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Academic Year 2018- 2019 

Third Term  

Entrepreneurship Revision sheets  

Name: ________________________     Date: _______________ 

Grade:  ___________                        Section: _____________ 

 

SECTION A: DIAGNOSIS: 

 

I: Choose the letter of the choice that best answer the questions;                                         

1. ___________ is selling additional goods and services to the customers. 

a) Approach 

b) Pre-approach 

c) Suggestion selling 

d) None of above 

2. There are _________ steps consider to be as a stages of selling: 

a) 1 

b) 2 

c) 3 

d) 4 

3. _________ is the process of comparing expected results with the actual 

one in a management functions. 

a) Planning 

b) Directing 

c) Controlling 

d) Organizing  
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4. Which of the following is a types of management style? 

a) Power oriented style 

b) Routine oriented style 

c) Achievement oriented style 

d) All of above 

5. ______________ is a communication not involving words. 

a) Verbal communication 

b) Non-verbal communication 

c) Both a and b 

d) None of above 

6. ___________are the short-term plans of a business. 

a) Strategic plans 

b) Tactical plans 

c) Operational plans 

d) All of above 

7. A __________is the combination of different promotional elements that a 

company uses to influence potential customer. 

a) production 

b) Promotional mix 

c) preselling 

d) Ideas 

 
8. ____________ is a type of promotional strategy in which a part of 

purchase price is returned to the customer 

a) Specialty item 

b) Premium 

c) Rebate 

d) Sweepstake 
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9. _______________ is a type of advertising in which advertising cost is 

divided between two or more parties. 

e) Transit advertising 

f) Cooperative advertising 

g) Outdoor advertising 

h) Public relations 

10. _______________ is a direct person to person presentation to help a 

customer to make a buying decision. 

a) order getting 

b) order taking 

c) personal selling 

d) none of above 

11. _______________are the mid-term plans that focus to achieve 

objectives of a period from one to three years. 

a) Strategic plans 

b) Tactical plans 

c) Operational plans 

d) None of above  

II. Write (T) in the blank next to the true sentences and (F) in the blank to 

the false sentences: 

1. Power oriented style of manager deals with the situation which is concerned 

with keeping the operations running smoothly ____________. 

2. Non-verbal communication is a communication which involves 

words___________. 

3. Technical skills of an entrepreneur involve the use of tools, equipment’s, 

procedures that are important in a business ___________. 
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4. Procurement is another name of purchasing _______. 

5. A human relation is the study of how people relates to technology 

__________. 

6. Vendor is a business which involves risk   _________. 

7. An invoice is an itemized statement of money owed for goods shipped or 

services provided. _________ 

8. Sales force is the group of employees involved in the selling process 

___________. 

9. Trade discount and cash discount are the same. ___________ 

10. Preselling is influencing potential customer to buy after contact is actually 

made by the customer _________. 

                                                     SECTION B: VOCABULARY 

                Order seeking             sweep stakes                     specialty item    

 

                          consumer pre-test           sale force          campaign                                           

 

    Competition         Order getting     Advertising agency 

      

Fill in the blanks by using appropriate word; 

1. ______________ is the group of employees involved in the selling process. 

2. ________________ is a procedure in which few customers evaluate an ad 

before it runs, giving their reactions. 

3. ________________ is a company that acts as an intermediary between a 

business and the media to communicate to the target market. 

4. ______________ are the games used by the business to attract the customer 

towards their product. 
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5. ___________ also affect price. 

6. A _____________ is a series of related promotional activities with a similar 

theme. 

7. A _____________ is a type of advertising in which a seller offers cup, pen, 

cap or T-shirt having name of Brand. 

8. _________________ is seeking out buyers and giving them a well-organized 

presentation to attract them towards product. 

9. _________________ is the completion of a sale to a customer who came to 

know about the product by himself. 

 

SECTION C: DESCRIPTIVE ANALYSIS 

Answer the following questions; 

 

1. What is the difference between premium and rebate? 

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________ 

2. What is advertising agency? 

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________ 

3. What are the stages of selling process? 

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________ 
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4. Explain any two management skills an entrepreneur needs to be a good manager. 

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

__________________________________________________________ 

5. What are the two buying motives to make a purchase? 

______________________________________________________________

______________________________________________________________

______________________________________________________________

______________________________________________________________ 

6. What is a buying process? 

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________ 

7. What is another name for purchasing? What does it mean? 

____________________________________________________________

____________________________________________________________

____________________________________________________________ 

 

8. What is quantity discount? 

____________________________________________________________

____________________________________________________________

____________________________________________________________ 

 


