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- A brief overview of high school and community college programs for distributive
occupations 1s presented, along with a discussion of the general problem of
articulaton and coordination of competencies that should be developed at the
secondary and post secondary levels,'A discussion of the scope and development of
distribution precedes the definiion and discussion of several competency models. One
auvthor, In presenting a conceptual framework for distributive curriculums, 1dentified
four areas of necessarly broad competencies: marketing, social, basic- skill, and
technological competencies. Data for the study were obtained by questionnaires
submitted to secondary and postsecondary distributive educators to identify desired
competencies and levels of proficiency, that is, mastery or acquaintance. Findings of
the study indicate that the transiion from the secondary level of distributive
ecducation to the postsecondary level 1s In need of considerably more coordination,
One basis for this conclusion was the finding that for 12 basic competencies, the high
school required a mastery level of proficiency, while the community college réequired

only an acquaintance level, A 70-1tem bibllography of books, periodicals, and theses 1s
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' PART OKE
s "o+ Secope and Development of Distribution - [ o

For some t1me there has been & need o give etteation to programs ]

of eduoation deelgned to prepare young people for entrance into and 4

success 1n the dietrioutive occupations. There are programs for thls 4

4

purpose at several edueational 1evels. The preseht study is confined

Kto a con81deration of programs that are or thet may be offered et the E
hlgh sohool and eommunlty college levelsc o %

3 The purpose of this report is to present e brief overview of programs ;
h'des1gned to prepare students for the dzstrloutlve occupatlons here in 15
‘;the State of Oonneotleut. It also attempts to bring to the attention of g
rall lutere ted in eduoatlon for distrloutlon the current 31gn1;icant %
researeh oearmng on'the general proolem of oompetenoies that should and §
'ﬁoep ?ekoeteloped at the seoondarv sohool and at the community college | ?
levels. - o - i
o I+ is not the purpos3 of this study to set forth what should be i
taught at any level, ;um rather to preseht basio background 1nformation :
that may serve as & basis on Whlch committees of educators 1nterested in i
“wthejoontlnued improvement of their progxams may make ohanges they deem ;
appropriate.. | ) | o , - ;

" ‘Meaning end Scope of Marketing . . o | g

Nhrketlng is generally thoueht of as oelng the movement of goods and

e
RER A . i

the transfer of thelr ownership from producers to the ultimate users. i

0

3 . 5 * .
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It involves ell 6f the functions or activities concerned with the move= | ;-’%
mcnt of goods and the transfer of ownership- It is a definite phase | g
of productlon. gAlthough it does not create form utmlitc;'dcrr;fdng | . E
end those enwaéed in it do create time. place, end also ownership - i

2 ]
utlllty The marketlng functions include ouylng, selllng, standardizing %
and gradlng, flnanclng, transport1ng, storing, ;ﬁé oearlng rlsk.T‘iﬂlg, z
: A . 3
persons who are ongaged in any type of bu31ness'whose dutles 1nvclvew” %
any of these functions are sa1d to be 1n.the.f1erd of dlstrloutlon.'4d g
Such persons or bu81nesses wsuld include merchants, wholesalcrs, re~ é
tailers, agents, and the llkefu The great rolume of éood;$p;;rrnzpodogof %
our factorles has little vaioejun+11 thev'are sold‘end‘oecode possessed é
by those who make ultlmate use of them.’ Thus, when one conslders that ‘g
evcrythlng that 1s produced mnst oe sold, one gelns some ddders;end;né ;
of the extent end 1mpcrtance of the flelddof dzstrlbut;oo idﬁc‘coaﬁéxu ;
having a gross natlonal product of over $800 billion. e %

o The 1mportance of the field of dlstrlout1on is elaboraeed‘;pon by ?
EdW1n L. Nelson who p01nted out in his paper puolished 1n‘Read1ngs'1rm o ;'%
Disgg;bgﬁ;zg_ﬁégggﬁ;gn° “When ﬁe segment our economy into orod;céioﬁ §
and dlstrloutloo, it is = kncwd fact that more than half ﬁﬁé'iésor fcrce | 2
is engaged in work other than ‘the production’ of goods and serrlces.‘ﬁ‘ t»g
'These workers, in various caphcities), set‘inimoticn.ﬁheyyhcsisltheyggive | "Tg
»w,nmaplna and value to all the goods and serv;ces produced in the economye ?fé
This is not to sav, however,’that all of the Joosiln thlz’dcjorégroup- | flf%
ing of the labor force are dds;rlodéivo.l Aﬂrarletvfofk;o;sv;;ffi 2?§ . ‘g
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performed including the facilitating function of the .office which, in

"1tself, . represents a vast emp]oyment arree..”1

Although there are llmltations in laoor market breakdowns, some

*
Lt ,‘1( T ez ; K

confldence can be placed in the assumntzon that aoout 30 per cent of the

labor forece of over 77 million is engaged in distributlve occupationss

€Thls figure 1s supoorted oy State survevs, 1nterpretations of labor

flgnres. and related descriptmve materlal.

I "?’.s; . *
Inasmuoh as the creat1on of ownership or possess1on utilityv is the

o % LA

ultlmate obﬁectlve of the dlstrioutlve procegs,'lt is of interest to note
that in 1964 nearly 4% nlllion or 6 57 of the total labor force.were in-
volved in actual selling Operations; and that this number and peroent-
age iS“expected to . rise'to neﬁrlv 6~million workers represgnting 61% of
the lebor force in 1975.2 Flgures such as these suggest the scope of

the employmsnt that the field of dlstrlbution represents.'f

s ien

Types of Business and Major Areandf,Wbrkviniﬁhe Distributive Field

“ae

A look at the types of businesses, the industries, and typical
specific jobs in the a;sfri%utiré fieidlmgy‘ge offaééiéfaﬁée in a con-
4sideration of the broad field of education.fqr diétribﬁﬁiéna Businesses

generally thought to ve engggeé exclﬁsively;iﬁ;thaif?gﬁl?ﬁistributiva

processes are those that would be cla;sifiéd ;é;y ;af;;;fg’

1Haines, Peter, B., ﬂenneth L- Rowe, and Edward [ Ferguson, JTe
-(Editors)s  Readings in Distributive Education (The project plen on in-
struction and related Teacher education), (A projeect performed under con=-
““tract with UeSe &ffice of" Fduca tions “Wo. OFG 5-;-07%489-3128), Michigan

" State Universitv, East Lansing, 1 1968, page Te

28001&1 Educa tional Research and Development, Ince Vocaticral
Bducation: a feasibility study for the suburbs of tomorrow (Volums I),
{Conducted for the Educational Development Cooperative of Chicago area
sohools), Homewood, Tllinois, 1968, page. 1356
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& 1. ‘Merchants S Coe e EEET RN BRI

Wholesalers (firms that buy goods in large quantities x
and sell. them to retaxl etoree)

PR

A LA T
PEsoEee
-
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Retailers (ineludlng single-line, multiple-l1ne, mil .
‘" order; supermarket, depertient’ etore, -disoount-
T PR nouse, etc.)

LI TR S . . . .
R . wp L . PR X L Y . N . . . ”
‘. A . e . . R . . Lot s e
. S Wi e .

2Tt

o

i R 2. Agents

_% . 3e :Other market1ng agencles, partioularly those that glve aid
9 . in the di stribution of goods;. such as banks that.lend
. . . _Inoney to fimanoce.the buying and selling of goods, in-

"o
n

Ps e .7 gurance, railroad;- truecking and other transportation,

% o - and advertlslng agencleso
: L ow s T S - A
: L thor types of 1ndustr1es requlrlng dlstr1but1ve workers would
l 1nqlude those engaged in the selling or other distriout;ng oft
. AN . ",s Ry ,
S BRI e EN L

T s, Apparel Co
o S "Food and kindred products B - R RIS
’ Lunber and wood products o
Furniture and fixtures ~ . e ETT0 ml penot o D ome
Paper and allied produsts = , .
Chémicals and petroleum A R I T DY DA IR
Rubber and related products '
- _Leather and leather products
' VL.l Stone, cley, and glags produets v o riliEi T Lo oeal
Tobacco and liquor products
¢ ..., Iransportation equipment and parts
- Proféssiomal and selentific instrumemts. 7" . ool
. . Electrical ma chinery, equlpment, etc.
’ “"Hotel ‘and 1odging services IR TR e R
oy, . Food services o S :
LA ””“Rea.l ‘Betate servimes 0 0 Porie Sl el ™ Lpdrewal b
3 ... Transportation services , '
| o Y Advertising serviees ¢ T LT ol
g Insurance ssrvices ) |
Banking serV1ces, ete, 7 F ‘ S e
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There are many types of Joos, occupetlons, and semiprofess fohs” that

+ 3.
* ¥ A " ";?2!'5"

might be considered dmstrioutlve in nature. Among the'two-dlgit occupa~

.
i “_ - 19!\! {,'\:' .'&‘

§ : ﬁlonal group divisions estnblished in the Dictionarv of Occupataonal Titles
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(Volumes I and II)® are included Group 16 (Occupetions in Administrative
Speoialization), Group 18 (Managers and Officlals), Group 26-28 (Salesmen

and Sale Persons=-Commodities), and Group 29,(Merchandise Oecupationsg.

)"

except Salesmen)s Within these groupsg;Qnepmight-;dantigy such specific

N R TR H -

jobs as the following: ... .. . G e
162.,—~field contact man G el L
purchasing agent S N

buyer . I

NN 16Bewecontracts mANREEY - s oo sy e gl
export mapager

B RN spromotiom mamAgeT Uil Wi L e e
B sales nanager
w’ . ;;’ ’ i M - L

164.—-&dvert131ng asszstant
direot mail specialist

¢ : 185 ¢==supervisor of sales ,

fashlon coordinator . Lol I et e wme e
concessionaire = e T
, S , franchise nromation msnager
v e BIRSTS U gervies wanager -
wholesaler

r" 260.-~salesman end sales persons (by'nature of products sold)

¢ _ 290.--sales clerks .
peddler .. e amer et

. routeman ot LA

v wen gapvasser and solieitor - . o

auctioneer |

; = :shopper L e e
= .-déemonstrator and model L
S dlsplav man and wandow trmmmer S

v AL A BT v e P e s e oo o e ot i
. v N—

Because sales work forms 80 dominant 8 part of the distrioutlve occupa=-

L

tions, salesmen are somstimes grouped wlthln three c1ass1f10atsonsx

e e
P05 A T SRR R e [V 02

" {ndustrial, merchant, and. consumers Thesefwouldqincluqe‘sugh,sa;es

e

3Dictionary bf'OecupationaifTitles, Vol I, Definltions of Titles

(Third Rdition), Volums II, Occupational 01assif1cations (Third Edition),
_»U.S. Department of Laoor, thhington, De C.. 1965. T s
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f ’ ‘general industrial salesman -t oo, el Tereoon .

1 _ sales engineer :
%g + service Salesmn Coe . ?v TS "-,‘ 4 'i";'. A RN PR ‘ " ",},.',.' ’.'{i 4
! . ploneer salesman ]
; 'dealer-service salesmam:: v . . LT i
; wholesaler or jobber salesman i
4 detail salesman B N I e XL 9
1 retail salesman ST : ‘ .
] speclaity salesman A MRS |
' door<to=door salesmen’ U T 4
i route salesman o :
g The above occupsations are by nc means exhaustive of the many that are i
1 representative of the distributive field, but perhaps they are indicative %
i of the occupational arees of training which constitute the subject of 4
3 this stu.dy. R S S R AT :

"
% N S
R Lo ke
¢ Fue £ "“ﬁ- Dy

s
» N - i .
. ‘. - i,
Ob S . ‘;«' .
AN

; Importance of Occupational Status and the.d

. ., R . - .
E

The question of why‘pedple“seléct:fhé occupifibns or jobs that they

T

% . do select is always an inﬁerestihg.question.'«Whatidoes the field of :
é . distribution offer, besides money ineome; to one who enters it? The ; é

status afforded those who emter or continue in the distributive ocoup=

ations, at any level, is n fagtor to be considered. Crane sayss

-

Income and reputation are poor indiees -to relative

J status for persons who cannot exchange jobs with one en-
1 othér. A seles manage® may be paid more than'a research

director, businessmen in gensral earn more than educetors,

and gangsters become wedlthier than enyone else in:societye  ..: )
s o » Wo first muss sort people as to oocupation, e e e *

the most widelvﬁuSed'énﬂibhsic-of'sbatus,dimpnsipns,éff, i

A R AR NI

&

! Kohl also points out thats "5/ o o U LLiee e .
? N To Americans, oqcupat}bh is +the most important aeti~ - 3
§ .vity , So that mgn;&gjqudtpa by”hdw.ngLuhaadogs_anqwhpW' ;
:é . . . . N . . ’»“'A:‘ « K ' . K ' . . J;:
% < L 5 - . ST . . s oL , , - ; ‘: . 1
% . 4Crane, Edgare Marketing Communications, John Wiley & Sons, Ince, E
; New York, 1965, pages 328-=329. g N ;
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important his JOD ise The'jobfs'impoftanoe,'in turn, aé;

as

%Q” pends upon the scarcity of the abilities and the amount . ... . . :
¥ | of training it requires, the number of his suoordinates, 3
. “  'the weges, and the nature of:the products® . . e ]

As more training is demanded to meet the growing demands for workers at
“more advénced levels in the distributive occupations and to take full
edvantage of the changing social, technological, and economic world, it

is likely that the distributive oocupations.will achieve more status in

e

““the eyes of the:public'.and of prospective workers. than these occupa tions

x

now enjoys - LR T A AT

Economle Pactors that Affeot the Fieid of .Distr butién

Changes drought about- by advencing technology and by changes in the

social and economic structure affect the field of distribution as they i

_affeet,ojMernfields, The expansion of self-service in the different
tyoes of retail stores pleces unon the customer the respons1b11ity to
fizperform;oeyta;n tasks and -to make basic choicesy ThlS has the effeot,

o=, 8lgo, of relieving the salesperson of meny tasks pr=viously performed

~and allows him to devote his time_and attention to other and perhaps

%3 - ‘more important taskse For these .more important taske, he may need more
advanned traininge _
.The development of snopping centers whloh are often eonsideraole

distances from the central cltv and where parklng 15 easy hag chenged
oustomer shonplng habits.e Atwthewseme time,uthie development has

forced oentral cltv merchants to considér new parking systems end mer-
ohandlsing pollcles, and to dev;se means of attractlng and keeplng qual-

o w,;

ifled personzel.‘ Minlmum'wage laws, from whleh some - types of dlstrlbutlve

5Kehl, Joseph. _h_e__An__i,_@.o_Q_L,s.s._S_tm.mm Holta Rinehardb&
Winston, New York, 1961, pages 85-B6.
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'considered necessities all-affect the ‘field of ‘distribution and hence

" is growing at a rapid rate.
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businesses were formsrly exempt, may have an effect upon the employment
of part-tiﬁe personnel and, to same extent full-time personnel. In
addition to the 1ncreased demand for goais ard services caused by a con-

‘stantly increasing poptilation, consumer demand for new products; more

«™

services, and the fact that goods formerly -considered luxuries are now

thé need far trained distributive workers.

