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PART on

Scope and Development of, Distribution

For some tine there has been a need to give attention to programs

of eduoation designed to prepare young people for entrance into and

success in the distributive occupations There are programs for this

purpose at several educational levels. The present study is oonfined

to a consideration of programs that are or that may be offered at the

high school and community college levels.

The purpose of this report is to present a brief overview of programs

designed to prepare students for the distributive occupations here in

the State of Connecticut. It also attempts to bring to the attention of
,

all interested in education for distribution the current significant

research bearing on the general problem of oompetencies that should and

can be developed at the secondary school and at the community college

levels.

It is not the purposl of this study to set forth what should be

taught at any level, but rather to preseLt basic background information

that may serve as a basis on which committees of educators interested in

the oontinued improvement of their programs may make ()hinges they deem

appropriate.

112.49.1321unoilsan_21122111ELLas

Nhrketing is generally thouott of as being the movement of goods and

the transfer of their ownership from producers to the ultimate users.
V

,
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It involves ell cif the functions 'or a,ctivities conortried with the move-

ment of goods 'a.nd the tranSfer of oinership. It is a definite phase

of production. Although it does not create form utility, marketing

and those engaged in it do create time, place, and also ownership
t

2

utility. The aarketing functions include buying, selling, standardizing

and grading, financing, transporting, storing, and bearing risk. Thus,

persons who are engaged in any type of business whose duties involve

any of these functions are said to be in the field of distribution.
=.

Such.Persons or businesses would indlude merchants, wholesalers, re-
-: :

tellers, agents, and the like. The great 'volume of goods pouring out of

our factoriee has little ve,lue until they are sold and become possessed

by those who rake ultimate use of them. Thus, when one considers that
.

everything that is produced must be sold, one gains some underste.nding

of the-extent end importance Of the field of dtstribution in a country

haVing.a gross nitional product o'f- ove-r $800 billion.
1.

The imp rtanoe of the tield..of diitribution is elaborated upon by

Edwin L. Nelson who pointed out in his paper publi'shed in Readings in

Distributive Education: "When we segment our economy intO production

and distribution, it is a known fact that more than half the labor force

is engaged in work other than the production' of goods and services.

These workers, in various capiicitiei', set. it .matidn the-wheel's -that give

meaning and value to all the goods and services produced in the eoonoaly.

This is not to say, however, that all of the jobs in this major group-

ing of the labor force are distributive. A variety of aothvitiee are
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performed including the facilitating function of the.offiol which, in

iidelf,':representEi a -met employment area.ul

Although there are limiiations in labor market breakdowns, some

confidence can be placed in the assumption tbat about 30 per cent of the

labor force of over 77 million is engaged in distributive occupations.

This figure is supoorted by State surveys, interpretations of labor

figuiei; and related desc riptive material.

Inasmuoh as the creation of ownership or possession utility is the

ultimate objective of the distributive process, it is of interest to note

that in 1964 nearly 4-1, nillion or 6.3% of the total labor force were in-

volved in actual selling operations, and that this number and percent-

age is 'expected to rise- to nearly 6 Aillion workers representing 6-le of

the labor force in 1975.2 Figures such as ,these suggest ,the scope of

the employment that the field of distribUtion represents.
'44

4 r,

Types of Business and 119.jor Areas of Work in .,the Distributive Field
. .

"

A look at the types of businesses, the industries, and typical

specific jobs in the distrihutive field.may be of asisistaiioe in a con-

sideration of the broad field of education for distribution.) Businesses
,

generally thought to be engaged exclusively in the final ,distributive

processes are those that would be classified as:

1Haines, Peter, B., .Kenneth L. Rowe, and Edward T. Ferguson, Jr.
-1Editoiv). Readings in Distributive Educatiga. (The project plan on in-
struction and related Teaoher education), (A project performed under con-
tract with U.S ,33:1. oe of'Eduoation. No. OPG 3-77.070489-3128); Michige.n
State University, East Lansing, 1968; page 70

2Sooial, Educational. Research and Development; Inc. Vocational
Education: a feasibility_study for the suburbs of tomorrairNolume I),
ro-onducte-d for the Educational Development Cooperative of Chicago area
schools); Homewood, Illinois, 1968, page.135.

7
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'Merchants

Wholesaleis (firms° that buy 'pods in large quantities
and seIl them to retail stores).

Retailers (including single4 ine , mul tiple-line, nail
order, supermarket 9 der. rtment ;store 9 'discount
house, eta.)

.-Agents

3. :Other crarketing a gencie s , pa rticularl y those that give aid
in the distributionof pods; such as banks that Lend
money to finanoe.the buying and selling of goods, in-

" Surance, rail:road, tru'cking: and, othe r transportation,
and advertising agencies.

.

Major types of industries requiring distributive workers would

inalude those engaged in the selling or other distributing of
14

, Apparell
'Food and kindred products' ,
Lumber and wood products.
Furniture and fixtures
Paper and allied products
Chemicals and petroleum
Rubber and related products
Leather and leather products
Stone, clay, and glass products
Tobacco and liquor products
1:ansportation equipment and parts

Professional and 'scientific instruments,
Electrical ms. chinery, equipment, etc.
Hotel and lodging services
Food services

"'Real 'Estate services
L. Transportation services.

Advertising services
Insurance sarvices
Banking serviées, etc.

There are many types of jobs, occupations, and seniipiofeidions that
.

.,
pignt be:- conSide red :distiibUttve in ;nature ::' AMbnG ..the two-digit'-- occupa-

. , ,,, . , - .,...:, ,,,..; - ..,, V 1 Ao. ...
' : . .... A:. s , 10. . , .*:, rA 4 . .

tional grouP divisiónis e tabliished 'lit the- 1?..1:t.!:..o.11i ry.' of .Dteutetiotsa , Titles
.- , -, ,

, ,..,,

, -, .J. ,,

2.

A
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(Volumes I and 11)3 are included Group 16 (Occupations in'Administrative

Specialization), Group 18 (Managers and ,Offic4a1s),, Group 26-28 (Salesmen

and Sale Pe rs ommodi tie s ) , and Group 29, (Merchandise Occupa tions

except Salesmen). Within these groups, ,one .might identify such specific

jobs as the following:

162.--field contact ran
purchasing agent
buyer

-16346c'ontracts manager
export manager
promotion Mana ger
sales ranager

164.--advertising assistant
direct mail specialist

186.--supervisor of sales
fashion coordinator
concessionaire
franchise proiriotion ranager

. service manager
wholesaler

260.--ssalesran and sales persons (by nature of products sold)

290.--sales clerks
'peddler
routeman
canvasser and solicitor
auctioneer
shopper
dimonstrator and model
display man and window trimmer

Because sales work forms so dominant a part of the distributive oocupa-
.ot

tions, salesmen' are sometimes grouped within three. 'Classificiltions:

industrial, merchant, and. consumer. These would. inolude such sales

3Diotionar of Oocu ational Titles, Volume I, Definitions of Tit19s
(Third Edition yoltuutI1102. nessifina cations (Third Edition),
U.S. Department of Labor, Washington, D. C., 1965.
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jobi-as the' follOwing:

general industil.al salesman

sales engineer
service salesman
pioneer salesman
dealer-service lalesman,.-
wholesaler or jobber salesman
detail salesman
retail salesman
ipecialty salesman
cioOr-to-door salesman'
route salesman

,

;

The above occupations are by no means exhaustive of the many that are

representative of the distributive field, but perhaps they are indicative

of the occupational areas of training which constitute the subject of

this study.

Importance of Ocoupational Status amd;:the.Job
,

The question of why people select(the occupations or jobs that they

do seleot is always an interesting question. What does the field of

distribution offer, besides money income, to one who enters it? The

status afforded those who enter or continue in the distributive occup-

ations, at any level, is n. factor to be considered. Crane says:

Ineome and reputation are poor indices to relative

status for persons who cannot exchange jobs with one are-

other. A sales manager may be paid more than'a research

director, businessmen in general earn more than educators,

And gangsters becOme wealthier than anyone else in society.

ft 1% first must sort people as to occupation,

the most widelused.and.bisio of status dimensions.4,

KAhl alio pointi out that:

To Americans, occupation is the most important ant.-

vity so that manAi" filt140 bY'ho'w well he does and,how

NEMIMINII.M11/CaMOIIIMIFIC

r

4Crane, Edgar. Marketing Communications, John Wiley & Sons, Ine.,

New York, 1965, pagez 328429.
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important his job is. The job's importance, in turn, de-
pends upon the scarcity of the abilities and the .amount,.

of training it requires, the number of his subordinates,
the wages, and the nature of the produot* -

As more training is demanded to meet the growing demands for,workers at

-more advanced levels in, the' distributive occupations and to take full

advantage of the changing social, technological, and economic world, it

is likely that the distributive occupations ,will achieve more status in

'the eyes of the Ipublic:And Of prOspective-workers than these occupations

nbw enjoy.

Economic Factors that Affect the Field of .Distr:bution

Changes brought about.,by advancing technplogy and by changes in the

social and economic structure affect the field of distribution as they
. , ,

affect other fields. The expansion of self-service in the different

types of retail stores places upon the customer the responsibility to

perform certain :taslcs and, ,to :make basic choices. This has the effect,

alsot of. relieving the salesperson,of many tasks pmviously performed

and allows him to devote his time and attention to other and perhaps
,

more important tasks. For these more important tiasks he may need more

advanced training.

The development of shopping centers which are often considerable

distances from the central city and where parking is easy has changed

oustomer shopping habits. At the same time this development has

forced central city merchantd .to Consider new parking. SYstems and mer-

chandising policies, and to devise means of attracting and keeping qual-

ified personnel. Minimum wage laws, from which sotne types of distributive

5Kahl, Joseph. The American glass Strupture, Holt, Rinehardt &

Winston, New York, 1961, pages 85-86.

-,",1 =
4
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businesses uere former4r exempt, may have an effect upon the employment
o

of part-tibe personnel and; to some extent, fulltime personnel. In

addition to the increased-demand for goods and services caused by a con-

,

itantly increasing popUlation, consumer demand for new products, more

seriices, and tie fact that goods formetly considered luxuries ire naw

considered'necebsitie's all-affect the'field of distribution and'hence

the need fbr trained distributive workers.

The coming of autoMation has made and will continue to makei a great

contribution to and many changes in the distributive process. Since

selling is mairA4va.personal type of activity, automation mill continue

largely in the role of supporting the selling process. However, the

success of mailorder and self-service activities seem6 to suggest an

increasing role for all aspects of the distribUtive functions.

5a
Rose points out that department stores have become leaders in the

use of automation. In fact, in many tyPei of retail operations automation

is growing at a rapid rate. In part this 'is due to Ole availability of

service centers that make it possible even for small stores to gain some

of the adVantages of automation. Also, manufacturers are adapting auto-

mated eouipment to the needs of retailers. Rose indicates nine aieas

of applications of automption to retail operations:

1. credit operations - (With 25'per cent of American retail sales

, . involving credit and with an average account involving three to

five transactions a month, automstion takes on'new importance)

*management control - (PitOmpt and accuiate reporting of oPeta-

,
tional information cen help management regulate such functions as

5a
Rose, Robert E. A Studv,of the Imciact of Automation in American

De rtment Store iteration with Resulti Need for Revision in the Course

Content for Distributive Educatibn Programs, University of Iowa, 19 3,

doctor's thesis, page 354
"

, ,.,-
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budgeting, cost reduction,; store location, work simplification

and policy development)

3. office management - (centralization of Paper functions)
A

4. stock control and purchasing (With thousands of' items in a

retail ;inventory, automation is needed for automatic control

and re-ordering of stock items)

5. sales forecast

ee-
,

6. vending operations - (particularli adaptable for fast-mOving
merchandise in a store, for after-business-hours sales, and

in heavy traffic centers, su6h as tr.ansportation stations)

7. sales analysis - (particularly as a means of learning more
about the cuztomer and his needs)

st,orage and warehousing,-._ (Use of automatic tow chains,
conveyer belts, andpower conveyers help move, 'store, arxi

make available..inerchandisej
"

9. receiving and marking - (Automatid packaging*and Marking machines

increase speed and accuracy: of Store operatiOn)

The Irnportance ili in the Distribution 'Pr6C'ess,

Perhaps from the standPoint of inStituti ons t kr t prepare students

to inter the distributive occupations, the .retail business is one of the
f

most, -if not thie most important:distributive type. Grocery stores and

,department. stores are the two major employers of the students in coopers-

-tive programs in distribution. According to the 1968 Statistical Abstract

of the United States, there were slightly over 14700,000 retail business

firms in operation in 1963. This number represented approldmately 15 per

cent *of the over 11 billion businessfirms.in the United States in that

year. Host of the retail business firms are relatively small, as only

37,000 of them had sales of over 0 million. All retail bUSinesses to-

gether move great quantities of merchandise and furnish alivelihood for

millions of people. In an age of bigness, the small retailer still affords
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an opportunity for a person to own inici.` CipOiate his OWn. business. Kunes-
. I '

e r 6 tor ,9,ample,. ppixits .o.ut .tIftt from 1941 to 1958 the number of re-

tail .busimeszsgrew. 5. per oent,,.. exceeding all other business growth, and

_

that nearly three-fourths of reizill bUsiness firms are individually owned.

He defines a small retail business as one that has fewer than .ten regular

full-time ,employees, is individually owned, is operated by the owner, and

is engaged in selling merohandiie.

gowevers. retail business is n.ot without its risk. Kunesmiller ex-

plains the importance of the snail merchant in these terms:

The=supcess of the indiVidual small merchandise retailer
is vital to the American economy.. "The failure of one small
merchant is merely_a statistic, bUt the' growing number of
failures is a real issue. If_ but one merchant ceases to exist,
manufacturers lose an importiint 'contact with'the past and
future customers for their proaucts, the credit liabilities
of t defunct firm become bad debts, resulting in an in-
crease in prices to consumers; consumers lose a point of
service for products which they have purchased ; and, 'finally, ..
the merchant who has failed faces financial and emotional
adjustments. The economic, .social, and personal soars are
deep and lasting ae a result of such a' defeat.7

The concern expressed is evidenced Virthe high rate of disappearance

of firms 'from the' Amencan seene. Kunesrciiiler8 goes on to 'point OutA

that when related to the number of newly created retail establishaents,

'the-number of discontinued busineeitt.appears ~to represent-A 'discontinuance

rate of abOut 90 per cent
:

6Kunesmiller,.Charles.F. Recognized Educational Needs of Independent
Retail Store Owners in Selected Cities. in California, University of
California 1961 doctor's thesis, page 9.

7Ibid., page 1.

8/bid., page 12.

,..

-
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Problem Areas of the Retailer

6 r sr, -
,

11.

If the retailer V5 so important a factor in the field of distribu-

.
tion:and make6 'SO valuable_:a.contributiOn to the 'APPTican,,economy, it

would_seem that some attention should be given toJI.is.needs and problems.

.'.

In his study of over 100 retail atoreowners,-1Cupesmillervas able to

'determine *hat:thesebusinessmerc,00nsidere&to be, .thermos,t-seTiousn.

(4arOblef' small busineserte f011Owinclgere;ideqtifiedby:ranktr

Financing
Labor
Competition
Bookkeeping
Credits and collections
Controlling expenses
Parking
Licensing
Franchising

Buokner,9 in his study of retail executives and the competencies they

need, found that the greatest need for execuV.1 personnel exists in the

merchandising division of retail stores. .

