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ABSTRACT

The first section of the distributive education
curriculum guide for grades 7-12 provides brief introductory,
statements concerning program and course dgscriptions and the role of
Distributive Education Clubs of America (DECA) and business community
advisory committees in the distributive education curriculum.‘Sed¢;gp
2 provides detailed descriptions and objectives for the following
courses: fundamentals of distribution, studies and marketing, s :
advanced studies in marketing, fashion merchandising, cooperative * -
fashion merchandisirg, creative selling, education for employment,
Work Experience Career Exploration Progranm (WECEP), marketing
(accelerated coursé), food distribution, and petroleum marketing.
Section 3 defines the cooperative method, the project method, the
coordination of on-the-job-training, and DECA as instructional
approaches; suggests a variety of ipstructional tecniques for use
within these approaches; lists several organizational alternatives;
and outlines units for the following courses: fundamentals of
distribution, studies in marketing, advanced studies in marketing,
fashion merchandising, cooperative fashion merchandising, education
for employment, WECEP, and creative selling. (JR):
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LETTER OF TRANSMITTAL

. Program of Studies defines the instructional program
to be implemented in Fairfax County Public Schools. It
is to be used by schools in establishing their Commitment
to Education as well as a basis for meeting Standards of
Quality in Virginia. Schools are encouraged to develop
supplemental objectives and program variations in accord
with local needs and with the approval of the area super-
intendent. During the school year 1974-75 the program

* descriptions and the objectives are subject to intensive .

review in an attempt to achieve consensus.

o . The Program of Studies will continue to be developed
through the involvement of administrative and instructional
) personnel, students, parents, and other members of the com-
‘ munity. Revision is part of the design of the Program of
Studies in order that all persons in the community may
participate fully in developing a current, relevant in-
structional program.

The success of the Program of Studies will depend
' primarily upon its utilization by teachers and on the
continued educational development of our students.

-
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A Division Superintendent
September 3, 1974 . <
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INTRODUCTION

*
The Program of Studies defines the instructional program for
Fairfax County Public Schools, kindergarten through grade twelve,

and is organized as follows:

Section A - Program Description and General Goals
- ¢

Section B - Program Objéctives

Section C - Suggeséed Teaching/Le;rnfhg Strategies
Section D - Prerequisites for Student Placement )
Section E - Program Evaluati&n J e

® i
’ Section F - Instructional Material] Requirements
| ’ ,
Section G - Program Support Requiféments .
, i
At present the sections are in vérious stégegfof development.
N During the fall of 1974, instructional personnel will receive for
use and reaction Sections A and B,,anh working drafts for Section
C. The other sections will be written, reviewed, and completed
at latek dates as they are dependent upon Sections A and B.
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. | September 3, 1974
o , '
\'X . ' Program of Studies
. - \.\\ Distributive Education
Y ' Section A

INTRODUCTION .

4
Disgributive Education is a progrggxéf/i:cational education offered

through the public schools to prov'ﬂgfgnstruction in the field of dis-

\

tribution, or maftéting. It #s the study of all the activities and concepts

concerned with brihging products and services from the producer to the
-

. N . C
Gltimate consumer. Such ‘activities include buying, selling, merchandiging,

5

sales promotion, advertising, market research, personnel sehegtion andﬁ

\

' administration, and b\\vsiqess management. These occupations are found in
? N ’
such businesses as retail and wholesale trade, finance, insurance, real

estate, entertainment, osﬁitality, food service, communications, trans-

\ ) portation, storage and arehousing. The priméry rqéf'of Distributive

’ iy Education is to offer ingtruction which will prepare “individuals to enter,
' to progress, or to improvk competencies in the distributive occupations.\
. . - .
1 '\iy L -
To carry out this role, .tHe. Fairfax County Distribdtive Education
. B -y
program follows the concept\of providing two distinct phases of marketing
s A b i -
instruction: \ ‘ -
¢ (1) Course offeﬁings in the. schools to prepare students®
1 . N ~
. for future e&ployment @nd/or centinued education in
, A o
éf/// g ' i
marketing, mefchandising, or mandgement
\ 1 .S
. (2) An adulr prégram of tontinuing education in the
' o N
’ comfmunity to<impfo§e the occupational competency
. \ <
Qo .1- : , al
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of those employed in distributive occupations and/or
to prepare out-of-school youth and adults to enter

distributive employment

The Distributive Education program has its roots in both education

and distribution. This environment encompasses Distributive Education

. +

as an educational service and as a service to marketing or distribution.

Educational, socidl, and economic responstbilities are pointed out in a

statement of goals of Distributive "Education:

(1) To offer instruction in marketing and distribution

(2) To contribute to the economic progress by aiding in
improvement of the techniques of distribution
(3) To develop an understanding of the wide range of

social and economic responsibilities which accompany

&
the right to engage in distribution in a free,

competitive society R

(4) To encourage student development of leadership qualities,

social intelligence, vocational understanding, and civic

consciousness through the co-curricular actl'ities of the

Distributive Education Clubs of America.

v

P

a0 '

-

The Distributive Education curriculum content is based on five major
. €
categories of instruction in order to develo& comﬁetencies in the follow-
Y, .

ing areas: Social Skills, Basic Skills (math and communications), Product

or Service Technology, Economics and MarKéting.

‘s
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at

Marketing, as an area of siudy, is the discipline of Distributive
Education. It is the body of ﬁnowledge common tp all distributive

occupations - merchandising, market research, operations, buying, sales
{

promotion, and selling. ,

-

4
ADULT PROGRAM

[y

The Distributive Education Adult Program includes two types of

-

~

training: ‘ .

