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This Indiana distributive education competency-based

curriculum model is desiqned to help teachers and local
administrators plan and conduct a comprekensive marketing agnd
distributive education program. I+ is divided into three levels-~-one
level for each Year of a three-~year program. The corpetencies common
to 2 variety of marketing and distributive occupations form the bases
for levels 1 and 2, while comamon competencles for marketing
ranagement positions supply the foundation €5r level 3. Modified
learnin~ objectives, suggested learning activities, and appropriate
materials are matched for each competency. Topics covered in level 1
jnclude the scope and role of distributive education, career
development, and fundamentals of selling and sales communication:
written and cral communications and mathematics in marketing and-
distribution: personal development, human relations, and ethicz: ‘and
American business and the free enterprise system. Level 2 covers such
additional areas 2s marketing strategy and promotional mix, product
and service techrology, stock control and facility safety, and sales
promotion. Marketing managenrent competency development in such areas
as human relations, communications, nathematics, sales promotion,
merchandising, operations, and administration and supervision are
outlined in level 3. A bibliography and the addresses of publishers
and references are included after level 3. (MW
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FOREWARD

The Indiana Distributive Education Competency Based Curriculum Model
has been developed to provide classroom teachers and local administrators
with a guide for planning and conducting a comprehensive marketing and
distributive education program. The model has becen constructed to allow
maximum flexibility. A variety of suggested learning activities are pro~
vided to enable teachers to select those most appropriate for their teaching
styles and their students learning patterns. In addition, a variety of
learning materials and references are listed. This allows the teacher to
know of and secure the resources suited for teaching/learning the competencies’
required of marketing and distributive workers.

The research process included a review of the competency research in
marketing and distributive education, a jury of experts review and approval
of the Crawford common competencies and common manageri..l competencies, and
an one~year field test in fifteen Indiana marketing and distributive edu-
cation programs.

Many people contributed to the development of the modei. Sincere
appreciation is extended to advisory committee members: Mr. Rober: Ahearn,
flerff Jones, Inc.; Mrs. Beth Clark, Carmel HHigh School; Ms. Melanie Devitt,
Division of Vocaticnal Education; Dr. Adaline Eastman, Ball State University;
Dr. Leona Gallion, Indiana State University; Mr. Lyle Harding, South Bend
Washington High School; Mrs. Rebecca Kammeyer, Mississinewa High School;
Mrs. Twyla Lamb, Blue River Vocational-Technical Center; Dr. Ralph Mason,
Indiana State University; Mr. Jay McGill, Martinsville High School; Mr.
Phillip Myers, Division of Vocational Education; Mr. John Sullivan; Burger
Chef Systems, Inc.; Dr. Thomas White, Indiana University; and Mr. Robert
Wray, Central Mine Vocational-Technical School.

Special recognition is awarded to the field test teachers: Mrs. Alena
Brock, Bellmont High School; Mr. Robert Cartwright, Southeastern Indiana
VYocational School; Mrs. Judy Commers, Harrison High School; Mrs. Debbie
Gabe, Mt. Vernon High School; Mr. Pat Geen, Evansville Harrison High School;
Mr. Lyle Harding; South Bend Washington High School; Mr. Dan Keown, Columbus
East High School; Mrs. Twyla Lamb, Blue River Vocational-Technical Center;
Mrs. Jayne Maxson, Muncie Northside High School; Mr. Thomas Millea, Clarksville
- High School; Mr. Dennis Montgomery, Anderson High School; Mr. James Rogers,
Southeastern Indiana Vocational School; Ms. Jean Stutz, J. Everett Light
Career Center; Mr. Laurence Wheatley, South Central Area Vocational School;
and Mrs. Mary Ann Zabel, C. A, Prosser Vocational Center.

Thank you is extended to the State Board of Vocational and Technical
Education for sponsoring the projects from which the model was developed.

A speclal thank you is given to Mr. Lee Thompson for developing the
first draft of LEVEL 2.

Special cppreciation is made to Sue Woodard, Judy Bowan, Pam Burris,

Vicki McEntaffer, Jeanne Chappell, and Susan Stippler who worked faithfully
and diligently preparing the wodel for production.
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INFORMATION FOR USING THE MODEL

Several factors combined to spark the initiative to develop The Indiana
Distributive Education Compctency Based Curriculum Model. FPor years teachers
have discussed: "What to teach?" '"How to teach it?" "When to teach it?"
and "What materials to use?" The model seeks to provide a flexible, yet
consistent means for answering these questions. The movement toward com=
petency based vocational education and the desire to expand the program scope
beyond retailing to encompass marketing was an influential factor too. In
addition, the recent development and evailability of curriculum materials
prompted the need to organize them for effective use. One other feztor has
been the increased intereat in three-year program structures.

Therefore, the purpose of the model is to provide a flexible curriculum
guide based upon researched competencies needed for a varietv of marketing
and distributive occupations that incorporates the vast amount »f materials
in a three-year program structure. The model is intended to be a guide onlv,
not a mandated curriculum, Because of the different program characteristics,
t'7o- and three-year programs, laboratory and cooperative, and comprehensive
high achool and area vocational school, the model is intended to provide a
framework which teachers can modify, adjust, and build upon to meet theiy
special circumstances and needs.

Organizetion of the Model

The model is divided into three levels. One level for each year of a
three-year program or the levels can be refined for a two-year program. The
Division of Vozational Bducation course descriptions are appropriate for the
levels: Introduction to Marketing and Distributive Education (D.E. I & I1)
for Level i, Marketing and Distributive Educstion (D.E. III & IV) for Level 2,
and Marketing® Management (D.E. V & VI) for Level 3. Course goals are listed

for each level too.

The competencies commen to a variety of marketing and distributive occu-
pations form the bases for Levels 1 and 2. Common competencies for marketing
nanagement positions supply the foundation for Level 3, For the competencies,
modified learning objectives, suggested learning activities, and appropriate
materiale zre matched.

The objectives basically include only the action verb statement. Teachevs,

cousidering their program and student variables, may determine the criteria
and means of evaluating competency development.

An assortment of student learning activities are sugzested. When possible,
individual, small group, and large group activities are presented so that
the teacher may select the niost appropriate. The suggested activities do not
preclude the use of other activities that the teacher may develop. In fact,

teachers are encouraged to devise other activities that later may be incor~
porated into the model.

The references matched to the competencies include textbooks, workbooks,
DECA materiais, manuals, pamphlets, bulletin boards, A-V materials, and

1i1
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many others. It 1s not intended that the teacher obtain and use every
resource. Rather, the materials listed are intended to save the teacher
time and effort searching out, reviewing, and organizing resources. A
bibliography and the addresses of publishers and reference sources are
included after Level 3.

Planning to Use the Model

To use the model effectively, planning is the key. The model may be
used as presented or modified. However, in both situwations many points
mugt be considered and decided upon. Program veribles like students,
equipment, school setting, and teacher experience should be reviewed.

Time frames must be determined. Two«year programs in comprehensive
high schools will not have sufficient classroom time to thoroughly cover
all three levels. Area vocational school two-year programs with two-to
three-~hour laboratories may be able to work through Levels 1 and 2 during
the first year of the program. They may, however, have difficulty handling
Level 3 during the second year because of meeting only one day per week.
Therefore, it is important for the teacher to allocate carefully classroom
time for the priority competency-areas.

Also, during the planning, activities must be selected and materials
organized., Activities selected may involve teacher and student preparation,
as well as, material preparation or duplication. A~V materials usually
must be ordered well in advance. Teachers, too, should plan for other impor-
tant activities that are not incorporated in the model. DECA meetings,

conferences, sales projects, school assemblies, and others are not provided
for in the model,

The model provides a guide, the teacher must plan to effectively use it.

iv




INDIARA MARKETING AND DISTRIBUTIVE EDUCATION

PROGRAMS / COURSES

The ptDSISNSICDUIBGS and instructional methods listed below are approved for all Local Educaticn

Agencies (LEAs) for stated grade levels and credit value.

Other courses may be cffered for credit pro-

vided a course cutline is approved by the Gereral Commission of the Indiana State Board of Education

and the State Board of Vocational and Technical Education.

Pro&rams/Courses

Intreduction to Marketing and
Distributive Education (D.E. I)
1 period project wmethod

Marketing and Distributive Education
(D.E. II)

1 period project method

2 period project method

3 pericd project method

Cooperative method
A, 1 period-related instruction
B. On-the-Job Training

Marketing Management (D.E. III)

1 pericd project method

2 pericd project method

2 period specialized prugram

3 pericd project method

3 pericd specialized program

Cooperative (1)
A. 1 pericderelated instructicn
B. One<the-Job Training

Cooperative (2)
A. 2 periocd-related instruction -
B. On-the=-Jocb Training

Marketing and pistributive Education,
Specialized

Revised: August 3i, 1979

Year of
Offering

10 - 12

il - 12
11 - 12

11 - 12
11 - 12

12
12
12
12
12

12
12

12
12

10 -« 12

Semester(s)

'3 b NN NN N N N NN

[ -\

1«2

Instructiocnal
Unit Value

W M

L W NN

| I
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1.

2,

3.

4,

5.

6.
7.

8.

GOALS FOR MARKETING AND
DISTRIBUTIVE EDUCATION PROGRAMS

Per form successfully the duties required in retail, wholesale, service, or other marketing occupa-
tions at the entry, career sustaining, and specialization job levels.

Demonstrate the social skills and understandings necessary to successfully perform at the entry,
career sustaining, and specialization job levels.

Communicate in both an oral and written manner that is readi{ly understcod and acceptable to customers
and assoclates.

Perform satisfactorily the mathematical computations that are necessary in retail, wholesale, service,
or other marketing occupations at the entry, career sustaining, and specialization job levels.

Know and use correctly the terminclogy employed in retail, wholesale, service, or other marketing
occupations at the entry, career sustaining, and specialization job levels.

Demonstrate qualities of leadership in both in~school end ocut-of-schocl activities.

Demonstrate an understanding of, and appreciation for, the Amei'ican private enterprise system ag a
cornerstone of the American democracy.

Demonstrate a knowledge of the opportunities and requirements in marketing and distribution as a
career field.

F—{
Q.
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INTRODUCTION TO MARKETING AND DISTRIBUTIVE EDUCATION=<D.E, I & II

(LEVEL 1)




INTRODUCTION TO MARKETING AND DISTRIBUTIVE EDUCATION
D.E. 1&11

Introduction to Marketing and Distributive Education (D,E, I & II) -~ .5 unit of credit. Basic
introduction to the scope and lmportance of Marketing and Distributive Education, career development,
and the Distributive Education Clubs of America (DECA). Emphasis is placed on the importance of leader-
ship and followership in organization structures found in a democratic society, as well as, development
of basic job gkills necessary to secure, hold and advance in jobs in marketing and distributive occupa-
tions. Job skills in human relations, work ethic, job application and iaterview, oral and written com-
munications, mathematics, selling, sales promotion, marketing functions, and job safety. Also included
are basi:: understanding of the profit motive, channels of distribution, economic understanding and other
marketing functions, This course should include simulated occupational experiences and projects in the
various marketing functions guch as those available through the Distributive Education Clubs of America
{DECA) program of activities.

Course Goals for Introduction to Marketing and Distributive Education are:

1. Introduce students to the scope and importance of the field of marketing and distribution.

2. Introduce students to the co~curricular DECA activities in the Distributive Education program.
3. Acquaint students with career opportunities which marketing and distribution offers.

4. Assist students in selecting a tentative career objective in marketing and distribution.

5. Help students develop skills in the following competency areas needed by students to enter marketing
and distributive occupations:

a4, Human Relations
b, Comunications
¢. Mathematics

d. Selling

e, Sales Promotion

‘ 12 .
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I,

I1.

III.

Iv.

V.

INTRODUCTION TO MARKETING AND DISTRIBUIIVE EDUCATION
D.E, I &1I
(LEVEL 1)

Table of Contents
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COMPETENCY OUTLINE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFFRENCE MATERIAL

I.

Introduction to Dis-
tributive Education I
and II.

A. 8cope and Impor-
tance of Distri-

butive Education.

1. Knowledge of
Distributive
Education I, II
classroom
operation.

“nowledge of
the Distri-
butive Edu-
cation I and II
Program.

QO -m
FERIC-

Given tue appropriate informa-
tion, the student will be able
to:

Demonstrate daily that they
understand classroom opera-
tions by successfully serving
in a variety of managmment
puositions and by productively
participating in classroom
activities.

Define correctly Distributive
Education.

List correctly the three goals
of the D, E. Program.

Have students perform various
classroom management roles such
as taking attendance, filing
1.APS, cleaning up room, serving
as class librarian, etc.

Have students prepare a student
handbook with program rules, etc.

View film: "Distributive Educationy

The Choice is Yours."

Have students write a short paper
on vhat D, B, mesns to them.

1 APS Handbook by IDECC.

Film: "Distributive Education:
The Choice is Yours'". Order
from DECA, Inc.,, or Sears
Roebuck, & Co,

Genersl Marketing Curriculum
by Reeves, Robevrtson, iulter
(Tezas), pp 1-3.

‘npientation te N, i, Troas-
parencics', by Cheshire
(Ceclonial Films).

17




COMPETENCY OUTLINE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERTAL

B. Understanding DECA.

1.

Knowledge of
the nature and
purpose of DECA

Briefly and correctly explain
the history of pistributive
Education.

Distinguish correctly between
Distributive Education and
other vocational programs
offered at the local high
school.

Given the appropriate informa-
ticn, the student will be able
to:

Define correctly what DECA is
and state the two major pur-
L poses of DECA.

Use a crossword puzzle to include
key names, legislation and dates.

Invite coordinator from one of the
other vocational areas to explain
their respective program.

Have students put up a bulletin
board on D. E.

Use students to give guided tours
of vocational facilities at
career centers.

View filmstrip on DECA (A1l About
DECA).

View slides taken of your local
chapter engeging in various DECA
activities.

Games, Puzzles, and Siwulations
for Distribution by Wilkie.

Organization & Administration
of D. E. by Crawford and

Meyer (Merrill).

Bulletin Boards for D. E. by
Ohic D, E, Materials Lab.

"All About DECA" by DECA.

DECA: The TFirst Thirty Years
by Riley (DECA).

DECA transparency masters by
DECA.

1-2




COMPETENCY OUTLINE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERIAL

Knowledge that
DECA is an
integral part
of the Distrib-
utive Education
Program.

Briefly and correctly explain
the historical background of
DECA.

List correctly the five div-
isions of DECA and their rela-
tionship to DECA organization
(National, State, District,
fLocal).

Draw the DECA diamond and cor-
ectly explain the four points
f the diamond, the meaning of
he wrapped package, and the
ECA byline.

xplain correctly the difference
between co-curricular and extra-
curricular activities.

Describe correctly the role of
PDECA and its relationship to
the total D. E, Program.

Conduct first DECA meeting during
class.

Have students develop a contract

grading system which includes an
evaluation of DECA activities.

Invite state or district officers
to tell students how vital DECA
activities are to D. E.

DECA transparency masters by
DECA.

Organization & Administration
of Distributive Education by

Crawford & Meyer (Merrill),

DECA transparency masters by
DECA.




COMPETENCY OUTLINE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERIAL

Knowledge of how
DECA activities
contribute to
the learning of
distribution &
marketing and
how to partici-
pate in them.

Explain correctly how DECA
activities contribute to the
learning of distribution and
marketing.

List correctly DECA competitive
events, to include Competency
hased Competitive event areas.

Take DECA sponsored field trip to
local shopping center or downtown
to observe the variety of market-
ing occupations available in the
local area.

Introduce students to Merit Awards
Program (MAPS). Student can begin
Bronze Award level activities.

Have student who has competed in
district/state/national competi-
tion explain how the competition
works.

View slide presentation on CDC.

View slide presentation on CBCE's
{""Follow Me Through the New Series
Competency Based Events"),

A Program of Action for DIECA
Activities by DECA.

Merit Awards Handbook by DECA.

DECA Handbook by DECA.

Indiana DECA Competitive
Activities Handbook (1978)

1979 DECA-Career Development
Conference H, 8. Division"
slide presentation by DECA.

"Follow Me Through the New
Series Competency Based Events”
by DECA.

CBCE Handbook by DECA.

1-4




COMPETERCY QUTLINE

PERFORMANCE OBJECTIVE

LEARKING ACTIVITIES

REFERENCE MATERIAL

4.

5.

Knowledge that
leadership is
important in
organizations
in & democratic
society.

Knowledge of
the need for
leaders and
participants in
DECA program.

Explain correctly the impor-
tance of leadership in organ-
izations in a democratic
society.

Participate throughout the
yerr in the local DEC: Chapter
and volunteer to serve as an
officer or committee member.

Invite local official or state
representative to discuss impor-
tance of leadership in a demo-
cratic Society.

Perform activities in “Introduc-
tion to Leadership.”

Have students discuss in small
groups the different leadership
styles and their effect on demo-
cratic societies.

Flect officers and initiate mem-
bers. Invite a District or State

officer to conduct the initiation.

View officer Eilmstrips (“all
about DECA" series).

Attend Ball State DECA Rodeo in
the fzll.

_]ééadership Development and
fficer Training Handbook by
ECA.

Practical Leadership by
lewer & Robertson (Texas IMC).

Leadership Training Units for
{Vocational Youth, Units 1 & 13,
by Purdue.

6 Guide for DECA Chapter
(0fficers by DECA.

"A11l About DECA' by LECA,




COMPETENCY OUTLINE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERTAL

Skill in the
proficlent use
of parlismentary
procedures.

Skill in in~-
forming others
about DECA,

T
[

Proficlently use parliamentary
procedures during DECA meeting.

Correctly inform others about
DECA throughout the year.

Use parliamentary procedure during
DECA meeting.

Lead students through a simulated
meeting script.

View filmstrips on Parliamentary

Procedure ("All About DECA
Series''),.

Perform activities in Parliamentary]
Procedure.

Have students conduct z membership
drive.

Practice telling members of the
class about DECA.

Parliamentary Law Makes Sense
by Ohio D. E. Materials Lab.

Parliamentary Procedure by
Ohic D. E. Materials Lab.

"A1l About DECA"™ by DECA.

A Guide for Chapter Officers
by DECA.

The How in Parliamentary
Procedure Manual by University
of Texas.

Leadership Training Units for
Vocational Youth Unit 3, by
Purdue.

DECA Handbook by DECA.




COMPETENCY OUTLINE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERIAL

8. Skiil in car-
rying out
activitics
sultable for
DECA.

School Store (Option
for programs operat-
ing a school store.
Same skills offered
also in marketing
area.)

Properly carry out activities
sultable for DECA when given
a leadership position.

Given the appropriate infor-
mation, the student will be
able to:

Conduct leadership simulations
for training students.

Develcp a program of activities
calendar for the year.

Organize a 7=-UP MDA Community
project.

Attend summer Leadership Develop-
ment Institute (LDI} Sponsored by
DECA.

Leadership Simulation/DECA

by DECA.

Developing a Program of
Activities foxr Local Chapters.

by ~HIO D. E. Materials Lab.

7-UP/MDA Community Service-
Civic Conciousness Project.

Leadership Development &

Officer Training Handbook
by DECA.

A Program of Action for DECA
Activity by DECA.




COMPETENCY OUTLINE

PERFORMANCE OBJECTIIVE

LEARNING ACTIVITIES

REFERENCE MATERIAL

1. Knowledge of
school store
pelicy and
operating pro-
cedures of the
store.

2, Skill in cash
register and
change making.

3. Skill in shop-
lifting detee-
tion, inventory,
display, selling
and any other
competencies
determined as
necessary by the
coerdinator.

D. Career Development
(With emphasis on
self-understanding).

Explain school store policy and
operating procedures.

Aceurately operate cash regis-
ter and give change.

Work in school store efficiently
with minimal error.

Given the appropriate informa-

tion, the student will be
able to:

Work in school store.

Work in school store.

t Work in school store.

The School Store: 4 Retail
Laboratory for D. E. by Ohio
Materials Lab.

In-School Store for Distribu-
tive Education by Devitt,
Indiana Curriculum Materials
Center

See references for Basie
skills, II1-C, #7,8,9.

See references relating to
Marketing Skills 1I1.




COMPETENCY OUTLINE -

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERIAL

1.

Oppertunities
for a Career
in Marketing &
Distribution
Occupations,

a. General
Knowledge
of marketing
and distri-
bution occu-~
pations.

Develop a career awareness of
marketing and related careers.

List the advantages and dis-
advant ages of various marketing
careers.

Show "The Start of Something Big"
(slide-tape).

View filmstrips: '"What Is A
Career?"” & "Worlds of Opportunity
in Themselves'.

Develop a Career Development Plan.

Have a panel debate the advantages
end disadvantages of a career in
marketing.

Attend Indiana State University
DECA Career Exploration Day in
Fall.

“"The Start of Something Big"
by OHIO D. E. Materials Lab.

"What Is A Career?” & "Worlds
of Opportunity in Themselves"
by Instructional Materials

Center (University of Texas).

General Marketing Curriculum
by Reeves, Robertson, Luter
(Texas), p. 205.

Exploring Wholesaling &

Retailing Careers by Eggland
(South-\estern), Path 1,

Occupational Outlook Handbook
by Department of Labor.

Distribution & Distributive
Careers by Grandfield & Cold
(Fairchild), p. 53.

Marketing & Distribution by
Mason, Ross & Rath (Gregz, 2nd)

p. 350.

Your Career in Marketing by
RBezumont, Langen & Teylor
(Gregg, 2nd)} Part 2.
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COMPETENCY QUTLINE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERTIATL

b, Knowledge
of the
compensation
& benefits
derived
from a
career in
marketing
and distri-
bution.

Discuss correctly what types of
compensation and benefits are
avallable in a career in
wmarketing and distribution.

Arrange for a panel to talk to
class by conference call about
marketing and distribution
occupations,

Complete exercise in Job Activity
Guide for Your Career in Marketing.

Contact GTE or Bell sales
representative.

Job _Activity Guide for Your

Career in Marketing by

Have students interview persons
in marketing and distribution
occupations to find ocut about
compensation benefits.

Develop a DE/DECA Squares game
(patterned after Hollywood
Squares),

Beaumont (Gregg) pp. 51-54.

Growing On the Job by Wilsen
QMcGraw-Hill), Chapters 4 & 5.

Marketing & Distribution by
Mason, Ross & Rath (Gregg,
znd), pc 530.

Job Opportunities in Retailing
Series by J. C, Penny.

Occupational Handbook by

Department of Labor.

Your Career in Marketing by
Beaumont & Langan, & Tayler
(Gregg, 2nd), Part 12, p. 123,




COMPETENCY OQUTLINE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERIAL

c. Skill in
determining
the oppor-
tunities
for advance-|
ment in
marketing
and distri-
bution.

2. The Attributes
Required for a
Career in
Markering and
Distributicn.

Determine correctly whether
advancement is appropriate
in a case study situation.

Develop a career ladder for
at least one marketing occu-
pation.

Evaluate a4 job according to
the position, the company's
position in the field, com-
pany's future, company's
reputaticn, and the company's
executive.

Give student case studies and

have them determine whether the
employee should be promoted
(discuss in small or large groups).

Have students develop career
ladder for a marketing occupation
of their choice.

Have students take jobs listed in
"Help-Wanted' gection and write an
evaluation of the job/company. Use
job description forms found in

Career Informaticn Unit for D. E.

Growing on the Job by Wilson

(McGraw-Hill), Chapter 3.

Your Career in Marketing by
Beaumont, Langan, & Taylor
(Gregg, 2nd), Part 6, p. 62.

Career Information Unit for
D, E., by OHIO D, E, Materials
Lab.

Careers in Marketing by
Bikkie (Gregg), Chapters 3-9,

Exploring Wholesaling &
Retailing Careers by Eggland

(South-Western), pp. 41 & 100.




COMPETENCY QOUTLINE

PERFORMANCE OBJECTIVE

LEARNTING ACTIVITIES

REFFRENCE MATERIAL

Knowledge
of the
attitudes,
skills and
knowledges
necessary
for success
in market-
ing and
distribution
occupations,

nowledge
of the
social
character-
istics re-
quired for
syccess in
marketing &
distribution
occupations.

List correctly the five major
competency areas necew ary for
success in marketing and dis-
tribution occupations.

Demonstrate on 2 daily basis
those social characteristics
necessary for success in mar-
keting and distribution
occupations.

Give students a list of jobs in
marceting and distribution and
have them determine the degree the
five competencies are required to
per form each job.

Complete exercises in Job Activity

Marketing & Distribution by

Mason, Ross, Rath (Gregg, 2nd),

p. 534,

Your Career in Marketing by
Beaumont, Langan, & Taylor
{Gregg, 21d), p. 144,

Job Activity Guide for Your

Guide for Your Career in Marketing.

Career in Marketing (Gregg),

Use case studles on social skills
to measuyre responses to various
situations.

Have small groups prepare lists of

Unit 64, p. 185,

Your Career in Marketing by

social qualities needed for success.

Beaumont, Langan, & Taylor
(Gregg, 2und), p. 151.




]

COMPETERCY OUTLINE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERTAL

C.

3.

Determining a
Career Objectiver

Knowledge
of the
basic
glkills in
mathematics
and communi+
cations -
required for
employment
in market-
ing and
distribution|
occupat.ions.

Knowledge of
how to use
self-
analysis as
a step
toward
employement.

Discuss which basic skills are
necessary and important for
euployment in wmarketing and
distribution occupations.

Express their ambitions for
the future.

Identify their interests,
gskills, abilities, and values.

Use guest speakers from businesses
to tell students about the impor-
tance of mastering basic skills

in order to get employment in
marketing and distribution
occupations.

Complete exercises in Job Activity
Gulde for Your Career in Marketing.

Your career in Marketing by
Beaumont, Langan, & Taylor

(Gregg, 2nd), p. 144,

Job Activity Guide for Your
Career in Marketing by

Use case study situations found in
Cooperative Work Experience Jeries
to help students determine the
difference in aptitudes, abilities,
and interests,

Have 4tudents take a self-~analysis
inventory to determine perscnal
strengths and weaknesses as well as
aptitude, interests, and abilities.

Beaumont, Langan, & Taylor
(Gregg, 2nd), pp. 56-60; 64=69.

Careers in Marketing by
Bikkie (Gregg), Chapter 1,

Cooperative Work Experience
Series by Herr (Gregg).

Career Planning Manuel by
I-V Tech (Terre Haute),

Knowing Your Self by Kidwell &
Wallace (McGraw-+{1ll).

1-13




COMPETENCY OUTILINE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERIAL

Knowledge
that self-
analysis is
important in
developing

a positive
attitude
toward work,

Orgenize themselves purpose-
fuliy and consistently with
their skills and interests to
achieve an objective.

£xplain how self-analysis is
important in developing a
positive attitude toward work.

Have students write a self-analysis

of strengths and weaknesses.

Conduct Activities A, B, C, D in
Career Exploration in Harketing &

Distribution.

LAP #20 (HR), Comp. 313.

Conduct two '"self-awareness" days.

Individualized Related
Instruction for Entering the
World of tork. "Self Inventory™
by Kimbrell & Vineyard (Knight),
Unit VI.

Your Career in Marketing by
Beaumont, Langan, & Taylor
(Gregg, 2nd), Part 9.

Career Exploration in Marketing
& Distribution by Contract
Research Co., Unit 4.

World of Work by Kimbrell &
Vineyard (McKnight), p. 67.

Knowing Your Self by Kidwell &
Wallace (McGraw-Hill).

13 1u




COMPETENCY OUTLINE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

o

REFERENCE MATERIAL

Knowledge
of the
world of
work and its
implications:
on today's
soclety.

Demonstrate a positive attitude] Have students give a book report

towards school work.

Explain cogrectly the implica-
tions of work on today's
soclety.

(oral or written) on Erroneous
Zones. Students should be able
to explain that their self-image
reflects their attitude toward
work, etc.

Complete exercises in Job Activity

Erroneous Zones by Dyer (Avon),
(avallable at bookstores),

Job Activity Guide for Your

Guide.

Have students discuss in small
groups the Implications of work
on today's society.

Have students write a brief paper
on how work will effect their
lives.

Career in tiarketing by
Beaumont, Langan, & Taylor
(Gl‘egg, znd)’ ppc 41'4"".

Succeeding in the World of
Work by Kimbell & Vineyard
(McKnight), Chapter 1.

Your Career in Marketing by
Deaumont, Langan, & Taylor
(Gregg, 2nd).

Schools & Carecers by Herr

(MeGraw-ilill), Chapter 1,

1-15




COMPETENCY QUTLINE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERIAL

Knowledge
that life-
styles have
an impact
on career
cholee and
that career
cholce may
affect one's
lifestyle.

Identify correctly job char-
acteristies which have impact
on the individual's lifestyle.

Understand the impacet of work
or career on personal statis~
faetion.

Identify the effects of off-
the~job demands and respon-
sibilities on the initial
decision to work and on the
cholce of specific jobs,
particularly as they affect
women with homemaking & child-
rearing responsibilities.

Explore lifestyles by completing
exercises in Knowing Your Self,
p. 125,

Conduct Activities A & B in
Career Expleoration in Marketing &
Distribution.

Listen to tape or read seetions of
Working which relate to marketing
& distribution careers. Have
students react 1In discussion
groups.

Discuss in groups the effeets of
of f~-the«job demands and responsibil-
ities on work, ete. Reporter from
each group should make a list to
report back to elass.

Knowing Your Self by Kidwell &
Wallace {(MeGraw-Hill),
Chapter 16.

Career Exploration in
Marketing & Distribution by
Contract Research Corp.,
Unit 3.

Working by Terkel (Avon),
(available at bookstores).

4y
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COMPETENCY OUTLINE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERIAL

e. Knowledge
that per-
sonal
beliefs &
values are
important
in career-
decision
making.

Understand the relationship
between perscnal beliefs on
the one hand and occupatiocnal
choice and job gatisfaction
on the other.

Understand their dual role as
consumers and workers and the
different needs associated
with each role.

Understand that compromise or
trade-cffs are required in
career choice.

Complete exercises in Job Activity

Job Activity Guide for Your

Guide for Your Career in Marketing.

Career in Marketing by

Use case studies at end of each

chapter in Knowing Your Self.

Activities A & B (Career
Exploration).

LAP #1 (IR), Comp. 322.

Analyze situations found on p, 23
(Making Decisions Work).

Beaumont (Gregg), pp. 4#3-46.

Knowing Your Self by Kidwell &
Wallace (McGraw-Hill), Unit 3.

Career Exploraticn in
Marketing & Distribution by
Contract Research Corp., Unit 5.

lisking Decisions %Work by
Veagraff & Lynn (lcoraw-Hill)
Chapter 3.

1-17




COMPETENCY OUTLINE

PERFORMANCE OBJECTIVE

LEARNTHG ACTIVITIES

REFERENCE MATERIAL

Ynowledge
that com~
promise or
trade-offs
are required
in career
cholce be-
cause an
occupation
will satisfy
some needs
but not
others.

Knowledge
of behavior
in pursuit
of self-
Interest &
behavior
which does
not conform
to ethical
standards.

Understand that compromise or
trade-offs are requlred in
career cholce.

Demonstrate acceptable behavior
and ethical standards in the
classroom throughout the year.

Make a career balance sheet of
positive and negative job factors
in order to see which trade-offs
wmight be necessary {n making a
career cholce.

