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ABSTRACT AND MIETLIODS A. ‘

This project is to provide a curriculum guide for a school

storc-model storc'bt North High Sthool, Fargo, North Dakota. The

store at thig Eiuh school ié an uttcwpt to cémb;no the favorable

. aspects of both the school store and the model store. A school

store provides actual “lch”,cxporicngcs to students while the
model store simulates the cxpérignccs.§

- One important fcat ire of the project 1is that the Distributive

Education I curriculum is built into the storc. The major retail-

ing functions; merchandising, management, sales promotion, and

finance; arc the foundations upon which the¢ store and the proipct

-

arc developed.  Students are grouped into one of the retailing

. y . . d . . . -
tunctions listed above for a nince week period. At the end of cach

-

nine week period the students rotate to ope of the other retail

tunctions. Projects rclating to vach function were rescarched and

o

- A\\_\~IA\\:hv010pcd to provide actual and simulated retail experiences.

The store 'is open during school hours and is staffed with

students enrollced 4n the Distributive Education I class. All class
, ' . members-are required to work during free periods throughout the
. ! ’ ¢ l‘
; “week. . ‘%

This repor't is an cvaluation of the school storc-model- store

3

- at the end of the first nine weck period.
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P CUAPTER I° . '
FINDINGS AND ANALYSIS :
i * . L% 3
Results and Findings oot -
[emults and Findings .

Distributive Education has as one of its doals the preparation

of students for jobs in marketing and distribution. The training

necessary to meet this goal should be as nearly like the actual

cxpericence an possible. Many educators believe that cooperative’

part-tame cducation provides this training. Questions can be raised

reguirding the success many programs are gchieving in mecting that . T
coals  Are students receiving practical hands-on assignments or b
tash-?  Are they making real sales prescotations?  Are students ¥ @
. > : . o
‘ S
actually envaecd an preparjng real adtgrtxsvmcnts? Arc they becoming * .
. ‘ “ﬂ
sicolvodb an actual management deci<ion making?
: A ",
In most instances, taking into account the quality of the . T b
i R ‘:'~_ ya -
cooperatice traaning station, students are not piven the opportuni tysdg tieen
. I
. . Lo o L
to partake of aanapement ', rolc an busiaess.  Relatively foew traivging 4, R
: . Ll s o "”5 . 55‘%
stations pereat DEocooperative education students to become involéfd -
in the actual decision making process. This attitude by busSinesses @
w
; . s | A i sy
1 to be expedted sinee most of the students have not h:uﬁ*c§posur6 .
4 -
. ' \\ . i o ‘ ﬁ} 0
to many ot management's problems. \ g "
) ‘ %, k4 - e
here and when should bl students receive t&ls exposure tdpake % e
! ! - 3
" L ) T
theirn cooperative cducation more meaningful? e answer is th start -
. . R . B 2
4 wchool store.  The school store can provide modt of the hands-on R %
. . . . ) . , ‘J,E )
priacggeal experiences a student needs before becoming invoiged in = a
. Ny .
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> .
cooperative vducation.” {he schoel store can Become a training

device affering expertences and-opportunitics in public relatjons,

N 5 - . N .
management, control personnel, recruiting, leadership, sales and o,

v advertising, window display, and huying.1 The most beneficial time

a distributive cducation student can receive this training is prior*

to the scenior year cooperative program.
>

Need for the Study and Purpose
.HA‘““L-_Al___.ﬁl_unf-hul.,N . ) ‘

There are a number of articles in periodicals which provide

checklists or pive general suggestions in developing school stores.

Many ot the materials outline partidular arcas to cover, but few

actually wet down a complete methdd of operating a school Store. The

.

purposc of the study is to develop a complete course of study for the

school =torcYat North High School in Fargo, North Dakota.
A 4 ) ' : h
Implementing the school store into the DI curriculum results in

. P

the following realipnment of the course offerings.  Students -in grade

“ten may select a4 one semester course in salesmanship.  Llasses in )

]

o ) grade eleven have been replaced by the school store. The coonerative
) i
T, ) program is maintained and 1s available to students in grade twelve.