(1) Preparatory classes for persons who desire training to .

secure a job in distribution (Example: Real Estate

®
License Preparation)

(2) Supplementary glasses for persons already employed in

distribution to upgrade skills or prepare for a job -

“« . ‘ advancement (Examples: Real Estate Diploma Program,

3

Personnel Management Diploma Program)

e s

The Fairfax County Distributive Education Adult Program is offered
b . . . p
through the four exigting adult education centers - Edison (Area I),

-

Annandale, (Area II), Marshall (Area III) and Woodson (Area IV). All

Distributive Education coordinators are professionally trained speciafists

in the field of marketing "and education. Thelr responsibilities include
. ¢ ..

teaching, coordination, and progrém management in the in-school and

adult phases of the total Distributive Education program. -
. . 2y »
' A\
Specialiscs from the various fields gi.e., real estate, insurance, 5

3

advertising, etc.) are employed.as part-time instructors to assure

authority and credibility in the:adult program curriculumf

-3- " 19
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\

- : IN-SCHOOL PROGRAM

- The in-school program also includes two types of instruction:

-

(1) Preparatory courses for those students preparing to -
5 -
enter employment at a future time (Examplegf Fashion
Merchandising, D.E. I - Fundamentals of Distribution)
(2). Cooperative courses for students who desire current
part-time employment on a regular, supervised basis with
credit given for this related on-the-job training

- (Examples: D.E. II - Studies in Marketing, D.E. III -

Advanced Studies in Marketing)

Preparatory Courses

L%

Distributive Education preparatory courses are vocationally oriented

through a series of career-related projects, which serve to supplement
. . . v t e
and individualize classroom instruction. Students enrolled in these

\
S <. . . . . . .
courses spend one daily class period in the Distributive Education class-
4
. L ) .
room-laboratory and earn one credit for a year's course. Enrollment in
these cburses does not require cooperative employment although students
are encouraged and assisted in securing part-time employment during peak
. 3 ‘ . . ' h
selling seasons in the business community.
A
~ - . )

°
Cooperative Courses

< f . N 3 ; . \. . 1
. The cooperative courses utilize on-the-job “training to supplement .

-

and individualize classroom instruction according to the student's career

objective. Under the cooperative plan, a Distributive Education student
\ . R

T
Y/

N v ' 11
ERIC
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i

spends one.daily class period in the Distributive Edicalion ‘class in addition

-

'
to following a regular schedule of required and elective ¢ourses. He/she
R . N v - N .

is placed on a distributive job and averages a minimum of fifteen hours .

» S

per week of superviscd on-the-job training related to his/her studies. The
P.E. student eafé: a minfmum hourly wage as well as Whree credits for the
DIt

’ L

D.E. clussroom and job training. - Training plans develeprd by the coor-

dinator, employer, and stugent aiaaide for struétured work cxperiences
. g .
so that the studbnt can learn as many aspects of the job as possible.

~u
-

Distributive Education Clubs of America

LN

The program of work of the DistributivotEducation Clubs of America
(DECA) enriches and suppliaknts the Distributive Education curriculum.

Through participation 'in this co-curricular activity, opportunities are

provided for students to demonstrate and refine competencies required In

[ -

distributive occupations, All Distributive Education students are auto-
1 . i

métically considered"members of their school's local DECA Chapter. The -

purpose of this youth organization is ﬁo‘promote vocational understanding,

1‘ . . =
civic consciousness, sogial intelligence, 1eadersh1ﬁ§%evelopment, and

satisfaction in a job well done.

The school's teacher-coordinator(s) serves as advisor to the local

. N N .

DECA chapter and encourages student initiative and direction of club
activities., Distributive Educatién,studepts participate in local, .
- [+ L]
district, state, and national competitive events related tofthe comp-
{ ' M .

étencies,being developed in the curriculum. ‘There are regularly scheduled

'chapfer meetings, usﬁally held durifg school hours, and significant

anngi}/occasioﬁs, such- as the District Fall Rally, Employee Recognition.
. . .
VA 1
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Banquet, State Leadership ‘Conférence, and National DECA Career Development
3. . .

Conference. These and othe¥ DECA activities cf civic and benevolent purpose
. . 1 - .

have bona fide educational values. They are also efféctive in .interpreting. * .. .-
- T N o et
the Distributive Education program to business men and women, faculty, -

-

parents, and other students. : .
D 3 N .
| ,oAe
i " ’ : ,,//
¥ ; ) E,/‘ T~ g ."/{{ - \
~ ~ 7 By
- 9 ADVISORY. COMMITTEES ; ¥

’

‘A gound Distributive Education program is built on a strong alliance s
g >

with the business commdfiity w?};hﬁit servgs. ., One of the tépgiﬁle evidences .
. i \'&/‘} —_ v y

»of this kind of”bﬁoperation is the use of advisory committees. Their major

9 2
-

task is to arrive at a consensus on objectéves, needs, and plans of action
. ot

v P ~
4 ?
that will result in an improved program of instruction. The Fairfax County ‘
\program.benefits from several advisory.committees:

[

N o e .
*and, industrialqcommunit?'}eaders appointed by the Division

(1} General Vocatjonal Adv%séf& Committee - composed of business

v

N ‘ - - . . .
Superintendent to give leadership and advice in all the

~

vocational education disciplines, including Distributive
1 L]

f Y Education . . .

é (2) Vocational Education Professional Advisory Committee(VEPAC)

composed of educational leaders from all.the components

of vocétionai education in Fairfax County Public Schools

- | 4
I » «

' ‘ . A
(3) Distributive Education General Advisory Committee - com-
3 o
+ posed of représentafives from the various segments of the

4 business and marketing community to give guidance to the

5. et s o ®
. total D.E. program, adult and in-school 4

- ) -6-
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: Special Series (Examples) / .+ ' .
Shoplifting Prevention ’ ©
Courtesy Clinic ) I ”

: Employee Series (Examples)
Advertising .

Consumer Relations

Supervisory Series (Exampies) ‘ .