1AP #5 (HR), Comp. 312.

Toke fileld trips to a varlety of
businesses offering diverse market=-
Ing and distribution occupations.

Careers in Marketing by
Bikkie (Gregg, 2nd), Chapter 2,

Careers In Marketing by
Bikkie {(Gregg, 2nd), p. 6.

Careers In Marketing by
Bikkie {(Gregg, 2nd).

Exploring Marketing Occupations

by Smith, Verndran, & Winn
(Gregs) .

L

e
B
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COMPETENCY OUTLINE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERTIAL

Skill in
identifying
career
ocbjectives
within a
marketing
cluster.

§kill in
exploring
marketing &
distribution
occupations
in depth.

Identify occupations which
suit their interests.

Select priority jobs in job
clusters of interest to him/
her.

Explore 2 minimum of one market:
ing & distribution career in

Use Fun Frustrations ''Cross Wits"
as a means of exploring marketing
careers. (Prep. needed--give
questions, etc.)

Play "D. E..Bowl" game (patterned
after T. V. game-College Bowl).
View “Marketing' film.

Develop a D. E. collage using a
variety of marketing occupations.

Select three jobs in different job
clusters that are of interest to
him/her and rank them in order to
which each might satisfy personal
objectives, describing his/her
rationale.

Complete projects 2 and 3 in
Carcers in Marketing.

depth.

Have students work through occupa-
tional cluster units in one of the
four references listed.

Fun_Frustrations (IDECC). .

Film: "Mérketing“, Indiana
University A~V Center #ESC-
1481, (Alternmate: #ESC~1496,
"The Marketeers: Careers in
Marketing and Discribution".

Careers in Marketing by Bikkie
(Gregg), p. 29.

Czreer Information Unit
Handbook by Ohioc D. E.
Mzterials Lg
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COMPETENCY OUTLINE PERFORMANCE OBJECTIVE LEARNING ACTIVITIES REFERENCE MATERIAL

View Fatrchild '"Ca-cers in Market~ | "Careers In Department Stores"
ing" slide series sets. ", ..Fashion", " . Food
Merchandising”, "...Service
Stations”" (Fairchild),

View Careers in Focus (set of 14 Careers in Focus by Gregg.
F/S). Have individual students
select and preview filmstrips
which interest them.

View Careers in Harketing (set cof Careers in Marketing by Gregg.
4 F/8). Have individual students
select and previcw filmstrips
which interest them,

Explore careers by working on Merit Awards Program by DECA.
Bronze, Silver, or Gold awards
in the DECA MAPS Program. Vorking in a Service Industry

by Grandfield & Gold (Fairchild).

Exploring Service Careers by
Eggland (South-Western),

Exploring Marketing Occupations
by Smith, Verndran, & Winn

(Gregg).

Exploring Wholnsaling and
Retailing Careers by Eggland
(South-Western),

Your Career in Markeiing by
5‘1_ Beaumont, Langan, & Taylor
£ (Gregg, 2nd), Units 4 & 5,

1-20




COMPETENCY OUTLINE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERIAL

Ability to
use the
results
from varioud
testing
programs to
help deter-
mine &
career
objective.

Skill in
using self-
analysis to
match inter-
ests, abil-
ities, and
aptitudes to
2 marketing
occupation
(to include
skills and
lifestyles,
off-the-job
responsibil-
ities and
the kinds
of things
that will
yield job

satisfactiony

Utilize various testing
results to help determine a

career objective.

Select a tentative career
objective.

Write a paper or prepare =z

career manual on marketing
sczupation using self-analysis
to match their interests,
aptitudes and abilities with
the occupation.

Have guldance counselor administer
any of the following tasts: Ohio
Vocatiocnal Interests Survey (OVIS),
GATB, Stron-Campbell. Counselor
should assist students and teachers
in analyzing the results.

Have students give oral reports on
thelr tentative career choice and
explain why they chose 1it,

Complete Marketing Project 2,

Have students write a career paper
on a marketing occupation using
self-analysis to matech their
interests, zbilities, and aptitudes
t*ith the occupation.

Have students prepare a cereer
manual which could be a continuous
effort throughout the somester or
year.

Careers Information Unit by
OHIO D, E. Materials Lab.

Project Activity Guide for
Marketing and Distribution
by Mason, Rath, Ross (Gregg,
2nd), p. 7.

See 37 references.




COMPETENCY OUTLINE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERIAL

4.

Job Interview
{Spring Opticn).

a»

-that it is

Knowledge

necessary
for one to
prepare for
a successful
interview.

Knowledge of
good person-
al appear-
ance habits
and what to
to do to
achieve them

Dress properly for a job
interview.

Dress appropriately for the job
and maintain a well-groomed
appearance.

Sponsor a fashion show of appropri-
ate clothes to wear on a job
interview.

Have a "Dress-Up" day at school
for DECA Members.

Invite a personnel manager teo talk
about job interview preparation.

Have the class make posters of
proper dress for five different
jJobs. Use color wheel to discuss
dress and color coordinatien.

LAP #3 (HR), Comp. 285.

Guest speaker from Howe Ec. Dept.
on grooming and appearance.

Distribution & Distributive
Careers by Grandfield &

Gold, {(Fairchild), p. l4.

Personality Development by
Russon {South-Western, 4th),
Chapter 14,

Careers in Marketing by Bikkie
(Gregg, 2nd), p. 147.

Merchandising Youy Job
Talents by U. 8. Dept. of Labor.

Dress to Impress by Ohio
D. E. Materials Lab, #109-Cl.

You: A Quide to Personal
Development for Young Men/
Women by Texas IMC.

‘ 39 122




COMPETENCY OUTLINE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERIAL

Knowledge
that good
personal
appearance
helps create
effective
customer
impressions.

d. Knowledge of
good health

practices.

Demonstrate an awareness that
good personal appearance helps
create effective customer
impressions.

Maintain good health for
effective job performance.

Complete Case Problems 1-5
(pp. 84-85).

View film "Good Looks/Here and Now"

Arrange a demonstration in proper
make-up gselection and application.

Invite a hair stylist to demonstrate

and explain proper hair care
(unisex).

LAP #27 (HR), Comp. 319.

Case situation Wo. 20.

Complete Case Study #3, p. 74.

Have student give group reports on
good health rules, and why it is
important for employees to maintain
good health.

Personality Development by
Russon (South-Western, 4th),

Chapter 6, p. 75.

“"Good Looks/Here and Now'
booklet and film by
Armour-Dial.

Human Relations Cases by
Canei, OHLIO D. E. Materials

Lab.

Personality Development by
Russon (South-Western, 4th),
Chapter 5.

Consumer Decision Making by
Warmke, Wyllie, and Sellers
(South-Western), Chapter 24,

<
.F' L ]
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COMPETENCY OUTLINE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERIAL

e, 8kill in
determining
sources of
employment
opportun-
itiec.

£, 8kill in
job inter-
View process

Locate a minimum of five
employment opportunities by
using help-wanted ads, school
wanted ads, school placement
services, employment agencies
{(private & state), etc,

Successfully carry out a job
interview,

Using a tape recorder, interview
several students concerning the
meals they ate the previous day,
Play back the taped interviews
and have other class members
janalyze the nutritional content.

Have each student plan a week's
wmenu using food guide,

Find marketing & distribution

invite employment counselor from
an employment agency to explain
how students can find employment

and state).

Prepare for indiana DECA Job

linterview Event,

positions open in newspaper, etc.

through employment services (private]

Personality Development by
Russon {South-Western, 4th),

Chapter 4,

Marketing & Distribution by
Mason, Ross, Rath {Gregg, 2nd),

p. 518.

Getting the Job by Lynch
(McGraw-Hil1l), Chapter 7,

Basic Retailing and
Distribution by Levy, Feldman,

Reich {(Pitman, 3rd),
Chapter 48, p, 363,

indiana DECA d
Indiana DECA.

ok by

L}
(W
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COMPETENCY QUILINE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERIAL

Complete an application form
neatly and thoroughly.

Have students complete an
application forwm.

Complete Case Study #l, p. 215.

Conduct simulated job interviews.
Video tape if possible and critique
each interview.

How to Find & Apply for a
Job by Blackledge (South-
tlastern).

vaking the Most of Your Job
Intervicw by New York Life
Insurance Company.

Vorld of V¥ork by Kimbrell &
Vineyard (McKnight), Chapter 3,

Getting the Job by Lynch
(Meroraw-Hill), Unit 3,
Chapters 10 & 11.

Personality Development by
Russon (South-Western, 4th),
Chapter l4,

Getting the Job by Lynch
(Gregg), Ynit 4.

Retail Merchandising by
Wingate and Sampson
(South-Vestern, 8th),
Chopter 19, p. 607.
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COMPETENCY OUTLINE

PERFORMANCE QBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERIAL

II. Marketing Skills

A. Fundamentals of
Selling.

1. Knowlédge of
good selling
techniques.

Given the appropriate informa-
tion, the student will be able
to:

Explain the importance of the
selling function to the
marketing process.

Explain the steps of a sale.

Complete Part 35.

}

Have students discuss the impor-
tance of the selling function.

Have students report on a sales-
person they think just filled an
order and another who used creative
selling.

Listen to tape: 'Six Steps in
Making the Sale'’, and discuss
major points in class.

Each student should make a list
of different selling techniques
they have observed. Discuss in
class.

Marketing & Distribution by
Mason, Rath, Ross (Gregg, 2ud),
pp- 407-408.

Basic Selling by Ernest{(Gregg).

Creative Selling by Ernest &
Dorr {(Gregg, 2nd),

Basic_Selling by Texas IMC.

Motivating Messages Unlimited.

Salesmanship Fundamentals by

Ernest (Gregg) Part 1,
Chapter 1,

Basic Sales Techniques by
Texas IMC.

Ceneral Marketing Curriculum
by Reeves, Robertson, Luter
(Texas), Unit 3.
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COMPETENCY OUTLINE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERIAL

2. TYnowledge of
the importance
of product and
service informa-

tion.

Demonstrate product and service
information for at least three
different items.

Complete Learning Pacers, pp. 31-44,

Complete "Sellins exercises A & B
ppa 25"26‘

Student should select three )
different Products and identify -
galee features, benefiting
customers,

Complete Learning Pacers, p. 45.

Select several of the projects
listed on pages 200-201 in

[Wingate's Fundamentals of Selling.

Complete "activities” p. 63.

Creative Selling by Ernest &
Dorr (Cregg, 2nd), Chapter 3,

Problems and Projects for

Retailing Principles &
Practices by Ashmun &
Ferguson {(Gregg, 6hh),
Unit 3.

General Merchandising Curriculum

by Reeves, Robertson, Luter
(Texas), Unic 5.

Basic Selling by Ernest
"{Gregg, 10th), Chapter 4.

Creative Selling by Ernest &
Dorr {(Cregg, 2nd), Chapter 3.

Fundamcatals of Selling by
Wingate (South-Western, 10th),

Chapter 6-d.

Salesmanghip Fu%imem:gls by
Ernest (Gregg), ptar 9, Part

3.

Basic Retailing & Distribution
k by levy, Feldman,
B  tnan) , Toit 29
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COMPETENCY OUTLINE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MAT*RIAL

nowledge that
product and
service infor-
mation needs to
be effectively
translated to
customevs as
benefits.

Skill in
determining the
product and
service informa-
tion a sales
person should
use,

Rnowledge of
the concept of
and procedures
involved in
credit as a
service offered
by the business,

Write five reasons why product
information nceds to be
effectively translated to a
customer as heneFits.

Prepare selling statewments
based on product knovledge.

Define key terms dealing with
credit.

iake the calculations necessary
for handling credit sales.

Develop a product analysis sheet.
Example:

Sales Feature
Facts

Selling Point
Benefits

B N

Each student should do an
analysis of a product.

Each student should prepare a
notebook of merchandise information
to help sales-people sell a
particular product. (Similar to
merchandise information manual),

Have students research articles
order to define terms listed on
page 223 of Fundamentals of Selling.

Complete Part 37.

LAP #15, (SELL), Comp. #821, 824.

Basic Selling by Ernest
(Gregg), Chapter 4,

Retail Selling by Bodly and
Corey (Gregg, 2nd), Unit 4, :
Chapter 7,

Fundamentals of Selling by
Wingate & Nolan (South-Western,
10th), Chapter 7, Part C.

Marketing & Distribution by
Mason, Rath, Ross (Gregg, 2nd),
vp . 4&7-448 .

Salesmanship by Kirkpatrick &
Russ (South-Western bp. 423-
427, §a 1-28




COMPETENCY OUTLIRE PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERIAL

B. TFundamentals of SaleJGiven the appropriate informa-
Promotion tion, the student will be able
to:

LAP #16 (SELL), Comp. 889,

4sk students vhat they think they
need to know about the product:
pencil, chalk, shirts, etc.

Students will prepare a basic
sales demonstration which with
use of more advanced techniques
can be adopted for DECA Sales
Demonstration evant.

Complete '"'Selling” exercises
D, E, T, pp. 26-27.

Film: ''Consumer Skills:
Buying on Credit', Indiana
University A~V Center,
#BSC~163.

Indiana DECA Handbook by
Indiana DECA.

Problems and Projects for
Retailing Principles &
Practices by Ashman and
Ferguson, {(Gregg, 6th), Unit 3.
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COMPETENCY OUTLINE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERIAL

Knowledge of
the importance
and purpose of
advertising.

Knowledge of the
disadvantages
of advertising
media.

Demonstrate knowledge of
advertising and its purposes
in the marketplace.

Know the advantages and limi-
tations of various medias by
writing down at lesst two for
exch media.

Start the students collecting
various forms of advertisements in
magazines, newspapers, etc.

LAP #1, (ADV), Comp. 061-065.

List as many forms of advertising
the student can think of.

Discuss the objections of
advertising found in Wingate's
Fundamentals of $elling.

Discuss in groups each media and
their limitations. Let students
suggest limitations.

Advertising by Aatrim
(Greg2, 2nd), Chapters 1, 3,

Advertising Services by Wray
{Gregg), Chapter I.

Advertising Planning and
Techniques by Samson (South-
Western), Chapter 1,

Advertising in the hMarketplzce
by Burke (Gregg), Chapters
6 & 8.

Retailing Principles &
Practices by Richert,
Heyer, Haines, & Harris
(Gregg, 6th), Part 18.

Fundamentals of Seiling by
vingate (South-Western, 10th),
Chapter 13,

Tundcment:sls of Selling by
Vingate (South-Western, 10th),
Chapters 13 % 14,

Harhteting & Distribution by
ifason, Roth, Ross (Gregs, 2nd},
Part 31.

75
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COMPETENCY OUTLIJE PERFORMANCE OBJECTIVE LEARNING ACTIVITIES REFERENCE MATERIAL
Using the various forms of Advertising in the Marketplsce
advertising already collected, by Burke {Gregg), Unit 2,
discuss limitations of each plus Chapters 6, 7, 8.

T, V., radio, etc.

Advertising by Antrim
(Gregg, 2nd), Chapter 2,

3. Knowledge of Demonstrate the knowledge of Using advertising collected, discusy
the advertiasing { st least two types of advertis-|if they axe false or misleading.
ethics. ing practices that are uneth-

ical,

LAP #8 (aDV), Comp. 32,

Collect several examples of Fundementals of Selling by
misleading advertising or discuss Wingate (South-estern 10th),
misleading T, V, advertising, Chapter lée.

View "CLIO Award Vinning T, V, ISU Films A~V Center, D-415
Commericsls” (30 Minutes), J=8-C-A, ATVR: ATVR (§7
rental),
4, Fnowledge of thejlist four objectives of institufUsing advertisements collected, Fundamentals of Selling by
use of promo- tional advertising and three discuss promotional edvertising wingate {(Soutn-l'estern, 10th),
tional and objectives of promotional versus lnstitutional advertizing. Chapter 13, p. 405.
institutional advertising.
advertising. Marketing “ Distribution by
‘{ason, Rnth, & Ross, (Cregs,
2nd), Tart 30,
¥ ¥
Q iv . . ';7':'
ERIC

1-31




COMPETENCY OUTLIWE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERIAL

5.

Knowledge of
the purpose of
display.

73

Explain the purpose of display.

LAP #1, (4DV), Comp. #001.

Discuss how displays tied to local
activities can be used to create
favorable community impressions.
List displays used in your
community.

LAP #1 (DISPLAY), Comp. #248,
241, 259, 240.

LAP #3 (DISPLAY), Comp. 237-A.

Invite guest speaker from Ayers,
Blocks, etec. to discuss the
effect of visual merchandising
(display).

On a shopping trip, have each
student observe and report on

three store displays and why they
selected those three.

Fundawentals of Selling by
Wingate (South.Western, 10th),
Chapter 14-d.

Retailing Principles &
Practices by Richert, tleyer,

Haines, & Harris, (Gregg, 6th),
Part 17.
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COMPETENCY OUTLINE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERIAL

Knowledge of
the basic
types of
displays.

Demonstrate a knowledge of
five types of displays by
describing each.

Have students judge (using old
DECA Display rating sheets)
slides of a variety of local
displays.

Each student should observe
displays featured in your community
describe and make a sketch of at
least five types of displays.

Complete exercisec D,

Display & Promotion by
Smith (Gregg, 2nd),
Chapter 2, Project 2.

Problem and Practiccs for

Retailing Principles &

Practices by Ashmun and
Ferguson, (Gregg, 6th),

p.

118.

133




COMPETENCY OQULLINE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERTAL

7. Knowledge of
display design.

Print point-c sale signs
appropriate for various types
of displays.

Submit a general plan for a
dispiay using color, harmony,
balance & proportion in the
display.

Have students arrange a basic
counter display using point-of-
sale signs.

LAP #32, (DISPLAY), Comp. #205.

LAP #17, (DISPLAY), Comp. #172, 173.

Each student should plan to visit
a local store display person and
observe the construction of a
display.

Have students create color wheel

using water colors or other paints.

LAP #3, (DISPLAY), Conp. 246-A.

Qutside speaker from the display
department on design.

LAP #24, (DISPLAY), Comp. 228.

Advertising and Displaying
Merchandise by Samson (South-
Western), Chapters V, VI, VII.

Advertising and Displaying
Merchaudise by Samson {South-
Western), Section V, Projects
30, 31.

Retailing Principles and
Practices by Richert, Meyers,
Haines, Harris {Gregg, 6th),
Parts 34, 35.

The Promotion Function by
Brown {Texas Series), Chapter

- 1-34
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COMPETENCY OUTLIKE

PERFORMANCE OBJECTIIVE

LEARNING ACTIVITIES

REFERENCE MATERIAIL

C. Safety in Marketing
and Distribution
Occupations.

1. Knowledge that
safety is impor-
tant on the job.

2. Xnowledge of
basic safety
principles.

8

Given the appropriate informa-
tion, the student will be
able to:

Demonstrate the knowledge of
job safety by completing a
test with 90% accuracy on the
"Importance of Safety on the
Job".

Demonstrate the knowledge of
basic safety principles by
completing a test with 90%
accuracy.

Prepare a skit showing how
accidents can happen in several
job situations.

Invite an insurance agent or a
litigation attorney to speak on
the number of accident claims made
against business people in your
community die’ to negligence.

Invite resource speaker, such as
0OSHA employee, to speak on job
safety.

LAP #2, (OPERATIONS), Comp. 75.

Have students design a safety
check list of the school and/or
job.

Safety Education
Lesson Plans for
D. Ea) by NADET.

(Suggested
Students of

Safety and You on the Job by
OHIO D. E, Materials T.ab.

Do You Make Your Job Safe?
Bulletin Board (OHIO D, E,
laterials Lab),

"Checklist for Stove Safety"
by NRMA.
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COMPETENCY OUTLIIE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERIAT,

Skil. in using
safe techniques
when handling
potentially
dangerous items
in the classroom
guch as staple
guns, cleaning
agents, knives,
scissors, sign
press, heavy
items, etc.

Handle a1l classroom equipment
safely throughout the school
year.

Each student should discuss safety
with a local store manager, what
does he look for in the store, etc?
Report back to class.

LaP #2, (OPERATIONS), Comp. 615.

Have students write to:

National Safety Council
425 N. Michigan Avenue
Chicago, IL 60611

Ask for their comments on “Why
employees must be trained with
regard to safety measures and
accident prevention.”

Have several students demonstrate
to the class how to handle various
items safely.

Construct a bulletin board
illustrating various safety ideas.

Demonstrate what can happen when
equipment {s not haandled safely.

LAP #2, (UPERATIONS), Comp. 732.

Safety & You on the Job by
OHIO D, E. Materials Lab.

Safety & You on the Job by
OHIO D, E. Materials Lab.
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COMPETENCY OUTLINE

PERFORMANCE OBJECTIVE

LEARNIHG ACTIVITIES

REFERENCE MATERIAL

I1I. Basic Skills

A.

Written Communi-

cations in Marketing
and Distribution.

1.

Attitudes that
correct grammar,
spelling and
punctuation are
important in
distributive
occupations.

Skill in
writing sen-
tences and
paragraphs using
correct grammar,
punctuation and
spelling.

Skill in writing

‘letters and

memorandoms
that effectively

communicate.

83

Civen the appropriate informa-
tion, the student should be
able to:

Demonstrate an attitoede that
grammar, punctuation and
spelling are important by
torning in error-free work.

Vrite effective sentences and
paragraphs with 907% accuracy.

Vrite ¢ business letter effect-
ively communicating with
customer with 100% accuracy.

ZJuest speaker from the English
Department on the importance of
correct grammar znd spelling.

Have student practice on projects
at end of each chapter.

Given several sentences, students
should detect if any grammatical
errors were made; and if so, how
they should be corrected.

LAP #28, (COMMO.), Comp. 95.

Cive stulents several projects

concerning customer communications.
Have them write letters and/or
ans-ers.

LaP #23, (COMMO.), Comp. 95, 133.

Communication in Marketing
Rowe & Timerson (Gregg, 2nd),
Chapter 1, Project 1.

Communication at "“ork by
eagraff (McGraw-Hill),
Unit %, Chapters 10, 11, 12,

Coemmunications in Marketing
by Rowe & Timerson (Sregg, 2nd),
Chapter 3.

Communications in Marketing
Rove & Timerson, (Jregg, 2nd},

Chapter 8.

83
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COMPETENCY OUTLIHE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERTAT,

B. Oral Communications

in Distribution.

Attitude that
oral communi-
cation is

ilmportant in
marketing and
distribution.

Write 2 memorandum to a fellow
employee which effectively
communicates with 100% accu-
racy.

Given the appropriate informa-
tion, the student will be able
to:

Identify 15 occupations in
marketing and distribution
where oral communications are
important.

Write a thank-you letter to a
company for a recent field trip
visit.

Use samples from Communications
in Marketing to practice letter
writing.

¥rite a routine request letter.

¥rite a memorandum.

Hand out 2 list of 25 occupations
in marketing and distribution.
Have students identify those that
depend on the spoken word.

Have speech teacher speak to the
class on the importance of oral
communications in distributive
occupations,

LAP #2, (COMMO.), Comp. 147.

Communication in Distribution
by (OHILO) D. E. Materials Lab.

Communications in Marketing
by Rowe & Timerson, (Gregg,
2nd).

O
F
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COMPETENCY OUTLINE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFFRENCE MATERIAL

B. Oral Communications
in Distribution.

1. Attitude that
oral communi-
cation is
important in
marketing and
distyribution.

Write a memorandum to a fellow
employee which effectively
comnunicates with 100% accu-
racy.

Given the appropriate informa-
tion, the student will be able
to:

Identify 15 occupations in
marketing and distribution
where oral communications are
important.

Write a thank-you letter to a
company for a recent field trip
visit.

Use sampleg from Communications
in Marketing to practice letter
writing.

Vrite a routine request letter.

Write a memorandum.

Hand out a list of 25 occupations
in marketing and distribution.
Have students identify those that
depend on the spoken word.

Have speech teacher speak to the
class on the importance of oral
comnunications in distributive
occupations.

LAP #2, (COMMO.), Comp. 147.

Communication in Distribution

by (OHIO) D. E. Materials Lab.

Communications in Marketing

by Rowe & Timerson, (Gregg,
2nd).
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COMPETENCY OUTLINE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERIAL

[
-

Knowledge that
first impres~
sions are impor-
tant and last
impressions are
longest remember
ed.

Skill in speak-
ing clearly &
pleasantly
conveying spirit
and enthusiasm
{Self-confi~
dence).

Skill in using
the tone of
voice to Impress
sincere welcome
and eagerness

to be of service
to others.

Demonstrate the importance of

first and last impressions by

giving two correct examples of
each.

Dewonstrate the ability to
speak clearly with enthusiasm
in the classroowm.

Properly demonstrate skill in
using & sincere tone of voice
when welcoming a2 person.

Student will go out and shop at

stores with similar products; then
list and study the characteristics
that wmake a successful impression.

LAP #55, (COMMO.), Comp. 183.

Students will select a 200 word
passage from a book, magazine,
etc., read it to a group/class
and discuss. Passage should be
emotional, enthusiastic, etec.

Given several sentences, the
student should underline words
that need to be emphasized in a
speech.

Have students observe another

teacher and report two reasons
why that teacher is or is not

sincere and eager to help.

(Do not ysge teacher's name),

Have students talk into a tape
recorder and replay the tape
allowing students to hear them-
selves. Students can rate their
voices and determine how they can
be improved,

LAD #5, (COMMO), Comp. 151.

See You at the Top by
Zigler (LDI1).

Communication at Work by
Weagraff (QMcGraw-Hill),
Unit 1, Chapter 1.

Communications in Distri-
bution by Texas IMC.
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PERFORMANCE, OBJECTIVE

LEARNING ACTIVITIES

REFFRENCE MATERIAL

¥nowledge that
the volce can
also be used to
eXpress con-
victions and
convey confi-
dence.

Attitude that
nothing 1is
quite so impor-
tant or contag-
ious as enthu-
siasm for the
business, for
the merchandise
and for the
customers.

Knowledge of
how to address
people in a
business-like
mannex.

Demonstrate that conviction
and confidence can be expressed
by voice usage.

Identify correctly five
characteristics of enthusiastic
retail salespeople.

Properly address people in a
business-like manner.

Have each student look up
Conviction & Confidence and write
down each and discuss in class
the similarities.

Each student should give a 3~ -~
minute talk on their career
objectives with conviction and
confidence.

LAP #5, . (COMMO.), Comp. 150.

Each student should observe six
sales people in a retail store,

identify and list enthusiastic
characteristics.

Interview a sales manager i what

constitutes an enthusiastic sales-
person. Develop a list of these,

discuss in cl~ss.

LAP #3, (COMMO.), Comp. 158.

Role play in groups how to
introduce, address customers,
gupervisors, wmanagers, and fellow
employees.

Discuss in class.

Retail Selling by Bodle &
Corey, {(Gregg, 2nd), Unit 2,
Chapter 8.

Communications in Marketing
by Rowe & Timerson (Gregg,
2nd), Chapter 5.
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COMPETENCY OUTLINE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERIAL

Skill in using
effective vo-~
cabulary and
speech in deal-
ing with others.

Attitude that
certain thought-
lessly~used
terms or words
can be misinter-
preted by the
listener.

Use effective vocabulary and
speech by giving a 3-minute
presentation.

Demonstrate the ability to
distinguish thoughtlessly-~used
terms in everyday situations.

“lecareer obhjective.

Have each student Keep a count of
different kinds of speaking
situations they encountered, i,e.
to inform, to persuade, or to
entertain.

Give students a new vocabulary
word every day or one every week.
Term this "Word of the Day'. Place
the word in the same place every
time, taking a minute to explain
the definition.

Project #4 in Communications in
Harketing.

llave students prepare a list of
vocabulary words unique to your
The list
should contain a minimum of 15
words.

LAR #3, (COMMNO.), Comp. 122,

Develop a list where several words
can be easily misinterpreted. Do
in class and discuss.

Communication at Work by
Weagraff QdcGraw-Hill),
Unit 1, Chapter 3,

Communications in Marketing
by Rowe & Timerson, (Sregg,
2nd), Chapter 4.

Communications in Mprketing
by Nowe & Timerson, {‘regg,
2nd), Chapter 5,




COMPETENCY OUTLIKHE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFFRENCE MATFRIAL

10.

11.

Attitude that
enunciations

are Llmportant
when speaking.

Skill in
listening and
folloring
directions.

Demonstrate the abllity to
enunciate properly throughout
the school year.

List the four steps to good
listening,

Have student listen to a T. V.
show and list any words that wmay
by misinterpreted.

Play the gane of telephone. Divide
the class into teams and wisper
word/phrase in a '"chain" to last
person. Award poirts to team
correctly repeating work at end.

LAP #2, (COMMO.), Comp. 164A.

Invite speech teacher to demon-
strate good enunciation and
pronunciation.

Tave the class read through some
tongue twisters; use tape recorder.

1.LP %3, (COimM0.), Comp. 152,

Break cless into small groups.
llzve one student give directions
on how to ds something. Review
how many students listened care-
fully enough to follow directions.

Communications in Marketing by
Rowe & Timerson, (Gregg, 2nd),
Chapter 5,

Communications In Marketing by
Rove & Timerson, (Gregg, 2nd),
Chapter 2, Project 2.
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PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERIAL

12.

13.

Skill in using
gestures to
help convey
feelings in
spoken communi -
cations.

Skill in the
proper use of
the telephone.

Demonstrate throughout the
year the ability to be a good
listener and toc correctly
follow directicns.

In a onc-minute "talk", convey
the meaning of ten types of
traits using gestures only.

Demenstrate the use of the
telephone correctly and
jeffectively in a classroom
role=-playing situation.

fave each student stand up and
-

Ask class to listen toc a news
program and report back to the
class about what was said.

LAP #24, (COMMO.), Comp. 119.

In groups of five, play "Cheralds™
guessing the meaning of each gestureJ
I:nd what they are trying to get
CTODS8 .,

phasize some form of gesture to
e rest of the class.

LAP #5, (COMMO.Y, Comp. 166.

Assign students to play the role of
customer and receiver cof a tele-
[phone call.

View "If an Flephant Answers'
povie.

Invite telephone company educaticnal
epresentative to demonstrate the
Eroper use of the telephone.

[LAP #24, (coMMO.), Comp. 115.

Retail Selling by Bodle &
Corey, (Cregg, 2nd), Chapter 8,

Personality Development by
Russon, (South-Western, 4th),
Chapter 8.

Bell Telephone Company.

Bell/General Telephone Gompanies.
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COMPETENCY OUTLINE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERIAL

Attitude that
correct grammar
is essential to
a person's busi-~
ness achievement
and that poor
grammar lowers
the image of
the business

and its per-

sonnel.

Demonstrate throughout the
year the use of correct grammar

LAP #9, (COMMO.), Comp. 1l4.

Listen to tape "Using the Tele-
phone Effectively™. (#401).

Have students prepare a list of
some of the most important
qualities of a good telephone
voice.

1f possible, utilize a training
program for telephone catalog

order taking, i.e. Sears, Penneys,
or M. Wards.

As a group, heve students discuss
what they feel are misused words
and phrases from their own
experiences,

Visit three different store
managers and ask what words they
feel are most misused.

Ask three or four store customers
what they feel are words most
misused. Make a list of these.

LAP #3, (COMMO.), Comp. 145.