" The ccninchf automation has made and will continue to make a great
contribution to and many changes in the distribut ive process. »Since
selling is malnly a personal type of act1v1ty, automatlon Wlll contlnue
largely in the role of supportlng the selllng process. However, the
success of mall-order end self-serv1ce sct1v1t1es seems to suggest an
incre051ng role for all aspects of the dlstrlbutlve functlons. N
".Roseﬁ p01nts out that depsrtment stores have become leaders in the
‘nse cf.automation. In'fact,lin many types of retail operations automation
In nsrt this is due to vhe availability of
:sefsice centers that make it possible efen'far small stores to gain some
of the’adﬁantages of sutomation. Also, mamfacturers are adapting auto-
inbtedtequipment‘to’the needs of retailers. Rose indicates nine areas
of appliCstlons of outomrtlon to retail operations: |

};&l;u credlt operatlons ~ (With 25 ‘per cent of Amerlcan retail sales |
.+ . involving credit and with an average account 1nvolv1ng three to ¢ o
five trensactions a month, sutomstlon tokes on new importance |

aéo Qmanagement control - (Prompt and eccurate reportlng of Opera— ,
... tional informetion cen help management regulate such functlons as T3

5aRose, Robert E. l A Study of the Impact of Automation 1n Amenlcan 5
in the Course %

. Department Store Operation with Resulting Need for Revision '
Content for Distributive Education Programs, University of Iowa, 19 3, i

doctor's thesis, page 354. . , U S 3
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_budgeting, cost reduction, store locstion, work simplification
and policy development) R AT S TR

g S S e
-

3. office management - (centralization of paper functions) :*

. “stock cofitrol and purchasing = (With thousands ‘of items in a
., . retail Jnventory, automstion is needed for automatic control
and re—ordering of stock jtems) ¢ v T ST,

r

o

‘5. sales forecast 7

" 6. vending operations - (particularly adaptable for fast-moving -
merchandise in a store, for after-business-hqurs sales, and
in heavy traffic centers, such as transportation stations)

x7;3ssaiéskanal§;is 4'(pértiéﬁlarly as a means of learning more
about the customer amnd his needs)

.?:iiﬁﬁprage.aFd Warehousingféu(use_gf automatic tow chqins,
‘conveyer belts,. and power conveyers help MOV, * store, -
make availsble merchandise) - a

, 9. receiving and marking - (Autémetic packaging and merking mechines
4 increase speed and accuracy of store operation) =~ T

L3

The Importance of Heteiling in the Distribution Prodess |-

Perhaps, from the standpoint of institutions tlret prepare studemts
- to-enter the.distributivevoccup%tiopg,,phg.repgilﬂbuginggg is one of the
most,, -if not -the most imporganp;distributive type. Grocery $t9?¢$;aﬁd

.depertment stores are the two major employers of the students in coopera-

.- - -tive programs in distribution.‘.Acqqrding,to the 1968 Statistical»Abgtract

of the United States, there were slightly over 1,700,000 retail business

| ‘firms in operation in 1963. This number represented approximetely 15 per
. ::‘ﬁagéﬁiﬁé%jéﬁeuéﬁé} éi;ﬁﬁliioh*Susinéégffir@s;iﬁy£he'ﬁnit§d‘Stgtés in;that

? year. MNost of the retail businbss firmé are‘;éiéiively sﬁdli, aé“oﬂly

g 37,000 of them had sales of over $1 million. All'rétail'bﬁsinésses to~

E gether move great quantities of merchandise and furnish a livelihood for

millions of people. In an age of bigness, the small retailer still affords
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an opportunlty for a person to own and operate h1s own ous1nes Kunes=~

3 miller,® for,qxamplg,;pointskput,ﬁhay‘fxqm,1041 to 1958 the number of re-

Tt

tall bualnémvsgrew 25 per oent, exceedlng all other bu81ness growth, and

e
s

B S S A S e

that nearly three-fourths of retall ou51ness flrms are 1nd1v1dua11y owned

Ho defines & small retail business as one that has fewer than ten regular

full-tlme employees, is ind1v1dually owned, ;s_opergﬁed by the owner, and

P

!

L is engggpd in selllng merohandlse._' L

.However,. retail business is npt without its risk. Kunegmiller ex—
pleins the 1mpor¢ance of the small merchant in these terms:

o The success of the 1nd1v1dua1 snall merchandise retailer
is vital to the American economys, "The failure of one small
. merchant is merely a statistic, but the' growing number" of
. by. fRilures is a real issue. If but one merchant ceases to exist,
mnufacturers. lose an 1mportant contact ‘with the past and
future customers for their products, the credit liabilities
of 1~ 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, - finnlly, ..
the merchant who has failed faces financial and emotional
‘adjustmentse The economic, social, and personal scars are
deep and lasting as & result of suwoh & defeats? =+ -

" The 6oncefn"éx§resséawis evidenced by ‘the high rate of disappearance

L e <o s
i sn e St

5

of firms from the Américsn séens. Kunesmiller8 goes on to point out.

" that whénirelakéé to the numbéf of neﬁly croated reteil establishments,

SR R S e T2

[

S he numiber of ‘discontinueéd businesses appeers “to ropresent -2 ‘discontinuance

3407

e e . . .
kI . . R .

rate of about 90 per cent. : T T Y ST

- - .
T . ‘ . e N

o 6Kiunesm:l.ller, Charles Fe ized Bducational Nbeds‘of Independent
Reta11 Store Owners in Selected Cities in-Californise, University of
Ca11fornia, 1961, doctor's th931s, page 9. ,
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| . Trbide, pege 1. .., . . | |
... . ..BIbide., page 12
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Problem Areas of the Retailer ! S
e . . 4
If the retailer is so important a factor in~the field of distribu-~ L

“‘t*on and makes ‘80 valuable a. contr;butlon to the Amsrmcan economy, it

would seem that some attention should e g;ven to hls needs and problems.

' determine what these.businessmen considered: to be the: Mmost serious”

H BT LR R e R
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In his study of over 100 retail store owners, Kunesmlller was able to

A 8 ket S TLEAX T2 (R o A DHh I aBoe 17T O

B e

-

“prbbiéﬁm‘%f‘small'business@xiTheyfollpw;ns?werQ;1¢egt1§§ed¢by;;gpggiﬁ Q

ool laxes’ B R RPN S EHEES R * ;
Fipancing T :
Iabor ¢
Competition >
Bookkeeping |
Credits and collections ‘ ;
Controlling expenses 1
Parking ' i
Licensing
Franchising
Bu.okner,9 in nis study of retail exsoutives and the competencies they i
s
need, found that the greatest need for execut’— personnel exists in the f
. ;-
merchandising division of retail stores. Other functional aress in need,
however, included store operations, control, sales, sales promotion,
personnel, and suburban store menagemente Another evidence of need might
be suggested from the identification of the major areas of research
being undertaken by the research departments of retail storese According
to Buokneri©O these arss | )
9Buckner, Leroy Me A Study of the Characteristics and Quallfluations
of Retail Store Exeoutives and Their Appraisal of the Competencies Needed
bV Their Successors, George “Washington on University, "1966, doctor's thesis, A
page 127

101p3id., page 129
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Market surveys (to determine customer o
purchasing habits of consumers,- .etc.
Expense control and budgets :
Branch store expansion and new 1ocat10ns T _
Systems and procedures v

= "L .Sales’planning - -
Use of management consultants
“Development of evening business. 4in.downtown stores .
Application of electronlc data proce551ng to merchandise stock

cnoTLTLe Wt sontrols T .
Service standards analysis in ddwntown and branch stores

“ i i pdministrative.organization

glnlon, market preferences,

. . .
RN .
. . Ty

e

A recognltlon of the problem areas may be of some a831stance to education-

al"insﬁitﬁtioﬂs?in-déveloping‘and:improv1ng;thelr programs designed -to

prepare students to enter and succeed in distributive;occupatlons.
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PART TWO

Competencies as a Basis of Bducation for Distribution -

Basie Sources of Value to the Distributive Educator -. .- -

In the preperation of students to enter and: succeed in any voca tion-
al area, it is necessary to know the nature of ‘the ‘work performed by

‘those. who do that type of work and what those workers need.to knowiin

- order to perform efficiently: Much assistancé is available to the educa-

tor in this regard. through the U. S« Dictiomary of Qocupationdl:Titles,

which codes, lists and gives specifications of jobs of different -

. typess: Also valuable to the- distributive educator is the Standard .

- et

Industrial Classification Menual which covers the-entire. field.of économic

activitys The Menual wes prepared by the ‘Teohni-oa/].::acoumitt'eé.; on Indus=-

trial Classifica tions, Office of Standards, U. S .Bureau-of the: Budgets

Tt was .developed for use in classifying establishments. by type of acti-

-+ vity in which engaged; for purposes of facilitmting the collection,:

.. tabulation, presentation; and analysis of data relating to establishments;

and for promobting uniformity and comparability in presentation-of sta-

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

I is“necessary to Tocate: or ~jdentify. these from the growing vol,uma of. T~

search identifying needed competencies by nature of the work .to be per=

. 'formed. In ’ch:.s studv 1nterest is oen"ered on types of’ work included

e * PUPEES O ;JT
L N + ~.’-a - - R L R

in the dn.strlou‘c:.ve oocupat:.onsa N -E a f . L L

[] e

A third source oi‘ helpful :mf rmtion is the taxonomy, wh:.ch

« (sﬂ‘l .
e

Camiohael defined J.“.he taxonomy

‘vﬂ'

is a- classifloat:.on or. an arrangement. .

R b
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‘,

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

s

mena gement personnel by major marketing and distribution compe tency

e
SR B

GY'
"

areas ranked according tc their relative importarce, their crucialness

e
e T gy SR

to success:on’the job, and frequensy- of. performance *11 -

B

'

/

T
2 '1-,_[ S

Competency = What is it?- /' .o =00 s om0 oo T

T

ws b oo When .the:--wo.rd's?"competency"':.is=' used-in this stﬁdy,- it refers to the

e
g e

e

ability to:do the worke In order to be meaningful, competencies or

T
RN

T

abilities must be:sufficiently detailed and classifieds.: Thus, to- say

- s
ST

-z, cbhat ‘8 retailsales clerk must possess & ®selling competency® is largely

AIA e i Tk
TR RS

it

.-meaningless. because it is too’broad to serve-as.the btasis for curriculum

EA

considerationss ~On the other: hand; to say that he should, be able: to

s
AP

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

s s
B [

o’ +~-able.to handle customert's: complaints suggests ‘the specific naturevof’

¥

- 4hd &bilities needed for the jobe .~ * 1 St e
.o bi Competencies my-elso ‘e: thought of “in terms of skills, knowledges,
. ahd understandingse ~OT, one might sey:that a- person who is: competent
poS‘sésS’e‘s“?knowledgé’ (information of value in the situation), understanding
s 201 (Ehe' ‘Gomprehension of related kmowledges of velue in the situation); and
“'3p'rb158r attitude (the desirable. feeling or emotion. toward something or some~
7 i ofiey as appropriate to the situation), and is able to combine and use these
~:4n the ’perfo’rné.i%e' of his job taskse An ipdividual  is competent only in i

-~ peleition to those tasks or' that job that he perfomms efficiently and

) 1iggymichael, John Hector. An Analysis of Activities of Middle
Manageinent Personnel in the Retail Trande Industry with Implications for,
Gurrioulum Development in Post-Secondary Institutions. A research
project conducted with support from the J« Ls Hudson Company, Detroit,
Miohigan and the Research and Development Program in Vocational=Technicel
Eduocation, ‘Michigen State University, East Lansing, Michigan; 1968, page 17. |
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-with grace. The purpose of thls Part is to determlne competencles

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

' . R < . e

AT
“& % o T e R

distgibutive,occupations.

| . .
PR apeants T2 FEE
o4 o . . B .

.
v

The Broad Competengydﬁpproach'””"“‘ T e

bl -

«. . In his paper deallng w1th 8 0onoeptua1 framewonk for dlstr butive
curriculums, Nelson empha31zes the need to develop oroad competenctes.
"Tn order to get, hold, and progress on & job in line w1th h1s Jdb

objective, an 1nd1V1dua1 must bring to the employment s1tuat10n a soc1a1

’

competency, a basic sk111 competency, a marketlng oomnetencv, and )
technology -competency. In addition, distributive educators are now

placing 1mportance upon 21 economlc competency as a necessary employ-

. (-

ment. qnallflcatlon. As 1s true for each competency area, 1nstruction in

economlcs varies in depth accordlng to the level of JOD obgectlve to be

serveds It can ve said that these five competenoy areas represent the

S

performance standards upon which quallflcatlons for a known JOD opportu—

nity:rcan-be'jpdged,and measurede The degree to whlch eaoh is treated

«

becomes the prime consideration in curriculum deves.opmen.t.“l2
Nelson goes on to discuss the follow1ng functions, p01nt1ng out
that they demonstrate the commonality of the marketlng task, and estao-

lish the fundamental framework for alil curriculum in distribution and

S,z T
. P

. marketing,

o

Selling--important inasmuch as “the sale"™. represents the culminating
& T r;

‘aetivity toward which all other marketing activities ars directed.

1Z“elson, Bdwin L. “A Conceptual Framework for Curriculums in
. Distributive. Eduoatlon,“ (a presentation by the author, through ths
Distributive and WMaristing Occoupations, State Vocational Services,
~Division of Vocational and Technical qucatlon, Ue S.‘Ofiice of Education,
Veshington, De Ces (not deted); pages 5-6¢ R AT e T
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Instructlon in selllng is concerned with commun;cétihg“facﬁbf?iﬁflﬁeﬁcing

ERRLYS ks

e [N . A
* . LR e g
I

OV1d1ng requ1red serV1ces.

’w'.n!i

buying decls1ons, and pr

Seles promotion--includes advertising, display;*eﬁecidlidisblay" W
events, :-blic relations, andvthe °°°rdi¥%F;Q4»9?»?H?§Ep39§ia7Wi§h‘?9r5°nal é
selling. . - : - é

Buylns-einstruotlon 1nvolves pl&nnlﬁé'for:thie aotivity and obtain= %
ing and controlling products ‘or raw materlals fo‘ feedie of”fc?ther
proce831ng-‘_' -ﬂi }i‘, % . '». | 'mq.. S , o

e fOpe;atioos--lnsbrr ‘onlcenterévon producﬁ'ﬁeﬁdi;ﬁg; pufchaSihg-of
Suobiies, protection; cugéoger services, eﬁd‘éééwo?:eQﬁiﬁmeﬁ%}‘eupplies,
and,eerv1ces. IR T T S
| Wi&iwmhrketvreeeerch--lnSMruwtion deeie’With loéetihg5'in£eréreﬁing‘and
- osieé fects assoclated w1th the climate for the sale of goods or serv1ces.
how 1nte~nel 1ﬁ%rovements can oe made, meetlng existing and emerging
~‘jpro'blefr.ns',’ ;nd the creation of new marketss R
lﬁﬁ“hﬂaw.Nhnagement--conoerned with the factors of who, hﬁ%,'wheﬁ;vwhy;rand
:ﬁiée.° Instruotion‘lnclude such“ereae as pollcles,'ornanlzatlon, personnel,
flnancxng. and anaiysls of accountlng intormationo . : ’ ;ﬁ
o The“;eportance of ‘the product or service (whxchfié the“egeh#.that
“:';octes economio productlon and economlc}aistflout1op)féives‘f;ee'to the
pceed to develop ) tec“nology competencJ. Thié“coﬁpetency should bas
developed in dlrect referenoe to an 1dent1fied standard industrial class- L
iflcatmon. _ - ST e miisn s »;e¥cwijufﬁ&% %
Lovels of‘ferfbrmance in Distributive Cccupations | :
Rather than u51n aon level . (such as rentrv " “career or develop— ) E
z'wwWx;:eqrﬂx.t:e.l“' “speciallst“ or "m;oéle:maeagpmenF 3 ?‘Qmsogg as 1ndicated by ;
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his paper published in-Readings in Distributive Education, believes: that

‘s, more useful breakdown would be 6ne following the taxonomy-ofAeﬁucational
i objectivess 'He believes that six levels‘éf activities should:ﬁe part
’6f-the*ééquénce planned for every student whd’gains»hisvvocatibnai
’éﬁplicatibn-through perticipating activities, and -lists them as follows:

" le -Facts and informatione - In' this first 1evélFthe:studgnt would

become acquainted with facts about distribution, the various
functions, and the definitions of simple terms. A

4
Y
A

.

3
"+
3
",

£
i
:

2. Processes and terminologye At this level he would learn the
order of steps to be followed in routine activities, sequences

A in the process, and the association of terms with their

f , . generalized meaninge '

o
¢

8, Fundemental sctivities. This would include the earrying out of

- “iltasks assigned in either written or oral mamner; the development
of skills and accuracy in following & single routine; and the
ebility to effectively replicate in a working condition demon=
strated skills and procedurese. ‘

4, Basic job activitiese This would require that the student
identify elements within a tesk or steps within a processe
He would be expected to solve, independently, basic job
problems and would combine variocus fundemental activities
into his behavior in order %o perform all the tasks of a

complete basic job or occupational positions "

5o Opereational level activitiese At this level-the student would
be expected to draw conclusions from several inecidents, 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 decisionse.
§ - Phis level would require that he hsve a fairly high degree of
Y competence in functional, product, and social skillse:

6« Manapement level activitiese At this level he would_ have to
* . be able %o make judgments, determine velues, and perhaps extend
0 ' ghdge to fields outside thet for which he has been basically
' prepareds The student would also be expected to interpret
. " ‘actiom, trends, and to projeet these intoaction or policy.