3

Employee Supervision (How to Supervise)
Employee Training (How to Train) K
, These and additional classes can be organized to\meeg the needs of an . ‘

individual firm or grtup.
- )
s
b
8 .
€ Y

The secondary school Distributive Education program is offered in all
. Fairfax Cghﬁy& secondary schoélé and includes the following courses: ‘ .
édﬁgaéion for Employment (EFE) - Grades 7,8,9
Cov
Work Experience Career Exploration Program (WECEP) - Grades 8,9
‘D.E. I - Fundamentals of Dist;ibutigd - Grade;lo .
P.E. II - Studies’in Mfrketing - Grades 11, 12
D.E. III - A;Qanced St;éies in Marketing -~ Grade 12 -
: Fashion Merchandising - Grade 13-
goqd Qistribution - Grade 12

Petréleum Marketing - Grade 12

Salesmanship - Grades 11, 12 i

Marketing - Grade 12:_
8-
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. Special Series (Examples) r v y
Shoplifting Prevention ' *
Courtesy Clinic o ® .

- Employee Series (Examples)
Advertising .

Consumer Relations

Supervisory Series (Examples) ‘ .

i

Employee Supervision (How to Supervise)
Employee Training (How to Train) \
These and adaitional classes can be organized to:megf‘ﬁhe needs of an
individual firﬁ or group.

AR
13 \

The secondary school Distributive Education progranRis offered in all

. Fairfax Céunty secondary schopis and includes the following courses:

.

Education foér Employment (EFE) - Grades 7,8,9

o

Work Experience Career Exploration Program (WECEP) - Grades 8,9
‘D.E., I - Funcdamentals of Distribution - Grade-10 ;

P.E. II - Studies'in Marketing - Grades 11, 12
‘ ‘ . kN . ‘
D.E. III - Advanced Studies in Marketing - Grade 12

¢

' Fashion Merchandising - Grade 12°
Foqd:Qistribution - Grade 12-
Petréleum Marketing - Grade 12

Salesmanship - Grades 11, 12 Il

iy Marketing - Grade 1?,. -
Q . 8-
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- - , ‘ . Distributive Education

Section B
8110 - Fundamentals of Digtribution (D.E. I) - September 3, 1974

Pfeparatory Course

1 credit : ’

180 Class Hours-

Récomﬁended qlass Size - Maximum of 20 Students

1

No Prerequisite )

Course DEscription

i

¥

1

Fundamentals of Distribution (D. E. I) is designed for IOtH grade students

with a career interest in the area of marketing and distribution. Class-

)
room ingstruction, combined with the high school's chapter activities of the
3
Distributive Education Clubgw?f America (DECA), enables the sp?denf e ga%n
a basic understanding of disE;;bution as well as the career opé;ftunit{és‘
Activities inclgde field tri;s, guest speakers, competitive event§?'and

- ~

student research based on the individual's occupational goal. Although

. .

employment 18 not required for this course, students are encouraged to

secure part-time employment. Small clasgs size allows for a greater variety
¢ » . , ’ -

of learning experiences.
vy .7

Learning Outcomes

At the completion of the D. E. I course, the student will have:

.

1. Identified available careers in distribution based

on individual needs and abilities.

2. Developed skills for entry level employment in distribution. ; !

3. Actively participsfed as a local chapter member of the

Distributive-pdu ation Clubs of America.

%

-1- R L




“Distributive Education
Section B
September 3, 1974

. 4. Gained an understanding of the role of a young worker in a

N

free enterprise system.

Unit Objectives

First Nine Weeks' Unit
The student will be able to:
Explain his/her role in the Distributive Education program.
Actively participate in the DECA Chapter, using basic
parliamentary procedure.
Classify a distributive business located within the community
according to the type of business and form of ownership.
Discuss distribution in the total American economy .
Second Nine Weeks Unit
The student will be able to:

7

. 't ‘,-\\ - - .
1. Exflain how marketing ac;}Q£§§e9~ar§faffected by the consumer.

1)
g s .
Demonstﬁrte effecthe:c?mmpnléatlon techniques. :

xccuratp?y compute basic mathematical operatiofs.
Desigﬁ a shaplifting prevention program for & store of his/her

choice.

. ]

Third Nine Weeks 'Unit

The student will be able to:

<

l. Discuss the fundamentals of economics in relation to the young

worker in our free enterprise system.

) i -
Apply the principles, of sound fingneial planning to his/her
o

life style. ' b o

Recognize the importance of the profit motive to business firms
in the Americén economy .

Describe the functions of financial institutions.

\2- "
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September 3, 1974

Identify the social/economic contributions of the various

i

work levels within a selected occupational field.

Fourth Nine Weeks' Unit

The student will be able to:

l.

Develop personal characteristics that will enhance his/her
employability and job success. .
Secure employment in the field of distribution related to an

occupational interest.

e
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8120 - Studies in Marketing (D, E. II)

Cooperative Course

-

3 credits
. ¥
180 Class Hours and 540 Supervised Work Experience Hours

Recommended Class Size - Maximum of 15 Students

No Prerequisite N

aaurse Description

Studies in Marketing (D. E. II) is designed for llth and 12th grade

~

students pursuing a career in marketing or distribution. Instruc-

’ .
tional areas include Human Relations, Professional Salesmanship,

Advertising, Communications and Store Planning Organization. Qlass-
room instruction is reinforced through 540 supervised hours of on-the-
job training in a distributive business. An integral part of the
progrém is the participation in the school's Distributive Education
Clubs of America (DECA) chapter activities. The chapter offers the
student an opportunity to develop civic congciousness, gocial awareness,

3

leadership development and vocational understanding. Course- credit is

given only when a student has successfully completed all requirements

in the classroom and on-the-job training. Credits cannot be divided.

Learning Outcomes .

4
<

~ e

" At the cémpletion of the D. E. II course, the student will have:

l. DeQéloped the necessary entry level skills of a distributive

!
occupation.
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L. Section B
boe September 3, 1974
2. Accumulated no lessithag 340 hours of related supervised
. . k4
on-the-job training.

3. Developed leadership skills as an.active participant of

the school's DECA chapter.

Unit Objectives

! .
4

First Nine Weeks' Unit
The student will be able to: .

