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Leaders in busimess and industry expect high school graduates-to be -

productive workers contributing to the economy and their chosen

occupational fields, If high schools are going to meet the needs of students, - ‘
education~especially fq.r eleventh and twelfth grade‘students—needs to affer o~

Opportunit?qs to develop skills for a broad range of occupations.

As taught in Oregohh’s high schodls, océupationéi' é!ustérs are desigﬁed to
prepare ' students for job entry.  The’ Oregon Department of “Education
anaiyzed the basic elements of hundreds of jobs with similar characterxsttcs

grouping these .into’ occupationa!l clusters according to entry- level -
requirgments. Ffom.the resulting list, Department staff, in cpoperation with’

the Department of Labor, Division of Employment. and §tat|stics seiected
c!usters geared toward current’job opportumttes around t state .

To d$vef0p this cluster. gusde key occupatxons were: 'id ntn‘ied actswtles and
resources were: selected. The guide suggests.teaehm ':deas and is aimed at
high schaoi students, as well as those wishing to € ter community college,
university; or apprenticeship programs. For fugther information, please
contact ‘Dean Herman, Marketing and Dtstr:bu e Edycation Specialist at
the Department. - S :
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"{ ' PROCEDURESFOR USING THE GUIDE

| The Marketing Occupations Cluster program isa \rocatronai program for high
- school students preparing to enter any.of the twenty-two industries and

hund%df of occupations whrch involve the flow of goods and services-

betweerhproducer and konsumer. Oregon’s marketing curriculum is a direct

- carry-over of distributive education, an idea first initiated at the tufn of the

century’ by Lucinda Prince when'she launched a store training program, for
young women. She recognized the need for practical in-store experience

mtegrated with classroom instruction.. Consdquently, as ’ distributive -

programs developed, it was required that participants be employed.
Legislation in 1937 and 1946 allowed for the use of federal fundsto support
~these programs and, as programs evolved,’ they came to be known as

- marketing _programs. Today, programs are offered at the secondary? and

community college levels, and on-the-job experremce is emphasized. .

In putt?ng this g';uide tdéether, sixteen ‘key marketing occupations were

Jdentified ‘(see page 7)}—all of which utilize standar’b&semng,' buying,
“promotion, research and management techniques.” The guide is organized
" %r)t: four sections: clustér organization and rmplementatnon mstructronai

asis areas, assessment, and &n appendix. -

The Cluster. Organization and lmplsmentatron section talks about goal-based
plannrng, “and includes a Qroposed cluster “curriculum, a sample curriculum

schedule, allied support courses, inforration about program management

gnd current Gregan Manpower Data.

t

R he lnstruct:ona! Emphasrs Areas section contains suggested course goals,

rformance indicators and suggested learning activities rn.prrentatron career

‘ gurdance economics, human relagions, communications, mathematics, sales

promotion, opérations, management, and independent study.

Section th-ree, Assessment, is followed by .the appendix: (a) job descriptions
from the Dictionary of Occupational.Titles, (b) Oregon manpower data, (c)

© suggested equipment, facilities and supphes {d} instructional analysis for

organizing learning experiences. .

t
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GOAL-BASED PLANNING FOR MARKETING PROGRAMS

Goals are guideposts-~they give purpose and direction to planning activitiés. W
Goals provide .a common language for discussing the merits of various

“activities as such activities are carried _cuﬁ‘. '

In marketing, justas in anydther ps;ogram offered by an educational swteh, _
a sense of purpose angd direction is essential to good planning. But what are

_ these purposes and directions? Where do they come from? Why should the

-4

3 ) ' o ..
_ Program Goals answer the question: What do the local currsculum ptanr%s\ R

marketing teacher be concerned? These are questions to be answered before

-efféctive planning of;a marketing curriculum can proceed. - * a %
. A . & A

Each teacher must realize that planning a marketing curriculum cannot begin
and end only in a given classroom. It needs to be done with a sense of similar
planning in other classrooms and districts within the state,

.Goal-setting p?ovides districts with 'a common reference’ for planning. In .

goal-based planning, teachers wou!d congi@er four levels of goals: state goals
district goals, program goais and course g s, -~ _ o

£

.

State Goals answer the question: What does the Qregon Department of
Edueation think a student should get ouf of public schooling in"Oregon?
District Goals answer the question: What do the local cgmmunit\and its
schools think a student ought to get out of tocal schoclzng, and how\js that
to'relate to state goa!s? .

and marketmg teachers think a student ought to get out of marketing
programs and how is that to relate to district goals?

Course Goals answer the quest:on What do marketing teachers- think a

student ought tq get out of Marketing | or |, and how is that to relate to

program goafs? - ‘ _ . . o -

Where, then, does competency fit? ) .

Competency is one of three graduatmn requirements, Districts plan and

‘evaluate instruction by means of goals goals local districts write. Districts

determine whether students get diplomas by means of competency, credit
and attendance—requirements local districts set, i

Competency means being capable, fit. For students in Oregon, it means
haying demonstrated that they have the knowiedge and skills which the
community considers necessary for life rolést The knowiedge and skills may
be acquired from.several courses. .
A competency is a local statement describing what ALL students must ‘ _
demonstrate. |t is not a competency in Oregon if only some students must . ot
demonstrate it—say, only those who study ”Marketmg [.” In this case, it ' ‘
would be a course goal, * .
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S ! . DISTRICT GOAL
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- ‘\\ } . The student will have skills and knowledge —® COMPETENCIES |
N N z appropriate. Yo the role of producer. v
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s | - ' PROGRAM GOAL 1 -
.‘ . . ,j L . t '
” The student wrﬁ understand-the ;_ |
deiC ecangimic processes involved: 1 f
in the distgbution of goods and J§ |-—
S .. services. ' . ‘ __; Lo , . \ I N
- . . . . - @ Given appropriaté
~ ‘ - - ~ . * . N <
, . ' : - ; ~ - information, the
£ S N : ~< . student will idéntify |
. ’ A . \ B o ' various distribution
AR : ~ LS
. -. . ‘ ﬁ _\ - L . \\ systems,
’: e \'\“\. . H ,_——— l \"_‘_' ——————— —1' ~\‘\ a_. .
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' S Wf LT T N T™Ne.
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‘ ) : COURSE GOAL" o N i
{Marketing 1} . i I ) \‘\;“' .. T
. The “swident will be able to b | T
! T | explain in writing the flow of , L__l
. products from produce - to the _} ..
point of final sale. -’ ’
> , . . y v . -
- Goals are intended to help teachers, program specialists and administrators
o plan programs. Goals promote a framework For piannmg that-canbe shared =~ . . |
by all those doing similar planning.” Goals help in p!annmg for individual o
.\ , o student goals and interests, to be “done within the limits of available
- " resources. It is important that marketing teachers be directly involved in
developmg district, program and course gaa!s so that the marketing cluster is
coo‘rd»mated with pther‘ program areas.
. , .. Marketing programs are offgred .high school through community coHege
DN . {where programis in distribdtion, retail management, middle management,
“ ' .
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sales, banking and finance and real estate are avaf(ab!e) There is a strong
emphasis in Oregon community colleges to provide courses for. emplqyed

’

underemployed, "and ur}empiqyed adults, supervisory personnet, and .
. . .

managers.

High schools offer either one .or two-year marketing programs. In all

secondary programs, on-the-job experience is erphasized. It is estimated

that somé 1500 employers support marketing programs by working directly
with school personnel in arranging work experience which complements

‘inclass_instruction. Often, students are excused from class to work, and

cooperation between business and school is a unique Yeature of the program.
Business leaders, through advisory committees, help keep curriculum
coordinated with business needs and practices. A number’ of schools are
operating campus shops or student stores, a move to reinforce the more
traditional academic approaches with real business experience. -

-

COOPERATIVE "
WORK EXPERIENCE

L
7 . .

CAREER INTEREST

N SCHOOL £LASS/LAB

CAREER

{ o o | | / .+ (DECA) -

Marketing, students gain leadership experiences through the Distributive
Education Clubs of America (DECA), a vocational stydent organization
supported by a number of local and national companies. High schools with
marketing programs can establish lochl DECA chapters: these chapters
together form the Oregon Association of DECA. Statewide activities include

“an annual State Career Deve!opment Conference featuring competitive

activities in such areas as: food marketing, foodservice, general merchandis-
ing,  petroleum marketing, finance-and credit, local community marketing
projects ¥and civic activities. Oregon delegates participate and compete with
stugents from all over the Umted States at the National Career Development
Conference ‘

* 13

Program coordination and development are provided through the Oregon

* Department of Education. The state specialist for marketing and distributive

education is responsibie for program approval, evaluation of program

effectiveness in meeting employment needs, curriculum development, and .
2 ¢~ program planning. : :

>

P

TOTAL INSTRUCTIONAL
AND GOALS OF STUDENTS[ | ° PROGRAM > INSTRUCTION | RESULTS
i 1
. STUDENT ORGANIZATION



A samplmg ©f tasks from the occupatxons w&thm‘the cluster shows a
requsrement for the ability to communicate: S

sell gnd promote proﬁucts by telephone (auto parts counter-person)
guestion customer to determine needs (building supplies sales agent)
digect customer to location of merchandise (cashier/checker)

make suggestions to meet customer needs (general sales agent)

- - r . ‘ - - 1, -
. . ‘ S . T® e ‘,:\f”‘f
WHAT IS A MARKETING OCCUPATIONS CLUSTER? "
- j} . -
A marketing occupatrons cluster is a group of” occupat:ons havmg similar
tasks. )
" The marketing clusterrgroups occupations having to do with selling of real
estate, appliances and, general merthandise; operation and- management of
firms in the business of selling; and purchasing, shnppmg, recetvmg and «
stocking memhand:se a .
"Prominent occupations in the marketing cluster include: s
stock clerk . o purchas”ing‘agent‘ "
real estate broker -+ real estate sales agent R
insurance agent (life & iéajth - general sales agent ‘ L
building supplies sales agent » - - general salesperson
department manager . cashier/checker
operations officer : +. auto parts’ counter person L , .
account executive insurance: agent (fire & casyalty) . v
ayto sales agent | ' shtppmq/ recewmg clerk- N

suggest alternate. rnerchandise to customer makmg return ({general °

salesperson) )
listen to customer concerning complaint (operat:ons ofﬁcer)
canvass by telephone to identify prospects {insurance agent flre &
casualty)
discuss new insurance ideas with clients (insurance agent, life & he'alth)
. present buyer's offer to seller {real estate sales agent)
complete closing sequence with buyer (real estate broker)
call correct carrier (stock clerk) ,
counsel employes on saféty (department manager) v
renegotiate contract (purchasing agent) -
provide information requested by client {account executive)
explain car features to customer (auto sales agent)

3

- I

Upoh completing an occupational cluster, students should have developed

| _kndwledge and skills standard for most occupations within the cluster, and
_should be prepared to seek work or further trammg in the occupation of

their choice.



A marketmg program shoufd mctude N

o oA : o .
) MAR KETgNg‘ocqtiPAgmNs cLUSTE’R,Qp‘RR*c;J.Lu_M .
o . ¢ . . " ‘ T ’ ": o7 :
) ) - . . . . C . P "l v . - .
“+ -This guide is desigﬁeti to show *teachers what “specific now nd Isk'itis'

- qualify students for entry- leve{ emptoyrhent (or post- -§econd yﬁrammg) ins
'»marketnnSOCCUpatxon& The teacher;thh the heip of anﬁadwsory committee,

. €an argamze a currmu lum ‘ta mstruct students accormng to mdwlduai nﬁeds

.
.

v\"-h

" The bas:c anwEedgg_gnd skxifs are cqntashed in two eccupaHOnaI speg:ratty-

ceurses MdrketmgNBasfc and Marﬁetmg H (Advanced} ;
g T

i

w

»
.

Occupatmna! exp!oratory expenences in grades seven thrdugh ten Thss is

Nhe time for students to develop career goals and pians. Gourses in general .

bu‘eas, typewriting, SUTOE (sel}- understandmg through occupational
“.‘exploration}, industrial arts, or home economics prowde a foundation for
the marketmg«:iuster i grades 11 and 12. -‘ .

Occupattona[ gmdance Guidance helps students Jeawh. more gbout

themselves, and helps them choose occupatsona? fields whlch are chaliengmg,

and fulfilling. - : _ . . e

Marketing cluster courSes '{n grades 11 and 12 Courses {Mérketmg fand H)
should be offered the, equivalent of two periods per day, or ten hours per
week. This is aminimal amount of time in whsch to s?udy aind.acquire that

experience caHed for by the course goais

Allied support courses in grades 11 and 12. Students shou%d be offered -

supplemental courses to sharpen partlcuiaf interests and talents and help’

them atfain occupatlonai gqals (See page 13 for a list of recommended alhed _

support cou rses.
&

«Ccaperative work experience. Programs should {provide on-tﬁe-job training

which <can thelp improve career decision-making skills. Work experience
should be a part of the required time block as electives, An Oregon

Department of Education publication Cdoperative Work Experience Coor- -

dinators” Manual* ta!ks about establishing related work expenence in the
community. y

Projects. Projects are individually designed laboratory learning experiences
similar to on-thejob training. Projects may be used in lieu of cooperative
work experisnce in situations where cammungy resources cannot provxde.
suitable trasmng statmns for aH ‘students. 1.

Co-curricular- activities of the Distributive Education Clubs of America
(Oregon Association of DECA). DECA i recogmzed as an integral and
' co-curricular part of the marketmg program. The purposes of DECA *areit.Q
promote vocational understandmg, civic conscmusnéss and soc;a! leadership

! .8

B A .
- . H]

*Cooperative Work Experience Coordinators’ Manual. (Salem: Oregon
Department of Exucation, 1972) -

-
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'skr!is Qhapter activities refate drrectly to emptoymer\t needs for mdrketing

QCCUDGHOFIS . . / s

-7' » ! 3 ) ~

' .The following desxgn for a two- year marketing cruster prograrﬁ may be used
- irnity erm

tyorsnpar‘t) o

- ~ 4 A A e

[ ’ .

W

| MA&KET!’I\[G |

1st year of program’

~ MARKETING II
, S ; ‘\ N - .- . R h .
Junigrs orSeniors |, - niors in 2nd’ e
’ year of program

N - . -l"l ’ -

. {orll . .

'Y . b}

Jumorsor Semors E
- enrolled in Marketing

ACT!VITIES/PBQJECTS ' .7

- Course Deseriptions *-

x
. %

A

'}« Marketing 1 or I

™~ B ’
: .

(”&OPELATNE MARKETING | | COOPERATIVE MARKETING il

. Ist year of superwsed '
empioyment for Juniors
or Seniors;enroiled in

2nd year of supervised <« -
‘employment for Senigrs
who have taken CM! and

are takihg Marketing Il . .

gl -e

~ f

' Markétiﬁg | (first—ye'ar course). isAdesrgned to |develop fundamental skills

needed in-a majarity of distributive occupationy including: basic economics,
communications, human relatrons mathematic personai gelhng, advertising,
visual merchandising, and some operatiens ThlS course can improve student

placement success.in entry level jobs, or in senior year cocperatn(‘e work‘

programs.- Seniors may be accepted into thns_course if they are enro“ed in
“Cogperative Marketrng |, as descnbed below, "

Marketing 11 (second year or advanced course) involves further refmemen‘t of
Marketing | fundamentals, with additional work -in buying, p'ﬁ;cmg,

. management, and sales promotion technrques Individual instructional plaps

should be devéloped which emphasize career ob;ectxv&s and which h

students acquire product aﬁareness and special skills. These individual pians
-should be developed along with on-the-job training plans in cooperation with
employers. Gnly seniors who have’successfully completed Markemﬁg | should

/ngperatwe Marketmg

Actmtzes/Pro;ects involve :ndrvrdua! and small group activities in class tha‘t

=

- be enrolled, and each Marketing H student should also be enroHed in-

build on Marketing | and-ll, if cooperative work experience is not available.

IDECC Learning Activity Packages (LAPS), Merit Award Program (MAP),

and DECA cdmpetrtwe activities can be .included -in this penod Also,

in-school store ﬁbs aré excellent training grounds

r ‘l ~
X

Codperative Marketing |. mvo!ves superwsed emp!dyment to complement
in-school instruction; a minimum of ten hours per week is usually the
eqx alent of one or more units of credit.

A -

= .
, . “~ Lt

3 o

.
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L

-one unit of credit.

'_'A Variety of Options

[ ]

, Cooperatwe Marketmg I is superwsed employment for the seconk - year '
student upon completion of Marketing I and Cooperatwe Marketing't in the

junior year; a minimum of ten hotts per week is usuaHy the equwatent of

~ +
..

) oy o

. Participation in the ab/ove courses can vary- from one unit of exploratory
- experience to sfx units for all the courses. Juniors can enroll for two years;
.seniors may enroll for ong year provided. that more than one unit of study is
schedul;e?_yost schools urge years Of parttcspatcon {See the foilowmg :
- page fo

samp}e‘curricu!um ie) L &
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. e - SUGGESTED CURRICULUM SCHEDULE =~ '
e - Period” Grades 7.and 8 Grade 9 Grade 10 Grade 11 . Grade,12
Iy | ‘ ‘ - . N T
e d . Social Stuge' s . Language Arts Larguage Arts Language Arts. ~ | Business Com ions
- A o ‘ N _ . S - B . * porting
. - Language Arts . Mathematics Personal Finance Social Studies/History - Elective
S : ;o | Health or Health or Citizenship/ N,
7 . Mathematics Physical Education Physical Education - Govéernment - *Business ives .
- 1 . s ' ) ’ } .
g ' ' )'A t8d_Supporting *A Supporting”
_ Health and : . r “ | Elective { efative Elective erative
AVARENG Physic§l Education - Science Expleratory se Work Experie Work Experien
" - A\ _ : = .
Science, | A|lied Supporting Marketing Marketing
V General Music "~ Typin ’ lectives - Cluste . Cluster
. ~ — — , (Speech, rdkeeping ~ Coufse Course
N * Career Exploratory *Attied Supporting | or Bookkeeping™Business ( eting 1) ‘ (M}; eting 1 or 25
' Vi Electy Elect Machines, Typing, &t¢.) . g
Required Courses (including graduation requirements) __ Students may choose early release for cooperative work
& - ' oo , experien¢6, or the options of the school storelabor e
— . . ¢ _ project method, if in Grade 11.
.Occupational Specialty Course . ) ' o : ;
. Leupag : | ‘ [ | 4
Curricusum Electives :

. -
»

. The Oregon Department of Education recognizes that each local schop! district will encounter unigue scheduling

/probiems when implementing an occupational cluster program at the secondary levek The State Plan for Vocational

—+ Education sets guidelines for time blocks: local gistricts exercise flexibility within these limitations to adapt to
<. N 1Y r

specific needs. < . ’ ) l L
. - . - . R “:

- *Business Law, Aécohntiﬁg, Economics, Business-Math, - / ' ‘ .
Data Processing, Business Machines . ' : . L

e . 2

(B ~
. ‘ . /
R - . .




