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1 A dlfference betwcen tradltxonal orgamzanons and new orgamzatxons is that the new. ...

Ao GBSt T [

orgamzatlons w111 be more

‘a. stable. | b.

2. Which four theoris}s are assotiated with the early orgamzanonal bchavxor approach?
a. Barnard, Follett, Munsterberg, and Owen

- command onentcd ’ c. rule oriented.

b Munsterber , Taylor, Fayol, and Follett
¢. Taylor, Faygl, Weber, and Barnard
d. Follett, Barnard, Munsterberg, and Weber
3 Knowledge manag ament ipvolye_s encouraging the members of the organization to

d the éducaﬁonal level of the average employee
o o
néw trammg programs to help new employees learn their jobs
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4. Which of the fol

a. suppliers !E.political conditions

5.A
it expects its empl|

a. mission stateme

mt b. statement of purpose  c. code of ethics

a corporate university like Hamburger University at McDonald’s

da systcm;ﬂL:cally gather information and share it with others
1

ng is not an example of a specific environmental factor?

c. customers d. governmental agencies

lis a formal statement of an organization’s primary values and the ethical rules

byees to follow.

d.vision statement
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6. land are outcomes from a study of the external environment.
a. Threats; weaknesses
b.  Strengths; weaknesses
c.  Weights; measures
d.  Opportunities; threats
7.A(m) |  strategy addresses organizational weaknesses, helps stabilize operations, and
revitalizes organizational resources and capabilities.
a.  unrelated diversification
b.  horizopntal integration
c. verticg! integration
d.  retren¢hment
8. Business-levél strategy determines
a.  what businesses a company should be in or wants to be in
b. what nvuonment a  company should be in or wants to be in o
c. how orgamzatlon should compete in each of its strategic busmess units” "
d.  all of the above

9. The degree tg which jobs are standardized and guided by rules and procedures is called

a, work specialization  b.centralization c.decentralization  d.formalization

10. Matrix strudture violates a key element of organizational design called

a. unity of command  b. chain of command c. span of management d. decentralization
11. The strength of a structure is based on results of managers, but it has a

weakness because duplication can occur easily within the organization

a. simple

b.functional c. divisional d. matrix

12. A performance appraisal system that combines a graphic rating scale and a critical incident

system intojone process is a(n)

a.
b.
c.
d.

written essay
360-degree feedback

objective

behaviorally anchored rating scale

13. Which of the following is the least-valid predictor for senior management positions?

a
b.

e o

interviews

appli

tation forms

assessment centers

written tests
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14. An employee’s loyalty to or identification with the organization is the employees’

-

a job involve:rent
b.  organizational commitment
c

global comtitment

d.  organizatiofal citizenship

15. Accordmg toa urvey of manufacturers who have embarked on value chain
management initiatives, _was the major beneﬁt that companies rcported
increased sales

- ARABE (RTHFEZMEE ﬂ&ﬁﬁﬁﬁﬁﬁﬂzﬁ&@@ 3305 BR=
e
(— )Decisions

: es?» Should they add to the existing information system? Buy a new system?
jonsibility of analyzing thé company’s present information system and decide

a.  analyzing dlternative solutions

b selecting alternatives
¢.  implementing the alternative $~ﬁ a ) & gP 5‘]
d identifying|the problem ,

(=) Retail Planning (Scenario)
Mr. Tyler Nall ig President and CEO of what should be considered a major retailing
chain that is about to begin operations. During the last couple of months he has been working
to lay out directions for the managers of the stores, which will exist in major cities across

-3.
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Taiwan. Their stores will sell home furnishings that are considered moderately priced for the
average-income buyer. Mr. Nall and his vice presidents have decided that each store should

have sales equa! to or greater than $100 per square foot, per day. To attract an adequate
number of custpmers, the store should be:

e Jocgted in an out-parcel of a major shopping mali;

e the mall must attract an average of at least 10,000 customers daily;

» all gtores are to be well-maintained both inside and out;

o displays arranged in room settings;

s well-lit, throughout the store;

e open from 9 AM. to 9 PM. Monday-Sunday;

l¢s personnel should be clean-cut, friendly, and wear appropriate business attire.

Ny
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ging plans :
establishing networks
" d. desipning the stores '
4. Nall’s gpal for each store of $100 per square foot, per day has several of the
characteristics of a well-designed goal. First, it is written in terms of outcomes and
not actigns.  Second, this goal is measurable and quantifiable. According to the view
of plannjng, what else can Nall do to improve the design of this goal?
a. speaqify a time frame for achieving this goal
ensure the goal is attainable

b
c. communicate this goal to every single employee of the organization
d. AandB only

(=) Allocaling Resources at Planning Plus, Inc.

