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This quide sets forth minimum approval criteria for 3
market1ng/ﬂ15tr1but1ve -education programs in Oregon. The 1n£ormat1on '
in the guide is intended for use by district-level curriculum °
planners, teachers, reglonal coordinators, or state education
department staff involved with new program development or revisions
of existing programs. The guide outlines the instructional .content ‘of
market1ng/d15tr1but1ve education programs in terms of program
descriptions, areas for training, program goals, course/content
dvals, and sample pérformance objectives. Descriptions are given, of .
two-year courses entitled: Marketing, Cooperative Work Experience,

nd School Store. Course goals deal with career guidance, economigcs;
human*" relations, commun1cat10ns mathematics, sales promotion,
management, and practical operations. A section on organizational
optlons is designed to illustrate a few of. the many ways to deliver
the minimum instructional .c content required for an approved vocational
cluster program. Content i8 illustrated by course titles for the
instructional levels to recognize that students from dlfferéht graﬁes
may enroll in one or more levels of a program. (KC)
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Y MARKETING VOCATIONAL CLUSTER PROGRAM‘ 4

®+ MINIMUM_ APPROVAL CRITERIA ‘

The fo]]ow1ng 1nformat1qn'hnfor use 'by district-leve) curr1cu1um planners,
teachers, regional coordinators or Department staff involved with new program -
development or revisions of existing programs. _For more information about
instructional content -see Marketing OCCupat1ons Cluster Guide.

The minimum approva] cr1ter1a fer -a Marketing C]uster prbgram are set forth
in this document. The 1nstruct1ona1 content is outlined in terms of program
descriptions, areas for training, program goals, course/content goals and

' sample performance object1ves. Course titles and descr1pt1ons are also
1nc1uded :

) The sect1on on organ1zat1ona1 options 1s designed 'to 1llustrate a few of the
manys ways to- deliver ‘the minimum instructional content required for an
approved vocational cluster program. Please note that time is. {1lustrated: in
terms of credits. Content is i1lustratéd by course titles for therinstruc- -

" tional 1eve1(s) to recognize that students from d1fferent grades may enro]]

~ "~ in one or more levels of a program. .

2

Program Description

- - ,
The Market1ng Occupation C]uster Program, also known as Distributive EdUCa— "
tion, is a vocationa] program for high %chool students -preparing for careers.
in any of the. twenty “three occupational areas involved in the flow of goods
and services from the producer to the consumer. Individuals may enter mar-
keting occupations through an industry such as apparel, food, petroleum, ‘
travel, or through a type of bus1ness such as manufacturing, wholesaling or
retailind. The marketing functions these individualé perform include sell-
ing,” buying, merchandise for resale, purchasing raw materials for manufac- .
turing, promotion and public relations, and any number of supportive activ-
ities such as transportation, f1nance market1ng research and market fng
management . ’ . -




/

" Areas for Tra1n1ng'

AdVRrtising and display services

-Automotive, recreational and
~agricultural vehicles and
accessories marketing

Food and foodservices marketing

General ‘merchandise retailing

Hardware and building mater1a1
marketings “

Industria] and 1nst1tut1ona]

marketing
Insurance
Real estate marketing
Recreation marketing
Transportation and trave1

marketing :
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'Business services marketing

%_Finance and credit services
Apparel and accessories marketing .

Floristry, farms and garden SUpplies
mafketing ‘ N
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Home furnishings marketing ' o+ . . .

Hotel, motel and lodging services” - -

L ‘ . : " "'J’a.' (, oot €
Internatiomal ‘marketing =~ = = - -
Personal services marketing . . e

PR
f

_Petroleum marketing e e

Business ownership (entrepreneurship)
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Program Goals™ L S S T VL
. . .o . -: I:':‘.._'.'-' ] ~,.'. . ) '.- -. - ,'*.“-. - &
. Studeﬁ%s w111 be able to: : f ' S “':f,ﬂ$f"'.' R
\ ' A . . S - o * » . -
.0 ‘Know what the market1ng cluster program has ‘to offer and how PR
‘ : to apply. for émployment in a marketing -occupation.” ;‘ R .
Y ) Make" tentat1ve career choices baSed ,upon 5nd1v1dua1 abi1it1es g . >
and interests. ° ¢ LK ) ’
. Understand the basic economic processes involved ‘in the d1str1bu— ’
 tion of goods and serv1ces s , . ; -

