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ABSTRACT AND METUODS

This project is to provide a curriculum guide for a school

store-model store -at North High School, Fargo, North Dakota. The

store at this high school is an attempt to combine the favorable

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

store provides actual "live.experienves to students while the

model store simulrrtes the experiences.

One important fcir ire of the project is that the Distributive

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

ing functions; merchandising, management, sales proMotion, and

finance; arc the foundations upon which the store and tW project

1-(' developed. Students are grouped into one of the retailing

tunctions listed abovr- for a nine week period. At the end of,cach

nine week period the students rotate to one of the other-retail

tunctions. Projects relating to each function were researched and

developed to provide actual and simulated retail experiences.

The store is open durin schdol hours and is staffed with

students enrolled i the Distributive Education I- class. All class

members-are required to work during free periods throughout the

week.

This repoft is an evaluation of the school store-model-store

at the end of the first nine week period.

rm
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CHAPTER I

FINDINGS AND ANALYSIS

Results and Findings

Distributive Education his as one of its &)als the preparation

of students for ohs in marketing and distribution. The training

nuc...;ary to meet this goal should be aS nearly like the actual

\r.Ticnce possible. Many educators believe that cooperative'

part-time education provides this training. Questions can he raised

rg4rding the success many programs arc achieving in meeting that

Are 'student'; receiving practical hands-on assignment or

task.? Arc they making real sales presentations? Are students

AttuAlly engag(d in preparjng real advertisements? Arc they becoming "

olv, in ,,,tual management decision making ?.

In most instance taking; into account the quality of the

c(,,perati..e training strition, students Arc not given the opporNnit

to oirtal.e ,)f ,mnagement'.. rol( in busi.ness. Relatively few trainW

.tAtions permit 01. ,:ooperAtive education students to become invo.14cd

In the actual decision making process. This attitude by buginesses

is to he expc.Jed since most of the students have not hadqexposurb

to many of management's problems.

Where and when should DI. !,tudents receive 4lis exnosure ta,,aake
4s

th(.1r cooperative education more meaningful? c answer is tt, start

A store. The school store can provide most of the haqds-on

pra(10.cal experiences a student needs before becoming involved in

8

yr

'54tsc.y.4,

kit



fi)

'2

cooperative raucation.' the school store can become a training

device offeripg experiences andopportunities in public relations,

management, control pirsonnel, recruiting, leadership, sales and

advertising, window display, and buying.' The most beneficial time

a distributive education student can receive this training is prior'

to the senior ye.ar. cooperative program.

Need for the Study and Purpose

There arc ainumher of articles in periodicals which provide

checkli,ts or give general suggestions in developing school stores.

Maw,' of the materials out partidular areas to cover, but few,

actually :et .down a complete methOd of operating a school ~tore. The

purpo, of the study is to develop a (.-omple,e course of study for the

school ;toreat North High School in Fargo, North Dakota.
4

Impleernt the school ;tore into the I'M curriculum results in

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

'ten may select a one seme!str course in Salesmanship. -lasses in

grade eleven have heen replaced by the school store. The coonerative

program is maintained and is available to students in grade twelq.

Selective cooperative placement of students in grade eleven is also

maintained.

A limited Amount Of printed materials are available regarding

i4the operation of a school store. There are also few model stores[;
f-t/

i.

=operating in the United y States with Minnesota being a pioneer in,

the area. Little published material. is from these stores. Tho'

1

Joseph C. Hecht, "Round Out DV Education With a School Store,'
DE Today., Winter 1967, p. 3.
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Project at FargoNorth HHh School' is unique in that a school store

serves as the.clao,s as Well as an operating business. Iris a combk-

nation school store and model store. Hy definition a apdel store

provides simulated experiences, while a school store provides actual

experiences. The Oklahoma DE Course of Study, the Uniyersity of

Texas DI Materials, and th Ohio .State University DE Materials were

used extensively in developing and assembling the curriculum for this

project.