. . .. SUGGESTED ALLIEDSUEPORT,COURSES“ : |

L3

: ' - The following’ ist Of allied sUppOrt courses is recommended fdr students
enromng ina marketm'g dccupatsons cluster cumquium oo \

.

. . .

- - " High schooé ‘course offerings provide many of the opportunities ment:oned '
: in the following course descriptions, afthough course titles may differ.
- . Courses: generaHy found -in the hlgh schoo! curriculum (such as basrc
- ecorﬁormcs speechi etc.}) can” serve as support courses—-eiectwes In most
’ “cases the existing’ program, with enly slight content modification, will
‘ provrde the experiences suggested in" the following descriptions. Students:
R eed;uto consider, all available courses and"diseuss various alternatives with
‘ arents, schoot counselors, and marketing advcsdrs This added’ persp&ctwe

. ‘ _can heip students choose educatson programs maore realistically»

& . : . . .}

Business . _ B .

- % The most. obvious support cqQurses for the marketing student are those
frequently. included with business education. Data processing, business
machines, - business communications, business law, bookkeeping or record
keeping and typewriting are strongly recommended electives for marketing
students. Other recommended courses include consumer economics, personal

' ’*fmance accountmg, brsefhand or shorthand and office procedures .

- - . . . v

English -

ourses which strengthen speaking, writing, listening and reading skills, as
. well as instruction in spelling, punctuation and sentence structure, would be
' beneficial to the student. Such courses might include journalism, creative
writing, speech or drama, business English and communications,
Mathematics | " A
. A strong trend in mathematics education’is for more emphasis on problem
solving and  problem-solving skills, including: gathering, organizing and
"presenting data; recognizing or defining the problem; cthoosing.
probiem-solving strategies; .estirpating, approximating, and predicting;
computing. Computatson skills should include mental arithmetic, paper and
pencil activities, ‘and the use of calcutators and computers. Dependmg on the
level and needs of the student, courses such as refresher, applied, consumer,
or buSmess math might be helpful. .

Sociai‘ St_udies

Eourses. which provide students with a better understanding of themselves

/ .and others, business environments, @ neutral view of the capitalist system,
and economics generally would be beneficial. Examples include psychology,
individual and group behavior, modern problems, and economics.




-

Courses which help develop students’ specsal aptitudes or interests wouid

prove helpful for those. pursuing careers, in fashion, design, visuyal
~merchandising,” advertising, or similar creative fields. Such courses might
include home*economics (textiles, fashxon dessg,n, tanormg) graphlc desngn
art draftmg and commercial art. . : ©

- .. . . Nt e
< ‘. - '

-\
‘For students mterestad by ad\?anced education. or in lntgmat;ona! trade

- foreign languages such as German Japanese, French or Spanish would prove"

‘beneficial. . - : N / ~
. . : ' L. . e al .
; Other Cfuster Programs - - . A ’

_It is reasonable to assume that students: may have occupatsonaf interests
which overlap into other cluster programs.” Students may have #ou_ble
interests which would necessitate their receiving training in more than one
cluster area. For example, -a student with interests in fertilizer sales, farm
equipment sales, farm supply management, or other agri-business related
areas may also enroll in the agricultural cluster pragram. This interrelation-
ship increases the student’s opttons and may hel;@o eliminate unnecessary
cumculum duplication. -
;.

SV (‘
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o, e : '~ PROGRAM MANAGEMENT L SN
. /‘ ’ . b ( .

. f .

‘ .+ The marketing occuptions program requires‘the coordination of a number of
. - _program elements ;n@rder to fulfill individual student goals, Each element, .;_
in turn, mvoives a variety of instructional tools and options which can be *- o D
utilized in’ any, number of instructional settings. The foﬂowmg is a brief ..
descrsptsop of some of these options. . , . ,
. . : & . - . ot
. -

IN SCHOOL INSTRUCTION . | p S

Individualized lnstruction o . o ' T
By its very nature, the cluster concept demands the use fsome method of
mdlwduahzed instruction. No ‘matter what method is used it should be
. , based on $tudent performance that is measurable. ' ?_' , :
_‘ . ‘/ i ".A_
The use of an individualized Eearmng system requires & reoriéntation of the
instructor’s role. The instructor becomes a counselor/and a director to help
guide the student. The instructor answers question on an individual basis;
" occasionally holds discussions/ with the whole dlass; holds small-group
seminars and dascussxons Maintaining a record of/the’ student’s progress is *
lmportant. ' L .
b : ' An inservice program may be needed to orient msﬁructors to their new roles .
' j . and to the proper ways of ;mplementmg and dtreqtmg individualized iearmngr
systems. .

g o Any individualized system should be able to do the following:

. Give credit for prewcus!y learned and demonstrated skills.
Inform each student of the specific outcomes for which that student:
will be responsible. . '
Allow students to progress individually. S

- Allow students to pause for remedial assxstance and “then, resume their

. studies. : : ‘

= 5. « Monitor each student’s progress. ,

r
PW N

Stu(deht Store
‘ _ . I

A school store operated by marketing students can complement classroom
instruction and on-the-job training. It can help prepare unemployed students
by providing basic skiils and good work attitudes: students learn how a store
operates; they contact vendors and perform paperwork and hookkeeping

ok procedures; they are involved in management decrstons‘and learn to deve!op
positive relationships with co-workers. In effect, “Lhey get ‘hands-on’: ’ o

. experience not.necessarily available through other channels. And, a modern
, « well-run store is good public relations for the school. » :
. * : , :

Interdisciplinary Approaches

-

L4

" In order t6 cover the many éspects of marketing skills, working with teachers
. in other disciplines and team teaching may prove advisable. For example, the

o

i ’

15
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.marketing and math teachers can switch classes: math students lgarn -about
making change and operating. a’ tash register; marketing students {earn

calculation techniques. The home economics teacher can teach marketing

students about textiles; the marketing teachers can explain job application
techniques. This same type of approach can also appiy to the student store:
student:-made items (e.g., jewelry, tailored goods, wood and metal shop
}m‘c’fe;cts) can be sold through the store; advertising can be arranged in

cooperation with the school newspaper, journalism students -can . prastice

wntmg for a marketmg audience. The pesmbthtres are aimost endless

- .

'cooeeem:vs wem{ EXPERIENCE  ~

. With marketing occupations programs the term cqoperatwe refers to the
working relationship between the marketing commfiwity and lgcal schools.
Marketing ,Qstructors and emp!oyers work together to develop on-the-job
learning experiences for students to ‘reinforce classroom instruction, for
which students are awarded credit. Training sponsors at work stations help

eoordmate on-the-job activities and supervise trainees. Students, teachers and-

- sponsors plan and evaiuate the program on a regular basis.

. . .
1 S

Tratnmg Agreement

The marketing instructor and training sponsor outline individual student’s
responsibilities and training experiences or-the-job. Job experiences are
coordinated with classroom instruction and opportunities are identified for
the studesnt to apply curriculum on-the-job. The agreement is usually signed
by the employer student, teaeher and parents or guardi ian; it requires school
approval.

Training Plan

Training plans detail the tasks to be learned by individual students, and they

may suggest learning activities for each task. Plans serve.as a structure for .

- learning experiences; they aiso c¢an help in evaluating student progress. Plans

can be maintained by students to help them deve!op a sense,of responsibility

toward their own progress,
The Project Method

§>\ ‘ .
In cases where ' students are tod young for on-the-job training, or
employment " stations are not available “in the community, alternative
approaches will be needed. One approach is projects-designed to provide

- occupationally related experiences. Coordinated with classroom instruction,

" projects are scheduled in addition to regular classroom instruction. Goals are

_tdenttﬂed and activities are listed on project graining records. ‘Project.

experiences may inelude directed observation, scHbol store management and
operatten marketing survey data collection and ena!ysxs skills development,
- and career planning. <

16
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VOCATiONAL STUDENTpasAmzAﬁoN o

L\

. . o Dtstnbutwe Education C!ubs af merica (DECA)

ieadershnp, it is a program
that offers awards and /

development conferences,
sa vafuable mstructxonaf tool

DECA .is orgamz into local, state and natronak chapters. At the local !evel
marketmg stu nts organize chapters and elect student oﬁscers the

-~

AP. activities correspond to skills, needed in marketing; individual student
chievement is recognized (bronze silver and gold medals are awarded).

* lcommunications, interpersonal and public relations, and marketing. DECA's
another angle: more hands-on exp'erience‘by working with the industry.

ADVISORY COMMITTEE

As programs grow, program advisory committees can offer needed-industry
expertise that instructional staff may not have, and they can help manage
the program. (The Department’s Advisory Commttraes m Career Education
1978) can fill-out the picture.}

ommittee members: - "
equipment; provide resource speakers trade materials, occupational
xnformat:oﬁ\ ‘ .
Help establish program entrance standards;

Act as liaison between schooi and the business community.

Help organize cooperative programs.

Identify training stattons recommend job rotation, help determine
iteria for measuring student performan'ce ~

ork with labor an‘d management to smooth cooperation; help graduates
t jobs.

17

tudents must demonstrate knowledge of economics, products and services,

Advise on course content; help obtain display equipment, materials and.

' ' DECA is a nonproftt sch I-based organizatigh - designed to promote

.8

4

ne of the major activities of DECA is the Merit Awards Program (MAP) .

role is growing; with more industry-based courses, competitive programs add



t

¢ . -
- \ ~

. Select committee members from persons who have hired students-from the
program {ling supervisory personnel, owners of small businesses, -

management, labor) and show a sincere interest and wmmgness to eontnbute
to program development i ‘

o

_.CAREER -GUIDANCE ' ‘ -

0

Career guidance is not the sole responsibility of the counselor—teachers n;&d
to be wvolved. Flexibility is key; utilize all options to, relate instruction to

rharketing occupation®™ work expersence resource speakers field trips, -

mdwrduaf student research.

]

RECRUITMENT . *

Recruit students by providing exp(oratory actmtses to acquaint them with
occupations and training opportunities. Student interest is the main criteria
for admittance to the program; educational background and genera! ap tude

_should also be considered.

PROFESSIONAL STAFF DEVE_L‘QPMENT‘

Marketing teacher-coordinators primarily are graduates of a teacher training’
institutions (combining educational training with occupational work
experience) or they are recruited directly from business, with experience in
one or more marketing occupations. In both cases, courses in retail
mewhandtsmg, personal selling, advertising and visual merchandising are
desirable, including audiovisual training. .Most important is that these

. individuﬁis know how the programys strisctured (including cooperative work-
experience and DECA activities) and that they, have management and

ptanmng’skms and career guidance tralmng.
Inservice training can fill Jig skills that are lacking or provide a broader
awareness of marketing occupations. One approach is the supervised

‘occupational internship program which” allows teachers to work during the

summer months under a training plan agreement for pay and graduate credit.
Too, involvement in a professional teachers organization, particularly the

Ovegon Distributive Education Association (ODEA) affiliated with the

Oregon Vocational Association (OVA), can help with awareness of trends,
and it allows for communication with other teachers.

PBOGRAM ASSESSMENT / o

Assess your program—-annuai assessment is especxany useful for determmmg
program priorities, developing long-range plans, involving the advisory
committee and planning budget. (See page 129.)

LONG-RANGE PLANNING

L3

Long-range planning for marketing can help instructors and sponsors assess

program effectiveness; it can guide program development in light of-what
really works, as well as employment needs, staffing limitations and fmancxat
resources. Long-range planning is an annual activity that should be done in -

coordination with assessment; instructors, students sponsors and adv:sory
committees shou !d be mvolved

/

18
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) INSTRUCTIONAL EMPHASIS AREAS - .
. ' Listed, betdw are the program goals around wh:ch chapters are organized.

- 5 . . . ‘ ‘ -
The student will kndw what the marketmg cluster program has to dffer
" and how to app!y for emp‘teyment in a marketmg dccupatson : .
- N .. )
4 The student er be abfe to make tentative career chouces based upon S
T mdmdua!abmnes and-interests, = . - - : K

-
- Lt

€

The student will understand the bas:e economic processes mvofved in
the distribution of goods and services. o , .
, ¥ ‘ . ‘1 : - ’
The student wili be able to apply human relations . technigques with
a co-workers, employers and customers which promote success on-the-job.
The student will be able to use effective communication skills as these - o
: . skills’ appfy to marketing occupatxons . Coe . - \

The student will be able to appty basic math skills as thesg skills retate '
to marketmg occupations, :

The student will be able to apply fundamental sales promotion"
techniques as these techniques relate to the sale of goods and services.

The student will be able to apply basic busmess procedures which
- R promote suceessful marketmg busmess operations. : X A
o > ~
- The student will be abie to apply fundamenta! management techniques
as-these techmques retate to marketmg busmess operatnons

The student wnH be able to apply marketmg principles and human
relations techniques to a specific marketing area. | -

These goals parallel or go beyond the suggested goals for marketing .
occupations found in the Elementary-Secontlary Guide, Part [I* and are
designed to prowde the student with learning opportunities to develop skills
and knowledge in the key areas of marketmg 2
Marketing is not synonymous weth courses titled opergtions officer, real
estate broker or stock clerk. Such programs are specialized and limited in.
scope. Marketing offers the student a broad range of knowledge and skills
development opportunities. :

In each of the emphasis areas which follow, suggested course goals, learning ' .

activities and performance indicators are given to assist the instructor in the
development of a well-rounded marketing program.

’ *E/emenrary Secandary ‘Guide for Ortdgon Schools, Part II: Suggest/ons
. ' (Salem: Oregon Depdrtmentof Educatson 1977}, p.99. . .

¢ , , . | ' [ N 2 ‘) , ' ' Qr
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COURSE GOALS e S
\ _ ‘ . S '
The student will: g . .
know what opttons are available to stude in the
marketmg occupattons progfam. "« - T
know what sk;Hs are necessary to secure and mamtam !
empiayment o X
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* PERFORMANCE INDICATORS: -

S

3

i‘

1 v .

’ . g -
: COU_RSE GOAL:

-~
-
-}

The student will know what options are available to studen

N -~

-
- \
-

2

\, |

ts in the marketing occupations programs

Students can briefly f.;xplak'n the Orggop cluster concept énd'the

marketing cluster in particular. - .
L ' : \\ !
Q
\:’:\
\\:
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~
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SUGGESTED LEARNING ACTIVITIES:

.( LY - 7

~ Given background information, have students discuss the

. Students: .
"What is a cluster?2. -, .
How do industries interrelate?
» What part do employers play?

. What are some examples of marketing occupations? .

the U.S. Office of Educdtion. Explain how occupations
interrelate and what part this interréfationsrii}i plays iff the
~marketing cluster. , -

Identify key local, state, .a&d national employers for marketing
cluster graduates, / )
Provide students with information about the marketing cluster:
curficulum, . instructional approaches (including school store,
individualized - instruction, projects, IDECC, DECA), and
grading {evaluation). ' i , .
Provide students with information about cooperative work
experience; e.g., what is;meant by cooperative work experience;
policies, requirements and legal aSpéjcts involved; forms and
traininﬁans, evaluatign techniques. S
. - .

Provideystudents with inf_ormatigp about DECA; e.g., what is
DECA; organizatiorfal structure, activities and conferences; how
to join, - '

v

following quqstions_‘ abeut the rharketing cluster with" other :

Provide students with a-list of occupational argas identified by.

Discuss the school stc;re. ’ / '

Y

L
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. COURSE GOAL:

The student, will know_ what skills are necessary to secure and maintain employment.

-

~ PERFORMANCE INDICATORS:

Ge

o

1

—~—

it -

Studerits can secure and maintain employment.

~

-

‘ ‘ |

~

'SUGGESTED LEARNING ACTIVITIES: '

( T )

Offer students tips on how: they. can successfully secure
employment; e.g., ‘personal appearance (grooming and dress),
focating .prospects, -writing resumes, filling: out application
- forms, interview techniques, how to follow-up.

Offer students tips.on how to perform successfully” on-the-job;
e.g., adjustments to work §égtings, responsibilities,
employer-employe relations, unions, equal opportunity laws.

£




CAREER GUDANGE

.

. COURSE GOALS

The student will be able to:-

match abilities and interests with career choices.

*

batance personal preferences with career chaices -

utilize the resourc&s of schools busmess {abor and mdustry
in personal career development.

apply dec;snon-makmg.sk;tjs in making career choices. .

involve an interested adult when maRing career decisions.

¢ .



~ COURSE GOAL:

8e

-

S

The student will be able to match abilities and interests with career choices. .

T

" PERFORMANCE INDICATORS:

Have students discuss persdna! goals.t
abilities. ‘

\

erms of intefests and

SUGGESTED LEARNING ACTIVITIES: T

G'ive‘st_ud'ents the o;;porfunity to rate their 'abiiities‘and
potential using aptitude tests and interest surveys (GATB,

ASVAB, etc.) Ask ‘qualified personnel to interpret the results,

Provide the class with information about job opportunities in
marketing and distribution. Have students use the CIS (Career
Information System)} terminal or needlesort for information
about careers. o
~Ipvite a career guidance counselor to " class to discuss career
opportunities and how- interests and abilities relate to career
choices. Suggest the DOT (Dictionary of Occupational Titles)

and other references to aid students in developing career goals.
»

As a class, discuss job classifications for marketing and
1 distribution oecupations.

-Ask students to summarize in writing what they consider to be
- their abilities and interests,

LW

~
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. COURSE GOAL: o PR o

-, The student will be able to balance persbna! preferences with-career choiées.

o . . . . ) R

'PERFORMANCE INDICATORS: | , ", SUGGESTED LEARNING ACTIVITIES:

a0 o - N | )
< Ask [students to discuss jobs in terms of personal preferences R Divide class into smaN groups. Hand out 5 x 8 cards and ask

How might the ways we live affect career choices? . .A students Yo write: in the middle, the name they wish to be

: : called; under the name, what they do in their part-time job;
upper right, something they would like to do other than this
job; upper- left, a place that they would like to visit; lower left, a
person they admire; lower right, one word which describes .
, N | .} them. Have students secure the cards so that other§ can see
| ' | ‘ : ; : them. Take turns in the small group and talk about the ltems on

' . S the card and answer questions.