Other functional areas in need,

however, included store operations, control, sales, sales promotion,

personnel$ and suburban store managpment. Another evldence of need might

be suggested from the identification of the major areas of research

being undertaken by the research departments of retail stores. According

to Buckner10 these aret

9Buckner, Leroy Ms. A Study of the Characteristics and Qualifications

of Retail Store Executives and Their Appraisal of the Comotencies Needed

))* Their Successors, George Washington University, 1966, doctor's thesis,

page 127.

191:20 .9 page 129.
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Market surveys (to determine customer opinion, market preferences,

purchasing habits of consumersl.etc.)
Expense control and budgets

Branch store expansion and new locations

Systems and procedures

-SaleS'planning
Use of management consultants

*Tevelopment of evening business in downtown s:tores

Application of electronic data processing to merchandise stock

controls
Service standards analysis in downtown and branch stores

.Administrativeiorganization

A recognition of the-problem areas may be of some assistance to education .

al institutions xi developing andy improving their programs designed to

prepare students to enter and succeed in distributive occupations.

.4

.14 4,4
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PART TWO

Competencies as a Basis of Education for Distribution

Basic: Sources of Value to the Distributive Educator

In the preparation of students to enter and-succeed in any vocation-

al area, it is necessary to know the nature of 'the work performed by

thoge who do that type of work and vhs.t those workers need.to knoV in

'order to perform effioientlyi Vluoh assistance is available to the educa-

tor in tbis regard through the U. S.. Dictionary. of Occupational 'Titles,

which codes, lists and gives specifications of jobs of different

types.' Also valuable to the-distributive .educator is the gtandarl,

Xrdustrlaj Classification Manual which covers the entire fiel&of oconomio

activity. The Manual vas prepared by the Technical,Conraittee, on Indus-

trial Classifications Office of Standards, U. S. 'Bureau of the .Budget.

It was developed for use in classifying establishments by.type of a.oti-

' vity in which engaged; for purposes of- facilitating.:the collection,

tabulation,.presentation, nd analysis of data relating-to establishments;

and for promoting uniformity and oomparability in presentation-of sta-

tistical data. With respect to competencies, in a given line of work, it

necessary, to locate' or identify -these from the growing volura of, re-. 44

search identifying needed corapetencies by nature of the work to be. per-

'formed. In this study interest is centered on types or work ix-Lauded

in the distributive pocupations, . -.. : .

4

A third source of helpful infornstionis the taxonomy, which

'is a Classification br an arrangement. Carmiohs.el defined ,the taxonomy

I

-



as used in his study as "a classification of the activities of retail

management personnel by major marketing and distribution competency

areas ranked according to their relative importarce, their crucialness

to suoceas: on' the job, and frequenCy of perfonuance.411

Competency What Is it?..

14

.

i When the:.word."competency", is used.in this study, it refers to the

ability. to:do the' work. In. order to b'e meaningfill dompetenotes or

abilities: Must be suffiCiently detailed and clabsi -Thus, to.-sity

that a -retailsales clerk- muift poisess a nselling.cOmpetency" is largely

..trmeaninglesS, be caubef :it is too' broad tO se rite- as- the basis for curriculum

conside On the.: 'other:. hand; to say .tha t he "thduld be able to'

explain technical and sales features of merchandise or:.that he shouid be

handle* eUstomérts: complaints suggests :the Specific natuOf

the abilities needed for the Ijob.

fl ComPetenCies My. also, be- thought of 'in terms of. skills, ,kaowledges,

and Und6rstandings. ,one might .say t that' a.: pers'on Who. isy cOmpetent

possesses 'knowledge' (infórmatiton of value in the situation), understanding

;*r:' (the' OorciprehensiOn of related knowledges of value in the situatiôn), and

-,proPer attitude (the desirable. feeling or emotion toward- something or some-

; one; as appiopriatw to the situation), and is able to combine and uSe these

the performa of his job tasks. An individval- is competent Only in

tO those tasks or that job that he performs efficiently and.

liCarmichael, John Hector. An Analysis of Activities of Middle
ManageMent Personnel in the Retail Trade Industrvimlications' for.
Curriculum Developinent in Post-Seoondary Institutions. A research
project Conducted with support from the J.-L... Hudson. Company, Detroit,
Michigan and the Research and Development Program in Vocational.-Technical
BdiaoatiOn;illehigati. State Unive'rsity, East Lansing,- Michigan, 1968, page 17.

-
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with grace. The purpose of this Part is to determine competencies

that should be possessed by those, who enter axd hope to succeed in

,

distributive occupations.
4

.The Broad Conlalsr_ApErs211212
. ,

15

In his paper dealing,with a conceptual framework for distributive

curriculums, Nelson emphasizes the need to develop broad competencies.

"In order to get, hold, and progress on a job in line with his job

objective, an individual_ must bring to the employment situation a social

competency, a basic skill competency, a marketing,competencv, and a

technology competency. In addition, distributive educators are now

placing importance upon an econmnic competency as a neoessary employ-
c

ment qualification. As is true for each competency area, instruction in

econanics varies in depth according to the level of job objective to be

served. It can be said that these five competency areas represent the
6

performance standards,upon which qualifications for a known job opportu-
.

. ,s

nity can bejudged and measured. The degree to which each is treated

becomes the prime consideration in curriculum development."12

Nelson goes on to discuss the following functions, pointing out

that they demonstrate the gommxmality of the marketing task, and estab-

lish the fundamental,framework for all curriculum in distribution and

marketing.

Sellingimportant inasmuch as "the sale".represents the,culminating

activity towa rd* which 911 other marketi,2g activities are directed.

..oMa

12Yelson, Edwin L. "A Conceptual Framework for Curriculums in

Distributive Education," 0% presentation by the author, through the

Distributive and 14arketing Ocoupations, State Vocational Services,

Division of Vocatioral and Technical Educa#on,,U. S. Office of Education,

Washington, D. C., (not dated), pages 5-6.

.1p ,

a'67.
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Instruction in selling is conderned with communiCitting"faot's p inflizenCing

16

buying decisions, and providing required services.

Sales promotionincludes advertising, display, special display

events, : -ablic relations, and the coordination of these .media with personal

selling.
Buying--instruc:61.on involves

planning for thi., activit y. and obtain-

ing and controlling products or ray mEtterials fo, resaie of further

processing.

Operationsinstruction centers- on product handling, purchading of

supplies, protection, customer services, and use of eqv.ipment, supplies,

and services.

Market research--inscruction deals with lbdating, interpreting and

using facts associated with the climate for the sale f gooa or services:

how internal improvements can be made, meeting existing in*d emerging

problems, and the creation of new aarkets.

how.

Ilargement--conoe'rned 'with the factOrs of who', 'what, When, and

Instruction inCludes such area's as policies orianizitiOn; personnel ,
,

financing; and analysis of accounting information.

The importance of the product or service (which is the agent that

unites economic production. ,and economic distribution). iives rise to the

need to develop a tee-nology cpetency . This- corvetency should be

developed in direct reference to an identified standard inclUstrial 'class-

ification.

Levels of Performance in,Distniarliz9Q9bións
;.;

Rather than- using ,pb level .(suc)ias "ent'iy licareer or -develop-
,.

,V4 n ; t

mentalon "specialise
r,

or "Iniddle,lnanageient") -Samson; as indicaied by
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his paper published in Readings in Distributive Education, believes that

'a more useful breakdown would be one following the taxonagy of educational

objectives. 'He believes that six levels of activities should be part

of the sequenee planned for every student who gains his.vocational

application through participating activities and lists them as follows:

1 Facts and information* In this first level,the student would

bacome acquainted with facts about distribution, the various

functions, and the definitions of simple termsfl

2. Processes and terminolocy. At this level he would learn the

order of steps to be followed in routine activities: sequences

in the process, and the association of terms with their

generalized meaning.

Fundamental activities. This would include the carrying out of

tasks assigned in either written'or oralmanner; the development

of skills and accuracy in following a single routine; and the

ability to effectively replicate ih a working 'condition demon-

strated skills and procedures.

4. Balla-job activities. This would require that the student

identify elements within a task or steps within a process*

He mould be expected to solve, independently, basic job

problems and would combine various fundamental activities

into his behavior in order to perform all the tasks of a

complete basic job or occupational positi6n.

5. era,tic3naleyelactiv_I..Ues, At this level.the student would

be expected to draw conclusions from several incidents, and from

these generalize to new problems or new job situations. Also,

he would be expected to hypothesize outcomes if certain proce-

dures or actions were taken and make appropriate deeisions.

This level would require that he love a fairly high degree of

competence in functional, product, and social skills.'

6. Mans ement level activities. At this level he would.have to

be able to make judgments, determine values, and perhaps extend

these to fields outside that for which he has been basically

prepared. The student would also be expected to interpret

action, trends, and to iirojeet thete intwaction or policy."4113
1 3Samson, Harland E. "Development of a.tiatrix," appearing in

Haines', et al, . Readings.in Distributive-Education, Michi'gan State

University, East Lansing,-Nichigan, 1968,4age-48.
;1

elLa,VT. " -
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Samson provides sample two-dimensional matrices for use in developing

nd.assigning narketing projects .-for 'distributive students., ,Onthe :X

axis might be- listed the.Levels of Study, whereas ;on theX,axis might be

listed 'the Areas of 'Study designee lo*develop me.rketing competency,,

economic competenoy technological: competency, basic skill.competency,

7br's6cial competency. Samson-suggests, that a: three-dimensional matrix

'Could be accompliihed "by adding4.grade level, SIC. c/assificationor other

factors. . .
s,s

Tebbni cal Competencies Needed

. t.v . . . .

Lucy C. Cramford14 identified and detailed 983 technical competencies
- - 4

7
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The* technical competenaies identiiied, were those 3:ieeded ,by*distributive
. .

f7

-workers to perform critical ; tasks in selected joba ina two-step career.
.

14Crawford,, Lucy, C e A Comoetency Pattern Approach to Curriculum
cConstruction in Distributiver Eduqation, (A research project,,

supported by the OE. 645-04.4) Virginia
Polytechnic Institute, Blacksburg, Virginia, 1967, page 201.-

,

77. .

7 ,X,, ' , 77. 5. 7, 7 4.

r
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The critical tasks of the distributive workers were identified through

400 job interviews concerning 76 jobs in 7 categories of business:

department stores, variety stores, food stores, restaurants, service

stations, wholesaling, and hotels-motels. An eNample of how the com-

petencies were'stated is presented here for the area of Advertising:

Knowledge or Understanding:

The purposes of advertising, such as build customer traffic,
build a reputation for the store, stabilize sales volume and
introduce new products.15

Ekills:

In evaluating the effectiveness of advertising in terms of
sales and costs.16

Attitude:

That effective advertising builds goodwill in custamers.17

Another study of importance dealing with competencies needed by

distributive workers was one conducted by Erte118 who grouped 332 tasks

performed under twelve categories of activities. These categories are:

1. Selling

2. Keeping and counting stock

3. Operating checkstand and sales'register

4. Receiving, checking, and marking merchandise

18Ibid., page 1f27.

lo , page 99.

17Ibid., page 102.

18Ertel, Kenneth A. Identification of Major Tasks Performed by
Merchandising Employees Treating in Three Standard Industrial Classi-
fiCatior,Retail Establishments, Final Report, Project No. ERD 257-65,
U. S. Office of 7,ducation, ftshington, D. C., 1966, page 47.
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5. Delivering

6 Keeping accounts and records

Computing information using mathematic skills

8 Planning and arranging interior and window displays

9. Planning, preparing, and .placing advertisements:.:'

10. Buying merchandise for resale

11. Pricing merohandise

12. Controlling merchandise

ComPetencies Needed by Middle Managers

Carnaohae119 in a study recently completed (December, 1968) analyzed

the activities of middle management personnel in the retail trade in-
.. e

dustry. His study involved 15 firms in SIC Group 53, Retail Trade--
,

General Merchandise, and a total of 701 middle nanagers.. He identified

127 core crucial actiVities of retail middle mnagers. By. "core crucial"

he meant activities that were reported crucial to job success by half or

more 'of' the retail middle managers. The 127 activities were classified

under ten.00rapetenoy areas, as follows :

Selling
Sales promotion
Buying
Operations
Market research
Mina gerial- -Planning
Yanagerial--Directing
ManagerialCoordinating
Managerial--Innovating
Managerial- -Controlling

.19Carmiohael, John Hector.- An Anal sis of Activities of Middle

ittnagement Personnel in the Retail Trade Industry with Implications for

Curriculum Development in Post-Secondary, Institutions, A research projeot

conducted with support from the J. L. Hudson Company, Detroit, Michigan,

and the Research and Development Program in Vocational-Technical Education,
Michigan State University, East Lansing, Michigan, 1968.

:.

337

so

'
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It is interesting to note in passing that Camichael found that the 11

top-ranked Selling activities, although customer-oriented, rel9te to

satisfying customers, rather than actually selling to them. Direct

customer sales efforts are made by rank and file emiiloyees. The mid-

managers served as a backup to handle complaints and to insure oustomer

satisfaction.

,Bylmay of illustration, the top core crucial activity within each

competency area reported by.the greatest number of managers is as

follows:20

10 Handling customer complaints (Selling)

2. Presenting the firm in a favorable inage (Sales Promotion)

5. Determining appropriate quantities to order (Buying)

4. Developing and applying measures to prevent store shrinkage

(Operations)

6. Determining consumer deuand (Market Research)

Following instructions from supervisors (Managerial-Planning)

Making prope'r, timely decisions (Managerial-Directing)

8. Keeping superiors informed (4mmagerial-Coordinating)

9. Handling responsibilities that yannoi be delegated (Managerial.-

Controlling)

10. Searching for ways to make my position more effective

(anagerial-Innovating)

Another researcher, Buckner21 classified the retail store executives

he studied into 12 functional olassifiAtions, is follows:

20roid.8 .pag6 145.

21Buckner,'Leroy M. 'A Study of the Characteristics and_Rualifications

of Retail Store Executives and Their Appraisal of the Competencies Needed

by Their Suocessors, George Vashington University, 1966, doctor's thesis.

Sise
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. '.Personnel,
_

Control
.

Merchandise, managers . .- .;
4 ;

Assistant or divisional merOhandis& 'muggers'
4

;. Buyers .
,

,

i.

.
.

. ,

Sales
. .,

- Sales .promotion . . ,

Store operation managers
.

Store managers
Assistant store managers

,

Branch store managers
Chain store managers

4. y

His findings relative .ii) the greai of knowleage^and'ifie c4dursee needed by

executives will be treated later in ttis report.'

Personal Competencies Necessary in Distributive Occupations

;p7:'.,.

Perhaps more attention than has in the pas.shOuld be given to the

development of personal competencies. It is*.possible that these may be

of oonsiderably more importance for sUecess than posSessinicettain

knowledges and umderstandinga.