. N Sclective cooperative placenent of sfudents in grade eleven as also

i miintainced. ;
/f

o . . . . : .
A limited amount of printed materials are available regarding,

< {

~ J

the operation of a school store. There are also few model storcsg
PR B 4
" I%
i

:operating in the United "States with Mxnncsota being a ploncor in, g

a iy

e

the arca. Lattle puhll‘h(d material is from thesc storoq. The

4
4 ~
3 - “ . “ o }

e o

Ly

lJn(;('ph C. Heeht, "Round Out DE Education With a Sehool Stnro”,f T
[)_,I_E“T.ofl,"‘l' Winter 1907, p. 3.

-
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project at Fdiun.Nurth ltiph School is unique in that a school storc

scrves as the class as well as an operating business. It*is a combi-
nation school store and model store. By definition a model stoxe

provides simulated expericences, while a school store provides actual
cxpericnces.  The Oklahoma DI Course of Study, the Unjversity of

Texas DE Materials, and the Ohio .State Univvrsify DE Matcerials were

used extensively in developing And assembling the curriculum for this
project.

As stated carlier, the school store scrves as the DE I'classroom
a6 well as an operating business. The curricufuﬁ for the store is °

planned around the tour major retail Functio&s: Management, merchan-

disine, sales promn%ion hnd finance. Virtually cvery activity involved

aﬁn.ownxnu and operating a bus;ncuu can be taﬁgh; by the u;c of the
sgﬁnol “tore.  The currivulpm mutvrnq{s arc developed to formulate ‘
r"t?alinn CxévrirnCrS which will mid the 1rudcnt in skills and attitudes
nece coary tor later cooperative work oxpvri%név.

The school store at North Hipgh School is located in the commons
portion of the school building. This arca is located in the center

- / k)
\gf the school and generates a ereat amount of student traffic. All

.
o

classrooms as well as the larpe group instruction room and the theater

a

cmpty into the commons arca. - The commons also scerves as the lunch

- - .

area during the noontime hours. This location is ideal since’*it scrves

as the hub of the school.

] .
LR

An arca 28 feet by 28 feet within the commons is uscd as $pace

*

for the school store. The storc is designed with walls constructed
floor to ceiling with double glass cgtrance doors and a display window

area twelve feet in lenpth.  The display window space can casily be

10

-

-

v 3
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divided into three individoal foitr foot windows by usingimovable

partitions to sepacite them. 11u-'ipt¢'riot' fixturcs ynclude: A cash

.
.

)

Jepister, gl showoases, a wrap counter, wall merchandising units,“{7
Py € 5 . . o

pondolas, mannequinns, pupvrhnék book displayers, and sales tables..

-

The fixtures are not pvrmnhvntly attached so that the store layout

»

can be changed as the need arises.  Figure one on the following page

.

' illustrates the store layout.

The four major retail functions compriscd the elements for pre-

)

. AN . . .
paring curriculum matcrials. Each of the functions - manapement,

.. 4 . .. : PR
merchandising, salcs promotion ard finance - require nine weeks to

o : 4
complete. The students arc divided igto four groups according to

the above functions and change cach quarter.

. Each group is scheduled once a week with the instructor and all
students meet as a class once ‘a week.  The remaining three periods -~
per week the students are scheduled to work in the store during their

frce periods. Storc-hours arc from 8:30 a.m. tor 2:05 p.m. Using this

approach permits the student to become actively involved in all of

.

the rctail opcrations.

Ly

: Management Team

- : The management team ancludes a General Manager, Assistant General

Manager and four department mgna?vrs. The general manager for: cach
nine week period is celectod through 'the following procedure. All of
: ¢

-

» . A :
. « the students 1n the manapement team are clipible to become the general
manager. Lvery managoment team member prepares an appligcation blank,

- a resume' and arranges tfor a personal intgrview with a committce com-

poscd of advisory committee members. The advisory committcee sclects

v

: i1 ,,
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the hest student as pencral manager, the scc
e A - ‘ . ) v . - 3

. .
general mangger and thes pemaining members bgcome department man- ‘
- ,

: : , , _
Tapers withine the s tordd uires the student to
St S

. » 7
This procedure re

‘ X ’ * ’ .4 - : ) * - : . »
learn about application bhlanks, personal resumes' and intervicwing

- techniques. It also actively involves the DE advisory committee

. ~ . % ‘

[ 1

_ members. . The same procedurce for sclections is uscd for cach nine

bcén sclected, they assume

‘ \
.

the responsibility of ,the overall opfration of' the school store.