As stated earlier, the school store serve's as the DE I'classroom

As well A.S An operating business. The curriculum for the store is

planned aTound the four major retail functions: Management, merchan-

dising,,,Ales promotion and finance. Virtually every activity involved

/kin owninv, and operating a business can be taught by the use of the

school ',tore. The curriculum materials are developed to formulate

r-talling experiences which Gill aid the fudent in skills and attitudes

necc.,,Ary for later cooperative work experience.

The school .;tore.at North High School is located in the commons

o
portion of the school building. Thi,: area is located in the center

/

Of the school dnd generates. a oreat amount of student 'traffic. All

classroom'; as well as the large group instruction room and' the theater

empty into the commons area. . The commons also serves as the lunch

area during the noontime hours. This location is ideal since*if serves

AC the huh of the school.

An arca 28 feet by 28 feet within the commons is used as Space

for the school store. The store is designed with walls constructed

floor to ceiling with double glass editrance doors and a display window

"area twelve feet, in length. The display window space can easily be

9
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divided into three inJiidual roar foot windows by uing%movable

partitiol-to sepal rte them. The interior fixtures include: A cash

,register, .how(x.es, a wrap counter, wall merchandising units, (7

gondolas, mannvquinns, paperback book displayers, and sales tables.

The fiXtures nr not permanently attached so that the store layout

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

illnstrates the store layout.

The four major retail functions comprised the elements for pre-

paring curriculum materials. Each of the functions - management,

merchandising, sal(Cs promotion arid finance - require nine weeks to

complete. The students are divided into four groups according to

the above functions and change each quarter.

Lush 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

free pericids-. Store-hours are from R:30 a.m. toy 2:05 p.m. Using this

approach permits the ,:tudent to become actively involved in all of

the retail operations.

Management Team

The managebent team includes a General Manager; Assistant General

Manager and four department The general manager for each

nine week period is t, I through the following pr-ocedure. All of

. the students La the n;ingcment team arc eligible to become the general

manager. Every management team member prepares an applioation blank,

a resume' and arrange. for a personal inteeview with 4 committee com-

posed of advisory committee members. The advisory committee sele.cts

11
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..--"-
the best student as gimural manager; the sec nd best as assistant
,.. v .

-

general manager a nd the.yemaining Members h come department man-

agers within-the _.tore.: This procedure re uires the student t

learn about application blanks, personal esi.imes' and interviewing

techniques. It ;its° actively involves. the DE advisory committee

members. The same prOcedure for select ons is used for each nine

week perio'd utilizing..different adviso y committee members. Once

- ,

the general manager and assistant hay' been selected,- they ASsume

the responsibility of,the overall p'rAtion of the school store:

An additional breakdown of the store into departments of ,school

supplies, school and paperback boo, s, specialities, and consignment

sales pormits. the use of dilTartment manarors. The school supplies

department includes items such as: .Pens, pencils, paper, folders,

rulers, compaAses,,protractor;, erasers, and other similar school

lifaterials used-by the student. Class workbooks are sold by the

school' store as a student copve nience even though they are usually

salable-only at the .beginlling,of the school yc,ar. The: supply of

paperback books can usual lv be arranged on.a consignment, basis

through alocal supplier. _:r.is-arrangement will eliminate the

capital, requirements nce..,,surV to maintain the wide selection neces-

sary in this department, The specialities 4epartmenCincludes items

of merehandie such N';: -;chool_imitrinted "Ishirts;'sweat shirts,

4'poanants, novltil iII I other bow-ter The cow; iglinwnt

sales department receive, merchan.lie.4rom local luerchartys en a con-

signment basis. To-il,lustrate, the management team and the Merchandise

team may scuki women's sportswear as merchandise that should_ he

carried by the stor.' informaiun i relayed to the DE instructor

131.



wfro cotact!: a local but:iness requesting approval t obtain. the

merchandi!w.- Once 'the approval has been ,given, the management and,'

merchandi!:e tc-illis,Ailw,t prepare a list of items they feel meet the

needs of the store 'customers: A group of buyers from these. two teams
.