Motivating Messages Unlimited.

Retail Selling by Bodle &
Corey, (Gregg, 2nd),
Unit 5, Chapter 27,

Your Career in Marketing by
Beaumont, Langan, & Tavlor,
(Gregg, 2nd), Part 18.

Communications in Marketing by
Rowe & Timerson, (Gregg, 2nd),

Chapters 4, 5.

105
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COMPETENCY OUTLINE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERIAL

C.

Mathematies in
Marketing and
Distribution.

1.

Attitude that
aceuracy in
erithmetical
calevlations are
important.

Skill in using
and translating
percentages
accurately.

Skill in adding
and subtracting
of figures
accurately.

Gilven the appropriate inforwma-
tion, the student should be
able to:

List three reasons why accuracy

in arithmetic is important.

Figure percentages on individual

items, with 1007 accuracy.

Add vertical and horizontal
columns with 100% accuracy.

Subtract with 100% accuracy.

Student should discuss several
reasons why mathematical accuracy

Have students practice converting
% symbol items to decimal fraction.

Complete drills 64-70.

LAP #6, (MATH), Comp. 377.

Cives students additional problems
either on chalkboard or overhead
projector.

Complete Lesson #l.

Purchase or develop flash eards.
Have students record snswvers as
cards are shown at two or three
isecond intervals.

Your Career In Marketing by
Leaumont, Langan, & Taylor,

is necessary in marketing businesses). {(Gregg, 2nd), Unit 3, Part 4.

Retail Selling by Bedle &

Corey, (Gregg, 2nd), Unit 2,
Chapter 10.

Merchandise Mathematies by
Piper, (South-Vestern),

Distributive Edueation
Mathemctics by Zuan (Conrad),

107
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PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERIAL

4.

Skill in mul-
tiplying and
dividing and
extending

figures accurate-

ly.

Skill in calcu-~
lating interest
on money.

Multiply, divide, and extend
figures with 100% accuracy.

Calculate interest on money
with 100% accuracy.

LAP #1, (MATH), Comp. 358.

LAP #3, (MATH), Cowmp. 353,

Complete drills 2, 3, 4, 5, 8.

Complete drills 10-25.

LAP #2, (MATH), Comp. 357.

Complete Lesson #15.

Complete interest exercises
pp. 52-53.

Have students discuss and write
down what items could be purchased
on installment plans.

llave students work problems on
calculating interest on wmoney,
Unit 44.

Merchandising Mathematics
by Piper (South-Western).

Merchandising Mathematics
by Piper (South-Western).

Distributive Education
Mathematics by Zuan (Conrad).

Working Makes Sense by Hahn &
Kahn (Pitman), p. S1.

Retail Selling by Bodle &
Corey, (Gregg, 2nd), Chapter 10,
Unit 2.

1 Bagic Retailing and Pistribu=

ting Workbook by Lewvy,
Feldma ch (Pitman, 3rd),
5. 109
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COMPETENCY OUTLINE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES .

REFERENCE MATERIAL

IToxt Provided by ERI

Skill in
calculating
percent markups

and markdowns,
selling, price
and profit.

Skill in making
change.

skill in the use
of sales slips.

o 119

Calculate percent markup and
markdowns, selling price, and
profit with 1007% accuracy.

Demonstrate the ability to
make change in an efficient
and courteous manner.

Complete a sales check accurate;
ly and quickly including the
calculation of sales taxes,
parcel post rates, and C.0.D,
charges.

Give students several percent
problems with markups, selling
price and profit.

Retail Review, Problem 3.

Sections 5’.6’ 8’ 9’ 10’ 2"’ 26’ 2?
in Mexchandising Mathematics.

LAP #27, (MATH), Comp. 357.

LAP #5, (MATH), Comp. 384.

In pairg, practice making change
for varying amounts.

Complete "Part B, Making Change."

Complete *Preparing Sales Checiks.”

Marketing Math by Stull
(South-Western), Section 3.

Retail Selling by Bodle &
Corey (Gregg, 2nd).

Merchandising Mathematics by
Piper (South-Western).

Applied Business Mathematies
by Piper, Fairbanks, Sruber
(Scuth-Western, 9th),
Section 62-63.

Retall Selling by Bodle &
Corey {(Gregg, 2nd), Chapter 12.

Tips on Making Change by NCR.

Mathematics in Marketing p. 38.

Retail Merchandising pp. 374~
377.

Nathematics in Marketing pp. 22-
37, 38-44,
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PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERIAL

r
L]

9. Skill in cash
register
operations.

Social Skills

A.

Personal Development
and Human Relations

Operate a cash register in a
manner that will allow the
sale to be concluded in an
expedient and viwely manner.

Close and -prove cash.

Given the apprepriate informa-
tion, the student will be sble
tot

LAP #10, (MATH), Comp. 390.

Read ""The Cash Register” and
respond to gection questions.

LAPS # 13-17, (MATH), Comp. 386,

354, 389, 36l.

Retail Selling by Bodle &
Corey (Gregg, 2nd), Chapter 1l.

Retail Merchandising pp. 363-
366,

Marketing Math by Stull
(South-Western), Section 4.

Mathematics in Marketing
Chapter 3.

Retail Selling by Bodle &
Corey (Gregg, 2nd), Chapter 14,

Money SafeRuarding Procedures
by NCR.

Checker-Caghier (South-Western)
D. E. Series.

Retail Merchandising
Chapter 12, Ppart A.

113
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PERFORMANCE OBJECTIVE

LEARRING ACTIVITIES

REFERENCE MATERIAL

1,

2,

Skill in
developing
personality
traits compat~
ible with work
in marketing

and distribution

Knowledge that
human relaticns .
and positive
attitudes are
important in
Job success,

114

Demonstrate persconality traits
which are important to guccess«
ful job performance.

qualities and a positive
attitude throughout the year.

Make up a personaslity inventory

LAP #4, (HR), Comp. 285.

In small groups, students can
identify and 1ist favorable and
unfavorable personality traits.

Case situation Nos. 2, 5, 6.~

Demongtrate good human relationdLAP #17, (HR), Comp. 274.

Use case studies of former D. E.
students on the job,

View filmstrip/record "Your
Attitude 1s Showing'™ (bock and
filmstrip).

sheet for each student to fill out.

Couplete Learning Pacers Project 1,

Working at Human Relations
by Fruehling, (MeGraw-Hill),
Chapter 1,

JHuman Relations jip arketing
by Hiserodt, (Gregg, 2nd),
PP~ 13=14.

Your Career in Marketing by
Beaumont, Langan, & Taylor

(Gregg, 2nd), Unit 2,
Parts 7, 8, 9.

Human Relations Cases by
Canel, OHIO D, E, Materials
Lab,

Worki. t Human Relatiocns
by Fruehling (McGraw-Hill),
Chapter 10.

Your Atritude is Show by

Chapman (SRA).
115149
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PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERIAL

Attitude that
understanding
others and one's
self is basie

to vorking
ttarmoniously
with others.

Skill in demon-
strating the
ability to
exercise self-
control in a
trying situation

Develop an awareness that
understanding others and one's
self is basie te working
harwoniously together.

Exercise self-control during
trying situstions throughout
the vear.

LAP #26 (HR), Comp. 309.

Complete case situations 7, &, 11,

LAP3

231,

20, 21, 22 (4R), Comp. 313,

Lad
203.

ZComplete cases Nos. 15, 17, 29, 31.

Have cach student keep a journzl
of hov 2nd when they observed
loss of self-control in someone.

1.AP #11, (IR), Comp. 29%4.

Case Study #18 (p. 173) in
Your Attitude is Showing.

Complete "Applying What You
Have Learned,"™ #3.

Case situations 1, 2, 3, 48, 28,

Human Relations Cases by
Canei, OHIO D, E, Materials
Lab,

Humzn Relations Cages by
Canei, QHIO D. E. Materials
Lab.

Psychology and Human Relations

in Marketing by Hiserodt
(Gregg, 2nd§.

Your Attitude is Showing by
Chapman (SRA), Chapter 18.

Your Career in Marketin

——

by

(Gregg, 2nd}, p. 153.

Human Relations Coses by
Canei, OHIO D. E. Materials

Lab.
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PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERIAL

Knowledge that

a worker's
satisfactory

job per formances
indludes not
only what he/she
does, but also
how he/she
influences

other people.

Develop an attitude that a
worker's satisfactory job
performance influences other
people.

Ask for examples of T. V,
characters who have lost their
self-control in T, V, situations,
Discuss this behavior to determine
what could have becn done under
that situation,

Case Study #6, {p. 59) in Your
Attitude is Showing.

Have students make a list of
statements describing ways to
influence people, pesitiwve and
Inegative,

Have each student describe what
he/she does to feel important.

LAP #25, (HR), Comp, 310.

Complete case situations Nos., 14, 18
and 39,

Personality Development by
Russon (South«Western, 9th),
Chapter 2,

Human Relations in Business by
Eggland-W/illiams (South-Western),
Chapter 3,

Your Attitude is Showing by
Chapman (SKE), Chapter 6,

Human Relations Cases by
Canei, OHIO D, E, Materials

Lab.
1-51
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COMPETENCY OUTLIHE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITLES

REFERENCE MATERTAL

6. Skill in
generating
enthusiasm in
other people.

7. Skill in
accepting
criticism and
turning it into
a character
building clement

129

Generate enthusiasm toward
pecple throughout the school
year in DECA and other activi~
ties.

Demonstrate an ability to
accept criticism {constructive)
and use such to build a strong
character throughout the

school year.

In small groups, develop a defini-
tion of enthusiasm.

Have each student describe in
writing an enthusiastic person and
discuss why he/she feels that way.

LAP #8, (HR), Comp. 303.

Complete case situations Nos. 19,
24.

Complete Problem #2, p. 351.

For one week, have student keep a
journal of criticisms and compli-
ments they received and how they
reacted. .

Role play in small groups, let one
person give criticism and explain
how they felt.

LAP #13, (HR), Comp. 295.

How to Win Friends and
Influence People by
Carnegie (SSP), (available
at bookstores).

Human Relations Cases by
Canei, OHIO D, E, Materials
Lab.

Retailing Principles and

Practices by Richert, Mever,
Haines, Harris (Gregg, 6th),

Part 39, p. 345.
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COMPETENCY OUTLINE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERIAL

8.

Knowledge of
the importance
of being order-
ly and system-
atic.

Demonstrate the ability to be
orderly and systematic in
daily routine tasks.

Complete case situation Nos. 4, l4,
16, snd 31.

Given various statements of a
supervisor criticizing an
employee, write replies to those
statements on how they would
accept criticism.

Students should look up dictionary
definition of orderly and
systematic, discuss in class.

Complete case study #2, p. 74.
Have each student meke up a list

of wvhat he/she does to be orderly
and systematic.

Display class notes taken by each
student. Are they orderly or
messy? DPiscuss.

LAP #2, (IR), Comp. 267.

Complete case situation No., 19

Human Relation Cases by

Canei, OHIO D, E. Materials
Lab.

Personality Development by
Russon (South-Western, 4th),
Chapter 5,

Human Relations Cages by
Canei, OHIOQ D, B, Materials
Lab.

199 1-33




COMPETENCY OUTLINE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERIAL ¢

%

10.

Skill in

solving his or
her human rela-
tions problems,

Skill in
developing z

plan for gelf-
improvement.

B. Etﬁics

Demonstrate the ability to
solve human relations problems
throughout the school year.

Pevelop a plan for self-
improvement and follow it For
one month.

Given the appropriate informa-
tion, the student will be able
to:

Have each student list at least
three ways to develop and maintain
good human relations.

LAP #19, (HR), Comp. 269.

LAP #26, (HR), Comp. 309.

Complete case situations Nos. 18,
35, 37, and 43,

Have each student choose the most
diffieult person they know and
begin & campaign to improve the
relationship with him/her.

Develop a plan for self-improvement.

Have each student make up an
inventory of areas where lmprove-
ment 13 needed.

Growing on the Job by
Wilson, {(Gregg), Chapter 2.

Human Relations Cases by
Canei, QHIQ D, E, Materials

Lab.

Personality Development by
Russon, {(South-Western, 4th),
Chapter 3.

General Merchandising
Curriculum by Reeves, Robertson,

Luter (Texas), Unit 1,

Ry
&0
i1
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COMPETENCY OUTLINE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERIAL

Knowledge that hon-
esty and integrity
are personality

traits necessary in

job situations such
as recordkeeping,

Demonstrate the knowledge that
honesty and integrity are
traits necessary in job
situations by perscnal adher-
ence to accepting code of
values.

Have each student list at least
three things an honest employee
would NOT do in job situationms.
Discuss with class.

Ethical Basis of Economice

Freedom by Ethics Resource
Center.

neral Merchandisi

Curriculum by Reeves,

timekeeping, and
stockkeeping in
addition to jobs
that require work-
ing with money,
products, or suppliej

Robertscn, Luter (Texas),
Unit 11.

LAP #5, (HR), Comp. 312.

View films "How Honest are You"
and "Developing Your Character".

Coronet Instructicnal Films.

Complete case situation Nos. 5, 16,

Human Relations Cases by
29’ 38’ 41’ 8nd 44!

Canei, OHI0 D, E, Materials
Lab.

Invite panel of businessmen/women

to discuss what they expect from
their workers.

Have students collect news articles
for a bulletin board on ethices.

125 127
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COMPETENCY QUTLINE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERTAL

Knowledge that
good morals are
necessary in
relation to the
attitude that
enployees re-
flect toward
their jobs,
emp.oyers,
fellow employees
and customers.

Marketing and Distrib-
ution in the Econouy.

A.

smerican Business
and Free Enterprise
System.

1. Knowledge of

[Ty
9

the role of
business in our
society.

L

Demonstrate good worals through-
put the school year.

iven the appropriate informa-
Fion, the student will be able
Lo

Bynthesize the role business
plays in a market economy and
the American soclety.

Discuss in groups what good morals
are, and how they affect customer
relations.

Prepare a skit demoustrating good
morals, and how they affect
attitudes.

Complete experiences 4-9, 4-10,
4-11, and 4-12.

Discuss the role business plays in
the student's community (may wish
to consider what life would be
like without business).

LAP #17, (MARKETING & ECONOMICS).

Have student participate in
Bronze and Silver levels of MAPS,

Ethical Basis for Economic
Freedom by Ethics Resources
Center.

General Merchandising by
Vorndran and Litchfield,
(Gregg)s pp. 39-40.

Marketing in Action 5y‘
Warmke and Palmer (South-
Western, 8th), Chapter 3.

Marketing and Distribution
by Mason, Rath, Ross (Gregg,
2nd), Part 1,

MAPS Handbook by DECA.
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COMPETENCY OUTLIRE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERIAL

Knowledge of
the Free Euter-
prise System
and differing
‘economic con-
cepts practiced
in various
nations.

Define correctly Free Enter-
prise, Socialism, and Communism
(economic systems).

Explain correctly how the
American Free Enterprise
system was established and
developed.

Zxplain correctly the diff-
erences between the Free Enter-
prise, socialism, and communism
economic systems.

Use panels to debate the pros and
cons of various economic systems.

Enter "DECA-Phillips 66 Tree
Enterprise Project event {see
State DECA advisor for Free
Enterprise Project Kits).

View American Enterprise movies:
“Land" and "People."

LAP #1, (MARKETING & ECONCMICS).

liave DECA sponsor a "Free Enter-
prise Week."

LAP #15, (MARKETING & ECONOMICS).

1.AP #19, (MARKETING & RECONOMICS),

Distribution and Distributive
Careers by Grandfield & Gold,
(Pairchild), p. 7.

Ceneral Marketing Curriculum .
by Reeves, Robertson, Luter,
(Texas), Unit 4.

"Educational Communications”
Phillips Petroleum Company
(economic resource biblio-
graphy of free materials).

JMmerican Enterprise by
Phillips 66 (available through
Modern Talking Picture Service).

Cur Fconomic System ''Free
Enterprise-~Is This Any lWay
to Live,"” by Campbell {Sears
and Roebuck), p. 12,
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COMPETENCY OUELINE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERIAL

3. Knotledge of
the functions
of profit.

List and discuss the functions
of profit in our economy.

List the three major uses of
profits by corporations.

Have students contribute to class
bulletin board articles or news~
paper clippings that describe some
aspect of our free enterprise
system or other economic systems.

View the film: "Enterprise."

View: "Profits!!
to All the Bread?"

What Happened

Complete "Leavning Experiences' ip
Qur Economic System.

Complete Project 2, "After All,
It's Your Business."

View Profits at Work slide-~tape
presentation.

LAP #7, (MARKETING & ECONOMICS).

View Who Profits from Profits
slide~tape presentation.

The Economics of Marketing by
Klaurens {Gregg), Chapter 1.

NFLB Education Department.

"Profits!! What Happened to
All the Bread?" by Phillips
Modern Talking Pictures
Service.

Qur Economic System "Them"
by Campbell (Sears and

Roebuck), p. 20.

General Marketing Curriculum

by Reeves, Robertson, Luter
(Texas), Unit %, p. 83.

tg at Work by U.S.
Chaiber of Commerce )
(distributed by Phillips 66).

Vho Profits from Profits by,
U.S5. Chamber of Commerce

(distributed by Phillips 66).
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COMPETENCY OUTLINE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERIAL

Define correctly economic
needs and wants.

Define correctly econecmic
resources {(naturzl, capital,
human) and explain the im-
plications of unlimited wants
and limited resources).

Practice written communication
skills by prepering an essay on
the role of profits in a free
enterprise system. Explain hew
profits are earned and for what
they are used.

Have students participate in sales
project to illustrate functions of
profit.

Complete Bronze Ajward Economic
Activities for MAPS Program.

Complete Project 1, "Understanding
the Econowmlcs of a Product.”

LAP #2, (MARXETING & ECONOMICS),

LAP %4, (MARKETING & ECONOMICS),

The Profit Pendulum by
U.S. Chamber of Commerce.

That’'s What America's all
About by Phillips 66, p. 10,

The Economics of Marketing
by Klaurens (Gregg), Chapter 3.

MAPS Handbook by DECA.

The Ceconowlcs of Marketing
by Klaurens (Gregg},
Chapter 5, p. 14%.

Qur Free Enterprise System by
Ohio D. E. Matarials iab.
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COMPETENCY OUTLINE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATEFRIAL

B.

4. Knowledge of
the concept of
supply and
demand.

The Functions of
Marketing and
Distribution.

.1. Knowledge of

the marketing
and distribu-
tion process in
the economy.

Explain correctly how supply
and demand zffects the free
enterprise system.

Explain correctly the meaning
of "Economic Voting."

3iven the appropriate informa-
tion, the student will be
able to:

Correctly define Marketing. .

LAP #10, (MARKETING & ECONOMICS).

Complete exercise in Distribution
and Distributive Careers.

Have students selec” products
which "Economic Voting" persuaded
producers to drop.

View: "The People on Market
Street” filmstrip series on
"Supply” and "Demand”.

Distribution and Distributive
Careers by Grandfield & Gold
(Fairchild), p. 18.

""People on Market Street,”
"Supply" (2 parts), and
"Demand” (2 parts) by Wale
Disney.

Marketing Principles
Transparencies by Gregg.

The Economics of Marketing
by Klaurens (Gregg).

General Marketing “urriculum
by Reeves, Robertson, Luter
(Texas), Unit 2.
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COMPETENCY OUTLINE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERIAL

Knowledge that
the functions

of marketing

and distribution
contribute to
the well-being
of the indivi-
dual citizen,
community and
nation.

Explain correctly the impor-
tance of marketing in the
economy.

List correctly the ten func-
tions of marketing and dis-
tribution and explain how they
contribute to the well-being
of the individual citizen,
community and nation.

LAP #5, (MARRETING & ECONOMICS)+

Practice written communications
skills by having students write
3«5 page essay on the importance
of the marketing and distribution
process in a free enterprise
economy.

LAp #6, (MARKETING & ECONOMICS),

Have students ciioose a business
they would I1ike tc own and then
give one example of how each of
the ten marketing and distribution
functions would apply to their
buginess.

Have students find newspaper

articles relative to the ten
functicns of marketing.

Marketing and Distribution
by Mason, Rath, Ross
(Gregg, 2nd), Pparc 1.

Your Career in Marneting by
Beaumont, Langan, & Taylor

(Gregg, 2nd), pPart 1, Unit 1.

Marketing in Action by
Warmke, Palmer, Nolan

{South~Western, 8th),

Chapter 1.

Marketing in Action by
Varmke, Palmer and Nolan
(South-Western, 8th),
Chapter 2.

Your Career in Marketing by
Beaumont, Langan, & Taylor

(Gregg, 2nd), part 3, Unit 3.
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COMPETENCY OUTLINE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERIAL

C.

3. Xnowledge of
how marketing
provides new
goods and
services,

Retailing, Service,
and Vholesaling

1. Hnowledge of
the types of*
retail, service,
and wholesale
establishwments,

149

Explain correctly now marketing
provides new goods and services
through product research and
development,

Given the appropriate informa-
tion, the student will be
able to:

Classify businesses according
tc one of the three categories.

flave students select one product
that they use everyday and make a
list of the marketing and distrib-
tion functions necessary to get
that product from the producer

to them,

(omplete "Learning Experiences™
in OQur Economic System,

Take a 1-2 day field trip to

St. Louis, Chicago, Indianapolis,
and/or Cincinnati to visit a
variety of retail, wholesale, and
service establishments.

Have students take phone directory
"yellow pages” and classify
selected businesses as retailing,
service, or wholesaling by using
information from the resources to
support their decisions.

Our Economic System "The

Magic of New Products’ and
“smerica’'s Mmazing Success
Hachine,” by Campbell

(Sears and Roebuck), pp. 18 & 40.

Marketing and Distribution
by liason, Ross, Rath
{Gregg, 2nd), Part 4, p. 36.

Bagic Retailing and Dis-
tribution by Levy, Feldman,
Reich {Pitman), Chapter 13.

Retailing Principles and

Practices, Part 6 "Types

of Retail Businesses™ and
p. 585.

141
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COMPETENCY OUTLINE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERIAL

View Filmg from I,7.

Complete project 16 and 18.

Working in a Store, Working
in a Service Industry, Vorking

for a Wholesaler, by Gold
TFaye, and Grandfield, (Fair-
chil d) -

Film; "Jobs in the City:
Distribution," Indiana
University A~V Center,
JFESC-1254.

Film: "Jobs in the City:
Services,'” Indiana
University A-V Center,
#E5C-1193.

Store Tall; by Greif (Pitman),
Chapter 1.

Your Career in Mzrketing,
Units 4 and 5.

Project Activity CGuide for
Markating and Distribution
by Mason, Rath, Ross
(Cregg), pp. 61 and 69.

143
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COMPETENCY OUTLINE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERIAL

3.

Knowledge of
basic retailing)
service, and
wholesaling
activities.

Knovwledge of
retailing, ser-
vice, and whole-
saling as a
function of our
economic system.

Compare and contrast the
activities that take place in
retailing, service, and
vholesaling,

Synthesize the role played
by retailing, service, and
wholesaling in the American
economic system.

Divide students into groups and
have them assume the role of a
businessman in one of the three
categories and, after research
and preparation, discuss the
activities their particular type
of business engages in.

Have the students read Unit 1,
describing the role of retailing
service, and wholesaling in our
economic system, and then
participate in a class discussion
of the topic., Ask students if
we could eliminate retailers and
wholesalers and why don't we buy
direct from the producer,

Your Career in Marketing,
Paxt 2, '"Marketing in Action."

Retail Mexrchandising,
PP 132-135.

Marketing in Action, Chapter 4,

Business Principles and
Managewment by Shilt, Everard,
Johns {South-Western), Unit 1.
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MARKETING AND DISTRIBUTIVE EDUCATION-~D.E, III & IV

(LEVEL 2)
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MARKETING AND DISTRIBUTIVE EDUCATION
D.E. III & IV

Marketing and Distributive Education {D.E. III & IV) « .5 unit of credit. Intermediate instruc-
tion in the scope and importance of Marketing and Distributive Education, a review of career objectives

in light of the students' self evaluations related to marketing occupations, and participation in the
Distributive Education Clube of America (DECA) program of activities. Emphasis is placed on American
business and free enterprise system, economics of distribution, retailing, service and wholesaling occuna-
tions, business and social skills, human relations, ethics, communications, mathematics, selling, product
and gervice technology, sales promotion, operations, stock control and facility safety. This course
should include real and/or simulated occupational experiences and projects in the marketing functions

such as those available through the Distributive Education Clubs of America (DECA) program of activities.
Cooperative on-the-job training may begin during this course to provide real marketing occupations
experience.

Course Goals for Marketing and Distribution are:

1. Enable students tc successfully perform the duties and tasks required in marketing distributive
occupations.

2, Develop students’ sbility to secure, hold, and advance in jobs in marketing and distributive occupations.
3. Develop students' skills in marketing, basic, social, and economic competencies.
4. Enable students to continue to participate in appropriate co~cuxricular DECA activities.

5. Enable students to assess their personal characteristics and needs in relation to their career
objectives.

6. Enable students to understand the economics of marketing.

7. Ensble students to understand the psycholog¥ of consumer relations.
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MARKETING AND DISYRIBUTIVE EDUCATION
D, B, III & IV
(LEVEL 2)

Table of Contenta
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COMPETENCY OUTLINE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERIAL

Introduction to Distribd
utive Education III & IY

A. Scope and Importancd
of Distributive
Education IIL & IV

1. Knowledge of
Distributive
Education III &
IV Class cpera-
ticn

Given the appropriate irformae
tion the student will be able
to:

Demonstrate their understand~
ing of classroom operations

by successfully performing in
a varlety of classrcom activi-
ties and by completing variocus]
administrative functi.as
assigned by the teacher.

Have students record activities in
an annueal D.E. planning calendar.

Have students assist in the com-
pletion of various administrative
functions such as keeping the
instructional area in order,
checking out and filing instruc-
tional materials, etc.

Ohic D.E, Materials Lab

LAPS HANDBOOK by IDECC

Class syllabus (prepared by
the teacher to explain
aspects of his/her program)

152
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COMPETENCY OUTLINE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERIAL

Knowledge of
the Distribu-
tive Education
I1I & 1V Pro-
gram goals.

Describe briefly the goals for
Distributive Education III & IY

Have students prepare an opera-
tions manual covering daily
activities, program, rules, etc.

Rave students read the program

. goals and discuss how the accomp-
lishment of these goals will be
of value to them in the business
world.

Indiang Competency Based D.E.

Curriculum Project by Husted
and Davis




COMPETENCY OUTLIHE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERIAL

Skill in
following in-
structions in
an expedient,
enthusiastic
and coopera-
tive manner
necessary for
working in g
cooperative
program.

Knowledge of
the coopera-
tive program,
project plan,
and the oper-
ating proce-
dures of each.

155

Participate In classroom
activities in an expedient,
enthusiastic and cooperative
manner.

Distinguish between the coop-

erative program and project
plan.

Have students brainstorm reasons
for following instructions in an
expadient and enthusiastic manner.

LAP 45 (COMMU), Compt. 124,

Show film: "Your Job: Fitting
In" and synthesize important
points with a discussion.

Discuss ten foundations for
building good relationships with
supervisors.

Have students visit a neighboring
D.E. project lab facility.

Enthusiasm Makes the Differ-
ence by Peale, Chapter 5

Indians State University,
A~V #c-782

Retailing Principles and
Practices, Part 39

B.C. Hints for Understanding

Your Boss by Ohio D.E.
Materials Lab #BOl-F4

A Cuide for Cooperative -
Vocational Education by
Indiana Department of Public
Instruction, Division of
Vocational Education

2-3
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COMPETENCY OUTLINE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERIAL

5. Knowledge of
the job re-
sponsibilitiea
involved with
the individ-
val'a coopera-
tive program,

6. Knowledge of
local, state,
and federal
employment
levels.

Liat and discusa the responsi~
bilities involved with the
individual’'s cooperative
program.

Describe those lawa that are
relevant to their employment
to inelude E.E.0,, child labor
laws, minimum wages, and
affirmative action.

Rave students participate in a
discession of advantages and dis-
advantages of each plan. (If
possible, may also wish to have
students vho have partiéipated in
both programs conduct a panel
discussion).

Complete Sections 1 and 8.

Have students complete activities
included in Know Your Training

Station.

Have students sign training
agreement and assiat in the
development of a training plan.

Have students complete the exer-
cises dealing with employee wel-
fare on pp 515-516.,

Your Career in Marketing by
Beaumont, Langan, Taylor

(Gregg, 2nd), pp.134-138

My Job Manual, Distributive
Education by Bouchard {Conrad)

Ohio D.E. Materials Lab,
#S17-84

Your Career in Marketing by
Beaumont, Langan, Taylor

{Gregg, 2nd), Part 19

Retailing Principles and
Practices by Richert,
Meyer, Maines, and larris

{Gregg, 6th) Part 60

158
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COMPETENCY OUTLIHE

PERFORMANCE CBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATFRIAL

7. Knowledge of
educational
opportunities
available to
young people
in marketing
and distribu-
tion after
high school
gradua.ion.

Identify correctly opportuni-
ties for training beyond high
school in adult, junior collegq
and university programs.

Show film and follow-up by having
students discuss key points.

Invite representatives from at
least one of the areas mentioned
to assist the teacher in describ-
ing training opportunities beyond
high school.

Film: '"Job Discrimination--
Doing Something About It™
Indiana University A~V Center
#050-2726 (8lternate film:
"The Prejudice Film" Ball
State A-V Center)

Retail Merchandising by
Wingate and Samson (South-
Western, Sth), Chapter 18,
Part d.

Modern Businegs Management
by Hicks and Gullett {Gregg),
Chapter 21.

Your Career {inp Marketing by
Langan and Taylor (Gregg, 2nd),
pp. 127-129.

Guide for Employers of Minors,
Indiana Division of Labor

{other publications also
available)

Post-secondary catalogs from
Indizna Institutions

160
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COMPETENCY OUTLINE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERIAT

B. DECA Activities

l. Skill in
carrying out
3 program of
activities
congistent
with DECA
guidelines.

164

Given the appropriate infor-
mation the student will be
able to:

Explain why DECA {8 of contin-
uing value to the student.

Invite Jr. Collegiate or
Collegiate DECA member to tell
about their school or university.

Have students write a ghort
research paper on a post-
secondary institution of their
choice; or students not planning
on post-secondary training could
write a paper on vocational
opportunities available through
their present jobs or expected
jobs.

Have zdvanced students give a
presentation to lst vear students
on the value of DECA.

Review important concepts re-
lating to DECA.

School and Careers by Herr
{MeGraw-Hill).

Your Career in Marketing by
Beaumont, Langan, Taylor
(regg), pp. 139-142.

Developing & Program of
Activities for Local DLCA
Chapters by Ohio D.E,
Materials Lab, #812-E3
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COMPETENCY OUTLINE

PERFURMANNCE OBJECTIVE

LEARNING ACTIVITIES

REFERFLICE MATERIAL

Skill in mak-
ing presenta~
tions on
Distributive
Education and
DECA to civie
and service
organizations,
student groups
and other in-
terested
parties.

Skill in
applying par-
liamentary
procedure in
conducting
local chapter
meetings.

Make a presentation to a
group "selling" them on the
value of D.E. and DECA.