< : Use the same prccedure as above only record different
s q : information - (turn,the gard over): in the middle, write the name

N o - you wish to be caled; upper right, geographic place you would
: I like to work and live; upper left, an occupation you would like

’ ) to do outside of your present job: lower left, a word that
2 . . describes what you like best about your occupation; lower
: ' right, a person whose work you admire. Take turns in the small

-§ group and talk about the items on the card and answer
s questions. ~ ' ’

62

Following small group discussions, bring students together to
- talk about the differences they found among their personal
preferences and career choices.
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COURSE GOAL:

~ The student will be ab

PERFORMANCE INDICATORS:

to balance personal preferences with career choices.

How mxght the ways we h e affect career choices? .

R

™ .

~

SUGGESTED LEARNING ACTIVITIES: g

(

Ask students to interview adults about why they chose -their
What would they iike to see changed? Discuss findings as a c!ass

invite guest speakers from various marketmg fields to discuss
their jobs.

gives people a sense of pride in their work? Why shou!d these
factors be considered when choosing careers?

: Usmg a list of ;ob charactenstzcs, ask students to rate these on a

results and discugs.
<

of personal satssfact:on

&

inv:te a-personnel manager to class to discuss the importance of
personal satisfaction in relation to job success.

-

\

particular fieids of work. What do they like about their jobs? <

As a class discuss: What makes people happy on the job? What

le of 1 to 10 in terms of importance. As a class, tally the |

Have students identify _[Db characteristics which foster feehngs'




'COURSE GOAL:"

. ) : .
; : i .

The student will be able; to utilize the resources of schools, business, labor and industry in personal career development.

1

~

" PERFORMANCE INDICATORS:

/s

Have students utilize resources which can help them make
tentative career choices.

~

4

SUQGESTED LEARNING ACTIVITIES:

o A

Provide students with resources from school, business, fabor and
industry.

Ask students what they would do if in five years their career
choices no longer existed. Refer students to the DOT and the
Occupatconal Qutlook Handbook ' - .

Ask studems to interview peOple who have shifted careers due
to job phase-out. How do'companies help employes whose jobs
have become ob\solete? ‘

Have students prepare lists of resources in their career areas.
Each listing should include the name of the business, its address -
and phone, the name of a contact person and the best time of -
day to make contact, and some general information about the n
business. Compile a directory for class use. ' A |
Have them select a career and interview personnel in that f;eld
to determine what quahftcatlons are tnvolved. Share findings as
a class.

Have students research the Occupational Owtlook Handbook
and other resources to determine what the future holds for their
chosen careers. Have students determine their own potential for -
employment based on this information,

Help students prepare a presentation on maﬁetiﬁg_ and
distributive occupations in the community. You could divide
the class into. groups according to occupational areas (e.g.,
retailing, wholesaling, etc.) %
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" " COURSE GOAL:

N\ .

- The student will be able to a;ipl; decision-making skills in making c;;reer choices.

&

. k(v

¢

b

PERFORMANCE INDICATORS: |

—

‘Given various methods for making decrsmns ask studénts to
identify personal- strategies in makmg chozces snciudmg career
decisions.

AN

™\

© SUGGESTED LEARNING ACTIVITIES:

~

' Prowde students wath the following model, and have them make
tentative career choices: 1) determine the manner for collecting
data (comnunieation), 2) consider all possible alternatives

" {action), 3} consider the possible dutcomes for each alternative
{results of action), 4) consider the probability for each outcome -
(chance of result due to action), B) consider the desirability of
gach outcome (what .you want to\happen) B8} consider the risks .
taken m making a decision. ¢

-

A *
e

- Have students rdent!fy the various -methods they have- used
durmg the past week to make decisions. Share these techniques
as a class. (ch was relevant data identified? How was additional
infarmation obtained? Did others mﬂuence the decisions?

Ask students to thmk of things they would hke to do (eg., go
to college, travel, etc.) and ask them to reach decisions about
these agpirations. Then ask volunteers ta outline their

. decision-making steps on the board. Would you use the same
steps? Would you have arrr\red at the same decrszons? .

Identify a decision that needs .to be}nade collectively. As a
group, discuss all the’ tmphcat:ons at each decision-making step,

" Was it possible for the groug to reach a mnsensus?
‘ s

A
/
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- COURSE GOAL:

T‘Qe student will be abie to apply deeision-making skills in making career choices.

y -

. PERFORMANCE tNmCAToRs,: o - - " SUGGKSIEDTEARNING ACTIVITIES: |
. : . L o . .
: . . R : R N * ] . - . o TN
Given information about educat:onal ,opportumttes have\ ' Thmugh the :counseling centef provide students with
students determine whefe they should seek further job information about educational opportunities, Ask students to.
pr_eparatron‘(s e., work experience,’ post- secondary education). rite or personally contact schaois and businesses. As a class,
e : ‘ ‘ y ' share information. ] .
| . invite personnel from local specxalty schools to class or escort
* S - interested students to these schools. Ask students to prepare
. 'quest:ons in advance. o :
. h - . - ‘ K .
: b Let students know when college admissions personnel visit the
\ . - school. Ask them to attend interviews and report back to class.
%:’2 . ) T *
‘ L ! f
_; . | X ~
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A
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\3 i’c‘ha student will be able to mvowe an mtsrested adu!t when makmg cgreer decisions,

b

.
L)

.

Using 'airai’iabie snfarmatlon have
choices )vr h
gudrdsani o “

3

Etudents make tentatwe career

the asssstance of teachers counse!nrs parents or

¥

e

-

SUGGESTED LEARNING ACTIVITIES:

Have students plan a career day (or evening) at which time
tentative. career choices can be discussed with cluster teachers
and guidance counselors. Students should have files on hand
containing information about their career choices, :

Set up individual conferences for students and their parents or
guardians to discuss career options. .

Y
’




o €CONOMICS
' COURSE GOALS:
The student will be able to: .
 explain‘the fiow of products from .producer to final sale.

explain the effects of tsme p!ace—pomsmn-form utlhty on

sales. |
A . LY
v o explain the key components of a modrﬁed free enterpnse
' system, . .

: explain the effects of ‘market segmenta%en on !ocai'
businesses.

explain consumer buying motwes in relation to product or
servxce benefits. .

explain ethical business practices.

3




PERFORMANCE INDICATORS:

COURSE GOAL: - | o 3

The student will be abie to explain the flow of products from producer. to finaksale.

a

Gwen background information about dmnbutmn systems have
students describe the flow of products from producers to
consumers,

® ' o e

e

.

—~

-3

A

SUGGESTED LEARNING ACTIVITIES:

' systems. Cite focal examples.
Have students look into the éhbpirig departments at their
are transported from producers to ven

prepared to explain each step, t
it takes to complete shipments,

discuss the flow of mer'chandise through distribution systems.

Have students match products
justifying their chmces. '
HEHYInS 59

Ask students to research specific products fram the standpoint

to distribution systems,

r student store?

R4 ‘l

‘Discuss with the- class various local and national distribution ,

training stations (or at local businesses) to determine how goods

Invite production and merchandising personnel to class to

- of distribution channels. How do such channels apply to the

N
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o ® @
COURSE GOAL: o |
The student will be able to explain the effects of time-place-po

?

ion-form utility on sales.

&

[

PERFORMANCE INDICATORS:

- Given background information, have students determme the |
effeCtS of: . ' 2

" SUGGESTED LEARNING ACTIVITIES:

Invite a speaker to - class to discuss the effects of
time-place-possession-form utility on sales. (More than one area
\of marketing should be included.)

prowdmg goods and serwces at the right times. {seasonal
and time of day); ~

'

ve students interview merchandise managers. from local retail
to determine the importance of providing goods -
accorjng to seasons or times of day. How do managers
coordinate purchasing so that merchandise is in the stores at the
right times{ How are goods warehoused to accommodate time
factors? '

have students keep track of the number of
items which are out of stock, how
many times requests for i replacement are made, and how
fong it takes for these requests to be filled. How do such
requests affect sales? How can delays be prevented?

in the studept stor
times customers requ

Hold a class discussion cencernmg the sales benefits of

providing goods and services ori time. How does this concept
. , ' relate to the student store?

. . ’ Y.

’ ‘ offering goods and services at convenient locations (place

utmty) ‘

Have students describe how their training stations or local
businesses cater to customer convenience.

Have students identify places where merchandise is stored and
how long it takes to retrieve merchandise from storage and
make it available to consumers. How does this re!ate to the
‘'student store? .

- )




PERFORMANCE INDICATORS:

. customers,

3 L | o
-having goods and seryices available in the forms needed by

/

SUGGESTED LEARNING ACTIVITIES: -

— " ——

As a class, discuss why it is important that merchandise or
services be available when customers need them. How does this
relate to the student store?

IS i




°. COURSEGOAL: - = 7 - o _
— | Q o ) : . \J

Tjge student will be able to explain the key components of a modified free entu"prise system.

PERFORMANCE INDICATORS:

hE™

- Ask students to identify various types of business ownership.

ﬁ

»

. SUGGESTED LEARNING ACTIVITIES:

| ¥4

- : © e - .

~ ;

problems similar to the following: Assume that Jones, Dotglas
and Jennings invested $10,000, $15,000 .and $20,000
respectively in a partnership. (1) If the partnership agreement
stipulates that profits be divided .in .direct proportion to

"(2) If the partnership agreement provides that each partner is to
Ffeceive 6 percent interest on the individual-investment, and the
femaiping profits are to be divided equally, how mueh should
each partner receive if profrts amount to $9 900?

: e
The following activities concern cor'porations:

Ask a group of five students to form a corporation. "Have
them write dyt articles of moorporatxon and present these
to the class. ‘

Using school and city libraries, Have students mvestlgate
Oregon requirements tovering: (a)

stock, {d) p

' Have students obtain copies of corporate annual reports,
study the contents and list the kinds of information
inc!udad. : , s .

ublishing reports.

The following activities concern sule prcpnetorshxpg and
partnerships: - :

Ask students to write reports for class on the foflowmg
tapic: “With the trend toward large scale business today,

This activity concerns partnerships. Ask students to solve-

~

individual investments, how would prqfits of $8,000 be shared?

‘ organlzmg a .
corporation, {b) obtaining a ¢tharter, {c) selling and issuing

-

-r

. dd you think there &s any chance that sgnaH scale retailing '

F -

-
[3
53 -



'SUGGESTED LEARNING ACTIVITIES: = ¥

( . *

" establishments will disappear:" Ask students to research
local businesses,* as well as trade journals, schooi and
industry libraries,

Have students list five enterprises in the onmmumty which
are single prOpnetorshxps and. five that are partnerships.
Ask students to contact owners to discuss how their
"businesses are organized and discuss findings asa class.

{‘b .

The fo}lowmg actnvuttes ooncern franchise bu&messes

| Utm ol and city hbranes aswell as interviews, ask
stude] esearch francmses D:scuss findings as a clas&
Have students . survey franchuse busmessa in the
@Pmmunity and report back to class: -

What territoRy is covered by the franchise?
Does one company control the franchise?.
- What are the local and state regulations govermng

franchises?
- What are the advantages and disadvantages of
. franchtsmg? J

/:5:
The foﬂowmg activities concern cooperatives:

Ask students to solve: this or a simitar problem: The net
profits of a retail cooperative is $4,000 and the purchases
made by members amount to $54,000. If the profit is
divided. in proportion 4 the purchases, how much-should
be given to a member who made purchases of $500?




(%4

SUGGESTED LEARN!NqG ACTIVITIES:

R
~

Assume that you ‘were. given the task of setting up a
cooperative store for your school; {(a} How would you go
about forming a board of directors? (b} What qualification
would you expect of the manager? (c) What personnel

membership in the cooperative be limited to students?

~

t

would be needed to operate’ the store? *(d) Would

®oat e

oy
)

\




'counse GOAL:

~ The studem will be able to explain the kev components of a modifned free

enterprise system.

PERFORMANCE INDICATORS: C . -

Given real or simulated sstuatxans ask students to identify and
explain the effects of competition’ on business.

SUGGESTED LEARNING ACTIVITIES:

Hold a group dxscuss:bn on how students percetve the effects of |
busmess competlt:on .

Usmg current news perlodicals available through the hbrary,
have students research that portian of the.Sherman Anti- Trust
Act that affects dsstrtbutlon Report findings in class.

Ask *sthdents to research the effects of the Clayton Act and
other price regufatory legislation. Report findings in class.
- Have students write and present reports on U S, patent laWs
- which protect inventions and ideas. How do these laws relate to
- competition? : '
Have students research laws governing schooi store operations
and report findings in class.

' e 8 60




— COURSE GOAL:
| /

. The stiident will be able to expiam the key components of a modtfaed free

b entefpnse system.

PERFORMANCE. INDICATORS:

f

-

A

Given real or simulated situations, ask students to identify the

. ‘effects of the Gross National Product Index (GNP) on local
businesses.

A4

1

' SUGGESTED LEARNING ACTIVITIES:

Given reference materials, ask students to explain in writing
what the GNP is and how it relates to businesses locally. Discuss
as a class.
Have students interview comptrollers {or financial managers) at
their training stations or local busmesses concermng the effects
of the GNP on business. : .

Using reference materials, have students prepare a chart showmg

the GNP since 1900 at ten-year intervals. Ask students to
" identify product trends over the years, Dtscuss the chart in

class. . \ . S
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COU\RSEGQAL: - | - “ R - o

' The student will be’ ab!e to explam the key components of a mod:fled free

| '\/ enterpnse system | : . | -7
.~ PERFORMANCE INDICATORS: . | SUGGESTED LEARNING ACTIVIT!ES: | |
o Given real or simulated situations, ask students to determine the o Using the situations below, ask students to explain how supply
- effects of supply and démand on the availability and prices of - and demand mﬂuence pricing:

A}

products and services. ' ! , .

A department store reduces the price of its Christmas cards
by 50 percent two days before Chnstmas. :

An apphance dealer encourages customers to buy an air .
conditioner before a certain date a‘nd receive a camera free.

~ 7 ¥,

Vs S L ] A concession stand sélls 10 cent. candy bars for 20 cents at - o
Ty . : . a ball game, . ’
I ' ' S ‘ ‘ N B Ask students to interview supervisors or local busmess personne( A }

to determine how supply and demand affects the avaﬁabrhty -
and prices of products and services. Compare findings in class. -

How does supply and demand affect the student store?
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COURSEGOAL: . 4 A o . o
The student will be able to explam the key components of a modified free d
enterprise system. 5
) _ E . " ' . . _ . : )
PERFORMANCE INDICATORS: . ‘ | \ SUGGESTED LEARNING ACTIVITIES:

1

Given real or simulated” situations, ask students to deter
how profits affect business activities,

o

#

G

Ask students to describe how profits affect business activities.

and ' ﬁxtures job sattsfactron and ergploye mora!e business
ethics?

. ‘ }
Ask students to solve the following problem: Person X has
operated a business for ~oRe year. The total initial investment in
merchandise plus cash on hand was $35,000, which was saved
over a number of yéars, At the end of the year, a net operating
profit of $16,000 was realized. Assume that the going -rate of
mterest on investments is six percent. What was the profit (or
loss)? Would person X have been better off working for another
in a salaried position and investing earnings in a credit union or
bank? Explain-your answer,
Ask students to assume that they are on a company'’s board of
directors, They have béen asked to formulate a plan for
distributing profits to shareho!ders The board will decide how
much money to set aside as “retained earnings” and how such
earnings will be_reinvested (e.g., possible expansion, new
equipment, replacemen.t of parts, research and development)
Discuss the plan as a c!ass :
Invite a resaurce

rson to class to discuss the effects of profits
on business. . :

e

‘How do profits affect the studént store?

.

How do profits influence employment, investments in goods

ﬁ

J



COURSE gdAL: DS

~

. The student will be able to explam the key components of a modsf:ed free

entar pr ise svstem

~ PERFORMANCE INDICATORS:

Given reat or szmufated situations, ask students to determme the

effects pf taking risks on business stabmty Co . ¢
Py . - .
. ',
w

&~

_SUGGESTED LEARNING ACTIVITIES: .« ’

—e ~ 0
A} . .
. ¢ . o~ N
. '

As a class, dsscuss various types of business risks (economtc
natural, human).’ Ask students to. relate these risks to their own
training stations. Do students feel that their cnmparges may be
takmg risks? What types?

-_ As a c}ass identify ways businesses can reduce risks (economtc
natural, human). How might insurance mﬂuence risk- takm@

Have students ldentnfy ways in which sound management can
reduce rssks

-~

-

Ask student store managers to purchase a “risk’

item, keeping

-

" sales statxst;cs for this ttem Report findings in class.

\




" COURSEGOAL:

_PERFORMANCE INDICATORS™

LY

. . ~ o
“.
- .
f N

-

The student will be able to explain the effects of market segmentatmn on

focal busmessas

Given real or simulated situations, ask students to determine
methods for market segmentation, and identify the effects of

segmentation on local busmesse& o

A

4

N

SUGGESTED LEARNING ACTIVITIES:

~

Ask ‘working students to identify specificc markets their
emplo?ers best sei've and how these markets are served.
3
Using the foliowmg hypothetical case, ask students to. Jdentsfy
the problem, what facts need be considered, a number of
solutions from differing points of view, how well each solution
might :work, and which solution they feel is the most
appropriate. S
3

frequently arrange window displays. One day their boss asked
them to arrange a window on-cold remedies. X told Y that they
ought to design the window display in order to attract
teenagers, a new group of customers, because most of ‘the
store’s clients were over 40. Y knew thadisplay was intended to
remind, regular customers to stock up on cold remedies. What
.are- the advantages and disadvantages of each approach? How
might approaches be combined to attract both audiences?

X and .Y work part time inca local drugstore where they

R

=23




' COURSE GOAL: A \

- The student will be able to explam consumer huymg motives in felation to .

product or service benefits.

" PERFORMANCE INDICATORS:

identify basic human needs, and other consumer motives.