An additional breakdown of the/store into departments of .school .

. . -\ | . A
supplics, school and paperback books, specialities, and consignment
- . / . .
sales perpits, the usce of départment manapers. The school supplics

. 3

depurtment includes items such as: . Pens, pencils, paper, folders,
1, L - . . .

.. . .

. o . ,
rulers, Compaéscs,'protructor%, crasers, and other similar school éa

ufaterials used by the students. Class workbooks are sold by the
school’stdre- as a student copvenience even though they arc usually

>

-,sujnﬁlc only‘ut.thc_hc:n;ﬁnng,df the schoal ycar. The: supply of

: N o . . .
paperback bodks can usual'ly he arrvanged on.a consignient, basis
. ’ ) - v -‘ 4 .
through a local supplicr. Jthis-arranpgement will climinate the ‘

3

" »
’

capital requirements ncecessary to maintain the wide sclection necces-

. LA
- , - v 1

-

sary in this department.  The specialities department’includes items

Lot merchandice such as: School  hyrrinted T=shivts, sweat shirts,

. +

N [;(QJ)Ji:llll S, pins, noveltie | oand other booster itemss The consipgnment
‘ v v . : to
o : . S : -
siales department receives merchandisce from local merchangs on a con-
| ¢ , # ;

' . A .

\ I3

signmcnt basis. To sAklustrate, the mnnnucmoQt team and the merchandise
] . . o ‘ - . ;
Steam may sclect women's sportswear as merchandise that should be

- carricd by the store.” This information is relayed to the DE instructor °
‘ , X

N - . ' .

: .n'«aﬂ}"..‘v

°
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. - 8 . . - . ‘
wlto contacts a local husiness requesting approval to ohtain the -

«  mevchandise. anv the JpplOVll has hvc pivcn, thc mnnagumont and’

a
" . J [

merchandise tﬁhmi/muﬂt prvpurc a list of items thvy fc 1 mc Ig Ihe
\

AN ‘ncods of the store ‘customers. A group of buycrs.from thesc two peams

v1s1t the local moruhunt And dlSCUGQ thelr list with® the mcrchnnt

.t 3 «

i -

he 10(1J business is Hsu1lly willing and able to gﬂld& the studQnts

3
- S

in sclocting appropriate items of merchandise.

- ’ Do ‘o co . o y . o
’ Each department manager is responsible for the activitics of

° vt -

their department andshave control over the department. The general

manager and hi§ assistant aid the department managers in decision
making. ' ‘ . ' : : :

[
- 1

. " . The entire management tcam is responsible for preparing an

- * *

soorganizational chart of the'=school stére.” (Sce Figurt 2) The tcam

e . - °
- -

also Jdevelops personnel” policies which must include: Simulated -

B

- e .
-

. . ) - -‘ s . ¢
St hoirly wanes, frinpe beneflits, cemployee conduct and grooming,” train-

' . . -
. . .
Y

ine, cvahmtion, -and cmployvee commmications.  The, management. team
1ltoopust T prepare a persennel handbook which includes the store's

C o4 ’ «
1

“The supyrvision of the other functions of

- . 147

rnr]oc :unl rchllltl(nl“

. .o .
~ales promotion, mvrchundiWiﬁ;,innq finance .is an additional manage-
’ * . )/ . i L) ’
neht rgﬁpnn}ihility. The team is_igspnnsihlc for all marketing
2 , i : "“
research and public relations activities for the. storec. ’

' -
- N .
’ . .