Some attention has been givento,personal qualities needed by man-

agerial personnel. Kunesmiller22 found -that the pore successful owners

of small business, as contrasted with less successful executives, were

:ohara-cterized by certain personal qualities.as determined by a structured-

objective Rorschach Test. These were:

More extensive range of interests

-:Greater ability to direct Attention.upon the.problem at hand

Greater s3nsitivity to the popular, accepted point of view

22Kunesmiller, Charles F. Recognized Educational Needs of Indepen-

dent Retail Store Owners in Selected cidiTIR California, University of

Southern California,,,1961,.doctor's thesis, page318.
s

s

so.
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Greater self-confidence

Greater tendency to accept social responsibility

Acceptance of governing roles of.behavior in society

Greater inherent activity potential

Based on his study, Buckner23 identified 14 personal qualities needed

by future retail store executives. The five of the fourteen that seem

most important are the following:

Strong-leadership ability

Breadth and depth experience in retailing

.61

Ability to get along we/1 with people

.
Aggressiveness and drive

Initiative and willingness to work long and hard

Other Com etencies that Help Assure Success

In the Identification of competencies needed for success in the

business world, findings of som research related ,to but not directly

concerned with the field of the distributive occupations may be of

assistance. Greene24 in his study of the arithmetic competencies needed

by junior college business graduates in Georgia, identified 16 out of 46

arithmetic competencies,considered to be most important by the business-

men who mere contacted. These include facility in and understanding of:

-

addition
subtraction

, multiplication
division

23Buckners Leroy M. A Study of the Characteristics and Qualifiaations

of Retail Store Executives and Their Appraisal of the Competencies Needec

by Their Successors, George Washington University, 1966, doctorts thesis2

page 77.

24Greene, J. Hubert. 'What Are the Arithmetic Competencies Needed by

Junior College Business Graduates in Georgia, New York University, 1962;

doctor's thesis, page 77.



percentage
shortcuts in the fundamentals

decimal fractions
Common fractions :

averages
payroll earnings and deductions
reconciliation of bank statements

ratio and proportion
cash and trade discounts

blisiness statements
simple interest, and
Federal Social Security

The efficient operation of distributive enterprises, like that of

any type of business enterprise, depends to a.substantial extent upon

an adequate system of acdounting records and upon management's ability

to interpret and make proper use of those records. Rich,25 studied 50

small consumerservice type businesses and found that.accounting records

were basically utilized for the historical purposes of preparing reports

to fulfill legal requirements, usually of a tax nature. The accounting

records were not fully utilized as a means of providing data for policy

inkormation and managerial decisiOns in 'planning arid directing business

performance and in-reporting to owners and-other interested'parties.

For an efTiCient system-of-control, Rich'felt that accounting'

records should provide data about the follawing:

1. Establishment of standards'. What consiitutes an acceptable

level of performance?

2. Determination of actual performance. What was actual4

accomplished?

3. Comparison of performance to standards. Hav,does actual

performance compare to standard performance?

25Rich, John H. The Utiliiation of Accounting Records'in the

0 eration and Maria ement of Small Const&erService Tá.e :BusinesseSi,

Indiana University' 19 4, doctor's thesis.
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4. Differences. betufeen performance and standards. Mhat.are the

important differences betWeen actual performance and standard

.,performance? e .

5.. Correctveactioi. What corrective action:could be initlated?26
1

In general Rich found as have other researchers who have given

attention to the use of accounting reports in the management of small

:business enterprise, that accounting records are often not designed for',

or fully utilized as a means of providing data for policy information"

and managerial decisions in planning and directing continuing business',
4

operations. Indeed, many firms do not prepare financial statements that

really indicate the financial health and profit status of the company.
: 4

It; would seem that attention should be given to developing on the part of

students who desire to enter, succeed, and advance in the field of
,

distribution some understanding of the establishment of an efficient

system of accounting records, and the ability to make proper use of

-

those records as the basis for decision making.

26Ibidi, ifige172
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PART THREE

Preparation for the Distributive Occupations

in the High School .-.General Considerations

ir,W1 4.1

It is not the purpose of the present study to recapitulate or dis-

cuss in detail what should comprise the distributive education course in

the high school. Mbny states have syllabi and curricular or coordinator's

guides prepared by committees of qualified teachers of the distributive

subjects and published by the various state Departments of Education.

An example of these is the publication, Distribution 1 & 2 Syllabus,

published by the University of the State of New York and the New Ybrk

State Education Department. The Bureau of Vocational Services of'our

own Connecticut State Department of Education has published and made

available a Distributive Education Coordinator's Guide. Syllabi and

guides of this nature define and set forth the goals of distributive

education at the high school level, deal with the role of the teacher-

.

coordinator, and disauss and suggest the program of instruction

, -

(including curriculum and suggested content). They also offer sugges-

tions relative to the selection of students for the program, the

selection and use of advisory committees, the value and use of a

distributive club program, and evaluation bases.

What is Education for the Distributive Occu tions?

Distributive education, as defined in the Connecticut Coordinator's

Guide:

is one phase of vocational education. It is a training

program which prepares persons for careers in the retail,

wholesale, and service occupations.27

27Distributive Education - Coordinator's Guide. Bureau of Voca-

tional Services, Division of Vocational Education, Connecticut State

Department of Vocational Education, Hartford,, 19681-1961,-page 2.

,1

,
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This definition suggests that such training may be offered not only at

the high school level, but also in post-secondary and collegiate

institutions. The New York syllabus defines distributive education in

more detail as identifying

a program of education designed to provide instruction

in distribution and marketing. AS a program, distribu-

tive education includes high school, post school,

and adult programs for employees, managers, and prop-

rietors engaged in distribution. It also includes

preparatory training for prospective workers. The

scope of the distributive education program is ex-

tremely broad and covers retail, wholesale, service

occupations, and same facets in the industrial area.

The program is concerned with people engaged in dis-

tributive occupations.28

It then goes on to define "distributive occupations" as those occupa-

tions that are

followed by proprietors, managers, employees, and pro-

speddve employees, engaged primarily in or training

for, positions involved in the marketing or merchan-

dising of goods or services. Such occupations may be

found in various basiness establishments, including,

without being limited to, retailing, wholesaling, manu-

facturing:. storing, transporting, financing, and risk

bearing. Distributive occupations do not include trade,

industrial, or office occupations.29

"What Should be Included in the Hi&h School Pro ram?

Considerable use is made, throughout the United States and in the

State of Connecticut, of advisory committee personnel in an attempt to

keep the nature of the training and subject matter taught in distributive

courses up to date. The use of advisory committees, made up of knowledge-

able businessmen in the field of distribution, is a valuable means ofl

keeping instruction pertinent and up to date. Feedback from graduates

2 8Distribution 1 and 2 Syllabus, The University of the State of New

York and the State Education Departmont, Albany, 1965, page 2.

29Ibid page 2-3.



g. Display

h. harketing

Some schools throughout the country feel that, in addition to basic

information for students preparing to enter the distributive occupations,

more advanced knowledge, abilities, and understandings can be developed.

Johansen132 in his evaluation of high school distributive education

programs found schools offering instruction in five basic areas of

distribution: merchandising, operating, control, sales promotionl and

personnel. Under these areas, the following topics were included:
33

Merchandising
General organization and supervision
Unit control system
Basic stock control
Order preparation and processing
Selling-in specialized areas
hail and telephone orders

Operating
Invoice control and checking
Receiving and marking
Stock handling and storage
Inspection and delivery
Adjustments
Customer services
Maintenance and housekeeping

Control
"Sales and order'auditing
Accounts receivable and payable
Credit and collections
Inventory control
Timekeeping and payroll
Finance

32Johansen, Harold D. An Evaluation of the Federally Reimbursed
Distributive Education Programs in Iowa HiED Schools with. satlifjA
Reference to the Evaluative Guides as Developed ty the National Study of
Secondary School Evaluation, University of Iowa, 1963, doctorts thesis.

"Ibid., page 31;

,
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Sales promotion
Advertising preparation and media..

Special promotions
,Nindow and interior.display
domparison shopping

Personnel
Employment (recruiting, interviewin',:.plement, and records)

Training and customer policies

Promotions and transfers
Wage administration

A rather good indication of whai is; or 'Wha qualified personi feel

should be taught in high'scfiool distributiVe education might be obtained

. '

by examining two major sOurces: (1) the curriculum or c6Ordinator's

guide and (2) the basic textbooks used in the program.

According to the Connecticut State Department'of Education's

Distributive Education Coordinator's,Guide, it isssuggested that

instruction be provided in Distributive Education I in the following

units and major areas:

I. Personnel
A. Self Analysis as,a Step Toward the World of -Oork

B. Development ok Personal Characteristics for EMployability

C. Education for Distribution

D. Planning Occupational Goals in,bistribution

E. Securing Employment in Distribution

F. Employment Orientation

G. Development of Goals for Self-Improvement

II. Selling
A. The Customer's Viewpoint in-Selling

B. Kinds of EMployment in Distribution

C. Self-Service Selling

, e

Product Information
A. How Products are Packaged and Tested to Increase Sales

,

B. 'Product Information: forSelling'Efficiently

IV .Sales Promotion
Haw Distr5utive'Businesses Promote SEiles:thrOUgh

Advertising and Visual herchandising

B. Using Advertising as a Selling Aid:
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V. irchandising
A. Ekmrhathematies is Used in Distribution

VI. harketing Process
A, The Importance of Distribution in our Economy

B.I Channels of Distribution'

'VII. Oraanization and Operation
A. How Distributive Businesses Assemble Goods

B, Kinds of Distributive Businesses

C. .How Credit Serves the Customer and the Distributor34

It is suggested that Distributive Education II, taken by students

during their senior year, include the .following:,

I. Personnel
A. Progress Reports and Employer Evaluations

B. Huilien Relations in Business

C. Job EValuation Related to Individual Development

Seliin
A. Blueprint for Retail Selling

B. Sales Demonstration Selling
C. Advanced Selling Techniques in Specialized Areas

D. Sales- PreSentations to Groups

III. Product Information--
A, Standards, Grades and Labels

B. Individual Produdt Information Workshop (Durable Goods)

IV. Sales Promotion
A. 'Window Display

B. Interior Display
C. Advertising Layout and Copywriting

D. Larketing Research Project

E. Display Principles and Techniques

herchandising
A. herchandising Lath
B. herchandise Planning and Stock Control

VI, harketina Process
A. Distribution in a Free Economy

B. Functions of hArketing 4.

C, Trends in Distribution

34Distributive Education Coordinator's Guide. Bureau of Voca.

tional Services, Division of Vocational Education, Connecticut State

Department of Vocational Education, Hartford, 1968-1969, page 32.
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VII. Ouanization_apia2mti2n 1

. a. Stockkeeping on the Selling Floor
B. Sales Supporting Activities and Customer Services
C. Kinds of Consumer Credit

.

D. Naw Practices and Aethods in Consumer Credit35

asic 'rextbooks in Distributive Education

,

An analysis of the content of the basic textbooks used gives rather

definite clues to the type of subject-matter information and understandings

presented and the nature of the skills and abilities that are developed

in the high school distributive education courses. This is true even

when taking into account the fact that most teachers use supplementary

materials to enrich the course offerings.

Martino% in his analysis and evaluation of selected distributive

education, recognized the importance of the basic textbook in the

instruction process. In his study, he examined selected distributive

education textbooks to determine and analyze the facts, principles and

concepts presented. On the basis of the study, Martin noted that

much more attention should be givea, particularly in the study of retail

store salesmanship to the consumer viewpoint -Students should be

indoctrinated with the philosophy, that.retail store,"salesmanship is

something to be practiced for, not on, customers "37 ana textbooks should
;

35.144a,t page 34.

%Martin, Craig T. An pagysis_ and 14.4aluation of the Retail Store
Salesmanship Content of Selected Distributive Education Textbooks
Currently: Available for Use in the Public Hi* SchoOls of Upstate New
York, New York University, 1962, doctorts thesis.

37i151.9 Page 151.

.1,

:



reflect this point of view. The important aspect of hartin's study,

for our purposes here, however, is the importance he attaches to the

textbook as a basis for learning.

AS a part of the present investiEation, an attempt was made to

determine those textbooks generally used as basic texts. Those texts

are identified on page 41 of this study. An examination of these

basic texts dealing primarily with distributive subjects (retailing,

salesmanship, ana advertising) indicates that the following units and

topics are considered:

Retailing

Development, growth and opportunities
Uhat makes a successtul.retailer
Store policies and system
Knowing the merchandise
Preparing the merchandise for sale
Succeeding in selling
The consumer consultant
Visual merchandising
Sales promotion
Customer services
Fashion merchandising .

The changing market
Store location, layout, and organization

Buying principles and practices

Pricing
_accounting and control
Personnel management

Salesmanship

Topics covered in all basic texts:

The techniques of getting a selling job

The telephone as a sales aid
ClosinE the sale
Finding customers
Ethics in selling
Why the customer buys
Personal qualities for store salesmanship

Conducting the presentation
Handling customers' objectives

33
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Product knowledge
The seller's arithmetic skills
Customers' special buying problems

Topics covered in some but not all basic texts:

Foundations for selling
Selling additional merchandise
Recording the sale
Merchandise knowledpe for salespeople
Care of merch6mdise
Aids to sellingstore display
Rating the salesperson
Compensating the salesperson
Selling as a career
Selling in our modern economy
The salesman's market environment
Types of selling jobs
Opportunities in selling
Organizing your sales presentation
Making the approach
Selling more to your customers
Direct mail as a sales aid
Managing your sales time
A career in selling
Patterns of distribution
Deterthining customer demand
The salesman's company and its policies
The seller's arithmetic skills
Getting ready to meet customers
Analyzing customers' wants
Sales promotion
Mass selling through written comumnications
Selling by radio, television, and other group presentations
Business law and the salesman .

Regulations of selling practices
Sales management

Advertising

Topics covered in all basic texts:

Advertising for the large retail store
,,dvertising for the smell retail store
Attention and interest through trademarks, brand names,

slogans, and labels
Radio and television advertising
The layout
Headlines and illustrations
Determining consumer demand
Purposes of sales promotion and advertising
2idvertising marches on

L
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Topics covered in some but not all basic texts:

Who pays the vast advertising expenditures?

Why people buy
The selling process
Converting readers into buyers
Type and printing
Engravings and plates
hbdiums of periodical advertising
kediums of mass advertising
Mediums of direct advertising
The advertising campaign
Advertising for the mail-order house
'The sales letter
Distribution and sales pramotion
1.?conomic setting of distribution
Responsibilities of distribution
Channels of distribution
ilarkets are people
Larketing strategy
Influencing consumer buying decisions
Sales promotion and advertising
.Scope of advertising
The magic of dolor
Periodical media
L'ass media
Direct-mail media
The sales-promotion 'campalgn
Direct-mil marketimg

It may be assurged, then, that the high school student taking

Distributive EduCation I and/or. Distributive Education II has had the

opportunity to obtain knowledges and understandings and,to d evelop the

*abilities related to the areas of -Audi listed.
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fARt FOUR

An Overview of ,

Preparation f6r,the Distributive Occupations

in Connecticutls High Schools

Because of the constant demand for workers in the distributive occupa-

tions, this field of work offers ,excellent
opportunities for the young

person who does not wish to 'Continue his forMal education beyond high

school. In fact, it is estimated that, for the nation as a whole, nearly

half of the high school graduates enter Some forM of employment in the

field of distribution. Many such persons gain entrance into the distribu-

tive occupations through seeking and obtaining employment as retail sales

clerks or stock clerks and learn the skills they need in company training

programs or through experience on the job. A number of students, however,

are able toobtain sme training for the distributiYe occupations as part

of their high school education thrOugh programs commonly known as dis-

tributive education. T.