Given real or simulated marketing situations, ‘ask students to

~

SUGGESTED LEARNING ACTIVITIES: -

@
-~}
et

Ask students to list 10 items they sell at work (if not employed,

then 10 items of merchandise). Then ask them to describe the
human needs that each product or service aims to satisfy.

lnvste a prafessaona! sa!asperson to c(ass to discuss consumer’
buying mottves

Have students " pick five' items that they sell and determme
whether each item sat:sf:es rational, emotlonaf or patranage
buying motives,

Have ‘students pick ﬂve items that are sold at the student store
and determine whether each item satisfies ratxonat emotional,
or patronage buysng motwes

)
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COURSE GOAL: )
The student will be abYe to explain ethical business practices.

T | : ™ g
PERFORMANCE INDICATORS: .

Given an hypoth Aacat situation, ask students to identify ethics
between employetnd emptoyer

1.

-1
o

.ji

|
SUGGESTED LEARNING ACTIVITIES:

—

behavior in business. Which qualities were most frequently
cited?

Have students mtervxew union officials (or representatwes}
concerning employe rights, and how orgamzed labor wcrks to
protect those rights. . :

discuss organized”
employes.

Ask students tq. interview thesr employers (or local employers)
‘to determine ethical ways. to leave jobs. Discuss findings as a
class. Vo

. . i

~

Ask students to interview their employers concerning ethical

Ask repra’sentatwes from management and unjons to class to
tabpr and its impact on businesses and ~

N\




COURSE GOAL:

1

The'student will be able to explain ethical business|practices..

|

)

- PERFORMANCE INDICATORS:

r

~ ethics when dealing with co-workers,

A\l

‘2 .

05

-

Given real or simulated situations, ask students to identify |

' SUGGESTED LEARNING ACTIVITIES:

Ask students to -interview ten employed individuals a'fc)out any
concerns they might have with co-workers. How does ethical
behavior influence on-the-job conditions?

dealing with co-workers.

Ask students to identify “other than seliing” ethics when -

)
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COURSE GOAL.:
The student will be able to exp't’ain ethical business practices.

PERFORMANCE INDICATG&:

. .
’ . .
v : .

Given hypothetical sitpatio

, ask students to identify ethics in
" relation to competition, .

N

i
!
|
i

e e s s

(

hat
Y
SUGGESTED LEARNING ACTIVITIES: D
( : ‘ » ‘}L_ . .
What is a price war? - What are the effects of pnce was on
busmess? - . ,

What is meant by loss leaders? What are the effects of loss
leaders on business, etc.?

-Discuss the possible effects of a business belittling a
oompetitor_?
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. COURSEGOAL: . | | |

-

The student will be able to explain ethical business practices.

. ' 2
' PERFORMANCE INDICATORS: S ~ SUGGESTED LEARNING ACTIVITIES;
Given hypo\thetiéa! situations, ask students to identify ethical -~ | - As a class, ‘disquss honesty in advertising; How might
merchandising techniques. ' _

ilustrations be misleading? How might descriptions be
misleading (things not said, etc.)? ' T

Ask students to identify warranties 'or guarantees covering

merchandise, and have them explain whether they are clearly
) ' stated. v < ‘
§ : : .
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HUMANRELATIONS .

» ‘ . ot - .
L _ . o
COURSE GOALS - ‘ .
<+ The student will know: ) ) ‘
' . ‘ ) ' ) . ' . - .
. ~how to work constructively with empjoyers. o
how.to work constructively with co-workers, *
hcwcto work constructively with customers. 2
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-COURSEGOAL: - -~~~ . o T | ‘
- . . . ‘ ’ ' N ve ] Y - N .' ‘- R - ( . ~ . ;
The student ill know how to work constructively' with employers. . ‘ . ' e | ‘ ;
E & ) i . - ‘. | n( - . M . .
. . ’ . . K5 I ‘F_ )
PERFOQMANCE EHD;CATORS: 5 .. SUGGESTED LEA‘RNING«ACT!WTIFS: . -
" ( D N . ) . ( ( .. \
Given hypothet:cai job sstuanon& ask students to define { Aska resource person to ciass to d:scuss the responsibilities of |
employer respons:bmtses. ’ . . + | eniployers. " ‘ S .
S ¢ : .
- \ | nterview emp!oyers concemmg how they view  their
oo ‘ responstb:httes as empioyers . ‘ .
: \/ & Ask students to identify their emp!oyer m the student store.
‘ \\ S || What responsxbmttes doeS\thxs empfoyer have toward student
e ,wmrkers?‘ ‘ .
¢ ‘o \ " *
_‘_. . i . . ' . A :
4 \ . ,
, ‘ A B
» * . "
L 3 / I' v ‘ B | 52
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" COURSE G@AL: D - ‘ - f A A
The student will know how to work constructjvely-with employers: . S -

... . ‘ A < . . L .‘ i . \ - ‘\.., t "‘
: | N o S o T |
- PERFORMANCE INDICATORS:. ST N SUGGESTED LEARNING ACTIVITIES: ‘
Y ST ) T )
..} Given an hypotheticaj iob situation, lask students to tdent:fy .- .Talk about on-the—}ob attitudes. ‘
A E what empiayers msght expect of éfﬁp\ayes - SR I . A4
: , . ; | { 1 Inv:te a superv‘sor to class to discuss handling criticism: how to
N G o : L ' accept criticism in a itive way, and how to avoid the same.
o ’ ‘ _ ‘ K _ - ‘ type of criticism in the future. When should one back down
., o . | . i} 0 o , g p&ttmn?
ot g ’ ‘ o N | ‘ ‘\ﬁlive students write out directions for a specific task refating to |
‘ Nl e - ‘ ‘ ' rk. Each statement should begin with an action verb. Select
o ' T . , 4 ot ) ; ’ various sample directions, and ask the class to attempt to '
: . e : - i > perform the activjties as described. Why n&:t rmportant to know
%) v . : . : . :
. . ) S . o o .| how to give and foHow directions?
‘ N "' : K ’ - L N L.‘ ¢ . N ) " . - _’ ‘ . N
K . > . p N '
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A Y

' PERFORMANCE' INDICATORS:

8g

COURSE GOAL: .

B

3 ‘
A

The student will know how to work constructively with co-workers.

A\
\ . .
Y

-«

L

r :

between employes, ask students to work,
. acceptable to all parties involved.,
. - N - s

Given an vanety of hypothetsca! situations jnvolving conflicts
ut  solutions

™

~

7 . . rﬂ - R
SUGGESTED LEARNING ACTIVITIES: /

. I

Divide students mto groups. Present each group wsth a casie
involving employe—emptoye relations, Have each group select
the most acceptable solution for all parties r%ofved state the
problem, list possible solutions, and explain’ why the so!ution
selected-is the most acceptable. Discuss as a class, .
Assign students various readmgs ‘that can help them to iearn'
how to get aiong with co-worke:s ) .
: . ‘ \ .
Using the student store as a modef ask students to identify
potential conflicts among co-workers and how they wouid
resolve such conflicts. :
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' COURSE GOAL: .

s

Y |

. '} :

A
!
- The student wslt know how to work constructwely with T
PERFORMANCE INDICATORS: £

stomers.

B

L)

YR
Given- hypothe{scai sstuattons mvolymg dessatxsfted %ustomers,
" ask students how they wouid satxsf{)‘ the customers’ heeds.
\ - ‘
&
\
) . AV
| Given customers with nonselling problems, ask students ho‘\v
they would assist these customers, A
’ O |
- .
-
t B i
i ' " r -
Js . . R
. O
n

c :,. " : : . ’ . : . . . . :
« . . . . ' '
. . R . . -
L . !
: o , | . . A\
. [ . . ) . . :

N

~ SUGGESTED LEARNING ACTIVITIES:

f — -

< As a class dascuss the nghts and respcnsxbmtxes of business

- versus the. _rights and responsxbmt:es of . customers. Is the
-customer aMays right?

Ask ‘students how they would handle a customer who attempts
to return an xtem that your store does not sell,

‘Ask students how they would handle a customer who wishes to
exchange an item for a less expensive item. Wil the less
~ expensive item satisty the customer’s needs?
‘ ‘As.a class, d:scuss mtuataons involving: a customer who wants a
item sold only bya compemor a lost chdd an injury,
T,
|

\
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:  COMMUNICATIONS .
‘ccua_ée'éoms | o |

The student will be able to:

‘ - - read and ‘comp'rehend at a fevet'a‘céeptahle for entry-level
. I employment in a marketing occupation.

. - . " write in a business-like manner.
. . R i . .
use o{ai communications in‘a vahety of business settings.
| _ | IS .
listen attentively and follow instructions.

i
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- COURSE GOAL: .

09

\

PERFORMANCE INDICATORS:

(’

redd and interpret these materials.

PN

Given published articles dealing with marketmg, ask students to

]

~

The student will be able to read and comprehend at a leve! acceptabie far
entry-tevei employmant ina markenng occupation.

SUGGESTED LEARNING ACTIVITIES: = i

Provide_students with a number of business communication
. samples and havg them skim th&se matena!s for points of view

e »

\

and specific information.

L
Cp g

Provide students with detarted marketmg mformatmn and ask .
them to complete an information sheet récordmg pertinent
h»ghhghts - . . c. ‘

~

s
-

Ask students to rééd -and summarize an article from a tradé

journvat. Compare reports Eri class. Did points of* view or
information differ amagng students? B

Have ‘i‘tudents read the instructions for various products, and

prepare talks which would help customers understand these

mstrupttons

Have students collect and summarize articles about local
businesses. As a class, discuss what is happenmg with businesses
focally.

ﬂ

i)
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COURSEGOAL: - -

-

The student will be able to read and comprehand at alevel acceptab:e for

entry-level employment in a marketmg occupatnon.

K

PERFORMANCE (NDICATORS:

'y

. I

Given varsous sampies of computer;zad mformatton ask
students to mterpret the data. g
\ q
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SUGGESTED LEARNING ACTIVITIES:
Provide students w&th a senes of camputerxzed inv ntory
. control tickets, and ask them to- mterpret the data. ..

¢
\-

| . | 1
!

A ]

. Usmg an mventory control sheet, ask students to det rmine’
quantities.on hand and quanttties qQn order.

-

4

if a computef mventory system is feascb!e ask students to
-encode the student store inventory and mterpret this data at the
weekly management meetings
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- COURSE GOAL:

. v
r g

The student will be able. td write in a business;like manner.

¢
[

/

-

&

PERFORMANCE INDICATORS:

t

2 v

| Given business §ituations

most apbroprmte v
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requiring “written responses ask s

. students to determine which types of responses wou(d be the

. v,

SUGGESTED LEARNING ACTIVITIES:  °

Ask resource persgns to class to discuss . why written
. communication is so important to them; the formats and styles

‘ amost frequently used, and what they Hope te achieve thrbugh -

‘ such channels. If possnb!e collect 'samples for a bulletin hoard.”

_ ¥ ‘
Ask students to discuss the types of written cor mUmCdtaons
used at their training stations, DECA activities, etc. How are
written communications us;zd ml the stu,dens store? .

- Given simulated situations, ask students to prepare Ietters
emphasizing audience, appropriate styles, types of messages,
choice of words, legibility, etc.

fo

-Given sample employment appflcatlons fill out the mformatton
requested. Asaa c!ass reysew each.

v

< . L,
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COURSE ,'GQALi ' o

- . -
- M

The student will be able to {nm'te ina business-like_mann'ér.

[}

PERFORMANCE INDICATORS:

~ Given appropriate mformatnoq, ask students to prepare standard
marketing rgports.* .

.\

-

s

SUGGESTED LEARNING ACTIVITIES:

~ .

Given simulated

situations

_requiring

reports,

v .
L3

as' well as.

-
~

;-

]

3nd prepare reports

Have students prepare re\&orts needed for DECA meetings (e 9.,
I, project summaries, etc.)
Ask student store managers to prepare monthly: reports using
" their own formats (have them research businesses for ideas).
These reports should be presented at-a management meeting (in-
wrstsng and oraliy) . :

Ask students to review*DECA wrrtten competitive events’ con-

cern ing report preparation.,
L

3

- ~ -

.appropriate backup information, ask studgnts to select formats -




_COURSE GOAL: ! g
 The student will be able to Write In abusinass-\!ike mannex.
A : .
.’ . ' R . 1 N
A} - - - | 5 &
. PERFORMANCE INDICATORS:, . . ) ‘

vo

PR

( _ .'L ‘ s

graphs -which emphassze visual commumcatton
/:f‘ . -

Using statcst;cai mformatlon ask students to prepare charts and

'y
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SUGGESTED LEARNING ACTIVITIES. =~ °°

(N ) o 'lﬂ‘ ) ]

’
-
. -
-

Show students various examptes of grapbs depsctmg dady and/
monthly sales information. /
~Ask student store nTanagers to prepare charts and grabhs wh/ch '
support their monthiy reports. ' . o / o
.'As a DECA activity; ask student safgs managers to recerg daily
“sales on a graph durmg a sales campasgn )
X -
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" COURsE G\OAL:_' o o S - T \

Vrhe student will be gablg to.use oral commumcatmns ina vanety of busmess

settmgs \ . , -
‘§ - , .
PERFORMANCE INDICATORS: - - U SUGGESTED LEARNING ACTIVITIES:
-} Encourage students to actively participate in group discussions. ' '} © Have students ptan and organize DECA projects
. . . ‘ L Encourage students to contnbute to meetings at work. As a
A : ’ o : S : class, review parhamentary procedure.
. . " * . a N - —~
* Have students demonstrate good telephone manners, as well as " I B Arrange with the tetephone- compahy to use a ‘telephone
- effective and appropriate yises of the telephone on-thejob, g simulator for a week. Have students handle a number of
. . ' o , - situations on the teiephone have students evaluate each other s
L ’ . | : , - N N effect:venrﬁs . | .
’ ‘ o , : Arrange with the main offz::e of the schoo! to rotate students on
i - } “~ 1 teiephone duty.
. , | / . . Arrange with supervisors where students are emp yed to aHow
~ ' , : ‘ - students to handle telephones for a week. '
) . , ¥
A Y 3
P ‘ ] . . ‘
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COURSE GOAL: *

settings. ‘
settings. | |

j The stfudent‘vm be able to use oral communications in a variety of bu;;ineis

¢

PERFORMANCE INDICATORS:

o

" Have'students prepare and present speeches.

’

99

'S

r

SUGGESTED LEARNING ACTIVITIES: - |

3 " ’ . ~
Provide students with a list of topics and have them prepare and -

present a five. minute speech to th‘e‘c!a ‘ .

. Have students evaluate each other's speeches\q terms of the
- "Five C's"” of effective speech: courtesy, correctness, clearness,

- i

conciseness, completeness. & '

Students can .quaiify'for the DECA Speéker’s‘ Bhreau_by
preparing speeches for presentation to civic groups. Evaluate AJ
speeches in class using the.DECA speech evaluation guide. '

. " ' s ) *‘
Have students prepare self-evaluations of their own speeches
using the DECA speech evaluation.”Have them draw up plans
for self-improvement. ' '

b

Ve o
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"COURSE GOAL: : o | :

. I

N . . .‘ : . ‘ / . ’ . ' RN
. .l \ . . -
- PERFORMANCE INDICATORS: - o s

nlb

Th'e.s'tudentbwiu-hn# to listen attentively and follow instructiohg.

their listening abilities by paraphrasing what they have heard

-

. . .
# . . '
- R

Have students: observe and -mterpret nonverbal commumcattons
fi. e, faczai voice inflections, gestures, mannerisms).

{9

*y

S

Given, situations requmng listening, have students demonstrate o

A

SUGGESTED LEARNING ACTIVITIES:”

Have 'students critique wne anothers, speeches = and,
presentations. Ask students to identify mam and suppomng
points in writing. Compareasaclass. . ¢

Have étpde'nts attend semiga% and critique speakers’ positiofis,
biases (if any), as-well as any other pertinent information.

Have students listen by. observing and mterpretmg facxal
expressions, voice- inflectidns, gestures, mannerisms. Record

observations and digcuss, " .

Have students listen to J.C. Pénney’'s tape ";t\re You L?stening?” ’

Have students
nonverbal co

bserve sales personnel, paying close attention to
unication, What 'messages are communicated

expressions,

voice

inflections,

?‘“"‘- .
u:

through facial gestures and
mannerisms? How does this relate to the student store? -
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‘The student will' be able to: .

 MATHEMATICS

COURSE GOALS .y

L ¢

*

“add, subtract; multiply and dividewhole numbers. \

calculate percentages. -

_céiculate problems involving decimals. -

solve camputatianai problems re!ated tovmarket«i};g.

use standard business machmes 6 soive computat:onat
‘problems related to marketmg , g

¢

calculate marketing problems using the metric system.
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couasg GQA{; o . | . s . TN
"% The student will be able to add subtract, 'nwnp:y and “divide Whole~ L o '
aumbers. . - _ ﬂ R T e L . - . /
T o Tl Ll ' . . N . . -
) Y, Y N " . " . ) ! f\‘-:} . '—] . . ‘ ( »
e Y . . \ - ) . .: . . “ . . . . . \. . )
PERFQRMANCE meCA?ORS "\ . 7T v ! SUGGESTED LEARNING ACTIVITIES: I

0¢

~ ¢

( g e D . - . / R N ) N
. Given a series o‘f pfoblems’ involving’ cnmputatlon have. studénts
determme and use appropnatemathemat:cal functmns to afrive

at accurate answers ’

IS .

- . .

- - eu . -,

-

T‘

. . 2
- . -
. Y . e - [ -
d st o : . K
e w . -

AT (ie

e
, Have students take pretests en basic math concepts to
determme their Ievels of ability. - o, P

»

Revi'ew basic mathematicd| skills and methods for. proving work
dec:mats percentages)

Demonstrgte commbn errors imade when using math {e.qg.,
: legsbmty carelessness, distraction . from customers or

co-workers). - ~
Ask students to bring at least six problems to class, each of
whsch requires a different mathematical operation, _and all of
which relate#to that type of work expected at their -training
stations. Have students identify the comautat:ons needed &nd
so{ve the prablems Share as a class.

-

Discuss ahd demonstrate how math js used by ‘marketing
personnel (s.g., trainees, manufacturers, sales support, service
-institutions such as banks and credit bureaus, etc.) -

Relate math skiHs to the student store.

Ask students‘tlo visit local businesses and inquire about taking
pre-employment math tests (e.g., Sears, Penney’s, fabric shops,
. etc.) Discuss as a class.

- .

AT

v

addition, subtraction, muttnphcatron division, fracttons,_




COL’JRS_E'GOAL; AN SRR .