Actively and properly partici-
pate in local chapter meetings
by using parliamentary proce-
dure.

Have students prepare individual
presentations to be given to the
rast of the eclass. Critique and
reaccomplish.

Read Parliamentary Procedure.

View film: "Parliamentary Proce~-
dure in Action." Conduct a meet-
ing and critique the performances.

Ideas for Local DECA Projects
by Ohio D.E. Materials Lab,
#515-E4

Salesmanship by Ernest and
Ashmun (McGraw~Hill)

PP. 472-475,

Salesmanship Fundamentsls by
Ernest and Agshmun (McGraw-
Hill), Chapter 1.

Parliamentary Procedure by
Ohio D.E. Materials Lab,
#119-C5.

lLeadership Training Units for
Vocational Youth by Purdue,
Unit 3.

Film: "Parliamentary Proce-
dure in Action" Indiana
University A-V Center,

ffICSC 1659

The How of Parliamentary
Procedure by Instructional
Materials Center, University

of Texas
1847




REFERENCE MATERIAL

PERFORMANCE OBJECTIVE LEARNING ACTIVITIES

COMPETENCY OUTLINE

5. 8kill in Participate in a variety of Class discussion on the value of DECA Handbook by DECA
entering and DECA activities at the local, participation and the mechanics
participatingi district, and state levels. of preparing to participate in Indiana DECA Competitive
in DECA ac- DECA competitive events. Activities Handbook
tivities at
the local,

distriect, and
state levels,

Skill in dem-~
onstrating
initiative
and creativ~
ity in selec=~
ted problem
golving
situaticns.

P
dp
 {

Given a problem, solve it
using one of several system-
atic approaches, describing
each step in the process.

Have students partjcipate in
DECA competitive events.

Attend Ball State DECA Rodeo.

Brainstorm the types of problems
with which an individual is con-~
fronted.

Discuss approaches one might
take in finding a soluticn to 2
problem.

D.E. is Competition by Qhio
D.E. M. terials Lab #B07-F6

{(a promotional bulletin
board)

Marketing In Action by P. F.
Warmke and others {South-

Western) pp, 231-236.

Bus iness Principles -nd Man~
agement by Shilt, Everard,
and Johns (South-Western,
Lth) pp. 495~498,

Salesmanship Fundamentals by

Ernest and Ashmun (Gregs,
4th), Chapter 18,
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COMPETENCY OUTLINE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERFNCE MATERIAL

c.

Career Develop-
ment (Spring
opticn)

1. Knowledge that]

cheosing a

career 1s nmoreg
than just get-

ting a job.

2. Skill in plan+
ning and re=-
viewing career

objectives.

3. Knowledge of
requirements
necessary for
job entry and

advancement

in marketing
and distribu-~

'El{lC 1§t ton.

Full Tt Provided by ERIC.

Given the appropriate infor-
mation the student will be
able to:

Describe why a person works
in terms of Maslow's hierarchy
of needs.

Review career plans.

Describe qualities necessary
for entry into and advance-
ment in a2 marketing and
distribution occupation.

1ead students in a class dis-
cussion of Part 38 of the text
to personalize Maslow's concepts.

Have students review (or make)
career plans using the listed
resources then justify their
decisions in terms of supply and
demand projections, personal
strengths and weaknesses,
personal needs, etc.

Attend 1SU DECA Career Explora-
tion Day in the Fall.

Have students do a poster on a
career ladder of thelr choice.

Brainstorm a list of factors
employers like and those they
dislike. (Students may be
divided into groups«-per refer-
ence).

Retailing: Principles and
Practices by Richert, Meyers,
Haines, and Harris (Gregg,
6th), Part 38.

Retail Merchandising by
Wingate and Samson (South~

Western, 8th), Chapter 19,
Part a.

R ling: Principles and
Practices by Richert, Meyers,

Haines, and Harris (Gregg,
6th), Part 37

Occupational.0utlook Handbook
by Labor Statistics Bureau

Your Career in Marketing by
Beaumont, Langan, and Tayler
(Gregg, 2nd), Part 38.

Retailing Principles and
Practices by Richert, Meyers,
Haines, and Harris (Gregg,
6th), Parts 1 and 39.
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COMPETENCY OUTLINE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERIAL

Skill in
writing a
resume and
letters of
application.
(Spring
option)

Develop a resume or personal
data sheet and write g letter
of application to a hypothet~
ical company.

Have a general manager of a
department store talk to the
class on the topic.

View film: '"The Marketeers:
Careers in Marketing and
Distribution

Have students develop resumes
and letters of application.

Have students look for classi-
fied ads relative to jobs in
their career field.

Retail Merchandising by
Wingate and Samson (South-
Vestern, 8th) Chapter 19,
Part e,

Marketing in Action by
armke, Palmer, and Nolan
(South-~Western, 8th) Chapter
18, Part d.

Fundamentals of Selling by
Wingate and Nolan (South-
Western, l0th) Chapter 3.

Indiana University A~V
Center, ESC-1496

Retail Merchandising by
Wingate and Samson (South-
Western, 8th) Chapter 19,
Part b and c.

Retailing Principles and
Practices by Richert, Meyers,
Baines, and Harris (Gregg,
6th) pp. 15-17.

Srlesmanship Fundamentals
by Ernest and Ashmun (Cregg,
4th) Chapter 24,

Fundamentals of Selling by

Wingate ané Nolan (South-
Western, 16th) Chapter 3,

Part d.
170
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COMPETENCY OUTLINE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERTAL

II.

Marketing Skills

A, Marketing Strategy

& Promotional Mix

1.

Knowledge that
a marketing
stategy is a
plan of a
company 's
goals and ways
to achieve
these goals.

Define marketing strategy.

Explain why marketing strat-
egies are designed and {mple-
mented,

Explain how marketing strat-
egies are designed and imple-
mented,

LAP #13 (MXT & ECON).

Have students design a marketing
strategy for an imaginary product.

Discuss the markeiing strategy
designed and implemented for the
@€ X-cars.

Survival in the World of
Work by Ohio D.E. Materials
Lab, #129-D2

D.E. II Course of Studies
by Oklashoma Distributive
Education

Marketing and Distribution
by Mason, Rath, Ross {Gregg,
2nd) Part 39

Marketing in Action by Warmke,
Palmer, Nolan (South-Western,
8th) Chapter 17~-d

172
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COMPETENCY OUILINE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERIAL

Knowledge that
the promotion-
al mix of a
business is a
combination of
different forms
of product pro-
motion such as
advertising,
sales promotion
personal sell-
ing, and pub~
licity.

B. Personal Selling

1.

Knowledge,
skills, and
attitudes nec-
essary to rep-
resent the
business favor-
ably to cus-
tomers and
other people
outside the
business.

173

Describe the meaning of the
term promotional mix.

Describe the potential
elements of a promotional mix

Identify the major advantages
and disadvantages of differ-
ent forms of product promo-
tion.

Derive techniques that will
create a positive business

image and generate a ration-
ale thzt will support these.

LAP #14 (MKT & ECON).

LAP #9 (ADV), Comp. #018.

Complete HMarketing Project 29,
p. 35.

Complete DICE Case, p. 260.

Write a paper emphasizing the
importance of the individual's
role in helpitg create and main-
tain a favorable business image.

Marketing and Distribution by
Mason, Rath, Ross (Gregg, 2nd)
Unit 9, Part 29

Marketing in Action by Warmke,
Palmer, Nolan (South-Western,
8th) Chapters 11-6

Retailing: Principles and
Practices by Richert, Meyer,
Haines, & Harris (Sregg, 6th)
Part 31 and Part 39

Fundamentals of Selling by
Wingate & Nolan (Scuth-
Western, 10th), pp 145-150

Salesmonship Fundowmentals by
Ernest and Ashmun (Gregg, 4th)
Chapter 5

174
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COMPETENCY OUTLIHE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERIAL

2, Knowledge of
those tech-
niques and
practices used
by the consumer,

3. Knowledge of
rational and
emotional
buying motives.

List and describe the
sequence used by consumer in
making a purchasing decision.

Define motives,

Differentiate between
rational and emotional buying
motives.

Use various mini-projeects for
selling.

Have students describe the de-
cision process used in a recent
purchase highlighting the steps
outlined in reference material.

Complete exercises in Problems
and Projects for Retailing Prin-

ciples and Practices, Part 23.

Laboratory Mini-Projects by
Ohio D.E. Materials Lab

Turn and Learn for Successful
Selling by Sears

Fundamentals of Selling by
Wingate & Nolan (South-
Western, 10th) p, 122

Salesmanship Fundamentals by
Ernest and Ashmun {Gregg, 4th)
pp. 188-191

Retailing Principles and
Practices by Richert, Meyer,
Halnes, & Harris (Gregg, 6th)
pp. 521-529

Retailing Prineciples and
Practices by Richert, Meyer,
Haines, & Harris (Gregg, 6th)
Part 23

Your Career in Marketing by
Beaumont, Langan, & Taylor
(Gregg, 2nd) p.188

Fundamentals of Selling by
Wingate & Nolan (South~Western,
10th) pp. 116-117

2-13
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COMPETENCY QUILINE

PERFORMANCE OBJECTIVE

LEARFIHG ACTIVITIES

REFERENCE MATERIAL

Knowledge of
basic and
learned hnying
mstives |- imary
and selew.lve
buying motives.

Knowledge of
types of cus-
tomers and their
motives for
buying,

177

Compare and contrast basic
and learned buying motives.

Compare and contrast primary

and selective buying motives.

Define patronage buying
motives.

Recall scme patronage buying
motives from recent purchases.

Complette activities, Part 8.

Analyze personal basic and learned

buying motives with respect to a
Tecent purchase.

Analyze personal primary and
selective buying motives with
respect to a recent purchase.

Brainstorm examples of patronage
buying motives.

1.AP 5 (SELLING), Compt. 936.

Have students pair off aud role

play the proper approach for eoch

type of custouwer.

Marketing & Distributicn by
Mason, Rath, Ross {Gregg, 2nd)

Marketing in Actien by Warmke,
Palmer, & Molan (South-Western,
8th) pp.195-199

Fundamentals of Selling by
Wingate & Nolan {South-Vestern,
10th) pp.112~118

Retailing Principles and
Practices by Richert, Meyer,
Haines, & Harris (Gregg,. 6th)
pp: 217

Fundamentals of Selling by
Vingate & Nolan (South-Western,
10th) pp.112-116 & pp.113-123

Retail Seiling by Bodle &
Corey ({regg, 2nd) Jchanters
15-1%

178
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COMPETENCY QUTLINE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERTAL

6. Knowledge of hou
behavior is
motivated.

7. Knowvledge of
how motivation
effects buring
decisions.

173

Explain correctly how the
characteristics of past and
present consumers may be used
to project characteristics of
future consumers. Describe
how a company used past and
present consumer data to pro-
Jject future consumer charac-
teristics.

Explain hov an individual's
behavior is affected by his
position on Haslow's Hier-
archy of Needs.

Skill in analyzing customer
needs

Given the description of a
potential buyer hypothesize

his/her motives for possibly
making a purchase.

View "Consumer Choice'" Filmstrip.
Play enclosed game in kit.

Have students complete Part 20 of
the Project Activity Guide for
Marketing and Distribution.

Explain Maslow's Hierarchy (or
have them read the reference) and
ask them to generate examples of
how their position on the Hier-
archy of Needs.

Complete activities, Part 7,

LAP 40 (SELLING), Compt. #830, 870.

Have students read and discuss
motivations behind buying deci-
sions.

Procter & Tamble

Marketing Distribution by
Mason, Rath, Ross {(Gregg, 2nd)
Part 20

Retailing Principles and Prac-
tices by Richert, Meyer, Haines
& Harris (Gregg, 6th) Part 38

Marketing & Distribution by
Mason, Rath, Ross {(Gregg, 2nd)
Part 7

Retailing Principles and Prac~
tices by Richert, Meyer, Haines
& Harris (Gregg, 6th) Part 23
and 24
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COMPETENCY OUTLINE

PERFORMAKCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERIAL

8. Knowledge of the
special customer
services and
accommodations
needed to build
customer good=~
will and help
increase sales.

Develop a program that will
build goodwill yith a
business

LAP 7 (SELLING), Compt. 919.

TAP 38 (SELLING), Compt. 883.

From their personal shopping
experiences, have students develop
a list of services and accommoda~
tions used by stores to build
goodwill.

LAP 27 (MGT), Compt. 75%,

Salesmanship by Kirkpatrick &
Russ (South-Western) Chapter 19

Retail Merchandising by Wingate
& Samson (South-Western, 8th)
pp. 111-112, 265-366

Fundamentals oZ Selling by
wingate & Nolan {South-Western,
10th) Chapter 7, Part D

182
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COMPETENCY OUTLINE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFFRENCE MATERIAL

9.

10.

Skill in inter-
preting company
policies tp
customers.

Mtitude of the
impor tance of
performing tasks
in addition to
those that are
required by the
job situations.

Interpret store policies to a
customer in a positive and
congenial manner.

Display in daily activities
that he/she is villing to do
more than the minimum required.

Give the students a list of poli-
cies to a hypothetical store and
have them role play interpretation
to the customer (another student).

LAP 20 (COMRB1), Compt. 117.

Have students complete selected
activities in Problems and Projects

Retailing Principles and
Practices by Richert, Merer,
Haines & Harris (Gregg, 6th),
P. 34

Retail Merchandising by
Wingate & Samson, (South-
Western, 8th) Chapter 19,
Part e

Preblems and Projects for
Retailing Principles and Prac-

for Retailing Principles and

Practices, p. 616

TAP 22 (SELLING), Compt. %22,

tices by Ashmun & Ferguson
(Gregg, 6th), Part 39

Morketing and Distribution by
Yason, Rath & Ross (Gregs,
2nd), pp 532-537
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COMPETENCY OUTLINE

PERFORMANCE OBJECTIVE

LEARNIHG ACTIVITIES

REFERENCE MATFRIAL

11.

Skill in making
the sale
(the process).

Demonstrate the ability to
confidently complete the
steps of a sale.

LAP 56 (IR), Compt. 333.

Role play a sales transaction
using the appropriate steps.

Enter DLCA Sales Demonstration
Event,

View "Anatomy of a Sale" filustrip.

Develop a list of objectives for
3 specifie produets.

Visit a loeal store and have the
salesperson demonstrate a product
for which you are interested.
Present the salesperson rith ob-
jectives and record hovw each
objection was handled. {lave
students report findings to elass.

Fundamentals of Selling by
Vingate & Nolan (Scuth-Western,
10th) Chapter 3, Part C

Marketing and Distribution by
Mason, Rath & Ross (Gregg, 2nd)
Part 35

Indiana DECA Handbook

Sears, Roebuck, Co.

Salesmanship by Kirkpatrick &
Russ (South-vestern), pp. !7-13

15




COMPETENCY OUILIIE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERIAL

12,

Attitudes that
will tmprove
his/her ability
to develop a
sincere inter-
est in custo-
mers and their
problems (EM-
PATHY TOWARD
CUSTOMERS) and
adapt accord-
ingly.

Describe why it {s important
to show interest in customers
and their problems,

Demonstrate the ability to
adapt to the needs of the
customer,

Have students listen to "Ten Steps

to a Planned Sales Presentation.,"

[}

Have the class discuss '"Discussion

Questions" on p, 429,

LAP 28 (HR), Compt. 280.

Chio D.E. Materials Lab, #V08-
Wi

Salesmanship by Kirkpatrick &
Russ {South-Western) Chapter 19

Marketin® in Action by Warmke,

Palmer & Nolan {South-Western,
8th), pp. 81-91

Retgil Merchandising by Win~

gate & Samson {South-Western,
8th)

Retailing Principles and
Practices by Richert, Meyer,

Haines & Harris (Gregg, 6th)
PP- 58"63
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COMPETENCY OUTLINE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERIAL

13.

Skills in hand-
ling telephcne
orders com-
plaints, and
messages via th
telephone in a2
manner that willl
lead to customer
satisfaction.

Exhibit the ability to handle
orders, complaints, and
messages Iin a manner that will
support the desired image of
the business.

Have a representative of the local
phone company give a presentation.

Marketing and Distribution by
Mason, Rath & Ross (McGraw-
Hill, 2nd) pp.392-393

Fundamentals of Selling by
Wingate & Nolan (South-Western,
10th) pp. 84-85

How to Win Friends and Influ-
ence People by Carnegie (Simon
& Schuster), Chapter 1

Various resources from your
local phone company.

Retail Selling by Bodle &
Corey (Gregg, 2nd), Chapter 27

130
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COMPETENCY OUILIHE PERFORMANCE OBJECTIVE

LEARNIYNG ACTIVITIES

REFERENCE MATERIAL

Role play the handling of tele-
rhone orders, complaints, and
negsages,

LAP 21 (SELLING), Compt. 835,

LAP 7 (ADV) Compt, 008,

Salesmanship by Kirkpatrick &
Ruaa (South-Western), pps 441~
445

Retailing Principles and
Practices by Richert, Meyer,

Haines & Harris (Cregg, 6th)
PPy 395-397

Retail Merchandising by
Wingate & Samson {South-Weatern

8th) pp. 384-395

Fundamentals of Selling by
Wingate & Nolan (South-Weatern,

10th) Chapter 12, Part B

Salesmanship Fundamentals by
Erneat & Ashmun (Cregg, 4th)
PP. 348395

192
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COMPETENCY OUTLINE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERIAL

C.

Product and Service
Technology

1.

2.

Knowledge of
how product in-
formation may
be cbtained
from the mer-
chandise itself|

Knowledge of thq
kinde of valu-
able informatiof
that may be cb-
tained from the
consumers of

merchandise.

Glven the appropriate infor-
maticon the student will be
able to:

List the types of information
attainable from the merchan-
dise itself.

1ist the kinds of information
attainable from customers.

LAP 20 (P & 8), Compt. 559,

Complete Section 3,

Have students generate ideas on
what may be learned from the
consumer and how one might go
about obtaining such product
knowledge,

Have students role play by obtain-

ing infermation from other stu-
dents which might be helpful in
making a sale.

My Job Manual--Distributive
Education by Bouchard (Conrad)

Fundamentals of Selling by .
Wingate & Nolan (South-ﬂesternq
10th) p. 190

Retail Selling by Bodle and
Corey (Gregg, 2nd) Chapter 17

Fundamentals of Selling by
Wingate & Nolan (South-Western,
10th) pr 0-191

Retail Selling by Bodle and
Corey (Gregg, 2nd) Chapters
17 & 20

194
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COMPETENCY OUTLINE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERTAL

Knowledge of the
locations of
departments and
merchandise
within the busi-
ness.

Skill in hand=-
ling customer
incuiries for
general product
information.

Knovledge of how
gizes, nanes,
and descriptions
enable the sales
man to relate to
the customer's
needs in various
product areas.

195

Explain the importance of
knowing the location of prod-
ucts and services with respect
to the customer.

Successfully handle customey
inouiries with respect to a
product.

Explain how sizes, names, and
descriptions enable aales~
persons to relate to the needs
- of the customer.

LAP 28 (SELL), Compt. 826.

Have studente do & store layout
and diagram by department apd mer-
chandise of where they work.

In a class discussion, have the
students generate reaccns for
knowing the store layout--after
having read the reference.

LAP 34 (P & S), Compt. 562.

48sign different product areas to
different groups and have them

develop a presentaticn to be given
before the rest of the class on hoy
knowledge of sizes, names, and
descriptions enables them ag sales-
persong to relate to the customer's|
needs.

LAP 36 (P & 8), Compt. 506.

Retailing Principles and
Practices by Richert, Mever,
Haines, and Harris (Gregg,
6th), rart 32

Fundamentals of Selling by
Wingate and Nolan (South-
Western, 10th) Chapter 6,
Part E

Salesmanship by Kirkpatrick
and Russ (South-Western)

PP 173174

Retailing Principles and
Practices by Richert, Meyer,
Haines, and Harris (Gregg,
Gth)' Part 26

Retailing Principles and
Practices by Richert, Meyer,
Haines, and Harris (Gregg,
6th), Part 25

Fundamentals of Selling by
Wingate and Nolan (Southe

Western, 10th), pp. 187-188
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COMPETENCY OUTLIWE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERTAL

10.

11.

Knowledge of

how to utilize
regulations and
authoritative

information in
informing cus-
tomers about thd
merchandise they
want to purchasT.

Attitude of the
importance of
reading trade
and business
Jjournals and
publications to
become more
aware of fashionm
and style infor-
mation, product
knowledge, and
business trends.

Xnowledge of the List and describe several pub-

existence of
various publica-+
tions on con-
sumer products
information.

Describe the kinds of infor-
mat ion from regulations and
authoritative sources. Such
as standards, grades, and
labels.

Describe the value of infor-
wation in trade and business
journals and publications to
the salesperson.

lications on proauct informa-

tion availsble to the consumer

-

Using the reference, have the
students generate a list of the
kinds of information.

Have an attorney talk to the class
on this topic.

Have the students look through
coples of trade and business
journsls and publications, Then
make & report to the class on
some form of information which is
important to the salesperson.

LAP 23 (P & S), Compt. 581.

LAP 15 & 16 (SELL), Compt. 824
& 889,

Have the students make rsports on
a product of their choice, and
explain how the consumey publica-~
tion would influence their pur-
chage decision.

Have the atudents review coples of

Consumer Reports, Buying Guide,
etc.

Retailing Principles and
Practices by Richert, Meyer,
Haines, and Harris (Cregg,
6th), pp. 510-513

Retailing Principles and
Practices by Richert, Meyer,
Haines, and Harris (Gregg,
6th) pp.579-580.

Pundamentals of Selling by
Wingate and Nolan (South~

Western, 10th) pp.195-421

Funésggntals of Selling by
Wingate and Nolan (South-

Western, 10th), pp.193-195
and 288-289

2-25
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COMPETENCY OUTLINE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERIAL

12.

13.

14.

Knowledge of the
importance of
increasing one's
product know-
ledge through
in-service traing
iﬂga

Knowledge of the
value of sales
conferences,
sales or company
meet ings, train-
ing sessions,
bulletin boards,
copies of the
company‘s adver-
tising and pro-
motional prices,
and other avail-
able i.nfo'r:lrl.al:i.on.|
Knowledge of the
value of brand
names .

199

Define in-seévice training,

Discuss the kinds of informa-
tion that can be communicated
through in-service training.

List the values of attending
sales conferences, company
training sessions, and reading
the company bulletin board.

Define the expense involved in
creating a well-known brand
name «

Describe some additional legal
regponsibilities placed upon
those using brand names.

LAP 27 (P & S), Compt. 380.

Brainstorm to produce the kinds of
product knowledge that might be
comunicated through such training.

Have students report on their
participation at sales conferences,
etc., at their store,

Have students report on what types
of items are found on their company
bulletin board,

Have students write a justification
for using brand names after reading
the resources.

Complete Part 24,

Have the class discuss legal
responsibilities involved with
using brand names.

Business PrinciPles and
Management by Shilt, Everard

and Johns (South-Western, 6th)
PP. 521-524

Market ing in Action by Warmke,
Palwer & Nolan (South-Western,
8th), Chapter 8, pPart D and
PP. 234-236

Fundamentals of Selling by
Wingate & Nolan (South-Western,

10th) pp.192-193

Fundamentals of Selling by
Wingate and Samson (South-

Western) Chapter 6, part B

Market ing & Distribution by
Mason, Rath, and Ross (Gregg)

PP. 294296

200
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COMPETENCY OUTLINE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERTAL

15.

16.

17.

Knowledge of
the testing ard
rating agencied.

Knowledge of
guatrantees and
warranties.

Knowledge of
th¢ various
consumer move-
ments and cone«
sumer protec-
tion programs.,

201

List and describe the value
of testing and rating agencieg

Distinguish between the
following:

1, expressed warranty and
implied warranty

2, limited warranty and full
warranty

3. guarantees and warrantiea

Describe gsome of the causes of
the consumer movement and symnd
thesize what the effects will
be for retailing.

Show film and discuss key points.

TAP 38 (P & S), Compt. 561,

Have students examine reports and
publications of geveral testing
and rating agencies and discuss
the value of these to the customer
and the to the salesperson.

Have students give oral reports on
the product ratings received by
various products,

Have the students distinguish
between: (1) expressed and im-
plied warranties, (2) limited and
full warranties, .nd (3) guaran-
tees and warranties.

LAP 28 (P & S), Compt. 554,

Complete Unit 14 exercises, pp.
11-20.,

Film: "Brand Names and
Labeling Games" Indiana
University A-V Center,
#CSC 2542

Salesmanship by Xirkpatrick

and Russ (South-Western)
PP 168-169

Fundamentals of Selling by
Wingate and Nolan (South-

Western) pp.288-289

Consumer Research pp, 1l and
334

Fundamentals of Selling by
Wingate and Nolan (South-
Western) pp.516-518

Prcblems & Projects for

Retailing Principles and
Practices by Ashmun and

_Ferguson (Gregg, 6th)

Part 41
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COMPETENCY OUTLINE PERFORMANCE OBJECTIVE LEARNING ACTIVITIES REFERENCE MATERTAL
Have students complete Part 5 of Your Career in Marketing by
the Job Activity Guide. Beaumont, Langan & Taylor
{(Gregg, 2nd), Part 5
Have students view cne of several "The Consumer Movement"
films on consumer movements. Indiana University A~V Center,
#CSC 2560

1AP 31 (P & S), Compt. 524+

18. Knowledge of Explain how consumer protec- Have students complete sélected Retailing Principles and
how consumer tion programs affect the mar-| exercises in Init 14 of Problems Pract ices by Richert, Meyer,
protection pro¢ keting process. and Profects, Ha ines & Harris (Gregg, 6th)
grame affect Part 42
the marketing
process,

Have students collect news art~
icles relating to consumer law
stch as the call back of defective
cars. Students should discuss how
these call backs generated by con-
‘sumer protection agencies effect
the marketing process.

19. Knowledge of After studying and reading Have students read selections on Retailing Principles and
the difficulty| about consumer legislaticn, consumer law and discuss diffi- Practices by Richert, Meyer,
in passing new| hypothesize difficulties in culties that might exist in their Haines & Harris (Gregg, 6th)
legislation passing them. passage. pp. 364+369
protecting the
consumer's buy- Fyndamentals of Selling by
ing dectision. Wingate & Nolan (South-Western,

10th), Chapter 16, Part C

LAP 31 (P & §), Compt. 521,

FRIC 203 204
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COMPETENCY OUILINE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERTAL

D. Sales Promotion

1,

2,

Knowledge of
the zffect of
sales promo-
tions on the
consumer's buy-
ing decision.

Knowledge of
how merchandise
is advertised
(including brand
names, prizes,
available sizes,
colors, styles,
and models) in
order to be’ +2r
promote or sell
it.

Given the appropriste infor-
mation the student will be
able to:

Explain how sales promotions
are conducted and how they
affect the customer's buying
decision.

Explain the overall advertis-
ing process from the decision
making process to an adver-

tisement to the placing of thel
ad in 8 medium.

Complete Section 5.

Have students complete exercises
from Unit 24 of Problems snd
Projects r Retailing Principles

and Practices using the same unit

of the test as a reference.
1AP 1 (ADV), compt. OL1l, 175, 073.

Have someone from an advertising
sgency or someone responsible for
advertising within a marketing and

distribution organization spesk to
the class.

LAP 3 (ADV), Compt. 044.

My Job Mamal--Distributive
Education by Bouchard (Conrad)

Marketing In Action by Wsrmke,
Palmer and Nolan (South-
Western) Chapter 15

F:oblems and Prolects for
Retailing PrinciPles and

Practices by A hmun and
Ferguson {(Gregg), Unit 24

Retail Herchandising by
Wingate and Samson (South-
Western, 8th), Chapter 13

Marketing in Action by
Warmke, Palmer, and Nolan

(South-Western, 8th), Chapter
13

Market ing and Distyibution
by Mason, Rath and Ross (Gregg)

Part 30

Advertising Planning &
Techniques by Ssmson (South-

Western), Section 2

206
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COMPETENCY OUTLINE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERTIAL

3.

Attitude that
advertising
ghould be comp-
limented with
attractive dis~
plays and effi-
cient sales
force.

207

Explain why it is necessary
to coordinate advertising with
attractive displays and an
efficient sales force.

View the "Advertising Store"
filmstrip.

Have students read different
references and, after discussing
it among others in their group,
describe what can happen in situ-
ations where advertising, display,
and personal sales efforts are not
coordinated, Have them discuss
principles concerned with such
coordinatien.

LAP 7 (ADV), Compt, 039,

Fundamentals of Selling by
Wingate and Nolan (South-

Western) Chapter 13

Salesmapship by Kirkpatrick
and Russ (South-Western)
Chapter 10

Proctor & Gamble

Retailing Principles and
Practicea by Richert, Meyer,

Haines and Harris (Gregg)
Part 16

Marketing in Action by Warmke,

Palmer and Nolan (South-
Western, 8th) Chapter 13

Retail Merchandising by Win-
gate and Samson (South-Westernﬁ
8th) Chapter 13, Part A

Salesmanship by Kirkpatrick
and Russ (South-Western) pp.

197-202

amentals of Selling by
Wingate and Nolan (South-

Western, 10th) Chapter 13,
Part A

208
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COMPETENCY QUTLINE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERTIAL

4,

3.

Skill in build-
ing displays.

Knowledge to
develop the con-
trol theme of
the basic idea
for ads.

Construct display using sound
display principles.

Dress maneauins for displays.

Explain the basis principles
repregented by the acronym
AlDA.

Build a display promoting National
DECA Week and/or National voca-
tional Education Week.

Read "Principles of Display” and
respond to Section D questions.

LAP 13 (Display), Compt. 193.

Divide the students into groups
and have them construct a display
using téchniaues described in the
references.

LAP 27 (Display), Compt. 226.

LAP 32 (Display), Compt. 206, 216,
233.

Using the text as a reference,
have the students develop an ad-
vertisement utilizing the acronym.

Have students view film.

Fundamentals of Selling by
Wingate and Nolan (South-

Western, 10th) Chapter 14,
Part D

Retail Merchandising by
Wingate and Samson (South~

Western, 8th) Chapter 14,
Part E

Fundamentals of Selling by
Wingate and Nolan (South-

Western, 10th) pp 412-413

Film: "Effective Writing:
learning from Advertising
Language” Indiana University
A~V Center, #ESC 1355

210
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COMPETENCY OUTLINE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERIAL

6, Knowledge and
skill in the
design of ad
layout for news-
papers,

7, Skill in express When provided with information|

ing factual in-
formation in
copy writing.,

Design a newspaper ad for a
atore promotion,

on a product, produce copy
presenting the facts in a
clear and conciase manner,

Complete exercises in Problems

and Projects for Retailing Prine-
cirles and Practicea, Unit 18,

LAP 6 (ADV), Compt., 055.

Participate in the Indianapolis
Star and/or News "Newapaper in the
Classroom Program' Field trip to
your local newapaper.

Divide students into groups

and have them develop an adver-
tisement for a local newapaper;
have the clasa judge these based
on criteria they have developed
after referring to the reference.

Enter DECA Advertising Services
Competitive Event or Ad Layout
Event (state event only).

