after a few days and
revisit explanations to reinforce learning. Pair this guide with other Examzify tools like
flashcards, and digital practice tests to strengthen your preparation across formats.

There’s no single right way to study, but consistent, thoughtful effort always wins. Use this
guide flexibly, adapt the tips above to fit your pace and learning style. You've got this!
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Questions
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1. The process of creating a structure and ensuring coordination to achieve
goals.
A. Planning
B. Leading
C. Organizing
D. Controlling

2. Holding goods for future use is known as which term?
A. Marketing Concept
B. Storing
C. Sales Oriented
D. Transporting

3. Short-term plans that help reach organizational goals.
A. Objectives
B. Goals
C. Plans
D. Strategy

4. Which term describes the process of determining big goals and acquiring
resources to achieve them?
A. Strategic Planning
B. Contingency Planning
C. Operational Planning
D. Tactical Planning

5. Which term represents the profit left after deducting all expenses?
A. Profit
B. Total Sales (Revenue)
C. Earnings (Profit/Bottom Line)
D. Annual Report
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6. Which management level is responsible for short-term planning and
controlling operations?
A. Staffing
B. Middle Management
C. Supervisory Management
D. Knowledge Management

7. Which term is used for the books where financial records are kept?
A. Internal Customers
B. Funds
C. Total Sales (Revenue)
D. Ledgers

8. Which type of goods are typically purchased after comparing several
brands or models?
A. Industrial Goods
B. Convenience Goods
C. Specialty Goods
D. Shopping Goods

9. Which type of goods are assembled individually or in small quantities?
A. Industrial Goods
B. Shopping Goods
C. Specialty Goods
D. Consumer Goods

10. In capitalism, who typically decides production, wages, and prices?
A. Free Market
B. Capitalism
C. Who Decides Under Capitalism
D. Basic Rights Under Capitalism
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Answers
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1. C
2. B
3. A
4. A
5. C
6. B
7. D
8. D
9. C
10. C
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Explanations
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1. The process of creating a structure and ensuring coordination to achieve
goals.
A. Planning
B. Leading
C. Organizing
D. Controlling

Organizing is the management process that creates the structure of tasks, roles, and relationships and aligns
resources so people can work together toward common goals. It involves deciding how to divide work, grouping
tasks into departments or teams, assigning responsibilities, and establishing authority lines and coordination
mechanisms. This framing sets the platform for planning, leading, and controlling to function smoothly.
Planning sets objectives and courses of action, leading motivates and directs people, and controlling monitors
performance and makes corrections. The description—creating a structure and ensuring coordination to achieve
goals—maps directly to organizing.

2. Holding goods for future use is known as which term?
A. Marketing Concept
B. Storing
C. Sales Oriented
D. Transporting

This question tests understanding of how we describe keeping goods for later use. Holding goods for future use
is called storing. Storing refers to keeping stock in inventory, typically in a warehouse or on shelves, so it’s
available when needed. This practice helps a business handle demand spikes and delays in supply by
maintaining a buffer of inventory.  The other terms describe different activities. Marketing concept is about
focusing on satisfying customer needs and guiding decisions through market insights. A sales-oriented
approach emphasizes pushing products to boost sales, often with less emphasis on stock levels. Transporting is
the act of moving goods from one location to another. Since the question specifically asks about keeping goods
for later use, storing is the correct term.

3. Short-term plans that help reach organizational goals.
A. Objectives
B. Goals
C. Plans
D. Strategy

Objectives are short-term, specific, and measurable targets that translate broad organizational goals into
concrete steps. They provide the exact milestones to hit, by when, and often how success will be assessed,
which guides day-to-day actions and resource decisions. For instance, if the goal is to boost overall
performance, an objective could be to increase quarterly revenue by 8% within the next three months through
targeted marketing and pricing adjustments. This clarity sets apart objectives from goals (broad end results),
plans (the sequence of actions), and strategy (the overall approach to achieving the goals). By focusing on
concrete, time-bound targets, objectives create a practical path toward the larger aim.
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4. Which term describes the process of determining big goals and acquiring
resources to achieve them?
A. Strategic Planning
B. Contingency Planning
C. Operational Planning
D. Tactical Planning

Strategic planning is about setting long-term goals and aligning resources to reach them. It involves deciding
the organization’s direction, defining mission and vision, and identifying major objectives, then allocating the
necessary resources—such as capital, people, technology, and time—to pursue those objectives. This broad,
future-focused process guides how budgets, programs, and initiatives are shaped across the whole
organization. By contrast, contingency planning focuses on responses to unexpected events, operational
planning covers day-to-day activities, and tactical planning translates strategy into specific actions at a
departmental level.