Distributive education in the State of Connecticut has.experienced

rapid-growth. Since the inauguration of the,first high school distributive

education program in HamdenHigh Schoolin 1938 the. program has proyided

training for thousands of students. There are at this writing 61 high

schools in the state that offer their students the opportunity to prepare

for the distributive occupations in state approved programs. In addition,

a number of schools, while not offering approved distributive education

programs, do make available to students certain courses, such as Sales-

manship, which permit a student to gain at least an introduction to or

same elementary knowledge of the field of distribution.
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In order to obtain uptodate background information as a basis

'for this study, a limited-survey was undertaken of sol;e of the re

presentative distributive education programs now operating in bhe high

schools of the state. z The investigators were interested primarily in

determining what the purposes of the,Programs are, who is attracted to

the program, what text and,other instructional materials are used, what

is taught in the program, how the program is structured, what type of

supervised cooperative occupational experience ip provided, and the type

of jobs for which students are prepared. An interview guide especially

developed for the purpose was employed both,as a guide and as a form on

which to record responses of the teachercoordinators with whom the

investigators talked. A copy of the interview guide appears in the

appendix.

The Organization of the High School Distributive Frogram

The student who wishes to prepare for a distributive occupation

follows the regular school program through the 10th grade. Beginning

with the Junior year (11th grade), he may take Distributive Education I;

and as a Senior he may take DiStributive Edncation II. In the maini,

practically any student showing an interest in preparing for the field

of distribution may enroll in Distributive Education I. In some schools,

however, students are required to fill out an application when applying

tor Distributive Educatiam II. Thelnformation from this application is

used to determine whether the student will be accepted into the program.

The coordinators in a few of the high schools select fairly carefully

the students that enter Distributive Education whereas most others

permit students who shaw a real interest in distribution to enroll in

Distributive Education II.
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Students enrolled in the distributive education programs are not

required to take.any non-distributive courses that would contribute.to
t

vocational competence. However, teacher-coordinators encourage students

to include in their high school programs one or more non-distributive

Courses that they believe apntribute greatly to student preParation.for

distributive occupations. Among these courses are:

1. General Business

2. Typewriting I

3. Typewriting II

4. BoOkkeeping I

5. Bookkeeping II

6. Data Processing

7. Consumer Economics

8. Office Eachines

9. Business Law

10. Business Math

11.'' Public Speaking -

Objectives of High School Distributive Education in Connecticut

The purposes and objectives of the individual programs in

Connecticut's high sChools are stated 'in different ways and with

different emphases. Perhaps the objectives as set forth in the Lyman

Hall High School program in Wallingford are typical of those for most

high:school programs.

A. Primary Objectives

1. Introduce the'student to the field of distribution and

marketing.

,
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2. Provide an educational experience that will enable the

student,to achieve success in a distributive occupation.

:3. Provide-the student with information which,willmak hiza

aware of the varied opportunities in distribution.

IL Secondary Objectives.

1. To promote good work habits and attitudes toward work.

2. To promote the development of desirable traits and character.

3. To prowte feelings,of self-respect and self-achievement.

4. To promote a positive understanding of emi5loyee-employer

relationship.

5. To promote student guidance inciuding vocational preparation.

6. To promote co-operative attitudes.
,

Primary objectives which concern themselves with the provision

of educational experience and information are divided intb two

areas of instruction: (1) specific requirements of the job on

which the student -is receiving training and experience; and (2)

general requirements of the future position students will assume,

which will provide opportunities for greater service and responsi-

bilities in the field of distribution.

Secondary objectives are concerned with social and moral

concepts of living and working together in our modern society.

The coordinator can play an important role in influencing the

.
student's personality through supplementary,instruction. By

emphasizing good work habits, co-operative attitudes, and desir-

able character in classroom instructions'the student gains a

.realization of the importance of these.facets of his.personality
%

as it pertains to his wcrk.

The effectiveness of distributive education on the high school

level will be determined by the primary and secondary. objec-

tives set forth by the teacher-coordinator.38

Units of Study in Distributive Education

In order to provide students with the knowledges, abilities, and

understandings to prepare thpm for the distributive occupations, certain

areas or units of study are commonly included,inthe distributive educa-

tion programs around the nation. According to Tonne, Popham, sand Freeman

these include:

38Business Curriculum, Lyman Hall High School, Wallingford,

Connecticut, 2965:19640
ywx
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Orientation (including how to apply for a job, record sales, wrap

merchandise, and conform to rules of the store in which the student is

placed)

Salesmanship (including actual sales demonstrations and the pre-

paration of a merchandise manual)

'Buying Goods (including determination of what to buy, markets,

services of buying offices, techniques, and terms)

Receiving and Marking Goods (includin, pricing, coding, stock work,

routing, etc.)

Store Arithmetic (including computation'of invoices, open-to-buy,

stock turnover, markup, and markdowns)

Stock Control (including inventory and unit control)

Color, Line, and Design (including basic principles necessary for

effective selling, such as attractive color combinations, lines that

minimize height, or appropriate groupings)

Textiles (including sources, manufacturing processes, techniques

for identifying, synthetics, and so forth)

Display (including grouping; lighting, backgrounds, and so forth,

with considerable experience in building displays)

Advertising (including media, evaluation 1of numerous advertise-

ments, visits to newspaper offices; writing of advertisements)39

Basic Texts Are Important Guide to Content

Although other classroom and outside activities provide enriched

knowledges and understanding relative to the field of distribution, in

the main most basic information is imparted through the text and other

instructional materials made available to and required of students. It

is possible, then, that the textbooks required of students give an

indication of the knowledges, concepts, and understandings obtained by

the students. Basic text materials generally used in the distributive

education program are indicated below:

39Tonne, Popham and Freeman. Methods of Teachint Business Subjects,

Second Edition, New York: McGraw-Hill Book Company, Inc., 1957, page 310.

4.
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Distributive Education I

John W. Ernest and George M. DaVall, Salesmanship Fundamentals, (New

York: Gregg Publishing Company, 1959)a.

Robinson, Blackler and Logan, Store Salesmanship, 6th edition (New York:

'Prentice-Hall Publishinr Company, 1966).

Rowe and Carroll A. Nolan, Fundamentals of Advertising, 6th edition,

(New'Rochelle, New York: South-estern Publishing Company, 1957).

J Wingate and Carroll A. Nolaxi. Fundamentals of Selling, 8th

edition, (New Rochelle New York: SOuth-Western Publishing
Company, 1964).'

Distributive Education II

John W. Ernest and George M. DaVall. Salesmanship Fundamentals, (New

York: Gregg Publishing Company, 1959).

-Carroll A. Nolan and Raman F. Warmke. MarketimSales Promotion and
Advertising, 7th edition, (New Rochelle, New York: South-WeStern

Publishing Company', 1965).

Henry Richert, Marren G. Meyer and Peter G. Haines. Retailing
Principles and Practices, 4tA1 edition, (New York: (Iregg Publish-

ing Company, 1962).

Shilt, Carmichael, and Wilson. Business Principles and'Mannement,
(New Rochelle New York: South-Western PublishingXompany, 1967).

Use of Supplementary Materials Enhance Student Leaziiing

In addition to the basic textbooks used to provide students with

'the basic knawledges, concel6ts, and understandings high schoolteacher-
4

coordinators of distributive education make use of many supplementary
41.

4 A

materials to enrich the students' educational experience and-to give them

a deeper understanding of various aspects of thejlield of distribution.

Among the items used to enrich student learning are the following:

Aspley and Harkness. Sales Manager's Handbook, 10th edition, The Dart-

nell Corporation, 1965.

Marketing in Our Economy, The University otlexas Division of Extension,
Distributive Education Department, Austin, Texas
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Rath, Tapp and Mason. Case Studies in harketing and Distribution, The

Interstate Printers and Publishers, Inc., Danville, Illinois, 1965.

Basic Fashion Training, The University of Texas, Division of Extension,

Industrial and Business Training, Austin, Texas.

Shoe Manual, Texas Education Agency, Vocational Education Division) The

University of Texas, Austin, Texas.

Merchandt.!ing) The University of Texas, Division of Extension, Distri-

butive Education Department) Austin, Tas.

+ m.. On..wrx.Let's Sell Ready-to-Wear, The Uhiversity of Texas) Division of Extension,

Industrial and Business Training, Austin, Texas.

Hardwares and Housewares Minuall'The University of Texas, Division of

7,Aension, Indllstria1 and Business IT; uning) Austin, Texas.

Retail Credit Fundamentals, The University of Texas, Division of Exten-

sion, Industrial arid Business Training, Austin, Texas.

Display Selling, The National Cash Resdster Company, Dayton, Ohio, 1959.

.n.41111.11g Your Windows Work kor You The National Cash Register Company,

Dayton, Ohio, 1959.

Sales Promotion, The University of Texas, Division of Extension, Distri-

butive Education Department, Austin, Texas.

Junior Department Store Operation, The University of Texas, Division

of Extension, Inakrial and Business Training Bureau, Auksin, Texas.

prElhanual, The University of Texas, Division of Extension, Distributive

Education Department, Austin, Texas.

Floristry, The University of Texas, Division of Extension, IndUstrial and

Business Training, Austin, Texas.

Your Opportunities in Retailing, Strayer Junior College, 601 Thirteenth

Street, N. W., Washington, D. C.

Scott, George. Your Future in Retailing, Richards Rosen Press, InC.,

New York, 1961.

'Hass and Perry. Sales Horizons, Prentice-Hall, 1963.

.Chain Store Age, Lebhar-Friedman Publications, Inc., 500 W. Dearborn

Street, Chicago, Illinois.

Teletraining for Business Studies, 'Atlantic Telegraph and'Telephone, 1965.

Advertising Presentation, Second National Bank of New Haven, Connecticut.
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Retail Advertising Week, Milton B. Conhaim Company'10l Fifth Avenue,

New ,York.

New Haven Market Project, Southern Xsw England Telephone Company, New

Haven, Connecticalt,

The Retail Eanagers Ma azine, National Retail Merchants Association,

Inc 100 West 3Stret ., New York, N. Y., 1968.

Produce-Care, Preparation and Merchandising, (a kit), Instructional

Materials Laboratory, Distributive Education Department, Division

of Extension, The University. of Texas, Austin Texas.

Provision for Cooperative Occupational Work Experience

Solution to the problem of combining theoretical and practical

education seems to depend on same form of cooperation between school and

business, In order to give an impetus to training for distributive

occupations, the George-Deen Act was passed by Congress in 1936. Under__

this act a little over a million dollars of Federa1 funds was allocated

for this type of training. Local programs were inaugurated for training

high school students on a co-operative basis and for in-service training

of workers engaged in some form of distribution. Today's co-operative

work experience is, consequently, a far step forward from the rather hap-

hazard arrangement by which students got eXi.-ience by doing voluntary

work in the school office going downtown to help during the rush

season, or mimeographing the songs for the PTA meeting.

There are difficulties involved in co-operative training as there

,are in all other kinds of human relationship: (1) businessmen are not

always willing to co-operate, (2) some school administrators do not

like the variAtinn from the regular program, and (3) parents sometimes

object. Yet the values,are such that these diffigulties should not be

permitted to affect seriously the program. Without some form of
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co-operative programin whiOh the student can combine .work experience

and-sttidy,'distributive education would be much less effective in the

secondary-school program.

Lathe main, all students that are enrolled in Distributive

Education I in the high *schOols surveyed are required to work a Minimum

44

of 400 hours during the school year. Two of the high schools recommend(but

do not reqUire) that students enrolled in Distributive Education I

obtain some type of co-operative or other occupational work experience.

The co-operative or other occupational work experience is arranged for

*and supervised by the school in almoSt every case.

Some of the high sChools have a school store under the control' of

the*distributive education teacher-coordinator. A sChool store helps

. 4

Make meaningful all the units of work if it is operated by the*students

and if it is closely co-ordinated with the work of the distributive

education class. In a school store, the student gains some elementary

experience in sales, unit control,4cashiering and many other activities

of a distributive nafiire.

The Work,Distributive Education Students do on the Job

Those students engaged in distributive work do many different jobs.

Among the job6 to which the students are assigned are: 'cashiers,

merchandise checkers, telepflOne operators, adjusters, supervisors, credit

managers, floor managers, buyers, compariSon shoppers, 'elevator operators,

delivery workers, package wrappers and package sorters,. markers, stock

clerks, wrappers*of various types, advertisinz workers, advertising'

artists, layout men, display artists, sign writers 'ind winckw trimmers.

,

rez,va
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It can be seen that-high school distributive education students are

provided with opportunities to gain a look at and'experience in a number

of different types of distributive activities.

One of the questions in which the interviewers were particularly in-

terested dealt with the kinds of jobs or positions distributive

education students wyre able to obtain as part of their cooperative

occupational experience. Teacher-coordinators indicated, that they were

successful in getting students into such jobs as tale fo]ilwing:

.:Cashiers

Stock Clerks
Sales (trainees, retail clerks)
Service station attendants
Bank clerks
Food preparation positions
qaiters
Stock maintenance clerks
Recreation clerks
Bookkeepers

Few if any teacher-coordinators establish "core" types-of experiences

that they expect cooperating employers to provide to the cooperative

students on the job. Some are able to plan a schedule in which the student

has some on-the-floor selling experience, same stock work, sone invoicing,

etc. There seems to be therefore, relatively little control, other than
A

through very informal arrangement with the employing company, over the

types or nature of the experiences that the student would have on the job.
A

Evaluation of Student Performance

Evaluation of the performance of the student on the job is quite

different from evaluating classroom performance.

Each schoa provides the employer with an evaluation form. The

forni is completed by the company person assigned to supervise the student
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on the, job, and is returned ,to :the teacher-coordinator. The. number of

times each student 'is evaluated varies from, school to s,chool.

Credit Provided

host of the schools seem to give one credit per year to students

coMpleting successfully
Distributive.Education I and Distributive

rEducation II. One school gives points which apply against the total

points needed for graduation.

A period of cooperative occupational experience is required in most

instances in Distributive Education II. Ordinarily a total of one

credit is given for all work experience, a few schools give only a half

credit, whereas at least one school givestwo credits for occupational

experience taken as a part of Distributive Education and II.

Limited -Enrollments in Distributive Education Programs

Of the schools visited in connection with this studk, the greatest

number of students enrolled in any one school'in Distri'butive Education I

is 60, and the least number is 12. 'The average number ot Students

,

enrolled in Distributive Education I is about 35.

In Distributive'Education II, the greatest number of students

4

enrolled in any one school is 23, with 17 being the lowest number.* The

average for the schools vi'sited is about 2Lstudentso

The number of siudents enrolled in Distributive Education Land

Distributive F/ucation II based on 1968-69 figures provided by the

,C, ^.

Distributive Education Service of the Connecticut State Department of

Education is currently 2,894. This represents an increase of 66 per cent

over 1965-66 figures, and over 500 per cent above enrollment6 in-1962-63.
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How Students Use Their Training

One of the means of determining wtather the type of education for

the distrIbutive occupations given by the high school meets the needs of

the students is to provide for some type of follow-up of graduates of

the program. The results of such a follaw-up can give some indication to

the business community, to the school administration, to the guidance

department, and to the students and their parents as to whether distri-

butive education makes a very important contribution to the total

education of the student.

Determining what former students are now doing, and how well the

high school training they received prepared them for their work is part

of a good follow-up study. Also, the coordinator is particularly in-

terested in finding out what the employers' reaction is concerning how

his former students are performing on the job.

Sometimes information provided by a follow-up study is so general

that it is of little value to the school. If the follow-up study is to

serve the purposes of the program, it should provide answers to such

questions as the following:

1. Where are the former students (graduates and dropouts)

of the school and what jobs are they now holding?

2. What types of work are being performed on the job?

3. What machines and special equipment.are used,on the jab?

4. What knowledges, skills, and understandings do the

employees need for performing their work successfully?