>
L]

. Apply good hyman relat1ons pract1ces with co—workers ehploye}s.
and: customers.: . ' - L . R

¢

’ v ~ s

N

. Use commun1cat1on sk1lls effect1ve]y as they app1y to
market1ng pccupat1ons

k4

° -‘Apply fundamenta7 sales pr0m0t1?n techn1ques as they
relate to the sale of goods anq services. _ R

. | ‘ﬁApply basic business’ rocedurqﬁ which prGMOte success-
- ful markeiing operdt1ons / -

“Apply fundamental management ‘teehniques as they
,relate to market1ng business operations.

-
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.. Apply market1ng pr1nc1ples to a spec1f1c market1ng N

:s:_si:s:s»:s:e:s:s:s:s:e:s:s:s:s:s:s:t»:'s:s:s_:s:s:s_:g‘:s-:s_:s;:sx:s

oo area. - . o S , o .
) :Vi,a_ Apply basjéﬂmgth skills as theyﬁrelﬁtefto»market1ng'dgcupdtiOns, o
': * .9+ Identify a‘Q;riety of career'options and career’ 1addersiinc1ud1ng
-, K -entrepreneurship available in marketing occupat1pns : ' .
_-;:****************'********************‘k\ _fl ;
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Course[Content Goa]s

ORIENTATION ~ _'4 ' - S

T TP The student will be able to:- s - o

. » : 4

Know what' opt1ons are availablé to étudents in the makketing occupat1ons

»

' program
,f ' ; Know-what skills are necessary to secure and ma1nta1n employment
. . . . L ' . )
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CAREER GUIDANCE ft T e
The student will be able tor . ‘
“ahMatch abllltles and 1nterests with career cholces y ' o f A
. Balance personal preferences wlth career cholces | . -

, Utlllze the reSOurces of schools, bustness, labor and lndustry in_ per—
. sonal career development _ , . ’

hpply declslon maklng skills in maklng career. cholces
‘ Involve an 1nterested adult when mak1ng career declslonsl
ECONOMICS | |
""The student will be able to:
Explaln the flow of products from producer to flnal sale. .
Explaln the effects of tlme place- posseslon form utlllty on sales
Explaln the key components of a mod1f1ed free enterprlse system

Explaﬁn the effects of market segmentatlon onw local businesses..

Explaln consumer buylng motives 1in relatlon to product or servloe
benefits.

" : Explaln ethical business practices. ’ o o o T
HUMAN RELATIONS . . F‘\\Eg e L R e
The student wi)l know: _~'r L ""V" : o o CR Y ‘

How to work constructlvely with employersf* o .' . lv
i'-How to work constructlvely wlth co—workers;_i'f - o
How to work constructlvely wlth customers | . .

] ” COMMUNICATIONS ¢ S ‘ L
lhe student will be able to: s " ; . T L -

Read and comprehend at'a. Jevel acceptable for entry level employment 1n a
marketing. occupation. K

yo g . . “

ywrlte in. a business~ llke manner. ' ', . "*_7 ' | .u*

- Use oral communlcatlons in a vartety of buslness setttngsi'
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- Listen attentiveiy"an¢ follow instructions.‘fzﬁ :'T'

“The ‘student will. be gble to: *° 3”,§fg§3 T T N
. ; Add, subtract multiply and divide whoie numbers
Caituiate percentagés S 3‘_r i - ) g R ?u}}', e -
" " . . . . . ) ‘:". . - N T - . 7- .. .
. blate. probiems invoiving decimais : o ' T K
o, ) \‘ . N . v ﬂ
Solve computationai probiems reiated to marketing . o
. . Use. standard business machines to solve computﬁtionai problems reiated to
o marketipg . - L Ny . v
. - Caicuiate marketing probiems uSing the-metric system I A
" ;:  SALES. PROMOTIGN N e e T

Tbe)student will be abie to R ., ;iﬂ _ui.-: - .