?

_

visit the local merchant and discuss their list with'the m6rchant.

Ihe-local business is us'pally,wifling and able to guide. the-students

in selectingapproprilite items of merchandise.

-
lick department manager is responsible for the activities of

,

their department and have control over the department. The gene'ral

mannger.and hi;; assistant aid the department managers in decision

making.

The entire Managemp4t team is responsible for preparing an,.

-,organizatiftal chart of the-school store." (See Figure 2) TlYe team

also d,.velops per!;o6ne1 pqlicies which must include: .Simulated

hourly wages, tringe benefits, employee conduct and grooming:train-

evalnation,-;nid employee communications. The, management, team

Al o. must prepare a pe,rsconael handbook which includes the store's

. Titles and regulation . The .rvision of the other fundtions of

.ales promotion, merchandi'7m;:and finapceis an additional manage-

ment. r9spon,sihilitv. lhe am is rvsponsible for all marketing

re,:i)rch and public relation.; activities for the: store.

,

111,, ^.1erclianding ream

The merchandi*:;ing unit, like all,the other units, is nine weeks

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

vided similar hek!,.h,'ets sty the other teams and have other specific

t
respow:ibilitie.; which apply tq Abell- area,. The responsibilities of
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this team lair I nth rI checking, ;toeking, marking and

111' C 11 1 01 1111 111 111111' 1111 1.1 11111ClitiC ..111.1.; `r;. by no Means a

!itia I 1 t i tic.' I he \ are cliar!;ed with the responsibility of main-
,

t till fir avio..p1.1 e I ok Is'. :11111 l)I yk/ din); 1 illeati; cont rol of a I 1

i ..,. I v 11 ul i -11111,11f I lir i i t

( ,11 I 111 tit' 111'4 1 :11 1' .1111111111.11 11)11 11,(11t'11. to carry out 1 h.

pkr;it ion or t he ore. o I. rcliand ';(' is one of the respon-

sibi lit iec of thi ;-te 1111 . Al 1 memhers iof the team must work together
------

with each of the dopart !milt tilann,.or-, in determining what sto to

.
or.' -1 and i It what (loin t it i Uet MItn . ng the placemvit of mer-

thc dutv of the team. Mc' -hanOking

dec must m:kle x. the problem of w.olov ing items,

;h,,t1 l 11 t he 1,1:1, float. mercl atidic,..- he changed?

1Cn111.1 a1111it inntl1 1.ii lie p t., ncroase .a 1 e:-.?
A

T. 11, I I v' l'1"Om t'1 1 ,7

;Ili jir(11:11)1 inn m itt 1 1:1 I,. prox, de !:evoral int) vidua,.1

I:. ignition t in pi.patin rt i:cimnt and window displays. Group

;1;si i,,nment i nein i'). t hi y advert isements for the

;i:lioo ti. %.,:plpor , pr. I, It it to, of* t in oamorcials to he given over

the ...t'h()f) r ~inter fli ).1ring tlevi,:ion commercials

tit,

t..L I. p(.!' tid I)I t

in a I 1- .t t)re 11 rot,,

t n roc

nt

11,111' 1 111

"11 i t lino 1" I h. 1 I l

I t It t he nine w. L <

10,)1 . During each nine

s;i I of: promot ion tvari must plan

tlI t andard promot ions 11:;ed by

i i rct n t tie wc...1, team can Ie.(' a

M '1 1. tiy!t it'' of t he e:clioo

I 1 .,.011 that- an be

16



used, such :1(.: 11

and ot hors . 'Teel II ; rt.

1()

Christmas, Fai,ter, Valentine's Day,

;.,i)Initictit, :Ire ahso included in the

unit for each o1 the departments. hese a,:siimments must

Ise completed in cooperation with the department manalt.er.

The Finance Team tit

Many of the .r:sirument in the finance unit are simulnted.