“am

_ 13semson, Harland E. “Development of a: Matrix,® appearing in
" aines, et al;, Readings in Distribubive’Education, Michigan State:
YUniVérsiﬁyoiEast'LQnsing;iyibhiggng 1568, page 48. -~ L i
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Samson provides semple two-dimensional matrices for use in developing
*~ and.assigning mrketing projects for distributivé studedits: .On the X
.. +’axis might be listed the Levels -of Study, whereas on the.Y axis might be
'lietedftherArees.cftstudy designedftcfdevelepvmarketing-cempetency{

eccncmiclcompetency;‘technolggiéal ccmpetgncy;apgsic ski%lgggmpetenoy,
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.‘Tﬁ%hnicél COmpetencieSZNeeded T T

Lucy C. Crawford14 1dent1fied and detalled 983 technzcal compe tencies

..
A b ”‘ ' »ér .ﬁ e S o ‘.; ow
- deemed necessary fcr distrinutlve workers. These were classified into
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The techn1ca1 competencies 1dent1f1ed were those needed bv distrlnutlve

N e gc 2 . e

ﬂfworkers to perform critical tasks in selected j bg‘lﬁia-two-step career.

14Crawford* Luecy. C». A Competency. Pattern.Approach to Currzculum
Gonstructlon in Dlstrloutlveulwegher Edng_tlgn, (A resetrch proaect
supported by the ~Ue. §, Offiove;Education:Grant-Noe OF 6-85—044), vlrginm
Polytechnic Institute, Blacksburg, V1rginia, 1967, page 201,
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The criticel tasks of the distributive workers were identified through
400 job interviews concerning 76 jobs in 7 categories of business:
department stores, wvariety stores, food stores, restaurants, service
stations, wholesaling, and hotels-motelse An example of how the com~
petencies were stated is presented here for the area of Advertising:
Knowledge or Understeanding:
The purposes of advertising, such as build custamer traffic,

build a reputation for the store, stabllize sales vblume and
introduce new products.ls . :

Skills:

Tn evaluating the effectiveness of advertising in terms of
gales and costs.l6

Attitude:

3 .0 ’ | - .
é‘ That effective advertising builds goodwill in cus tamers el 7

Another study of 1mportance deallng with competencies needed by

distrlbutlve workers was one conducted ov'Ert9118 who grouped 332 tasks
performed under twelve cgtagories of activities. These categories are:
l. Selling

2. Keeping and counting stock

3e Operating checkstand and sales-regilster

e
A NS Lot S
bRy,

e

4, Receiving, checking, and marking merchandise

R T ST

171pid., page 102.

18Ertel, Kenneth As Identification of Major Tasks Performed by
Merchandising Employees Working in Three Stendard Industriel Classi-
fications of Retail Estavlishments, Final Report, Project Noe ERD 257—65,
U. S. Offlce of ”ducatlon, mhshington, De C., 1966, page 47. D b
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7 or.Be - Delivering - S y Lol :
. 8. - Keeping accounts and records .. - T v ool

E]
-

To Computing infornation using mathematic skills-. = - . .o

LSt

g and arvangmg a.nterior and window d:l:splays -

v 8e Elanm.n
- 9o Planning, prepatring, and placing advertisements "
10. Buying merchandise for resale. ., . 0 o0 R PP
NEE & Prio:.ng merchandlse P .
- . ao e e L‘j' : L
12. Controlling merchandise S T TR P - 4
Competencies Needed by Middle Nhnagers : T
Carmiohaelld in a study recently completed (Decemoer, 1968) analyzed

the activities of m:.ddle nanagement personnel in the retall trade in=-

dustry. His study involved 15 flrms 1n SIC Group 53, Retall Trade--

General Me"ohandlse ’ and a total of 701 mddle mnagers. He 1dentified

127 core cruclal activities of retal,. mddle nanagers. By “core crucial“

he meant activities that were reported crucial to ;;oo succass by half or

more ‘of" the. retail middle nanagers. The 127 activities were ola ssified

. under ten competency areas, &8 follows o
Selling o . ’ "
Sales promotion - - . °» PP S P L
Buying
Ope ra tions e S e e
Market research . , P S I
Mene gerial-~Planning ST
Mana gerial--Directing R A P B ‘ N
Mane gerial-=Coordinating i S
Nhnagerial—-lnnovating ol S, TN S
Managerlal—-Controlllng _ ) o

An Analzsis of Aotiv:.ties of M:dele

]'QCarmichael » John Heotor.
. ‘Mane gement Personnel in the Retail Trade Industry with Imgln.cations for

Currioculum Development in Post-Secondary Institutions, A research projeoct
conducted with support from the Je. L. Hudson Company, Detroit, Michigen,
and the Research and Development Program in Vocational=-Technical Education,

Mishigan State University, East Lansing, Michigan, 1968. .
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Tt is interesting to note in passing that Carmichasl found that the 11
top-ranked Selling act1v1tles, although Pustomar-orlented, relote to
gatisfying customers, rather then actually selling to them. Direct

customer sales efforts are mpde by rank and file employees. The mid-

3 mensgers served as a backup to handle complaints and to insure oustomer

oF *

gsatisfactione

By way of illustration, the top core crucial activity'within eagh
competency area reporyedbeﬂtpg‘greatest numbgr of managers igkas
follows :20

1, thdlihg';ustdﬁer 6omplaihfs (Selling)

. . 2 Presenting the firm in a favorable image (Sale@ Promotion)

!

| §§quetermining appropriate quantitles to order (Buylng)

1 ;. 4e . Developing and applying measures to prevent store shrznkagp
(Gperations)

; 5. Determining consumer demand (Market Reseeych)

"B Follow1ng instructions from supervisors (Nhnagerlal—Plannlng)

‘7. Making proper, timbly‘deéisions (Mamagerial-Directing)

" '8« Keeping superiors informed (Managerial-Coordinating)

9. Handllng responsioi bilities that cannot be delegpted (Manageriale-
Controlling) .

-

g' 10. Searching for ways to make my pos1t10n more effective
- (Mena gerial=-Innove ting)

' Another researcher, Buckner?l classified the retail store executives

he studied into 12 funciiomal ‘olassifi sations, s followss

21Buckner,’iefoy“M. A Studv of the Characteristics and

of Retail Store Executives and Their A raisal of the Competencies Needed -
EzﬁTheir Successors, George Wiashington University, 1966, doctor's thesise

LB . e i

T
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Merchandise managers . e | ?
Assistant or dlvlsional merohandise managers St & :
soOBUYeTS it e aelle el
~ + . Sales.promotion C e e e L » ;
Store operation managers | : -0
Store managers : e S S R
Assistant store nanagers e B e AT T T e SRR A %
Branch store managers .
Chain store managers T e 7 {

- . s
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His findings feletiveJﬁe the areas of knowledge and’ the cuurses needed by

executives ‘will be treated later in txlS report. e A

Parsonsl Competencies Necessary in»Distributive_ Occupations )

A

Perhaps more attentlon than has in the past should be given to the

development of nersonal competencles. It 18 poseiole that these may be

S S B

of cons1derab1y more 1mportance for success than nossessing certein \
knowledges and understendings. . . ;
'+ ». . Some attention has been given Wto,pe_rsoml qualities needed by man~ »

agerial personnel.;-Kunesmiller??,found-that thq}nqrersugpessful owners

of smell business, as contrasted with‘;egs%spceeseful;executives, were

syt

43

" charaeterized by certain personal queliﬁiegags_qete;p;negypy'e.structured~

PERTY

. M S .
. b3 -

.wF PR I A Y

et

oojeot1ve Rorschach Test. These were:s

o

More extensive range of 1nterests N ;

.

. .Greater ability to direct attention upon the.prqeleneet hand ;

Greater sansiyivity_toithe'pppulgr, aceeptedkpgint‘ef'yiew | - %

22guneemiller, Charles Fe Recognized Bducational Needs of Indepen= -

dent Reteil Store Owners in Selected Cities in California, University of ]
.tSouthern Callfornla, 1961, doctor's +hg81s, page 318. e
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Greater self-confidence
Greater tendency to accept social.respoﬁéibility
Acceptance of governing roles of;behaviQr:iﬁéébéiety
Greater inherent activity potential o
Based on his study, Bﬁckﬁéf23Aidentified.iﬂqpefSQnai qualities needed
by future retail store executives.‘ Tﬁeijiye#ﬁfj%ﬁ@ifpﬁéteen that seem
most important are the following: ~*.jff,5?i;;ff::_f o
T i :a;AStrongrleadership ability
r e 4o Breadth and depth experience in retailing
craie o +:Ability to get along well with people
- Aggressiveness and drive
Initistive and willingness to work long and hard

B TR
B S - N

'Gtherﬂddmgétenéies'éhaﬂNHelp Assure Success

LR EE s S R SR

In the identification of competencies needed for success in the
... business world, findings of some research related bto but not directly
concerned with the field of the distributive occupations may be of

assistance. Gregnezh“in‘his‘study of the arithmetickcampetencies needed

by junior college business graduates in Georgia, identified 16 out of L6

arithmetic competencies considered to be most important by the business-

% men who were contacted. These include facility in and understanding of:
| " addition o o
‘ subtraction

multiplication - .. o e

division - L

Ve

L3

23Buckngr, Leroy M. A Study of the Chgggcteristig§‘and Qualifications
of Retail Store.Executives and Their Appraisal of the Com etencies Needed
by Their Successors, George Washington University, 1306, doctor's thesis,

B T T O A

% page T1»
: 2’1*(}reene, J. Hubert. What Are the Arithmetic Competencies Needed by
Junior College Business Graduates in Georgia, New York University, 1962,

doctor's thesis, page 77s -
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percentage .
shorteuts in the fundaméntals
decimal fractions \ ,

" ‘ecommon fractions o
averages | |
payroll earnings and deductions
reconciliation of bank statements )
ratio and proportion = S T . ¥
cash and trade discounts
business 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 accounting records and upon management's ability

to interpret and make proper use of those ‘records. Rich,25 studied 50 5

small consumer-service type businesses and found that accounting records ;

38
5

es of preparing reports

T R e,

were basically utilized for the histOrical purpos

i ‘
L A g
RN Sy BB 7

The accounting

i i

to fulfill legal requireménts,.usﬁally of a tax“haturé;

s A,

i R

utilized das a means of providing data for policy

e

gt

reéords'Were not fully

‘snformation and managerial decisions in planning and directing business

.
AN

s and -other interested parties. ]

-

performance and in reporting to owner

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

et s A
SRR YRR

" records should provide data about the following:~

EO

. Establishment of standards. What constitutes an acceptable
‘level of performarnce? | \

2. Determination of actual performance. 'What»wéé actually w
© accomplished? SRR - L&

Sfucads

st
E PP

% 3. Comparison of performance to standards., How.does actual 4
3 performance compare to standard performance?. = |

Records in the

- - 25gpich, John H. “The Utilization of Accounti

g  Operation and Management ST Small Consumer-gervice Type:Businesses;. |
- Tndiana University, 196k, doctor's thesis. - ~ e N T E
" . . TS 4

: AT wlod . . |
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L. leferenoes between performance and standards. What .are the
1mportant differences between actual performance and standard

T performance¢ . (AT o
o R AT TR -s;x-«r,\;w;ﬁ Lo ey
rﬁﬁS,, Porrectlve actaon.: What correctlve actlon could be 1n1t1ated‘?26
o e - P
U & general Rlch found as have other researchers who have glven d
) attentlon to the ﬁse of accountlng reports in the management of small
buslness enterprlse, that accotntlng records are often not de31gned for~
or fully utilized as ‘a means of prov1d1ng data for pollcy 1nformat10n
}and.menaéerlal declslons 1n plannlng and dlrectlng contlnulng bus1ness
K peratlons.% Indeed, Qany flrms do not prepare flnanclal statements that
J; really 1ndlcate the flnanclal health and proflt status of the company. "
% It would seem that attentlon sheu~d be glven to developlng on the part of
é students who de51re to enter, succeed, and advance in}the fleld of |
ET ' distrlbutlon some understandlsg of the establishment of an efflclent
é system of accountlng records,,and the ab111ty to make proper use of
; }ﬁthose records as the ba31s for declslon maklng. o :fT Jhly
1 e . et ’ Si b
i % : LEPRANS N . i o B 24 AL AN
j e RN SRR R TR : i
i s Co : et
; . vt li syt . 3
é . ki A T AR I . . R N Sif ;
i*‘g RSN AR
f RER * v E : o K .
g : . e | 4;1 LT ;
] 7 L R [ .
261pid,, page 172, SR S TR SRS R,
s 3




A
TP R A R B VR A A TR

PART THREE

Preparation for the Distributive Occupations
SRR _ :in the High School = General Con51derat10ns

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

cuszs in detall‘what should comprlse the dlstrlbutlve educatlon ‘course in

the high school. Meny states ‘have syllebi and currlcular or coordinator!s
guldes prepared by commlttees of quallfled teachers of the distributive
subaects and publlshed by the varlous state Departments of Education.

An example of these is the publlcatlon, Distribution 1 1&2 llab

publlshed by'the Unlver51ty of the State of New York and the NeW'Ydrk
State Educatlon Department. The Bureau of Vocat10na1 Services of “our

~own Connectlcut Stste.Department of Educatlon has publlshed and made

avallable a Dlstrlbutlve Educatlon Coordlnator's Gulde. Syllabl and

guldes of thls nature deflne and set’fbrth the goals Of distributive
education at the hlgh school level, deal with “the role of the teacher—
coordlnator, and dlscuss and suggest the progranxof 1nstruct10n
(including currlculum.and suggested content) They also of fer 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 Occupations?

] ~ Distributive education, as defined in the Connecticut Coordinator's

Guide:

is one phase of vocational educetion. It is a training
] program which prepares persons for careers in the retail,
E wholesale, and service occupations.27

27pistributive Education - Coordinator!s Guide. Bureau of Voca—
tional Services, Division of Vocational Education, ion, Conneecticut State
Department of Vocational Education, Hertford, 1968~1969, ‘page 2.
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This definition suggests that such training may be of fered 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 schocl, post~high 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 some facets in the industrial area.
The program is concerned with people engaged in dis-
tributive occupations.

It then goes on to define ndistributive occupations” as those occupa-

tions that are

followed by proprietors, managers, employees, and pro-
spective employees, engaged primarily in or training

for, positions involved in the marketing or nerchan— -
dising of goods or services. Such occupations may be
found in various tusiness establishments, including,
without being limited to, retailing, wholesaling, manu-
facturing , storing, transporting, financing, and risk
bearing. Uistributive occupations_do not include trade,
industrial, or office occupations.29

what Should be Included in the High School Program?

Considerable use is made, throughout the United States and in the
étate of Connecticut, of advisory committee personnel in an attempt to
keep the natufe 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 th

keeping instruction pertinent and up to date, Feedback from graduates

28Distributiog 1 and 2 Syllabus, The University of the State of New
York and the State Education Department, Albany, 1965, page 2.

29Tbid., page 2-3.
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Some schools throughout the country feel that, in addition to basic

information for students preparing to enter the distributive occupations,

G T I S R T S S NS A S MR B R s

] © ' ’'more advanced knowledges, abilities, and understandings can be developed.
, ,

e
53

Johansen,3 in his evaluation of high sphoolvdistributive education

programs, found schools oiffering instruction in five basic areas of

R D B R

distribution: merchandising, operating, control, sales promoticn, and

2 AP TSARND A

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 “
Mall and telephone orders

S OB A LA 0

P Tt Toa gt TR e L it

Operatlng
Invoice control and checking C
Receiving and maerking ,
- Stock handling and storage R .
" Inspection and dellve:y -
" Ad justments
Customer services .
'Malntenance and housekeeplng .
Control L

.