Which of these did they obtain during their school

training: What did they not learn that they now feel

they should have obtained when in school?

'What are or werethe lines of promotion open to them?

What are.the knodledges, skills, and understandings

required for occupational adjustment and promotion?
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6p. What strengths are displayed by beginning'workers on'
the job? What weaknesses?

What are the desirable personal qualifications required
for the job? Does the employee exhibit these? What
weaknesses are noted?

What new types of jobs are appearing in the stores and

offices and what education and training will they demand?

In other words, what are the changing demands of the store

and office?

What additional education or training has been obtained by

the graduate (or dropout, if not graduate), what was the

nature of the training, and where was it taken?

10. What types of training nay given by the school might best be

learned on the job, and what information and skills now
learned on the job might best be taught in the schools?40

The answers to questions such as these would be of great value in

assisting the school-coordinator to improve his program and instruction

so that young people who enter the distributive world are better prepared

to succeed on the job and to advance to .positions of greater respon-

.sibility.

Of the Connecticut schools surveyed, different means of follow-up
C

were used. Every school used some type of follow-up of its graduates,

as follow-up is a requirement of the State in relation to distributive

education. Host schools relied on the questionnaire technique to obtain

information needed from graduates.

Over the past three years it is estimated that about 50,per cent of

the students who have completed their preparation for the distributive

occupations in high schools appear to have entered the field of distri-

bution. The following is a list of jobs the students had entered or

401110 lan, C. A., Carlos Hayden, and Dean R. Ialsbary. Principles

and Problems of Business Aklucation .(Third Edition), South-LTeptern

Publishing Company, Cincinnati, 1967, page*18-19.



moved into in the field of distribution:

'Credit managers
Assistant credit managers
Bank tellers
Assistant buyers
Sales clerks
Junior executives
Branch managers
Salesmen
Mid-management training programs
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In addition to the types of jobs mentioned above, the coordinators

feel that their students were also prepared for the following jobs in

the field of distribution:

Stock clerks
Retailing selling
Low management positions
Assistant departmental managers
Departmental managers

The Distributive Education Pro ram and the Disadvantaved Student

Because of the high demand for workers and the opportunity for immediate

employment both during school and upon graduation from high school provided

by the field of distribution, it would seem that distributive education

programs would attract disadvantaged students or students representing

minority groups. However, it appears that the number of such students

currently enrolled in distributive education programs is very small indeed.

In many cases the teacher-coordinator of the program was not able to give

even an estimate of what percentage of his students would be considered

members of disadvantaged or minority groups. In only one school is there

a substantial number of such students, constituting about half of the

student enrollment in that particular program.

It is quite likely that enrollments in all school programs re-

fleet the social and economic nature of the cammunity in which the high
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school is located. This is particularly true.inasmuch as all students

living within the s.eographical boundaries of a given school district are

expected to attend the high school in that area. Thus, one would expect

to find a substantially larger percent of minority and disadvantaged

group students in distributive programs in those school communities which

have greater minority and disadvantaged populations in relation to the

comumity's total population.

The question might be raised, though as tQ whether any special

attempt, in visw of the expellent opportunities that exist in the

distributive area, is being made to acquaint such students with the

program in the school designed to prepare students for the distributive

occupations. TeachercoordinatorS feel that attemPt is made to acquaint

all students in the school with the distributive education program

through such means as the curriculum guide and usual counseling procedures.

However, it was observed that no special effort appears to be made to

call the program directly to the attention of students uho might he. ,

consictered to.represent minority, or disadvantaged groUps. .

PVI



PART FIVE

Preparation for the Distributive Occupations

in the Community College - General Considerations

Terminal preparation for the distributive occupations at the

community college level is mainly concerned with students preparing for

the semiprofessional occupations an6 for the junior or ndddle management

careers. As pointed*out by Carmichael41 a rapidly developing occupa-

tional program in post-secondary institutions is the "Ad-kanagement"

curriculum. One of the reasons for the growth of this type of program

is the fact that the retail trade industry, which is the major factor in

distribution in our economy, employs more persons at the middle manage-

ment level V.:tan does any other industry. In addition to this, the present

shortage of qualified middle managers'is causing retailers to look to the

post-secondary institution a5 a relatively new source of middle manage-

in the full report of his study on,the role of the junior college

in education for.business, Goddard42 points out that the increisedn

the number of semi-professional occupations, the lack of educational

facilities by the professional c.nd vocational schools, and the reluctance

of some of our institutions to provide suitable programs have increased

41Carmichael, John Hector. An /'.1.nalysis of Activities of hiddle

Ilana3ement Personnel in the Retail Trade Industry uith Implications for

Curriculum beIelommt in Post-seconaau Institutions, h research project

conducted with support froa the J. L. Hudson Company, Detroit, hichigan,

and the Research and Development Propyam in Vocational-Technical Education,

hichigan State University, East Lansing, hichigan, 1968.

42Goddard, 14 Lee.The.Potential Role of the Junior College in

Education for Business, Indiana University, 1962, doctor's thesis,

page 11g.
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the need for offering terminalvocational programs at the junior college

,

level. He goes on to stipulate that such'terminalvocational programs

should include
7

a generous amount of general education, provide coopera

tive work experience, and bear a.close,relationship to

business and the local community. They prograus should

be centered around prepEration for a family of occupa

tions instead of one specific job since the constant

modifications of business occupations may mean that the

student will need to chance positions a number of tines

during the course of his employable life.°

Employers are finding that many students who comp to them directly

from high school do need additional schooling. Horton," in his study

of the effectiveness of junior college terminal curricula, found that

over a third of the employers included in the study felt that their

.employees who hdd no junior colle8e needed additional training and educe.

tion for success in their present job, He also found that business

personnel with junior college training had significantly greater, job

status, porie current income, were upgraded faster, and, weremore

satisfied with the rate of progress than those in buOness :40.14ent to
A

work right out of high schoo1.45

Need to Keep CurriculUm in Tune with Trends

In considering the offerings designed to prepare,students,to,enter

the distributive occupation6, everya#empt shoul4 bezmade.iO'ascertain

A

,

43Ibid., page 22 of C-15 ,honograph of Study.

'

v ,

44Horton, Henry A. An Evaluation of the iffactivensss 'of Junior

19.41.2;v:_ Terminal Curricula, University of Texas, 1962, doctor's thesis,

pag.e *152. t=

45Ibid., page 293.
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that the program is up to date in terms of the needs of the students and

of the business colimunity. This note of caution appears to be particu

larly important when one considers the finding of Poland, in his study

of implications of social, economic and technical trends on business

curricula in public community colleges. Based on his findings, he feels

that too often "a gap exists between the knowledge and/or awareness of

trends on the part of business education personnel in the public community

college . . . and the implementation of the trend into the business

programs.46

Determining the Type of Distributive Education Needed

It is not always an easy matter to keep the educational program

in tune with changing needs partly because employers do not agree on

what constitutes the best preparation for the job. Unfortunately, too,

relatively little research has been undertaken and completed dealing with

preparation for the distributive occupations at the community college

level. Furthermore, most of the research that has been done is restricted

largely to a consideration of the activities and educational needs of

retail managerial personnel. Nonetheless, limited though the research

may be, same of the studies discussed in this report do give same light

on at least these aspects of postsecondary education for distributive

occupations.

a.aorm.

46Poland, Robert. Implications of Certain Social, Economic, and

Technical Trends on Business Curricula in the Puhlis.Communj.ty Colleges

of hichigan hichigan State University, 1962, doctor's thesis, page 152.
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What Should' Cam rise Stud for Distribution?

A consideration of the functions of management personnel is always

of help in considering educational programs designed to prepare for that

type of work. The research discussed in the section of this report

dealing with competencies will be recalled. Buckner in his study of

retail store executives found that eleven areas of knowledge are essential

to the performance of managerial responsibilities. These are:

Accounting
Business math
Merchemdising
Advertising
Psychology
hetail principles and practices

Economics
Personnel management
harketing
English
har.agement47

The college courses that were felt to be either essential or desirable

for success in retailing identified in the study include:

Merchandise mathematics
Business English
Human Relations
hanagement
harketing
hathematics
Salesmanship
English composition
Retail store operation
Economics
Retail bt4ing48

47Buckner, Leroy M. A Study of the _Characteristics and Oualifica

tions of Retail Store Executives and Their Appraisal of the Comeetencies

Needed by their Successors, George is,shington University, 1966, doctor's

thesis, page 69.

48Ibid., page 56.
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A more detailed discussion of courses of particular value in the educa

tion of managerial personnel is presented by Kunesmiller49 based on his

study of the educational needs of retail store owners. He sets forth the

courses, by management areas, as follows:

Physical store management
Store location
Store layout

Personnel management
Personnel management
Employee relations

herchandise management
herchandising (buying and pricing)
Retailing
Inventory control
Unit control for small business
Display
Textiles and fabrics
Fitting (garments)
Interior decoration

Sales management
Sales management
Salesmanship
Sales forecasting
advertising
Sales psychology
Customer relations

honey management
Retail management accounting
kccounting analysis
General acoaunting
Bookkeeping
Cost accounting
Finance
Budgeting
Business Taxation
Credit managemnt

Community relations
Public speaking
Public relations

49Kunesmiller, Charles F. kfcsmulgt Educational Needs of Independent
hetail Store Owners in Selected Pities in California, University of
Southern California, 1961, doctorts thesis, page 213.
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General management
Office organization and procedures

Business administration for small business

Business management (operations)

Business law
Business ethics
Human relations
Psychology
harketing
Statistics

hiscellaneous
Air conditioning engineering
Economics
English
Business machines
Typewriting
Estimating job costs
Real estate
;4ork experience

The author of that study details, in rather specific fashion, the nature

of what should be studied within each manaeement area.

a number of programs for training persons for selected distributive

occupations at the post-secondary level are being developed and conducted.

The financial assistance given through the Vocational hducation Act of

1963 has enabled post-secondary institutions to expand such programs.

According to information provided by the United States Office of Educa-

tion, over 21,000 students were enrolled in post-secondary distributive

education pro6rams in 1967, and it is estimated that over 90,000 students

will be enrolled for the 1969-70 school year.5°

The purposes of the different prograws that are beirn instituted

and conducted will, of course, vary. In Connecticut, one of the more

50Fact Sheet vocational Education Fiscal Year 196Z Data, Bureau of

Ault, Vocational, and Library Programs, Division of Vocational-Technical

Education, United States Office of Education, Washington, D.C.,. 1967,

page 32.



57

carefully thought-through community college programs for students

interested in preparing for a career in distribution is that of hanchester

Community College. The aims and objectives of that program, referred

to as the harketing Program, are stated as folloms:

The harketing Program is designed to give a firm and

solid foundation of knowledge to qualified men and momen

to have the potential for future managerial or executive

responsibility. The program of study is correlated with

employment opportunities of the area and prepares the

student for occupational competency in semi-professional

level fields.51

Subject-hatter Content in Community College Distributive Courses

In an attempt to particularize the subject-matter content generally

taught in the basic courseS in distribution in the community colleges

of the state of Connecticut, the present investigators sought to identify

the basic textbooks used in these courses. These are identified in

another section of this report. It was thought that a general review

of the units and topics presented in these books would give persons

interested in the articulation of high school and community college

education for the distributive occupations a basis for comparing and

contrasting units and topics taught at the two levels. Uale it is not,

of course, sugrested that the learning of a community college student

studying one of the distributive courses is limited to the textbook, it

is probably true that most instructors expect the student to obtain at

least his basic information from the assiped textbooks. ,., list of basic

textbooks in distribution commonly required of students appears on

page 70. Based on an exaldnation of the basic textbooks used in the

51(Source: h,nchester Community College harketing Program brochure,

page 2.)
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four primary courses in distribution, it mayLe assumed that the follow-

ing units'and topics are developed vith the community college student

of distribution:

and i'arketing les

Topics covered in all basic texts:

Nanagement's role in'Marketing
The market: people, money and fashion
Consumer motivation end behavior
Consumer buying patterns and goods
.Brands, packaGing, and o,her product dharacteristics
Distribution structure
Idnited-function wholesalers and agent middlemen
SelectinL channels of distribution
Selling policies and practices

lalcp covered in some but nct all basic texts:

Aarketin;_ functions and institutions
Development of retailing and current trends
The small independent retailer
Group activities of independent retailers
fazzge-scale retailing: chain stores and supermarkets

Large-scale retailing: deparLent store, discount house, and

mail-order company
Direct retailinL and consumers' co-operatives
Components of our wholesaling structure
The service Jholesaler
v:holesaling activities of manufacturers
holesalinc aricultural consumers goods
The market for industrial goods
i,,arketin3 mrmufactured industrial goods

rketinL raw materials
The co4imodity exchan;e as a .larketinc ariency

Co-operative 14,:i.rketin' by farmers

kiarketins research and policies
herch&mdisim or product development
Buying policies and practices
Policies am. practices concerninr physical supply
Nonprice competition as a sellinf policy
Pricin2 under different competitive conditions
harketin:: price policies rIc, practices

Government relationships to marketing
harketinp in the economy
.kiarketing of services

The industrial market
Product planning and development
Product-line policies and strategies
Distribution channels ano the retail aarket
Letailers and Illetilods of opuration
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Competitive conflicts and cooperation in distribution channels
hanaement of physicU distribution
The promotional proLram
hanagement of personal selling
ilanaLement of advertising
harketing agricultural products
International marketing
market planning
Analysis of sales volume anu marketing costs
Marketing: appraisal and prospect
harketing management and !AarketinE, strategy planning
Uncontrollable variables affect marketing mana6eillent
Gathering marketing information
Forecasting market opportunities
Consumers: the American market
Consumers: international markets
Consumers: a behavioral science view
Intermediate customers and their buying behavior
Product--introduction
Consumer goods
Industrial goods
Product planning
Place--introduction
Place objectives and policies
Letailing
holesaling and wholesalers
khysical distribution
Development and mna, ement of channel systems
Promotion--introduction
Personal selling
hass selling
The influence of legislcticn cn pricing
Integrating a m(rketinA program
Controlling marketing programs
Does mLrketing cost too much--an evaluation

ftetailing

Topics covered in all basic texts:

Requirewents of successful retail management
Careers dnd opportunities in retailing
Store location
The store building, fixtures, and equipment
Store layout
Organization for effective manageLaent of retail stores
Retail personnel management and human relations
Buying to meet customers' wants
Merchandise resources and suitablemerchandise
Negotiations for merchandise an( transfer of title
herchandise control
Merchandise management through the budget
Receiving, checking, ald markinE merchandise
Pricing merchandise

tl- -. ., - ,
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Retail advertising and display

hetail sales promotion by other nonpersonal methods

Personal salesmanship
Customer
Services
Accounting records and the cost method

The retail inventory method and merchandise management accounting

Expense classification, analysis, and control

Retail credit and collections
Retail insurance
Co-ordination--A major management responsibility

Taic,Lcovered in some but not all basic texts:

Handling sales transactions
hpilogue: ferment in retailing

Retailing: its structure and environment

herchandising--the basis for successful store operation

Basic profit elements
How to figure profits
How to analyze the profit and loss statement

How to determine markup
How to average markup
How to plan markup dna retail price

How to establish pricing policies

How to set price lines
How to control markdowns
How to take inventory
How to determine and control stock shortaEes

How to value inventory by the cost methods

How to value inventory by tie retail method

How to evaluate the retail method of inventory

How to measure stock-turn
How to increase stock-turn and dispose of slow-sellinr!. merchandise