' ?Know and apply Drincipies of personai seiiing - | o e B
. J; - Know and analyze and determine advertiSing methods appropriate for the
o promotion of, products and servic‘l

Know' and appiy’uisuai merchandising techniques used to promote products
and sprvices e .
MANAGEMENT - . ?573;‘
xliThe studefit will be able to et | _ \
[{ . 2 : ‘ . . b.
~Analyze and: de ermine appropriate management poiic1es and procedures for
a distribut bu51ness L
Describe the effects of goog personnei relations on empioyee moraie and - o -
: motivation, o : . . | .o ‘ :
OPERATIONS - e -
The student will be'abie;to: g .-_'?.;_'~" LT
. Explain Customer services appropriate for”marketingﬁiieids.*
| ' Know and use appropriate”stockkeeping procedures

Know -and foiiow security procedures used to prevent stock shortages and

- Use a cash register in a correct manner.
. . 5. - . . 4 o
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_Know and app1y apprepriate pr1c1ng techntques for merchandtse and , K
services. | , PRI . . co

'.Know how to purchase merchandtSe and services for resale

. , KRS

Know and use standard 1nventory control techn1ques
Know and app]y onhthe-job safety prOcedures

Operate spec1f1c types of bus1ness equtpment and maintain this equtpment |
in working order . ) L )

- . L 'Y

~ Know how to; recetve and check an- 1ncom1ng shipment of merchand1ee

Prepare'spectftc:types of'business recqrds.
| iNDEPEnbENT STUbY | | | B
The student will be ab]e to ; ~." . - o - o ?i.:”*”E;J

Make a tentattve career choice and follow an 1nd1v1dua11zed study planr
developed 1n cooperat1on with a market1ng teacher coordtnator S

.
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‘Sample Performance Objgct1ves '_ . | o

. The student wt]] be able to- use a cash regtster 1n a correct manner

v ~ " Given the price of the product and service purchased and the amount VI
' of cash remitted, the student wi]] make change emphasizing speed ' “
"~ and accuracy. : . .
Given the price of the product or service purchased, the student =
will process sales checks,: credit. cards and persona] checks. : Vo
The student w111 know and be able to use standard 1nventory contro]
techniques. _ ~ d . .
, . - . .
‘Given a rea] or stmu]ated situatton the student will conduct an , o
inventory using the’ phystca] method 1he perpetual method and a
combination of both _ , . y I

Given a- rea] or simu]ated sttuatton t#e student w111 ca]cu]ate
stock xurnover and ana]yze turnover rates .

- \ - LA )
“

fhe student. will :be ab]e to prepare spec1f1c~types of busﬁness records.

. Given*employee payro]] data the student will compute and recerd -

- month]y payro]] _ . :

- Given a*checkbook the student will record and ba]ance deposits and
' wtthdrawals :

A
! - s

The. student w111 know and be able to app]ywprinctples of persona] se]]tng

fGtven a s1mu]ated sales situatton the student w111 demonstrate a.
product or.service in such a way as. to encounage the cdstomer to: .

. make a purchase. . . . - S L
_ : ) . . ‘
Given a simulated sa]es s1tuatton, the student w111 hand]e a vartety ' .
of customer object1ons :

=

]

Course Titles and Descrtptions g ; L..'t‘ S S el s

, MARKETING I (First.Vear): This course 1s\designed to develop fundamenta] = .

"~ skills needed in a majortty of distributive dccupations, inciuding: . basic .
economics, communications,’ human relations, mathematics, personal: se]ltng,- -
advertising, visual mérchand1s1ng, ‘and some operations. This course ean: o

" improve student placement success in entry-level jobs, or in senior. year -
-+ cooperative work programs. ‘Seniors may be &ccépted into this course 1f they AT

~are enro]]ed 1n Cooperattve Markettng I, as described be]ow R _ "f“-‘

.F




"MARKETING 11 (Secohd Year or Advanced): This course involves further refine-
ment of Marketing 1 .fundamentals, with additional work in buying, pricing,
management and sales promotion techniques. Individual instructional plans .
'should be developed which emphasize career objectives and which help students
o acquire -product awareness and special skills. These. individual plans should
M be deve]oped a]ong with. on-the-job-training plans in cooperation with employ-
~ers. " Only seniors who have successfully completed Marketing I.should be _
enro]]ed and each Marketing Il student should also be enro]]ed in Cooper~ e
at1ve Market > :