Team memhers mi:t (m10:flit with manvement to determine the heurly

WTZCS to he 11,,.d in 'the simnlat ro 1 1 . Every sf udent who, forks

IlI the :tOre rf (111ip f'rp a t card indicat ing the hours

010,11 per day 11141 ./ . I 1 11 MCI' tl.:11!1 MCP1I)er`: prep ;IT e a weekly,

pAyrol I which must include week iv gross earning, soci al, ;;(1.curi ty

withholdito tax (1(.1:10 imw:, prleparinil individual employee pay-

-roll i,cords , (I, 411( t ion 1.6 rrr. ;111(1 payroll checks.

Anmt lo,r .iOIlI .) ( t t i th' cep nr, P ract i cc Set, I,.

Fri 1 1 h r:n; Iii 1 1 pi!) I cat ion includes \

comp! c tt":e t it transactions for a small business, for

1(16o

a one mouth poliod. the t' 1u,:aytion booklet in the practice set

i 1 Ipqt rnt e.; Al I of 4 timw: .Intl all of the. husinss papers

And for-. I "TletHn (IC the pra.tic set. A min-

imum ammillit (0 lc.
I nucd, d to complete the prac-

,

I i cc t jn, d I t are e pl aancd ful I y. Lach

he I r .1111 I. 1 t pt:!Hch :11'd complete the

I.it t it ( t ti I.. (4 1 r

A hAlAnc, It 4,1,, t at 4'111 'Tr t he pr( pared ea( h

It hi for I ho I I Pt' 'I It ;mil t -t ,it or, n t S T"( tiliIres.

I hi% financ( t. 1.4, I, III ;Lt' \ 1 V t)I ;1 I I of t



in the h the (-10-,c 'lull month al 1 invoices

If 1,rot f()r priymnt requi res the

pi ,1 (11cl k r( Iona and pre-.(.nt the form

t() the school: di-,trict ( (milt in off , (:. All of the actual account -

.nd hi I Is mi:t. ho 161((".

t CAM LIII111( to

in(' :Ind millie iv:v. kept b ht 1-.1( ;(, Si hi. 1 1)1:,trict Office accounting

depirtmt nt Thi im111.1t ( (I the need it c, tax and 1 ,:y permit.

I
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CHA'TER Ii
6

IMPLICATIONS OF IL SCHOOL STORE

/

Flu' school store has 11 o the ingredients for perfecting a

'1W program. The store becomes a training device which offers the

studett

Mlle I ,

experiences in public rola tons, management, control, per-
t

rutting, 4cadcrship, sal 's and advertiI;ing, window dis-

. .

and buying. What makes the sc\hooL store experiences 'so valu-,

oble is its ability to focus attention on probleriis in- adtual,retail-

2
ing operations,, A great many of the assignments the students.com-

plete are situations they may by facing on-the-job. It must be

rimembored that the North High store is designed for students in

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

WOM" 1.5 to provide the student with meaningful experiences before

InW11,in7g in the senior year cooperative program. .This arrangement

prep:fres the student to becpM a more valuable-employee When partici--

pating in the cooperative program. SAudnts working in the school

,.to-fq ,-. are given an oppOrtuity to make decisions and to see the

.:alts of the action taken.
3

Exposure tp realistic problems facing'

ilailing gives the student a betterunderStanding of the entrre rol7

..of a- retail store. Some of the decision's the students make are not

1 Joseph C. Hecht., "Round Out DE Education With a'School Store",
PE To(lay, Winter 1967, p. 3.

-Lawrence Levinspn, "The School Store: tearning by Involvement,
P:irt Z", DE Today, Summer 1974, p. g.
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,going to be profitable. .This'experi.ence can provide a real learning

experience since not all decisionS of retailers turn out to be the

best decisions.

A second.implication of the school store i. the promotional
-. _

aspect it can prOvide for the DE program. 'Since there area limited
. . .