How to analyze dollar sales and stock records

How to plan sales and markdowns

How to plan stocks in dollars

How to control unit stocks throuah sales analysis

How to control unit stocks through periodic inventory analysis

How to plan model stocks and unit reorder quantities

SalesmeqlLia

laiascsmredin all basic texts:

The salesman's job and his qualifications

The salesman's company
Know your company, its products, and its competition

The value of advertisinE and sales promotion

Planning and delivering the sales presentation

Handling objections
How to close successfully
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Topics covered in some but not all basic texts:

The role of selling in the Rmerican economy
Salesmanship: its nature and regards

thy people buy
Know your customer
Knowledge of price, discount, and credit practices

Prospecting
Getting the right start
Dramatizing the sales presentation
A standard memorized presentation
Sales presentations illustrated
Building good will
Plannin and controlling sales efforts
IncreasinA sales volume through telephone and direct-mail selling

How salesmen are selected and trained
Startinr, a career in industrial selling

Introduction to sales managellient
The challenge for tomorrow's salesman
The sequence of selling
Some prerwiuisites of an organized sales presentation

Locatina and qualifying prospects
Securing the interview
How to prepLze an effective demonstration
How to overcome objections
Retail salesmanship
The sales manager's job
harketinE, legislation and sales practices
The job of selling
Sales personality
The salesman's prospective customers
Buying motives
Competition
Getting and opening the interview
Telling the story
Demonstrating with showmanship
Working with customers
hanaging himself

-1dvertising (single text)

Role of advertisinE> in our economy and in marketing

Stratecy of campaigns (basic strategy, specific purpose tactics)

The behavioral sciences and advertising
Copy--its structure and style
Visualizing
Layouts
Plannina the print production
Using newspapers and maazines
Usin8 television and radio
Using outdoor and transit advertising
Using direct mail advertising and other media

The strategy of media planning
Creating the trademark

-01,.
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Packaging
Marketing research
The dealer program
The complete campaign
Advertising management
Retail advertising
Industrial advertising
Background of laws relating to advertising

Critique of advertising

A Model Program-karketing hanagenent

Altaough no one progiam can be set up as ideal for all post-

secondary institutions, it seems as if the program established by the

Institute of Technology (Duluth, hinnesota area)52 offers a complete

"and fairly well balanced terminal type of two-year program. harketing

hanagement, of interest to students preparing for careers in sales and

distribution, is designed to prepare students for entry positions at the

mid-management and supervisory level jn retail, wholesale, and fashion

merchandising. Students are expected to participate actively in national

and state student marketing associations. The type of positions for

which the peogram prepares the student include:

retail salesperson
retail department head
fashion sales manager
merchandise buyer
display specialist/man,ger
fashion buyer
advertising speciali t
manufacture's sales

representative

wholesale representative
credit counselor/manager
public relations and pranotion

retail manager/owner
inventory-control specialist
fashion merchandiser
sales representative
sales manager

Students who complete the two-year program at the Institute are often

selected by business firins for their menagethent training programs.

The program features three distinct fields of specialization within

52Catalog (1968), Duluth Area Institute of Technology, Duluth,

hinnesota.
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harketing management--Fashion vierchandising, Retail hanagement, and

Aolesale nanagecient. All students in harketing ilanagement take the

saae courses during the first three cuarters of the first year, with the

exception of a single course in the third ouarter. During the third

quarter, students elect a field of specialization: Fashion Merchandising,

Retail Management or Wholesale Management. The courses that all students

take during the first year include:

Communications I and II and III
Aarketing I and II
hccounting Principles
Technical klath
Business Law
herchandise iath
Psychology of Human Relations
Sales Psychology
Introduction to Data Processing
American Institutions, and
Visual Merchandising

During the second year, all students take these courses:

Principles of hanaement I and II
Advertising
Textiles and Non-textiles
Economics, and
Sales Management

Specialized courses taken by students following the Fashion herchandising

specialization include:

Introduction to Fashion Merchandising
Fashion modeling and Speech
Techniques of Fashion Buying
Occupational Research and ,nalysis
RetailinE, Principles
Electives (6 credits)

Specialized courses taken by students following the iletail hanagement

specialization

Retailinl. Principles
Credit and Collections I and II
Principles of Insurance
Purchasing
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harketing Seminar
Electives (6 credits)

And finally, specialized courses taken by students following the

'Wholesale Nanagement specialization include:

Aolecaling Principles
Credit and Collections I and II
Pvinciple's of Insurance
Purchasing
Narketin; Seminar
Traffic and Physical Distribution

There appears to be no room for electives in the Wholesale hanagement

specialization.

It should be noted, of course, that the above program with its

three areas of specialization is that of an institute of technology--

not that of a community college. The community college may well feel

that it should expect of students more work in general education, and

less specialization. The program is presented here only for considera

tion and discussion of the type of program that might best meet the needs

of career students who expect to enter the distribution occupations

upon graduation from a twoyear institution, based upon their

occupational choice.



PART SIX

An Overview of
Preparation for the Distributive Occupations
in the Commmnity Colleges of Connecticut

It is commonly recognized that there is a great demand for trained

personnel for the distributive occupations. We have seen something of

the opportunities and the training available to young persons of high

school age who are interested in earning their livelihood in the field

of distribution. Opportunities also exist for those who are interested

in extending their education beyond high school and at the same time pre

paring for positions in the field of marketing and distribution at a more

advanced level than the occupations for which training is given in high

schools.

The community coller2;e development in Connecticut is of recent origin.

The oldest public community college in the state is Norwalk Community

College which began its operations in 1961, followed by Manchester

Community College which opened in 1963. The other community colleges

(Middlesex, hattatuck Housatonic, Greater Hartford, Northwest, and

South Central) have all begun operations since these dates, and other

community colleges are being planned. Because the community college is

such a new movement and because of the limited numbers of students who

have taken and completed programs designed to prepare for entrance

into and success in the distributive occupations or positions, there has

been very limited opportunity to obtain helpful information basedcn the

work. Some information, however, obtained from follawup of and dis

cussions with students of distributive occupations programs have been



66

of assistance in evaluating and revising programs designed to build

proficiency in marketing and the distributive occupations.

Relatively little research has been undertaken and completed deal

ing with community college programs in other states that purport to pre

'
pare students to enter the field of distribution. A number of studies

have been undertaken and completed dealing with distributive education at

the secondary school level. Perhaps the future will see increased

attention given to preparation for the distributive occupations at the

community college level.

Recent as the community college development in the state of

Connecticut is, however, most if not all of the colleges have developed
.6

or are in the process of developing programs to prepare students for the

world of distribution. Recognizing the limitrtions of such recently

developed programs, a look at the programs, their commonalities and their

differences, and the views of those who head up such programs might

prove helpful in dealing with the broader topic of this study, the arti

culation of high school and college preparation for the distributive

occupations. Information relative to marketing and related programs

in distribution presently offered in the community colleb.es of the state

of Connecticut was obtained from several sources. These included an

examination of the catalogues of all existing community colleges, upto

date curricular listings provided through the community college central

office, by visiting and talking with responsible persons involved in the

planning, directing, or teaching the distributive program of selected

community colleges. A copy of the interview sheet employed both as a

guide and as a form for the recording of responses to questions asked

appears in the appendix.

- .
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The Nature and Content of the Program

The programs in the community colleges at the present time that have

as their immediate (career) or ultimate (transfer) objective giving

students the opportunity to prepare for careers in the field of dis-

tribution are usually curricular sequences within and under the broader

framework of business or business administration. This curricular

sequence, or major, is most commonly referted to as harketing, or

Earketing and Distribution, and has the same program status as curricular

sequences in Accounting, Secretarial, Data Processing, General Business,

and other such majors. At least one college offers both a transfer

program in Earketing and Distribution and a career program; the career

program differs from the transfer program mainly in that general ed-

ucation courses are included in the transfer program, whereas more

specialized marketing and other business courses comprise a greater share

of the career two-year program leading to the Associate of Science

degree. For purposes of our discussion of community college programs

preparing for careers in marketing and distribution, attention in this

report will be centered upon career rather than transfer programs.

The community college program designed for preparing students for

careers in marketing and distribution is essentially made up of three

distinct parts: general education courses, such as English, history,

philosophy, sicience, and mathematics, to broaden the student's back-

ground; specialized courses in marketing and distribution, such as

principles of marketing, salesmanship, merchandising, advertising, and

retailing; related business and other courses--courses related to or that

make basic contributions to the student's marketing objective, such

courses as business communication, economics, accounting, statistics,
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public speaking, business law, and the like. Although it varies by

institution, the general education courses appear to constitute from

15 to 27 semester hours of the total of ordinarily 60 required for the

A. S. degree; the specialized courses in marketing and distribution,

9 to 20 hours; and the related business and other courses, from 15 to

27 hours.* In Some Connecticut community college programs, supervised

cooperative occupational experience is a required part of the marketing

program whether or not college credit is given for such experience.

It is interesting to note that the present programs vary widely in

terms not only of the number of semester hours required of a student in

general education, specialized courses, and business and other related
-

courses; but also in the distribution of these throughout the program.

post of the colleges have the student take more general education courses

the first of his two years at the college, and more of the specialized

and business ard other related courses the second year. However, in

some of the institutions, the firstyear student takes more business and

vocationally related courses than general education courses.

In those community colleges offering a marketing major, required

courses offered by one or more of the colleges are:

Marketing I--a Managerial Approach
Principles of Marketing
Salesmanship
Merchandising
Retailing
Advertising
Advertising and Sales Promotion
Cooperative Work Experience

One or more of the community colleges in Connecticut require students

who are preparing for careers in the field of distribution to take certain

*This information based upon an examination of community college

bulletins and updated related materials.
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courses--cor-ses that the coll..1ga feels make direct contributions to the

student's vocc4Gional preparation. These include:

Accounting
Economics
Business Law
Effective (or Public) Speaking
General Psychology
Business 6pmmunication
Business hanagement
Statistics
Math of Finance
Business Eath
Introduction to Business
Business Organization

Courses that students are encouraged to plan into their prograts, but

which are not required include:

Financial Institutions
Corporation Finance
A foreign language (preferably Spanish)
Art (particularly if the student is interested in

advertising within the marketing program)

Typewriting
Psychology
Blueprint Reading (particularly if the student is

interested in an industrial sales occupation)

Instructional Material Used

As has been seen from the listing of courses commonly required of

students preparing for the distributive occupations, the four main

courses or areas of study within marketing are: marketing principles,

salesmanship, advertisingl'and retailing (merchandising). Although a

few of the colleges hive clearly defined courses of study indicating

the content of those courses, it appears that most of the instructors

rely rather heavily upon the basic textbooks for both the content of

the course and the organization thereof. It was thought, therefore,

that the identification of basic texts for the main courses in marketing
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and distribution and some indication of the supplementarymaterials

used would be helpful in determining the nature and content of the courses

as offered. Thus, the following section presents a brief listing of the

main courses in marketing and distribution, together with the textbooks

required in the course. It should be understood that no one school re-

quires all those listed under a course, but that the texts listed are re-

presentative of.the basic instructional text material used in the course.

BASIC TExT MATERIAL

Marketing I or Principles

Duncan and Phillips, Marketing
Irwin Publishing Company (latest ed.)

McCarthy, Marketin --A Maria erialAp roach (with workbook, case
approach ) Irwin Publishing Company Third ed.)

McCarthy, Basic harketing--A Managerial Approach
Irwin Publishing Company

Stanton, Fundamentals of Marketing
McGraw-Hill Book Company (Second ed.)

Merchandising (incl. Retailing)

Duncan and Phillips, Retailing Principles and hethods
Irwin Publishing Company, IVO

Duncan and Phillips, Retailing .

Irwin Publishing Company (latest ed.)

Jones, Retail Management
Irwin Publishing Company, 1965

Jones, Merchandising Problems (Math section, particularly)
Prentice-Hall, Inc., 1967

Wingate and Schaffer, Techniques of Retail herchandising (latest ed.)

Prentice-Hall, Inc.
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Salesmanship

Grief, hodern Salesmanship
Prentice-Hall, 1958

Johnson, Creative Selling (latest ed.)

South-Western Publishing Company

Johnson, Creative Selling
South-Western-PiTInhing Company, 1966

Kirkpatrick, Salesmanship
South-Western Publishing Company, 1964

Pederson and Wright, SalesmanshipPrinciples and Eethods

Irwin Publishing Company, 1966

Advertising

Klemnpner, Advertising Procedures (Fifth Edition)

Prentice-Hall, Inc.

Although it can be expected that the basic concepts and knowledges

in a given course are gained through instructor lectures and from read-

ings in the prescribed text material, most instructors assign and expect

the student to read or otherwise make use of selected supplementary

materials. Examples of the types of such materials used in connection

with the main courses in marxeting and distrit tion in the community

colleges are indicated below:

SUPPLEMENTARY MATMIALS

Periodicals and Papers

The Journal of Marketing

Fortune
Harvard Business Review
Advertising Age .

Women's Wear Daily
Printer's Ink
The Marketing News
Business Week
Marketing Insights
Wall Street Journal
Sales Management
Marketing Communications



1111.1.1011.1-

Periodicals and Papers (continued)

Sales Executives (weekly) (put out by Sales DCBC. Club of NYC)

Electrical WholePaling (McGraw-Hill.monthly)

Marketing Insights,(students subscribe) 40 Rush Street, Chicago

Books

Arnold, Edmund C.,.Ink on Paper, Harper and Row

Picket Pall
International Paper. Company, Ninth ed.

Brennan, Edward, AdvertisinE,
McGraw-Hill Book Company

Ernesti J. Nr.4 Our System of Distribution
Div. of Voc. Educ., t4 a Calif.

Texas D. E. Bibliography (1961 Suppl.)

Texas Educ. Agency, D. E. DivisionlAustin.

Packard, Vance, The Hidden Persuaders, Pocket Books, .12.10.

Schiff J. S., Salesmanship Fundamentals
J. S. Schiff Associates

Pamphlets and Brochures

By following companies:
Gray Eanufacturing Company
Addressograph-Fultigraph Company
Investorls Diversified Services
Massachusetts Life Insurance Company

Proctor and Gamble Cases (Cincinnatj.)

National Cash Register materials

Fairchild Publications

DECA materials

Materials made available by
National Sales Executives, (136 E. 57 Street, New York City)

"Marketing Aids"
Sales and Mrk. Executives-International

630 Third Avenue, New York City 10017

72
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Other Aspects of the Programs

Although it is generally believed that most student learning is

brought about through regular classroam academic activity, much of the

success of programs purposing to prepare students for entrance into and

success in distributive occupations may lie in other aspects of the pro

gram. Such factors might be considered as who may oe admitted to such a

program, what types of supervised cooperative occupational experiences

are provided, and wtat types of follawup and recruitment activities are

employed. Because of the problems caused by the recency and rapid

growth of the community college, the investigators were not able to ex

plore these factors in depth; however, at least an overall look at these

aspects might give som general understanding with respect to them.

Who Nay Prepare for the Distributive Occupations?

In the main, any student who is admissable to the community college

and who shaws an interest in the distributive occuptions may follaw this

area of study, that is, major in Marketing. In some colleges, however,

not all may arply for and be accepted in the supervised occupational

experience program. Only those who give promise of successful performance

are placed with business firms for this type of occupationbl experience.

At least one college requires the student to have at least a B average

and another a cumulative point ratio of 2.0 (on a 4 point scale) in order

to be eligible to participate in the supervised occupational experience

program.