1. Demonstrate an understanding of his/her responsibilities
to the school, profesgionalkorganization<and training
station by complying with the policies and regulation fhat
'are‘stated ip'theaéistributive education handbook, Your

kY

Future ig Happening Now in D. E.

2. Be gainfully employed in a job that relates to his/her
career interest\in the field of distribution.

3. Apply the principles of effective human relations on the
job, in the classroom, and in DECA activities.

4. Demor trate professional selling ability'by planning and
preéentiné a sales demonstration.

" 5. Apply merchandise information to successful selling tech-
iques. . ;
e -

.

> ‘ N
67,4bemonstrate correct job 1nte£wiew procedures.
+ -

Second Nine Weeks' Unit

The gtudent will be able to:

-
1
%

1. Anaiyze the &se of advertising in the field of marketing

and-distributicn. . 523
. s.
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Digtributive. Education ! ‘ -

1974 o .

Relate the impoﬁfancéiof visual merchandising to sales.
g | '
Create effective desplays utilizing principles and

' techniques of visual merchandising. °

%

Apply the policies for éhoplifting PreVentioﬁ at his/her
training station. " )

! ' . “1
f

: Third Nine Weeks' Unit *

The student will.be able to:

1.

-

Utilize effective business speech and written communications

in class; on-the-job, and in DECA chapter>activitiés. -
. f -
- , < ]
Demonstrate an understanding of sales supporting activities
/
in distr'ibution.

IS

" Fourth Nine Weeks' Unit

The student will be able to: ) : v

O

ERIC

Aruitoxt provided by Eic:
.
s

R +
4

Explain the marketing function in a free enterprise system.

Compare different economic Bystems. . \\\w_

Evaluate different types of insurance in relation to

. N v
personal and business needs.

Explain the principles of stock market investments.

-

Recognize the various aspects of planning and organizing
a distributive businesss . . !

3

s .
Assist in planning a marketing réssgrch project.

—6-
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8130 - Advanced Studies in Marketing (D. E.’III) -

Cooperative Course

3 credits _ . I

a
1

180 Class Hour¥ and 540 Supervised Work Experience Hours
Recommended Class Size - Maximum 15 Students
Prerequisite -(Studies In Marketing (D. E. II) 8120

-

" Course Description

Advanced Studies in Marketing is designed for the 12th grade student who

has successfﬁlly completed Studies in Marketing and allows him/her to
3 » ’
pursue in greater depth the development of marketing competencieg nec- -, _
w7
essary for full-time employment and job advancement in marketing or

distribution. Students continue the combination of classroom instruct-

ion and on-the-job training under the same arrangement as followed in

-

Studies in Marketing.

A\
5

Students are introduced to management functigns within the organizatton ~
with emphasis on merchandising, sales promotion, organizing a distributive
business and marketing research. Enrollment in this course places the
student.gs an a;tive member in the Distributive Education Clubs of Ame;iba
(DECA). Course ¢redit is given only when-the student has successfully

completed all requirements in the classroom and on-the-job training.

Credits cannot be divided.

23

! -7- -
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Learning Outcomes

e
A

At the complétion of Advanced Studies in Marketing (D. E. III) the

. ) I3 . .~ .
student will have: -

1. Achieved career level training to organize, establish,
maintain, and assume a' supervisory role in a distributive

business.

. -

I3 I3 I3 . . o
Participated in a marketing research project.

i

Developed the advanced skills for effective written and
oral communications.

Unit Objectives
/

o -

First Nine Weeks' Unit

The student will be able EST’,//

l. Identify attitudes and regponsibilities common to super-

visory positions.
Develop a company personnel policx/manual for his/her
training station.

Explain the role and/functions of a personnel department.

-
-

»

ar,

\ '
Secﬁpd Nine Weeks' Unit -

The student will be able to:
l. Relate the economic role of government and international
trade to the field of marketing.
2. Apply marketing research techniques through development

of a Studies in Marketing project related to his/her career

-
.

areae. » ‘
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Participate in pianning, executing, 6 and analyzing a‘group
marketing resedrch st;dy.

Demonstrate advanéed sales te%hniques by performing.a group
sales presentation. N

Demonstra{e his/her understanding of public speaking techniques
by presenting a six-to eight- minute speech on a topic re- |

LA

lated to the field of marketing.
! b

~

Third Nine Weeks' Unit

The student will be able to:

1. Apply basic mathematiqal skills to complete recotds .
¢ 1
essential to store control. }
2. Demonstrate gechniques of purchasing and pricing for ’
. profits.
3. Utilize stock control records and other business forms.
4. Relate the use of credit to the success of a business.
) Fourth Nine Weeks' Unit
The student will be ab%e to: { :
1. Demonstrate an understanding of the organization and ,

[

operation of a business.
4
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8144 - Fashion Merchandiging

Preparatory Course
#

1 credit

80 Class Hourns

Recommended Class Size - Maximum of 20 Students

No Prerequisite

-Course Description

K3

€

Fashion Mepghanising is & ;pecialized curriculum option which enables

# 4
Hig 7 r

students to investigate and prepare for careers in the fashion industry.

3

The objective of the curriculum content is to provide students with

preparation in the technology of Fashion Merchandising, which will\lead
ol .

to immediate employment and/or become the basis for continuing education.
o .
As associate members of the local DECA Chapter, students participate in

specialized competitive events related to the curriculum. An Advi;ory
committee composed of outstandi;g fashion professionals in the Metropolitan
Washington area plays an active role in correlating learning experiences
with th& faghion world. Although supervised éooperative job training is

. . . .3
not required in this course, students are encouraged to secure part-time

employment at peak selling seasons. ?