Ilv erghlndl'hnp Feanm
- A o . .
L - . Bl

The merchanditsine wmit, like all,the other units, is nine weeks

N . ‘ .
LR 1] ., ,“ . P

in lenpth and follows the rotation schedule. Team members -are pro-

vided simjlar checksheets a5 ‘the other tcams and have other specific

f

«

4
A Y < . . .
. € ’ . . . . . - : . . . . .
responsibilities which apply tg their arca. The responsibilities of
& . 1
- . - -~ . . N
. ' & tlZL \
o . ' : ; o
) . - B
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this temm inctade voooovens, checking, stocking, marking and

pricing bl ot the an ming merchandise. This s by no mecans a

camall tadk wince they are charged with the responsibility of main-
Taining adeyate tocks and providing o means of control of i1l

mervehandi o tudividpad o ienment. in the merchandicrnge wits

-
.

cover all ol the neco sy indarmation neededato carvy out the

operation of the store. Buying of merdumdise is one of the respon-

cibilities of this-team. ALl members of the team must work together
. ! -

. ’

with cach of the department manavers fn determining what sto

-

to

ord-r oand in what quantitics.  Determining the placement/of mer-

clotdioe within the wtore is o duty of the team.  Meehandising \

- S

) A ’ . ' . - Lo .
for exampte:s shonld the placosent ofgthe mercl

Aindise bhe changed?

~
» .
"

oo : .
\\\‘nnl.l additional promotion help to increase fales?

D

I3

The e Promot jon e \
: . ' _ .
Jhe <ale s promotion wite vyals provifde scveral individual
. : ,
vecbgnments inopropa e advertisenentpoand window displays. Group

\3 . .
assienments inclo e Poocgpie s biwefhly advertisements for the

S

a

. -

school nvwapaper, prepiatwe of radio camaercials to be given over
t , » v

. » o
[

the achool fnter om SRR LIS BT

varing tolevicion commercials |

LAl

'ltili.‘._jjmt,thv vide oy e e Cin the wchool . During cach nine

,',_.l‘
woer b operiod of the aoh salw prometion team must plan

an all-store prometie wth tandard promotions used by
) . - , ! . .
e Stores, Ion el thin ret nihe wook tegam can use
o "boaot o school™ thee o b dmiae v tivptics of the eschool,

. . /
I v h o of the nine we o "oqppod o L
. .

s

Q ‘ | . 16
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nsed, such s CHhop! ceivine . Chrvistmas, Easter, Valentine's Day,
.

. o ‘ , |
and others,  Special store assipaments are also included in the

unit for cach ot the frore’ o departments, These assipnments most

be completed in coopepation with the department manager,

-,

[~
.
-

The Finance Team

v v
Many of the assipgnments in the finance unit arce simnlated. -

- . N P
Feam members mieit conkult with mangeement to determine the hourly
° .« N
wages to he nwesd oan 11“-3;hnnlnt<7h%yu'roll. Every student who, works
~ 4

i the atore s regquirod to beep a time card indicating the hours
. . 4- '.‘;
vorked per day and we B Tananee team members prepare a weekly

2 o . . . .
pavroll which must include weekly gross carning, sociall security

wd withholdine tax dedactions, prieparing individual employce pay-

ol avecordy, payroll dedunction forme, and payroll checks. : -
. d .
Another wimabatod proas ot e the Recordlieceping Practice Set T,
° - \
1206 Flition, by Nobdbe a0 This M Graw Hell publication includes\
: . . )

aocomplote set oof accomntine trapsactions for a small business, for

P
A one moath petiod. The teogasaction booklet in the practice sct
. I ) : ]
illhistrates Al of the o sotions and all of the business papers
T
and Iurwv wees g bt ho apfetion of the practice set. A min-

fmam amonht ol et oo Gy ledye b needod to compliete the prac-
. . ~

1

tice ot am ULt e e are e plained fully., Lach

voabe e the e -t Coe o bt prorchase and complete the

.