Have atudenta write advertising
copyY from basic information and
allow them to compare it with
othera,

Problems and Projects for
Retailing Principles and

Practicea by Ashmun and
Ferguson (Gregg), Unit 18

Fundamentals of Selling by
Wingate and Samson {South-

Western, 10th) Chapter 13,
Part B

Advertiaing in the newapaper
by Indianapolis Star & News

Salesmanahip by Kirkpatrick
and Ruas (South-Western)
Pp» 206207

Advertising Planning Techniaues'
by Samson (South-Western)

Section 5

Indisna DECA Handbook

Salesmanship by Kirkpatrick
and Russ (South-Western)
PP. 205-206

Retail Merchandising by
Wingate and Samson (South-
Western, 8th) Chapter 13,
Part B 19

-, Fo
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COMPETENCY OUTLINE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERTAL

£. Operations: Stock

Control/Facility

Safety

1. FKnowledge of
receiving, mark-
ing, pricing,
and inventory
control,

2, Xnowledge of the
procedures for
reporting and
handling damaged

2 11;Trchandise .

Q

Given the appropriate informa-
ticn the student will be able
to:

List and discuss steps involved
with receiving merchandise.

Describe why merchandise must
be marked and list the kinds
of information that may be ine
cluded on the price ticket.

Explain how prices might be
set,

Sumnarize what is meant by
inventory control,

Explain procedures to be taken
when receiving merchandise
that is damaged.

LAP 6 (ADV), Compt. 056,

Have students complete selected
exercises in Problems and Projects

Problems and Projects for
Retailing Principles and

for Retailing Principles and Prac-

Practices by Ashmun & Ferguson

tices, Part 52.

Visit the receiving department of g
local warehouse and ask the manager
to show students the procedures
followed in accepting a shipment
from a carrier,

LAP's 4-~8 (OPS).

Have students move hypothetical
products through the entire procesﬂ
in a simulated store.

Have students read selected refer-
ences on receiving, then "check-in"
a mock delivery containing damaged
merchandise.

(Gregg), Part 52

Basic Retailing & Distribution
Levy, Feldman, Reich (Pitmean,
3rd), Chapter 16, 17, 18.

Retail Merchandising by Wingate
and Samson {Socuth-Western, 8th)
Chapter 9

Receiving, Checking, and
Marking by Texas Inatructiocnal
Materials Center

Hendling Materials by Tyler
and Corenthal (Gregg), Unit 7

Retailing Principles and Prac-
ticcs by Richert, Meyer,
Haines and Harris (Gregg)

Part B

Retail Merchandising by Wingate
and Samson (South-Western, Sth)
p.285 214
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COMPETENCY OQUTLINE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

.

REFERENCE MATERIAL

Skill in using
forms and
records neces-
sary for inven-
tory control.

Knowledge of and

proper attitude
toward the im-
portance in
stockkeeping in
avoiding errors
or losses that
may affect com-
pany profits.

Draw a flow chart comparing
and contresting the perpetual
and the periodic (sometimes
termed physicel) inventory
systems.

Explain how poor atock control
may result in excessive, expen=
siva, and less than optimum
profits.

1AP 11 (OPS), Compt. 634.

Develop an exercise around a mock
inventory; have students determine
the cost of goods sold using the
perpetual and periodic systems.

Have students obtain copies of all
forms and reports used in stock
control at their training station.
Compare forms with thoae obtained
by other membera of class.

Have the students calculate a
company'a net income for two situa-
tions~~one where there has been an
error or loss and one where there
was control.

Businass Principles and
Management by Shilt, Everard,
and Johns (Socuth-Western, 6th)
PP.225+234

Business Principles and
Management by Shilt, Everard,

and Johns (SoutheWestern, 6th)
PP. 234-238

Retailing Principles and
Practicea by Richert, Meyer,

Haines, and Harris (Gregg)
Part 49

Handling Materials by Tyler
and Corenthal (Gregg)
Chapter 32

Fundamentals of Selling by
Wingate and Nolan (South-

Western) Chapter 12, Part D

Retailing Principles and
Practices by Richert, Meyer,

Haines, and Harris (Gregg, 6th)
PP- 429=430

Business Principles and
Management by Shilt, Everard,

and Johns (South-Western, 6th)
PP. 234-235

R16
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COMPETENCY OUTLINE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERTAL

5.

6.

7.

Knowledge of how
cereful use of
supplies will
help control

expenses.

Knowledge of the
Occupational
Safety and Health
Act (OSRA) regu-
lations.

Knowledge of the
functions of
facility main-
tenance.

Explain how the resulte of
careless use of supplies are
similar to those of poor stock

keeping.

Explain the importance of this
act to both the retailing
employee and retailing manager

Describe actions recommended
by experts that reduce the
probability of accidents,

Hav: students calculate the net
ircome in a situstion in which
there has been a misuse of supplie#
and synthesize why the effect is
the gsame as theft and other forms
of poor inventory control.

1AP 15 (OPS), Compt. 619.

Have the students complete selecte

activities from Problems and Pro-
lects for Retailing PrinciPles and

Practices, Unit 16,

Have the students satudy the
resource materials then assure the
Tole of a manager or employee and
explain the importance of this law
to then.

invite OSEA representatives to
talk about the role of OSHA in
retailing, wholesaling, and ser-
vices businesses.

Have an insurance agent speak with
the claszs on measures he suggests
to his clients to reduce their
insurance risk.

LAP 1 (OPS), Compt. 61&.

Problems and Prolects for
Retailing Princirles and

Practices by Ashmun and
Ferguson (Gregg, 6th) Unit 16

All About OSHA by U.S. Depart-
ment of Labor, Occupational
Safety and Health Administration

Business Princibles and
Management by Shilt, Everard,

and Johns (South~Western, 6th)
PP« 545=546

Business Principrles and
Management by Shilt, Everard,

and Johns (South-Western, 6th)
PP« 544-545 .

R18
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COMPETENCY QUTLINE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERIAL

8.

2.

Skill in per-
forming good
housekeeping
techniques for
safety and
appearance.

Knowledge of how
propexr care of
eauipment and
proper stock
arrangements car‘
help prevent
accidents.

Take an active part in maine
taining the class area in an
attractive and safe manner.

Describe principles for per-
sonal safety, safe working
practicea snd safe uae of

eguipment.

Describe wiat to do in case
of a robbery, and how you

could protect the safety of
yourself and your customers.

1AP 1 (OPS), Compt. 750.

1AP 2 (OPS), Compt. 660, 732, 777,
778.

Prepare and give the clae’ a
lecture over personal safety rules
safe working practices and safe

use of equipment.
1AP 2 (0PS), Compt. 615.

Implement the teaching unit.

Invite police officers to speak
to class gbout how to safely
handle a store robbery.

Materiale Handling by Tyler
and Corenthal (Gregg) Chapter
36

Your Career in Marketing by

Beaumont , Langan, and Taylor
(Gregg, 2nd) py- 374-375

Sugpested Lesson Plans in
Safety Fducation by the National
Association of D.E. Teachers

Retail Merchandising by Wingate
and Samson (South-Western, 8th)

p. 304

Materials Handling by Tyler
and Corenthal (Gregsg) Chapter
35

Safety and You on the Job by
Ohio D.E, Materials Lab

#125«C7

220
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COMPETENCY QUTLINE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERIAL

III.

Basic Skills

A,

1,

2.

Conminications

Knowledge that
commmications
between the
various depart-
ments and divi-
sions within a
business will
result in a
more efficient
cperatiocn with
oitusl benefits
to all.

Knowledge and
attitude that
the business'’s
personnel polie
cles are estab~
1ished for the
benefit of the
business and
the employees.

Given the appropriste informa=-
tion the student will be able
tos

Explain vhy communications is
important to efficient busi-
ness operations.

List seven functions of the
personnel department and ex~
pPlain the reasons policies are
needed.

After having the students research
the references, brainstorm bene~
fita that might result from effec-
tive communications within a
company.

Listen to "Creating a Friendly
Atmosphere in Your Store." Discues
questions provided with tape.

LAP 40 (HR), Compt. 308.

Complete Chapter 5, pp.256-296,

‘i

Business Principles and
Management by Shilt, Everard,
and Johns (South-Western, 6th)
PP. 477482

Communications in Marketing
by Rowe and Timerson (Gregg,
2nd) Chapter 1

Motivating Mas Unlimited

Business Princivles and
Management by Shilt, Everard,
and Johns (South-Western, 6th)
Chapter 25

Retail Merchandising by
Wingate and Samson (South-
Western, 8th) Chapter 5-E

Retail Merchandisinge-Study

Guide and Projects by Samson
and Lawyer (South-Western,

8th)
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COMPETENCY OUTLINE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERIAL

Fnowledge that
a company's
policies enable
the goals of th
firm to be car~
ried cut and
enables each
person employed
to make a con~
tribution to its
successful oper~
aticn.

Synthesize the relationship
between the’ goals of the firm,

the members of that firm, and
the firm's policies.

Pefine policies and goals.

Complete Problems A & B, pp.15~16.

Have students look up the defini-
tions of policies and goals,

LAP 44 (HR), Compt,. 325.

Complete Problems 1 and 2, p. 35.

Divide the class into groups and
have them take a problem~soclving
approach in determining this
relationship (with the aid of the
resources).

Peoblems and Prolects for
Retailing Principles snd
Practices by Ashmun and
Ferguson {(Gregg, 6th) pp.15-
16

Modern Business Management by
Hicks and Gullett {McGraw-
Hi11) Chapter 6

Retailing Principles and
Practices by Richert, Meyer,
Haines and Harris (Gregg,
6th) Unit 2, Part &4

224
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COMPETEN&I OUTLINE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERIAL

4,

5.

Knowledge and
attitude that
attending depart
mental and/or
business«wide
meetings is a
good way to keep
informed of pro-
motions, chang-
ing methods and
operating
changes.

Skill in commun-
lcating effect-
ively with cus-
tomers, co~
workers, and
supervisors.,

Knowledge of thdg
situation in
which one should
use technical
language and thd
gituations in
which one may
use commonly
understood

language,

Display a positive attitude
toward departmental meetings,

Display the ability to commun-
icate effectively with cus-
tomers, co-workers, and super+
visors.

Dif ferentiate between the
appropriate occasions for
using technical language and
those for using commonly
understood language.

Have students brainstorm reasons
for having departmental business
meetings.

LAP 53 (COMM), Compt. 149,

Complete manual "Communications in

Distribution."

IAP 16 (COMM), Compt. 127.
TAP 42 (COMM), Compt, 160,

Have students complete the activi~

tizs in the Job Activity Guide,

Part 14, related to communication

skills.,

LAP 12 (COMM), Compt. 143,

TAP 13 (COMM), Compt., 123,

Communications in Marketing
by Rowe and Timerson (Gregg,

2nd) Chapter 1

Modern Business Management
by Hicks and Guilett (McGraw-
Hill) Chapter 9

Cemmunicating at Work by
Williams and Eggland (South~
Western), Chapters 2, 3, 4,
5

-Ohio State D.E. Materials

Lab: "Communications in
Distribution” {106-B7)

Your Career in Marketing by

Beaumont, Langan, and Taylor
(Gregg, 2nd) pp.144-148

Your Career in Marketing by
Beaumont, Langan and Taylor
(Gregg, 2nd) pp. 144-149 (and

the Job Activity Guide for
this text)
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COMPETENCY QUTLINE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERIAL

7.

B. Mathematics

1.

Skill in using
effective writ-
ten communica-
tions when
completing selec
ted forms and
reports.

Skill in calcu-
lating problems
involving weighty
and measures.

Skill in taking
and calculating
information nec-
essary on an in-
ventory sheet.

Complete given forms and
reports in a manner that will
commmnicate the intended
message.

Know the standard units of U,S
measurement.

tract fractions and percenta

Multiply, add, divide and sug
with 100% accuracy.

Properly read an inventory tag.

Correctly calculate inventory
extensions.

Complete an inventory sheet.

Describe the types of records
necessary in a typical business
and explain why they are needed.

LAP 27 (COMM), Compt. 094.

Review basic skills taught in
DE. I&III.

Complete exercises in Chapter &,
LAP 27 (MERCH), Compt. 401 & 414,
LAP 40 (MATH), Compt. 351.

LAP 2 (MERCH), Compt. 461.

LAP 3 (MERCH), Compt. 400, 445,
& 476.

Complete Lesson 16.

Complete exercises in Chapter 5.

Retail Merchandising by
Wingate and Samsen (South-

Western, 8th) Chapter 1%

Communication in Marketing
by Rowe and Timerson (Gregg,
2nd) p. 99

Mathematics in Marketing by
logan and Freeman (Gregg, 2nd)
Chapter 4

Marketing Math by Stull
(South-Western) Section 1

Pigtributive Education
Mathematics by Zuan (Conrad)

Retail Selling by Bodle and
Corey (Gregg, 2nd) Chapter 16

Mathematics in Marketing by
logan and Freeman (Gregg. 2nd)
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COMPETENCY OUTLINE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERTAL

3., Skill in check-
ing the accuracy

of invoices pro-
cassed.,

4, Skill in planning Develop a realistic personal

and using a per-
sonal budget.,

223

Figure mail, postal, and transi
portation charges,

Skill in figuring cash, series)
and trade discounts,

budget,

Take inventory for school store
or local department store.

LAP 7 (MATE), Compt. 359,

LAP 28 (MATH), Compt., 366 & 378,
Complete Lesson 10,

LAP 20 (MERCH), Compt, 409, 411, &
465,

LAP 21 (MERCH), Compt., 486.

Complete exercises in Chapter 6,

LAP 29 (MATH), Compt. 365.
LAP 30 (MATH), Compt, 385.

Show film on budgeting and give
the class local classified ads,
a reascpnable hypothetical check,
etc,, so they might produce a
personal budget,

Marketing Math by Stull
(South-Western), Section 5

Distributive Education
Mathematics by Zuan (Conrad)

Mathematics in Marketing by
Logen and Freeman (Gregg, 2nd)

Film: 'Consumer Skills:
BudgeCing Your Money" Indiana
University A-V Center #BSC-
160

230
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COMPETERCY OUTLINE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES .

REFERENCE MATERIAL

5, Knowledge of
the concept of
credit and how
it is used.
(Study this
competency from
the vieuwpoit of
the student us-
ing credit)

6, Knowledge of the} Explain benefits of aavings to

concept of
gavings,

231

Describe the means by which
records are maintained and the
store reserves payment for
credit purchases,

the individual and to those
who use the money,

Resd and respond to workbook
questions in Part 30 (Credit
Accounts),

Show £ilm on c¢redit buying and
lead class in a discussion of the
key points,

Show film to class and fellow with
a discusaion of the key points
relating them to the student's
personal life,

Problems & Proiects for

Retailing: Principles and
Practices by Ashmun and
Ferguson (Gregg, 6th)

Film: "Consumer Skills:
Buying on Credit" Indiana
University A-V, #BSC~163

Retail Merchandising by

Wingate snd Samson {South-
Western, S8th) pp.156-169

Credit and Collections
South-Western D.E. Series

Basic Retail Credit by D.E.
Ingstructional Materials Lab,

University of Texas

Film: "Consumer Skills:
Saving and Investing'' Indiana
University A-V Center,
#BSC~165

Retail Merchandiging by
Wingate and Samson {(South-

Western, 8th) p, 117

Retailing Principles and
Practices by Richert. Mever,
Haines, and Harris (Grecsg.
6th) p, 413

232
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COMPETENCY OUTLINE

PERFORMANCE OBJECTIVY

LEARNING ACTIVITIES

REFERENCE MATERIAL

7.

Skill in calculating
payroll checks and
deductions.

Figure commissions with 100%
accuracy.

Complete lesson 8.

Verify students' actual payroll
checks.

Calculate earnings for simulated
store or school store staff.

Complete exercises in Chapter 8,

Materials from local banking
institutions.

Business Principles and
Mansgement by Shilt, Everard,
and Johns (Sout!.-Western, 6th)
Chapter 17

Distyibutive Education
Mathematics by Zuan (Conrad)

Retailing Prig‘cigleg and
Practices by Richert, Meyer,

Haines, and Harris (Gregg,
6th) Unit 1, Part 3

ics in Marketing by
Logan and Freeman (Gregg, 2nd)

234
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COMPETENCY QUTLINE

PERFORMANCE OBJECTIVE

LEARNIIG ACTIVITIES

REFERENCE MATERIAL

1v.

A.

1.

Social Skills

Business and Social
Skills

Knowledgae and
attitude that an
enployee must be

willing to accepg

and adjust to
changes.

Skill in sugg:st:
ing changes to
management,

Given the appropriate informa-
tion the student will be able
to:

Daily demonstrate the ability
and desire to accept and ad-
just to changes in his/her
environment.

Suggest changes to an authori-
ty figure in a manner that
will have a high probability
of being accapted.

Complete Case Problems 1 & 2, p. 44,

Have students develop a list of
time in their lives yhere they've
had to adjust to chsnge and wmake
the best of the situation.

Have students read Future Shock.
1AP 14 (HR), Compt. 316.
LAP 15 (HR), Compt. 301.

Have students read the reference
(or lecture over the material) and
discuss "welve ways to yin people
to yowr way of thinking" and how
these principles may be put to use
in their D,E. ac¢tivities.

Have students role play the suggest
ing of a change to a superior.

Personality Development by
Russon (South-Western, &4th)

Future Shock by Alvin Toffler
(Bantam Books)

How to Win Friends and

Influence People by Dale
Carnegie (Pocket Books)

Part III

23

v}
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COMPETENCY QUTLINE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERIAL

B, Human Relations

1,

2,

3.

Knowledge of how
to build sound
working relationd
ships {n "forced'
associations,

Knowledge of how
to develop and
maintain a
pleasant working
environment .

Skill in main-
taining an ob-
jective point of
view in problem
situations.

Given the appropriate informad
tion the student will be able
to:

Synthesize technicues for
building sound and harmonious
relationships.

Demonstrate in daily activi-

ties the ability to work with
others {n & congenial and con-
gtructive manner.

Have students listen to or
read presentations of two
gides to an issue, identify

main points, supporting pointg,

and biases displayed.

Demonst rate an objective point
of view during problem situa-
tions throughout the school
year.

Complete exercises, Section 9.

Case sgituation #45,
LAP 35 (HR), Compt. 321,

Have the students participate in
H Relations .

Complete Case Situastion #9.

Complete Chapter 2 exercises.

How to Win Friends and

Influence People by Carnegie
{Pocket Books) Part II

My Job Marual by Bouchard
(Conrad)

Human Relation Cases by Canei
(Ohio D.E., Materials Lab)

p. 99

Ohio D.E. Materials Llab,
#814-E3

Human Relat by Canei

(ohio D.E. Materials Lab)
P. 22

Communications in Marketing
by Rowe & Timerson (Gregg)
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COMPETENCY QUILINE

PERFORMARCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERIAL

c.

Ethics

Knowledge,
skills, and atti
tudes necessary
te avold making
misrepresenta~
tions of people,
products, and
policies to
others (Use hon-
esty in dealing
with others).

Knowledge that
cus8tomers and
fellow workers
must be treated

" ethically.

23)

Given the appropriate informa-
tion the student will be able
to:

Rephrase statements of half
truths into ethical statements

»
Exhibit ethical qualities in
daily D.E. activities.

Demonstrate the ability to
distinguish ethical treatment
from unethical treatment.

Read "Ethics in Selling' and answer|
the Problems 1 and 2, p. 540.

LAP 24, Compt. 289.

Complete exercise F, p. 87.

Have students develop a panel dis-
cussion on why customers should be
treated ethically.

Have each student write 5 unethical
ways to treat a fellow worker.

Role play variocus situations con-
cerning ethical behavior.

Retailing Principles and
Practices by Richert, Meyer,

Haines, & Harris (Gregg, 6th)

Salesmanship Fundamentals by
Ernest and Ashmun (Gregg, 4th)
pp 76-79, 336-337 and 439-442

Problems and Projects for
Retailing Principles and
Practices by Ashmun &
Ferguson {(Gregg, 6th)

The Ethical Basis ofykconomic

Freedom by Ethics Resource
Center

Some Views on the Issue of

Buginess Ethics by Ohio D.E.
Materials Lab
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COMPETENCY QUTLINE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERIAL

V. Marketing & Distribution
in the Economy

A, American Business anl

the Free Enterprise
Syatem

1,

2.

Knowledge of the
concept of sole
proprietorship,
partnership, cor{
porations, and
cooperatives,

Knowledge of the
relationships
among elements
in the organiza-
tion of a busi-
ness, including
management and
labor.

- LA
Given the appropriate informae

tion the student will be able
to:

Compare and contrast proprie-
torships, partnerships, and
corporations,

Discuss the effects of organ~-
{zed labor on managenment.

Play ''Corporate Decisions--An
Interaction Game.,"

Complete Case Studies 5-1, 5-2,
(pv 95).

Complete "Continuing Project"

Complete Marketing Project 3,

Have a small business ocwner talk
to the class about his decision to
select one of the three forms of
ownership, ’

"Corporate Decisions-=An
Interaction Game" by Ohio
D.E, Materials Lab

Business Principles and

Management by Shilt, Everard,
& Johns (South-Western, 10th)
Chapters 4-5

Project Activity Guide for
Marketing & ‘Distribution by
Mason, Rath & Ross {(Gregg)
p. 11

Your Career in Marketing by
Beaumont, Langan, & Taylor
(Gregg, 2nd) Part 16
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COMPETENCY OUTLINE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERIAT,

B,

The Functions of
Marketing and
Distribution

1, Knowledge of h
utility adds UT
value to goods
and gervices.

2, Knowledge of the
competitive
nature of market!
ing.

Given the appropriate informa-

tion the student will be able
to:

Explain correctly how markete-
ing creates utility.

List and explain correctly how
form, place, time, and posses-
sion utility add value to
goods and services.

LAP 3 (MKT & ECON).

Taking a product of students'
choice, have students explain how
the 4 utilities added value to the
product,

Complete '"Marketing Project 4%

Explain correctly why business%s LAP 9 (MKT & ECON).

competing in the marketplace
must achieve product quality
and performance combined with
reasonable price to be success-
ful.

LAP 11 (MKT & ECON).

Complete ''Learning Experiences" in
Our Economic System.

Consult a local businessperson to
determine the effects of foreign
competition. Find out how he/she
combats competition from foreign
trade. Tape and report to class,

Have students make a list of
foreign-made products they use.

Your Career in Marketing by
Beaumont, Langan, and Taylor

(Gregg, 2ud), p. 38

Marketing in Action by Warmke,
Palwey, and Nolen (South-
Western, 8th) Chapter 1, p. 5

Project Activity Guide for
Marketing and Digtribution

by Mason, Rath, and Ross
(Gregg, 2nd) p. 15

Our Economic System, "Who
Cheers When Products Work?"
by Campbell (Sears) p, 26
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| COMPETENCY OUTLINE

-
1

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERIAL

3.

Knowledge of the
federal, state,
and local regu-
lations affect-
ing competition.

Knowledge of the
factors influencH
ing the future of
marketing and
distribution in
the economy.

Knowledge of the
economic factors
affacting employ-
ment in market-

ing & distribu-
ti%n.

Describe how the govermment
controls monopolies, the func-
tions of EPA and the Bureau
Standards, and the meaning of
fair trade laws and trademarks,

Explain correctly the effect of
business cycles and fluctua~
tions, government controls and
regulations, and advanced tech-
nology on the future of market+
ing and distribution.

Explain correctly the relation-
ship between capital investment
and employment.,

Play game having gtudents guess
various trademarks.

LAP 16 (MKT & ECON),
LAP 20 (MKT & ECON).

View Amexrican Enterprise Free-Loan
Film Series.

Conduct 'Learning Experiences: in
Ouxr Economic System,

View "Its A Capital Idea" filmstrip
series (4).

Complete the 'Learning Experiences"
in Our Economic System,

Jusiness Principles and
Management by Shilt, Everard,
and Johns {South-Western, 6th)
Chapter 30

Retail Merchandising by Wingate
and Sampson {(South-Western,
Eth) Chapter 18a-c

Basic Retailing and Distribu-

tion by Levy, Feldman and Reich
{Pitman) Unit 5

Film: '"Government' {(Modern
Talking Picture Service)

Our Economic System, "What
Ever Happened to the Nickle
Cundy Bar?" & "You Pay for
What You Get' by Campbell
(Seaxs), pp. 24 & 46

Its A Capital Idea" film by
Walt Disney

Our Fconomir System, ''More
Jobs, There is a Way'" by
Camphell (Sears) r. 38
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COMPETENCY OUTLINE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERIAL

C.

Fundamentals of the
Channels of Distri-
bution

1. Knowledge of the

distribution
process in
wmarketing.

Lol
o
-1

Given the appropriate informa-
tion the student will be able
tos

Correctly define c™annels of
distribution.

Discuss correctly the role of
distribution in the marketing
process.

Compare and contrast cdf}ectly
the differences in retailing,

vholesaling, and agent middle~
men.

Have students make a list of
spesial programs in their community
which exist to combat unemployment.

Have students write to Invest in
America Council and NFIB for econ-

onic information on factors affect-
ing unemployment.

LAP 18 (MKT & ECON).

Complete Project 14.

Complete "Things to Think About,
To Do, & To Discuss'!

Invest in America Council,
National Federation of
Independent Businesses

Marketing Principles, ''Chan-
nels of Distribution”
transparsncies {(Gregg)

The Economics of Marketing
by Klaurens (Gregg) Chapter 10

Marketing & Distribution by
Hason, Rath, & Ross (Gregg,
2nd) p. 162

Distribution & Distributive

Careers by Grandfield & Gold
(Fairchild) p. 27
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COMPETENCY QUTLINE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERIAL

2,

40

Knowledge of the
importance and
functions of the
channels.

Knowledge of
direct and indir-
ect channels of
distribution,

Knowledge of the
process required
to move products
from producers
to consumers.

Discuss correctly the services
that middlemen perform and why
these are important.

Discuss correctly why some
producers gell directly to
consumers as opposed to those
who use a series of middlemen.

List correctly the ways which
products can be physically
distributed from producer to
consumer,

Complete "Things to Think About,
To Do, & To Discuss!

Have students select a consumer
product and then contrast the bene-
fits of using direct and indirect
channels of distribution for that
product,

Visit a Jr. Achievement Company
and see how they get their product
from producer to consumer.

Complete activity "Things To Think
About, To Do, and To Discuss".

Visit a warehouse, alrport trans-
port center, or trucking terminal.

Select a warehouse in your commun~
ity and have students determine the
services it offers and types of
products it handles.

Complete "Marketing Project" p, 330

View DECA Supply Service slide«tape
presentation in distribution pro-
cess.

Distribution & Distributive
Careers by Crandfield & Gold
(Fairchild) p. 40

Marketing & Distribution by
Mason, Rath, Ross (Gregg, 2nd)
p. 164

Distribution & Distributive
Careers by Grandfield and
Gold (Fairchild) p. 29

Materials Handling by Tyler
and Corenthal (Gregg) Unit 6

Marketing and Distribution by
Mason, Rath, Ress (Gregg, 2nd)

Unit 8

DECA Supply Service by DECA
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MARKETING MANAGEMENT
D.E. V& VI

Marketing Mana-sment (D,E, V & VI) « ,5 unit of credit, Provides instruction in the scope and
importance of Marketing Management, continuing career identification and development, and further in~
tegration of the Distributive Education Clubs of America (DECA) program of activities, Provides
advanced instruction including real and/or simulated occupational experiences in the marketing functions
to enable students to enter, continue and/or advance in a marketing and distributive occupation,

Emphasis is placed on the complexities of marketing management, competency development in human relations,
communications, mathematics, retail management, sales promotion, merchandising, operations, adminis«
tration and supervision. This course should include real and/or simulated occupational experiences

such as those available through the Distributive Bducation Clubs of America (DECA) program of activities,
Cooperative on~the~job training may begin or continue during this course to provide real marketing
occupational experience,

Course Goals for Marketing Management are:

1, Enable students to begin, continue, and/or advance in supervisory positions in marketing and
distributive occupations.

2, Introduce students to the complexities of marketing management.

3. PFurther develop students' skilla in the marketing, basic, social and economic competencies.
4, Enable students to engage in marketing research project(s).

5. Enable students to continue to participate in appropriate co-curricular DECA activities.

6, Enable students to assess their progress in reaching their career objectives,

7, Fnable students to understand complex problems of marketing and dist}ibution.

8, Enable students to know, interpret, demonstrate, and apply marketing competencies necessary
in their selected career objectives,
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COMPETENCY QUTLINE PERFORMANCE OBJECTIVE . LEARNING ACTIVITIES REFERENCE MATERIAL
1. INTRODUCTION TO Gilven the appropriate informa-

DISTRIBUTIVE EDUCATION | tion and/or material, the -

V and V1. student will pe able to:

A. Scope and Impor-
tance of D. E. ¢

and VI,
1. HKnowledge of List the objectives of D. E. Teacher presentation of objectives | Course syllabus prepared by
objectives for |V and VI, followed by class discussion. teacher.

D. E. V and VI,

2. HKnowledge of Explain the rules and proce- Have students put a bulletin Bulletin boards from the
D. E. V and VI [dure that will be followed in board up describing rules and OHIO D. E. Materials Lab.
classroom the class. procedures of class.

operations.

3. Knowledge of Identify the course require- Pevelop calendar for year setting §D. E. Calendar from the
D. E.V and VI |ments. up due dates for each requirement. | OHIQ D. E. Materlals Lab.
requirements.

4. Knowledge of Describe the operating proce- Review and complete training plans,] Organization and Adminigtration
cooperative dures and reporting system for | agreements, and weekly wage reportsl.of D. E. by Crawford and Meyer.
program/project|cooperative program/project
plan operating |plan.
procedures.

5. Attitude that (Explain vhy distributive edu- Students write in a class notebook | "D. E.; The Cholce 1s Yours"

distributive cation is important t¢ them or a journal or on a handout why Film.
education 1is a |and how they will benefit from [ D. E. is important to them and how
sound program. |the program. they will benefit from the program.
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COMPETERCY OQUTLINE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERIAL

Integrating DECA
inte D E. V and VI

1. Attitude that
integrating
DECA intc D. E.
Vand VI is
necessary and
degirable,

Skill in
developing and
carrying out a
program of
work.

Skill in in-
forming the
various publics
of DECA chapter
activities.

Join local chapter and partici-)
pate as an officer or committeel
member .

Write a local chapter program
of work that includes activi~
ties, goals, ways and means,
accomplishments, budget, and
calendar.

Design an individual plan that
includes ways for informing
family, friends, employers, and
acquaintances about DECA.

Serve on committee responsible
for organizing this year's
chapter.

Class discussion concerning inte-
grating DECA intc the course.

Have former students now success=
ful who were active discuss with
class advantages of DECA and how
their participation helped them.

Class discussion concerning ideas
for this Year's chapter activi-
ties.

Divide chapter intc committees
responsible for planning appro-
priate activities.

Teacher presentation of past
chapter activities dealing with
informing the variocus publics
about DECA,

Class discussion of appropriate
individual and chapter communi-
cation activities.

ational DECA Handbook

Current gchool DECA Guide.

"All About DECA" filmstrip

series.

Developing a Program of
Activities for Local DECA

Chapters from the OHIO
Materials Lab.

D. EI

National DECA Handbook,

Developing a Program of
Activities for lLocal DECA

Chapterg from the QHID
Materials Lah.