~

)

Learning Outcomes . ; .
# A
At the kompletion'of the Fashion Merchandising course, the student will

_have: » ' . '

\

e

kS ", .
Ni._ Investigated a widf variegy of careers in the fashion
o . U

industry. Yy

’
-10-
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-

2. Demonstrated competencies necessary for a successful 27

fashion career at the entry level of employment.
n

’ 3. Gaiﬁ@é a broad understanding of how the fashion

s ' !
R . /
Lrb . wor%d works.
1%% . y
R N ‘u_b 2

2

. . " Unit Objectives® -

.'" - ‘ N -’
T WP s First Nine Weeks' Unit l\’,
a7 N Pl

4
The student will be able to:

1. *Evaluate the importance of fashion in the field of

-

Py s . B

* 2 merchandising.
‘ I
“ ’ 2. Intetpret fashion trends - past, present, future.

-

3. Devélop a comprehensive study on a designer of his/her

. - ’ choice.

N

< ¢ .
KO ‘. 4. Exami@ the differences among designers and their in-
- ’N‘»"’

: . 5 fluences on fashion. Y

!F . . ' ~ I h){

’ o 5. Investigate the broad spectrum of careers in the fashion 7
N " ' N

- ’ ipdustry.

Vid - }
@Qv' -7 » Second Nine Weeks' Unit
. ® " The student will be able to:

1. Reéognize the relationshipjof merchandising to the total
i

+ b

. : 7 operation of a business.

. - ‘ P N
s . ] 2. Classify,retail operations by merchandising pros:edures.‘j - o
roooo - , x

' < 3. Identify the importance of unit control.

. - - o>

. 4. Analyze the methods of buying for resale.

“ ‘ - 5. Observe operations of the faBhion market. o 4

6. Investigate careers in the merchandising of fashion.
L R -11- ‘ o
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Third Nine Weeks' Unit

The student wili be able to:

1.

2.

3.

l&.

Assess the importance of selling.

Demonstrate techniques of selling fashion.

Relate merchandise knowledge to the stimulation of sales.
Investigate careers in fashion selling.

-~ S
Is

>~

. u{ .
L 4

Fourth Nine Weeks' Unit

. R
: Tﬁé\*stude({ﬁ?ill be able to:

ERIC -

Aruitoxt provided by Eic:

Assess the importance of sales promotion.

Demonstrate techniqiies of sales promotion.

¥

Relate Bsales promotion to the stimulation of sales..
Y A p

Develop & plan for a %Eshion sholv.

8

Investigate careers related to fashion.sgﬂes promotion. -

¢

. o . 2K
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»

8145 - Cooperative Fagshion Merchandisidg

Cooperative Course

3 credits

180 Class Hours and 540 Supervised Work Experience Hours

b * -
'ﬂReQQmmended Class Size - Maximum of 15 Students

-

-

Course Degcription i

¥y

Cooperative Fashion Merchandising’ds a senior level course. The objec-‘d
tives and course content are identical to Fashion Merchandising (8144); .

-only the$major strategy is diffeﬁgq;;' Students who elect this course are
N L S

- '_"_~-

committing themselves to the cooperative plan of instruction and will be

- -

required to work in a supervised fashion - related- job for a minimum of

540 hours. Membérship in this course assumes active'DECA/EEhbership and

[
-

students are eligible for all related Virginia and National DECA com-

petitive events.
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8146 - Creative Selling - 12th Grade Level
Preparatory Course

1/2 credit

&

90 Class Hours ;
roo ' ' ,..
Recommended Class Size - Maximum of 20 Students -

[ 4
—F

S

No prerequisite

E

-s~Courge Description

Creative Selling is a senior intensified'vocational courge offered on
a semester basis. Instruction covers such topics as the psychology of
selling, retail sales techniques, and sales communications. The purpose ‘
of the course is two-fold:
l. To prepareé the student for occupational competency in
entry level positions in retail sales.
2. To train the students in the use of sales techniques and

principles of selling when applied to a retail store.

LearningﬁOutcomeE : \&

Upon comﬁleting a course in salesmanship, the\sﬁgdedt will have: v

l. Placed himself/herself in the ﬁasition of the customers,

employers, supervisors and co-workers in order to gain

insight into their point of' view.

‘ ’ 20 @

-14- . -
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Developed a complete sales presentation.
Demonstrated special%zed techniques retBil selling.

Reasearched a product and know sources of information to

carry on further research.

Related stockeeping activities to the functions of a re-

tail store.
S

Recorded transactions using both the cash register and

3

sales slips.
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8157 - Education for Employment - 7th Grade Level

Preparatofy Course ‘

1 credit

180 Class Hours

Recommended Class Size - Maximum of 20 Students
Ro Prerequisite

i -

Course Description

Education for Employment (EFE) ig an intermediate schocl crograr cesigned

~1

to develop job-oriented goals and values in students at the 7th grace

tevel. Instruction covers such areas as Self-concept anc Behavicr,

Setting Realistic Goals, and Occupational Exploration. Vocational appli-
.
z

-
e

catjon of instruction is achieved through simulated laboratory and directed .

>

learning experiences in the local business community.

Learning Outcomes

Uoon tompletion of the EFE course, the gtudent will have:

- *1. Developed positive attitudes and a sense of responsibility
towards school, self;. family, community, and the work world.
~3
2. Identified requirements and opportunities in a broad range of

~

Ny employment areas.

-16- NSV
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8158 - Work Experience Career Expfgratioh~Prggram (WECEP) - 8th Grade Level

CooReI?A}ve Course B

3 crzhits (2 D E., 1 General Mathematics)

360 Class Hours'and 300 éupervised Work Experience Hours
Recommended Class Size - Maximum of 20 Students

No Prerequisite

Course Description

>
WECEP i{s essentially the same course as EFE 7, 8, and 9; the only

difference "is-in the cooperative method of instruction. Cooperative
’ +

%

Job placement”at the intermediate level is made possible through

s

approval for this special program (WECEP) by the United States Bureau

of Labor Standards in cooperation with se%ected states and school juris-
e - .