5. Which term represents the profit left after deducting all expenses?
A. Profit
B. Total Sales (Revenue)
C. Earnings (Profit/Bottom Line)
D. Annual Report

Net income, the amount remaining after subtracting all expenses from revenue, is commonly called earnings or
the bottom line. This term best fits the idea of what’s left after every cost—operating expenses, interest, taxes,
depreciation—has been deducted. It clarifies that you’re talking about net profitability, not revenue or a
document. The other options either describe revenue before expenses (total sales), a financial document (annual
report), or use a term that can be ambiguous between gross and net profit (profit). So, earnings (profit/bottom
line) correctly identifies the net profit.

6. Which management level is responsible for short-term planning and
controlling operations?
A. Staffing
B. Middle Management
C. Supervisory Management
D. Knowledge Management

This item tests how planning and control responsibilities map to management levels. Short-term planning and
controlling operations involve turning near-term goals into actionable steps and ensuring things run as planned
in the immediate future. This is the realm of middle management, who translate strategic directives into tactical
plans, set near-term targets, allocate resources across departments, and monitor performance to keep activities
aligned with goals. They bridge top management and the people who actually execute work, overseeing several
supervisors and spotting variances early so corrective actions can be taken. For example, a plant manager
schedules monthly production targets, allocates materials and labor, and tracks output to ensure the line meets
its near-term plan. Supervisory management, by contrast, focuses more on directing daily tasks of frontline
workers; knowledge management concerns how the organization captures and uses knowledge; staffing is a
function, not a management level.
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7. Which term is used for the books where financial records are kept?
A. Internal Customers
B. Funds
C. Total Sales (Revenue)
D. Ledgers

Ledgers are the books where financial records are kept. In double-entry accounting, transactions are recorded
first in a journal and then posted to the ledgers, with each account—such as cash, revenue, or
expenses—maintained in its own ledger. The general ledger consolidates all these accounts and serves as the
main source for preparing the trial balance and financial statements. This makes ledgers the standard term for
the books that hold financial records. The other terms describe different concepts: internal customers refer to
internal stakeholders or users of services, funds denotes resources or specific accounts but not the
record-keeping books, and total sales (revenue) is an income figure, not a ledger.

8. Which type of goods are typically purchased after comparing several
brands or models?
A. Industrial Goods
B. Convenience Goods
C. Specialty Goods
D. Shopping Goods

Shopping goods are products that consumers compare across brands or models before deciding which to buy.
This evaluative process happens because buyers weigh factors like features, price, quality, and warranty to
choose the option that best fits their needs. That’s why purchases of this type typically occur after looking at
several brands or models—people want to make sure they’re getting the best value or the right combination of
attributes. Examples include electronics, appliances, and furniture, where shoppers often read reviews and
compare specifications. In contrast, convenience goods are bought with little thought, specialty goods are
chosen for a unique brand or feature, and industrial goods are business-to-business purchases.

9. Which type of goods are assembled individually or in small quantities?
A. Industrial Goods
B. Shopping Goods
C. Specialty Goods
D. Consumer Goods

Understanding how buyers approach products based on customization and purchase effort helps explain this
item. Goods that are assembled individually or in small quantities are typically specialty goods. They are defined
by distinctive features or brands that attract a specific, often smaller, group of buyers who are willing to go out
of their way to locate and purchase them. These items are usually not mass-produced; they may be
custom-made or produced in limited runs to meet particular preferences. Think of custom-tailored clothing,
luxury watches, bespoke furniture, or highly specialized equipment. This fits best because the purchase involves
high involvement, search, and a preference for unique attributes over broad availability or low price. In contrast,
shopping and convenience goods are generally produced in larger quantities and bought with less effort and
comparison, and industrial goods are oriented toward business buyers rather than individual consumers.
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10. In capitalism, who typically decides production, wages, and prices?
A. Free Market
B. Capitalism
C. Who Decides Under Capitalism
D. Basic Rights Under Capitalism

In capitalism, production, wages, and prices are determined by market forces through the price system.
Individual firms decide what to produce based on expected profits, workers supply their labor where wages make
sense, and prices emerge from the interaction of supply and demand. When demand for a good rises, prices rise
and producers respond by expanding output; wages for skilled labor often rise as the value of that labor
increases. When demand falls, production can contract and wages adjust downward. Wages tend to reflect the
marginal productivity of labor in competitive markets, so changes in productivity or demand shift pay
accordingly. Since there’s no central planner, the market itself—buyers and sellers negotiating via
prices—decides.
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Next StepsNext Steps

Congratulations on reaching the final section of this guide. You've taken a meaningful step
toward passing your certification exam and advancing your career.

As you continue preparing, remember that consistent practice, review, and self-reflection
are key to success. Make time to revisit difficult topics, simulate exam conditions, and track
your progress along the way.

If you need help, have suggestions, or want to share feedback, we’d love to hear from you.
Reach out to our team at hello@examzify.com.

Or visit your dedicated course page for more study tools and resources:

https://mgmtandmarketing.examzify.com

We wish you the very best on your exam journey. You've got this!
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