D. E.

National DECA Handbook.

ldeas for lLocal DECA Projects
from the OHIO D. E. Materials

Lab.
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COMPRTENCY OUTLIRE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATFRIAL

f;.

5.

Advanced know-
ledge of DECA
competitive
activities and
their appropri~-
ateness in
aiding the
accomp lishment
of student

‘goals.

Advanced skill
in participat-
ing in DFCA
activities at
the various
levels.

Select appropraite DECA compet-~
itive event(s) and design an
individusl plan for preparation,

Determine DECA activities and
levels to pezrticipate in,

Set personal goals for partici-
pation in DECA activities at
the various levels,

6. Advanced skiil Efficiently provide aiternate

in problem
solving and
leadership.

solution to a problem and
explain vhich course of action
would be most appropriate in
accomplishing a goal.

Display leadership skills
comensurate with individual

lability.

Attend Ball State University DECA
Rodeo.

Read various cemmatitive event
explanations ¢ c¢ional DECA Hand-
book).

Class discussion of competitive
events wich special reports from
past participants.

Attend and participate in DECA
activities:

Local

District

State

Reglional

National

Review procedures for problem
solving through class discussion.

Solve case problems related te
personal situations common to
D. E. students.

Conduct mini«leadership develop-
ment lab (ask your district presie
dent to help you arrange this and
conduct 1it).

National DECA Handbook.

Competency Based Competitive
Events Handbook from
National DECA,

Pollow Me Through the New
Series Competency Based Events"
filmstrip from National DECA.

National DRCA Handbook.

DECA Leadership Simulation from
the CHIO D, E, Materials Lab.

Leadership Training Guide for

DECA Officers from the OHIO
D. E, Materials Lab.

LDI Materigls.
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COMPETERCY OUTLINE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERIAL

c.

7, Advanced skill
in parliamen~
tary procedure.,

Continuing Career
Develop* .at
{option to yse in
spring, too),

1, Advanced know-
ledge of mar-
keting careers,

Define parliamentary procedure
texms .,

Effectively participate in a
meeting using parliamentary
procedure skills.,

Explain career interest in
terms of newly attained infor-
mation.

Compare and contrast career
interest with a previously
unfamiliar marketing career.

Role play a meeting using various
parliamentary procedures,

Small group practice demonstra~
tions of parliamentary procedures,

Continue investigation of current
career interest, Interview three
new pecple in current career
interest field.

Select an ynfamiliar marketing
career area and investigate it,

Have program adivsory committee
present panel discussioaq con-
cerning various merketing caveer
opportunities,

Leadership Training Guide for

DECA Officers from the OHIO
b, E, Haterials Lab.

Parliamentary Procedure from
the OHIO D. E. Materials Lab,

Naticnal DECA Handbook pp. 65-
68,

Many of the materials listed
for the first and second
year will ke appropriate for
this section, too.

Cuidance Office Materials.

Occupational Outlock Handbook
from the U.S. Dept, of Labor.

Your Career in Marketing by
Beaumont, Langan, and Taylor,

Exploring Wholesaling and
Retailing Careers by Eggland.




COMPETENCY QUTLIRE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERTAL

2,

3,

Advanced skill
in planning
and reviewing
career plans,

Advanced skill
in changing
career plans
based upon
self-evaluation
and personal
goals.,

Attitude that
chosen career
is worthy and
significant,

Review career plans and deter-
mine 1f changes should be based
upon new develocpments,

Conduct a self-evaluation to
determine changed attitudes,
values, and personal goals.

Discuss in pesitive way career
interest,

[Explain the importance of caree™]
interest as a contributor to
others and U.5., economy.

Class brainstorming sessicn to
develop list of situations that
could cause a student to change
career interest.

Using brainstorming iist, students
individually review themselves
and career interests.

Small groups develop lists of
'What I am looking for from my
career."

Through class discussion, combine
small group lists into class

list, Students individually

check items most important to them.

Individually compare important
items with career to find matches
and gaps, Make decision to
continue career plans or change.

Pair up students and explain to
cne another importance of their
career interest, Rotate students
threugh several pairs.

Select students to make oral
presentaticn to younger- students
on their career interests.

Survival in the World of Work
from the OHIO D. E. Materials
Lab, p, 3, "Life Style
Questionnaire”,

Values for pDistributive
Education from the OHIO D, E,
Materials Lab, p, 36.

Toward Matching Persconal and
Job Characteristics, U.S5.

Dept., of Labor,

Values for Distributive
Educaticn, from the OHIO D, E,

Materials Lab, pp., 25-35.

2
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COMPETERCY OUTLINE

PERFORMANCE OBJECTIVE

LEARNING ACTLIVITIES

REFERENCE MATERTAL,

5. Advanced skill
in writing
application
letters and
resume .

£I. SOCIAL SKILLS

Write an application letter and
resume suitable for obtaining
career intereat employment.

Guest speaker to discuss what
should be in letter and resume and
how to write them. This could

be someone from an employment
agency or business person.

Write application letter and
resume, ahow it to business-
person, English teacher, etc.
for feedback. Plan revisions
and rewrite.

All of learning activities for
Cl-5 could be combined into a

"D. E, V and VI Career Development
Project.”

Retailing: Principles and
Practices by Richert, Meyer,
Baines & Harris, p. 10.

Marketing and Distribution
by Mason, Rath, & Ross p. 524,

Retsil Merchandising by
Wingate & Samgon, p. 604.

Survivor in World of Work
from the OHIO D. E. Materials
Lab.

Getting the Job by Lynch,
(Gregg/MeGraw-H111),




COMPETENCY OQUTLINE

PERFORMAnCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERIAL

A, Marketing Manage~

ment Competency
Development in

Human Relations.

1, Working with
others.

a, 8kill in
working
cooperativer
ly with
employers
and super-~
visors.

b, S§kill in
tresting

others as
individuals,

Identify the needs and motiva-
tions of others in a work
sitmtiona

List suggestions for how to
treat others as individuals,

Have students describe an
incident in their lives where
they were not treated as
individuala. Discusu it.

Have students write case problems
concerning understanding others
based on personal experience.
Role play to show proper way of
handling. Complete exercises at
end of Chapter 3, Working at
Human Relations.

Use weekly training station reports
to develop situations commonly
encountered by D. E, students and
discuss,

LAP 22, (HR), Comp, 283,

Class discussion concerning needs
gnd motivations and how an under~
standing of them can lead to a
plessant and cooperative work
environment,

Class discussion of importance of
treating others ss individusls and
how to do this.

LAP 7, (HR), Comp, 268,

Working at Human Relations
by Fruehling, (Gregg/McGrsw-

RHill), chapter 3,

Human Relations in %grkgtinﬂ
by Hiserodt, {Gregg/McGraw-

Hill).
PsycholoRY and Human Relations

in Marketing by Hiserodt, p, 13,

Retailing: Principles and
Practices by Richert, Meyer,
Haines & Rarris, p. 199,

Employee Motivation from the
QHIO D, E, Materiels Lgb.

Working at Human Relations by
Pruehling, (Gregg, McGraw-Rill)

Chapters 12 and 13.

Retailing: Principles and

Practices by Richert, Meyer,

3-7
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COMPETERCY OQUTLINE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERIAL

C,

d.

Skill in
reinforcing
positive
behavior
and pro=
viding
constructkl
criticism.

Knowledge
that to

control

grievances
within the
organizaticn
employees
should be
given timely
information
concerning
policies &
procedurea.

Select appropriate means for
recognizing the accomplishment
of others,

Explain procedures to provide
constructive criticism in a
positive acceptable way,

Discuss. the moat cormon
company policies and proce-
dures that employees sahould
be aware of,

Explain how a grievance
could have been avoided if
the employee had known about
company policies and procee
dures.,

LAP 63, (HR), Comp, 265.

Describe a real example that
student hasg witnessed involving
a reinforcing positive behavicr
and providing constructive
criticism,

Class discuassion on how to
provide constructive criticism.
Compile a 1igt of rules to follow,

TAP = (HR), Comp, 106;

LAP - (HR), Comp, 278,

LAP - (HR), Comp., 277,

Employed atudents serve on panel
to diacuss their company's
policies and procedures.

Guest apeaker to discuss manage-
ment's side of policies and

procedures,

Case Situation No. 54, Humap
Relaticns Canses.

IAP "0’ (HR)’ COl'I'Ip. 1060

IIAP 45’ (HR), Compi 124.

Modern Business ManaRement by
Hicke and Gullett, p, 162.

Retailing: Principles &
Prgctices by Richert, Meyer,
Haines & Harris, p. 347,

Human Relationg Cases from
the OHIO D, E, Materials Lab.

Business Princigles_ggg
Management by Shilt, Everard
and Johns, p. 598, ’

3-8
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COMPETENCY OQUTLINE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERIAL

Skill in
displaying
an appro-
priate
sense of
humor.,

Skill in
demonstrat~
ing good
work habits

Skill in
maintaining
appearance
& health.

4

Describe appropriate sense of
humor in & work situation.

Explain an example of an
appropriate sense of humor.

List good work habits that a
supervisor should show.

Discuss how a supervisor can
display these good work
habits.

Match appropriate appearance
(grooming and dress) with
cccupaticn.

Describe the appropriate
appearance for chosen career
interest.

Explain appropriate personal -

habits necessary to maintain
health.

Clasa discussion what an
appropriate gense of humor is,

Small group discussions of
personal examples (good & bad).

Construct list of good work habits,
Write what each of thes. good

work habits means to students.

Do case situwation No. 47, Human
Relations Cages.

LAP 3, (HR), Comp. 263.
LAP 4, (HR), Comp. 285.
LAP 27, (HR), Comp. 319.

Make a list of perascnal current
health practices that are good
and those that could use
improvements.

Class discuasion concerning
apprepriate appearance. Have
students describe examples for
their career interest area.

Retail Merchandising by
Wingate and Samson, p. 143,

Human Relations Cases from
the OHIO D. E. Materials Lab.

Human Relations Cases from
the OHIO D. E. Materials Lab.

Retailing: Principles and

Practices by Richert, Meyer,
Haines & Harris, p. 373.




COMPETENCY QUILINE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERIAL

2,

h,

i,

Employee Movale
and Motivation,

Skill in
demonstrat-
ing appro-
pricte
ethics,

Skill in

teing sen~
sitive to
the needs off
other in-~
dividuvals,

Define ethics as they apply to
the world ~f work.

Write a code of ethics appro-
priate for thelr career
interest area,

Appraise che needs of
individuals,

Exnlain how the needs of
other individuals can be met,

Guest speaker or panel of business
pecple to discuss ethics in
business.

Class discussion concerning ethics.

Students write a code of ethics
appropriate for their career
interest arxea,

Case problems concerning making
ethical decisions.,

LAP 7, (HR), Comp, 268,

LAP 22, (HR), Comp, 283,

LAP 29, (HR), Comp, 288,

Students write down cone perscnal
example when they were sensitive
to the needs of another perscn,
Compile the best of these exawples
for a class discussiocn,

LAP 50, (HR)’ COTI'Jp. 270.

LAP 51, (HR), Comp 314,

Retailing: Principles and
Practices by Richert, Meyer,
Haines, & Harris, p, 385.

Modern Business Manafement
by Hicks aud Gullett, pp, 403~
404,

Business Principles and
Management by Shilt, Everard,
and Johns, p, 33,

Basic Retailing and

Distribution by Reich, Levy,
and Feldman, p, 218~220,

Same References as II A 1,a,

Human Relations Cases from the
OHIO D. E, Materials Lab.

R74
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COMPETENCY QUTLINE

PERFORMANCE OBJECTIIVE

LEARNING ACTIVITIES

REFERENCE MATERTIAL

a, Knowledge
of appro-
priate
leadership
styles
needed to
motivate
others.

b- KBOWInge
of the
factors
which
appear to
affect
employee
morale.

Describe the different leader~-
ship styles.

Matceh the leadership styles
with the types of people
they are appropriate for.

List the factors that appear
to affect employee morale.

Class discussion of varicus leader-
ship styles.

small groups assigned a leadership
style to determine who it is
appropriate for and role play an
example.

Cagse situation No. 47, Human
Relations Cases.

LAP 33, (HR), Comp, 262,
LAP 37, (HR), Comp. 31l.

m? 38, (H.R), Cm‘ 2“.

Students list factors that affect
their morale at school.

Through class discussion, apply
thege factors to a work situation.

Working students explain the
factors that affect their morale
on=the-job.

Case sitvation No. 50, Human
Relations Cases.

Business Principles and
Management by Shilt, Everard,
and Johns, P« 59,

Emplovee Motivation from the
OHIO D. E. Materials Lab,

PP+~ 20'401

Human Relations Cases from the
OHIO D, E, Materials Lab.

Business Principles and
Management by Shilt, Everard,
and Johne, p. 59%.
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COMPETENCY OUTLINE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERTAL

C.

e,

Knowledge
of the
needa,
desires,
and goals

of employT

ees with
varying
social
and cul~
tural
back~
grounds,

Knowledge
of how to
build

morale in
employees |

Knowledge
of how to
motivate

others for
their best
perfor-
maAnce.,

Describe the needs, desires,
and goals of employees with
varying social and cultural
backgrounds.,

Discuses methods for building
employee morale.

Apply methods for building
employee morale to particulad
situations,

Describe the techniques that
a supervisor can use to
motivate others to do their
best,

Students made a list of their
needn, desires, and goals
related to employment,

Small groups using the student's
lists develop a list for the
various types of employees
asgigned. Representatives of
various groups gexrve on panel
to discuss needs, desires, and
goals.,

Complete activities at end of
Chapters 12, 13, and 14,

Working at Himan Relations.

LAP 37, (HR), Comp, 311.
LAP 38, (H.R), Comp ., 264,

Survey menbers of the advisory
committee or other business
people ag to the methods they
use to bulld employee morale.

Case situation No. 13, Human
Relstions Cages.

LAP 47, (HR)e Comp. 47,

Class discussion concerning what
motivates students to do their

best. Apply these motivations
to the work situations.

Modern Business Management by
Hicks and Gullett, p, 155.

Working at Human Relations by
Fruehling, chapters 12, 13, 14,

Human Relations Cases from the
OHIO D, E, Materials Lab.,

Modern Business Management by
Hicks and Gullett, p, 155.

Psychology, Human Relations
and Motivation by Laird,

Laird, Frevhling, and Swift,
(McGraw-Hill),

Modern Business Management
by Hicks and Gullett, p. 155.
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COMPETENCY OUTLINE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERIAIL

I11.

BASIC SKILLS

A, HMarketing Manage-
ment Competency
Development in
Commmications,

l. Written

Communication,

Skill in
composing
and com=
pleting
corres~
pondence,
reports,
forms, a
notas.

Determine the most effective
form of written communication
to use in various situations.
Write interoffice memorandums.
Write weekly activity reports.

Write quarterly management
reporis.

Write business reéports.

Class discussion of yse of
written communications in
marketing,

Display of various types of
written communication devices.

Given case problems, write a memo
weekly activity report and
quarterly management report for

& business situation.

Select an appropii&ie topic and
write a business report,

Students investigate tYpes of
reports written in career interest
£rey,
m 27’ (comc)’ cm« 09‘!4
LAP 2'3’ (com‘)’ COW.
(coln{d)’ cm.

(COHM. ) » cmc

095 & 133,
LAP 29, 125 & 126,

LAP 31, 129,

Communications in Marketing
by Rowe and Timerson (Cregg/
MeGraw-Hill),

Communications in Marketing from
the OHTO D, E. Materials Lab.

Report Writing for Business by
Lesikar,

280
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COMPETENCY OUTLINE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERIAL

b,

2,

a.

Verbal
Communicationj

Skill in
writing
purchase
orders
legibly
so that
errors in
quantities
shipping,
pricing
informa-
tion, etc|
can be
eliminat-
ed,

8kill in

listening
attentive-
iy to
customers,
employees,
and super-
visors.

List the information usually
provided on a purchase order.

Write purchase orders legibly
and correctly.

Deacribe the four steps to
good listening,

Listen to at least five
instructions from a supervisor
and follow them accordingly.

Teacher presentation with example
or overhead transparencies of

purchase order and what informatiom
they contain.

Practice problems~~writing
purchase crders,

Class discussicn of ramifications
of 1llegibly and incorrectly
written purchase orders.

IAP 29’ (com.)’ Cﬂmpc 126.

LAP 24, (COMM.), Comp. 119.

LAP 26, (COMM,), Comp. 157.

Practice four steps to good
listening in small groups.

Using four steps in role playing
situation, practice listening to
customers, employers.

Retailing: Principles and
Practices by Richert, Meyer,
Haines, and Harris, p. 590.

Bagic Retailing and Distribution
by Reich, Levy, and Feldman,

p. 128,

Retail Merchandising by
Wingate and Samson, p. 266.

Business Principles and
Management by Shile, Everard,

and Johns, p. 590.

BuYing and Prieing by Dorr,
Richert, Mever, and Haines, p. 49,

Conmunications in Marketing by
Rowe and Timerson.

Communications at Work by
Weagraff, (Gregg/McGraw-Hill),
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COMPETENCY OUTLIHE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERIAL

b,

C.

Skill im
communi -
cating
verbally
with
customers|
employees
and supert
visors.

Knowledge
of how to
commouni-
cate with
others to
motivate
them to
work willd
ingly.

Explain basic rules for
effective verbal commnica«
tions.

Verbally communicate messages
to customers, employees, and
supervisors.

List techniques concerning
how to communicate with others
in order to motivate them to
work willingly,

Class discussion of basic rules
for effective verbal communica-
tions.

LAP 37, (COMM,), comp, 096 & 127.

Practice commmnicating verbally
to role playing customers,
employees, and supervisors.
record and critique.

Tape

LAP 37, (COMM,), Comp. 097.

Class discussion of role of
supervisor in motivating
employees to work willingly.

Students liast what motivates them
to work willingly.

Role play communications
situations.

Communications in Marke.ing by
Rowe and Timerson.

Communications at Work by
Weagraff, (McGraw-Nill),

Employee Motivation from the
OHIO D. E, Materials Lab.
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COMPETENCY OQUTLINE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERIAL

B.

Marketing Mansge-
ment Competency
Development in
Mathematics.

1. Math Skills.

a, Skill in
using
calculat-
ing equipq
ment to
perform
math
computa-
tions.

b, Skill inﬂJ
converti
American
standard
measure-
ments to
metric
measure -
ments.,

Per form marketing mathematics
problems on calculating
equipment. (May use personal
pocket calculators or
bugsiness department equipment.)

Convert American standard
megsurement to metric

nmeasurements,

Practice various routine problems.

Apply routine functions to
marketing math problems,

Teacher presentation of metric
measurements.

Students investigate use of
metrics in career interest area,

Practice metric conversion
problems: include problems

related to students' career
interest areas.

Calculating Machine Opersting
Instructions Booklet.

Mathematics in Marketing by
Logan- and Freeman.

A Look at Metrics in

Distributive Education from the
OHIO D, E, Materiazls Lab.

DO
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COMPETENCY OUTLINE PERFORMANCE OBJECTIVE LEAXNING ACTIVITIES REFERENCE MATERIAL

¢. Skill in | Explain bank deposit pro- LAP 4, (MATH), Comp. 355,
necessary! cedure.
banking
functicns
such as
depositing
funds and
endorsing
checks,
etc.

d. Skill in | Ralance cash and total gales Practice problems balancing Mathematics in Marketing by
balaneing| for the department and/or cash and totaling sales, Logan and Freeman, p. 45.
cash and | cash register at the end of
tnializg the day.
sales for
the departl- LAP 17! (m)’ Gomp. 361.
ment and/
or cash
registar
at the
end of
the da}’a

Expericaced students may help
cthers.
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COMPETENCY OUILINE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERIAL

IV. MARKETING
A.

Introduction to
Marketing
Management

1. Functions of
Marketing
Management

a, 8kill in
determin~
ing object
tives and
planning
to acconmpy
lish cbe~
jectives.

Explain typical types of
marketing objectives.

Differentiate between strategy
and tactics.,

Determine appropriate ocbjec-
tives and plan strategy and
tactics for accomplishing them.

Class discussion of importance of
setting objectives, typical types
of marketing objectives, and steps|
in planning.

Guest speaker or panel of business
pecple discuss ocbjectives and plan-
ning in their business.

Divide class in small groups to
represent a marketing management
team, Have teams set cobjectives
and plan for a retall department
in a ficritiocus store.

Complete marketing project 39
Marketing and Distributicn,
pp. 467-468.

Business Principles and

Management by Shilt, Everard,
and Johns, p, 573

Modern Business Management by
Hicks and Gullett, p. 109

Retail Merchandising by Wingate
and Samscn, p. 533

Marketing and Distribution by
Mason, Rath, and Ross, p. 460

Marketing in Action by Warmke,
Palmer, and Neolan, p. 374




COMPETENCY OUTLINE

PERFORMAHCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATRRIAL

Skill in | Describe tools used to organ=-
organize | ize mat- zials, resources, and
ing matert persomnel.

ials, re-

sources, | Explain the typlcal types of
and per- | materials and other resources
sonnel in) used by a marketing manager.
order to

success« | Organize the materials,

fully resources, and personnel nec-
carry out| essary to carry out a market-
plans. ing plan.

Skill in | Discuss methods for supervising
directing| and motivating employees to
operationy carry out plans successfully.
and super

vising and Direct cperations including
motivating supervising and motivating
people in| employees to successfully
order to | carry out plans.

success« '

fully

carry out

plans.

Skill in Explain procedures for evalua-
evaluating/ tion/assessing achievement of
assessing| objectives.

the degre VJ
of achievd- Evaluate the degree of achieve-
ment of ment of objectives.
objectiveq.

Class discussion of organizing
tools, budgets, schedules, poli-
cles, and procedures.

Small groups plan a budget for th
fictitious retail department men-e1
tioned above.

Students plan a work schedule for
the employees of a business
department.

Class discussion of methods for
directing, supervising, and

motivating employees.

Case problem analysis including
selection of methods to direct,
supervise, and motivate.

Small group role playing of case
problem situation.

LAP 14 (MGT), Comp. 782.

Class discussion of procedures fon
evaluating/assessing achievement
of objectives. .

Case problem analysis including
evaluating/assessing the degree
of achievement of objectives.

Small group role playing of case
problem situation.

Marketing in Action by Warmke,
Palmer, and Nolan, p. 401

Business Principles and
Management by Shilt, Everard,

and Johns, p. 578

Marketing in Action by Warmke,
Palmer, and Nolan, p. 401

Business Principles and
Management by Shilt, Everard,
end Johns, Chapter 29

Modern Business Management by
Hicks and Gullett, p. 117

R92
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COMPETENCY OUTLINE PERFORMANCE OBJECTIVE LEARNING ACTIVITIES REFERENCE MATERIAL,

2., Use of Markett
ing Research
in Management
Process

a. Knowledge| List typical business situa- Class discussion concerning bugi- | Retailing: Principles and

that man-| tions that require accurate ness situations that require Practices by Richert, Meyer,
agement information for decision~ accurate information for making Haines, and Harris, p. 355
requires making and problem~solving decisions and solving problems.

accurate situations. Marketing and Distribution by
informa- Mason, Rath, and Ross, p. 236
tion for

decision~| Justify the use of marketing Survey business people to find Modern Business Management by
making & research as a means for pro- typical situations where they Hicks and Gullett, p. 316
problem- viding accur.ite information could use marketing research

solving for declsion~making and informstion.

purposes.| probiem~solving situations.
Use guest speaker or panel to Marketing in Action by Warmke,
discuss use of marketing research | Palmer, and Nolan, p, 216

in business.

Case examples illustrating what Business Principles and
happens when inaccurate informa=- Management by Hicks and
tion is used to make decisions. Gullett, p. 493

Review a DECA studies in marilet~ Marketinfi Research by iHarris
ing manual to see how marketing
research information can be used.

Q O
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COMPETENCY OUTLINE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERIATL

Attitude
that mar-
keting
research
is a de-
sirable
means by
which man
agement
can gathey
accurate
market
data.

Knowledge
of the
steps in=-
volved in
conduct~
ing a mart
keting ret
search
project.

Explain the value of market-
ing research in gathering
accurate information.

Choose to complete a market-
ing research project individ-
ually or with a small group.

List the steps invelved in
conducting a marketing re-
search project.

Small group discussions to deter-
mine advantage of using marketing
research information.

Role playing of management team
trying to decide on whether to
use marketing research or cpinicn
for solving a problem.

Survey business people to find
our how many would use marketing
research information cver manage=
ment intuition.

Teacher presentation of steps
involved in conducting a market-
ing research project.

Clags discussion of steps apply-
ing them to an example of a
marketing research project.

Provide small groups with a copy
of a marketing research project

(DECA studies in marketing manual)
and ask them to identify the stepd.

Marketing Research by Harris,
p. 35

Business Principles and

Management by Shilt, Everard,
and Johns, p. 495

Marketing in Action by Warmke,
Palmer and Nelan, p. 217

Marketing and Distribution by
Mason, Rath, and Ross, p. 238

Retailing: Principles and
Practices by Pichert, Meyer,

Haines, and Harris, p. 355

Petailing: Principles and
Practices by Richert, Meyer,
Haines, and Harris, p. 356

Marketing end Distribution by
Mason, Rath, and Ross, p. 241

Marketing in Action by Warmke,
Palmer, and Nelan, p. 220

Business Principles and
Management by Shilt, Everard,

and Johns, p. 495

Marketing Research by Harris,
p. 33
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COMPETENCY QUTLINE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERIAL

Skill in
identify~
ing a mar
keting
research
problem.

Skill in
planning
and organ
izing a
marketing
research
project.

Identify typical types of
marketing research problems.

Write a clear and definite
statement of the problem for
a marketing research project.

List the questions that must
be answered to solwe this
marketing research problem.

Develop a calendar that in-
cludes all the activities
that muest be completed to
finish a marketing research
project.

Plan data-gathering procedureg.

Develop data-gathering
instrument.

Draw appropriate sample.

Zlass discussion of various typi-
cal marketing research problems.

Small gr~up brainstorming of othey
marketing research problems.

Survey employers, advisory commit-
tee members and other business
pecple to identify marketing
research problems.

Students write marketing research
problem of interest. Work in
small groups to critique and fer-
ther define the protlem.

Class discussion of steps must be
planned and organized to conduct
a marketing research project.

Individually and as a class, read
and discuss data-~gathering proce~
dures, instruments, and sample
selecticn,

Review completed marketing
research projects for procedures,
instruments, and samples.

As individeal or member of a groug
plan data~gathering procedures,
instruments, and select sample fo
a marketing research project.

Marketing Research by Harris,
p. 85

Business Principles and
Management by Shilt, Everard,
and Johns, p. 495

Mariceting in Action by Warmke,
Palmer, and Nelan, p. 232

Marketing and Distribution by
Mason, Rath, and Ross, p. 241

Marketing and Distribution by
Mason, Rath, and Ross., p. 242

Marketing in Action by Warmke,
Palmer, and Nolan, p. 231

Businegg Principles and
Management by Shilt, Everard,
and Johns, p. 495

Marketing Research by llarris,
p. 97
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COMPETENCY OUTLINE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERIAL

B.

Skill in
conduct-
ing and
reporting
of a mar-
keting
research
project.

Marketing Manage-

ment Competency
Development in

Sales Promotion

1.

Overall Sales

Promotion

Planning

a. Knowledge
of variou
target
markets.

Carry out marketing research
project and gather data.

Tabulate and analyze data.
Draw conclusions and make
recommendations based on the

data.

Write report of marketing
research project.

Define target market.

List the target market for a
specific business' sales pro-
motion and advertising.

As individual or member of group,
carry out marketing research pro-
ject and gather data.

Class discussion on procedures for
tabulating and analyzing the data,
drawving conclusion, making recom-
mendations, and writing the final
report.

Review completed projects. Tabu-
late and analyze data. Draw
conclusions and make recommenda=
tions.

Write final report. Present final
report to interested parties.

Class discussion of various target
markets.

Interview various retall outlets
in a shopping area to determine
their target markets.

For other sclected businesses in
small group discussion, determine

their target markets.

Marketing in Action by Warmke,
Palmer, and Nolan, p, 231

Marketing Research by Harris,
p. 97

Marketing and Distribution by
Mason, Rath, and Ross, Part 6

Marketing in Action by Warmke,
Palmer, and Nolan, Chapter 17

300
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COMPETENCY CGUTLINE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERIAL

Individually or in a small group,
select a real or hypothetical
business and describe its target
market(s). Write up as a part of
on~going unit project.

Knowledge | Define promotional objective, | Class discussion of various promo- | Marketing in Action by Warmke,
of various tional objectives, Palmer, and Nolan, p, 241
promotion-
al objec= | List various promotional Discuss promotional objectives with] Business Principles and
tives, objectives, business People responsikle for Management by Shilt, Everard,
gsales promotion and adverstising. and Johns, p, 173
Explain the promotional objec~ | Collect various ads for a business | ketail Merchandising by Wingate
tives of a specific sales pro- | and analyze what theix promotional | and Samson, p, 405
motion and a&dvertising campaigmn.objectives might be.
Basic Retailing and Distribution
For the reul or hypothetical busi~- | by Reich, Levy, and Feldman,
ness, describe the promotional P. 299
objectives appropriate for a sales
promotion and advercising campaign.} Retailing: Principles and
Write up as part of on~going unit Practices by Richert, Meyer
project. Haines, and Harris, p, 143
8kill in List factors that should be Class discussion of factors tc be Business Prineiples and

waking comg-compared and &nalyzed concern-

compared and analyzed.

arison snd | ing a competitor's promotional and Johns, p, 185

analyzing | activities and prices, Guest speaker to explain ¢hat his/

competitords her company looks for when making Advertising and Displaying
promotionai Explain why making comparisons | comparisons for analyzing c¢ompeti- | Merchandise by Samson, p, 8

activities
and prices,

and analyziag competitor's
promotional activities and
prices is lmportant.

tor's promotional activities and
prices.,

Marketing and Digtribution by
Mason, Rath, and Ross, p, 423

302
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COMPETENCY OUTLINE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERIAL

d.

2.

Skill in
plamning
promotional
and insti-
tutional

advertising.

Knowledge
of when to
use promo=-
tional and
institu«

tional ad-
vertising.

Compare and analyze a competi-
tor's promotional activities
and prices.

Plan promotional gchedule for

a real or hypothetical businesd.

Write it up as a part of on-
going unit project.

Describe when it {s appropriateg
to use promotional advertising
and institutional advertising.

Plan promotional and institu-
tional advertising as part of
overall advertising schedule
for real or hypothetical
business,

For the real or hypothetical busi-
ness, compare and analyze a competi
tor's promotional activities and
prices. Write w as part of on-
going unit project,

LAP 2 (ADV) Comp. 004, 050, and
062,

LAP 8 (ADV) Comp. 047.

Class discussion of planning pro-
motion schedule.

Look over a real promotion schedule!
As a case problem, plan a promotionr
schedule.

Class discussion of yhen to use
promotional and institutional
advertising.

Review copies of promotional and
institutional ads and determine why
used when used.

For real or hypothetical business,
determine when to use promotional
and ianstitutional advertising ams a
part of the overall advertising
schedule. Write up for on-going
unit project.