La e

dictions. The program is designed foi selecéed youth of 14 ‘and 15 Xeari;f
of age. T;Q daily classroom periods are devoted to employability gkill
inétruction, and a minimm of 300 hours are séent on an actual job in a
nearby businegs. Emphasis is on attitudinal areas as well as remedial
instruction in math and cogpmunications skills. gnrgilment is limited

by law to a maximum of 20 students'per teacher; mdgh attention is given

’

to individual needs of students.

v

Learning Outcomes

b
> .

Upon completicn of the WECEP program Level 8 (8158), the student will have:

W
Loa \

1. 1Improved his/her school attendance record.

()
-1-71"’2
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Developed a sense of responsibility towards self, school

and community. )

N
Identified a tentative career interest among a wide range

of occupational opportunitiess

N

. Y
.
/
/ ' "
N
, I
/ -18- ‘ .
/
.
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8159 - Work Experience Career Exploration Program (WECEP) - 9th Grade Level

’

Cooperative Course N

3 credits ( 2 D.E., 1 General Mathematics)

360 Class Hours and 300 Supervised Work Experience Hours
Recommended Class Size - Maximum of 20 Students

NE Prerequisite . -

v
i

Course Description

.

The WECEP program at the 9th grade level (8159) is conducted under the

- *

same policies and protedures as WECEP, Level 8 (8158). Students are
ey ¥ ‘

enrolled in a daily two-hour block of instructional time and are placed

[}

. M u\
on a job with a local employer. The 9th grade WECEP coordinator instructs

ard.superviges the 20 students enrolled in this program.

¥

Learning Outcomes

;'_\

Upon completion of WECEP 9 (8159), the student will have:
w Lo ,D}scovered a tentative occupational interest which will

infkuence his/her curricular decisions throughout the
3
remainder of hig/her high school career.

2. Accumulated a minimum of 300 actual work hours in a

4

supervised training situation. .
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L3

8136 - Marketing (Accelerated Course)
L]

.",

Preparatory Course
1 credit

180 Class. hours

F

Eﬁgpmménded Class Size - Maximum of 20 Students

//////No Prerequisite

Course Description

A one-year accelerated Distributive Education course for 12th grade

students who demonstrate above average academic ability and plan

marketing careers requiring qualifications above the entry level or
~ .

preparation beyofd high school. /Included in course content are the

areas of Marketing Research, Persompel Management, Economics, Sales.

Promotion, Saleg Management, Metchandisg , and Business Organization

and Operation. Students investigate marketing careers and develop
competencies needed to achieve such occupatiqnal goals as sales engineer,
merchandising manager, sales promotion. Vocational application is
achieved through simulated occupational expe;iences in the classroom
laborgtory and directed learning ;xperiences in local or nearby‘Ais-

i

tributive businessee,
v

-20% h
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8142 - Food Distribution

Cooperative Course

3 credits

180 Class Hours and 540 Supervised Work Experience Hours
Recommended Class Size - Maximum of 20 Students

No Prerequisite

Course Description

A one-year 12th grade course designed for students with an ‘interest in
careers in the food industry. Instruction.is given in such areas as An
Introduction to the Food Industry, Sérvice Selling in Supermarkets, Food
Store Operations, Checker Education, and Food Store Merchand%sing agd
Advertising. Students develop the mathematical, communicati;n§ and
marketing competencies necessary for successful entry employment in the
food field. ‘Ihey combine clagsroom instruction with a minimum of 540
hours per calendar year of supervised on-the-job training in'a food store.
Students completing the DE I Cooperative course or the Marketing I

course in the junior year might want to specialize in this option in the

senior year.
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8148 - Petroleum Marketing . )

Cooperative Course
¢ 3 creditg-
. 180 Class Hours and 540 Supervised Work Experience Hours:

Recommendéa Class Size - Maximum of 20 Students

No Prerequisite

Course Descrigtion

A one-year 12th grade course designed for students with an interest in

R

careers in the petroleum industry. Instruction is given in such areas

F 4 - »
as Service tation Selling, Service Aspects of the Petroleum Industry, .
Service Station Operation, and Marketing of Petroleum Products. Students h

\

develop the mathematical, communications and marketing competencies

necessary for successful entry employment in the pettroleum field. They,

-

combine classroom instruction with a minimu§§:f 540 hours per calendar

. Yyear of supervised on-the-job training in a fervice station. Students

completihg the DE I Cooﬁgrative course or the Marketing I course in ithe

. junior year might want to specialize in this option in the seniot year.

~
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I. Strategies for Teaching and Learning

September 2 1974
A.- Instructional Approaches '

1. Definitions: -

a. THE COOPERATIVE METH;%\3:Eg§>cooperative,menthod is the

- coordination of classroom instruction with a series of
T——

on-the-job learning experiences related to each student's
&

occupatiopal objective. The student's instruction on-the-
. 4 * ¢

job is supervised by a training spodsor who works closely

L R
with the teacher-coordinator in developing a sequence of

1

learning experiences appropriate for the student and
~

compatible with his goa¥s and those of the employer.

Examples of training stations inclu%g department stores,

~

supermarkets, service stations, financial busineses ingtitutions,
¢ J
\‘ ‘

i ~ )

——

\\\\ restaurants and wholesale business firms.

b. THE PROJECT METHOD - The project method centers around indi-

&

1

vidually designed}learning activities which are coordinated

with classroom instruction and related to-—a student's

- L
occupational objective. Th;\project method provides a series

& N

of job-related experiétces which are ‘designed to lead the ,
+ * >
b ]

student not involved in regularly schedfled cooperqtiVe

employment to his occupational objective. :
1

/ N -
‘c. COORDINATION OF ON-THE-JOB TRAINING - The term coordination,

. L4
réfers to activities involving placing the student, arranging

"

for the learning experiences, evaluating student progress and

. a

"0

counseling the student. To correlate classroom instruction
with on-the-job-training, the Distributive Education -teacher-

coordinator obtains information and materials from- the train-

- .
$ -
. R
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ing st‘i}éi;n «wThe Distributive Education coordinator also ‘
' TTTLER \

evaluates the student's job perfbrmance by conducting
. observations, meeting with the training supervisors, and
obtaining the student's progress reports.
*
d. DISTRIBUTIVE EDUCATION CLUBS OF AMERICA - The program of