‘Sales and order auditing

Accounts receivable and payable
Credit and collections ,
Inventory control S e
Timekeeping and payroll

Finance

32Johansem Harold D, An Evaluation of the Federally Reimbursed
Distributive Education Programs in Iowa ngh Schools with Specific
Reference to the Evaluative Guides as as Developed by the National Study of
Secondary. School Evaluatlon, Unlver31ty of Iowa, 1963, doctor's thesis,

33Ib::.d,, page 31.
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/ Sales promotion ‘ ' . ¢
Advertising preparation and media. .. .. g
Special promotions o 5
5 I R . Window and interior.display . ... . .fz oo 4
- : Comparison shopping | *
¢ .. . .. [PExoployment (recruiting, interviewing,, Jplacement, and records) g
‘ fpaining and customer policies |
. . Promotions and transfers .. . .. L.J'ﬁ;.ﬁph,_ Lt 3
[ Wage admlnlstratlon - ' ' i
i :
A rather good 1nd1cat10n of what’ 1s, or wh&t quallfled persons feel 3
‘ 'should be taught in hlgh school dlstrlbutlve educatlon mlcht be obtalned J
'by examlnlng two maJor sources (1) the currlculum or coordlnator's
| gulde and (2) the basic textbooks used 1n the program. | | | ;
4 - .
Accordlng to the Conrectlcut btate Department of Educatlon's | 2
Dlstrlbutlve Educat 1on Coordlnetor‘s Gulde, 1t is, suggested that '
instruction be prov1ded 1n Distrlbutlve nducatlon I in the followlng ,;
! units and major areas: . o oo it ioarl 4
) I, Personnel o L " ;
he Self ﬂnalys1s as-a Step Toward the “brld of Work ;
B, Development of Pérsonal Character;stlcs for Employability
C. Education for Distribution . BN |
D. Planning. Occupdtlonal Goals .in: Dlstrlbutlon
E, Securing Baployment in Dlstrlbutlon
F. HEuployment Orientation - 4
-G, Development of Goals for Se1f~1mprovement i
II. Selling J | i L 7
A, The Customer's Vlewp01nt in Selllng |
B, Kinds of Employment in Jlstributlon 7 :
C. Self-Service Selling e . 3
Product Information S
i, How Products are Packaged and Tested to Increase Sales _ il
-B Product Informatlon for Selllng Efflclently | .
o IV - Sales Promotlon S | e ]
v TR, How Distributive’ Bu31nesses Promote Sules”through ' .
) idvertising and Visual merchandlslng s | :
G - B, Using ndvertlslnb as a Selling Aid: - 2™ - ;
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"nerchandlslng

Ao ‘How Mathematlcs is USed in Distribution

Marketing Process

“VIL.-

. The Importance of Distribution in our Economy
B,' Channels of Distribution '

Organization ‘and Operation -

A, How Distributive Bu51nesses Assemble Goods

B, Kinds of Distributive Businesses L
C. How Credit Serves the Customer and the Distributor3

It is suggested that Distributive BEducation II, taken hy.stqdents

o

during their senior year, include the following:

Personnel

&, Progress Reports and Emplqyer Evaluatlons

B, Huwusn Relations in Business
C. Job Evaluation Related to Ind1v1dual Development

Seliing

1L,

III.

“A, Blueprint for Retall Selllng

B, Sales Demonstration Selling

¢, hdvanced Selling Techniques in Specialized Areas
D, Sales Presentatlons 1o Groups

Product Infonmatlon

A, Standards, Grades and Labels

B. Ind1v1dual Produét Informatlon'workéhop (Durable Goods )

-

Sales Pramotlon

v,

‘A, window Display L et
B, Interior Display

. ¢, Advertising layout and Copywriting

D. Marketing Research Project
eE. Dlsplay Prlnclples and .Techniques -

Merchandlslng

A, Merchandising hath e
B, Merchandise Plannlng and Stock Control ;

VI, larketing Process

A, Distribution in a Free bconamy
B, PFunctions of Marketing .
C., Trends in Distribution

34Dlstr1but1ve Education -~ Coordlnator's Guide,

tional Services, Division of Vocational Education, ion, Connecticut State
Department of Vocational Education, Hartford, 1968-1969, page 32.
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VIiI, Organization and Operation -
© ¢ 4i, Stockkeeping on the Selling Floor
B, Sales Supporting Activities and Customer Services
C. Kinds of Consumer Credit
D,  New Practlces and Methods in Consumer Cred1t35

Importance of Basic Textbooks in Distributive Educetion.;

; 'An analysis of'the;ccntect of the‘baslc teitbooks 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 hlgh school dlstrlbutlve educatlon courses. This is true even
when taklng into account the ?act that most teachers ‘use supplementary
materlals to enrlch the course offerlngs. | J

Martin,36 in his analysls and evaluatlon of selected distributive
education, recognized the 1mportance of the basic textbook in the
instruction process, In hls study, he examlned selected dlstrlbutlve
educ tion textbooks to. aetermlne and analyze the faets, prlnclples and
concepts presented.' On tne baSlS of the stuay, Mprtln noted that
auch moroe atteation should be giveng,pafticularly in the Study of retail
store salesmanship, to the consumer v1ewp01nt.iﬂs+udents should be
indoctrinated with the phllosophy that: retail store "salesmanship is

something to be practiced for, not on, custgmers,23z,andﬁtextbooks should

E % - - e
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% Ioid.s page 34.

36Mart1n, Craig T an Analysis and Evelcatlon'of the Retail Store
Salesmanship Content of Selected Distributive hducatlon Textbooks

Currently Available for Use in the Public High Schools of Upstate New

York, New York Unlverslty, 196~, doctor's thesis, - et
371b1d., page 151. B Il SRR N L
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reflect this point of view, The important aspect of Martin's study,
for our purposes here,ihowever,.is the importance he attaches to the

textbook as a basis for learning.

as a part of the present investigation, an attempt was made to

determine those textbooks generally used as basic texts. Those texts

are identified on page 41 of thls study.. An examination of these
basic texts dealing primarily with distributive subjects (retailing,

salesmanship, and advertiéing) indicates that the following units and

b

. T v

K

toples are considered:

o

o

Retailing

sAls

Development, growth and opportunities
V"hat makes a successful retailer.
Store policies and system

. Knowing the merchandise

i Preparing the merchandise for sale

3 Succeeding in selling | :
he consumer consultant

b - Visual merchandising
. Sales promotion
& Customer -services

Fashion merchandising
The changing market :
‘Store location, layout, dnd organization
- Buying principles and practlces
Pricing L
. Accounting and control 2
Personnel managenent | : g

i Salesmanship

Topics covered in all basic texts!

The techniques of getting a selling job
The .telephone as a sales aid = = 7
. Closing the sale \ : i
Finding customers
Ethics in selling
Why the customer buys x
Personal qualities for store salesmanshlp
Conducting the presentatlon
Handling customers! objectives
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. - . Product knowledge E
The seller's arithmetic skllls :
Customers! special buying problems v
Topics covered in some but not all basic texts: f
Foundations for selling - “

Sellins additional merchandise
. -+ -Rlecording the sale
lMerchandise knowledge for salespeople
Care of merchendise '
fids to selling~store display
Rating the salesperson . IO R -
Compensating the salesperson

2t o ~,
GRS

O A O T TS Kerre s

Selling as a career g
Selling in our modern economy i
The salesman's market environment Lo 4
Types of selling jobs z
Opportunities in selling 5
Organizing your sales presentation |
Making the approach : ' .
Selling more to your customers 2
Direct mail as a sales aid 4
Mansging your sales time 4
A career in selling ¢ e
Patterns of distribution .
Deteruining customer demand 5
The salesman's company and its pollcles i
The seller's arithmetic skills 4
Getting ready to meet customers 7
Analyzing customers! wants |

Sales promotion

lass selling through written communlcatlons

Selling by radio, television, and other group presentations
Business law and the salesman »

Regulations of selling practlces

Sales management

et s g e
SRS R R A AT R G

i e s s
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Advertising
Topics covered in all basic texts: ,%
‘Advertising for the large retail store %
advertising for the sm2ll retail store R
Attention and interest through tradeqmarks, brand names, E

slogans, and labels r
Radio and television advertising -
The layout
Headlines and illustrations
Determining consuwner demand
Purposes of sales promotion and ddvertlslng
advertising marches on
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X
N

) Topics covered in some but not all basic texts:
4 Who pays the wvast advertising expenditures?
; why people buy
3 The selling process
@ Convertirig readers into buyers
; Type and printing
% Engravings snd plates
3 vt . .. liediums of periodical advertising
] | liediums of mass advertising
3  Mediums of direct advertlslng )
4 " Phe advertising campaign t
A Advertising for the mail-order house
1 The sales letter
? ) Distribution and seles promotion L

Heonomic setting of distribution ;
Responsibilities of distribution ‘ - 4 : !
' Channels of distribution =~ ’ o g §
narkets are people r o . ;
[iarketing strategy o o o )
Influencing consumer buying decisions = ‘ :
Sales promotion and advertising I

.3cope of advertising = - s e e .

:
now ey

R S s

; "The magic of color :
; L L Periodical media . i
; jiass media ’ ’ %
1 L Direct-mail media : L. I
é The SQles-promotlon compalgn -
g . Direct-mail marketing ;
| f
g 4 3
% It may be assumed, then, that the high school student taking r
g ‘Distributive Education I and/or Distributive Education II has had the

; Z. .- opportunity to obtain knowledges and understandings and-to develop the

1 .

1 ‘‘abilities reldted to the areas of ‘study listed, -

] 2 T S R :

£ - : . : 3
. 7
e i # P # -
g;: 3 3 [ ) ‘fa
E E
3 - ) i
I 2

o et e X e By e L S e

N L T e e o T e A g TR IR L TSRS




e
.
#|
3
-
K

)" o
e
b
.

l,’

o g1a o
syl

sl

R AT

crsre B i,
ST

bs
s
4
167

;

Aum i

sty e

foiis

TRVTRAL
A

haif of the high‘school'greduaﬂes eﬁper.sémefform of emplo

ce T
.

-

An 0verv1ew of
Preparatlon for, tne Dlstrlbutlve OccUpatlons
in Connectlcut's ngh Schools

Because of the coneﬁenfhdemaﬁdnfof'@ofkers jin the distributive occupa-

tions, this field of work Offefs:éxQellent opporturiities for the young

person who does not wish to Gontinue hiéjforﬁeiieducéiion beyond high

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

yment in the

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

tive occupations through seeklne and obtainln empioyment as retail sales

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

A number of students, however,

o ]

programs or throuvh experlence on the Job.

are able toobtain wﬂmatrainlng for the dlstrlbublve occupatlonq as part

of thelr high school educatlon through Programs commonly known as dlS—

tributlve education. L S :
. Distributive education in the State of Connecticut has experienced

‘rapid growth.  Since the inauguration qf_the,iirst_highrseboql distributive

education program in Hamden High. School in 1938, the. program has: pppv_ided

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 distributiveveducation

programs, 4o make available to students certain courses, such as Sales—~

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

some elementary knowledge of the field of distribution.

©
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In order to cbtain up-to-date background information as a basis

‘Por this study,.a limited: survey was undertaken of soie of the re-

" " presentative distributive education programs now operating in the high
schools of the state. :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

4 ~ supervised cooperative occupational experience is 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 4
which to record responses of the teacher~coordinators with whom the ’

]

jnvestigators talked. A copy of the interview guide appears in the L

appendix. | | | o | |

% . r

| |

4

The Organization of the High School Distributive Frogram

&

The student who wishes to prepare for a distributivg,gccupation

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

with the Junlor year (llth grade), he may take Dlstrlbutlve Education I

and as a Senlor he may take Dlstrlbutlve bdvcatlon II. In the maln, ' 4
practiéally-any‘student,shewing'anuinterest in-prepar@ngufqr‘the field \%

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

. however, students are required -to fill out,an,app}igation}when‘app;ying f

Pop Uistributive Education II. : The information 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 %
é the students that enter Distributive Education II, whereas most others ‘%
permit students who show a real interest in diéégiﬁﬁtibn to enroll in §

Distributive Education II. %

!




Students enrolied in the distributiVe education programsﬂére not

required to take any non-distributive courses that would. contrlbute to

t

vocational competence, However, teacher-coordlnators encourage students

1

to include in their high school programs one or more non—dlstrlbutlve )
‘courses that they believe contrlbute greatly to student preparatlon for .
'distributive occupations. Among these courses are: . S
1. General Business - |
2, Typewriting I - 0 . a. oo
3. Typewriting II - o |
L, Bookkeeping I =~ . ‘' . ,..4 .;’ S va,;
.5. Bookkeeping 123 . e  ~, e e
6. . Data Processing R . - 2-" ”
7. Consumer Economics '
8. Office Machines
9. Buéingss Léw . ’
10, Business Math
11;*'Puplic Speaking
Objectives of Hich School Distributive Education in Connecticut
The purposes ana objectives‘of-the.individual programs iﬂ
,‘Connectlcut's high schools are stated 1n dlfferent ways and with
dlfferent emphases. Perhaps the obJectlves as set forth in the Lyman
. Hall High School program 1n Wall:mgford aretyp:.ca.l of those for most )
" high school programs. - i o R N ‘
A, Primary Objectives - | R |
'~ 1, Introduce the student to ‘the field of dlstrlbutlon 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,will-make him
aware of the varied opportunities in distribution.: )

- B¢+ Secondary Objectives,

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

- 2. To promote the development of desirable traits and character.
3. To promote feelings.of self-respect and self-achievement.
L, To promote a positive understanding of employee—-employer
"relationship- L oo . , o
5, To promote student guidance including vocational preparation.
6., To promote co-operative attitudes. ' -

Primary objectives which concern themselves with the provision
of educational experience and information are divided into 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 éerviéevénd 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 ¢lassroom instruction, the student gains a

. realization of the importance .of these.facets,offhi§,personality
as it pertains to his werk. L - )

}&2

M . e . . .
- . - .. RN

The effectiveness of distributive education on the high school
level will be determined by the primary and secondary. objec-

. . i

tives set forth by the teacher-coordinator.38

S T
. Ve A P

Units of Study in Distributive Bducation

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

. understandings to prepare them for the distributivg,occupatioqs,«ceytainr

areas or units of study are commpnly,included;in}tggﬂqispributive educa~

"tion programs around the natiqn.,,&ccorging;gg,Tgpngszephgp,,and_Fyeaman

“these include:

38Business Curriculum, Iyﬁan Hall Higﬁ;Schbcf;‘ﬁéllingférd,'**

Connecticut, 1963-196L. <o i
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‘f Salesmanship (ingluding actual sales demonstrations and the pre- .
. paration of a merchandise manual) 7 i T
% ' “Buying GOods‘(inclhdiﬁg'determination“of what té,buy, markets, ) |
| ‘services of buying offices, techniques, -and terms) .
; Receiving and Marking Goods (includingupficing, coding, stock work,

| routing, ete.) - - - :
ggf N 7S£6rg A?ithmetic (ihcluding“computgtion'df ipyoices, open-to-buy,

. ~"stock turriover, markup, and markdowns) . '

m% Stock Control (including inventory and unit ‘control)

3 ‘ N ) . . .‘

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

| -effective selling, such as attractive color combinations, lines that

~ﬁ minimize height, or appropriate groupings) '

§ , " Textiles (including sources, manufacturing processes, techniques

1  for identifying, synthetics, and so forth) -

g : Diéplay'(includihg grouping, lighting, backgrounds, and so forth,

| © with consideratle experience in building displays)

i 'Adﬂértising,(ihcltding nediad; evaluation of numerous advertise-

) ments, visits to newspaper offices, writing of“advértisements)39

ﬁ "Basic Téxts,Aré Tmportant Guide to Content

E Although other classroom and outside‘activitieé’provide enriched

é knowledges and understanding relative to the field of distribution, in
ﬁi ‘the main most basic information is imparted through the text and other

f ‘{nstructional materials made available to and required of students. It

E "is possible, then, that the textbooks required of students give an )
? jndication of the knowledges, concepts, and understandings obtained by

% the students. ;BaSic téxt materials generally used in the distributive

.% education program are indicated below: .

Aé 39Tonne, Popham and Freeman, Methods of Teachin: Business Subjects,

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

Ii - e -3

K ’ N
{ .

LO

| Orientgtipn;(iﬁcluding how to apply for a Job, record Salés, wrap
merchandise, and conform to rules of the store in which the student is
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Dlstrlbutlve Educatlon I

John W. Ernest and George h. DaVall. Salesmansh;p_Fundamentals, (New
| York: Gregg Publlshlng Company, 1959 » '

Robinson, Blackler and Lovan, Store Salesmanshln 6th edltlon (New York*
‘Prentice~Hall Publlshlnu Company, 1966). -

Rowe and Carroll A, Nolan, Fundamentals of Advertlslng, 6th edltlon,
“(New Rochelle, New York.' Soutd-uestern Publlshlng Company, 1957)

John W, Wingate and Garroll A. Nolan. Fundamentals of Selllng, 8th
"+ edition, (New Rochelle, New York° South—western Publlshlng

Company, 1964).- 2

Distributive Education II

~John W. Ernest and George M, DaVall. Salesmanship Fundamentals, (New
York: Gregg Publishing Company, 1959) . R

.Garroll A, Nolan and Roman F. Warmke. Marketing Sales Promotion and
_ Advertising, 7th edition, (New Rochelle, New York: South-Western
* + " Publishing Company, 1965). .

» A

G. Henry Richert, Warren G. Meyer and Peter G. Haines, Retailing
"~ Principles and Practices, Lth edltion, (NeW'York' Gregg - Publish-
ing Company, 1962)., « = = -

Shllt, Carmlchael, and Wilson. Business Principles and Management,
(New Rochelle, New York: South-Wiestern Publishing.Company, 1967).
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Use of Supplementary Materials Enhance Student Learning @ "

: ¥ FEE PR

In addition to the basic textbooks used to provide students with

>
C oA s e

“the basic xnowledzes, concepts, and understandlngs, hlgh,°chool teacher-

B

coordlnators of dlstrlbutlve educatlon make use of many supplementary

$ * - Feo,
materials to enrlch the students! educauLonal experlence and‘to glve them
a deeper understanding of various aspects of the field of distribution.