,
I

1

\.\\number of "showplaces'- in a schOol, the school sto?e.becomes a

.natural focal point for,visltors who want to see up-to-date educa-1
-.

tionaJ ideas.' The "showplace" theme also .applies.; to bther.students

not enrolled in N. Th"e students soon realize that-the TE.program
0

differs from their regular classes in that the.school.store is part

of the total course.` The development O. an exprit de cOrps.ln
..,

.0-, ... "`tee Oo

students working in the store is:a valuab-ie',..-ad in' t e successof.
. ,

.
.

,I.

the store.
. ,

.1

- %
.

A third implication applies to future rCerUItMent 4i. the DE
.

' -
.

.-' .,:-
k.

.

i -
--,,

program. Interest in th&'. store and the en/huslaSm.of the students
. 4

'''

enrolled in the school store can stimulate interest in DE.
3

Students

enrolled in the SaleSmamship class, offered to students in grade ten,

can be recruited to work in the store. Exposure to the retailing

experience is a motivating fotce for,takihg DE-in their junior and

senior years. The school.stoYeTcan awaken interest in and cOriosity

about retailing and provide unequaled learning opportunities for students.
4

k

A
IHecht, "Round Out-DE Education With a School store", p. 3.

-DEM Guide, "Administratioa,pr the School Store", F ;al's Church,
r973-4, p.;41.

3
Ilecht,."Round Out DE Education With.a School Store", p. 4:

4
Levinson, "The School Store: Learning by Involvement Part 2",
p. R.

20
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CHAPTER III

SUMMARY"AND CONGLUSIONS

.SUMMarY4'
A

. .

.Prepare students fOr,.gainful employment in distributive occupa4

'tions. This is one of thechief.goals for distributive educators.

Preparation for gainful employment means that the DE educator must

reviewbhe.inst.ructional methods employed to attain that goal. Are

the traditionalpAParatory classes fulfilling that goal? How mean-
.

ingful are the learning experiences received in these classes?- Are

the,student§ learning by involvement? Are projettS 'real "? The
NN1

use'of a.school store-can beome a.viable alternative toi,the tradi-

tional classroom and in some cases cooperative education,School

4toro expeFiences provide "real" situations for theptudent. vDaily

assignments employed in the store-class ,setting become more7mganing-
,,'

*ful when the student actually sees the result.; of his work

Ct

results are measurable and 'are, usually in the form of increased sp.'ts

for the store. The traditional clasSroom project 6-f--5/mm,e layout,

for exampl0;-. is one'in which the student may construct a drawing,

white the school store require§ that the student actually move show-

cases. Students can see how store layout can affect sales volume.

The format employed of dividing the store into the four retailing

functions, gives the student sufficient variety in the store functions

1 Lawrenceevinson, "The SchOol Store: Learning by Involvement",

DE Today, Spring 1974, p. 1.

14
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and duties. Each unit is nine weeks long,. which tllows sufficient

time for most student.; and may push others -into completing'the,ir

assignments. Several of the assignments in each function require

the combined efforts of all students in the team. Whai combining
AT

all team members, students soon realize that there must be coopera

tion in a store in order to complete the job. Other projects tn the

store require the efforts of two or more. teafis to meet the°gOal.
0

Here, team members can witness the need for interdepartmegtal coop-

erat-ion. Using a schbol store can provide the spark needed to get/

'-tudents involved. If one member does notdo his job, othprs must

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

his job 'w.ill soon Feel teampressure from the other member.

The school store as not for all DE instructors. Anyone'Who

prefers )e structured classroom will find the store to be very

frustrating., 4n many cases a few students will be completing the

sallu project, unless it is a team project. Students assigned indi-

vidualworkmill he at many different stages of completion. Some

students will need constant prodding, while others will complete all

assigned. work early. Actually, this is the real significance of this

project, individualized instruction but with deadlines to meet for

the schoot store.

.Thb placement of the school store in the junior year provides

fir early identification of those students interested in a career

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

,whetho-r they are geared for a career in retailing or job in distrihu-

Lion. Tire school store May not be the ailswer for all DE programs,

U.

.ate
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but it can provide unlimited experiences for students when they

learn by involvement.