' work of the Distributive Education Clubs of America enriches

-

and supplements the instructional program. The DECA com-
petitive events program ig a direct outgrowth of classroom
;tudy and activities, such as job inferview, advertisging,
sales judging and sales demonstrations. A chapter selects
“ a student who excgls in each area to represent his/her -#chool
' in district competition. Each district winner competes at
the state level, and state v'vinners’\go to the National Career: ‘

~
Development Conference. . =
2. Téchniques: -

. a. Students receive orientation through the use of the student

handbook, Your Future is Happening Now in D. E.

b. Structured field observations enable the student to experience
situations not available at his/her training station or in the
classroom.

c. Guest speakers from specialized areas'®f the business community
. ? N

- )
! \ are invited to the clasdroom. Members of the Distributive
, Education Advqury'Committee are also used as guest speakers.
. ) ~d. _Students pefibdically receive pass-qut sheets related to units
R of study,‘
_ ~ @
e. Role playing affords the opportunity for the student to practice
. < occupational competeqcies in the classroom. £11 °

AN '. . -2-
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Selected films are shown that relate to the units of study

in marketing or distribution.

° -

Current periodicals are used as supplementary resource .

materials.

]

Listening techniques and written communication skills are

developed gh the lecture method.

Bulletifi boards and displays reinforce’classroom instruction.

Research manuals are prepared by the student in areas of his/
her career interest, such as studies in marketing, areas of
distribution, merchandise sales, andﬂ caree’%

Panel bresentations, buzz sessions,'commitgee work and
"brainstorming" sessions encourage human relations and

communicative gkill development.

»

Educational games enhance learning in the classroom. -
Demonstrations are us;d as‘a v6cati;na1i1earning aéproach.
Professionally pfépatgd resources are used to indiviaualtze '
classroom instructgon._‘ ¢

Training plgns a;q deﬁigned to direct spudentglearning
é;periences at hié/her training station.

’ t

Production reports are completed by the student to report
on-the-job hours and earnings.

A progress report, a«ﬁériodic evaluation of on-the-job
..“

b N N .
progress completed by che training sponsor, serves as a

.

¢ N . .,
diagnostic tool to deterg}ne areas where improvement isg

4

L
L. IEN
needed. .
V.a .
Studentghare encouraged to tege an active role in business

~—

[

and civic affairs committees.

Multi-media approachee enrich the learniﬂg process in
f T
) ,_'-3;

L0 472

v




Distributive Education
{ 'Section C .
September 3, 1974

marketing and distribution.
t. Students deéign, execute, analyze and disseminate results
used in marketing research. '
u. Thercase study gpproach is used throughout the D. E.
S curriculum.
V. Students develop markg;ing competencies through the fgllowing
competitive events:
(1) Job Interview
(2) Advertising
(3) Public Speaking
(4) Groue Sales
tS) Display )
(6) Sales Demonstration
(7) Sabes Judging
(8) Parliaﬁedtary Procedure
~(9) D. E. Student of the Year - o N
(10) Decision Making .
(11) Poster Design
B. Organizational Alternatives:
. 1. Setting
- a. Di;triﬁutive Education classréom-laboratory
b. Job training stations
2. Personnel
a. Teacher-coordinator hoid@ng a Colleg}ate Professional
Certifica;e with an gnaors;ment in Distributive Education.

b. Resource personnel ‘from thé specialized fields of marketing

or distribution.

b= A . an
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A. D. E. I - Fundamentals of DigE;ibution- 8110

1. Introduction of Marketing Competencies for Distribution - lst Nine Weeks'
a. Orientation to Distributive.Education - Student Ha;dbook
b. Parliamentary Procedure
Organization and Kinds of Distributive Businesses

-

d. Importance of Distribution in a Free Economy
Basic Competencies for Distribution - 2nd Nine Weeks'
a. The Customer's Viewpoint in Selling
~2"b. OralfCommunicationé
c. Arithmetic for Distribution
d. Shoplifting Prevention
Economic Competeﬁcies.for Distribution - 3rd Nine Weeks'
The Yoﬁné Worker
The Consumer
The Businegs Firm
Financial Institutions
Work Outcomes
Sociai Competencies for Distribution - 4th Nine Weeks'

a. Self-Analysis and Development of Personal Characteristics for

Employment

b. Identifying and Securing Employment

D. E. IT - Studies in Marketing- 8120 “ ~

LN
1. Preparing for Professional Growtl in Marketing - lst Nine Weeks

3

a. Orientation w 3

b. Human Relations

c. Professional Salesmanship
. .] .
Sales Promotion and Security - 2nd Nine\ﬂeeks

]
a. Advertising A4

~5-
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b. Shoplifting Prevention

c. Visual Merchandising

Supporting Skills and Activities - 3rd Nine Weeks'
a. Communications

L]

b. Culminaticn of District Contest Activities

c. Sales Supporting Activities

Economic Competencies for Marketing Success - 4th Nine Weeks'
a. E?onomics - The Market

b. Store Planning ané Crganizat:ion

c. Planning tne Creazive Marketyng Researcn Prc;ec:

D. E. III - Advanced Studies :n Marketing . gi3g

1.