COOPERATIYE WORK EXPERIENCE (Marketing) 1: This course involves supervised o - :.
employmend. to complement in-school 1nstruct1on, a minimum of ten hours. Aer ~ ‘
week 1s usua]]y the equivalent of one or more un1ts of credit., :

COOPERATIVE Noﬂf";PERIENCE (Marketing). I1: Th1s coJrse is supervised CO
employment for the second year student Cbon completion of Marketing I and T
- .Cooperative Marketing I in the junior year; a minimum of ten hours per week :
is usually the equ1va1ent of one unit of cred1t ' .

SCHOOL.- STORE I: This course involves first- year market1ng students in- the
" operation of. an in- school retail store serving the needs of the studerit
body. Students perform functions of selling, stock control, recordkeeping

and others related to entry level employees.

Co S o : ' _ . , . X
SCHOOL STORE TI: This course offers an opportunity for second-year students
to manage a retail store under superyision. Functions performed include -

buying, pricing, promotion, emp loyee schedu]ing and .operational "y
dec1s1on—mak1ng . ' . _w
. . 7 i ’ -
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) rgan{zational Opt1ons 3
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'H1n1mum Market1ng Vocational Cluster Approval Critetia

%
1

In add1t1on to specific cluster cr1ter}a, state approved vocat1ona1 programs. |

shall meet the criteria for approval of all secondary.vocational education
instruction. as 11sied in the.Handbook of Policies and Procedures for Voca-

v
»

Criteria. outline: ' L | }

- tional Education {nstruct1on in Oregon Secondary Schoo]s. 1985.

y cred1ts'(130 hours per credit) offered within a maximum of two yearss

- 2 credits of marketing 1nstruct10n - C
-2 credits to include any of the followWiny or the equ1va1ent i
2 credits structured school store operation. “
2, Jredits marketing- re]ated cooperative work exper1ence
. a~
° Instructional time blocks of suff1c1ent durat1on for sk111 deve]opment
to meet 1ndustry standards .4
"o Program goa]s course goa]s and 1nstructiona1 content which reflect
~ those..in the state cluster brief. . - - ‘v
. Prpv1s1on,fonwoqcupat1onatjcooperat1ve work experience. . - = .
P o.Vocat1onalTy certified téacher
- “ ’ v
e An act1ve representat1ve otcupat1ona1 adv1sory committee
° Distribq}1ve Education Clubs of Amer1ca (DECA) as an 1ntegra1 part of
the 1nstruct10na1 program. -

"************************t**************
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There are many acceptable opt1ons for delivery of 1nstruct1ona1 content while
assuring that a‘quaVity program is provided .- Schoo]s ‘have the opportunity to
-schedule’ c¢lassroom and- laboratory activities to accommodate students and to
fac111tate 1earning De]1very options include after schoo] weekends, summer -

school or a1ternate days S : L , Y
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0 3 l. ’ - )
Optizn_: T S | o ’ - h L :
‘A: TWO-VEAR’ Year 1 Maj{f_eting 1] [Schoot Store | ,a?\d/ok T CWE
. PROGRAM o b credit | . L 1 credit - 1 credit -
Year 2 [MaFketing 11| [School Store’| -and/or TWE
- 1. credit 1 credit | - 1 credit ,
. B: TWO-YEAR VYear 1 [Marketing 1] . o o ' Lot
: PROGRAM : 1 credit - e : /,
: " Year 2 [Marketing 11| [School Store I . CWE .
% o 1 credit 1 _credit | . L\ credit .
1 | ’ | . . .
. C: ONE-YEAR , JMarketing_ 1§ School Store | ~ .CHWE
) PROGRAM 2 credits | | 1 credit -1 credit
If you need technical assis\tance, call the,-0ccupa.tiona~1 Program Sbg'cjalist -
4, at the Department of Education. The specialist's name and phone number
€ appear on the:first page of this document. - - ' .
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