Management from all levels of Planning Plus, Inc. (PPI) have been making decisions as to how to
best accomplist next year’s organizational plans, objectives, and goals. The production department has
been making numerical plans to allocate the number of employees, man-hours per machine, and so on
within the department. Accounting has been determining the production quantity when there will be
enough total reyenue to just equal its total costs. Purchasing has been establishing delivery dates that
align with the nped dates of the material in the production department. Marketing has been planning

~ the introduction of a new product. What Marketing is using is essentially a bar graph with time on the
horizontal axis and activities to be scheduled on the other.

5. When the Production Department made numerical plans to allocate the number of employees,

man-hours per machine, and so on within the department, it was using which of the following
resource allocation techniques?

‘ a.scheduljng b. linear programming c. break-even analvsis d. budgeting
|
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6. When Purchasing
production depart

¢stablishes delivery dates that align with the need dates of the material in the
ment, Purchasing is using which of the following resource allocation

techniques? )
a. scheduling d. budgeting
7. When Marketing i

activities to be sq

b. linear programming c. break-even analysis
s using what is essentially a bar graph with time on the horizontal axis and
heduled on the other, it is using which of the following resource allocation
techniques?
a. PERT

8. Top managemen

b. load chart c. Ganttchart d. schedulmg
has put together a chart that lists ermre departm
; time.on the hon ontal axls This allows managers‘t"
Such a chart 1s , ’

a. Gantt chart

. d. none of the ;ab:);/e

6. load chart

tes spanning the nud-South to the Northeast _When the company was

: lgalespeople, commumcatlon ﬂowed freely from the ﬁeld back

AR, W

ce—customer serv1ce, evelopment, accountmg and ﬁnance, '

‘@"

| flow accordmg to 4 e formalbham of command. As a result, the firm has been slower to

recogmze shlﬁs in

by the sales force A

e market and respond to important market based information delivered
Ls a result salespeople have become more reluctant to forward information

into the home office because they perceive that it won’t be acted upon anyway. The

management team has asked Rick to review this issue and provide recommendations for

improving this situ;

9. In times past, in]
This is most repr

a. wheel network

ntion.

formation flowed freely from the sales force to all areas of the home office.

lesentative of what kind of communications network?

b. chain network c. all-channels network d. informal network

10. Once the company grew and became more mechanistic, management insisted that

information 1

representativ

a. wheel networl

flow vertically according to the authority structure.

K

This is most

e of what kind of communications network?

b. chain network ¢. all-channels network d. informal network

AR B HEPRY




¥ B B K A
FWMEES A

AR PERE B & ¥ $ ARETHEBEER
AEFEH S A
B MR

¥ —# (26 mg2651)
TIRL R4 (RALEANEL)

11. Rick believes that it might be more effective if incoming market based information and
outgoinig response and direction were to flow through a central figure, the regional sales
manager for each region. This communications network would be most representative

of what| kind of communications network?

a. wheel ngtwork b. chain network c. all-channels network d. informal network

(#) Con
The two |Vice Presidents were in heated debate. Celine feels that the old traditional form of

marketing their company isn’t working any more and that loyal customers would stay regardless. She

icting Opinions (Scenario)

feels the comjpany needs to “spice it up a bit” and go after new market share. Merle disagrees
vvehemently. He feels the company is doing fine; they have a good base of loyal customers, and new
saggressive ar ches. may lose them without any guarantee of gammg new customers. Regardless of
tir i the drgamzat:gg ‘S(@ome @%@é&%ﬂt cWe this hurt the
. t over
K tegics was bound to occur evcntually and may even help the company Still others even
' cncomaged such conflict. They think it keeps the company from gettmg stuck.
12. Conflic that supports the organization’s goals is considered conflict.
a. accepted b. functional ¢. inevitable d.standard
13. Conflicl that prevents the organization from achieving its goals is considered
a. destructive b. negative c. dysfunctional  d.nonstrategic
14. Those n the company who view the conflict over the marketing strategy as natural and
inevitable have a view of conflict.
a. human relations b. conservative c. strategic d. interactionist
15. Those [in the company who encourage the conflict over the marketing strategy have a(n)

view of conflict.

a. human relations b. conservative c. strategic d. interactionist
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1. In a short essay, list and discuss the three reasons that describe why people resist
change. Include an example of each reason to support your answer.

2. Contrgst distributive justice and procedural justice. AR HTmEPR

3. In a short essay, list and discuss three of the main performance control tools used
for monitoring and measuring organizational performance.

4.Ina sl*ort essay differentiate between transactional and transformational leaders.
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