Among the items used to enrich student learnlng are the follow1ng~

Aspley and Harkness., Sales Managér's Handbook, lOth edltlon, The Dart-
" nell Gorporatlon, 1965, -+ - SR

»

% o Marketing in-Qur Fconggy, The - University of:.Texas, Division: of Extension,
3 Dastrlbutlve Tducation Department, Austin, Texas .
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Rath, Tapp ~nd Mason. Case Studies in harket1ng,and Dlstrlbutlon, The
Interstate Printers and Publishers, Inc., Danv1lle, IllanlS, 1965,

Basic Fashlon Tralnlng, The UnaverS1ty of Texas, Division of Txtension,
Industrial and Busmness Tralnlng, Austln, Texas.

Shoe Manual, Texas Educatlon Agencv, 'Vocational Tducatlon D1v1s1on, The

Unlverslty of Texas, Austln, Texas.

Merchandlslng, The Unlvers1ty of Texas, Division of Extension, D1str1—

butive ducatlon Department, Austin, Tﬂ*as.

Let's Sell Ready-to-Wear, The University of Texas, D1v151on of Extension,
Industrial and Business Training, ‘ustin, Texas.

'Hardwares and Housewares Manual, The Unlverslty of Texas, Division of

Txtension, Industrial and Business T:-ining, Austin, Texas.

Retall Credit Fundamentals, The Un1vers1ty of Texas, Division of Exten-—
sion, Industrial and Business Training, Austin, Texas.

Dlsplay Selling, The National Cash Register Company, Dayton, Ohio, 1959.

_ Maklnﬂ Your Windows Work for You, The Natlonal Cash Revlster Company,

Dayton, Ohlo, 1959.

- Bales Promotlon, The Unlver51ty of Texas, 'Division of uxten31on, Dlstrl-

butive Education Department, Austin, Texas.

Junior Department Store Operation, The University of Texas, Division
“of Extension, Tndustrial and Business Training Bureau, Austln, Texas.,

Drug Manual, The University of Texas, Division of Extension, Distributive

Education Depavcment, Austin, Texas.

Floristr R The Uhlvers1ty of Texas, Division of Exten31on, Industrlal and
_Business Training, Austin, Texas. :

"~ Your Opportunltles in Retalllng, Strayer Junior College, 601 Thlrteenth

Qtreet, N- No’ T’\I&Shlngton, Do Co

Scott, George. Your Future in Retalllng, Rlchards Rosen Press, Inc.,
New York, 1961. . . . . .

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

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

street, Chlcago, 1111n01s.

-

Teletralnlng for Bus1ness Studnes, Atlantlc 11elegraph and Telephone, 1965.

 Advertising Presentation, Second National Bank of New Haven, Connecticut.

i L S 1




L3
Retail Advertising Week, Milton B. Conhaim Company; -101 Fifth Avenue,

. New York.

e

New Haven Market Project, Southern New England Telephone Company, New
Haven, Connecticut., oINS T

The Retail Managers Magazine, National Retail Merchants Association,
"Inc,, 100 West 31st.Street, New York, N. ¥., 1968..

. . .Produce-Care, Preparation and Merchandising, (a,kit),nlpstrugtional
Materials Laboratory, Distributive Education Department, Division
of Extension, The University of Texas, Austin Texas.
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" Provision for Cooperative Occupational Work Experience

Solution to the problem.of’combinihg theo?epical and practical
.education seems.to depend on some form of coopepgtion between school and
business, . In order to give an impetus_tqvﬂrainipg fop,distributive
- occupations, the George~Deen Act was passed by Congress in 1936. Under.. ...
this act a little over a million dollars of E?derg}ifupdsgwas allocated
_for this type of training. Local programs were inau%watgd for jc.raining
. high schobi students on’a_co4operapive.basis;and fbr.in—service,training
of workers engaged in some form of distribu#?on.  Today!s co-operative

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

hazard arrangement by'which*sthdenté got eiﬁvrieﬁbe‘by doing voluntary

~work in the school office, going downtown to help dpring tbg»nush

season, or mimeographing the songs for the,PTAvmeeting:{i
é o . There are difficulties involved in cofgperaﬁ%vputrgining aé»there
é . .- are. in all other kinds of human relationship:,61):busine§smen are not
% - always willing to co-operate, (2) some school administrgtq:é:qunoyl
g like the vardation fr°m~th9r§esy}a? program,:anq (3) parents §ogetiges
g - ,oﬁject,-uiet the valﬁeguare such that these diff%gglties shouidvnotlbe
% permitted to affect seriously the program. Without someforﬁ of
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" of a distributive nature.

- The Work Distributive Education Students do on the Job

A T RS AP S M S CR ) R Sty S e S

co-operatlve program.ln which the student can comblne work experlence

and” study, dlstrlbutlve educatlon'would be much less effectlve 1n the

-

s on

secondary—school program.
In the main, all students that are enrolled in Distributive

Education I in the high schools surveyed are required to work a minimum

zof‘gOd héurstduriné,thévschool year, Two of the high schools recommend (but

do ‘not regquire) that students enrolled in Distributive Education I
obtain some type of co-operatlve or other occupatlonal work experlence.

The co-operatlve or other occupatlonal work experlence is arranged for

'and superv1sed by the school in almost every case.

" Some of the high schools hiave a school store under the contrcl of

'the:distributive education teacher-coordinator. A school store helps

make meanlngful all the units of work if it is operated by the’ students
:and 1f it is closely co—ordinated with the work of the distributive

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

experience in sales,funiﬁ'COntrol;fcééhiéring, and many other activities

.
e e
. ‘;"_,‘"".

R

.ThOSé.stﬁdéntsiéngaged in distributive work do many different jobs.

Among the jobs to which the students are assigned are: “eashiers, -

" merchandise checkers, ‘telephone operators, adjusters, supervisors, credit

nmnagérs;‘floof'managéfs,'bdyers; comparison shoppers; elevator operators,

delivery workefs,:péékage wrappers and package sorters, markers, stock

clerks, wrappers of various types, advertisingz workers, advertising’

“artists, layout men, display artists, sign writers, and window trimiers.
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" Tt can be seen that high school: distributive education students are
provided with opportunities to gain a lookhatfand;experience in a.number
of different types of distributive activities.

One of the questions in which the interviewers werehnarticﬁlarly in-
terested dealt with the kinds of jobs or positions distributive
education students were able to obtain as part of their cooperative .
occupationaI experiente. Teacher-coordinators indicated that thej were
successful in getting students into such jobs as the following:. .
“‘Cashiers S

Stock Clerks
‘Sales (trainees, retail clerks)

Service station attendants

Bank clerks

Food preparation p031t10ns

Haiters P TR
. 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 invnhien the student

has some on-the—floor selllng experlence, some stock work some 1nv01c1ng,

£

etc. There seems to be therefore, relatlvely llttle control other than

3 c,.

throuuh very 1nformal arrangement w1th the employlng company, over the

vo,types or nature of the experlences that the student would have on the job.

o
Yot

Evaluation of Student Performance L T

- L

H
5" ' L]
TR

Evaluatlon of the performance of the student on the job is qulte

@lefferent from evaluatlng classroom performance.

Each school prov1des the employer w1th an evaluatlon form.' The

v\.:

4,;form 1s completed by the company person asslgned to4supervise the student
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- on the job, and is returned :to - the teacher-coordinator. The. nuiber of

" times each: student -is evaluated varies from-school to school.

Credit Provided

Most of- the-schools seem to'give>one-credit per year to students
complsting successfully Distrlbutlve Educatlon I and Dlstrlbutlve
"Bducation II. One school gives: p01nts whlch apply against the total
points needed for graduation. :.

A period of cooperative occupational'experience is required in most
instances in Distributive Educatlon II.V Ordlnarlly a total of one
credlt is glven for all work experlence, a few schools glve only a half
credit, whereas at least one school nges two credlts for occupational

experience taken as a part of Distributive Education.I and II.

I3

”T*‘7flimite&’Enr611ments in Distributive Education Programs .= - .

Of the schools v1s;ted in connectlon w1th th1s study, the greatest

'number of students enrolled,ln any one school in Dlstrlbutlve Education I

n.)

s 60 and the least number is 12 The average number of students
/;enrolled in Dlstrlbutlve ducatlon I is about 35.

In Dlstrlbutlve bducatlon 11, the vreatest number of studentsj
enrolled in any onelschool is 23, W1thll7 belno the lowest number.’ The
average for the schools visited is about 21 students.

The number of students enrolled in Dlstrlbutlve Education l and

R PR

Dlstrlbutlve Frucation II based on 1968~69 fleures proV1ded by the

,g& L]

Dlstrlbutlve noucatlon Serv1ce of the oonnectlcut State Department of

n

ducatlon is currently 2 89h Thls represents an increase of 66 per cent

over 1965—66 flgures, and over 500 per cent above enrollments in-1962-63.
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How Students Use Their Training

gserve the purposes of the program,

ucation for

One of the means of. determlnlng'whether the type of ed

the distributive occupatlons given by the high school meets the needs of

the students is to prov1de for some type of follow-up of graduates of

the program; The results of such a follow-up can give some indication to

the bu31ness community, to the school administration, to the guidance

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

butlve educatlon makes a very 1mportant contrlbutlon to the total
eulcatlon of the student.

Determlnlng'what former students are now doing, and how well the

hlgh school tralnlng they recelved prepared them for their work is part

of a good follow—up study. lso, the coordinator is ‘particularly in-

terested in flndlng out what the employers' reactlon is concernlng how

hlS former students are performing on the Job.

Sometnmes 1nformat10n prov1ded by a follow-up study is so general

| that it is of 11ttle value to the school. If the follow-up study is to

it should prov1de answers "to such

questlons 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 Jjob?

3. What machines and special equipment.are used. on the job?
L. What knowledges, s skills, and understandings do the |
employees need for performlng their work successfully? '
. Which of these did they obtain during their school
training: What did they not learn that they now feel
they should hlve oatalned when in school° o

5, What are or were the llnes of promotmon open to them’
What are ‘the knowledges, skills, and understandings
required for occupational adJustment and promotion?
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. .6,. What strengths are displayed by beglnnlng workers on:
the Job9 What weaknesses?

E
A
£
E:
4
3
Py
5
|
¢!
7

7.7 What are the desirable persorial qualifications required
. for the job? Does the employee exhlblt these° What
weaknesses are noted? o

Ead

8., 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
4 . . and offlce° o :

ST A T YT e s s By

ry v

9. What additional educatlon or tralnlng has been obtalned by 3
- the graduate (or dropout, if not graduate), what was the 2
nature of the tralnlng, and where'was 1t taken9 |

1 . 10. What types of training now gIven by the school mlght best be
2 learned on the job, and what information and skills now
1earned on the job might best be tausht in the schools‘?‘l+O

The answers to questlons such as these would be of great value in
ﬁassxstlng the school-coordlnator to 1mprove his program and 1nstruct10n
- 8o that young neople who enter the dlstrlbutlve world are better nrepared

et

to succeed on the Jdb and to advance to p051tlons of greater respon-

, ,siblllty..

f the Connectlcut schools surveyed, dlfferent means of follow—up

&

were used. Every school used some type of follcwaup of its graduates,

by i 6T

as followmup is a requlrement of the State in relatlon to dlstrlbutlve
educatioh.d 1ost schools relaed on the questlonnalre technlque to obtaln

information needed'from graduates.

Ovér the past three years it is estimated that about 50 per cent of
the studehts who have completed their preparation for the distributive
occupatlons 1n hlgh schools appear to have entered the fleld of distri-

butloh._ The follow1ng 1s a 1lst of JObS the students had entered or

40Nolan, c. A., Carlos Hayden and Dean R. Ialsbary. Principles
and Problems of Business tducation (Third Edition), South-l'iestern
Publishing Company,jﬁi’oinnati, 967, age 13.19,¢A_,,.“
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moved intc in the field of distribution:

" Credit managers
Assistant credit managers
- Bank tellers S
Assistant buyers
Sales clerks
Junior executives
Branch managers
Salesmen
Mid-management training programs

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 Program,and the Disadvantaged 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 whet percentage of his stu@ents would be considered
members of disadvantaged or minority groups. In only one school is there
2 substantial number of such students, constituting about half of the
student enrollment in that perticular program.

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

flect the social and economic nature of the community in which the high
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school is located. This is particularly true. inasmuch-as all students
living within the zeographical boundaries of a.given school district are
expected to attend the high school in ﬁﬁéf.area.“'Tﬁué;yééé would expect
to find a substantially larger percent of miﬁoripy and'&iéadvanbaged
group students in distributive programs infthq§é schoo1 édmmunitieS'which
have greater minority and disadvantaged populations in,rgiétion to the
~c6mmnniuy?s total population. . N SRR

- The question might. be raised, though, as t9 whether any special .
attempt, in view of the excellent opportﬁnit;es1£h§§feiisﬁﬂ,in;thg By
dlstrlbutlve area, is being made to acquaint such students. with the
program in the school designed to prepare students for the distributive
occupations. Teacher—coordinatprs.feel phat.attgmpt_istmgde to acquaint
all students in the school with the distributive education program

through such'means as the currlculum gulde and usual counsellng procedures.

However, it was observed that no spgpial,éffort_gppearg,to be made to

. call the program directly to the attention of students who might be

considered to. represent minority or disadvantaged groups. .. .. ..
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PART FIVE 4

 Preparation for the Distributive Occupations 1

in' the Community College - General Considerations :

4 ~ Terminal preparation for the distributive occupations at the &
o . . . E RO ;

community college level is meinly concerned with students preparing for :

| the semiprofessional occupations end for the junior or middle maneagement §
careers., A&s pointed out by Carmichael,4! a rapidly developing occupa- %

. | o !

tional program in post-—secondary institutions is the "yiid-lenagement :

C e e

cteaurriculum,  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 egonomy,‘employs more persons &t the middle manage-—
méni_lévél.tﬁan does any other industry. In addition to this, the present

‘shortage of cualified ndddle menagers is causing retailers to look to the

TR S PSP N O

poSt;secondary institution as a relstively new source of middle manage-
Tment minpower, -
In the full report of his study on the role of the junior college

ii.'il'et:’h'J':E:.:-B,t':i.on'i‘of'A‘bus:‘Lness,‘Godclardl*2 points out that the increase in

the number of semi~pfofessional occupatibns, the lack of educational

_facilities by the professional :nd vocational schools, and the reluctance ;
. . .- R . : _ . . R . E
of some of our institutions to provide suitable prograus have increased 3

¥

 Mlgrmichael, John Hector. sn inalysis of Activities of Middle

Managzement Personnel in the Retail Trade Industry with Implications for ) §
Curriculum Levelopment in Post-secondary Institutions, 4 research project E
conducted with support from the J, L, Hudson Company, Detroit, lsichigan, 3
and the Research and Development Program in Vocational-Technical Education, 1

.. Michigan State University, East Lansing, kichigan, 1968. 4
42Goddsrd, i, Lee, The Potential Role of the Junior College in ]
Education for Business, Indiana University, 1962, doctor'!s thesis, 9
page 118, o

-
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thevneed'for offéring terﬁin&l-vocétional prograins at the jﬁﬁiof.college

level.,fﬁewépés og“ib’étipﬁléteripaf sﬁéﬁ%fé%mihéipygcationalfprograms

should include

a generous amount of general education, provide coopera-
tive work experience, and bear a:close relationship to
L business and the local community. The programs should

i ‘ ... be centered around prepsration for a family of occupa~
k. ‘ ' tions instead of one specific job since the constant

' ‘modifications of business occupations may mean that the

" student will need to change positions a number of times
during the course of.h;s,employableylife,

.- Bmployers are finding that meny students who come to them d;pectky
- from high school do need additionsl schooling. ,Horton,éé_in his study
of the effectiveness of junior college terminal curricula, found that

over & third of the employers included in the study felt that, their

“tion for success in their present job, He also foqu that business
personnel with junior college training. had significaqp;yigrggteryjob
.. status, more current income, were upgraded faster, and were jore
setisfied with the rete of progress than those in business who went to

work right out. of high gphdql,ﬁﬁﬁ, EE T .V{,ﬁx_?yl

e
i
-

‘Need to Keep Curriculum in Tune with Trends

. L]
- e

In considering the offerings designed to prepare students to we’n’c.er

O T T WA
Sadatioudon

LR

 the distributive occupstions, evéry attempt should be made to' escertain

3 R N . R - hd . 3 . S RS a s PR
2 ‘ s _ N . . - . . LA . R S S R
= gy
€y R
2 IR . . Ty ‘
] N .
N L

| z:f:’iif - b31pid,, page 22 of C;ﬁ5menograph of Study;‘7l’

Miopton, Henry 4. Ad Bvaluation of the Effsctivensss of Junior
College Terminal Curricula, University of Texas, 1962, qoc§g§!s thesis,
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,employees who. had np;dunior,college,needed additional“training and educa-
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53

that the program is up to date in terms of the needs of the students and

,of the business co@munlty. This note of caution appears to be particu-

larly 1mpor+ant when one considers fne flndlng of Poland, in his study
of lmpllcatlons of 5001a1 economlc and technlcal trends on business

curricula in publlc conmunlty colleges, Based on his findings, he feels

‘that too often “a gap ex1sts between the knowledge and/or awareness of

trends on the part of business educatlon personnel in the publlc communlty

college o o o and the 1mplenentat10n of the trend into the bu31ness

LY

Determining the Type»of Distributive Fducation Needed

Tt is not always an easy matter to keep the educational program
in tune with changing needs, partly because employers do not agfee on

what constltutes the best preparatlon for the Job Unfortunately, too,

relatlvely lltble reseerch has been undertaken and completed deallng with

preparaticn for the distrlbutlve occupatlons at the coﬂmunlty college
level. Furthermore, most of the researeh 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, some of the studies discussed in this report do give some light

on at least these aspects of post-secondary educatlon for distributive:

occupations,

LéPoland, Robert, Impllcatlons of Certain Social, Hconomic, and

Technlcal Trends on Business Curricula . in the Public C_mmgg;_y Colleges

of hlchlgan, Michigen State University, 1962, doctor's thesis; page 152,
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Whatlshould“Comprise Study for Distribution?