- o . o " .{h..l |
The studem will be abl-e to soive eomputatianai problems reiatad
marketmg / ‘ v . ‘ o
: ‘ c’. T i

Given & series of word problems, have students utmze the

problem-solving techmqua - of recegmzmg defining and

analyzmg toarrive at solutions. L :
-

.

perform correct ca!culatsons manually, .and then compare
answers to machine answers.’ : .

Given a series of m’ath problems, have stuﬁenté’estihnate totals, \'\

. ’ )
. ‘ .
. X .
- . N o
- ] - .
. . . .
. -
.. .
.

. A

SUGGESTED LEARNING ACTIVITIES:

Gather examples of problems from employers that trainees
would be expected to solvé on-the-job. Make up a work sheet
and have students solve the probiems.
Have students solve problems hy using the most appropriate .
machines. (i.e., ten key addmg machine, eiectromc cdtcutator or
"cash register). - v

’
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The student will be ab1e to calculate marketmg problems using the methc
system,
. N , . . ¢ o . ‘ - v
- PERFORMANCE INDICATORS: - - i
: - N » e

2L

- couasE,GoAL;.’

- A

Have, students demonstyate that they can recognize and use
metric and Enghsh units interchangeably when ordermg,, seﬂmg

ccupatxons. S .

e

: N -t »
‘ ) . g N
; : .
.}’ '

Sr using products apd supphes sgandard for marketing
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- SUGGESTED LEARNING-ACTNITIES,‘ ST

_ Rewew the metrtc Iearmng packets produced by the Cehter for
Vocational Education,” Ohio-  State ‘Umversnty, 1960 Kenny
Road, Columbus, OH 43210..
Unit 1:. e
‘Have stud’&nts work linear, area, voiume capacnty, mass and
temperature catcutatsons :

&

Unit2: e .
Teach students 10 recognize and use metric terms, units and '
symbols as these relate to marketmg occupations.. - - '
Unit 3: AW | \
\
Have students demonstrate that they can recognsze and use *
metrscequwalents 4
. ‘ » }
Unit 4:

£

Have students demonstrate that they can recognize and use
measurement instruments and tools as these relate to marketing
occupations.

Unit 5:

Have students review metric concepts

“and ‘practice
interchanging metric and English equivalents. :
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2 ISALES PROMOTION
COURSE GOALS - . / ‘
W ' ' : -
+ < Thestfident wj q R
know and be able to apply bfi_ncipies of personal selling. °
. : : ) ‘ \
. be able 0 analyze and determine’.advertising methods
/ appropriate for the promotion df products and services.
know and be able to apply visual merchandising technique’s
- used to promote products and services.
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COURSE GOAL: T - J
\Tha 's,tu.dent-wih know and be able to afSply pr\iriciples of personal 'seil'in;_].
S ( | ‘\ .
N L .
PERFORMANCE INDICATORS: - ) ,

» ‘Given real or simulated sajes situations,’ have students, collect
pertinent information about products or services offered.

- .- : L)

—~

.
-
. . s
\
. . . . ~ X . ' .
- . » .
- . “ ' . -
R .

- LS AsSK students to answer the following questlons concern(ng the

LY
.

SUGGESTED LEARNING AGTIVITIES:

\

Have students list«ten sources of information where they ¢an
find out about products on the market (ex.,

manufacturers etc.) , . ,..<

product or service they ws{k be selling:

" e

What information is listed on the label? h
-~ Of what materials is it made? ~ -
“How is it made? « | : '
- What are its style features? =~
What are its uses? _
How should it be cared for?
In what sizes does it come?
In what colors?
What are the pric ges? : .
J What is the most popular price? : '

R

)

in-store, agencies, - | '
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'PERFORMANCE INDICATORS:
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COURSE GOAL: - - . SN :
. o - ce C S .

N € .
5 [ . t

] -
-Given  real or sxmuiated ;ales sctuattens ask students 10 -
determme appmpr:ate sales approaches

: }
. / .
/
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SUGGESTED LEARNING ACTH/ITIES:

. ’
- ) . .
- \

Have students observe sales personnel and the dlffermg sales
approaches they use. Video-tape right and Wro Ie! epproaches to

-
- <

Have students explain the difference between “pre-approach’
' and “approach,”” and how each is used. Have students prepare
two- mmute reports on th Howing: = . : :

What Specific pre—appr ch is used at yoer training station?
Does the store’s display, advertising and seihng phclosophy
hold through vour pre-approach? .

Write three opening statements which would be aptfropriat_e to

how to set a comfortable sales atmosphere.

selling and have the class analyze each. ‘.

use when selling a product or service. Have students explain -

B
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COURSE GOAL:

The student will know and be able to apply principles of personal selling._

~

PERFQRMANCE INDICATORS:

(3

N customer wants and needs.

0y

9/

Gwen real or sxmuiated sales sntuatrons have students determme

a4

™

i3

x

4

-

o
! «

. ..

SUGGESTED LEARNING"ACTIVIT}ES:' |

Have students dlSCUSS how thevy would work; wtth customers .
who do not know what they want, and the rmportance of

“reading"’ customers in determining thesr needs, ~
"« During real or simulated sales situatiogs have students deter-
mine customer needs by asking questions., Have students write
five different questions which cou!d be useful when determmmg
customer needs, :

4 _ ‘W

Have students ‘describe and demonstrate how they would offer

substitute merch‘andlse to customers.




COURSE GOAL: | |

The student will know and be able to apply princip!es of personal se_llino.

”

PERFORMA(\I_CE INDICATORS:

Given real or simulated sales situations, ask students to
emo te how they would present products or sefvices in
avys encourage customers to make purchasegs. ‘.

. s ‘ _

s ' - -

-

Given real or” srmulated sales, situations, have students handte
-customer ob;eotrons . 0
- ‘ ’ : &

LL

-

t ' » \ -
[ . ! N "‘
~ . - .
" SUGGESTED LEARNING Aékrrvmes{ o

© Have students describe how they woutd demonstrate products
and services effectwely - .
A
NE Have students descrrbe methods wh'\%h can mvoive customers in
{ sales transaetrons ‘ :

~} Havé tudents- prepare product anafyses sheets on products and
service, emphasizing benefrts 10 customers.

B .
Have a salesperson visit class to ta!k about and demonstrate
sales techmques ' . ‘ ¢« - .

&

Have students mtemew professional sales personnel to frnd out”
how customer objectrons can E)e turned into sales. Discuss ih
class. ‘

Ask students to list objections” which might be encoMTered

each? - : _ N

!

during sales transactrons How would - they attempt to ovércome -’

o
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COURSE GOAL:, SRR .

"~ The studqnt will know and bgble to apply principles of pe_rsehél sefling. .

' - &~

A}

‘PERFORMANCE INDICATORS: -

8L

- Given real or _simulated sales situations, ask students to close
sales that satisfy customer needs. ,

)

Given real or srmuiated sales situations, ask students; to suggest
refated merchandise or services to customers.

e

123

i . §

. SUGGESTED LEARNING ACTIVITIES: .

~

Have students observe sales personne!l closing sales. Identify
points where closing statements or techniques could have been
empjoyed, :

to identify the most logical point(s) where a closing statement
or technique might be applied. ' *’\,

Have students develop hsts of closing statements for. products
and services.

\
Have students interview their supervisors to detafmme the

importance of plus seiling or seng by suggestron .
ldentsfy appropriate plus or by suggestion seng techniques for
ten. products or services.

Ask students to, review recent purchases made by students. and
describe the selling by suggestion technique used, if any,

Describe ‘vari‘ous‘ s;ales situations step-by-step, and ask students
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COURSE GOAL: ~ ~ . o S : oy
The student will be able to analyze and determine advertising methods .
appropriate for the promotion of products and services. . . - : . ' Ltk
. v N A ! v . - - "‘l.‘_ ‘ .
. .o B - » J‘ . . . . 1" v":’:, 1 'E'
PERFORMANCE JNDICATORS: o SUGGESTED LEARNING ACTN:T:ES;‘;.‘W _ L
- Given appropriate mfcrmatron have students explain the . T Ask students to cite exampie# of specrf:c and obv:ous .
differences among advertising, publicity, and sales promotxon ~ promotional activities in'the commtmity
| ) o _ . \\ o Invite a guest speaker from a new'spape_zr to tlass to describe the
* : ) \ T - importance . of advertising for newspapers, ‘businesses and *
;o . ‘ consumers. | S
‘ ’ i . ; .
\ - : : o "’ Ask employed students to supply samp!es of advertising, sales
¢ - S A P promotions and publicity used ., at the:r tra:mng stations
\ : ‘ ‘ expfammg thedsfferences ’ J __ , .
P ' Have students explam how their stotes keep personnel mfermed
’ of advertising activities.
; : . ’ ‘ '} Ask students to organize a scrapbc')ok of magazine and
v ‘ newspaper advertisements accprdmg to purposes
Have students classify a number of advertisaments," by
F _ promotional techniques. : .
- How is advertising used in the student store?
y s
\ . L/ L
: - ~ LI YW
R i25




COURSE GOAL:

The student will be able to anaiyze and determme advertising methods

?

. appropnate fur the promotron of products and services.

\
!

PERFORMANCE mg;g@mas_z

e

Using 'adv'ertis

08

S L |
ents for products and sermces ask students to

explam what makes each effective.

A

127

~

'~

)
-

- ' oo
f/ .

SUGGESTED LEARN:NQACTMT}-E@

Invite an advertising or safes promotion manager to class to
) dtscuss why advemsmg i¥'a necessity. - , .

From a hst of- products, have students explain Why each needs
to be 'advertised :

« -
*

From a hst of service busmesses have students expiam why '

each needs to be advertised. . | )

Have students select five ttems which they sell at their work
) -statipns Explain what type of advertising is used for each and

why advemsmg is necessary for these items.

Have students determine what types of advertising should be

used for the student store, * ‘
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COURSEGOAL: .
The student will be able to analyze and determine ‘édvertising methods =~ . ! "‘
appropriate for the promotion of products and services. ; - o ‘ ). :
. \\
PERFORMANCE INDICATORS: ‘ . - ‘ : SUGGESTED LEARNING ACTIVITIES: ' .
' Given various merchandise samples, have' students identify T Se!ect several trademarks, brandnames and slogans Read and |
trademarks, brandnames and slogans for each product. .- - |- show these to the class and ask students to identify the
' { ‘ ' ~ companies where these praducts are produced, and what is
' 'l being offered. l
" Have students collect tradem:arks or slogans which have become
- associated with specific products. Match products with slogans
. ‘ and trademarks, and discuss why and how c_ojnpames strive to
. ' . . . maintain product images. .
o While studying advertising, ask eacﬁ student to keep a notebook
i with samples of various advertising techmques used at their
. . ‘ . : _ training stations.
Ask students to develop trademarks, brandnames and slogans
for the student store or stores !ocaHy
- * ?_"
\ T r
s _) .
' *
‘ »
+ ¢ ~ - -




. ' . ‘
COURSE GOAL: - ,>- | |

\

The student ‘will' be able to analyze and determine advertising methods

approprsate for the promotion of products and services.

- . ) -
»

PERFORMANCE INDICATORS:

Gsven rea! or simulated advertlsmg needs, ask students to select
appropriate advertising media.
6‘
o)
M -
.‘
-
]
A
rh
» -‘
\ :

~N

 SUGGESTED LEARNING ACTIVITIES:

YR

131

f

Ask an advertising agency representative ‘to class to talk about
selecting advertising approaches and what type of results were
realized by each

Present students with various advertising needs. Have them

critique the approaches now used and ask them to suggest how
- they would go about it dn‘ferent!y

Have students develop advertising campaigns for DECA sales

pro;ects ' ’

* Have studgnts develop advertising for the student store.

_‘\
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c_o'unse GOAL:

8.

The student will be able to analyze and determine advertising methods
appropnate for the promotion of products.and services.

P

- PERFORMANCE INDICATORS: R o SUGGESTED LEARNING ACTIVITIES:

" Presented with adVert;smg and supporting information, have Have the class read about advertising campaigns. An e&ce’lient 1
students deveiopaoneyear advertising campaxgn { resource is Marketing, Sales Promotion and Advertising.* This,
book describes the step-by-step process of orgamzmg an K
effective sales- promat:on campaign.

Develop a saies promotion plan (or ca!endar) around key days

: , o C and weeks, seasons, [ocal celebrations, state and national events,

< ' ‘ ' ’ ' _ ) ~ This could be done in eon;unctrpn thh student-training stations
' ‘ | orthe student store. = - .

Develop a sales promotion kwdget, beginning with annual
estimated gross sales, as well as a predetermined percentage of

. these sales earmarked for advemsmg Include monthly dolfar
allowances, department features, types of advertising that ‘will
be'used, etc. This could be done for the student stores

3
. )
‘ ) . N .
.
‘ -

£8

) N , . - L ‘ *Nolan; Carroll A. and Roman F. Warmke, Marketing, Salés
‘ L Promot/on and Advertising. (Cincinnati: South Western Publish-
ing Company, 1865)
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.:COURSE'GQAL:

" PERFORMANCE INDICATORS:

+8

* The studant will know and be able to apply visuaf merchandjtsmg techmques

used to'pmmate producu arxd services.

\

[ - B ) l, ) -
~ Given background information, ask students. to identify several
‘types of visugl merchandtsmg, as weH as appmpnate uses for
each .

N .
~

-

J B

SUGGESTED LEARNING ACTIVITIES: L

- Utilize Ohio visuals* on wmdcw dtsplay for c!ass presentatzon
and dxscussmn

Conduct tours of at least three d |fferent types o‘f retail outjets,
and have students #omplete summaries built” around the.
“following questions: : | . _
. . .
- What types of window dtsplays are used?.
~ What types df mter:or displays are used?
3 How are window and | ingerfor displays coordinated?
What themes or color schemes are used?
What could-be 4mproved or changed to make the display
more effectwe?
Have students:identify vanogs types of displays Jused at their
work stations and the effectweness of each.

«

i

-

*Dfsplay Made Easzer "Ohio’s’ Distributive Education Matenais |
Laboratory, 1885 Neil Avenue 115 Townshend HaH JColumbus,
OH 43210.

-

Arrange for a guest 'speakei? to talk about visual merchandising. w

) .
’ . i . ' . . .
. .
. - ©
- " 3 A . m " '
b .. i ’ . - . -

Cun
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'caURss GOAL:

G8

-
3 ¥ . - !
) Y .

A

The student will know and be able to apply visual merchandasmg techmques

used to-promote product: and services.

PERFORMANCE INDICATORS:

Q-

';\—N‘,

- Given .real or simulated situations,

'] &

‘--\

‘have students design,

vconstruct and maintain displays for sethng products and’
Servicss.

f

~

-

SUGGESTEDLEARNING AGTIVITIES:

f — Y — — )

Coliéct sampig_signs and showcards from training stat;ons and
stores. Have sthdents. use these as models for their own
advertising projects. _ -~

Have students sketch dtsp!ays whxch emp!oy 'step, zigzag .and

repetltton arrangement&

Have students design build and maintain a display at their work

stat:on or school store, Ask them to keep a runging tatly of
‘sales or services rendered as one way to determine the.

effect ivess of the dlSptays ‘

3

comimunity, or.. atk school accordmg—‘ to the DECA dxsplay
evaluation sheet.

!

s

Have students,eveluate displays at their work stations in the °

-

At -



COURSE GOALS - -
The student will:

~ be ‘able to explain customer services appropnate for
marketing fleids S - .

know and be able to use appropnate stockkeepmg‘
. procedures, . :

know and be able to follow security. procedures used to
prevent stock shortages and theft, - :

be able to use a cash register in a correct manner.

" - for merchandise and services.
know how to purchase merehandise and sefvices for resale.

know and be able to use standard mventory control .
techniques.

know and be abke'to.app!y on—théjob s:_ijét_y procedures.

'be able to operate specific types of business equipment and
maintain this equipment in working order.

know how"to receive and check an cncomlng shtpment of
merchandise. »

be able to prepare specific types of business records.

. know and be able to apply appropriate pricing techmques . |



- COURSEGOAL: - ° "

¢

The student will be able to exptain customer services appropriate for

marketing fields. o | :

A

PERFORMANCE INDICATORS:

N

Given real or simulated situations, have students identify

delivery systems used by service and distributive businesses.

~

~

*SUGGESTED LEARNING ACTIVIT{ES:

J/

>

—

Ask students to simulate placing orders using store cafalogs and
forms. ' ~ ' 1

Have students ‘cqmp!ete orders over the telephone by simulation.

Have students. report on

the. delivery systems used at their
training stations. - ) g

. Given simulated delivery problems, have students determirie the
most appropriate method of delivery for -each situation and .
why. - : :

Prepare a simulated la&réway sale and have students go through
the complete procedures (e.g., forms, records, etd))

Have students

describe “their  employers’
Rrocedures. ' o

gift wrapping
As a DECA activity, have students work out a gift wrapping
service with a local retailer during the holiday season. Besides
being a good money-maker, this activity can be good publicity
for the retailer. How could this type of operation be set up for

the student store? , i

14‘



COURSE GOAL: |

RN

The student wm be able to explain customar services appmpnate for : oo

marketing fmfds.

» ~

'PERFORMANCE INDICATORS:

¥

4

" types of serwces designed to accommodate customers,

4

L

~___
Presented wcth real or simulated sales situations, have students :
determme methods for handling adjustments, returns, and other

Y. 4

SUGGESTEDNEARNING ACTIVITIES:

From a fis of accommodation services, have students
distinguish between those services offered to individual

consumers and those offered to industry.

Have students identify accommodation services offered at their
training stations. Does offenng these services increase customer
patronage?

Simulate returmng merchand:se and have students handle the
n.transactmn‘ How does this relate to the student s;nx? )

3
3




4 'COURSE GOAL: -
| ¢

The student will be able to exp%am _customer semces appromate for

marketmg fields. » o

. »

- PERFORMANCE INDICATORS: -

credit policies empmyed by distributive busmésses

Given background mformatmn have students vdenttfy standard o

~ SUGGESTED LEARNING ACTIVITIES:

e

"Survey consumer credit services. What types are offered locally?

List sources of -credit information. Have students identify those
sources, that would be used in the commumty to screen
apphcams for mercantiie credit. ‘

‘Have students interview the credst managers from large retail
stores, small stores, and drug stores locally. Determine what
types of credit are most common and typical probiems_
. encountered by each operation in setting up and maintaining
.accounts. What percentage of yearly sales are on credit? How
does credit relate to the student store?