Conclusions
A

The testing period for the store concept was nine weeks in

length. In general, the total approach has been very favorable by

Students, administration, faculty, advisory committee and the general

,During a recent parent back-to-school night many favorable

comments were received from the parents visiting the school.

The following -.is a brief fbok at each function with changes

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

resel,Ved:

4 Management -

We decided to elect the manager by a vote of his group members

rather than use the ikorview method used in the first quarter. The

assistant manager was also elected as were team captains from each

of the other functions to be a part of management. The remaining

four members of the management group were elected to be officers in

DECA;President% secretary, treasurer, and reporter. Management now

meets Fridays to plan'for the next week and meets with the team cap -

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

Monday of each month the class will meet as a whole for a DECA meeting.

These two changes are an attempt to improve communications.

During the first quarter, the coordinator was required to take a

a

more active role than originally planned due to the inability of the

student manager. Lack of communications from management to the other

groups was a problem. The department manager positions tended to

23
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become meaningless.

Sales promotion -

This group,was the most enjoyable and successful for all of the

students during the testing period. An all school contest was held

to name the store. A ten dollar prize was offered for the name

selected. "The Common's Market" was the winning entry.

A problem flat is Reculiar.to this group is that there are so

many tasks to complete, that it is difficult to comiilete.all of them

in nine weeks. One solution that is being considered is to assign

two members to each task for a'two week period and then rotate assign-
.

ments. f
Merchandising -

One of the areas that need impr6Vement in this group as well as

the others is the attitude of each member to "see" beyond the need

of completing the assigned tasks. To see the everyday chores of

housekeeping; i.e. pick up paper, clean glas,s, a ;range merchaArise.

A solution to the communication problem, mentioned earlier, and

the assignment problem above is for the team captain to 'post% list

of things to be done on a daily or weakly basis. When the student works

in the store, if he is not busy with customers, he checks the assign-

ment list for things to do.

Finance -

In this group there is a definite time lag between the duties and

the assignments. Most of the duties must be completed at the end of the

month; i.e. simulated payroll, financial statements, inventory. Attend-
.

ance in the store is by way Of an assigned time sheet on which the
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students sign their initials. The finance team kee attendance

weekly and calculates the payroll monthly or quarterly. There

seems to be some misunderstanding of the function of the finance

unit. At the end of the first quarter nobody selected this as their

first choice for their next unit.

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 financingproblems
4i6

in business.

Recommendations

Evaluation of this prggre must be a pontinuous process.

Students are beginning to recognize that procedures, policies, mer-

chandise, and store operations require constant evaluation and

change. There is a dangerous tendency toward a monetary evaluation

rather than an objective evaluation on the basis of the learning

process.

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

of teaching distributive education skills and would recommend d
similar operation to every distributive education program in'the

state. However, due to the many diverse functions involved in the

operation and teaching of this method, an extended'contract seems

necessary to prepare and oversee this operation is much great than

anticipated.

Z5



BIBLIOGRAPHY

Curriculum and Instructional Materials Center. Distributive
Education II Course of Study. Stillwater: OklahoMa
State Board fo Vocational and Teachnical Education,. 1971.

Distributive Education Clubs of Americ.a. DECA Guide. "The
School Store",,Falls Church, Virginia. 1972-73.

Distributive Education Ciub:S.ol' America. DECA Guide.
"Administration of .the.Schoel Store", Falls Church,
Virginia. 1973-74.

Fallon, 'William ,nvGames Students Play." DE Today, (Winter;
1974), 11.

4

Hecht, Joseph. C. "Round Out DE Education With a School Store."
DE Today, (Fall, 4967), 3-4.

Levin Son, Lawrence. "The Sthool Sto e: Learning by Involvement.
Part I." DE Today, (Spring, 74), 1-2.

Levinson, Lawrence. "The. School Store: Lelirning by Involvement
Part II." DE Today, (Summer, 19 , 7-8.

O

19

'6

0'

.44