It is of interest to note that few of the college students who de

clare their intention to prepare for distributive occupations, in the

?"-,alc ,704
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judgment of those college personnel in charge of these programs, are

students who took distributive education in high school. None of the

community college distributive educators interviewed seem to feel that
.10

more than 20 per cent of the present marketing majorb took distributive

education in high school, and most feel that a truer figure would be

less than 10 per cent. Actually, little attempt had been made on the

part of community college personnel to determine objectively the .prior

-

training of students interested in preparation tor distributive

occupations at the college level.

Perhaps it is just as well that'few students embarking upon train-

ing for the distributive occupations took DE in high school, since few

if any of the community college6 recognize, for credit purposes, that

work. Nor do most of the colleges even permit a sbudent advanced course

standing if work similar to the college course was taken in high school.

In at least one case, hawever, taking a given marketing course may be

waived for a student who has had high school distributive education if

the student takes and passes a test that indicates he has acquired at

lea.:A the basic competencies ,tnd understandings provided in that course.

Occupational Experiences Provided Through the Community College.

There has been, and probably will continue to be, considerable dis-

cussion as to the relative worth of the school supervised cooperative

occupdbional experience as part of an educational program that has as

its purpose preparing persons to enter the distributive occupations. The

details of tAs are reserved for a later discussion. Generally, though,

it is felt that actual supervised work on a job serves as a bridge be-

tween education and the world of work and has real educational value.
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vision for this type of experience.

Nature, length, grade level, and credit given. Though some of the

community colleges of the state make no attempt to provide supervised

occupational experiences in the distributive occupations for their

students, those who do seem to have rather definite and well defined

practices. The usual procedure is for the person in charge of the

placement (who often is the person heading up the Marketing program)

to recommend the student, based on the personal resume the student has

completed for the school, to specific companies who are cooperating in

the supervised cooperative occupational experience program. The company,

then, assigns the student to the specific jobs Often, but not always,

the company representative, the occupational experience 000rdinator and

the student cooperate in planning the nature of the work experience and

the specific job or jobs to wtich the student is or will be assigned.

In some instances, the student is expected to get his awn job or to

retain the one that he held prior to enrolling at the college. If the job

is in accordance with the student's stated career objective, the school

accepts the job as school supervised occupational experience.

The place and duration of the supervised occupational experience

within the prOgram of the student varies. One institution requires the

student to work a minimum of 240 hours, and another 320 hours during the

two years of his college experience, most of the work being undertaken

during the student's second year. Others recuire one semester, and

others two full semesters (sometimes a third semester is optional) of
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supervised cooperative occupational eXperience, With a:minimum of 15 hours

of work per, week each semester. &Me schools permit the student to gain

his wprk experience during summers under school supervision.

In a few programs, college credit is given for the completion of

satisfactory school supervised occupational experience. This credit'

varies from three semester hours for meeting the total occupational

experience requirement, to three hours for each semester in which occupa-
c

tional experience is undertaken. Some institutions, though, expect the

student to complete the required number of hours of supervised occupational

experience, but do not grant college credit for his doing so. None of

the colleges give college credit for any work experience that is not under

the supervision of the school, though they may permit unsupervised work

experience to count against the total number of hours of oCcupational

experience required for the co=letion of the program. In all instances

in which students work in business firms, they are caid for their work

at the regular rate of pay for that type of work.

In some colleges which have a bookstore or school store, students

may have the opportunity to work in it as an initial work experience. At

the present time, however, it appears that the schooi store plays little

part in the supervised occupational excerience program of the collee.

Jobs included in occupational experience progsrams. The jobs tO

which students under the supervised occupational experience programs are

assigned are not clearly defined. The coordinators tend to state these

jobs more in terms of the nature of the business firm in which the stu-

dentisemployed: i.e.,dry cleaning, travel agency9 industrial sales, dry

goods, ete. However, coordinators do specify that their students are

assigned to sales jobs, department manager trainee, assistant department

+not
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manager trainee, stock work, service station attendant and assistant

manager, and the like. There does not always seem to be a very thorough

knowledge of the specific jobs to which most of the students under the pro-

gram are assigned or of the kind of work they perform.

Coordinators encounter a number of problems relating to supervised

occupational experience programs. fmong these is the fact that, since

almost any student who wants to do so can obtain wrrk on. his,own he does

not seem to wnnt to bother wlth a school supervised occupational experience

program. Also, students of the.caliber that the college would like to see

participate in the occupational experience program and that the college

would like to send into the business community are those students who are

most int ----.Isted in the transfer program. Some students also object to the

long hours and the relatively law pay prevailing in the distributive

occupations. These problems affect enrollment in programs preparing for

these occupations. Yet, because of the many occupational opportunities

in the distributive field, it would seem that preparation for the dis-

tributive occupations would be quite attractive to capable but perhaps

not highly academically oriented community college students. Such

educational programs should certainly make a marked contribution to the

vocational success of such students.

Occupational experiences included in the occupational experience

program. It appears that, in the main, whatever planning is done to

assure that the student who participates in the supervised 000perative

occupational experience program obtains a well-rounded and broad .

occupational experience is accomplished in a most informal manner. Dis-

cussion often does occur informally with the student, employer, and

coordinator of the program; but there appears to be little if anything

"v. 4
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in any form of writing. In at least one case, however, the student signs

an "I Agree" form which stipulates his responsibilibies.to,the employer.

In one program a definite attempt is made to assure that, the student

gains experience in 3 out of 8 different areas of work,activity. These

8 areas are: sales, merchandising and display, advertising, buying,

stock and inventory control, coding and pricing, finance (credit and

collections), and market research. The extent to which tne student gains

experience in these areas is determined,on the basis of the trainee pro-

gress report completed by the employer.

EValuation of student's performance on the job. _host of the

community colleges that have supervised cooperative occupational exper-

ience programs do make definite provision for evaluation of the student's

perEormance. The coordinator visits the student on the job and his

employer not less than once and in some cases 3 or more times each

semester. In addition, formal written evaluations are completed by the

employer several times during the student's occupabional experience.

These are referred to as Trainee Progress Reports harketing Student

Evaluation, Employee Rating Sheet, Cooperative Work-Experience Report,

or other titles.

A part of the evaluationprocess involves having the student him-

self report on the activities or specific nature of the work he per-

formed on the job and of the progress he feels he has made, toward his

career objective.

Follaw-Up of Students Prepared in Distributive Programs

As has been mentioned, and should here again be emphasized) the

recency of the community college programs precludes intensive follow-up
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studies at this time--there are just too few graduates. However, based

on visits with those involved in or in charge of community colleze pro-

grams designed to prepare students for the distributive occupations,

some general observations can be made.

In at least one college, follow-up is a regular function of the

educational research director. In the colleges having more established

programs, follow-up is considered important, but is somewhat periodic

rather than regular. Some regular follow-up is routine because of re-

quired reports that must be filed regularly with the Division of Vocational

Education of the Connecticut State Department of Education. Some colleges

rely on informal follaw-up techniques, such as visits with former students

and to serve as a basis for keeping the content of the program relevant.

It may be interesting to note that in the last two years, six students

from one community college have transferred to afour-year institution to

prepare for careers as distributive education teacher-coordinators. In

the main, though, few of the college coordinators seem to have very

definite information as to whether students who majored in a program

leading to a careerin.the distributive occupations had, upon graduation

or any time thereafter, actually entered this field of work.

Jobs in Distribution for which Communit Cone e Pro rams Pre re Students

Though definite knowledge as to the types of jobs obtained by grad-

uates was liraited, coordinators did seemto feel that graduates of pro-

grams preparing for service in the distributive occupations centered

around certain types of work. These included positions as advertising

representatives, service representatives,positions involving contact with
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the public (retail sales, industrial sales, etc.), and assistant store or

department managers.

More definite were the suggestions relative to the types of jobs

or positions for which, in the opinions of community college personnel,

the community college career programs in marketing prepared students.

These include: department manager, assistant department manager, store

manager, cammission salesman, advertising representative, retail saleq-

men retail trainee, store manager trainee, management trainee, assis-

tant buyer, head of stock, assistant store manager, comparison shopper,

distributor, and section manager.

Preparation for the Distributive Occupations andllpollIIIGroups

An attempt was made to learn approximately what percent of the

students in the community colleges who are presently preparing for careers

in the distributive occupations might be considered members of minority

groups or come.frbm the disadvaritaged community. Inasmuch as the student

body of a college is Somewhat representative of the community the college

serves, as would be expected the esti:lates varied considerably. Cne

educator heading up the marketing program in one community college

estimated that as many as 50 per cent of the students preparing for

careers in distributive occupations were members of a minority or of a

disadvantaged n-oup. Another felt that fewer than 5 per cent of his

students represented these groups. Cthers heading up similar programs

in other colleges had no idea or could give no estimate of the percent-

age of their students belonging to these groups.

Little special attempt apparently is.being made by most community

colleges to apprise members of minority and disadvantaged groups of the
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opportunities for employment and advancement in the distributive

occupations, or of the educational opportunities available through the
.,

community colleges to prepare for this type of work. However, informa-

tion concerning the availability of such training is imparted (along with

information concerning other educational programs offered by the

community college) through the college bulletins, through college repre-

sentotives speaking to school groups, and through downtown YMCA and

ghetto counseling. Some of the colleges are acquainted with the need

to do more to acquaint the disadvantaged with the opportunities they

offer to prepare for careers in the distributive occupations. Plans

are being made to contact more high schools, and also solicit the aid of

the Chamber of Commerce in reaching disadvantaged persons who miLht

benefit from the programs in distribution. It should be noted, too,

that with fixed cutoff points for admitting students into the community

college, there is a growing need for continuing education programs

available for those who wish to prepare for distributive occupations or

to upgrade knadledges or skills they may already possess in this vocational

area.



PART SEVEN

Need for Supervised Occupational Experience

at Diffezent Educational Levels

Much has been said both in favor of and against including supervised

occupational experiences in educational programs which are designed to

prepare high school and commanity college youth for the distributive

occupations. No attempt though will be made to include a discussion of

all arguments in this report. Goddard, as a result of his study, writes:

Cooperative work experience should be an integral part of

the junior college terminal-vocational business education

program. In its most prevalent form, cooperative education

consists of dividing the student's time between the class-

room and business employment which is closely related to

his subject area. Carefully planned and supervised cooper-

ative work experience provides the prospective worker with a

first-hand opportunity to understand the operation of the

American business and economic system and thus helps to

bridge the gap beteeen theoretical and practical training;

relieves the junior college of the rsponsibility of provid-

ing expensive equipment and facilities; and enables business

to recru4 employees who have been trained in their own

offices.7'

Carmichael, based on his study, also strongly recommends that students

aspiring to middle management positions secure at least one term of

retail work experience before graduation. "The recommended arrangement

is a cooperative program between the institution and retail firms.

Cooperative education provides the student with valuable first-hand

retail experience tied to classroom instruction and equips him with

52Goddard, M. Lee. The Potential Role of the Junior Colleve in

Education for Business, Indiana University, 1962, doctor's thesis,

(page 29 of C-15 honograph).
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practical as well as theoretical understandings of retailing activit-

ies,u53

Robertson,54 in his study of the effects of the cooperative educa-

tion program on certain employment factors, stressed the fact that such

programs utilize the business community as laboratories for meaningful

practical business experience. He pointed out that advocates of coop-

erative education programs emphasize these advantages:

1. Provides realistic setting to provide more effective education
2. Develops important business attitudes and skills

3. Enhances the vocational guidance of the school

4. Reduces the number of school dropouts
5. Supplements school training and allows employers a chance to

pre-select workers
6, Yakes teachers more aware of new trends
7, Allows students an opportunity to earn extra income
8. Improves student interest in the school.

On the other hand, those who do not advocate cooperative education in

the schools make these points:

1. It is impossible to give a person "work experience"
2. High school students are not mature enough to be exposed to

such experience

3. Costs to the school and problems in scheduling are both
increased

4. Students suffer from lack of general education courses which
must give way to the cooperative work

5. There are no objective studies which prove the values of
cooperative education

6. Business supervisors do not do as effective a job of teaching
as do teachers.55

53Carmichaell John Hector. An Analysis of Activities of hiddle Man-
agement Personnel in the Retail Trade Industry with Implications for
Curriculum Development in Post-6econdary Institutions, A research project
conducted with support from the J. L. Hudson Company, Detroit, Michigan,
and the Research and Development Program in Vocational-Technical Educationl
Michigan State University, East Lansing, Michigan, 1968, page 169.

%Robertson, Leonard. An Exploratory Study of the Effects of the
Cooperative Education Program in Beginning Ocgupatigna onaelNIgi
Employment Factors, Colorado State College, 1965, doctor's thesis, page 1.

55Ibid., page 36-37.



It is true, of course, that research proof relating to the value

of supervised occupational work experience is lacking. In fact,

Zancanella56l in his study of the effect of the cooperative training
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program in the distributive occupations on selected employment factors,

found no significant difference in terms of job performance and job

satisfaction between graduates now in business who have had and those

who have not haa work experience as part of the high school program.

Although Robertson57 also found that cooperative education did not

appear to have any effect upon such other facts as saldry earned, job

stability, job performance; and the like, he did find that the program

was most beneficial in assisting pdrticipants to move from school into

the business world and to adjust to it more easily.

Perhaps it might be said that though tho values of supervised occu

pational experience to a given student, intangible as they seaa to bey

may not be measurable in an objective manner, yet such experience nay be

most meaningful to a student. Additional research attention needs to be

given to the whole area of supervised occupational experience as part of

the total high school and communit:- collete proc.,rams Nhich prepare

persons to enter and succeed in distributive occupations.,

56Zancanella, James. An Exploratory Studyof the 2ffect of 'the

Cooperative Training, Program in the Distributive Occupations on Selected

Factors, Colorado State College, 1966, doctorts thesis.

.

57Ro b ertson, Leonardo An Exploratory Study of the _Effects of the

_Cooperative Education Prwram in Beginning OcgugIinao aglggted

EMployment Factors, Colorado State College, 1965, doctor's thesis,

page 171.

4.



PART EIGHT

Summary
Aspects Related to Competencies

and Program Articulation

In order to ascertain the competencies and the level at which they

should be developed, as viewed by Connecticut's high.school and community

college educators, a part of this study involved a discussion of

this matter with selected Connecticut high school and community

colege distribative educators. A checksheet (see Appendix), which

was completed by each of the educators visited, -was prepared in which

competencies we.7e classified under five different headings, as follows:

General knawledges and abilities relating to
distribution and the economic system

Customer contact knawledges and abilities

Business methods and clerical knawledges and abilities

Study and research knawledges and abilities

General and personal characteristics, knawledges, and

abilities

It was believed that these distributive educators would be of assistance

also in determining the educational levels on which these competencies

could or should be developed on the part of the student. The educators

were asked four basic questions with respect to each competency listed:

1. Is the possession of this competency desirable for a person

who intends to enter a distributive occupation?

2. Should this competency be developed in your school's program--

at the educational level that your school represents?

3. Does your present program provide the opportunity for the

student to develop this competency?

4. Should this competency be left to be developed only on the job?

.4 ^vvr

A111.4.- 0.00/
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Identifyinq Competencies - High School Level

Based on the responses obtained, there seems to be considerably

greater agreement among high school distributive educators as to the

competencies that should be and are being developed than among the

community college educators interviewed. This might be true because

of the fact that the high school programs are, in the main, established

programs and a number have operated over a period of yearSi whereas

the community college programs are younger in terms of years of operation.