Simulate credit problems, and ask students to identify what
type of Cf'edit account would meet each need.

4--' 7

N

-

r




| Presented with real. or si‘mufatedsk"t)ockke.*eping situations, have .
-students identify and describe appropriate stockke€ping -

16~

COURSE GOAL: - . . . . .

PERFORMANCE INDICATORS: !

methods.

v
-

to-mark merchandise according to standard méthods.

P L L R OE T S R )

Given ria! or simulated stockkeeping arrangements, ask students

B b

3\

1o
D] |

t
.

|

SUGGESTED LEARNING ACTIVITIES:

18

e . ——r—

nd be able to-use appropriate stod(kee&aing' -

-~

/

)

.

Have students work with their superﬁsors to identify approved
stockkeeping: methods. What types of methods are used in the
student store? o . :

Given various types of tags used for marking merchandise, have |
students determine two different types of meyrchandise that
would be marked by each tag, and the reasons why they chose
particular tags, Then, ask them to tag the merchand ise.

Have students work with their training supervisors to determine
-correct methods for' marking merchandise. Have students mark
merchand ise for the student store. . :

Have students collect various sample price tickets used at their
training stations. From a list of merchandise, and given
necessary information, have stisents fill out price tickets.

! ' / -

From a list of 20 different kinds of merchandise, have students
identify what type of price ticket would be used for each, and

. what information is needed to fiill out each ticket.
T ) .
Ask students to create a cost code..

-

L CR T VIR SRR

e LR ]

bt e

—

-

14
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'cousse GOA‘L:_ | . .

' PERFORMANCE INDICATORS:”

A

-

" The student will know and be .able to%fanow sécunty. proéédurés.used to

pravent stock shortages and theft.

- - . -«

~ - . . R
- . a0

Given real or simulated store- secunty concerns, have students
_identjfy causes of stock shortages '
¢
¢
) 1 LIS *
’ v
.
. X
¢
'f‘ \
¢ ' ;
h .
\
- K
. - -
Y - ’ ‘ -
~ - . .
\ * J

b
¥ 9
O

f

suGGESTEéLEAnN:N‘G A’crswﬂes:

. From’ samulatei’j situations invelving shoplifting, embezzfement
and pttferage have students speculate about the causes. '

" school store

~ .

- . Show films from the SmaH Business Admtms‘cratmn or other

sources.

Have students determme causes of stock and cash shartages for

different types of retail and whotesale'ﬁ'peratsons cr\ludmg the
: . <




. .COURSEGOAL: - - .

Tha student -wiil kiow and’ be able to foﬁow sacunty procaduxes used to

prevent stodc shortagas and theft. ) .-

& - 1

PERFORMANCE INDICATORS:  *

! - | oL

- Given reai or simulated store secursty ooncerns have students
devefop pians to hetp prevent steck shortages

«@iven real or simulated store séc'urit_y concerns, have students
identify legal ‘and security resources available locally.

4 ' -

€6

F. A~
l,

‘SUGGESTEDL’EARN'!NGACTII\./'IT!ES: L

(q-‘ . >3 .
Ask a secunty manager from a Ioca1 retat! stare to work with

students on how a plan to prevent stock shartages can be' ‘
, des:gned and put te work. - P -

‘Ask a resource. person from a small retailing business to WOrk
, With students in d&ngnmg a security p!an for a-small business.

 Have stude?ts deve!op a secunty plan for the student store.

Have students interfiew security managers concemmg Eocai faws .
~ dealing wnthshbpisftmg and embezzfement

at their training stations

,Have students tdentn‘y pr . r
ed_and what procedures are

* when theft occurs. Who is
- followed? '

As,'a DECA activityihave students particibate in STEM
(Shoplifters Take Everybody’s Money) activities.
. . \ _

e
1
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COURSE GOAL: L o

The student will be able to usé a cash register in a correct manner.

{
PERFORMANCE INDICATORS: - ! . - _ " SUGGESTED LEARNING ACTIVITIES: /

| Have students operate cash registers, . ‘ ' -4 Invite representanves from focaf cash register companies to class
) o ' ) to demonstrate how to operate cash registers.

. o : : s
- « ' ~ . Usmg individualized warkbooks or packets, ask students to
v . S N work in teams of two to practlce operating cash registers,
) ‘ emphassztng speed and accuracy.

Have students operate cash registers at their training statiors.
Ask toca! businesses to train students in operating'cash registers.
- R 'e : ‘ B For students not opejating cash registers at their work stations,

- i . . _ - set up opportumttes for them’ to work in the student store or
. . . ‘ ‘ prac’tnce i the classroom. .

-

g
: s



' COURSE‘GOAL:

. PERFORMANCE INDICATORS:

« ( ‘

66

. L o ' * - X o [
A .
. € . ) .
. . 7 .
‘ . - - * . ' .
: - N . .
. .

\\ ) .

%

The s;udent‘wﬂi be able to use a cash regi_sterigL correct manner.

Given real or, simulated sntuattons have s’tudents prepare cash
drawers appropmte!y

SUGGESTED LEARNING ACTIVITIES:

( ’

Given simulated cash funds and a cash drawer, have students set

‘up cash drawegrs. L

. L 3 _

Have students work with their supervisors in settmg ugh
drawers. This should be evaluated to tudent traini

How does this relate to the student store?

[ L' ‘A
Review matena!s on cash register operation deveioped by the
Chase Manhattan Bank.** ¥

*The Chase Manhattan Bank N.A., The Cashmr {(New York:
. McGraw- Hl“ Book Company, 1875) :

.

-



COURSE GOAL:

. /

The @em will be able to use a cash fegister in a correct manner.

D

PERFORMANCE INDICATORS: © .

o —

Given real or simulated s;tuat:ons have students process sales
checks credst cards and personal checks :

—

il
RO

— e et

' U
+* - . . . ‘. N
R SN

h?
N &

stat;ons

‘ Have students tdentffy procedures for acceptmg checks at their
- training stations.

Given safes-slips and directions,
invo!ving cash, credit' charge-send, tayaway S .

Have students list four instances where they woufd caH either
their superwsors or an authorization center before honcrmg a
credit card. ' :

Have students describe credrt card transact:ons at their trammg '

have students close sales




'COURSE GOAL:

-

/

LB

“The student will be able to use a cash register in a correct manner.

b )

T

'PERFORMANCE INDICATORS:

Given real or s:mutated situations, have students pract:ce
‘making change, emphasszmg speed and accuracy

o

“ ! .\ \

o ‘ !
 Given real or ssmu%ated:,stﬁatspns have students balance and
total daily cash regrster sales. -
-

i Fl 1

I

<3
"
L.

4 N L <

- SUGGESTED LEARNING ACTIVITIES:

making correct change with speed and accuracy
A-Prepare a simulated safe prowde students with a money change
of bills and coins the customer should receive.

In _cooperation’ with students’ supervisors, include making
‘change on training plans, and have students perform this task as
a part of their training station rautmes “ ,éf .
Ask supervisors to work with students in balancing and totahng
daily cash register sales. This skill should be part of training
plans. Students who are not employed coyld perform this skill

/m’t_ﬁe student store.

Ask a resource person frot a cash register company to show the
“class how cash regcster receipts are tallied on the machine,
; e

_ Given a packet of play money, have students simulate. sates :

sheet, and have thent fil in the number of each denominatian -

-




* COURSE GOAL: D

g6

-PERFORMANCE !NDSCATORS:‘_

Ve

»

The student will be able to use a cash register én a correct manner,

i
i

i

———

Given real or. ssmutated situatjons, have students bafance cash
drawers wath cash regxster ta!hes,

"Given reai or simulated snuatmns have students xdenttfy
counteg‘ext money. :

Lo . _ :
\ ) . T . * ) o A
x ) ‘ { ‘ c, R

Y
4,

~.

i
l L
& - VI
S ca B
. PR .
SUGG STED LE.ARNING ACTI\UTIES
o >

Have students work in. the st.udent store to practice cash register
skills. Ask supervisors to work with students at training statmns
to practice this skill. Inciude it on traini _fans

A k*supewigors to work with stude
biNs. Have supérvisors test students
skil\sho*ld be evaluated on tra'ming P

(v} identify bounterfeit‘

bilitieg in this drea. This
5.

Ask reso‘irce persons from locai ban s to bring portfohes of
counterfeit bills for students to vi Allow students to
scrutinize ;md touch the money, and ask the resource persons to-

,discuss how 1o recognize counterfeit currency

Contact the local secret service ofﬂce regardmg mformat!on
about counterfest currency.
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' COURSE GOAL:

4 - The student will be abie to use a cash register in a correct manner.

RS

N,

- Bl

i A -

PERFORMANCE INDICATORS: _ .

Presented wsth samufated situations, have students tdentrfy‘
qu;ck changeartxst" techmques - .
« )} -
Aq 4
:' i
- .
LR ' ]
A, - '
i .
. — \
' . N
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e ‘ \ ’
, .
' E
‘ LY
H .} .
- .'
. *

N

id

- . ' ’ \ .
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SUGGESTED. LEARNING ACTIVITIES:

Present students wuh simulated - situations, and have them
identify the- qutck change techmques used and how they wou!d
react . .
Ask a resource person to class to demonstrate qunck change
at:tlst techmques . :
J Review MacDonald’s activity on quick change artists, N
{
- : j
. . ’
a = i “

“
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ce‘uese GQAL3~ \
The student will know and be able to appty appropriate pricing techmques | a ! » .
for merchandlse and services. L _
- BN

PERFORMANCE INDICATORS:

'.00%: o

Gsven reel or - simulated situattons have students determme
pnees of parttcuiar products and services.

N
- ‘}( )
| .- - : +

Presented wzth real or ssmulated sstuet:ons have students

identify state federaL and foc:?{' {aws whseh eppty to pnce
settmg :

». - . v

~

{

.

" SUGGESTED LEARNING ACTIVITIES:

Descrcbe to students certam products or services, and have them
ldentn‘y factors wh 1ch determine retani prsces

_ 9 ‘
Have students interview buyers at their work stations
concerning factors wmeh determme retan! pnces Share fmdmgs
« inclass.

I-iave stude'nts price merchandise at the student stbre.

LN - }

!nv:te a resource person to classto explain vanaus laws dealing
wsth prtce settmg lpcally.

-
s
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. COURSE'GOAL: + ‘ T . | - | L ‘ g
The student will know and be able to apply appropriate pricing techniques '
for merchandue and ices. ,
' L . . . . - . . . ’ . ,. ‘ : . ) ‘ L3
- ) ¢ ) . . ? '
PERFORMANCE INDICATORS: ' " SUGGESTED LEARNING ACTIVITIES:

b

= Presented with real. or simulated situations, ask students to Ask.- buyers to class to discuss prié"mg strategies for their
determine what part pricing plays in marketing strategies. ' businesses in particular, arid some generalities which may apply.

Using a list of merchandise, have-students identify pricing that
would yield the largest volume of'safes for each item,

. 1 _
Presented wnth reat or s:mu&ated srtuatsons ask students to | Have “students- check- pnc&!me reports with- buyers and
evaluate various pricing policies. : ‘ : - determine which price flines might best be phased out.
- AU T _ : -. " Given ‘a list of pricing .policies, have students determine the
. N : : advantages and disadvantages df each. A
9 - : Py - . . ‘ v
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bAL: '

The student will know how to pufchase Merchandise and services for resale.

| . ~
PERFORMANCE INDICATORS: | .

~

Given real or simulated buying situations, have students
. determine merchandise asso:?nem according to such factors as

store policy, store records, judgment of people in the industry
~and customer wants and needs. .

Given-real or simulated situations, have students identify
‘1 responsibilities of buyers. : :

'\

: | H
SUGGESTED LEARNING ACTIVITIES:

(

Have students discuss ’_\:'arious" businesses regarding buyer
responsibilities for particular departments. Share findings in
clacs L . .

the student stere.
From a list of unit stock control systems, have students
distinguish ‘between those systems associated with physical
inventory and those associated with perpetual inventory.

From a list of perpetual inventory systems and s\peciﬁc
merchandise, have students select those that are the most
economical to operate and explain why.

Giveh necessary infcrmation, have students determine

merchandise assortments. ‘ ‘ :

Have students determine a numiber of merchandise assortments

for the student store. C w
» ) * .

Have students determine the responsibilities of the buyer for




eotL

PERFORMANCE INDICATORS: ‘ P

Given real or simulated buying situations, ask students to
, determme when they are “open to buy " : \

Given real or Stmutated situations, Jzaus«-stﬂdents rdenttfy
elements involved in merchando}e planning.

N\

f

'E

‘SUGGESTED LEARNING ACTIVITIES:

e <V s : -
Y . L. . - R :

L}

( . ‘ _ : .

~ Relate being open to buy to the student store when possible.

Have students interview four - buyers concerning their

involved, Cnthue the p!ans and share as a class.

Gwe students p!anned sales figures and other supporting

- “informatjon, and have them work out a merchandise plan for a
six month period. They should justify the figures for each
ei‘ement of the plan,

te

. Have student store managers draw up a merchandise plan for
the student store

merchandise plans. and have students list the various elements.
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COURSE GOAL: |

. Have students identify sotrces for wholesale merkhandise.

v0l

o

The student will know howy

—

L . -
-

CY

- PERFORMANCE INDICATORS:

A Y

‘-

to purchase merchandise and services for resale,

-

[

I3

4 M
*

\

.
¥
¥
;
:
v
*
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y
v
¥
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SUGGESTED LEARNING ACTIVITIES:

\ |

\\_‘. |
~ | " ‘ . .. . ! ) ) .
. Given real or simulated buying’ situations, have students
determine the importance of “terms of salé” in making

. merchandise selectionsdr ‘

| _J o
:
b~y N -
. _l {2

Froma Ii$t fsupp!iers and their services, have students identify |
those most useful to wholesale buyers.

[ - ‘ . .
From a list of community wholesale vendors, have students
select thdse they would contact for merchandise.

| .
Have stydents interview buyers at their %rammg stations

regatding {\sou rces of wholesale merchandise,

+

Relate whbfesafé purchasing to the student store.

‘ b . , - \
Give stu,de&nts a list of buying terms, and have them distinguish
between those associated with_ the sale of merchandise and

those associated with the transporting of merchandise.

- Present students with g buying situation and necessary backup
information, and ask them to explain the importance of terms
of sale when selecting merchandise. - .

Relate terms of sale to the student store,

o
i

-~

o
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- COURSE GOAL: - B R o : ,

The student will know how to purchase merchd‘fdise and services for vesals. | | . |
- Y ‘ ;- : e : , ( e . : .

* PERFORMANCE INDICATORS: . e " SUGGESTED LEARNING ACTIVITIES: . S
Given real or simulated buying situations, have students make . “§ Have stugents work with buyers In making final buying
buying decisions. - - S h o : decisions. What steps are involved? Are there formulas for

T s - R D making these decisions? '
) - : \ e ! AReIa.te buying decisions to the student store.
o Gi.vgn'raa! or\simul‘;ﬁte@f buying situations, ask studentﬁ to issue . _ ! Have students  fill out, purchase orders for a number “of
\ purchase orders to comp}etg transactions. , o ~ transattions. . - - -
. ' ‘ Discuss purchase g')rders in relation to the stddent store. .~
/v 8 N B { £}
r "
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. o ]
o N . Y - :
. . F: \' .‘ }
1 J \_ i Y,
1orey o _,, { -
1 f‘} ) i 73



L

. L \ . ke ) N e . . f" a
. ] N . -‘ - . e e o _“( o 4 s’ E
. CGUBSE GOAL:" -- - ‘ g SO
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. * . . * .
The student will know and be" abie to use standard mventory
. techmques. . <L , , \
v _,,ﬁiﬁ ! T N - : : 4+
; - e ) " , o
S8 | ) :"313) i . '. 'd. ) . ’ . .:
T PERFORMANCE INDIEATORS: . R A
— Have stud ents dsscuss the pucposes and cmportance of mvenmry
. ‘:ccntro! systems ' \ , V.
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“Mave students interview buyers abaut the" tmporta’nce of
_inventory control- systems in purchas:ng | .
'Prowde students with_ sxmulated sxtuatsons and backgfound
information, and ‘have them determine the . purposes of
mventory control systems for each. . o .~

- ’ ‘ . ,
D:sg:uss ‘the importance of inventory control. systems in “the . .
student store. Have students classsfy invehtory in the student

store by dollars and: units. . FE : : . b
Encourage students to work an inventory at thesr trammg_ '
Statlons . ‘ . ' ‘ »
As a. DECA acmwty, a(range with local busxuesses o’ have
_students help wsth mventory » , :
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CC URS\E G,QAL:

The student ws!f know and be able to usg standard mventory control

S tach,mques ' \ . _

L] . -

~PERFORMANCEINDICATORS: | ﬁ

. o W x —
. . ’ 4. l ' }". : 2 : N -

JGiven'real or simulateqd situations, have students conduct®
Jinventories by using the physical inventory method, the
<'perpetual snv.entory method, and ] combmatton af both— )

- -

- Given real or s:mu!dted situations, ask students to utmze retail .
‘methods of inventory control, xdentsfmng the advantages and ~
disadvantages of eachmethod. A

[

x. . ) . -
- o >

Geven read or srmu!ated sstuattons have students calcuiat,e stock
turnover and analyze turnover rates

L
v
1
\
.’
-

»

“
. 7 .
r‘ i
\ .a / L3 !
- [} /’ :
| . O NS N
4 . T i
- ot N ‘] » ‘
Y ) \
A% ~ J :
Y B RO \
LY . \:
i - } AN
- % ¢ I \/\ .‘
s.‘ ; ) .
‘T '. \ \c t
. . : . ' - R .
. ‘*‘1"\ - a \s
a3

- SUGGESTED LEARNING ACTIVITIES: '

Have studemts pamcspate in snmufated :nventones usmgbhysical

and perpetual mventary methods. ; : T
. Fal P‘r‘. ‘ . ‘

perpetuat and physxca! inventery techpiques. What are the
advantages and“drsadvantages Qf each? Whrch seem? best sutted
for the store? ' R ‘ i

\

.. advantages and dnsad\?antages of this method

Haye students help %@cai merchants conduct mventortes

4 A .
Given ssmutﬁtm situations, have students carcutate stock
turnover rateg*’and dnalyze these rates in temgs Qf trends and
s:m:larttres ; _ e CL

A

'
. .
- . \
. . . ' . .
. rs . . - I
»
, -

Have student store managers orgamza mventones usmg bothf -

Have students compiete inventories in the student store using
retail irventdry,.control methods, and have them xdeﬁt;fy the

|

. . . -
Have students calcutate, and anafyze stock turnover rates in the |
student store. .-~ « L -
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' PERFORMANCE INDICATORS:
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COURSE GOAL: .