Tractice et b e I S S S TLR

¢

Ababane:  heot ar b cavore t:ntmwl;t Mt be propared each .
nth for the  chaol ot o0 Properation of these tatem nts requires,
Sthe fipanes team o beon o womeiate cnv ntery ol albl oof the v rchan-
. )

e ‘ . 17
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dives in the oohoosd 1 A he close of cach month all invoices

smd bills must be paidt he preocedufe for payment requires the

A
Ve ©w
4 AY B
team wembers to propars s Check request form and precent the form
. _ , .
- - L) .
to the school. dintrict accomunting office.  All of the actual account-
ing ond monev g kept by the barco-Sche b Destrict Office accounting
depavtment,  This oliminatod the need o o stare tax and use permit.
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. IMPLITATIONS (ﬁ*' IE SCHOO!. STORE .
-, , ) .
/

. o . o X . . , . ) “ .
The <chool store has all off the ingredients for perfecting a
T \ - N .

v

. R S L .. . .
DI program. The store becomes o\ training device which offers the
student experiences in publi¢ relations, management, control, per-
T L - ‘ .
: . ] " . ' - e .
onnel rrjrurtnng, d4cadership, salps and advertising, window dis-

o ” - *

play, and buying. What makes the sc&ool‘store cxpericences ‘'so valu-,

able ts it§.ahility to focus attention on problems in actual rectail- .

-

9
ing operations, A great many of the assignments the students com-
! v T )
plete are situations they may by facing on-the-job. It must be

remembered that the North Hipgh store is desipned for students an :
1 _

their junior year of high school. The placement of the store "class-

A .

¢ . . . .
room' s to provide the student with meaningful experiences before

?4u1ﬂl%§g in the senior year cooperative propram. -This arrangement
3 i ) -

5 ‘ - <
prepares the student to become a more valuable-employee when particis-

. . . . - . 4
pating in the cooperative program.  Students working in the school

. \ .
. . v . » -
<toTes are griven an opportunity to make dvclﬁlqns and to sce the
. 3 L -
rosults of the action taken. Lixposure to realistic problems facing:

'ailing pives the student a better-understanding of the entire nﬂi7

«of a retail store.  Some of the decisioms the students make are not !

Ll09(1ﬂ1 C. Hecht., ""Round Out DE Lducation Kith a’School Store",
PLoToday, Winter 1967, p. 3.

) .
“Lawrence Levinson, "The School Storce: dearning by Tnvolvement,

4
Part 2", »ﬂl‘.*'l_'(‘nl:]_y, Summer 1974, p, R,
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*This“experience can provide a rc¢al learning

.poing to be profitable.
expericnce since not all decisions of retailers turn out to be the
o

P -

il
i

best decisions.
A sccond .implication of the schapl store ig the promotional
’ D e ) 4 > . . .
aspect it can provide for the DE program. “Since there arc a limjted
]

A

number of "showplaces'™ in a schéol, the school store becomes a
) . . . 4

natural focal point for,visitors who want to sce up-to-date cducax
" theme ‘also applics; to dther students

\ . 1
tional ideas.
art

«

The "showplace
The students. soon realize thapfthcxhﬁfpr@gram
: (]

not cnrolled fg nl.
diffors.froﬁ their regular classes in that the school.store is R
- o ) ‘ - A
of the total coursc. The devclopment of an exprit de corps: in
. “ E ., . o7 ) LT e X
s T, ' o By - ~ o ¢ . ."n .
students working in the storc is'a valuable sald in ﬁﬁe-snccgs§ of
4 e, ) K = A
: | . .

f&%, the DE
""‘,‘ ',Q

-

-~ -

C e

~
N e .
<

- . .
ment

N

3

the storc.
. : N .m ” . . ° j"% - te
A third implication applies to future”ré%ruif
- o - e -
program. Interest in the store and the enthusiasm of the students
3 Studerits

w
’

-

cnrolled in the school store can stimulate interest in.DE.
ship class, offered to students in grade ten,

cenrolled in the Salesmams
ét “¢can be Tecruited to work in the store. Exposure to the retailing @}
R . .
. expérience is a motivating force for . takihg DE-in their junior and
. . . . oo " L L8 : P -