Personnel Supervision and Management - lst Nine Weeks'
a. Orientation
b. The Superviscr Looks at his Job
c. The RBole of the Supervisor
d. Personnel Policies ;
e. Perscnnel.?unctions - Employment and Training
f. Personnel Practices and Concerns
g. Personnel Case Stuq;es
h. Developing a Company Personnel Policy
i. Supervisory Human Relations
Sales Promotion and Management - 2nd Nine Weeks'
a. Economics of Distribution
b. Review Sales - Advanced Sales
S
c. Studies in Marketing and Marketing Research
d. Executive Speaking
Record Keeping and Control - 3rd Nine Weeks'

a. Record Keeping Functions

b. Managing Merchandise’

f
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4. Organizing a Distributive Business - 4th Nine Weeks'
a. Pre-Test - Check List for Going into Business -
%b. Finance, Budgét and Location
-
‘? Sales Prozection ) -
s Merchandising Policies
e. Store QOperations .‘

., Accounting and Expenses

g. Personnel

Q
. Lega. Xegulaticns anc Evaiuaziond®
t. Cenclusien
fashicn Mercnancdising - 2144 )
Intreducs: To ““e Fag~: World - lsgt N- Weeks'
2. Intrcductiicn Jo The Fashion World lst Nine Weeks
a. Uncerstancing Fashion
" t. TFash‘on Tsénds
c. Designers
.. -
s d. Charm A o
> ‘ v o
\E. Careers
2. VMerchandiming Fashion - 2nd Nine Weeks'
a. Intraducticn te Merchandising
be Buying Merchandise For the Store T

c. Transporting, Rece:ving and Checking Merchandise
“r

d. Training Salespeople and Maintaining Effective Stock Control
e. Careers ‘ :

3. Selling Fash:ion - 3rd Nine Weeks'
a. Introduction to Selling Fashion
b. Stimulating Fashion Sales : . 3

c. Selling Fashion Successfully ) :

d. Product Information
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(i) Textiles
(2) Non-textilesxq
e. Careers
(1) Job Application
(2)/ Resume -
Sales Promotion - 4th Nine‘Weeks'*a
a. Color,.Line, Design c~ Disgplay

-~

. b. Advertising d. Careers

z -

: N
E. Cooperative Fashion Merchandising - 8145

(This course follows the identical content outline as 8144)

-

F. Education for Employment (EFE) Level 7 - 8157

1. 1lst nire weeks. _

-

a. Survey of Carfer Opportunities

b. Self TConcept and Behavior

1
2nd nine weeks. -
~ - -

a. Develop Good Listening and Observing Hahits
b. Adaptations to New and Different Groups

i
. 3rd nine weeks,

a. Grooming and Appearanse
b. Setting Realistic Goals

4th gine weeks:g .

]

a. Eelliné Yourself as a Worker

s b&- Using Your Earnings Wisely

G.. Work Experience Career Exploration Program (WECEP) Level 8 -.8158
- i .

1. 1lst nine weeks.

a. Orieqtatgon

b. Groomiﬁg and Appearance

S _8-




What Is My Image?

Occupational Exploration

!
nine weeks.
i

Local Exployment Opportunities
Developing Areas of Responsibilities

Budgeting and Money Management

\

Types of Buginesses - The Warid of Work
¥

b

. !
nine weeks.

Urban Living
Education for Employment

Business Communications
nine weeks.

Business Mathematics
Kinds of Distributi&

Preparation for the Future

B
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-

o

Review - overview and scheduling for next year

H. Work Experience S@r Exploration Program (WECEP) Level 9 - 8159

1. 1st

1
nine weeks.

Orientation
3

L
.Pré-employment Preparation -

Job Ap;lica onsg
Basic %ath
)
Career Explorat?on .
nine weekd.
Job Requirements

Human Relations

Community Service

-9-

/\'\.
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- d. General Math

e. Career Exploration

3. 3rd nine weeks.
a. Communication Skills for Employability and General Living
b. Use of Leisure Time
¢. General M;th
d. Career Exploration

4. ch’nine weeks.
a. Communication Skills- Continued
b. Effectiyg Use of Your Employmént Dollér«L}
c. Job Safety
d. General Math
e. Goals

I. Creative Selling - 8146

S -,
1. Psychology of Selling. -

a. Importance of Salesperson =

. b. How the Customer Views the Store
C. Analyzing Custom;1s{

d. Understanding Prospects and Customers

~ i

e. Attracting and Retaiging Customets
.. . " : T
\\\ 2. The Purchasing Decision.

. a. Beginning the Sale
b. Making An Effective Demonstration

c. Ov ming Objections and Excuses AG

d. Closing the Sale e
Q . -10-
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Building a Sales‘Personality;

-

Special Skills in Retail Selling. -

A% Suggestive Selling and Trading Up ;
b. Handling ébmplaints '
c. Store Security
Use of Merchandise Information. ' " “
a. Analyzing Product Features and Benefits
b. Squrces of Product Information‘%v
C. Coamﬁnicagang Product Information
d. How Materials and Manufacturing Processes Affect

Quality, Price, and Appearance

Stockeeping on the Sales Floor:°

a.

b.

Ce

Operating a Rg}ail Store. %

Significance of Stock Work
Stockkeeping as a Facilitating Activity in a Retail Store

Stock Care and Information

(4

a. General View of Retailing
v,b. Types of Retaii Stores Lo T

co Recdrdke%ﬁing of Goods Sold o ‘ )
Retail Math. . -l

a. Role of Cash Register and It¥ Operation )

b. Checking and Recérding choming Mgrchapdise

¢c. Recording Transactioqs

d.

s
Inventory: Its Use and Téchniques 4,
Loy !

-

%

-

-11- ,
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8. Communications.
a. The Art of Listening and Its Impacts on the Customer//
b. Overcoming Roadblgcks tg Better Communication
c. Communications Networks Within the Business Organizatiom

Lt

9. Human Relations. 7
a. Gaining Cooperation of People
b. You and the Customer
c. You and the Employer - What He Expects

&
III. Evaluation

A. Diagnostic Techniques

1. Kuder Prefef€ﬁ£e Interest Inventory
2. GeneraftAptitude Test Battery (GATB)
3. Ohio Vocational Intergst Survey (OVIS)
4., Step and Scat
B. Testing
l. Written and oral tests -
2. AEvaluation of individual and/or.g;oup projects
3. Performance tests
. b Evaluatiog of on~thé-job training
5. Evaluation of bECA participation
C. -Grading
1. Alphabetic érading (A-F) —

2. Pass/Fail 'grading procedure

-12- g *