The student will know and be able to apply on-the-job safety procedures.

»

o

“l . . '_\
Gt(en real c()r/'smutated situations, have students mamtam store

equipment d stock in ways which ensure ¢ustomer and
. employe safety -

Given'reaﬁ or simulated situations, have students locate such
emergency equipment as fire extinguishers, first aid supplies and
emergency telephone nu mbers

o

i

Given real or sxmulated situations, have students identify

. b procedures for handling emergencies in business settings.

?
}

1 e
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SUGGESTED LEARNING ACTIVITIES:

- .

Have students interview. superwsors or local busmess ™anagers
concerning safety policies.

Have student store managers rdent‘ify safety procedures to be
foHowed by emptoyes. - i :

-

\ -Have students ;denttfy where e(mergency fire equ'ipment is

| located, emergency phone numbers posted, and first aid

\‘ equipment stored

\ Have students ndentn‘y the frre extmguxsher closést to the ,
| student store Discuss how to use lt and what procedures to
‘ ' follow i in case of fire. ;

include safety mformatnon in the student’s BECA Job Informa-

’f tion Manuat. "’\\ * -

' f
Have students brainstorm what to do givep virious emergency
/ 4s¢tuatrons in busmeSs settings.

procedures#or handhng emergencses

o / -Have Students ;urvey business€s in the communsty concerning
r4 )

Recommend ghat students ‘complete, first aid courses offered
. through pojte and fire departments, adult education programs,
etc. R . .- |
\ .
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COURSE GOAL
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. The studant.wm be able to operate specific types of business equspment and

maintain thcs equipment in working order

. . -

¢ | | !
. . '

PERFQRMANé:E INDICATORS:

. students perform variou
. ) L

vaen ten key adding machines and sets of number probfems
have s‘tudents perform various mathematlcal caicu lations.

-

\ .
i
Given electronic cdicufagors and sets of number probléms, have
athematical calculations,

h
"

« . <

SUGGESTED LEARNING ACTIVITIES:

s .

4

Have students use ten key adding machmes to caiculate
problems related to-thé student store. :

Ask - studen&s empioyers to provide students wcth Yen key
adding mach{ne experience on- -the-job.

As a DECA activity, have students use ten key addmg machines
to fi igure safes information, treasury reports, etc. ) , ‘\

Work with students’ emptoyer_s to arrange for on-the-job
electronic «calculator experience.” Inciude’ this skill as part of

training plans. " . ~ —
- — A 1y |, .
Have students use’ electronic calculators to solve problems
_ re(ated 1o the student store. ) -
As a DECA activity, have students use electronic calculators to
figure sales informiation, treasury reports; etc. v -
: \
. . - S -
y ad _
o :




' PERFORMANCE INDICATORS: |

oLl

COURSE GO'AL:

\

The student w:li be able to operate specific types of business equ:pment and

maintaig this equment in workmq order.

¥ o B s

_Givénr real or simulated situations, have students operéte
. cleaning equipment according to specified standards.

3 o P
] 3
AN
Gwen real or simulated sftuations, have students select and
ep‘erate stock handling equipment. . "
s

.‘1I

Given real or sf‘muiated situations, have student“s identify
emp!oye responssb;ifty in maintaining equipment. -

%

b

‘1

SUGGESTED LEARNING ACTIVITIES:

T
j

With ‘students’ employers, map out student
. respohsibilities and evaluate these on 'training plans.
Have students operate equipment necessary to maintgin the
student store in an appropriate manner,

Arrange ,with-students’ empjoyers to allow for on-the-job
experience using stock handling equipment. Evaluate this
activity on student training plans.

Provide students with opportunmes to use stock handhng
equspment in the student store.

Bvaluate students’ abi!ities to maintain equipment in the
classroom, o ) ( A

A Have employers evaluate students’ abilities
equipment on-the-job according to established policies.

Evaluate students’ - abtimes to mamtasn equipment in the
- N student store.

cleaning

to maintain

Ve
it
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COURSE GOAL:

The student will know how to recenve and check an incoming shipment of

merchandzse

.

"PERFORMANCE stCAmRs:

'x

-

\

G.wen real or simulated situations, have students trace phys&caf
flows of merchandise from sources to showmcms.

<

Given real or s:muiated “situations, have students ndent;f\; the
fu nctxons of stock receiving areas - :

¢ )

F

13

iy

R s TSR

L

Given a simulated situation, have students'trace the flow of a
specific item of merchandise ‘from sources to retail outiets

HaVe student trace the flow of merchandtse from sclfrces to the
student stere : -

-
-

Hav_e students visit a receiving area at ‘a large departmient store, -
and have them describe in writing the functions of this area.

Have students descnbe the functcons of the stock receiving
area for the student store. .

SUGGESTED LEARNING ACTIVITIES: = -



) COURSE‘GQAL E

Given real or simulated situations, have students check recewed
merchandise usmg approved methods
\
C 7
A3
. ¢ iy
L ) : : .
Given real or simulated situations, have students determine
~plans for transporting merchandise from recewmg areas to sales
areas. ’
o
. &~
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The student wm know how to recswe and check an mcommg shig
merchandise. ~ .

-

PERFORMANCE INDICATORS:

" SUGGESTED LEARNING ACTIVITIES:

Arrange with employers to allow students
experiences in receiving merchandise accordirig to approved

methods. Evaluate th:s actmty on traxmng plans.
ii

store._ usmg an appgoved method,

&

A merchagdxse from receiving to sales, Discuss as a class. What are
the advantages and drsadvantages of each system?

recesvmg to studerit store shelves.

on-the- ij.

Have students check in merchandese recewad in the student '

Have students -interview then‘ emptoyers about distributing

.Have studants‘ﬂetermxne a pta_n for ha,nd!mg merehandsse from




- COURSE GOAL: ! P . j .
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: The student will be able-to nrepare spec;ftc types of husmes recnrds. . S L ( S | ‘
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 Given employe payroll data have students compute and recoré ST #iave students report on payrdtl record technzques use at thesr ' :
‘ ' monthly payroll. . ‘work stations. . o ‘ L .
S Lo ' S o : T - .} Have, students mamtam emptove records in the/étudentﬁore . §
Gwen checkbooks have students reeord and batance deposits .- A | Have empfoyed students mamtam their own checkbooks. ‘/ .
1 and withdrawals. ' o .. - _
1 % S . o ‘ - Have sta‘dents mamtam a check regtster fer the student store
.l . 0 ’ ‘ coL - * -
: Gwen hypothetmai bank statements‘ have* students ba!ance ‘A Have emp!oyed students reconc:le the:r own bank stateménts. ‘
g these stateraents agamst check registers. e : - v {v
‘ 5 L%y ’ . ‘ . - Have students reconcie bank st‘etements for_the student store.
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., GOURSEGOAL:. . . .~ . - . e

. - A - R ) . ‘ o “ . ) ..
. 00 . K : ! - ) . ‘ o ;f“. ‘ _ X . ') T N . ‘ ' T Lo
b The student will be able to prepare speéific types of businessrecords. . . . L, . - oL
L} . ; N 4 b . [N . . 3
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N p_ERFoRMANc'E !NDICATORS: [ S s_u,é‘GESTEQ'EEAmuL\;G _Acr(tvmss:' . -
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Given sa!es and purchasmg records, have students set up - Ask employers-to aHaw students to-help mamtam !edger recards
_ jncouhts recewabte and, acceunts payabie Eedgers _ L on the-job. ™~
"“‘..-3; R A i - . A o - | S o
IR T L e e ) L Hawe studentsmaintém.fedgers for the student store\ .
Gsven entries from ledgers, have students compfete p.rofst and . Ask emptoYers 1o mterpret company proﬂt and !css s@atements
. !oss statements i . T for students, : «
S ' S ( o S s Have_ students complete. profit and loss statements for the -
v L ’ . . Y R .o . ' student store, determining the_store’s finaricial pasition.
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T MANvGEMeNT .

. i ' _ , Th'e‘studéntwiilbeat‘)‘leto:"'b ., o h

4, ; A . analyze. and determme approprrate management pahcres and
. . procedures for a- dtstr:butwe busmes P
SR ’
oo . “describe the effects of good personnef relatmns on emptoye
: morale and motivation.
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Y couase GoAL

~ PERFORMANCE INDICATORS:

" 91l

-

e

Given real or simulated"simations have students 1dentxfy
mdrvtduats or groups who set company pohcxes and procedures

. .

, - S N

of ceammand for storeé policies, rules and regulattons .
o/ | I Y
. A ‘ . B Y . B

P
v

Given reat dr simulated situations, have students rdentxfy chains |

SUGGESTED L-.E*‘\.RNfNG-ACTlViTIESA:; S

Have students interview tthf{SUPENISOFS to determme who sets
. company policy. :

€ ' -

Have a- student management team determme student Store-
pphc§ :ncludmg who is reSponsxble for settmg and changing
,pohcy : o
. . . e-. . _
fnclude oompany pohcaes and who sets theny tn the students
DECA Job !nformatxon Manual
Provide students w:th a simulated problem conoernmg company
policy. Have them identify who to contact concerning the .
. ‘problem, and how they wouid go about contactmg that ~.
: mdwtduat
Have students mtervzew theif supervxsors to determme chains of
command, N
inciude the chain of command in the students DECA Job
- Information Manual. .

o

A

P



- COURSE GOAL:

'\' ‘ |
b i ’ :-

. . ~ . ',
\

The student will be able 10 analyze. and determme appropnata managen;ent

pqhmes and procedures for-a dtstnbutwe busmess.

. ] . . . ‘\}
. .

;PE‘R_F{)&'MA&CE mb:cAToR’s:'

_and emplbye drscounts N f,

Given reai or ssmuiated maznagement satuatmns have students
identify. persannet regulations regarding sick leave and ilinesses,
check-in and -out _procedures, termination pracedures benefits

-
. . KY . . o \
. . .
o, . . I .
. -

A}

" 'Given real or, simulated management situations, have students

identify the preferred method$ for handling internal and
externa& theft as well as management personnel responsible for
such cases e \ -

. ’ -

. .
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» « . .
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SUGGESTED-LEARNING ACTIVITIES:

‘Given simulated problems in each area identified under the
performance indicator, have’ students . identify. pgrsonnel
regulations for each. " - ‘ ‘ ' :
S 4 te : '

Have work-expenence students :dentxfy personne! regu{atsons
on-the-job. L R

lnctdde' ;'Je nnei prcqedures m the students DECA Job
lnformatton $nuai 8 .(v o,

“Present student w:th‘mulated situations involving shophftmg
-Ask them to igentify how they would handie it'and which
Qpervisors 10 '.ntact L

s : Y

Have student§ \;‘genti‘fy individualé fesponsib!e for setting
security procedures at their training stations..

external theft problems in. the student store” and who to

co ntact. \

‘ . . ) ' . 3
Have " students i:&e}nﬁtify methods for handling internal. and

. . poe
‘ .
\' N

O
0
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COURSEGOAL: . " ..

P

The student ‘will be abie to analyze and det:ermme appropnate management

- policies and procedures for a distributive bu;mess. Lo o
—_— ~ .
- y T . )
PERFORMANCE INDICAYORS - T
Gwen rea! ‘or snmu!ated business -.sxtuatnons have students -
identify Occupational Safety ang Health Act (OSHR safety
~ standards apphcable to dxstrtbut ive bUSinesses.
- A . | )
. i bl <
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'SUGGESTED LEARNING ACTIVITIES:

LI

- Invite a resource person tq class from the !oca{ OSHA aff:ce to

disguss currept state safety laws.” " _ - U d

——

__‘A__Have students mterv:ew their cgmpanies’ safety officers to fsnd'
- put what is bemg done specifically at their ¥ajning stations to

. comp!y w&th OSH’A safety standards oo .
‘. /. R 3 ) e ‘ .
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on empleye morale and motngatiop / ST .-
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‘[he smdem mu be able to dasmhe thB effects of good personnai reta'gtons o

. .SUGGESTED LEé Nme ACTIVITIES: . ’S .

L T w

I G:va,p.. b;eai or sxmutated manaQEment ﬁtuatmns havektuden‘!s.
_.'_ tdentn‘y techmques for” recruatTng, ;seleetmg and placmg

-
»
1

emplayes N e L et N

R ] v ] S

- Given real or simulated management situations, have students
_ sdenttfy job classifications, as weu as accepted standards of

.-

-

‘N — o b s o

mvste a personaei manager to classio explam managemant§

' rote m reermtmg, seiectmg andpiacmg émpioyes P

;‘ )

Stmu?ate vaﬂous recrultmg, xiect“'ng and p!acen‘fénP s\:cuatmns

- a

' ‘Have student store” managers dtscu§s how thay recru& select‘ _'
"“and placeempioyes. " \_

R 1
- » * ' : 4

-Present students thh simulated sxtuat:ons and ask them to

&dentrfy perfonnaace standards that would be expected.

From sxmu{ag - Sstuatron‘s, have students identify sjob’
clamﬂcatxons or small and large busmeses ¢ o

Have students ideﬁ‘t;fv job ctassrﬂcanons for the étudent store.

1 perfcrmance , . .
t . >
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[
Have students identify standards of performance for student
store employes:” o, £
. -
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. P_ERFéF(MAN_C,E INDICATORS: .. X - (\\
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Given real ogmanagement situations, have students
organize, budgét : ufe en}vploye workloads. b |

‘. . . St C. . . ’ Va4 r./

(. f.. ‘ Q ‘ . h“‘ - ] . - » . . - , .

, GOURSEGOAL: . - . . oot Ca

“* The student will be able-to descnbe the effects of good personnat reiatmns

- _on employe morala and motwatmn
s - - N . 7y

- - . - 0

i ) T,

-Gwen real or srmufated management sxtuat;ons ask students to
: rdentsfy 107 onentatmn and tram:ng procédures. .

A}

Wy . .
: y \
4 ) & . ! ‘3 .
.,.)_.‘ ' ! ":f. . o,
- SUGGESYED LEARN!NG ACTIVITIES: = . _

\
. . . -
P . .
] . .
“ . -,
-

Usmg sxmulated s:{uattons have stﬂdents organize, budget: and

schedule workloads for various types of departments. '
s

Have students ‘work with managers of thetr departments when‘

orgamz‘ing, budgetmg and scheduhng department workloads.

 Have students organize budget and schedule work!oads for the
student store. _‘ .

€

Arrange w:th a large retaxier t6 allow students to attend trammg
sessions. ' ) :
Arrange for student to attend spec:a! trammg sessions at their
training sta.txons whenever possible,

\
Have student stare managers descnbe job orséntatnon and
training programs for employe& , )
i
lncfude empioyer job orsentat:on and trammg program in thel
student’s DECA Job Information Manual. .
1 . . *
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L
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ccuass GQAL % IR T
‘ The..stddent wil be abie to descnbe the effects of good personnel relatmns'
on empiaye mo teand motwaum . .
. PERFORMANCE INDICATORS: -« * :

SR

‘ Gwen reai or: sxmutated manage&f: Sttuat;ons, have students

p%an agendas for store staff meeti '
. « - »
R - - ' /
Given real or- ssmuiated management s:tuatmns have studsmts
‘ 3 descrsbe employe evaluation procedures ‘
‘e , .- *ﬂ
‘ H
¢
+
. \ -
. (S s
~
¢ .
-
-
-~ .v.-“‘—_\

.y

Q'Present students w:th simulated meetmg sxtuatlons and ask

- procedures (training plans or formats similar to those ;Jsed for

: 2 v .
4
. et .
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- 4 e
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them #'to plan the agendas. Use DECAs parhamentary_. |

procedures ‘ N . R N

Have students wurk with their snpemsors to plan agendas for
staff me@tcngs. oo | . .

-
s

Have student store managers plan meetmgs fcr staff,msmg. _
wrrtten agendas. - - . : »;_ '

. 5 « ‘,‘ " R N .
Contact externai eva!uatxon agencies concermng their evaiuatson' -
proc&dures for businesses.

P

Have student store managers describe empfoye evé!uatuon'

regular store employes).

-4 ' L S

/ é |
Have studenté”ask personnel manages at their traxmng stations g
to describe campany empioye evaluation procedurgz; b .
v ‘ S ‘i
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The"smdant will be ahle to descrx R . e L ] :
-on employe morale and motivatio - - . - 7 - "
4. l‘{ . . [ .- . , *
! . : )

. . . SUGGESTED LEARNING AGTIVITIES: ,

. PERFORMANCE ENmCATo

o
N
B

. ‘ ‘appropnate?*‘ .
‘ " Have students interview the;r superv:sors coneermng methods .
for handling émpfoye gnevances. Share»fmdmgs in class.
- . Ask student smre managers t0. descr:be chfnnets for handhngf“
o empioye grxevances Post fmdmgs in class, .
N
TN ¥
S / -
) : . - ’ . i 4 'X
/' i "” ) -
/ ‘ . / 7/

Present students thh simujated sstuatsons
handling. employe gnevances. Whrch methods

which require -
seem the most

A -
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COURSEGOAL . .

The student will be abie to: h T
make a tentative career choice and follow an individualized
' study plan developed in cooperation with a marketing\'
teacher-coordinator. - o -

R .
s . R . :
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sel . .
The student wsH be able tp make a tamatwe ‘career. choice and fo!!ow an, - 7 . B N
individualized study plan deva!oped m coeperatmn with a marketing R o o
teachemoardmator . L
# ‘,"' i R : ',' {{} h ‘ P
SU,GGESTEDLEj)RN!NG ACTIVITIES: - o

- {PEARFIORMA‘NCE'IN‘DiC_A"i'_ORS:

'fr

< . : {
. : * "~ . . o -

7/
74!

Given appropréte mformatlon have ‘Jstudents establish . and
follow plans for speccahze&career trammg L.

Ed

h

210 | T

! ,-fy

, Have stud nts devate approxsmateiy 10-15 weeks studymg
. _spec;fsc rketmg areas of their, own choosing, reiated to their
. career cbjectwes or trammg stat:ons , :

2

A Vvariety of. rnatena!s are avastable fram | DECC or Texas and
. tho materials.* - . e

P .
* / ’ - « - '

* Interstate Distriﬁht’iv? Education Curriculum Consortium
{IDECC), 1166 Chesapeake Avenue, Columbus, OH 43212 -

Instructional Materials Center,- LC6-305, The Umvers«ty of
Texas at Austin, Austin, TX 78712.