3 4 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 ;

retajil store executives found that eleven areas of knowledge are essential

These are: B

to the performence of managerial resppnéibilities.

Accounting = | ) ‘ ;
Business math B e .

§ | Merchsndising :
4 Advertising :
Psychology ;

fietail principles and practices
Economics

Personnel management

‘ Marketing '

i | English

S TR e T e VAT

;3 Mun@gementh7 i
The qollege courses that were felt to be either essential or desirable i
? for success in retailing identified in the study include: g

Merchandise methematics . . :

4 Business English : . . ’

‘% ' Human Relations
_ . Management

£ © Marketing

3 Mathematics

] Salesmanship

¢ English composition:
A Retail store operatio
4 Economics :

] Retail bv.v;;y:‘mgl*8

; L7Buckner, Leroy ii. A Study of the Characteristics gnd Quélifica~ .
4 tions of lLietail Store Executives and Their Appraisal of the Competencies
ity, 1966, doctor's

g Needed by their Successors, George ilashington Univers

% thesis, page 69. I | . 3
: - . i
a . s
1 L81vid., page 56. | :
';,,
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A more detailed discussion of courses of particular value in the educa-

SR

tion of managerial personnel is presented by Kunesm:i.ller‘l+9 based on his

AT Soft syl

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

courses, by management areas, as fcllows:

12

Lin I R b st Sa it

Physical store management
Store location o
Store layout - - S

Forg g

Personnel management
Personnel management
Employee relations

g s
Tt B0 0

Merchandise management
4 Merchandising (buying and pricing)
] Retailing
| Inventory control -
Unit control for small bu31ness
9 - ' . Display
? Textiles and fabrics
Fitting (garments)
Interior decoration

Tt PR A Ay St

_ Sales management

i - Sales management

3 Salesmanship
Sales forecasting
Advertising

Sales psychology
Customer relations

G b

0 oror R AR e a g et oy

honey'manaoement
Retail management accounting
accounting analysis
General accounting

.‘ Bookkeeping
# Cost accounting
5 Finance

. Budgeting
. Business Taxation
: Credit management

Z ‘ Community relations
. Public speaking
. | , Public relations

49Kunesmiller, Charles F. . Recognized Educational Needs of Independent
3 Retail Store Owners in : Selected Cities in California, Unlver31ty of
§ Southern California, 1961, doctor's thesis, page 213. :




: %
i General management
: _ Office organization and procedures
3 Business administration for small business
| Business management (operations)
Business law S
. Business ethics
| Human relations = - - .
; | Psychology )
{ Marketing
] Statistics §
.E Miscellaneous
b Air conditioning engineering
-4 Economics
- English
Business machines
é Typewriting
3 Estimating job costs
d Real estate
- Work experience
? The author of that study details, in rather specific fashion, the nature
1 of what should be studied within each menagerent area.
~§ A number of programs for training persons for selected distributive
% occupations at the poétaéecohdary level sre being developed and conducted.
? The financial assistance given through the Vocational Lducation isct of
| 1963 has enabled post-secondary institutions to expand such programs.
1 According to information provided by the United States Office of tduca-—
% tion, over 21,000 students were enrolled in post-secondary distributive
. education programs in 1967, and it is estimated that over 90,000 students
3 will be enrolled for the 1969-70 school year,”0 ]
A . ;
N o & o &
The purposes of the different prograus that are being instituted :
4 and conducted will, of course, vary., In Connecticut, one of the more f
é 50Fact Sheet Vocational Education Fiscal Year 1967 Data, Bureau of %
3 sdult, Vocational, and library Prograins, Division of Vocational-Technical -
1 fiducation, United States Office of fiducation, liashington, D.C.,. 1967, 4
p page 32 ) - f
.
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carefully thought-through community college programs for students

e ol St A i T

interested in preparing for & career in distribution is that of lianchester
Community College., The aims and objectives of that program, referred é
~ to as the larketing Program, are stated as follows:

The iiarketing Program is designed to give a firm and
solid foundation of knowledge to qualified men and women 5
to have the potential for future managerial or executive g
responsibility. The program of study is correlated with
employment opportunities of the area and prepares the
student for ogccupational competency in semi~professional
level fields.?!

Subject—hatter Content in Community College Distributive Courses “ :

In an attempt to particularize the subject-matter content generally E
taught in the basic courses in distribution in tue community colleges

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

AR

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

S

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

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

A T R DA AT

stz abinsd

interested in the articulation of high school and community college

education for the distributive occupations & basis for comparing and

o e b

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

SIS B

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

Sl

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

i

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

least his basic information from the assigned textbooks. & list of basic b

textbooks in distribution commonly required of students appears on

o i

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

51gSource: ponchester Community College liarketing Program brochure,
page 2. ‘ : ‘

-
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four primary courses in distribution, it may Le assumed that the follow-

ing units and topics are developed with the community college student

of‘distribution'

- Marketing and harketlng Prlnclples. P

Topics covered in all basic texts'

 lanagement's role in ‘harketing

.The market: people, money and fashion

Consumer motivation enc behavior

"Consumer buying patterns and zoods

. Brands, packaging, and other product characteristics
Distribution structure W

limited-function wholesalers and zgent middlemen
Selectingz channels of distribution '

Selling policies and. practices

Topics covered in souwe but not all busic texts:

Merketing functions and institutions

Development of retailing and current trends

The smell independent retailer

Group activities of independent retailers

Lerge-scale retailing: chain stores and supermurkets

Lerge-scale retailing: depurtuent store, discount house, and
mail-order company ,

Direct reteiling and consumers' co-operutlves

Couiponents of our wholesaling structure

The service :holessler

wholesaling activities of manufacturers

holesalin: agzricultural consumers goods

The market for industrial goods

liarketinz menufactured 1naustrlal goods

herketing raw materials :

The coumodity exchen:re as & uarketing arency

Co-operative narketin: by farmers

Marketin: resecrch anc policies

Merchsndising or prodict develcpment.

Buyinsz policies «nd practices

Policies anc practices .concerning physical supply

Nonprice competition as a selling policy

Pricinz under diiferent competitive conditions

Marketing price policies wnc practices

‘Government relationships to marketing

Harketing in the economy

larketing of serxrvices

The industrial market

Product planning <nd development

Procduct-line policies and strategies

Distribution channels anc the retail mwrket

ketailers «nd wetiiods of operation

S
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Competitive conflicts and cooperation in dls ribution channels

Manarement of physical distribution

The promotional program

Managemnent of personzl selling

tienarement of advertising

lMarketing agricultural products
International marketing

Market planning

hAnalysis of sales voluine anu marketing costs

Marketing: appraisal and prospect

Marketing managexent and umarketing strategy planning
Uncontrollable varizbles affect marketing ucnageuwent

Gathering msrketing 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

lietailing

“holesaling and wholesalers

fhysical distribution

Development ancd manarement of channel sy stems
Promotiodn--introduction .

Personal selling -

Mass selling

“The influence of legisl-ticn cn pricing

Integrating a mcrketing program
Controlling mierketing programs
Does ni.rketing cost too much--an evaluetion

uetalllng

TQDlCS covered in all basic texts:

Recuireuents of successful retail management
Careers and opportunities in retailing
Store location

The store building, fixtures, and equipment
Store layout

Organization for effective menageirent of retail stores

Retail personnel msnsgement and human relations
Buying to meet customers! wants
lKerchandise resources anc suitable merchandise

- Negotiations for merchandise e¢nc¢ transfer of title

lMerchandise control

lferchandise management through the budget
Receiving, checking, ond marking merchandise
Pricing merchandise

5 .oa 35
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Retail advertising and display

kietail sales promotion by other nonpersonal methods

Personal salesmenship . :

Customer

Services ' |

Aecounting records anc the cost method

The retail inventory method and merchandise management accounting
Expense classification, analysis, and control

"Retail credit and collections.

Retail insurance :
Co-ordination-—4 major management responsibility

Topics covered in some but not all basic texts:

Handling sales transactions

Epilogue: ferment in retailing

retailing: its structure and environment
Merchandising--the basis for successful store operation
Basic profit -elements

How to figure profits _

How to analyze the profit and loss statenent

How to determine markup

How to average markup _

How to plan markup and 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 shortages

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-selling merchandise
How to analyze dollar sales and stock records

How to plan sales and merkdowns .

How to plan stocks in dollars. .

How to control unit stocks through sales analysis

How to control unit stocks through periedic inventory analysis
How to plan model stocks and unit reorder quantities

Salesmanship

Topics cévefed in all ba§ic texts:

The salesman's job and his qualifications

The salesmen's company

Know your company, its products, and its competition
The value of advertising and sales promotion
Planning and delivering the sales presentation
Hendling objections R

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

The role of selling in the American economy
Selesmanship: its nature and regards

Why people buy "

Know your customer

Knowledge of price, discount, and credit practices
Prospecting

Getting the right start

Dramstizing the sales presentation

A standard memorized presentation

Sales presentations illustrated

Building good will o
Plsnning and controlling sales efforts

Increasing sales volume through telephone and direct-mail selling

How salesmen are selected and trained

Starting, a career in industrial selling

Introduction to sales manageuent

The challenge for tomorrow!s salesman

The sequence of selling

Some prerejuisites of an orgenized sales presentation
Locating and cualifying prospects

Securing the interview

How to prepuzre an effective demonstration

How to overcome objections

Lietail salesmeanship

- The sales manager's job

marketing 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 custamers

Managing himself

advertising (single text)

Role of advertising in our economy and in marketing

Strategy of campaigns (basic strategy, specific purpose tactics)
The behavioral sciences and advertising
Copy--its structure and style

Visualizing

Layouts

Planning the print production

Using newspapers and mazazines

Using television and radio

Using outdoor and transit advertising

Using direct mail advertising and other media
The stratezy of media planning

Creating the trademark

s
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Packaging

Marketing research

The dealer program

The complete campaign

Advertising management

Retail advertising

Industrial advertising

Background of laws relotlng to advertlslng

Critique of advertising

A lodel Program~-harketing ianagement

iltihough no one program cap_ée set up as ideal for all post-
secondary institutions, it seems as if the program established by the
Institute of Technology (Duluth,'Minnésofa area)’? offers a complete
‘and fairly well balanced terminal type‘of'twoeyear program. Marketing
Management, of interestAto étudents preparing for“céfeors in sales and
distribution, is deSignéd”to bfeporé'students fof entry positions at the
: mid-manadgement and supervisory level in retail, wholesale, and fashion
| merchandising. Students are expected to;participate actively in national

and state student marketing-associationé, The type of positions for

S

SIS

which the pyrogram prepares the student include:

- retail salesperson wholesale representative
: retail departwent head  credit counselor/manager
. fashion sales mancger ~ public relations and promotion
] merchandise buyer . retail manager/owner
3 display speC1allst/mgnoger inventory- control specialist
' fashion buyer - fashion merchandiser
advertising specialist - sales representative
manufacture'!s sales " sales manzger
representative
Students who complete the two-year program at the Institute are often .

selected by bu31ness f;rns for t ieir menageuent tralnlng programs.

The program features three distinct fields of specialization within

> o i ot

@

AR

)ZCatdlog (1968), Duluth Area Instltute of Technology, Duluth,
Minnesota,
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Marketing Management——Fashion kerchandising, Retail Management, and ;

e L e T K P T

iholesale iManagement. 41l students in Marketing lanagement take the

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

e
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exception of a single course in the third cuarter. During the third
quarter, students elect a field of specialization: Fashion Merchandising,
Retail Management or Vholesale lanagement, The courses that all students

take during the first year include:

ARG

o

T . ' Communications I and II and III
barketing I and II

Accounting Principles
Technical lath

Business Law

Ierchandise idath

Psychology of Humen Relations
Sales Psycnology

Introduction to Data Processing
american Institutions, and
Visual Merchandising

R L R e R B A T S R PR
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During the second year, all students take these courses:

Principles of Management I and II :
advertising -
" Textiles and Non-textiles b
- Economics, and , .

Sales Management

£ B
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Specialized courses taken by students following the Fashion lerchandising
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specialization include:

N [
R e L e
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\ Introduction to Fashion lierchandising
N Fashion ihodeling and Speech :
O\ 4 Techniques of Fashion Buying 4
g | Occupational Research and .»nalysis x
L Retailing Principles :
N Electives (6 credits) 4

e

= Specialized courses taken by students following the iletail Management E

it e

B - _ specialigation inclule; ~ ]
- %
- Hetailin: Principles |

Credit and Collections I and Il 2z

Principles of Insurance
Purchasing ' 5
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Marketing Seminar
Electives (6 credits)

ind finally, specialized courses taken by students following the
Wholesale Managenent specialization include:

Wholesaling Principles

Credit and Collections I and II

Principles of Insurance :

Purchasing

Marketing Seminar

Traffic and Phy51cal Dlstrlbutlon
There appears to be no room for electives in the Wholesale lanagement
specialigation,

It should be noted, of course, that the above program'with its
three areas of sp301allzatlon :s that of an 1nst1tute of technology—~
not that of a community college. The communlty 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 tha£ might best meet the needs

of career students who expect to enter the distribution occupations

upon graduation from a two-year institution, based upon their

occupaticonal choice,




PART SIX

- An Overview of
: Preparation for the Distributive Occupations
in tbe Community Colleges of Connecticut

It is commonly recognized that there is a great demand for trained
é persoﬁnel for the distributive occupations. We have seen something of
the-opportuhities 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 exﬂénding 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 le#el than the occupations for which training is given in high
schoolé.

The community colleze development in Connecticut is of recent origin.
The oldest public community college in the state is Norwalk Community
Collége which began its operations in 1961, followed by Manchester
Community College which opened in 1963. The other community colleges

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

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

é community colleges afe being planned. Because the community college is
é 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
beén very limited opportunity to obtain helpful information based m the

work. Some information, however, obtained from follow-up of and dis-

cussions with students of distributive occupations programs have been
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. ing with community college programs in other states that purport to pre- ;
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te
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of assistance in evaluating and revising progrsms designed to build

proficiency in marketing and the distributive occupations.

Relatively little research has been undertaken and completed deal-

pare students to enter the field of distribution. A number of studies
have been undertaken and completed dealing with distributive educatlon at
the secondary school level. Ferhaps the future will see increesed
attention given to pieparation for the distributive occupations at the
comnunity college level. . o

Recent as the community college development in‘the state'of'
Connecticut lS, however, most if not all of the colleges have developed
or are in the process of developing programs to.prepare students for the
world of distribution. Recognizing the limitations of such recently
developed programs, a look at the programs, their commonalities and their
differences, and the views of tnose who head up such programs miéht
prove helpful in dealing with the broader tcpic of this study,'tne'srti-
culation of high school and college preparation for the distributive
occupations. Information rslative‘to marketing and relsted programs

in distribution presently offered in the community collewes of the state

- of Connecticut was obtained from several sources., These included an

examination of the catalogues of all existing conmunity oolleges; up-to-

‘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-duestions 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 Marketing, or
Marketing and Distribution, and has the same program status as curricular
sequences in Accounting, Secretarial, Data Processing, General Business,
ard other such majors. At least one college offers boﬁh a transfer
program in liarketing 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 tfansfer programs,

 The community college program designed for preparing students for

careers in marketing and distribution is essentially made up of three

L e e s xs g e e a e

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

WA S

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

e

eround; specialized courses in marketing and distribution, such as

principles of marketing, salesmanship, merchandising, advertising, and

AT et S

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

e,

S0

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

courses as business communication, economics, accounting, statistics, 4
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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 ordlnarlly 00 requlred for the

3

A, S. degree; the spe01a11zed courses in marketlng and distribution,’ "

T e

9 to 20 hours; and the related buelness and other courues, from 15 to

T

27 hours.* In some Connecticut community college programs, superv1sed 1

GRS B3 el S

cooperative occupational experience is a requifed"part of the marketing

program whether or not college credit'is giVen for such experience.