*

J

3

about retailing and provide unequaled learning opporturities for s

4

[

3 ' .
Heeht, "Round Out- DE liducation With a School Store", p. 3
DECA Guide, "Administration pf the School Store'", Falls Church,

Virpinia, r973-1974, p. .41

3 R o

Hecht, ."Round OQut DE Education With, a School Store'", p. 4
e

Levinson, "The School Store: Learning by Involvement ~ Part 2",
p- 8. '
Q :

. PR

senior years. The school. store can awaken interest in and curiosity
tudents.
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- . SUMMARY*AND CONELUSIONS "-- .
- - . a b
# N . . -t . .
» - Summary* . . -
s , Prepare sgudents f6r, gainful employment in distributive occupa+

’

- “

“-tigns. ~This is one of theﬁpﬂiefﬂgoais for distributive educators.

Preparation for gainful employment means, that the DE educator'ﬁust}
a . i % . . o ! g
* - N R ‘. .

review the'instructionsal methods employed to attain that goal. -Are

.

the traditioﬁglipf%baratory classes'fulfilliﬁg that goal? How mean-
o, : - . . o . " ® - N ' . ' .
ingful are the Learning éxpefﬁences feceived in these clgsses?" Are
-~ 'ﬁ' - Ll ‘V ! ’
" the students learning my involvemént? Are prOJects "real”? The

L3 A
’ 4 . a. N

use of a. school store -can beqome & viable alternative), to\the tradl-

-

N

- -

tional classroom and in some ‘cascs cooperatlve educatlon,h\ School
l ‘ : S ) - 10 . s

©  gtore experiences provide '"real" situatiens for thélétudent.\éDaily

- fe e @ e

. assignments emﬁloyed in the store-class sctting become moreymenning-
L S A . ‘ . / N
' ‘ful when the student actually sees the résultg of his york& °

- results are measurable and arc, usually in the form of 1ncreased s}i

for the store. - The traditional classroom project of Store layout

x

for oxample, is one 1n which the student may construct a drawing,

‘

while the school store require$ that ﬁhe student actually move show-
casés. Students can see how store layout cdn affect sples volume.

- ) The format employed of dividing the store into the four retailing

' ‘ . . e

., - functions, gives the student sufficient variety in the store functions

1Lawrénce).eVinson, "The School Storé: Learning by Inyolvement',
. DE Today, Spring 1974, p. 1. :
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4 ’ ,-——*-"""’ ’ - . Beos v ks
and duties. Each unit is nine weeks long, which‘?lles sdfficie%t

time for most studcenta andumay push others -into cbmpleting“their\

assignments. Secveral of the assignments in cach function require

" the combined cfforts of all students in the team. Whéh combining

N .

all team members, students soon realize that therc must be coopera-

tion in a store in order to domplcte the job. Other projects in the

»

store require the efforts of two or more teahms to meet the®goal.

- h . []

. /.
Herc, tcam members can witness the need for interdepartmestal coop-

L4 - /

eration. Using a school store can provide thie spark needed to get/

-

: 4pudcnt§ involved. If one member does hot" do his job, dthgrs must

pick up the slack. But, like a real business, the student not doing

his job will soon feel tecam_pressure from the other member. LN
: Lt . . N

The school store is not for all DF.instructors. Anyone'@he _ i
prefers f)c structured classroom will find the stgre to be very

trustrating. An many cascs a few students will be completing the -
. . . )

H
same project, unléss it is a team project. Students assigned indi-

vidual work will be at many different stages of completion. Some

v

students will need constant prodding, while others will complete all
assigned work carly. Actually, this is the real significance of this

project, individualized instruction but with deadlines to meet for

Y
.

the schooB store.

.Tht placement of thc school store in the junior year provides

for carly identification of those students intcrested in a career

in distribution, Students find out in school, rather than on-the-job,

. whether they are geared for a carcer in retailing or job in distribu-
. - . ’
tion. The school store miy not be the answer for all DE programs,
' ‘ Co ' -3
I T s -

%
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but it can provide unlimited experiences for students when they

learn by involvement. . Y
wo o+ .