~ | Ohio (see page 84.) o

k \
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BLANK FORM FQ’R‘:NS?RUCTQR@USE

~w Ths following form may be used -to change or add to the
curncuium as the mstructor sees fit.

~ T
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COURSE GOAL:

4

 PERFORMANCE INDICATORS:
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.' A , »\' : . . N .~. ‘ . SMENT | . - ' . .
. . : , ? _ - _ “Esll: : - \ o o - .
o .. ‘Why assess? Assessient is cnti‘c')al to sound instructional planning. ORcga .~~~
AR school and itscommunity reach a mutual Wmta,ndmg of what schoalmg is ' : :
- '~ to accomplish (once goals and graduation requsrements arg set}, there isa
SR nsed to know whether such outcomes are bemg reached '

In the Goal Based Rianmng for Marketmg Prcg?ams gection of this gyide,
~ four sets of desired outcomes were identified: state goals, dnstnct goals, -
. : "+ program goals and course goals. Lt 2 v .-
r . e _ f‘; ’ « : ( -
' _ Once mstruct:onai ptans are implemented, the instructor must pase ‘the
question: Are students attaining desifed outcomes, and is the m?dustnal
- mechanics program helping them. t¢’ reach” those outcomes: The Juality of
the answers to these questions depends on hew,weN assessment actw;tles are - -
desxgned and carried out. - C LT | ; o
dpt actnwt:es mvcive both grc.mp and mdmduai approaches how |
we!l stGdents do in the program as a group-helps determine the course of the
program; how well students do mdsv:dualty he!ps instructors map out
_ teachmg strategses . . ! . F
) . ™ ! ; ‘{ .
L]
%% The interrelationship js shown bei‘ow Aﬁe&sment of each of the plements
: shown in the figure will provide answers to parjscuiar Kir nds of questsons _ _
' 7 4 . .. o . .
' . N “ASSESJSM‘ENTS OF GROUP AND INDIVIDUAL PERFORMANCES - o

- o -

N

. . “
> R . ] - v A .‘ : - v

GROUPFERFORMANCES 1 e .| toIMPROVE PROGRAMS

|, reetedto... | identify” Cby...

N T . . "GROUP", .| /.—*' : .
District Goals "NEEDS ... | adjusting ptans, gaals courses

C . ‘Program Goals LA . v major activities -

. ’ — ‘ . Course Goals ' o . : ) €0 .0

-~

-

-

_: . 1. AT - ] LY - ™ e * 4‘

ASSESSMENT of .. />t = " ' R ol

o SIS B INDIVIDUAL PERFORMANCES o) | to IMBROVE M¥STRUCTION
: : r&ted to . «| lidentify _ by . .. ' .
o : ! 3 | INDIVIDUAL _ ‘
* - ' ] / - Competencies — NE?DS - = adapting strategies, practices
S . Personal Goals» St : o materials, perfyrimance
. Learning Strengths . ., ‘ 1, jequirements
. e ; - & Weaknesses ’ :

. R .’ : . ; L - R
~ ‘ .. a2 ¢ : ' ' .
‘ District goal assessment answers the question: T¢ what extentmre students !
. - attaining the ‘outcomes of schooling des:red by the community and ;ts '
- schaols? [t \ . , _ p

. . Program goal assessment answers the questmn To what extent are students
attaining the outcomes marketing teachers and curricuium planners deslre?

7 0

‘o

RC YT B R,
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/ Course goals assessment answers the question: To what extent are students

‘attaining the outcomes marketing teachers desire for Marketing 1 or 11?

demonstrating desired apphcat:ons cf what has been teamed
graduate? ' :

‘ Asessment of personal gca!s answers the questmn To what extent is a

student attammg those outcomes dessgnated as of greatest personal

’xmportance need, or mterest? S . : -

®

" Assessment af learmng strengths and weaknesses answers the question: What

characteristjcs reflected by a student’s performance can be seen as enhancmg
or mhtbxtmg attamment of desu‘ed outcomes? ‘ .
in seaking answers to- these qUestians student performances that can be.
accepted as indicators of attainment of desired outcomeés must be clear.
These . performance indicators serve to guide the assessment activity in
producing the ‘most needed information. Asessment might involve several of
the fonawmg approaches :

_Thsrd party assesment- (tea'mers,. parents, Qeducators, advisory’
committees) . : B ' '

R Admlmstratwe assessment’

Student assessment of the program sri‘structnon as weH as the level of
personal aatxsfacﬂon

Use of student monitoring data ™
| Student‘pr'eteet,and post-test to determine student growth

.

Student follow-up study /

Survey. questionnaire " 7

A marketing assemment/pianmng guide to assess these camponents
Program design and long-range plan* !
Advisory committee involvement | _
Staffmg L '
Facilities, equipment, materials, supphes . Coe
Curriculum instructional approaches ‘
individual student approaches

. Cooperative work experience ‘

Vocational student organization
Eva!uatior) techniques

School and community relations

Assessment  in goal-based planning is described on pages 17-30 in the
Elementary-Secondary Guide for Oregon Schools: Part 1, Suggestions
(Salem: Qregon Department of Education, 1977). See also the Departments
assessment guide for the marketing cluster gdrogram

%A Plapned Approach to Program Development. (Salem: Department of

Education, n.d.).
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-Sens msurance to new and present clien

APPENDIX A
JOB DESCRIPT!ONS FROM THE
DICTIONARY OF OCCUPATIONAL TITLES

Following are job descnpt:ons of . key occupattons around whach this cluster
was devetoped :

0.ES.* No.71012 S ‘l
D.O. T. No. 250.257-010; t, Insurance -

of coverage, based on analysis of prospect cirqumstance. Explains features

policies offered.- May collect weekly or imonthly premium from policy
hoi_ders. May be designated according to .type 0
Agent, Fire lnsuran’ce; Saies'Agent, Life insurance,-et

. 0.ES.No.71008 . . -
D.0.T. No. 250.357.015; Sales Agent, Reat Estata

Rents, buys and seils property to clients on comrmssmn basss performmg
_duties such as studying property listings, interviewing prospective clients,. -
accompanying clients to prcperty sxte dsscussmg conditions of sa!e and
- drawing up real estate contracts. . : : ’

0.E.S. No. 25300
D.0.T. No. 162.157-038; Pumhasmg Agent

Purchases machmé“ , equipment, tools, taw materials, parts services, and

supphes necessary for operation of an orgamzatmn

0.E.S. No. 71011 _ .
. D.OT. No. 164.167-010; AccounfExscutive

Plans and directs advertlsmg' actw;t:es of mdmduai accounts of an
advertising .agency or sells agencies services to prospective clients. Plans
advertising program, determines media to be used and budget. Coordmates
activities of layout, copy, media production and traffic department.

9
!

- 0.E.S. No. 10018 -
D.O.T. No. 186.167-050; Operations Officer

~

Coordinates activities of personngl engaged in internal operations of an

office. Confers with management to discuss operational problems or
procedural changes. May supervise employes of a specific department.
e '
O.E.S. No. 61314
D.0.T. No. 211.462-014; Cashier

Receives and disburses money in estabtisﬁments other than banks. Usually
involves use of adding machines, cash registers and change makers.

Y

*QOregon Occupational 'Eﬁipioyment Statistics number. ;

| v 133
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supplies for resale.

« . shipping room workers. ' “

L)

. ' 0.E.S.No. 10032
D.O.T. No. 185.167-034; Manager, Merchandise (Depa

a )

ent Manager)

etail establishment.
ry. to insure profit,
purchase of

Formulates merchandising activities in wholesale or
Determines markup or markdown percentages nec
amount of merchandise to be stocked, and directy buyers in

. 0.E.S. No. 62005 -
D.0.T. No..222.387-050; Shipping and Receiving Clerk -

Receives incoming shipments of merchandise'andfor prepares merchandise
for -shipment and keeps records pertaini

. " 0.E.S. No. 62006
D.0.T. No. 222.387-058; Stock Clerk

.Receives, stores and| issues equipment, material, merchandise, supplies, tools,

dies or foodstuffs and compiles stock records in stockroom, warehouse, or
storage “yard. Work involves a combination of the following: checking
incomingorders, classifying and inspecting when necessary; storing supplies;

applying identification to articles; issuing supplies; taking periodic or
perpetual inventory; making up necessary _reports; requesting or ordering

stipplies when needed.

0.E.S. No. 72002
D.O.T. No. 290.477-014; Sales Clerk

include persons who sell any of a large variety of goods or services, u.sually
inexpensive and not requiring much more knowledge of the goods or services

other than price. May write out sales slips and ring up sale on cash register.

e 0.E.S. No. 71000

D.0.T. No. 289.458; Sales Representative, Sales Agent and Sales Associate

4 * . . \
Include persons concerned wholly or primarily with selling when knowledge

of goods or services sold is required. Also may sell services and/or products
such. as books, magazines, notions; brushes, etc., by going from house to
house without making appointments and/or by making appointments or
following leads from management or other workers. (Include Auto Parts

"Counterperson; Auto Sales; Building Supplies Sales)

O.E.S. No. 71006 o
D.O.T. No. 250.357.018; Real Egtate Broker

Sells real estate, rents and manages properties, makes appraisals, and arranges

for loans while managing and operating a real estate office.

. 134

hereto. May supervise other .
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- APPENDIX B

* ' OREGON EMPLOYMENT DATA

" FOR
MARKETING OCCUPATIONS "
- - 1976
Key Owupatxons ' . - 1976* - 1880 = 1982 1982
MANAGE?.ERCHANDSE a 12707 1,390 145(?\ 366
CASHIER {(yncludes Cashier/Checker}. 16,660 18,800 19 870 8,958
'SHIPPING/RECEIVING CLERK =~ - 3,130 3440 3590 - 960
STOCK CLERK - 3340 3690 " 3870 1,158
SALESCLERK 12,240 14,030 14,920 - 4,494
SALES AGENT, INSURANCE 3320 3660 3,830 - 1,092
'SALES AGENT, REAL ESTATE 7,210 8550 9,220 . 4,662
PURCHASING AGENT/BUYER . 1,260 - 1,380 1,440 366
ACCOUNT EXECUTIVE 110 200 120 . 36
OPERATIONS OFFICER | 480 . 570 . 610 198
. SALES REPRESENTATIVE** = 38830 42 930 . 44,980 11,754
BROKER, REAL ESTATE | 470 . 560 600 - 306
. _

e R _ . |3
*Base Year (figures indicate number of workers employed)
**Includes: Auto Parts Counterperson, Auto Salesperson, Building Supplies

Salesperson and General Salesperson

135"
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o APPENDIXC .
FACILITIES, EQUIPMENT AND SUPPLIES

C.
. .

Decisions about what equnpment will best meet the needs of the marketing

. occupations program should be based'w program 4nd course goals.
Alithough less emphasis is placed on-equipment and facilities than in other -

vocational programs, the following gu;dehnes can be used asa framework in
physxcaﬂy taymg outa marketmg QCCUpatths cmm ‘

‘ Sales promotxon areas for “display constructaon, interior sign work.

‘ dgvetopment activities.

‘activities, color and design, advertlsmg research and iayout design and

development.

Pfoduct analyms areas wsth space for product testmg, use, and necessary-

equipment.

Groommg and dressmg areas for groommg, modehng, and- personai_

.

Communications areas with- space for using- typlcai busmess machmes .

emphasizing the commumcatzon and computatxon components of .
marketmg

Receiving-checking- markilng "ére with space for physsca! activities,.

: related to processing mcommg me ndise, - i

" School store areas with space for- apphcatron of %nark’eting activities

related to managing merchandise; operational activities, such as security
and merchandise handling, financial control and credit; sales promotion
activities, including advertising, display, design, and community

'reiat:ons, and personnet/employe re!atcons .activities, such as safety,

-/

.trammg, evaluat!on etc.

Store mventory area w;th space for actmtnes retated to stook control‘

systems. L

-

Storage for supphes equcpment and student pro;ect actmt:es in each
laboratory area. o .

Lecture and demonstration area with audiovisual and demonstration

capabilities for large and small group work. e

Conference area for use by students, advisory committee members, and

teachers for vocational student organization activities, study,

consultation and conferences.

-

QOffice area for counseling, jutdance prepaﬁ'twctivities_a id student
records. v o

Resou;ce areas for indjvidua! study facilities, small group pro;ect work,
storage ‘'of references, frlms texts, and learning activities.

General storage” area for uipment not continuously in use; wash-up -
equip .

facilities.

.

a2k



_utmty items.

.

. Equipment useful for the marketing prpgfam includes- cash registers, pt“ivcing

markers or machines, charge card imprinters, food item dispensers such as
for soft drinks or nut§, scales, hand trucks, and security cameras Fixtures

. include shelving (either wall or self-standing), display cases and windows,

manikins, special lighting for dusplays mirrors, storage cabmets and other

.~

Probably the nﬁostimportaht and basic ’piece' of equipment for any

K - marketing program is the cash register, Two registers are necessary for

training if a school store exists; these should be electronic in keepmg with
today’s employment requzrements Should funds be unavailable to purchase
registers, consider renting this. equipment for one or two months of

' - concentrated training. Also, consider-sharing equipment with other schools

or through the local educatton service district. Often the businéss "
community is an exceltent resource for congributed or Ecaned equipment. and '
store flxture& : . :

%
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-  APPENDIX D
 INSTRUCTIONAL ANALYSIS FOR

ORGANIZING LEARNING EXPERIENCES,

ACCOUNT EXECUTIVE

AUTOMOBILE SALESPERSON

BLDG EQUIP & SUP SALES REP

CHECKER-CASHIER

DEPARTMENT MANAGER
[ GEN MDSE SALES REP

GEN MDSE SALESPERSON

INS SALES AGT (FIRE & CASUALTY)
INS SALES AGT {LIFE & HEALTH)

OPERATIONS OFFICER
PURCHASING AGENT

REAL ESTATE BROKER-

:
A

REAL ESTATE SALES AGENT

L}
a

SHIPPING & RECEIVING CLERK

STOCK CLERK

ECONOMICS
"1 Explain the flow of products from groducer to finalsale. -

.

‘./@‘

Explain the effects of time-place-possession-form utility
on sales. '

Explain the key components of a modified free enterprise
system.

Explain the effects of market segmentatton onTocal
businesses.

Explain consumer buymg motives in relatlon to product -
or service benefits.

Expfain ethical business practices.

UMAN RELATIONS .

How to work constructively with employers.

- How to work constructively with co-workers.

How to work constructively with customers.

" [COMMUNICATIONS

Read and comprehend at a level acceptable for entry-level
. employment ina marketing accupation.

Write in a business-fike manner.

Use oral communications in a variety of business settings.

Listen attentively and follow instructions.

[MATHEMATICS !

Add, subtract, multiply and divide whole numbers.

"? B A

Solve computational problems related to marketing.

Use standard business machines to solve computational
problems related to marketing,

SALES PROMOTION

[
+ Know and be able to apply principles of personal seng

Be able to analyze and determine advertising methods
appropriate for the preniotion of products and services.

Know and be able to apply'visual merchandising tech-
niques used to promote products and services.

5 : 138
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OPERATIONS - ‘ i ,
. Be able to explain customer serwces appropnate For 1 ¥ 33 I Se B3 i ?-*»'1 o
marketing fields. : 4. ' 0 R : iy A _
Know and be able to use appmpnate stockkeepmg RN 1 \ ) RN LUy
procedures_ _ * - A " " r e 2 B ‘
Know and be able to follow security. procedures used PR R k" B L0
to prevent stock shortages and theft. - ' e 3 " B : |
Be able to use a.cash register in a correct manner, ; ] R
Know and be able to apply appropriate pricing tech NES o N B RE 5 9 B
niques for merchandise and services. . a0 I B Sy K . I
“Know how 10 purchase merchandise and semces i i - AR SR O Co
for resale. .- . : N
~Know and be able to use standard mventary control g &3 1T F I EF I e . |
“techniques. 25 il 3 o
Know and be able to apply jthe-;ob safety procedures s s
Be able to operate specitic types of business equipment - s 8 L% o &
and maintain this equipment in wcrkmg order. I W T
Knpw how to receive and-check an mcammg shipment ) = Uy P
of merchandise. . R P R = . N
Be able to prepare spec;fnc types of business records - . :
- &
IMANAGEMENT : . a } N
-1 Analyze and determine appropriate management policies A 1.1 4 N
and procedures for a distributive business. R R RS e Lol - % ¥ fﬂ -
Describe the effects of good personnel relations on ' A8 B
employe morale and motivation. 1 L
1
ks 2 — .':
25
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CURRICULUM GUIDE for MARKETms OCCUPATIONS -~ .
'YOUR VIEWS ARE SMPGRTAN.TI After you read and.examine thxs pubhcatton piease forward. your comments to the
- pubhcatzons staff of the QOregon Department of Educatson

- PLEASE RESPOND 5Q that your views can be considered as we p!an future pubhcattons Ssmply cut put the form fuld |
- and mail it'back to us.- We want to hear fmm yout!

.

Did you read this pubiicaticn?_ o . . Did you find the ccntent 10 be stated cledrty and
: PR . 2 " accurately? St
— Completely o _ o
— More than half . o —— Always yes . '
— lLess than half . e - Ingeneral, yes S ‘
— Just skimmed S A . Ingeneral, no '
' . L . Alwaysno
Does this publication fulfilt its purpose as stated in the " —— Other

. preface or introduction? _ . . -
_ . Were the contents presented in a convenient format?
__ Completety o -

e Partiy _ <. Verygasy to use
— Notatall . : S " __ Fairly easy - 3
. L T - ___ Fairly difficult )
Did you find this publication useful in your wdrk? — Verydifdicult
\ - - — Other
~—— Often" | N _ : .
—— Sometimes ' : o " Did you find this publication to be free of discrimination
- Seidom ) : ‘ or biased content towards racial, ethnic, cultural, handi-
- .. Never - . Y ' . capped, and religious groups, or in terms of sex stereotyping?
- Which section is most valuable? ' Yes, ‘without reservations ‘
—— Yes, with reservations
What type of work do you do? _ - — Na .
‘ | . , — Other__ - ]
. —— Classroom teacher A . '- A
— Consultant to classroom teachers . . ' What is your impreséion of the overali appearance of the
—— School administrator . publication (graphic art, style, type, etc.)? '
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