ERR S e
3
-

It is interesting to note that the present programs vary'wideiy in 9
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.

R Y et S T e s S0

Most of the colleges have the student take more geheral education courses

the first of his two years at the college, and more of the epecialized

DG EARE Ny A s,

and business and other related courses the second year. However, in

Exthudic

2,
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gsome of the institutions, the first-year student takes more business and

BT
R

vocationally related courses than general education courses.,

In those community colleges offering a marketing major, reqﬁired

S o i

courses offered by one or more of the colleges areﬁ

2 «*'m»",:-‘lk

Marketlng I--a Managerlal Approach
Principles of Marketing :

Salesmanship

Merchandising

Retailing

Advertising : |

Advertising and Sales Promotion ~ .
Cooperative Work Experience

5, T S

R e

S e

One or more of the community colleges in Connecticut require students R

R £

who are preparing for careers in the field of distribution to take certain

S

ooy

*Phis information based upon an examination of community college
bulletins and up~dated related materials.
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1 courses——cormses that the collsge feels make direct contributions to the
student's vocacional preparation. These include:

Accounting

1 Economics

] Business Law

1 Effective (or Public) Speaking
' General Psychology
Business uommunication
Business Management
Statistics

Math of Finance

Business Math
Introduction to Business
Business Crganization

—
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Courses that students are encouraged to plan into their programs, but

which are not required include:

3 Financial Institutions

4 Corporation Finance '

“ A foreign language (preferably Spanish) |

Art (particularly if the student is interested in
advertising within the marketing program)

E Typewriting

: Psychology

; Blueprint Reading (particularly if the student is
1 | ~ interested in an industrial sales occupation)

B>
-

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, advertising, and retailing (merchandising). Although a
few of the colleges have 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,
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that the identification of basic texts for the main courses in marketing
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and distribution and some indication of the suppi;mentéf§imaterials_

used would be helpful in determining the naturefandMCOniént of the courses
* as offered. Thus, the followlng section presénts a brief listing of the

g main courses in marketing and distribution, togéther 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.téxts listed are re-

-presentative of- the basic instructional text material used in the course,

BASIC TEXT NATERIAL

i‘ Marketing I or ?rinciples

% Duncan and Phllllps, .arketlng

3 Irwin Publishing Company (latest ed.)

- McCarthy, Marketing—A Managerial Approach (W1th workbook, case

} A approach) Irwin Publiishing Company (Third ed.)

% McCarthy, Basic narketlng—tgnmanagerlal Approach

; Irwin Publishing Company

% utanton, Fundamentals of Marketing | ;

1 McGraw-Hill Book Company (Second ed.) | ;
gg Merchandising (incl. Retaiiing) ;

. - = | :

. Duncan and Phillips, Retailing Principles and Methods 4

1 Irwin Publlshlng Company, 1963

; Duncan and Phillips, Retailing . A q

1 Irwin Publishing Company (latest ed. ) o i

; Jones, Retail hanggement ' f %

1 Irwin Publishing Company, 1965 | 4

4 . i

é : - Jones, Merchandising Problems (Math section, partlcularly) . §

i Prentice-Hall, Inc., 1967 3

§ - Wingate and Schaffer, Techniques of Retall herchandlslng (latest ed. ) . ;

3 Prentlce-Hall, Inc, 7

.




4 T
f% 1
3 Salesmanship a
g Grief, Modern Salesmanship ;;
Prentice-Hall, 1958 i
1 Johnson, Creative Selling (latest ed.) §3
South-Western Publishing Company i
? Johnson, Creative Selling i
] South-Western PubIishing Company, 1966 i
ol
2 Kirkpatrick, 3alesmanship :
4 Seuth-Western Publishing Company, 196k f%
§ Pederson and Wright, Salesmanship--Principles and Methods jf
. Irwin Publishing Company, 1966 i
4 Advertising f?
4 i
. Klemnpner, Advertising Procedures (Fifth Edition) '
5 Prentice-Hall, Inc,
' 'a
1 Although it can be expected that the basic concepts and knowledges §
] in a given course are gained through instructor lectures and from read- g
; ings in the prescribed text material, most instructors assign and expect ‘3
; the student to read or otherwise make use of selected supplementary g
; |
. materials., Examples of the types of such materials used in connection %

% with the main courses in marketing and distrit tion in the community

colleges are indicated below:

SR A S ARt

; * SUPPLEMNENTARY MATTRIALS
g% Periodicals and Papers : o g
; The Journal of Marketing

Fortune ,

Harvard Business Review : RS . " !

Advertising Age
Women's Wear Daily L |
Printer'!s Ink - R s |
The Marketing News : P " |
Business Week '
Marketing Insights

Wall Street Journal

Sales Management

Marketing Communications i




Periodicals and Papers (continued)

: Sales Executives (weekly) (put.out by Sales Exec. Club of NYC)

. Electrical Wholesaling (McGraw-Hill-monthly) -

| Marketing Insightgb(gtudents subscribe) 40 Rush Street, Chicago

% Books .

4 Arnold, Edmund C., Ink on Paper, Harper and Row .
4 Picket Pall ' g o i
L International Paper Company, Ninth ed. ;
? - Brennan, Edward, Advertising Media; |

e : MeGraw-~Hill Book Company

] - Ernest, J« We, Our System of Distribution . , 3
E Div. of Voc, Educe., U. of Calif. 3
; Texas D. E. Bibliography (1961 Suppl.) ]
; Texas Rduc. Agency, D. E. Division, Austin. %
g* . Packard, Vance, The Hidden FPersuaders, Pocket Books, Inc. L ?
f - Schiff, J. S., Salesmanship Fundamentals - .. . ;
3 J. 5. Schiff Associates |

Pamphlets and Brocliures

By following companies:

g - Gray Manufacturing Company
: ' - Addressograph-tultigraph Company . L 2
Investoris Diversified Services I z
Massachusetts Life Insurance Company

AR I IR o e A e
R

Proctor and Gamble Cases (Cincinnati)

National Cash Register materials

Fairchild Publications

R TR R SRR

% DECA materials ) o g
: Materials made available by L A 4
‘ National Sales Executives, (136 E. 57 Stréet, New York City) ]
é "Marketing Aids™ %
Sales and Mrk. Executives-International 4

630 Third Avenue, New York City 10017 . - g
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Other Aspects of the Programs

Although it is generally believed that most student learning is

brought about through regular classroom 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
progfam,'whatvtypes of supervised cooperative occupational experiences
are provided, and what types of follow-up and recruitment activities are
gmployed, 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 some general understanding with réSpéét to them,

Who May Prepare for the Distributive Occupations?

In the main, any stndent who is admissable to the community college
and who shows an interest in the distributivé occupztions may follow this
‘area of study, that ié, major in Markéting. In some cclleges, hcwever,
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 occupationzl 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 thevsnperviséd occupatidnal experience
proéraM. |

It is of interest to note that few of the college students who de~

clare their intention to prepare for distributive occupations, in the
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judgment of those college personnel in chargs of these programs, are

1 students who took distributive education in high school. None of the
communiﬁy college distributive educators interviewed seem to feel that
more than 20 per cént'df"the'pfésent marketing msjofs took distributive

educatlon in high school, and most feel that a truer figure would be .

RS R e L S RN R X

less than 10 per cent. Actually, little attempt had been made on the

RS o e
AT A

part ofAcommunity college péfsonnel to detéermine objectivély the prior
3 training of students interested in preparation for distributive
occupatlons 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 colleges recognize, for credit purposes, that

] work. Nor do most of the colieges even‘penmit_a student advanced course
standing if work similar to the college coufse was taken in high school.
In aﬁzlsast one case, however, taking a given marketing course may be
L waived for a student who has had high school distributive education if
the student takes and passes a test that indicates he has acqulred at

-

least the basic competen01es and understandings prov1ded in that course.

Occupational Experiences Provided Through the Community College

SHARC AR ks

There has been, and probably will continue to be, considerable dis—

S e e

A

E cussion as to the relative worth of the school supervised’cooperatiﬁe

occupstional experience as'part of an educational program that has as

its purpose preparing persons to enter the distributive occupations. The
3 details of this are reserved for a later discussion; Generally, though,
it is felt that actual supervised work on a job serves as 2 bridge be-

tween education and the world of work and has real educational value.
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‘is in accordance with the student's stated career objective, the school

accepts the job as school supervised occupational experience.

75

Some of»Cpnnecticut‘s community colleges, realizing that, do make pro-

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 defihite ard well defined
practices. The usual procedure is for the person in charge of the
piacement (who often is the person heading up the Marketing program)
to recommend the student, based on the personal resume the studgnt 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 compeny representative, the occupational experience coordinator and
the student cooperate in planning the nasture of the work experience and
the specific job or jobs to which the student is or will be assigned.

In some instances, the student is expected to get his own job or to

retain the one that he held prior to enrolling at the college. If the job

The place and duration of the supervised occupational experience
within the program of the student varies. One institution reguires the

student to work a minimum of 240 hours, and another 320 hours during the

T D D T P R TR U L PO I R
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two years of his college experience, most of the work being undertaken
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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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superv1sed cooperatlve occupatlonal experlence, w¢th a minimum of 15 hours
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of work per week each semester._ Some scnools permlt the student to gain

SN S5 62

his work experlence durlng summers under school superv1s1on.

e

.1-"" -

In a few programs, college credit is given for the completion of

satisfactory school superv1sed occupatlonal experlence. This credlt .

varies from three semester hours for meetlng the total occupatlonal

experlence requirement, to three hours for each semester in Wthh occupa-~

R A S S LE A o LG 7 SN ORGP E
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.tlonal experlence 1s underteken. Some 1nst1tutlons, though, expect the

A

student to complete the reqtlreo ntmber of hours of superv1sed occupatlonal

AR R LS (AR

experience, but do nct 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 theyvmay permit‘unsupervised work

experience to count against the total number <f hours of occupational

experience required for.the comzletion of thelprogram. In all instances
in which students work in business Ilrms, they are raid for their work
at the regular rate of pay for that tvpe 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 aypears that the school store plays little

part in the superv1sed occupatlonal exrerience prosram.of the colleve.

Jobs included in occupationaliegperience programs., The jobs to

which students under the superv1sed occupatlonal experlence programs are 1

assigned are not clearly4defined. The coordlnators tend to state these

jobs more in terms of the nature of the business firm in which the stu-

T OTEEABE . T he  -Toa RTREeT A T

dent 1s employed: i.e., dry cleaning, travel agency, industrial sales, dry

goods, ete. However, coordinators do specify that their students are

assigned to sales jobs, department manager trainee, assistant department
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‘manager trainee, stock work, service station attendant and assistant

manager, and the like, There does not always ssem to be a very thorough
knowledge of the specific jobs to which most of the students under the pro-
gram &re assigned or of the kind of work they perforn,

Coordinators encounter a number of problems relating to supervised
occupational experience programs. Among these is the fact that, since
almost any student who wants to do so can obtain work on his. own,- he does
not seem to want to bother with 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 —ssted in the transfer program. Some students also object tc the
long hours and the relatively low 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 ﬁerhaps
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 cccupational experience

program. It appears that, in the main, whatever planning is done to
assure that the student who participates in the supervised cooperative
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; bui. there appears to be little if anything
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% in any form of writing. In at least one case, however, .the student signs ;
'i an "I Agree" form which stipulates his responsibilities.to.the employer. %
; In one program a definite attempt is made to assure that, the gtu@ent %
% gains experience in 3 out of 8 different areas of_workqactivity. These | é
é 8 areas are: sales, merchandising and display, advertising, buying, - %
% stock and inventory control, coding and pricing, finance (credit and Z
4 collections), and market research. The extent to which tne student gains é
% - experience in these areas is determined on the basis of the trainee pro- ;
J gress report completad by the employer. ?

Evaluation of student's performance on the job. .lost of the

cormunity colleges that have supervised cooperative occupational exper-

ience programs do make definite provision for evaluation of.the student's E

performance. The coordinator visits the student on the job and his ?

employer not less than once and in some cases 3 or more times each i

- semester. In addition, formal.wribten evaluations are completed by the z
; employer several times during the student's occupational experience. g
5 These are referred to as Trainee Progress Reports, larketing Student z
4 Evaluation, Employee Rating Sheet, Cooperative Wark-Experience Report, g
z or other titles. é
A part of the evaluation process involves having the student him- ;

. self report on the activities or specific nature of tha wopk he per- ;

formed on the job and of the progress he'feels he has madahtoward his ?

career objective.

Follow-Up of Students Prepared in Distribubtive Programs i ?
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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However, based

studies at this time-—there are just too few graduates.
on visits with those involved in or in charge of community colleze pro-

erams designed to prepare students for the distributive occupations,

some general observations can be made.

Tn 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 regulsrly with the Division of Vocational

Fducation of the Cormecticut State Department of Education. Some coileges

rely on informal follow-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 careerinthe distributive occupations had, upon graduation

or any time thereafter, actually entered this field of work.

Jobs in Distribution for which Community College Programs Prepare Students

Though definite knowledge as to the types of jobs obtained by grad-
uates was limited, coordinators did seemto feel that graduates of pro-

grams preparing for service in the distributive occupations centered

around certain types of work. These included pesitions as advertising

representatives, service representatives, pogitions jinvolving contact with
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the public (retail sales, industrial sales, etc.),

men;
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and assistant store or

department nanagers.

More definite were the suggestions relative to the types of jobs

or positions for which, in the opinions of community college personnel,
d students.

the community college career programs in marketing prepare

These include: department manager, assistant department manager, store

manager, commission salesman, advertising representative, retail saleg-

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 and Minority Gréuéé'

An attempt was made to learn approximately what percent of the

students in the community colleges who are presently

s of minority

in the distributive occupations might be considered member

groups or come from the disadvartaged community.

body of a college is somewhat represe

waried considerably. Cne

serves, as would be expected the estiiates

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 #Zroup. Another felt that fewer.than 5 per cent of his

students represented these groups. Cthers heading up similar programs

in other colleges had no jdea or could give no estimate of the percent-

age of their students belonging to these groupsS.

Little special attempt apparently is:being made by most community

colleges to appriseimémbers of minority and disadvantaged groups of the

o PR R

Inasmuch as the student

preparing for careers

ntative of the community the college
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opportunities for employment and advancement in the distributive
occupations, or of the educational opportunities available through the
cormunity colleges to prepare for this type of work. However, informa--
tion concerning the availabiliiy of such training is imparted (along with
information concerning other educational programs offered by the
community college) throush the college bulletins, through college repre~
sentetives speaking to schooi»groups, and through downtown YMCA and
ghetto counseling. Some. of tﬁe colleéeS'are,acquainted with the need j
to do more to acquaint the disadvantaged with the opportunities they
offer to prepare for careers in the distributiﬁe‘occupaiions. Plans

are being made to contact ﬁore high schools, and also soliéit the aid of
the Chamber of Commefce in reaching disadvéntaged persohs who might
benefit from the programs in distribution. It should be noted, too,
that with fixéd Eutoff points for admitting studehts 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 knowledges or skills they may already possess in this vocational

e oz

area. ; o
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.occupations..'No attempt thdugh will be made to include a discussion of
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PART SEVEN

Need for Supervised Occupational Experience i
at Different Educational Levels T

B

Much.has been said both in favor of and against including supervised .