Of the competenciesIisted, the high school distributive educators

felt that only C-11 (the ability to employ, assign and train marketing

personnel) should not be considered a competency that the school could

or should strive to develop--that this competency, if developed at all,

might well be done on the job. These educators .1.71t that 13 of the 35

competencies listed should be developed at the mastery level, and 13 at

the acquaintance level. With respect to the remaining competencies there

was difference of opinion as to whether they should be developed at the

mastery or at the acquaintance level.

Nith only one exception, the high school distributive educators felt

that competenciesthat should be developed in the high school program

were presently being developed at the appropriate mastery or acquaintance- e

ship level. It appears then, tl at in the opinion of the selected high

school distributive educators interviewed, present programs do provide

the opportunity for students to develop those competencies, and with

the degree of completeness required, deemed desirable for students

planning to enter the distributive occupations.
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Identifying Competencies - Community College Level

Community college distributive educators, on the other hand, appeared

to be much less happy with the opportunities their present programs

provide students so far as enabling students to develop needed competencies.

These educators questioned were not in agreement as to whether com-

petencies C-8 and C-15 (ability to care forand protect merchand5.se) and

(ability to sketch advertising,layouts and prepare show cards) were those

needed at all by students going into the field of distribution. They

did agree that 33 of the 35 competencies need to be developed by those going

into'distributive occupations. Also there was considerable feeling, as

there was among high school distributive educators, that competency C-11

(ability to employ, assign, and train marketing personnel) should be left

to be developed on the job rather than 'in the school. There was also some

feeling amone: distributive educators that competencies D-3 (ability to

learn from merchandising and business operations of the firm and its comr-

petitors) and D-4 (ability to read and interpret style trends and merchan-

dise changes) might better be left to be learned or acquired on the job.

Of the 35 competencies listed, the community college educators in-

terviewedseemed to be in rather substantial agreement that the community

college programs should provide the student opportunity to develop 9

at the mastery level, and 9 c,t, the acquaintance level. There was con-

siderable diflerence of opinion as to what degree 11 other competencies

-should be developed. It is interesting to note that on only one

competenc35E-3 (ability to display desinlble personal qualities, depend-

ability, punctuality, honestyletc.) was there agreement that the present

programs provide opportunity for students to develop this competency at

$

tit
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the mastery level. A comparison of the responses of the educators with

respect to the competence that should'be' taught and the degree to which

it should be taught on,the one hand, and the competence and degree to

it is presently taught on the other, reveals a general lack of agreement.

This may suggest both an uncertainness as to what present offeriiigs are

designed to accomplish, a dissatisfaction with present programs, and/or

perhaps a recognition of changing job demands and student needs.

Need for Articulation ti.pparent

It is not the purpose of this'section of this report to present

tabulations on or statistics relative to the thoughts of educators on

theadequacy of their programs to meet the needs of their students plan-

ning to enter the distributive occupations. Perhaps sufficient infor-

mation has been reported to suggest that there appears to be little

articulation between the kinds and degrees of competencies that might

well be developed at the high school level and the kinds and degrees of

competencies that might best be developed in the community college

program or on the job. The whole problem of articulation is intensified

as more students who have taken distributive courses in high school

pursue this area of study in the community colleges of the state.

It will be recalled that high school distributive educators feel that at

least a dozen of the listed basic competencies should be and are developed

at the mastery level in their high School programs; the community college

programs, on the other hand, expect onlyanacquaintance level of mastery

fol.' these same competencies or else are not in agreement as to the level

on which the competency should be developed. It can be seen, therefore,

that this poses a problem as to the advanced placement of the student

who enters the community col1e3e program direct from the high school



89

distributive education program. Should he be in a course to develop an

acquaintanceship with a competency he may already have mastered?

Other Aspects of the 'krticulation Problem

"Articulation," when used in the educational sense and when related

to educational levels of instruction, is used to suggest an interrelated-

ness, yet with a clear distinction existing. Mitchell, in his study of

articulaLion of certain business subjects between high school and post-

secondary schools, defined articulation as "the transition from one

level of instruction to the next higher level indicating the extent of

coordin3tion in closely related subject matter areas."58

Mitchell made a determined attempt to ascertain the extent to which

post-secondary institutions recognized work successfully completed by

a student in high school in courses similar to those offered in college.

He found, for example, that a majority of public and private school

educators included in the study equate two semestersof work taken in high

school in such areas as office machines, shorthand, and typewriting with

one term of collee work; and that four semesters of work taken in high

school bookkeeping is equatedwithasingle term of college accounting.

There is considerable difference in practices in admitting students

from high school into advanced standing in certain college courses,

basPd upon the work they have taken in high school.' By "advanced

standing" is meant assignment of studentsin a college course on the basis

58Mitchel1, william M. Articulation of Selected Business Education
Subjects Between Senior High School and Non-collegiate Post-secondary
Schools with Colleges and Universities in the U. S. Awarding Business
Education Degrees, University of North Dakota, 1965, doctorls thesis,

page 19.
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of earlier training received in business subjects at aA.ower educational

level.

As Mitchell points out, there seems to be no agreement on the method

of placing students with high school btsiness or distributive education

backgrounds. Part of this is accounted for because of the fact that a

student who has taken a course at or has graduated from a given high

school may be considerably better prepared than another student who

graduated from a school holding to less exacting standards. In the

recommendations based on his study, Kitchell suggests that placement

tests be given to all freshmen intending to major in business. The

results of these tests could be used in assigning students advanced

standing status.

Articulation Assistance Through SIC-Established Student Goals

Sanders59 would encourage the use of market-functions-oriented

courses or programs: buying; management, marketing (export, industrial,

credit), operations, and sales promotion (advertising, display). A

student would be encouraged to select a market function in which he is
..

interested, and then further encouraged to select an occupational goal

in the Standard Industrial Classification groups. For example, a student

might be interested in the market function Buying, and in the retail

marketing SIC classification 56 --Apparel. By grouping all students by

occupational choice, a special program for those students having the

same occupational goal could be offered when enrollment is sufficient.

This concept, of course, could apply in all levels of the program--high

school, adult, and post high school.

59Sanders, George. "The Basis of Occupational Goals," (a paper

presented at the National Clinic on Distributive Education), Washington,

D. C., October, 1963.
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Nelson60 furthers the idea b-c, discussing articulation among the

curriculums,emphasizing that each curriculum would have as its objective

the development of qualifications for a level of job responsibility in

a SIC field. These job levels he describes are (1) basic entry jobs

(2) career development jobs and (3) specialist jobs. The reader in

interested in this approach to curriculum construction and articulation

is referred to the Sandersand Nelsonreferences for full discussions

and the illustrative charts therein included.

Need for Further Consideration of Articulation Problems

It would seem, on the basis of the research literature completed

throughout the country and to which reference has been made in this

report, together with the interviews the present investigators have held

with high school and community college distributive educators, that the

need exists for distributive educators representing both levels of

education to sit down and consider aspects of and problems related to

education for distribution suggested in this report. Such a session

may well result in the development of plans for bringing about articula

tion of programs at the two educational levels and for the improvement

of existing programs in order to prepare students better to enter and

succeed in careers in the field of distribution.

&Nelson, Edwin L. "A Conceptual Framework for Curriculums in
Distributive Tf]ducation," a presentation by the author, through the
Distributive and Yarketing Occupations, State Vocational Services,
Division of Vocational and Technical Education, U. S. Office of Educa
tion, Washington, D. C., (not dated).
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APPENDIX

Study: Articulation 7 High School,and Community College

EduCation for the Distributive Occupations

INTIIIVIEW GUIDE

,Section I Information Requested from both

High School and.Community College

A. Offerings and Instructional ..aterials (courses in Distribution)

1. What do you offer, and at what grade levels, within the field of

Distribution (D. E., marketing, advertising; retailing, etc.)7

Which are required of all students preparing for careers in

Distribution, and which are elective only? (Interviewer:

Asterisk the above which are required.)

What books and instructional materials do you use as basic

text material (i. e., published materialth presenting inforMa

tion which you expect your students to learn and fcr which you

hold them responsible)r

Title of haterial Used .Publisher & Date Course in Which Used

=
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4. What books and instructional materials do you use as reference

or supplementary materials (materials that present information

made available to all students or only &OMB students, but know-

ledge and information not required of all students)?

Title of Material Used Publisher and Date Course in Which Used

Vu.S=11.1.16,2111..,
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Section II - Ihfbrmation Requested from High School Only

B. Selection of students and non-Distributive courses available

1. How .do'you select your'ztUdents? Must they meet any academic

or personal requirements before being accepted intethe D. E.

Program?

2. Nhat non-Distributive courses do your require of all D. E.

students that you feel contribute to their preparation for a

career in distribution? (Interviewer: This question has

vocational intent only. Thus, U. S. History, for example,

would not be considered to contribute to vocational competence.)

3. What non-Distributive courses do you encourale (but not require)

students to take tlaat you feel contribute to their preparation

for a career in distribution?
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Section III - Information Requested from the Community

College Only

C. Selection of Students and non-Marketing courses available

1. Who may prepare for the distributive occupations in your

college? What prerequisites must they meet before taking

work in Marketing or related courses?

2. What courses (other than Marketing and distribution courses)

do you require_ of all students who are preparing for the dis-

tributive occupations? (Include career and transfer programs.)

(Interviewer: This question has vocational intent only. Thus,

U. S. History, for example would not be considered to contribute

to vocational competence.)

3. What courses (other than Marketing and distribution courses)

do you encourage (but not require) students to take that you

feel contribute to their preparation to enter the field of

distribution?

What percentage of students who are preparing to enter distri-

butive occupations have taken Distributive Education in high

school?

5. What provision do you make or what credit is given for D. E.

work taken by a student when he was in high school?

Yaw
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Section IV - Information Requested from the

Community College and High School

IL Occupational Experiences

1. What types of cooperative or other occupational work experience

do you expect of the student before he completes his program in

your school?

a. Nature and length of the experience?

b. Is it arranged for and supervised by the school or college?

c. At what grade levels?

d. Do you have a school store under the control of the

Marketing or D. E. Department?

Over the past three'years, what jObs (or types of jobs)

have your students held on which you have supervised them?

2, Are there ?ICO±ItF work experiences which you_ plan into each

student's cooperative occupational experience .program?

(Example: Do you plan a schedule so that each student has

some stock work, on-the-floor selling experience, some invoic-

ing, etc.; or is emphasis on a single type of experience? If

core experiences, what are they? )
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3. How do you evaluate the student's work on the job? (If an

evaluation form is used, ask for.a copy.)

4. Do you give any credit for or recognition to work experience

(not under the supervision or control of the school) in the

distributive occupations?

E. Follow-Up and Recruitment

1. Do you engage in follow-up of your students? If so, what

type of follaw-up do you.have? (Regular, periodic; interview,

questionnaire). How often?

2. Over the past three years, how many of your students who have

completed their preparation for the distributive occupations

have entered the field of distribution?

3. Into whatsentry jdbs did they go?

4. In addition to the types of jobs your students obtain, what

other types of jobs in the field of distribution do you feel

your program prepares or should prepare your students for?

5. What percentage of your present students who are preparing for

the distributive occupations, would you estimate, might be

considered members of the disadvantaged community or represent

minority groups?

6. Has there been any attempt, other than the usual college bulletin

and college promotional literature, to apprise minority or dis-

advantaged groups of opportunities in the distributive occupa-

tions, and of the opportunities for preparim, for such

occupations?
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Section V
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Competencies, knawledges, understandings, etc. needed by those preparing
to enter the distributive occupations

Thinking in terms of these (above)(below) needed for success in dis-
tributive occupations, indicate desirability of each item listed, and
whether adquate provision for opportunity to develop it is made.

Column 1 is this a desirable competency, knowledge, etc., for a per-
son who wishes to enter a distributive occupation or posi-

tion? (Jobs vary in their requirements and demands, of
course.)

Column 2 Should this competency, etc., be developed in your school's
program?

Column 3

Column 4

Does your present program provide the opportunity to develop
i'this competency, knowledge, etc.?

Should be left to be developed on the job.

Col 1 I Col 2 --T
Should be in

Desir.! sch. Fog. !

Yes NolYe No;has. AcT.1-
-t

A. General Knawledges and Abilities 4
Relating to Distribution (and the
Economic System)

1. Appreciation of the contribu-
tion of Distribution in the
economy

2. Understanding of the princip-
les of the marketing process

3. Knadledge of the channels of
distribution

4. Understanding of the relatio
ship between supply, demand,
and price

5. Knowledge of government re-
gulation of sales, advertis-
ing, and pricing

7.

Understanding of the opport-
unties and demands otdis-
tributive occupations

Col 3 Col 4
Is dev. in Should
sch. prog. te dev

Yes on job
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B. Customer Contact Knadledges and
Abilities

1. Ability to organize and make
an effective sales presenta-
tion

2. Knowledge of psychological
reasons why people buy

3. Knowledge of steps in a sale
(preapproach, closing, etc.)

4. Ability to get along with
customers

5. Ability to advise customers
on color and style

6. .[1.11111111011111111

C, Business Lethods and Clerical
Knowledges and Abilities

1. kbility to plan a sales cam-
paign and organize sales pro-
motion

2. Ability to predict or deter-
mine consumer demand

3. Knowledge of and how to use
market information

4. Ability to prepare or judge
effective advertising copy

5. Ability to use advertising
effectively

6. Knowledge of the role and
service of the advertising
agency

7. Ability to handle the "me-
chanics" of the sale (writing
and ringing up the sale,
checking credit, making
change, weigh and price mdse.,
wrap, etc.)

-,,,,,Tr
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Col 1.1 . Col 2 CCol 3 ol 4
hould 11iiT I aeiF... --4-Sh-C3-u-rd

sch...pro sch. prog. be dev
No Mas. Aq.1 Yes No Ivias Aq. on job



8.

9.

10.

U.

12.

13.

14.

15.

16.

17.

Ability to care for and pro-
tect perchandise

Ability to maintain efficient-
ly store or sales records

Ability to plan store loca-
tion, layout, and organization

Ability to employ, assign and
train marketing personnel

Ability to compute discounts
and sales taxes

Ability to handle customer
communications by mail

Ability to prepare credit con-
tracts and business forms

Ability to sketch advertising
layouts and prepare show cards:

D. Study and Research Knawledges and
Abilities

1.

2.

Ability to read and make ef-
fectiveuse of labels and pro.
duct information

Ability to read and under-
stand regulations and laws
(social security, income tax,
consumer protection, etc.)

Ability to learn from mer-
chandisingand business opera-
tions of the firm and its com

petitors

Ability to read and inter-
pret style trends and merw
chandise changes
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Sho= be in
1 1

Desir
Yes No Yero Mas.lAq

Col 3
Is dev. in
sch. prog.

Yes No Eas.

Col 4
Should
be dev
on job



5. 'Ability to read and under-
stand business, economic and
social changes

7.

E. General and Personal Character-
istics, Knawledges, and Abilities

1. Ability to express himself
orally

2. Ability to express himself in
writing

3. Ability to display desir-
able personal qualities
(dependability, punctuality,
honesty, etc.)

4. Ability to plan for develop-
ment in his chosen career

5.

6.
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Col 4
ould

be dev
on job

Col 1 Col 2 I Col 3
Should be in Is dev. in

Desir sch. sch. prog.
Yestyo YesTo Mas.