Coﬁclus&ons . .
@ ‘ ) i
Th% testing period for the store concept was nine weeks in

<ot !

. 4. -
- length. In genéral, the total approach has been very favorable by

7

x

/:..

4

&

e

, students, administration, faculty, advisory coammittee and the general -
pugfic: During a recent parent back-to-school night many favorable
compents were received from the parents visiting the school.

% The following-is 4 brief fbok at each function with changes

_ that-are now being implemented and problems that still have to be

resolved: : . :

5Mdﬁagbment - ) =
We decided to elect the manager by a vote of his group members
/ ' E .

rather than use=t§e ifftorview me;hod useF in the first quarter. The
assistant manager was also clected as.wgre team capfains from cach
of the other\éunq;ions to be a part of management. The remaining |
'fou; members of the mhnagement Eroup werc;clected to be officers in
DEéA; presidcnt% secretary, treasurcer, and reporter. Management now
meets Fridays to plan‘for the next weck and meets with the team cap-

“tains Mondays to give them instructions for their group. On the first

Monday of ecach month the class will meet as a whole for a DECA meceting.

These two changes arc an attempt to improve communications.

a

the coordinator was required to taKe a

\

SO . . o
more active role than originally planned due to the inability of the

During the first quarter,

student martager. ‘Lack of communications from management to the other

L R

groups was a problem. The department manager positions tended to

: =3




e

L}

I7 . b 1 3

become meaningless.

Sales Promotion - i

This group was the most enjoyable and sﬁccessful for all of the
stu&en£s-during the testing period. An all-school contest wés hgld
to name therstore. A ten dollar ﬁrize was offered for the name
selectéd. "The Common's Market" was the winning_entryl

R A problem that is peculiar.to this group is that there are S0

many tasks to complete, that it is djféicult to complete all of them

in nine weéks.‘ One solution that is.being considered is to assign
two members tg each task for ?'two week period and then rotate assign-.

ments} J/ T

Merchandising -

"

One of the areas fhat ﬁéed improvement in this group as well as
the others is the attitude of cach member to '"'see" beyoqﬁ the need
of completing the assigned tasks. To see the everyday chores-ofw
housekeeping; i.e. pick up paper, clean glass, arrange merchaﬁiﬁse.

A solution to the communication problem, mentioned earlier, aﬁd
the assi;hment problem above is for the team captdin to post ®a list
of things to be done on a dai}y or wegkly bésis. When thé student yorks
in the store, if he is not busy with customers, he qhecks the assign:
ment list for things to do.
Finance -

In this group there is a definite timc lag between the duties and
the assiénments. Most of the duties must be completed at the end of the
month; i.e. simulgted payroll, financial/stgtements, inventory. Attené;

-

ance in the store is by way of an assigned time sheet on which the

2




> students sign their initials. The finance team kee

attendance
weekly aﬁd calculates the payroll monthly.or quérterly. There

seems to Be.some misunderstanding of the function of the finance
unit. At‘the end of the first quarter nobody selected thié as their
first choice for their next unit. | L o

We ‘are stressing more training with the cash register in this

unit to give the students something to do during each month as well -

<

as to improve our use of the register. The practice set that is

required in this unit proved to be an excellent assignment. This

unit does help the student to become aware of ‘the fimancing_problems
A

in business.

L

Recommendations ‘ o -
C ; =

Evaluation of this pragrgm must be a aqngiﬁubus prbcess.
Studcnfs are beginning to recognize that proceduré%, policies, mer- |
~ chandise, and store operations require coﬁstant evaluation and .
change. There is a dangerous tendency toward a monetary evaluatiﬁﬁ
raéher fhaﬁ an objectivegeQaluafion on the basis of the learning L ‘
|
|

process. o

v

We have found the store approach to be a very realistic method -

of teaching distributive cducéfion skills and would recommendé% ' |

: similar operation to every distributive education program in'the
state. llowever, due to the many diversc functions involved in the '

EN

operation and teaching of this method, an extended’contract scems

-

nccessary to preparc and oversec this operation is much great than

anticipated.

’ .
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