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3. If your company is asked to ship its products to a cross-docking distribution center, what will you need to do to the merchandise in each package?
Cross-docking is a logistic strategy where goods from the manufacturing plant or supplier are directly disseminated to a retail or customer chain with marginal to no storage or handling time. This process mainly occurs in a supply docking terminal and consists typically of trucks and inbound and outbound carriers. The goods are immediately unloaded from incoming containers then directly loaded to outbound carriers. This practice ensures productive and effective movement of the supply chain.  For this process to take place smoothly, the following has to be done to the merchandise in each package;
Firstly, the company should establish a central site where products can be sorted so that similar goods can be combined to be transported to the various terminus in the most effective and fastest method. This process is referred to as "hub and spoke." Secondly, put together small goods into one so that they can be transported once to minimize transportation expenses. This process is called "consolidation arrangements." Finally, ensure that large products are broken down into small loads to enhance easier transportation to the retailers and customers. This process is described as a "deconsolidation arrangement."  
4. What is unique about drugstores as a general merchandise retailer? What competitive pressures could limit growth in sales and profits?
The unique thing about drugstores as a general merchandise retailer is that they specialize or rather concentrate on selling wellness, pharmaceuticals, beauty, and health merchandise. The research indicates that prescription pharmaceuticals represent approximately seventy percent of the total drugstore sales. 
Even with the drugstore ubiquity, competition within the retail drug store industry is stiff since each retailer adapts to changing market trends and seeks to retain his or her customers. The competition pressure will also endure from dealers who expand their merchandise assortments so that they can include things that were initially the province of drugstores. Another type of competition in the drugstore that may limit growth in sales and profit is intra type. This kind of competition where stores compete against one another to earn the business of customers. This could be two drugstores competing against one another or a number of stores located in the same area competing for the same pool of clients.
5. Every day we can see local car dealerships advertising on television. What are the advantages and disadvantages of television advertising for local car dealerships?
Television advertising allows car dealers to reach a more significant audience than radio stations and local newspapers. It enables sellers to demonstrate the advantages of car ownership. The audience can get to know how the car been advertised works. Advertising on television also includes a combination of sound and sight, and this grasps the attention of the targeted audience. Television ads are intrusive and capable of intruding on whatever the viewer may be doing to listen and watch the advertisement; this gives the car dealers products instant credibility.
However, television advertisement is associated with some disadvantages. This is one of the expensive methods of advertising products. Actually, the company incurs a lot of expenses to advertise its product. It also requires a lot of repetition to be effective, and this results in recurring expenses. Furthermore, it is complicated to change your advertisement ad once it is filmed and aired on local televisions. In case you want to change your television ad you have to edit it or film a new advert which means additional costs.