Business Principles and
Management by Shilt, Everard,

and Johnes, p. 186

Business Principles and
by Shilt, Zverard,

and Johns, p, 186

Retail Merchandising by
Wingate and Samson, p. 410

Advertising and Displaying
Merchandise by Samson, p. 13
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COMPETENCY OQUILINE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFFRENCE MATERIAL

f.

g«

Skill in
keeping
personnel
informed
of sales
promotion
activities
within the
retail
business,

Knowledge
of the

amount of
merchandisd
needed to
back up

promotion.

Explain metheds for keeping
personnel informed of sales
promotion activities.

Describe how tc keep the per-
sonnel of a real or hypotheti-
cal business informed of sales
promotion activities.

Discuss the factors that deter-4
mine the amount of merchandise
needed to back up a promotion.

Determine the amount of mer-
chandise needed to back up a
promotion planned for a real
or hypothetical business.

LAP 7 (ADV) Comp. 038

Class discussion of wethods for
keeping personnel informed.

Employed students report on how
they are kept informed.

For real or hypothetical business,
deternine wethods to be used to
keep persconnel informed of sales
promotion activities. Write up
for on-going unit project.

1AP 2 (ADV) Comp, 063 and 014.

Discuss the factors that help deter
mine the amount of merchandise
needed to back up a promotion.

Survey business and see if they havp
any "rules of thumb."

For real or hypothetical business,

calculate the amount of merchandise
needed to back up the planned pro-

motion. Write up for on~going unit
project,

Retail Merchandising by

Wingate and Samscn, p. 418
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COMPETENCY OUTLIRE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERIAL

h. Knowledge
of how to
select merd
chandise
that is

seasonal,
timely, and
in keeping
with the

objectives

of the £iry.

‘ 307

Explain how to salect merchan-
dise that is seasonal, timely,)
and in keeping with the objecs
tives of the firm.

Select merchandise that ig
seasonal, timely, and in
keeping with the promotion
objectives of a real or
hypothetical business.

LAP 2 (ADV), Comp. 045,

Class discussion on how to select
appropriate merchandise for pro=
mot ion.

For real or hypothetical business,
select merchandise that is seasona
timely, and in keeping with the

promotional objectives of the fi
Write it up for on-going project.

Review recent promotions and
merchandise used by lecal busie-
neases.

o

Retail Merchandising by
Wingate and Samson, p. 418

398
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COMPETENCY OUTLINE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERIAL

-2, Budgeting for Sales
Promotion

g, Knowledge of
costs of pro-
motions for
various medie
and methods,
such as adver-
tising, display,
special promo-
tions, etc.

Explain the costs of promo-
tions for verious medis.

Plan a sales promotion budget.

LAP 3 (ADV), Comp. 002,

Class discussion of costs of
promotion for various media and
methOdﬂv‘

Have representatives of local
newspaper(s), ad agencies, etc.
serve on psnel to discuss costs.

Examine ads and other promotions
of local businesses snd calculate
their costs. Verify if possibile.

TFor promotion Planned in previous
mit, calculate a budget.

Harketing and Distribution
by Mason, Rath, and Ross, ps 361

Business Principles and
Management by Shilt, Everard,
and Johns, p, 185

Retail Merchandising by
Wingate °nd Samson, p- 416

Advertising and Displaying
Yerchandise by Samson, p. 15
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COMPETENCY QUTLINE

PERFORMANCE OBJECIIVE

LEARNING ACTIVITIES

REFERENCE MATERTAL

b,

Knowledge that
the firm may
recelve ad-
vertising
allowance from
vendors and
manufacturers.

Skill in pre-
paring a
sales promo-
tion budget,

Selecting Appro-
priate Media and/
or Method

8kill in
determining
appropriate
media for
advertisement.

f

Differentiate between an
advertising allowance and
cooperative advertising.

Prepare a sales promotion
budget that utilizes one
accepted method.

Class discussion of advertising
help available from vendors.

Working students report on
advertising allowances used
by empleyer.

Have a salesman representing
a vendor explain their adver-
tising allowances.

Class discussion of three
methods of budgeting.

Play game of "Hollywood Squares’
using questions about budgeting.

Do projects 9 and 10 pp. 113-118
in Advertising and Displaying
Merchandise.

LAP 8 (ADV), Comp., 010 & 047.

Select appropriate advertising |[Have students bring in various

media for specific promotional
objectives,

Describe relative strengths
and weaknesses of various
advertising media.

types of advertising and pro-
motional items and discuss
appropriate use.

Do problems and projects,
p. 321 Marketing in Action.

LAP 3 (ADV), Comp. 051.

Marketing in Action by
Warmke, Palmer & Nolan p. 336

Business Principles and
Management by Shilt, Everard
& JOhnS’ P- 179’ 181

Advertising and Displaying
Merchandise by Samson p. 15

Retail Merchandising by
Wingate & Samson p. 417

Marketing in Action by
Warmke, Palmer and Nolan p. 306
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COMPETENCY GUTLINE

PERFORMANCE ORJECTIVE

LEARRING ACTIVITIES

REFERENCE MATERTAL

Knowledge of
when to use
special pro-
rmotions such
a&s coupons,
free merchan-
dise, etc.

Knowledge that
local adver-
tising must

be coordinated
with chain,
regional, or
national
advertising.

Describe when to use special
promotions.

Explain purposes of special
promotional devices.

Discuss how local advertising
must be coordinated with chain,
regional, or national sdver-
tising.

Give an example of how & local
firm coordinates its advertis-
ing with its chain'’s advertis-
ing.

LaP b (ADV), Comp. 057.

Have students make a list of
products, then in small groups
have them determine most
appropriate media for promoting.
Discuss why.

Class discussion of various
special promotions.

Have students bring in evidence,
i.e. ads, coupons, ete., of
special promotions. Break into
small groups, compile special
promotions and discuss why used.

Interview local retsiler to
determine why and when they use
special promotions.

LAP 3 (ADV), Compts. 076 and 077.

Interview local retailers to
determine how they coordinate
their advertising with their
chain's.

Have working students report
on how their employer's coor-
dinate their advertising.

Have gtudents watch for
national T.V. advertising that
is being mdvertised locally.
Student could compile a list
of examples.

Retail Merchandising by
Wingate & Samson p. 410

Business Principles and
Menagement by Shilt, Everard
& Johns p. 174

Retail Merchandising by
Wingate and Samson pp. 325-414

Marketing in Action by
Warmke, Palmer and Nolan p. 334

Harketing and Distribution
by Mason, Rath and Ross p. 3Th

Marketing and Distribution
by .lason, “ath and Ross p. 35h

Buginess Principles and
vlanagement, by Shilt, Kverard
% Johns 7p. 181
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COMPETENCY OQUTLINE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERIAL

4.

d. Knowledge

List various methods for in-

of the vari- forming customers of special

cus methodsg
which can
be useq to
inform cus
tomers of
special
events.

Developing Ad-
vertisements

for the Varioud
Media

a. Knowledge
that cne
must con-
sult with
appropriat
person and
collect ap-
propriate
information
prior to
preparing
advertising
COpY .

events.

List pecple that should be
consulted prior to preparing
ad copy.

LAP 14 (ADV)' Compc 052.
IAP 7 (ADV), Comp. 048,
LAP 3 (aDV), Comp. 00S.

Marketing in Action by Warmke,
Palmer and Nelan, p. 286

Class discussion of various methods.Marketing in Action by Warmke,

Have students give examples of
those they have seen.

Divide into small groups, have
them develop a plan of informing
their customers of a special "mid-
night" sale of Halloween items.

Design a .pecial name tag, PA
anncuncement, °or store sicn that
could be used for above-menticned
sale.

Have an ad salesperscn from the
local newspapes' describe the ser-
vices they provide,

Have class discussion concerning
the information available from
labels, tags, salespecple, etc.,
that can be used to prepare ad
COpY.

Have retail ad person audio tape
steps she or he goes through prior
to preparing copy. Teacher or
working student could tape.

Palmer, and Nolan, p. 340

Marketing in Action by Warmke,
Palmer and Nolan, pp. 298-303

Retail Merchandising by Wingate
and Samson, pp. 424-430

Retailings Principles and
Practices, Part 52
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COMPETERCY OUTLINE PERFORMANCE OBJECTIVE LEARRING ACTIVITIES REFERENCE MATERIAY,
b. $kill in Describe a good printed media { Have students bring in various Retailing: Principles and

designing ad. newspaper and magazine ads. Dis~ | Practices, Part 52
advertising] . cuss strengths and weaknesses.
coPyY and lapy~
out for varf Prepare an ad layout for Have students individually or in Retail Merchandising by
ious printefl newspaper. pairs design a newspaper and maga-| Wingate & Samson p. 424
media. zine ad. Use evaluation sheet for

DECA ad layout event.

Prepare an ad layout for Bring in ad layout perseon from Advertising and Displaying
magazine business to work with students Merchandise by Samson p. 23

designing ads.
LAP 6 (ADV), Comp. 056 and 055.

LAP 5 (aDV), Comp. 005 and 049

c. gkill in Proofread ads and find any Obtain old ad layouts from local
proofreadiny errors or omissions. . { newspaper that have mistakes. Ha
advertise- students proofread ads to find misq
mentg for takesg.
corrections
deletions, Give students fact sheet and have

and additio&s. them purposefully make mistakes in
an ad. Exchange and find mistakes.

d. s8kill in Describe what makes a geed Have time salesperscn from local Retail Merchandising by
developing | radic and television ad. radio/T.V. station explain how Wingate and Samson:s p. 424
advertise- they prepare ads. '
ments for
radio and/c¥ Prepare a radioc ad. Class discussion of elements of Advertising and Displaying
television. good radio and T.V. ads. Merchandise by Samson, p. 23

Prepare a television ad.
Divide class inteo teams. Have.
them describe their favorite radio
1 and T.V. ads and what makes them
317 effective. 318
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COMPETENCY OUTLINE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERIAL

Se

Evaluating the
Lffectiveness of
Sales Promotion

a.

Knowledge of how
to evaluate the
effectiveness

of the advertis-
ing progran in
terms of objec=-
tives and
increased sales.

Knowledge of how
to evaluate
effectiveness of
specific adver-
tisements.

313

Describe the procedures for
evaluating the effectiveness
of the advertising progran.

¥valuate an advertising pro-
gram using appropriate
procedures.

Daescribe criteria for
evaluating ads.

Evaluate an ad using appro-
priate criteria.

Eave student teams prepare a
radio ad and tape record it.
Then have tewms prepare a T. V.
ad and videc~-tape it. Teams
can then replay and evaluate.

LAP 6 (ADV), Comp. 055 & 056.

Invite a local businessperson to
discuss with class how he/she
evaluates effectiveness of their
ad program.

LAP 14 (ADV), Comp. OhO & 020.

Class discussion of criterias for
eveluating effectiveness of ads.

Do mini-marketing research project.
Survey effectiveness of a fim's
advertising. See LAP 1L (ADV),
Comp. Oh6.

Do exercises at end of Chap. 9,
Advertising oOl/PM #7.

Adverticsing by Antrim
OM/PM #T Gregg, Chapter 9

Retail Merchandising by
Wingate & Samson p. 406

Advertising Layout: Putting
It Together, Ohio DE Materials
Lab, pp. 38 and 51

Advertising by Antrim
OM/PM #T Gregg, Chapter ¢

320
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COMPETENCY QUTLINE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERIAL

6.

Using Displays

a.

Skill in
determining
whether and
when to use
displays.

Knowledge of
how to cbtain
information
and materials
for displays
from suppliers.

321

Discuss the purposes of using
displays.

Given a case determine when
to use a display and the

appropriate type.

Describe the types of informa-
tion and display material
typically availahle from
suppliers, vendors, etc.

{Explain how this information

and display material is
usually cbtained.

Class discussion of the
purposes of display.

Have students visit local
retailers to view displays.
Students' write a report of
vhy they believe the displays
viewed were used.

Have working students review
their business and make
suggestions concerning

new displays to their
employers.

Have local display worker
speak to class on the topic,
“When to use Display."

Have working students bring
in supplier display materials
that have been used. Dpiscuss
how they were obtained.

Visit a retail store and note
all supplier displays. Talk
with manager, Write a report.

Display and Promotion bx
smith p. 15

Advertising and Displaying
Merchandise by Samson p. 4

Marketing and Distribution
by Mason, Rath and Ross
p. 383

Basgsic Retailing and Distribution
by Reich, Levy, and Feldman p. 286

Retailing: Principles and
Practices by Richert, Haines
& Harris p., 153

Marketing in Acticn by
Warmke, Palmer and Nolan p. 345

Retail Merchandising by
Wingate & Samson p. 438

Marketing and pistribution
by Mason: Rath, and Ross p. 385

Display and Promotion by
smith, OM/PM #8.
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COMPETENCY QUTLINE

PERFORMANCE, OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERIAY o

c. Knowledge of evalu-
ating the effec~
tiveness of
displays by
analyzing sales
results with
regard to the
purposes of the
display.

d. Skill in scheduling
and featuring
merchandise in
displays at the
same time it is
being advertised.

biscuss evaluating the effec-
tiveness of displays by
analyzing sales.

Evaluate the effectiveness of
a display using sales results
as a bhasis,

Given an ad describe the type
of display that would be
appropriate for it,

Make a schedule for displays
that will match a series of
newspapex ads to be purchased.

Obtain the names and addresses
of various suppliers {(from a
local retailer}, Divide

students into teams and have
them write letters asking

about display material available,

{DISP} IAP 4, Comp.
(bIsp) 1AP 13, Comp.
(DISP) 1aAP 26, Comp.

257,
1g8.
221.

Class discussion of evaluating
display effectiveness.

Build a displiay (school store,
on~the-iob, etc.) and evaluate
effectiveness.

Have students interview
display manager concerning
evaluating dispiay effective=
ness. Write a report.

Have students clip éut news-
paper ads. Then visit stores
to see if matching displays
are being used,

Give student ads from the
newspaper and have them design
an appropriate matching
display~could do in small
groups of teams.

For school store build a
display to match student
newspaper ad or pPA announcement.

{(DISP) IAP 20, Comp. 210.

Marketing in action by: Warmke,

Palmer, and MNolan, p. 349

bisplay and Promotion, Smith,
p. 34

Retail Merchandising, Wingate
and Samson, p. 466

Retail Merchandising, Wingate
and samson, p. 463

Display and Prxomotion, Smith,
Pe 29

Advertising and Displaying

Merchandise, Samscn, p, 2

324
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COMPETENCY OUTLINE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERTAIL

C.

Marketing Management
Compentency Developmen
in Merchandising

1. Forecasting Trends
and Developments

a.

b.

Knowledge of
trends and
developments
in merchandis
and retailing.

Knowledge of
economic
forecast
indicators
such as local
eliployment
conditions,
inflatioen,
wion strikes,
etc.

Identify various current
merchandis ing/retailing trends
and developments.

g

Describe local situations that
are affecting economic
conditions of the community.

Class brainstorming session of
current trends and developments.
Divide into groups to Vverify by
interviewing local retailers.
Make oral report.

Collect back issues of trade
journals from local retailers.
Have students read to locate
trends. Write a report on one.

Have panel of local business
people discuss trends.,

Have working students visit

with employer about current
trends. Write a report or make
oral presentation {could be for
benefit of non~working students)}.

LAP 58 {MERCH)}, Comp. 435.

Class discussion of factors
affecting community economy.

Have gtudents bring in articles
from the local newspaper that
relate to eccnomic conditions.

IHave representatives from local

forecast for your cnmmunity.‘

Retailing: Principles and

Practices, Unit 20

Chamber of Commerce discuss economilc

(Jse local economic information from
loyment Security Division,

amber of Commerce, Retail

rchants hssociation, etc.
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COMPETENCY OQUTLINE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFFRENCE MATERIAT,

Ca

2. Functlons of Buying

a.

Q

327

Skill in esti-
mating customer
demand based on
analysls of past
sales, forecast
of future sales,
speclal promo-
tional activi-
ties, seasonal
purchases for re-
lated ltemsz, etc.

Skill in obtain-
ing market, mer-
chandising,
product, and
congsumer infor-
mation from sup-
pliers.

Identify sources of informa-
tion that can be used to es-
timate customer demand.

Estimate customer demand for
a product based on appropriate
information.

Determine types of information
that a supplier may provide.

Formulats a list of questions
that a supplier's sales person
should answer for you.

Have working students interview
employex concerning economic
indicators that he or she watches
closely.

Class discussion of various fac-
tors affecting customer demand.

Hav. students review trade journals
for articles dealing with fore-
casting customer 3lemand/new pro-
ducts, etc. Write a report/make
oral report.

In school store organize teams and
have estimate customer demand for
certaln products.

AP 7 (MERCH), Comp. 488.
LAP 11 (MERCH), Comp. 452.

Have a buyer discuss with the class
the types of information that he orx
she reduests from a supplier.

With a school store have students
prepare list of questions for
salesperson that calls on teacher.

Retailing: Principles and
Practices, part 68

Retall Merchandising, Wingate
and Nolan, Chapter &

Basic Retailing and Distribution,
Reich, Levy, and Feldman,

Chapter 14

Retall Merchandising, Wingate

and Samson, p. 189

Baslc Retalling & Distribution,
ReiCh; levy, and Feldman; P. 121

Retalling: Principles and
.ractices, Richert, Meyer,
Haines, and Harris, p. 576
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COMPETENCY QUILINE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERIAL

b. 8kill in determin-
ing necessa-’

" maximum and
minimum quantities
for basic stock
and sale jtems to
assure depth and
assortment of stock.

-

c. Knowledge of
suppliers for
various items by
comparing costg of
dif ferent suppliers
and comparing
quality.

Discuss factors that affect
determining maximum and
minimum quantities.

Calculate stock turnover.

Identify factors to consider
when comparing various
suppliers.

Given a cage problem, compare
various suppliers apd select
begt source.

Divide students into teams or
pairs and write latters to
suppliers (could be fund
raisers) to request various
types of information.

Teacher presentation of mater-
ial collected from Sales

Project companies related to
various kinds of product,

market, and consumer information.

Have local retailer or buyer
discuss determining maximums
and minimums.

In school store determine
maximum and minimum quantities
for basic stock and sale
items.

Do "Sharpen Your Outlook"
p. 93, Buying and Pricing.

2P 16 (MERCH), Comp. 462.
LapP 9 (MERCH), Comp. 433.

Clags discussion on comparing
various suppliers.

Do case problem unit 23, p. 592

Retailing: Principles and
Practjces.

LAP 10 (MERCH), Comp. 404
and 450.

Buying and Pricing,
Eugene L. Dorr and others,
OM/PM#3, p. 15

Buying and Pricing, Eugene L.
Door and others, p. 85
"OM/PM#3

—_—

Retailing: Principles and
Practices, Richert, Meyer,
Haines, and Harris, p. 435

Retailing: Principles and
Practices, Richert, Meyer,
Haines, and Harris, p. 583

Buying and Pricing, Eugene L.
Dorr and others, OM/PM#3,
p. 32

Retail Merchandising,
Wingate and Samson, p. 206
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COMPETERCY OUILINE

PERFORMAKNCE, OBJECTIVE

LEARNING ACTIVITIES

-

REFERENCE MATERTAL

3.

Functions of Pricing

A

b.

Skill in establish- Explain elements of a pricing

ing priecing policy
to assure an
adequate gross
margin.

Skill in
establishing the
markup for each
product or
product line.

policy.
Detexrmine a pricing policy

that assures an adequate
gross margin.

Select a product line and
detexrmine typical markup.

Calculate markups.

Do "Improving Decision-Making
skills", p. 212. Retail

Merchandising.

Class discussion of pricing
poelicy.

AP 42 (MERCH), Comp. 489

Do "Sharpen Your Outlook”,
pp. 105-106 in Buying and Pricing.

Do case problem p. 565 in
Retailing: Principles and
Practices.

Discuss factors that go into
establishing a markup.

Select two groups to debate the
topic "Mark-Ups: Too High for
Today*s Consumers."

Have a retail manager or buyer
discuss with class typical
mark-ups on various product lines
and why.

Do "Improving Decislon-Making
Skills", p. 336, Retail
Merchandising.

Do problem, p.563 Retailing:
Principles and Practices.

Marketing and pistribution,
Mason, Rath, and Ross, p.308

Ratail Merchandising,
Wingate and Samson, p.318

Retailing: Principles and

Practices, Richert, Meyer,

Haines, and Harris, p.553

Buying and Pricing, Eugene L.
Dorr and others OM/PM#3, p. 97

Retailing: Principles and

Practices, Richert, Meyer,

Haines, and Harris, p. 558

Basic Retailing and pistribution,
Reich, Lavy. and Feldman, p.l62

Retail Merchandising, Wingate
and Samson, p. 308
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COMPETENCY OUTLINE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERIAT,

Knowledge of thJ Explain when price reductions

timing of price
reduction and
the percentage
of markdown.

Knowledge that
a department's
gross margin
should cover
operating ex
penses and pro-
vide a percen-
tage of profit.

and markdowns are appropriate,

Calculate markdowns.

Describe the use of a depart-
ment's gross margin.

IAP 51 (MERCH), Comp. 454.

Do Activities 1 p. 169 Basic
Retailing and pistribution

Have students visit various retail
stores where price reductions and
markdowns are currently being made.
Write a report to explain why they
believe the price reductions and
markdowns are being used.

In school store situation have
students in small groups discuss
reducing prices. Have them decide
what merchandise might be best pro-
moted .through a price reduction and
when.

In school store situwation have the

f

Retail Merchandising by

Wingate & Samson Pp. 312

Basic Retailing and Distribution

by Reich, levy, & Peldman p. 168

Retailing; Principles and
Practices by Richert, Meyver,
Haines and Harris p. 562

Retail Merchandising by Wingate

accounting personnel report on grosg & Samson p. 318

margin, operating expenses, and
percentage of profit.

Have students survey various types
of retailers to determine percen-
tage of profit store-wide.

Have a panel of retailers discuss
operating expenses, inflation, and
how these affect gross margin.

Retailing Principles and Practices

by Richert, Meyer, Haines and
Harris p. 553

Buying and Pricing by Eugene L.
Dorr and others OM/PM #3 p. 97

3-40

334




COMPETENCY OUTLINE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERIAL

D.

Marketing Management
Competency Develop-
ment in Operations

1. Function of In-
ventory Control

a. Skill in
establishing
an inventory
control
system

b. Skill in

Identify the types of inventory
control systems.

Explain the function of an
inventory control system.

Discuss steps necessary to

maintaining [maintain inventory control.

inventory
control
records.

Have students in amall groupe make
up a case problem concerning pricing
for an adequate gross margin.
Exchange and solve the problems,

LAP 31 (MERCH), 467 and 490.

po "Improving Your Decision Making
Skills" 1 p. 566 Retail Merchan-

|aising.

[po Exercises at end of Part 49

Jnave students take a physical
inventory of personal belongings.
Then discuss how they could set
up a perpetual inventory system.

In school store have appropriate
students discuss inventory pro-
cedures. Bralnstorm ways to
improve.

LAP 4 (MERCH), Comp. 466.

Retail Merchandising by Wingate
& Samson p. 541

Basic Retailing and Digtribution

Retailing: Principles and Practiced by Reich, levy & Feldman p. 171

Retailing: Principles and
Practices by Richert, Meyer,
Haines, & Harris, p. 428
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COMPETENCY QUTLINE

PERFPORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERIAL

c. Knowledge of how to
analyze records to
detect stock short-
ages and overages.

Explain how to analyze records
to detect stock shortages and
overages.

Obtain old inventory contrel
records from local businesses,
Explain how they were maintained.

in school store have students
rotate through warehcuse and
be responsible for maintaining
inventory ¢ontrol records.

Have students design inventory
control records. Provide some
examples.

visit local business and
observe how inventory control
is maintained.

Using inventory control forms
developed in previcus sections
have students take a physical
inventory of classroom. Then
teacher removes and adds items.
Take ancther inventory and
examine records to detect shoit-
ages and overages.

Same activity could be applied
to a school store.

Working students report on their
experiences with inventory and

shortages and overages, If coop
program build into training plan.

pasic Retailing and Distributicn
by Reich: Levy, & Feldman p. 171

Retailing: Principles and
Practices by Richert, Meyer,
Haines and Harris p. 428

Basic Retailing and Distribution
by Reich, Levy, & Feldman p. 172

Retailing: Principles and
Practices by Richert, Meyer,
Haines and Harris. p. 430

338
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COMPETENCY QUILINE PERFORMANCE OBJECTIVE LEARNING ACTIVITIES REFERENCE MATERIAL

Do "Case Problem" p. 451 in
Retailing: Principles and

Practices.

e. Skill in Read a computer printout Obtain computer printouts from Retailing: Principles and
interpreting _ local businesses. Explain to Practiceg by Richert, Meyer,
computer out- students how to read via overhead | Haines and Harris p. 446
put, such as or handouts. Have students
printouts, practice reading printouts.
etc. Develop a series of questions

to ask.

If your school uses a computer

to maintain inventory have the
data processing manager come to
class to explain system and bring
sample printouts.

’ Do "Can You Answer These" p. 450
in Retailing: Principles and
Practices.
E. Marketing Management
Competency Develop-
ment in Administra-
tion and Supervision
l. Recruiting and
Employing Indi-
viduals for
Various Jobs
a. Knowledge of | pescribe a job analysis. IAP 1 (MGT). Comp. 609,

rocedures IAP 5 (MGT)}, Comp. 734.

o determine | Perform a job analysis. Have a personnel manager discuss
job classifi- with the class the types of job
caticns, classifications found in retail-
qualificationy and/or number of individuvals ing and how they are used. 340 343

needed ror vayious positions. ]




. COMPETENCY OQUTLINE

PERPORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERIAT,

Skill in writing,
job descripticns,
specificaticns,
etc,

Kpowledge of
procedures to
follow to recruit
eémployees in
accordance with
labor laws and
affirmative action
policies.

Write a job description.

Write the job specifications
for the job description.,

Describe the equal employment
opportunity commission regue

lations and affirmative action
policies regarding recruiting.

Class discussion of job analysis.
Include why used and procedures.

Have students do a job analysis.
Could be for position in school
store or coop job.

AP 5 (MGT), Comp. 612.

Bring in sample job descriptions
and show students., Discuss how
they are used,

Have students write a job descrip+
tion and specifications for job
analyzed above,

Have working students bring in
their job descriptions and dis-
cuss how their emplovers use them.

LAP 6 {MGT), Comp. 765.

Have local business person discuss
with the class the EEQC and
affirmative action programg that
h.s or her business is invelvad in

Have students to survey local
retailers to see how they are
complying with EEQC and affimm-
ative action,

Have students review help wanted
ads to see how they comply with
EEQC and affirmative acticn.

Modern Busginess Management
by Hicks & Gullet p. 289

Business Principleg and

Management by Shilt, Ever-
ard & Johns p, 513

Business Principles and

Management by Shilt, Everard
& Johns p. 516

Some material available from
local, state, and federal
governmental agencies.

Scme lecal businesses may
share some of their material
too.

342
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COMPETERCY QUTLINE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERIAL

Skill in
interview-
ing pro-
spective
employees.

Skill in
selecting
individual
for variou;
positions
based upon
recommenda
tions, ex-
perience,
etc.

Skill in of
taining ned
essaxry in-
foxrmation
such as

health clear-

ances, tax
data, soci
security

number, an
insurance

1

ta.

Explain the characterisitics
of a good interviewer,

Conduct an interview applying
the characteristics of a good

Desc~ibe what a managar looks
at when selecting an individual

interviewer.

for a position.

Discuss the typical types of
information that must be cb-
tained from new hires.

1AP 6 {MGT), Comp. 661.

pivide students in small groups;
brainstorm gquestions typically
asked in interview.

Have personnel manager discuss
what makes a good interviewer.

Use DECA job interview event and
role play interview.

LAP 6 (MGT), Comp. 692 & 693.

Obtain blank application forms
from local businesses. Have stu-
dentg fill cut for a fictitious
person. Divide into small groups
and discuss which applicant best
meets job specifications.

Class discussion of concerning the
checking of references. Develop a
list of guesticns to ask a refer-
ence.

Have working students present the
types of information necegsary for
completing hiring process.

Modern Business Management
by Hicks & Gullett, p. 301

Business Principles and
Management by Shilt, Everard,
& Johns, p. 519

Business Principles and

Management hy Shilt, Everard,
& Johns, p. S15

Modern Business Management by
Hicks & Gullett, p. 294

344
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COMPETENCY OUTLINE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERIAL

Knowledge of feder-
al and state em-
ployee laws such
as child labor,
civil rights, wage
and salary, etc.

skill in explaining
benefits to employ-
ees such as social

security, health
care, pensicn plans,

ete.

345

Summarize the pertinent fed-
eral and state employment
laws

Identify fringe benefits
common to retail employees.

Explain fringe penefits to
an employee.

Have a speaker from employment
security division discuss health
clearances, taxes, and social
security.

Obtain information for local insurA
ance fiym concerning retail employ-
ee insurance.

LAP 6 {MGT) Comp. 764.

Class discussion of various employ-
ment laws.

Survey local pusinesses to find
out how they keep current with
new laws and regulations.

Have a lawyer or other qualified
person discuss with the class
cases involved with retailer
accused of viclating employment
laws.

Write a position paper "The
Impoxtance of Knowing Employment
Laws Related to Retailing."

Have representative of social
security discuss its benefits
collect information concerning
benefits and discuss in class.

Business Principles and Manage~

Johns pP. 515

Various local, state, and fed-
eral govermmental agencies have
several reference, pamphlets,

ete.

Retailing:

Principles and

Practices, Part 60.

Retail Merchandising, p. 583

Various local, state and

federal governmental agencies
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COMPETENCY OUTLINE PERFORMANCE, OBJECTIVE LEARNING ACTIVITIES REFERENCE MATERIAL

Have students collect information Business Principles and
from local retailer concerning Management, Chapter 26
their health care, pension plans,
etc. Discuss what benefits
should be explained to employees.
Set up role playing situations.

Have students read through infor-
mation concerning health care,
pensions, etc. and summarize
benefits that should be commun-

2. Training Employees icated to employees.
a. Knowledge of Describe appropriate training | LAP 10 (MGT), Comp. 690 and 607.
appropriate aids amd reference materials.
training aids Survey local retailers to deter-
and reference mine the types of training mat-
materials. erials they use and where they

get them. Borrow those you can
examine in class and discuss.

Write publishers, trade organi- Business Principles and

zations, etc. for free materials Management by Shilt, Everard
and catalogs. Develop a list or & Johns p. 521

file of materials available.

Have working students discuss the Modern Business Management
materials they used in training. by Hicks & Gullett p. 202
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COMPETENCY QUTLINE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERTAT,

b. 8kill in train-
ing employees
concexning job
respensibilities
duties, policies
and procedures,
systems, trends,
products and
terminology.

c. 8kill in con-
ducting seminars
training session
clinics, or sh
for customers.

r

Plan 2 training session
concerning some employee
related toplc.

Plan a seminar or special
clinic/show for custemers.

Conduct a seminar or special
clinic for customers.

TAP 9 (MeT)}, Cotp. 691.

Divide class into small groups
and have them put on a training
session. TheY must determine
objective, locate materials,
formulate agenda, etc.

Have 2 local retailer or training
specialists put on training
session for the class.

Do Case 25~1 Pp. 530
Business Principles and

Management.

TAP 11 {MGT), Comp. 721 and
apply to customer meeting.