PR BN

occupational experiences in educational programs which are designed to

prepare high school and cormunity college youth for the distributive

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 fori, cooperative education 4
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 between theoretical and practical training;
relieves the junior college of the responsibility of provid-
ing expensive equipment and facilities; and enables business
to recru%% employees who have beern trained in their own

offices.

o

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 érrangement
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

52coddard, M. Lee. The Potential Role of the Junior College in
Education for Business, Indiana University, 1962, doctor's thesis,
(page 29 of C-15 lonograph).




practical as well as theoretical understandings of retailing activit-

3

ies, M

Robertson,5h 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. Nakes 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:

l. It is impossible to give a person "work experience"

2, High school students are not mature enough to be exposed to _
such experience 3

3. Costs to the school and problems in schedul:mcr are both
increased :

L. Students suffer from lack of general educatlon 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.>>

Dkt o B bt Wk ATl e SN RS 8 5

53Carmlchael John Hector, An Analysis of Activities of Middle Man-
agement Personnel in the Retail Trade Industry v with Implications for
Currlculum Development in Post—Becondary Institutions, A research project
conducted with support from the J. L. Hudson Company, Detroit, Michigan,
and the Research and Development Program in Vocat10na1~Techn1ca1 Education,
Michigan State University, Fast Lansing, Michigan, 1968, page 169.
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Shpobertson, Leonard. An Exploratory Study of the Effects of the
Cooperative Education Program in Beginning Occupations on Selected
Employment Factors, Colorado State College, 1965, doctor's thesis, page 1.
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55Tbid., page 36~37.
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-It'is true, of course, that rese#fch proof felating to'the:value
of supervised oécup;tional wofk éxperiénce'is lécking.. In fact;
Zancanella?6 in his study of the effect §f tﬁe cooperative traiﬁing
program inzthe‘distributive occupétions on séiected employmeht factors,
found no significant diffefence in ierms of job perférmanée énd job .
satisfaction betweeﬁ sradustes now iﬁ businéss who have had and those
who have not had work experience &s ﬁart oflthe ﬁigh échool pfogram.

Although Robertson?! also found that éodperative edﬁcatiqn did not

appear to have any effect upon such other facts as salary earned, job

~ stability, job performance, and the like, he did find thét the program

was most beneficial in assisting participants to move from school into
the ‘business world and to édjust to it more easily. | *

Perhaps it might be said that thougﬁ tﬁe vaiues.of supervised occu-
pational experience to a given student, intangible as they seeu to be,
may not be meaSurabie in an obﬁéétive manner, yet'suéh experience may be

most meaningful to a student. Additionél reseérch~attention needs to be

given to the whole area of supervised occupational experience as part of

" the total high school and communit college programs vwhich prepare

persons to enter and succeed in distributive occupations. . : -

wée

562ancanella, James. An kxploratory Study of the Effect of ‘the
Cooperative Training Program in the Distributive Occupations on Selected
Factors, Colorado State College, 1966, doctor's thesis. '

g

57Robertson, Leonard., An Exploratory Study of the ﬂffects of the
Cooperative liducation Program in Beginning Occupations on Selected
Emnloyment Factors, Colorado State College, 1965, doctor!s thesis,

page 171.
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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

1 this matter with selected .;- Connecticut . high school and community

college distributive educators. A-checksheet (see Appendix), which

Db

7o

was completed by each of the educators visited, was prepared in which

R FRE TR

SRS R

competencies were classified under five different headings, as follows:

£3

. : General knowledges and abilities relating to
] ' distribution and the economic system

eSSl

1 Customer contact knowledges and abilities

‘Business methods and clerical knowledges and abilities

Study and research knowledges and abilities

General znd persdnal charactefistics, knowledges, and
abilities

It was believed that these distributive educators would be of assistance

.
&
DA am——"—

also in determining the educational levels on which these conpetencies

FO R

3 could or should be developed on the part of the student. The educators
were asked four basic questions with respect tc each competency listed: é

| 1. Is the possession of this competency desirable for a person 1
who intends to enter a distributive occupation? i

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 i
4 student to develop this competency? h

L., Should this competency be left to be developed only on the job?
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community college educators interviewed. This mighf be true because .

mastery or at the acquaintance level. | ' : -

AIdenpify}ng Competencies - High School Level

Based on the responses obtained, there seems to be considerably

greater agreement among high school distributive educators as vo the . 3

competencies that should be and are being developed than among the

of the fact that the high school programs are, in the main, established
programs, and a nunber have operated over a period of years,y whereas é

the communlty college programs are younger in terms-of vears of operation. é

Of the competenclesllsted the hlgh school dlstrlbulee educators - :
felt that only Cc-11 (the ability to employ, assign and train markebing :
personnel) should not be considered a competency that the school could :
or should strlve to develop—-that thlS competency, if developed at all,
might well be done on the job. These educators lelt that 13 of the 35
competencies 1isted 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 rshould be developed at the .

With only one exceptlon, the hlgh school dlstribubive educators felt
that competencies thdt should be developed 1n the hlgh school program g
were presently being developed at the approprlate mastery or acquaintance- e E
ship level. It appears then, t]at in the opinion of the selected high
school distributive educators 1nterv1ewed, present prowrams do prov1de
the opportunity for students to develop those competenc1es, and with
‘the degree of completeness required, deemed desirable for students

planning to enter the distributive occupations.

i s s
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P
' Ident ifying Competenc jes - Comm'unity College Level ’ :
f Community colleze distributive educators, on the other hand, appeared g
'
’é 3 Y > L] L] §,<-
| to be much less happy with the opportunities their present programs 3
i provide students so far as enabling students to develop needed competencies. L
} b
b . . . ﬁ
¢ These educators questioned were not in agreement &s to whether com- ?
% petencies C-8 and C-15 (ability to care forand protect merchandise) and ;
, 1

(ability to sketch advertising layouts and prepare show cards) were those

needed at all by students going into the field of distribution. They

5f did agree that 33 of the 35 competencies need to be developed by those going

Y

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
2 2 .

o T S NS A A A Y T A N T T e
s - 3 Cnink o
-

to be developed on the job rather than ‘in the school. There was also some

feeling among distributive educators that competencies D-3 (ability to

4 learn from merchandising and business operations of the firm and its com- 5
% petitors) and D-h (ability to read and interpfet style trends and merchan-

g dise changes) might better be left to be learned or acquired on the job.

g Of the 35 competencies listed, the community college educators in-

g terviewed seemed to be in rather substantial agreement that the community }i
% colleze programs should provide the student opportunity to develop 9 E
g at the mastery level, and 9 ct the acquaintance level. There wés con— ;
§r siderable difiference of opinion as to what degree 1l other competencies é
é .should be developed. It is interesting to note that on only one %
g' competency, E=3 (ability to display desirable personal qualities, depend- é
§ ability, punctuality, honesﬁy,etc.) was there agreement that the present ?
% programs provide opportunity for students to develop this pompetency at §
f

1
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the mastery level, A coﬁparieon ef ;henéeeéeeses of ﬁhe educators with
respect to the competence that should be taught and the degree to which
it ;hould be taught on the one hand, and the competence and degree to

i£ is ﬁresently taught on ﬁhe\ethef; feQeeis a.éenefal lack of agreement.
This may suggest both an uncertainnees as to what present of ferings are
designed to accomplish, a dissatisfaction ﬁith present programs, and/or

perhaps a recognition of changing job demands and student needs.

Need for &r?iculation Apparent

It is not the purpose of fhis’section'of this report to present

tabulatiens on or statistics relaﬁive to the thoughts of educators on

the adequacy of their progfams to meet the needs of their students plan-

.hing to enter the distributive occupations. Perhaps sufficient infor-

‘mation has been‘reporﬁed to suggest that there appears to be little

" agrticulation between fhe kinde 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 sechool programs; the community college
prograﬁe, on the other hand, eipect only an acquaintance level of mastery
for these'Same compeéencies or else are not in agreement as to the level
oe which the.eompetency 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 colleze program direct from the high school

s S
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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 Articulation Froblem

"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
articulaition 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
coordinition in closely related subject matter areas."58

Mitchell made a determined attempt to ascertain the extent to which
nost-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, shorfhand, and typewriting with

one term of colleze work; and that four semesters of work taken in high-

" school bookkeeping is equatedwitha single term of college accounting.

There is considerable difference in practices in admitting students
from high school into advanced standing in certain college courses,
based upon the work they have taken in high school. By "advanced

standing" is meant assignment of studentsin a cocllege course on the basis

. 58Mitchell, 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, doctor's thesis,

page 19.
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of earlier training received in business subjects at a'lower educational
level,
As Mitchell points out, there seems to be no agreement on the method

of placing students with high school business or distributive education

" backgrounds. Fart 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, lMitchell 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 issistance Through SIC-Established Student Goals

Sanders®? would encourage the use of market-functions-oriented
courses or programs: buying, management, marketing (export, industrial,
credit), operations, and sales promoticn (advertising, display). A
student would be encouraged to select a market function in whlch he is
1nterested and then further encouraged to select an occupatlonal 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 Natlonal Clinic on Distributive Educatlon), Washington,
D. C., October, 1963,
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Nelson®0 furthers the idea bv discussing articulation among the

curriculums,emphasizing that each curriculum would have as its objective
the development of qualifications for a level éf 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 Sanders and 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 ?esult in the development of plans for bringing about articula-
tion of programs at the two educational levels and for the improvgment
of existing programé in order to prepare students better to enter and

succeed in careers in the field of distribution.

60Nelson, Edwin L. "A Conceptual Framework for Curriculums in
Distributive %ducation," a presentation by the author, through the
Distributive and Il'arketing Occupations, State Vocational Services,
Division of Vocational and Technical Zducation, U. S. Office of Educa-
tion, Washington, D. C., (not dated).
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B . APPENDIX

Study: Articulation - High School and Community College
' REducation for the Distributive Occupations ‘

- C S &

INTTRVIEW GUIDE

_Section 1 - Information Requested from both
High Schocl and ‘Community College

A, Offerings and Instructional Materials (courses in Distribution)
and at what grade levels, within the field of

- 1. What do-you offer, ls,
marketing, advertising, retailing, etc.)

Distribution (D. E.,

*m

'é. Yhich are required of all students preparing for careers in
Distribution, and which are elective only? (Interviewers:
Asterisk the above which are required. )

'3, What books and instructional materials do you use as basic
text material (i. e., published materials presenting inforfa-
tion which you expect-your\students to learn and for which you

hold them responsible)? | :
‘ | |

Title of laterial Used  Publisher & Date Course in Which Used
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L. What books and instructional materials do you use as reference
or supplementary materials (materials that present information
made available to all students or only some students, but know-
ledge and information not required of all students)?

Title of Material Used Publisher and Date Course in Which Used
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Section II - ihformation .Requested from High School Only
B, Selection of students and non-Distributive courses available <

TS s et g e e ot

‘1. How do you select your students? Must they meet any academic
or personal requirements before being accepted into:the D. E. 7
Program?

AL e ,.
= ey

2. What 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, 1
would not be considered to contribute to vocational competence.) ]

3, What non-Distributive courses do you encouragg}(but not require)
students to take that you feel contribute to their preparation
for a career in distribution?

¢
¢

e
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Section III - Information Requested from the Community /
College Only 4

R
PR

C. Selection of Students and non-Marketing courses available

RN

~ 1., Who may prepare for thé distributive occupations in your ¢
college? What prerequisites must they meet before taking i
work in Marketing or related courses? ;

2

I S

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 wvocational competence, )

3. What courses (other than Marketing and distribution courses) :
do you encourage (but not require) students to take that you é
feel contribute to their preparation to enter the field of

distribution? ]

s

PRTRSR—

i

[Ny

L. 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? g
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gection IV - Information Requested from the
Community College and High School

.
» )‘
D. Occupational Experiences éi
7 |
-1, What types of cooperative or other occupational work experience K %j
do you expect of the student before he completes his program 1n B
your school? - - f
' . .- 1‘.
RS N %
a. Nature and length of the experience? %f
: ‘ ;|
i
b. Is it arranged for and supervised by the school or college? ?
|
¢. At what grade levels? ?f
| i
d. Do you have a school stofe under the control of the §§
Marketing or D. E. Department? i
e. Over the past three years, what'jéﬁs (or types of jobs) 1
have your students held on which you have supervised them? ?
!
5
i
|
|
. ;
2, Are there "core' 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—~
1 ing, etc.; or is emphasis on a single type of experience? If '
% core experiences, what are they? )
I
|
§
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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.)

i? L. Do you give any credi£ for or recognifion to work experience
' (not under the supervision or control of the school) in the
distributive occupations? ’

3 E. Follow-Up and Recruitment

1. Do you engage in follow-up of your students? If so, what
type of follow-up do you. have? (Regular, periodic; interview,
questionnaire). How often?

Jadignn
[ ]

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 what entry .jobs did they go?

L, 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

AU SR i A

£

. minority groups?

.

3 6. Has there been any attempt, other than the usual college bulletin
é and college promotional literature, to apprise minority or dis-

E advantaged groups of opportunities in the distributive occupa-

: tions, and of the opportunities for preparing for such

| occupations?
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§ompetencies, knowledges, understandings, etc. needed by those preparing

Section V

to enter the distributive occupations

Thinking in terms of these (above)(below) needed for success in dis-

104

tributive occupations, indicate desirability of each item listed, and
whether adquate provision for opportunity to develop it is made.

A.

1.

L.

5e

6.

7.

General Knowledges and Abilities §
Relating to Distribution (and the
Economic System) .

vAppreciation of the contribu-

- economy

“and price

Column 1 Is this a desirable competency, knowledge, etc., for a per-
son who wishes to enter a distributive occupation or posi-~
(Jobs vary in their requirements and demands, of

tion?
course.)

Column 2
‘program?

Column 3 Does vour present program provide the: oppmrtunlty to develop
knowledge, etc.?

thls competency,

Column L Should be left to be developed on the job.

Should this competmncy, etc., be developed in your school!s

Col 1 ! Col 2 Col 3 Col 4
' Should be in Is dev. in Should

Desir,; sch. prog. t sch. prog. be dev
Yes| No [Yed] No Fas.|Aq.!Yes] No[Mas. #Aqdon job

tion of Dlstrlbutlon in the

Understanding of the princip-
les of the marketing process

Kndwledge of the channels of
distribution

Understanding of the relatiom,
ship between supply, demand,

Lo ]

Knowledge of government re-
gulation of sales, advertis-
ing, and pricing

Understanding of the opport-
unties and demands of dis-
tributive occupations
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B.

Customer Contact Knowledges and
Abilities

1.

3.

Llro

5.

60

Ability to organize and make
an effective sales presenta-
tion

Knowledge of psychological
reascns why people buy

Knowledge of steps in a sale
(preapproach, closing, etc.)

Ability to get along with
customers

Ability to advise customers
on c¢olor and style

105
Col l} . Col 2 Col 3 Col 4
Should be in | Is dev. in ~ | Should
Desir| sch. proge. sch, prog. be dev
Yes|Noj| Yes| No| Mas.|Aq. Yes|NojMas.|Aq. on job

Business lethods and Clerical
Knowledges and Abilities

1.

Ability to plan a sales cam-
paign and organize sales pro-
motion

Ability to predict or deter-
mine consumer demand

Knowledge of and how to use
market information

Ability to prepare or judge
effective advertising copy

Ability to use advertising
effectively

Knowledge of the role and
service of the advertising
agency

Ability to handle the "me-
chanics" of the sale (writing
and ringing up the sale,
checking credit, msaking

change, weigh and price mdse.,

wrap, etc.)
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8. Ability to care for and pro-
tect perchandise

9, Ability to maintain efficient-
ly store or sales records

10. Ability to plan store loca-
tion, layout, and organization

11. Ability to employ, assign and
train marketing personnel

12, Ability to compute discounts
and sales taxes

13. Ability to handle customer
communications by mail

14. Ability to prepare credit con-
tracts and business forms

15. Ability to sketch advertising
layouts and prepare show cards

16.

17.

D. Study and Research Knowledges and
Abilities ;
1., Ability to read and make ef-

fective use of labels and proc-
duct information

Ability to read and under-
stand regulations and laws
(social security, income tax,
consumer protection, etc.)

Ability to learn from mer-

chandising and business opera-

tions of the firm and its com-
petitors

Ability to read and inter-
pret style trends and mer-
chandise changes

Col 1 Col L
.7} Should be in | Is dev. in Should
Desir sch, proge be dev

Yes Noj ! on_job
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Col 1 Col 2 Col 3 Col 4
Should be in Is dev. in Should
Desir| sch. prog. sch. prog. be dev
. Yes) No|Yes 'KoiMas. {Aq.| Yes|No{Fas.[TAq, on job
. |
. e s s
5. "Ability to read and under- i
. stand business, economic and |
' social changes ?
|
6. E
i
Te
E. General and Fersonal Character~ '
istics, Knowledges, and Abilities |
{
1. Ability to express himself i
orally
2. Ability to express himself in P
writing i i
3. Ability to display desir-
able personal qualities ! i
(dependability, punctuality, § =
honesty, etc.) : ; i
z Lo
L. Ability to plan for develop- 5 o
menp-in his chosen career i i '
5
6. i
|
i
!
| z
? ;
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