Brainstorm a list of seminars
training sessions, etc. that
would be appropriate for
customers.

SurveY local businesses to see
what, how, when, where, etc. of
their seminars and session for
customers.

Divide students into teams to
plan a customer seminar., Teams
could work with a local fixm
or fictious store. Role play
session in class.

Business Principles and

Management by Shilt,
Everard, & Johns p. 521

Modern Business Management
by Hicks & Gullett p. 302

Modern Business Management
by Hicks & Gullett p. 303

3-48




COMPETENCY OUTLINE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERIAL,

3.

Supervising Employ-

ees
Job

sponsibilities

Congruent with
Duties and Re-

Skill in plan-
ning goals and
objectives for
specific jobs.

Skill in plan-
ning job respon-
sibilities for
employees and
assign authority

Develop personal goals and
objectives ucing = time
penggaaznt plan,

Zxplain advantages to planning
and then delegating responsi-
biliey.

. Describe techniques of dele-
gating responsibility and
authority.

v a2 Follow it for one week

1A? 17 (4G1), Comp. 695.

< v2 stu’zats set up their own
2T¥oon L oitim: jnanagement plan.
2nd then write a report on its
=££ ;“ctiveness .

Java working students discusg the
gozls and objectives for their
jobs. Include how they are
planned.

in school store situations have
studznts plan goals and objectives

for their specific jobs.
Do LDI Goal Setting Exercise

Do case problem 18 p. 41 Time
Management .

Class discussion concerning why
people have trouble delegating.

In school store situation have
managers discuss the techniques
they used to delegate authority.
Have other students describe their
feelings toward accepting dele-
gated responsibility and authority.)

Time Management Ohio DE
Materials Lab pp. 1-19

Time Management Ohio DE
Materials Lab pp. 19-23

Retailing:

Principles and

Practices, Part 57
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COMPETENCY QUTLINE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERIAL

¢. 8kill in schedul-

ing employee work-
ing hours.

d. 8kill in assign=
ing work to
employees.,

353

Discuss the points of con~

s ideration in scheduling
employee working hours.

Schedule employee working,
hours.

Present good techmiques for
assigning work to employees.

LAP 2 (MGT) Compts. 608 and 712
(excellent for this competency).

LAP 14 (MGT) Compts. 763 and 782.

Do case problem p. 498 in Retaile
ing: Principles and Practices.

Brainstrom the considerations
that must be looked at when
scheduling employee working
hours.

Have working employees practice
scheduling their department.

Obtain & work achedule from a
local business or working student
and analyze in class.

Biild a work schedule for a
fictious department., Teacher
make up a case.

LAP 17 (MGT) Comp. 723.
LAP 4 (MGT) Comp. 778
Class discussion of tachniques

that students have gbserved of
supervisors assigning work.

Retailing:
Practices, Part 57

Business Princivles and

Principles and

Management by Shilt, Everard,

& Johns p. 580

¥7
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COMPETENCY OQUTLINE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERIAL

2.

4, Evaluating ¥mployees

Skill in super-
vising work of
emplovees,

Skill in estab~
lishing criteria
and procedures
for evaluating
employees.

Detail good supervisory
tochniques.

Develop an employee evuluation
form.

Describe the procedures used
by retailer to evaluate
employees.

Have local retailer discuss
how they want their supervisors
0 assign work to employees.

Have students work in teams to
plen a case illustrating the
good techniques for assigning
work to employees. Then role
play the cases.

TAP 12 (MGT), Compts. 664 and’ T29.
(This is excellent for this
competency).

Class discussion about supervisory
techniques. Develop a list of
gualities of a good supervisor.

Have working students relate.
examples of supervisor working
wlth employees to solve problems
or motivate lethargic attitudes.
Develop into case problems and
ask to apply good supervisory
techniques.

Do Project 10, p. 499 Retailing:

{Principles and Practices.

LAP 12 (MGT), Comp. 610.

Businesg Principles and
Management by Shilt, Everard
& Johns p. 580

Retailing: Principles and
Practices, Part 57

Employee Motivation Ohio DE
Materials Lab

Business Principles and
Manapement by Shilt, Everard
% Johns 7p. 582

Retailine: Princinles and

imployee Motivation Ohio
DE Materials Lab




COMPETERCY OQULLINE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERIAL

b, Skill in evalua-
ting emplovee's
performance
according to
firm policies
and procedures,

Evaluate employee performance
given a case situation.

Class discussion of the

current coop evaluation form
used in DE program. Discuss
appropriateness of criteria for
the jﬂba

Obtain employee evaluation forms
from local retailers. Compare
retailer forms with coop DE form.

Divide into teams and have
students develop an employee
evaluation form appropriate for
a designated job.

Survey local businesses to
determine theix procedures for
evaluating. Summarize in a
written report.

IAP 12 (MGT), Comp. 610

LAP 7 (MGT) Comp. 61l.
{This lap includes good case
problem) .,

Have class discussion concerning
the manager‘'s att:itude towards
evaluating employees,

Develop case problems evaluating
empleyee performance. Work on
individually then in small groups.
Role play an evaluation conferencT
between manager and employee.

Evaluating Emplovees

Ohic DE Materials Lab pp. 12-25

Evaluating Employees Ohio
DE Matexials Lab pp. J¢~28
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-COMPETERCY OUTLINE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERIAL

5.

Planning and Centrel
ling Pacilities,
Equipment, and
Services.

a. Knowledge of
site location

for facilities.

Knowledge of
equipment needs,

359

Describe the factors that
influence the site location
for retail stores.

Identify varicus types of
site location within local
conpunity.

List the equipment typically
used in a retail store.

LAP 25 (MGT), Comp. 623.
LAP 24 (MGT), Comp. 628.

Using a map of the local commun-
ity identify the different types
of site locations.

Divide different gite locations
within your local community
among groups. Have groups in-
vestigate the factors affecting
the site. Write a report or make
an oral report,

Have local person (realtor,
merchants asscciation, mail
manager) discuss site locations
within your community.

Locate vacant site locations and
discuss their advantages and
disadvantages.

Visit local retailers. Have
students inventory selling,
building, and non-selling
equipment including lighting.

Have students in teams plan the
equipment needs for a specified

department in a fictious retail
store.

Modern Business Management
by Hicks & Gullett p. 230

Business Principles and

Management by Shilt, Everard
& Johns p. 197

Retail Merchandising by
Wingate & Samson p. 75

Retailing: Principles and
Practices by Richert, Meyer,
Haines & Harris p. 543

Retail Merchandising by
Wingate & Samson p. 8%

Business Principles and
Management by Shilt, Everard

& Johns p. 201
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PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERIAL

Ca

d.

Knowledge of lay-~
out to provide

for appropriate
and adequate space
for work areas
and merchandise.

Knowledge of
efficiant flow of
customer traffic
plans.

361

Analyze a gtore layout to
determine appropriateneas
and adequacy of work areas
and space for merchandise.

Analyze a store layout to
determine the efficiency of
customer traffic planning.

In school store situation have
have students plan equipment needs;
Use equipment catalogs and other
related waterials.

Have working students write a
report on equipment they have in
their stores. Evaluate how well
the equipment is doing the job.

LAFP 25 (MGT) Comp. 625
LAP 26 (MGT) Comp. 626

Have students draw layouts of
various retail stores. Have class
discussion of strengths and yeak-
negses of the layouts.

Do problem 1 p. 297
Retailing: Principles and
Practices.

Have students visit local retail
stores of gsame type. Measure
gselling space and noneselling
space. Write report of results
and make conclusions about the
selling and non~selling spaces.

Class discussion of factors
affecting efficient customer
traffic flow.

Retailing: Principles and
Practices by Richert, Meyer
Hainea & Harris p. 193

Retail Merchandising by
Wingate & Samson p. 9%

Retailing: Principles and
Practices by Richert, Meyer,
Haines & Harris p. 290

Business Principles and
Hanagement by Shilt, Everard
& Johns p. 201

Business Principles and
Management by Shilt, Everard
& Johns p. 203

362
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COMPETENCY OUTLINE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERIAL

6.

8kill in
planning
policies and
procedures
related to
customer
services.

Planning and
Controlling for
Liability Factors

Knowledge of
procedures for

adherance to
safety

measures and
aceldent pre~
vention,

especially as

8.

Identify typlcal types of
customer service policies
and procedures.

Identify in a retall store
the procedures and measures
taken to adhere to safety
measures and QSHA regulations.

stated in OSHA.

Have students select a retail
store in your community which
provides for best flow of
customer traffic. Give an
oral report explaining flow.

Provide students with a store
layout. Have them analyze
the efficiency of customer
traffic flow.

LAP 27 (MGT), Comp. 787.

Survey local retaillers to
determine thelr customer

service policies and procedures.
Compare stores by type, size,
percelived success. Write a report.

Have panel of local retallers
discuss thelr customer service
policies and procedures.

Have working students discuss
their customer services and why
they belleve they are provided.

Have QSHA 1inspector discuss
with class the law and how it
applies to retallers.

Retailing: Principles and
Practices by Richert, Meyer
Haines & Harris p. 296

Retail Merchandising by
Wingate & Samson p. 95

Business Principles and
Management by Shilt, Everard
& Johns p. l44

Retailing: Principles and
Practices by Richert, Meyer
Haines and Harris p. 505

Business Principles and
Management by Shilt, Everard
& Johns p. 545
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COMPETENCY OUTLINE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERIAL

b. Knowledge of
ingurance needs
for fire, liability,
theft, etc.

7. Managing Financial
Functions

a. Knowledge of
administration of
overall budget.

Q E}{;E}

RIC

IToxt Provided by ERI

Describe the insurance needs
of a retail store.

Explain how an overall budget
is administered in a retail
operatiocn.

Have working students determine
what their store has done to meet
0OSHAa standards.

In school store situation
have students inspect for
OSHA viclations.

Visit local retail stores and
have students identify areas
where OSHA standards apply.
Write a report.

Have local insurance agent
discuss with class the insurance
needs of retailers.

Play "Hollywood Squares"
with insurance terminoclogy.

In school store situation have
students investigate the types
of insurance appropriate.

Have students select a retail ~
store they like and investigate

insurance appropriate for the
store. Write a report.

LAP 21 (MGT), Comp. 653.

Modern Business Management
by Hicks & Gullett p. 417

Retail Merchandising by
Wingate & Samson p. 570

Retailing: Principles and
Practices by Richert, Meyer
Haines & Harris p. 510

Business Principles and
Management by Shilt, Everard
& Johns p. 357

Marketing and Distributicn
by Mason, Rath and Ross p. 482




PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERIAL

b.

Skill in admini-
gtrating pro-
jected budget
with actual bud-
get.

Knowledge of pro-
cedures to ana-
lyze projected
budget with the
actual budget.

“nowledge of how
to interpret fin-

ancial reports
and records,

Discuss procedures for admin~
istering projected budget withj
actual budget.

Identify the procedures neces-
sary to analyze projected bud~
get with actual budget.

Interpret a financial report.

Have retail manager discuss with
class administration of overall
budget.

Have student describe how they
administer theilr personal budgets.
Have them apply this to 2 retail
store situation.

In school store situation discuss
procedures for preparing and ad-
ministering an overall budget.

llave retail manager discuss admin-
istrative procedures with class.

Have class discussion of admini-
stering budgets.

Have students write a report on
the steps involved in administer-
ing budgets.

LAP 15 (OPER), Comp. 617.

Have class discussion of analysis
procedures.

Develop a projected budget and an
actual budget. Then In & case-
like situation conduct the analy-
sls. YWrite up results of the an-
alysis.

Do problems 1 and 2 p. 425 Retail-
ing: Principles and Practices.

Businegs Principles and Man-
agement pp. 450-456

Retailing: Principles and
Practices, pp. 423-424

Modern Business Management by
Hicks & Gullett p. 281

Modern Business Management by
Hicks & Gullett p. 281

Business Principles and Man~
agement p. 456

Retailing: Principles and
Practices by Richert, Meyer,

Haines, and Harris p. 423
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COMPETENCY OUTLINE

PERFORMAIICE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERIAL

8.

Maneging Adminis-
tration Functions

a

Knowledge of
thne administrs-
tion ol wage,
salary, end
incentive plans.

Knowledpe of
tie responsi~
bility for
compliance with
laws regarding
taxes and pay-
roll.

359

Explsin the sdminstration of
waige, salary, and incentive
plans.

Describe the laws that
employers must comply with
refarding taxea and peyroll.

Do "Improving Decision-Meking
Skills™" 1 p. 501 Retail Merchan-

dising.

Do "Problems end Projects"
pp. 465-U66 Business Principles
and Management.

Obtain various finencial state-
ments. Have gtudents practice
anelyzing end interpreting them.
Write report.

Cless discussion of the wage,
salary, end incentive plans that
g retail menager is responsible.

Have local retailer discuss topic
with class.

Survey local retailers %o
determine how they asdminister
wage, salary end incentive plans.

ave class discuss payroll taxes.
o "Problems and Projects" p. 552.

Have working students revort on
the taxcs deducted from their
veychecks and explain employer
responsibility.

. Retail Merchendising p. 493-502

Business Principles and
Mansgement pp. UST-H6T

Business Principles and
Management by Shilt, Everard
& Johns p. 533

Modem Business Management by
Hicks & Gullett p. 378

Business Principles and
Management by Shilt, Everard
& Johns p. 533

Modern Business Management,
by liicks % Gullett p. 373
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COMPETERCY OUTLINE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERIAIL

Knowledge of
legal matters
such as negotia-
ting rental or

leasing centracth,

franchise agree=-
ments, ordinance
compliance, etc.

8kill in manag-
ing credit poli-
cies and pro-
cedures.

Identify other legal matters
that & retail manager must

pe knowledgeable about.

Discuss the steps involved
with managing credit policies
and procedures.

Have a lawyer representing
retail clients discuss the
legal matters typical to
retailing.

Debate topic "Resolved : Know-
ledge of Legal Matter is Unimpor-
tant to Retailer."
Obtain copies of forms like a
rent contract or lease
contents in class.

LAP 17 (OPER), Compts.
and 683,

736, 735,

LAP 18 (OPER), Compts.
685,689,

739, €79,

LAP 19 {OPER), Compts.
680, 738.

686, 688,

LAP 20 {OPER}, Compts. 687,681,
684. 682,

LAP 21 (OPER), Comp. 737.

Survey local businesses to
determine their credit
policies and procedures.
Write a report.

In school store situation
develop a limited credit
plan and the procedures for
administering it.

Write a series of collection
letters.

and discuss

Copies of rent contracts,
franchise agreements, etc.
would be appropriate.

Marketing and Distribution
Ly Mason, Rath and Ross

p. 438

Business Principles and
Management by Shilt, Everard
& Johns p. 38l.
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COMPETENCY OUTLINE

PERFORMANCE OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERIAY

9.

ERIC3

IToxt Provided by ERI

Using Memberships
in Organizations

a.

':,f 3 zations.

Skill in main
taining rela-w
tions with

employee orgarn-

zations such
as trade and
professional
union.

Knowledge of
promoting firm

bescribe the role of a retail
nanager in maintaining relation
with employee organizations,

Identify professional and
civic organizaticns that a

through partidi-retail manager could partici-

pation in pro-
fessional and
civic organi-

pate in o promote fiym.

Obtain various charge account
applications from local retailers.
Discuss the information included.
Develop your own application

form.

Fill out application form for
fictitious people. Set up approvah

committees. Have them review the
applications and make decision to

approve or reject.

Play "Hollywood Squares® with
labor-management terminology p.
567 in Business Principles and

Management.

Have class discussion concerning
types of employee organizations.

Have representation of a union
discuss their pros and cons.

Survey local retailers to see how
many store employees are union

membe€rs and what unions they beloﬂL
to.

Make a list of professional and
civic organizations that a re-
taller could participate in.

Retailing: Principles and
Practices by Richert, Meyer,
Haines and Harris p. 265

Customer gServices by Leroy
M. Buckner OM/PM #9 p. 15

Retail Merchandising pp. 156-
163

Business Principles and
Managenent, Chapter 27

Modern Business Management
by Hicks & Gullett, p. 397

Literature from local profes-
sional and civic organizationms.

374
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COMPETENCY OUTLINE

PERFORMANCE, OBJECTIVE

LEARNING ACTIVITIES

REFERENCE MATERIAL

Have representatives of local
organizetions discuss their geals,
mem-ership, ete.

Have students attend a meeting(s)
of an organization. Write a re-

port.

Have students write a report on the
organizations they would join as a
retaller.
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x Project activity Guide for Marketing and Distribution, R, Mason, P, Rath, and H, Ross; New York:

McGraw~Hill Book Co,, 2nd Ed,, 1974,

x x Psychology and Human Relations in Marketing, D, Hiserodt; New York: Gregg/McGraw-Hill Book Co,, 1969,

x Report Writing for Business, R, Lesikar; Homewood, Illinios: Richard D, Irwin, Inc,, 4th Ed,, 1973,

x x x Retail Merchandising, J, Wingate and H, Samson; Cincinnati: South-Western Publishing Co,, 8th Ed,, 1975.
x x Retail Selling, Y. Bodle and J, Corey; New York: Gregg/McGraw-Hill Book Co., 2nd Ed,, 1977,

x x x Retailing Principles and Practices, G, H, Richert, W, Meyer, P, Haines, and E, Harris; New York: Creyg/
McGraw~-Hill Book Co,, 6th Ed,, 1974, (Including Problems and Projects)

x x Salesmanship, C, Kirkpatrick and P, Russ; Cincinnati: South-Western Publishing Co,, 6th Ed,, 1976,
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X

X
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2nd  3rd

Level Level Level

X

X

Salesmanship Fundamentals, J. Ernest and R. Ashmun; New York: Gregg/MeGraw=-Hill Book Co., 4th Ed., 1973.

Schools and Caveers, E., Rerr; New York: Gregg/McGraw=Hill Book Co., 1977.

Store Talk, E, Greif; Belmont, California: Pearon-Pitman Publishers, Inc., 1979.

Succeeding in the World of Work, G. Ximbrell and B. Vineyard; Bioomington, Illinois: McKnight
Publishing Co., 1975.

Working at Human Relations, R. Fruehling; New York: Gregg/McGraw-Hill Book Co., 1977.

Working in a Service Industry, R. Grandfield and F. Gold; New York: Fairchild Publishers, 1972.

Working Makes Sense, C. Kahn and J, Hanna; Belmont, California: Fearon-Pitman Publishers, Inc., 1973.
World of Work, G. Kimbrell and B. Vineyard; Bloomington, Illinois: McKnight Publishing Co., 1974.

Your Career in Marketing, J. Beaumont, K, Langan, and L. Taylor; New York: Gregg/McGraw-Hill Book Co.,

1976. (Including Job Activity Guide)
DECA MATERTIALS
“All About DECA," FS/T.
CBCE Huadbook
*1979 DECA-Career Development Conference H, S. Division," FS/T.

DECA: The First Thirty Years by Riley.

DECA transparency masters.
“Pollow Me Through the New Series Competency Based Events," FS/T.

A Guide for DECA Chapter Officers.
Indiana DECA Competitive Activities Handbook.
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1st 2nd 3xd
Level Level Level

x Leadership Development and 0fficer Training Handbook.
x Leadership Simulation/DECA.

x Merit Awards Program Handbook.

x - x x National DECA Handbook.

x A Program of Action for DECA Activities.

OHIO D. E. MATE LAB
x Advertising Layouts Putting It Together, 122-C6.

x B, C. Hints for Understanding Your Boss, BOl-F4.

x Bullg:*n Boaxds for b. Eq' BOZ'F(&.
x Calendars, C21-Q6.

x Career Information Unit, S04~D6 and SO5-D6.

x Communiication in Distribution, 106-B7.
x Comrunjcation in bistribution, 106-B7.

x Corporate Decisions =~ An Interaction Game.
x D. E, is Competition, BO7-F6.

x DECA Leadership Simulation, S10-E2.

x x x Developing a Program of Aciivities for Local DECA Chapters, S12-E3.

x Dress to Impress, 109-Cl.

3 36 x Employee Motivation, A08-HS6.




last 2nd 3rd
Level lLevel lLevel

x Evaluat ing Emplcyees, AQ9-H6.

x x x Humen Relations Cases, Al0-H7,
x Ideas for Local DECA Profects, S15-B4. |
x Know Your Training Station, S17-E4. |
x Laboratory Mini-Profects.
x Leadership Training Guide for DECA Officers, Al5-Il,
x A Look at Metrics in Distributive Education, Al6-~12,

x Our Free EnterPrise SYstem, 112~C2. |
x Parliamentary Law Makes Sense, B22-C4,

x x Safety and You on the Job, 125-C7.

x The School Store: A Retail Laboratory for D. E., $26-E7.

x Some Yiews on the Isaue of Bugsiness Ethics.
x "The Start of Something Big,” V06-W6.

x x Survival in the World of Work, 129-D2.

x Ten Steps to & Pl d Sales Presentation, VOB-Wl.

x Time Management, A26~15.
X !ﬂ;gs gor D. Ea’ 828-~F2.
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lst 2nd  3rd

Level Level Level VERS OF T TRUCTIONAL MATERIALS CENTER
x Basic Retail Credit.
x pasic Selling.
x Basic Selling Techniques.
x Communications in pistribution.
x General Marketing Curriculum.
x The How in Parliamentary Procedure Manusl.
x The How of Parliamentary Procedures.
x Practical Leadership.
x _i‘lm_Pg@tiOﬂ Function,
x Receiving., Checking, and Marking.
x Stockkeeping.
x You: A Guide for Perscnal Development for Young Men/Women.




1st 2nd  3rd

Level Level Level AUDIO~VISUAL MATERIALS
x Advertiging Store, Procter and Gamble.

x Anatomy of a Sale, Sears, Roebuck & Co.

x Brand Names and Labeling Games, Indiana University A-V Center #CSC 2542,

x Careers in Department Storea; ...Fashion$ ...Food Merchandising; ...Service Stations, Fairchild Publishers.

x Careers in Focus, Gregg/McGraw~Hill Book Co,

x Careers in Marketing, Gregg/McGraw=Hill Book Co,

x The Choice 18 Yours, the Sears Roebuck Foundation Filw Library, c/oc Asacciation Filﬁs, Inc,

x CLI0 Award-Winning T-V Commerciala, Indiana State University A-V Center, D-415 J=8«C~A, ATVR: ATVR.

x Creating a Friendly Atmocarhere in Your Store, Motivating Meaaages Unlimited,

x Conaumer Choice, Procter and Gamble.
x The Consumer Movement, Indiana University A-V Caenter #CSC 2560,

x Consumer Skilla: Budgeting Your Money, Indiapa Univeraity A~V Center #BSC 160.

x x Consymer Skills: BuYing on Credit, Indiana University A~V Center #BSC 163.

x Consumer Skills: Saving and Investing, Indiana University A~V Center #BSC-185,

x Distributive Education: Channels of Diatribution, (Marketing Principles), tranaparencies, Gregg/McGraw-
Hill Book Ceo,

x Effective Writing: Learning from Advertising Language, Indiena Univeraity A-V Center #ESC 1355.
x Enterprise, NFIB Education department.
x Good Looks/Here and Now, booklet and film, Armour-Dial,

x American Enterprise, free~lcan film seriea, Govermment, Modern Talking Picture Service.
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st 2nd 3xd
Level Level Level

‘ 391

How Honest are You, and Developin® Your Character, Coronet Instructional Films.
If an Elephant Answers, Indiana Bell Telephone Company.

It's a Capital Idea, Walt Disney Educaticnal Media Co.

Job Discrimination-Doing Something About It, Indiana University A~V Center #CSC 2726 (Alternate f£ilm:
The Prejudice ¥ilm, Ball State A-V Center).

Jobs in the City: Distribution, Indiana University A-V Center #EBSC 1254.

Jobas in the City¥: Services, Indiana University A-V Center #ESC 1193.

land and People, American Enterprise Series, Phillips Petrcleum Co. (available through Modern Talking
Picture Service)

Marketing, Indianas University A-V Center #ESC 1481 (Alternate film: The Marketeers: Careers in Marketing
and Distribution).

Orientation to D, E., transparencies, Cheshire, Colonial Films.

Parliamentary Procedure in Action, Indiana Univeraity A-V Center #CSC 1659.

The People on Market Street--Supply and Demand, Walt Disney Educational Media Co.

The Profit Pendulum, U, S. Chamber of Commerce.

Profits at Work, slide tape presentation, U, S, Chamber of Commerce, distributed by Phillips Petrcleum Co,

Profits!]! What Happened to All the Bread?, Phillips Petrcleum Co., Modern Talking Picture Service.

Six Steps in Making the Sale, Motivating Messages Unlimited.

Using the I_e_lgphoné Effectively, Motivating Messages Unlimited.
Your Attitude is Showing, Chapman, SRA, filmstrip, record, and buok.

Yﬂur Jﬂb: Fitti!m In, Indi‘l‘a st‘te Uni\lersity A"‘} Centﬁr #C ’821
o
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st

2nd  3rd

Level Level Level

What is a Career, aud Worlds of Opportunity in Themselves, Instructiocnal Materials Center, University of
Texas.

Who Profits from Profits, slide-tape presentation, U, S. Chamber of Commerce, distributed by the
Phillips Petroleum Co,

OTHER MATERIYALS
x All About OSHA, U, S. Department of Labor, Occupational Safety and Health Administraticn.

Career Exploration in Marketing and Distribution, Contract Research Co,

Career Planning Manual, Ivy Tech, Terre Eaute.

Checklist for Store Safety, Naticnal Retall Hevchants Associaticn,

X D. E, II Course of Studies, Oklahoma Department of Vocaticnal-Technical Education,

Educational Communications, Phillips Petroleum Company, Economic resource bibliocgraphy free materials,

x Enthusiasm Makes the Difference, N. V., Peale.

Erronecus Zones, Dyer, Avon books,

X Ethical Basis of Economic Freedom, Ethics Resource Center.

Fun Prustrations, IDECC.
X Fytyre Shock, Alvin Toffler, Bantam books.

Games, Puzzles, and Simulations for Distribution, B, Wilkie.

X A Guide for Cooperative Vocational Education, Indiana Department of Public Instruction Division of
Vocational Education.

x Cuide for Employers of Minors, Indiana Divisicn of Labor.

b How to Win Friends and Influence People, D. Carnegie, Simon and Schuster. 394
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st 2nd 3rd

Level Level Level
x In-School Store for Diatributive Education, M. Devitt, Indiana Curriculum Materials Center.
x Job Opportunities in Retpiling Series, J. C. Penney Co,

x x x LAPS Mhm b! 1DECC.
x Leaderahip Development Institute Materials.

x x Leadership Training Units for vocationa]l Youth, Purdue Agriculture Department

X Making the Most of Your Job Interview, New York Life Inaurance Company.

x Merchandising Your Job Talenta, U, S. Department of lLabor,

x MoneY Safeguarding Procedures, National Cash Regiater.
x Newspaper in the classroom brpiect: Indianapolis Star and News.

X X x Occupational Qutlook Handbook, U. S. Department of Labor.

x Qur Economic System: Free Enterprisa-<Is This Any Way to Live, Camphell, Sears, Roebuck and Co.
x Our EgMc.gn;g; More Jobs. There is a Way., Campbell, Sears, Roaburk and Co.

agic of New Products and Ay pazing Success Machine, Campbell, Sears,

x Our Economic System: Them, Campbell, Sears, Rosbuck and Co.

x Qur Economic System: What Ever Hapvened to the Nickle Candy Bar? and You Pay for What You Get, Campbell,
Sears, Roebuck and Co,

x Qur Economic System? Who Cheers When Products Work?. Campbell, Sears, Roebuck and Co.
x See You at the Top, Zig Zigler.
x x 7-UP/MDA Community Service-Civic Consciousnes Prolect,
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ls¢t 2nd 3rd

Lovel Level Level

397

Suggested Lesson Plans in Safety Bducation, Nationmal Association of Distributive Education Teachers.

That's What America's All About, Phillips Petroleum Co.
Tips on Making Change, National Cash Register.

Toward Matching Personal and Job Characteristics, U. §., Department of Labor.

Turn and Learn for Successful Selling, Sears, Roebuck and Co.

Your Attitude is Showing, Chapman, SRA.
Working, S. Terkel, Avon books.
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Avmour Dial, Inc.
Department PR

221 North La Salle Street
Chicago, IL 60601

Agsociation Films
5§12 Burlington Avenue
La Grange, IL 60525

Avon Books

959 8th Avenue

New York City, NY 10019
(available in hardback from
Pantham Books)

A~V Department
Chamber of Commerce
1615 H. St., N.W.
Washington, DC 20062

Ball State University
Educational Resources
A-V DEPt:.

Muncie, IN 47306

Charles E. Merrill Co.
1300 Alum Creek Dr.
Columbus, Ohio 43216

Colonial Films
70 Fairlie Street
Atlanta, GA 30303

Conrad Publishing Co.
Box 29204

Minneapolis, MN 55429

PUBLISHERS' ADDRESSES

Contract Research Corp.
25 Flandus Road
Belmont, Massachusetts 02178

DECA
1908 Association Drive

Reston, Virginia 22091

Educational Services
Indianapolis Star

307 N, Pennsylvania St.
Indianapolis, IN 46206

Ethics Resource Center
University Square

Chapel Hill, NC 27514,

Fairchild Publishers
7 East 12th Street
New York, N.Y. 10003

IDECC

The Ohio State University
1166 Chesapeake Avenue
Columbus, OH 43212

Indiana Curriculum Materials
Center

TAW 206

Isv

Terre Haute, IN 47809

Indiana State University
A~V Center
Bloomington, IN 47401

Instructional Materials Center
University of Texas

LCG=-305

Austin, Texas 78712

Invest in America Council
121 S, Broad Street
Philadelphia, PA 19107

J.C. Penney Co,
330 West 34th Street
New York, NY

MeGraw~Hill

Gregg Division
Manchester Road
Manchester, M0 63011

McKnight & McKnight
Publishing Company
Bloomington, IL 61701

Modern Talking Picture Service
2323 New Hyde Park Road
New Hyde Park, NY 11040

Motivating Messages Unlimited
St. Louis, MO

Muscular Dystrophy Assoc.
6201 La Pos Trail

Suite 100

Indianapolis, IN 46268

National Federation of Independent

Businessges
150 W. 20th Avenue
San Mateo, California 94403

8~13

F .




Newsweek

Education Dept.

701 Lesa Ave.
Findlay, Ohio .45840

Ohio D.E. Material Lab
1885 Neil Avenue

115 Townshend Hall
Columbus, Ohio 43210

Phillips Petroleum Co.
Educational Communications
4 A3 Fhillips Building
Bartlesville, OK 74004

Pitman Publishing Co.
6 Daurs Dr.
Belmont, CA 94002

Proctor and Gamble
Home Office
Educational Materials
Cincinnati, OH 45201

Richard D. Irwin, Inc.
Homewood, IL 60430

Sears-Roebuck Co.
303 East Ohio Street
Chicago, 11, 60611

South-Western Publishing Co.
5101 Madison Road
Cincinnati, OH 45227

¢

PUBLISHERS' ADDRESSES (continued)

SRA

1090 Wionna Avenue
Cincinnati, OH 45224

Walt Disney Educational Media Co,

500 5. Buena Vista St.
Burbank, CA 91521
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